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Foreword 
 

In the 1950s, the American Medical Association took 
notice of hypnosis after a patient underwent a 
thyroidectomy (removal of the thyroid) while in a hypnotic 
trance induced by a hypnotherapist (Blakeslee, 2005). No 
other painkiller or anesthesia was used.  

 
Since then, hypnotherapists have made powerful 

strides toward changing public perception about hypnosis. 
Doctors continue to use hypnosis to calm their patients, 
and to ease pain during procedures (Bierman, 1995). They 
regularly tell patients how easy recovery will be. 
Additionally, doctors tell patients that a procedure is 
common and meets with a high degree of success. 
Because these phrases are delivered by an authority 
figure, they act in exactly the same way as hypnotic 
suggestions, and become reality for the patient. More 
obvious hypnotic suggestions are also sometimes given to 
patients by doctors trained in hypnosis, and for over a 
century, dentists have used hypnosis to ease discomfort 
during dental procedures.  

 
In addition to using hypnotic techniques themselves, 

doctors and dentists regularly refer patients to 
hypnotherapists for help with weight loss, smoking 
cessation, and overcoming fears about dental and surgical 
procedures. Before the 1950s, the medical profession 
scoffed at hypnotherapy, but today it is being readily 
embraced as a complement to long-standing medical 
procedures. 

 
According to the southern Medical Journal (2004), as 

many as 40% of Americans use some form of 
complementary and alternative medicine such as 
hypnotherapy. At no other time has the world of 
hypnotherapy been as wide open with exciting possibilities 
as it is now. Because more and more people are exploring 
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and accepting the benefits of hypnotherapy, a much 
greater need for qualified hypnotherapists to open 
practices now exists. The goal of this book is to give you 
— a potential or practicing hypnotherapist — a strong base 
for building your practice. You will be guided through a 
basic hypnotherapy session, and you will be given 
homework opportunities to use and modify your 
techniques so that you can help others lose weight, find 
love, and increase their financial success, among other 
issues.  

 
For the latest information about the hypnotherapy 

world, visit www.americanallianceofhypnotists.org the 
website of the American Alliance of Hypnotists, of which I 
am the founder and director. The organization started in 
America as a network of hypnotherapists, but it is now 
open to practitioners worldwide. Among other things, this 
site lists hypnotherapists and classes available in your 
local area. Become a member. It’s free. 
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Hello, I’m Steve G. Jones, Clinical Hypnotherapist. 
And I’d like to thank you for ordering this audio book, 
Hypnotic Sales Mastery Techniques and in a few chapters, 
in this book, I am going to share with you techniques that I 
have learned over the years in my many years of hypnosis 
experience dating back to 1982, the techniques that really 
really work. The techniques that you can use in almost any 
situation. And really sell yourself, sell your point, sell the 
concept that you are trying to get across. I want to 
emphasize that these hypnotic sales mastery techniques 
are useful in a wide variety of situations. For example, 
interviews. If you are going to an interview, you are going 
to want to have something going on, you’re going to want 
to have something in your corner. Some power that you 
can tap into. It’s fine to have a wonderful resume, dress 
well, be polite and be powerful, but it’s much much better 
to have some techniques which you can use, some rock 
solid techniques that you can use, so that when you go 
into that interview you can be very powerful and make it a 
slam dunk. Make certain that you get that job. So these 
techniques are powerful in interviews, also auditions. My 
office is currently located in Beverly Hills, CA and I see a 
lot of actors on all levels who really need help with 
auditions. These techniques are helpful in auditions as 
well. Dating, from time to time I get emails stating that the 
techniques I teach are very helpful in the dating world, so 
look for applications in that. Sales, absolutely.  

 
Sales, that’s the number one focus of this book, to 

help you improve sales, but realize that you’re always 
selling yourself. When you’re out there in the world, you’re 
always selling yourself. And another fascinating application 
of these techniques is the court room. And I’m going to 
share with you some techniques. Now I am not an attorney 
and I do not necessarily recommend these techniques for 
the court room, I’m just saying that they will work. If you 
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are an attorney and you are thinking of using these 
techniques in a court room, I absolutely advise you to 
number one, make sure it’s ethical to do it because you 
are dealing with a lot of power when you use these 
techniques. You need to make sure that that is okay to do. 
Because these techniques are going to increase the odds 
tremendously that you get what you’re after. So attorneys, 
listen up. Check and make sure everything is okay, make 
sure you can actually use these techniques because they 
are on a subliminal level and I want to make sure that 
anytime anyone uses these techniques for any purpose 
that it’s for the ultimate good and that it’s legal. So, do your 
homework and make sure you are allowed to use these in 
whatever genre you may use them. So, having said that, I 
want to share with you these very, very powerful 
techniques and before we move on I want to make 
absolutely clear, always use your powers for good. What I 
will be sharing with you are some very powerful techniques 
and along with any power comes the responsibility to use 
that power wisely and in a very proper way. So I always 
tell people when I teach them these techniques, use your 
powers for good. Naturally you are going to be making 
sales with them and so forth, but you have that internal 
mechanism called a conscience, use it and use it often. 
Use it all the time in face. Make wise decisions. You don’t 
want to misuse any of these things and I’m really trying to 
emphasize this because what I’m going to teach you is 
going to put you in a very powerful position where the 
words you use and the way you use them and the way you 
use your body can get you pretty much whatever you 
want. So, understand the power and use it wisely. And I 
would like to invite you to join me in the next chapter which 
will be chapter one, rapport. 
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What do we mean by rapport? When we are dealing 
with hypnotic sales mastery techniques what we mean is 
winning over the person, having them believe that you are 
like them, having them understand that they are dealing 
with a person who understands them, who is like them, 
who has their best interest in mind, who shares their 
philosophy of the world. So how do we create this? How 
do we have someone walk into a car lot, for example, if we 
are selling used cars. I love to use that example of a used 
car salesman. Now you may be selling insurance, you may 
be an attorney, you may be going for an interview, you 
may be an actor. I love using the used car salesman 
metaphor, not new car, used car. I don’t know why, I just 
love that. It’s just so conducive to so many things that I like 
to express.  

 
So, let’s say for example, someone is calling you on 

the phone, you don’t even see them yet, they are just 
calling you on the phone. You are now a used car 
salesman; not really, you are a used car salesman for the 
next few minutes. Someone is calling you on the phone 
and they are calling “Joe’s Used Cars” and they get you on 
the phone, well, I’m going to tell you that sales mastery, 
hypnotic sales mastery techniques in particular start on the 
phone. If you talk to the person on the phone initially that’s 
where they start. They start with the first contact, but the 
first contact is often on the phone. So be very conscious of 
this. Don’t think that they are calling you and you are 
talking with them and you are going to save all these 
techniques for when they come in because guess what? 
They might not come in. You need to start immediately. 
You need to bring your “A game” to the phone. That’s 
where it starts and all the way through, from the beginning, 
from the very first hello on the phone all the way through 
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until they are signing. Signing for the used car, signing for 
whatever it may be, or they are signing you a 10 million 
dollar check, that’s an actor. So let’s just say they called 
you and you answer “Hello, Joe’s car lot, how can I help 
you?” and they start talking. Well, let’s say for example 
that they have a distince voice pattern. Notice how I am 
talking. I am calling Joe’s Used Cars and I am interested in 
purchasing a car perhaps. Notice that I am talking in a 
certain way. In music we may call this a staccato rhythm. 
It’s broken. It’s choppy. Some people talk like this. Some 
people just can’t stop talking. They talk really fast they 
keep going going going. They talk really fast, really quickly. 
Some people talk really fast and talk in a very high pitch 
voice. Some people talk like that, you’ve heard them. 
Some people talk in a very low voice and very slowly. 

 
Some people talk in a low voice and very quickly. 

What you want to start paying attention to are the patterns 
people use in there conversation and you can break it up 
like that. It is low? Is it high? Is it fast? Is it slow? Is it 
choppy? Is it connected? Pay attention to the way people 
talk. And what you want to do is mimic the way people talk. 
For example, if someone calls up and they are talking like 
this, I probably don’t want to talk exactly like that because I 
may sound like I am mocking them. I want to mimic them, 
but not mock them. I do not want to sound like I am 
making fun of them and I also do not want to be detected 
while I am mimicking them. So I will do another slightly 
less obvious version of the way they are talking. So they 
talk in a very broken. I may talk like this and not be quite 
as obvious, understand? I am coming close to the way 
they are talking. If they have an extreme voice, you do not 
want to mimic it exactly. If they have sort of a middle of the 
road voice, you can probably mimic it exactly without being 
detected.  

 
Okay this is very, very important because this is the 

first step in establishing rapport. What is this called then? 
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Basically we can call this a number of things, but we call it 
mirroring. We call it mirroring the person. Now mirroring 
usually happens in person, but you can also mirror them in 
their voice quality. Specifically when we are mirroring 
someone’s voice quality we call that pacing, pacing, 
matching the tone, matching the rhythm, matching the 
qualities of the voice. So the concept of mirroring means 
that you are going to look like them, it’s almost as if you 
are a mirror of them, but on the phone it’s not quite the 
same way, it’s not quite a mirror because there is nothing 
you can see. But you can see if you look closely with your 
ears, you can see them presenting themselves with their 
voice and you can mimic that. So that specific form of 
mirroring we call pacing, pacing over the phone and that 
can start from the first time you hear their voice. They say 
something and you say something back a lot like they said 
it. Now if they talk super fast, you don’t want to talk super 
fast because it would be very obvious especially if you 
answer the phone not talking so fast, but as soon as 
possible figure out how they speak.  

 
Is it high? Is it low? Is it fast? Is it slow? And make 

an effort to come close to that. The more exaggerated they 
are, the more you want to stay away from mimicking it 
exactly, but the more everyday and common and non-
distinct their voice patterns are the more you can nail it 
dead on and really just talk like them okay? So now what I 
would like you to do before you go on, before you do 
anything else, I would like you to practice this form of 
rapport. I want you to practice pacing, that’s right, pacing. 
Pacing is a form of mirroring, mirroring is a form of rapport. 
Doesn’t matter what we call it, I just want you to talk like 
someone else. Talk like them, you can forget all the 
terminology and all the fancy stuff. Basically I just want you 
to know how to do it. I want you to have a conversation 
with someone on the phone, you can’t see them, maybe 
it’s someone you know. Maybe someone is calling you 
right now; maybe your phone is ringing right now. Maybe 
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there is someone you can call, after you stop listening to 
this recording because I know you are going to pause it 
and do your work. 

 
 I want you to, before you go on with this chapter to 

practice, practice, practice some pacing and you can do it 
with just one person, that’s fine. Because when we are 
done with this chapter we’re going to have you practice 
that and something else and something else on top of that 
with a few people before we go on. So for right now have a 
conversation on the phone with somebody whether you 
have to call them or wait for them to call you. And imitate 
them the way they speak. Maybe they speak quickly. 
Maybe they speak slowly. Maybe they speak in a high 
pitch. Maybe they speak in a low pitch. And do it and if you 
do it with a friend it can be fun, because you can see if 
they detect it and if you get caught, then you’ll learn 
something and it can be funny because you can explain to 
them that you got this book on hypnosis sales mastery 
techniques and I was just practicing something and I 
wanted to try it on you. And you can see just how subtle 
you are because you want to develop a subtlety about the 
way you do this. It’s going to be very important because 
the first step is establishing rapport. We don’t want to 
mess with the first step. We want to have a very powerful 
first step. So go practice. Have a phone conversation with 
somebody and then come back and resume right where 
you were. Go have fun. Go do it right now.  
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Conversational Hypnosis 
 

15 

 
The next topic under rapport that we want to work 

on is called mirroring, just plain old mirroring. The pacing 
form of mirroring happens when you are on the phone, but 
when you are just mirroring somebody, well what do you 
want to do? You want to look like them. You can look like 
them in an auditory fashion over the phone because you 
can sound them so in there mind’s eye you look like them, 
but you can also look directly like them when you have 
them in person. So back to the used car scenario. 

 
 We talked to them over the phone, they called 

Joe’s used cars and spoke to you and you paced them 
and you also invited them to come to the store. And you 
have them sitting in front of you. At the dealership there 
are lots of cars and you’re sitting there having a 
conversation with them or perhaps you are standing there 
having a conversation with them. They are making certain 
motions. Everybody makes certain motions, certain hand 
gestures, certain body gestures, they move their heads, 
they scratch their head, they move their hair, all kinds of 
things, they adjust their clothing. Everyone does 
something. There’s nobody just stands there and does 
absolutely nothing, even if they are just moving their eyes 
or moving their mouth. If they are interacting with you at 
all, something is moving. Something is in motion at any 
given time. Otherwise there wouldn’t be a conversation, 
there wouldn’t be interaction whatsoever. You would just 
be looking at each other and nothing would be happening.  

 
So there is always interaction going on, there is 

always something to mirror. Your job is to find it. What 
could that thing be that I could mirror? Well, what I would 
like you to do is start paying attention to people. Start 
paying attention to what they are doing. For example, 
somebody comes into the used car lot and you are talking 
with them and they are standing there with their hands are 
their hips. Well what can you do to mirror them, to look like 
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them, to establish rapport, to make them think that you are 
a lot like them? What can you do? I wonder. You can put 
your hands on your hips. Now I suggest that if they put 
their hands on their hips quickly, that you do it slowly. You 
don’t want it to look like it’s an exact mirror otherwise you 
are going to get caught and it’s going to work strongly 
against you. So make sure when they put their hands on 
their hips, a few seconds later, you slowly put your hands 
to your hips. And you continue to talk with them. If they are 
nodding their head a lot perhaps you nod your head a lot. 

 
 So you are doing what they are doing. If you are 

sitting down, perhaps they are leaning back with their 
hands behind their head with their fingers interlaced, 
perhaps you can do the same thing very slowly. Perhaps 
you are sitting across from them at a desk. They put one 
arm on the desk, well, you can do the same thing. Now 
what I like to see people do when they mirror is say for 
example I have my left arm on the desk and I’m facing 
you, well you would want to put your right arm on the desk. 
You see how that works? It’s not my left arm and your left 
arm because that’s not how a mirror works. A mirror shows 
the exact representation. So if my left arm is on the table 
then your right arm needs to be on the table if you are 
across from me so that it looks just like a mirror. If you are 
sitting across from me and you slowly cross your legs, I 
am going to slowly cross my legs within a couple of 
seconds.  

 
If you have your right leg up resting on your left 

knee, I want to mirror that. I want to do the exact opposite. 
I want to look like you. If you scratch your head with your 
left hand, well I want to take my right hand and scratch my 
head too in the same general area where you are 
scratching, but a little more slowly. This establishes 
rapport and this may seem silly to you. This may seem like 
some very strange stuff, but I’ll tell you what, it’s been 
around for awhile and it works very powerfully. This 
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system of information is based on Neuro Linguistic 
Programming, NLP, which has been around for quite 
sometime and works very, very powerfully. These are 
basic sales techniques so far. We are going to get into 
more advanced stuff soon and have a lot of fun, but these 
are basic sales techniques that everyone should know. 
And they do happen to fall under the general category of 
hypnotic sales mastery techniques. So what would I like 
you to do before we go on any farther? What I would like 
you to do is pause this, pause this, we’re not ready to go 
on to the next chapter yet. And I want you to practice 
mirroring, very simple stuff. You’re just doing what another 
person does.  

 
And when you practice it have fun with it. Practice 

with a friend at first and then you can try it on potential 
clients later on. But first of all do it with a friend. And first of 
all do it in a very nonchalant way, being very subtle with it. 
Then I want you to try it in a very exaggerated way and 
just see if they have a reaction to it. See if they catch you. 
Because what you are going to find is that you can do it in 
more exaggerated way than you thought. See, doing it with 
a friend is safe because if they catch you, just laugh about 
it and tell them what you are doing and explain the whole 
thing. But if they don’t catch you, then you have found out 
that you can be more quick about it because what people 
often do is they do is so slowly, much more slowly than 
they have to.  

 
For example, if I lift my left arm up behind my head 

to scratch it, you may lift your right arm up slowly, much 
more slowly than you need to. So what I want you to do is 
test the limits. See how fast is too fast because you want 
to be right up on that border. You want to do it as fast as 
you can without being detected. And this comes with 
practice, this is not something that I can necessarily teach 
you, the subtleties of. You need to go out there and 
practice and find out when you get caught and when you 
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don’t. and when you don’t, that’s when you know you can 
do it a little faster, a little faster, and then ok, that’s too fast 
because the person is pointing it out and wondering why 
I’m jumping around and doing everything that they are 
doing, that’s too fast. But you want to find out by trial and 
error just how fast it too fast and then back it off a little bit. 
So before you go on, I just want you to practice mirroring. 
Have someone in front of you sitting or standing and just 
do what they do in the opposite way so that it seems you 
are looking in a mirror and also see if that seems to lend 
some rapport with the whole thing.  

 
Are you establishing greater rapport with them? Are 

you getting along with them better? Thaat’s what rapport 
means, getting along with them. Do you seem to be 
establishing a deeper bond with them? So try it and then 
come right back and resume where you were and we’re 
going to finish this chapter with something I think you are 
really going to like called leading. Okay go do your 
homework. 
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Chapter 3 
Leading in Sales 
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Okay I’m assuming you did your homework, if not, 

go do your homework, just go mirror somebody. That’s 
right, you have time, I’ll be here. Okay, let’s just assume 
you’ve done it, you’ve done your mirroring. So at this point 
you’ve done pacing and you’ve done regular mirroring, 
which is right in front of somebody, you’re doing what they 
are doing, but in the opposite way so you look like a mirror 
of them. Okay, let’s take that one step further to its logical 
conclusion. You’ve already done what they are doing. You 
have matched their voice pattern and you’ve matched 
what they are doing physically. And by the way, when you 
practice this from now on and I want you to keep on 
practicing this, do both of these together. If you have them 
in person, I want you to pace their voice, continue talking 
like them and I want you to mirror them, do what they are 
doing. Okay, you can do both of them together becomes 
very powerful. Now what I want to tell you about is leading, 
leading. 

 
Now what is leading? What in the world could that 

be? Okay if you’ve been following what they are doing, 
you’ve gotten very good about that by now and you can 
follow them all day long and that’s going to establish more 
and more rapport and that’s a very good thing, but we 
have a goal. We are interacting with that person for a 
reason. We want that job. We want them to buy something 
from us. We want something, we have a goal, we have an 
outcome so we need to advance toward that now in a very 
powerful way. So how can we do that? Well, we’ve already 
established rapport. What we want to do is start leading 
them so now instead of following them, instead of following 
what they are doing, I am going to start calling the shots. I 
am going to start scratching my head and see if they start 
scratching their head. So once you have established 
mirroring and pacing, pacing being a subset of mirroring, 
once you are doing what they are doing and talking like 
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they are talking, what I want you to do is do your own 
thing. Maybe you are going to cross your legs now, maybe 
you are going to scratch your head. Maybe you are going 
to stand, maybe you are going to turn a certain way and 
see if they will do it. Now it is not guaranteed that they will 
do it. They may not do it. They may not do anything you 
do. It’s not guaranteed. This is basically a suggestibility 
test. See if they will do what you are doing. If they do, you 
have a suggestible person and you can continue to lead 
them. You can continue to do things and have them do it 
also. Okay? 

 
 Later on we are going to discuss the logical next 

step to that. But this is just one way to start segueing them 
into following you and doing what you want them to do. if 
they do everything you do then they are very suggestible 
and this person, if they are there to buy a car, then 
basically you just take them over to the table and say sign 
here. You have a very suggestible person, so that’s very 
good news. Usually it will be a shade of that, not quite 
dead on following you, but it will be something close to 
that. And sometimes they won’t follow at all, it’s just 
something you try, you throw out there to see just how 
suggestible they are. You’ve already got rapport, that’s 
great, why not try leading? Why not try to lead them and 
see if it works. Okay, so that’s what I want you to do. As 
your homework and as the end of the chapter homework, I 
want you to go out and lead someone. Now what does that 
mean? It means you are going to pace them, you are 
going to mirror them, you are going to talk like them and 
you are going to act like them. And then you are going to 
try to get them to act like you. Try to get them to do 
something you are doing, maybe you are scratching, 
maybe you’re turning, maybe you are standing, sitting, 
leaning back, whatever it may be, see if they will do what 
you are doing. And by the way if you want to find out if 
someone is watching you, you know you think they are 
watching you from across the room and you’re not sure if 
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they are looking at you or not, go ahead and yawn. Either 
make yourself yawn or do a fake yawn and if they yawn, 
guess what? They are probably watching you.  

 
Yawns are one of those things that are triggered by 

other people doing it so it is a very easy thing to lead 
someone to do. so often times if someone sees someone 
else yawn, they will yawn. So it’s kind of an interesting 
leading test. So that doesn’t necessarily mean they are all 
that suggestible, of course they are suggestible if they are 
yawning because you are yawning, but that is a very 
common thing. A lot of people, in fact most people will 
yawn when they see someone else yawn, but it’s just a 
really good way to see if someone is watching you if you 
suspect someone is watching you, it’s kind of fun too. 
Okay, so back to work. I want you to go pace someone, 
pace them, that means talk like them, fast, slow, high, low. 
Find out how they are talking, talk like them. And then I 
want you to mirror them, exactly what they are doing and 
then you take charge. You lead them, that’s right, lead 
them. So spend a few minutes on each, spend maybe five 
minutes on pacing and mirroring, because you can do it if 
you have them in front of you with you, you can do this 
both together. And then spend another five minutes on 
leading and if they are not following then go back to pacing 
and mirroring. Go back to following them and then try 
leading them again, just try it, see how it works. 

 
 Okay have fun with that and then join me in the 

next chapter where we will add yet another layer to what 
you already understand about working with people and 
establishing rapport. We’ll take rapport even deeper and 
find out how people process and talk about their 
environment. I’m not going to tell you any more for now, 
save it and make it fun. But go ahead and practice this. 
Practice pacing, practice mirroring, practice leading and 
then join me in chapter two and we’ll have even more fun. 
Okay, go do it. 
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Chapter 4 
Rapport in Sales (Part II) 
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These are other things you can add while you are 

building rapport which will help you have a more powerful 
rapport with the person you’re dealing with. And so we 
want to find out the way they process their universe and 
we do that by listening to the words they use. There are 
three types of people and there are some overlaps. People 
don’t necessarily fit into one of these categories 
exclusively. Sometimes they fit into one predominantly and 
another one a little bit and maybe the third one a little less. 
Okay what are these categories? What are these three 
types of people? Well, you have the visual people, that’s 
number one. You have the auditory people, that’s number 
two. and you have the kinesthetic people, that’s number 
three. Now lets take a look at one of those a little more 
deeply and see what they mean. Visual people.  

 
How do you find out if you’re dealing with a visual 

person? Because finding out the type of person you are 
dealing with, the type of person they are predominantly 
are, keep in mind they could be a little bit of each, but they 
will be one predominant way they process the universe. So 
what if they are visual person? What makes them stand 
out as a visual person? What is it about them that makes 
you say aha, that’s a visual person and I know how to deal 
with visual people. Well if they like to keep written records. 
See these people like to see things so if they like to keep 
written records, they like to look at records. They look at 
billboards and signs while driving or riding, well, other 
people like doing that, but visual people are really into that. 
They aren’t as into necessarily into listening to the radio. 
They want to see things. They want to see things. They 
also might use certain words. They also might use certain 
words. Okay, for example, what words might a visual 
person use? What words would they use to describe their 
universe and their experience. Well they might say things 
like “that’s an eyeful” or “beyond a shadow of a doubt.” 
See, they are using a visual imagery to explain their 
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universe or they might say “that’s very clear, I see your 
point” or “I see your point clearly.” They might say, “that’s a 
very colorful expression.” They might say “that’s crystal 
clear.”  

 
Okay, so you see they explain their universe in a 

very visual way. Now what about an auditory person, well 
they prefer to have somebody else to read the instructions. 
They wouldn’t necessarily want to read the instructions 
themselves. They want to hear them, they want to hear 
things. They like listening to the radio, they like listening to 
things. They are auditory. They may even talk aloud when 
they are working on a math problem because they want to 
hear things. That’s how they’re processing their universe, 
they want to hear things. How would you identifity a person 
like this? Other than watching their behavior. Well, they 
are going to say things in a certain way. Instead of seeing 
your point, they are probably going to hear you. “I hear 
you, I hear where you are coming from.” Or they are going 
to say, “that’s clear, that’s clear as a bell” for example. See 
that’s a sound. They are putting things into an auditory 
terminology. Or “that clicks with me.” See that’s a sound, 
they are using sound descriptions to describe their 
universe. They are going to say “does that sound okay” or 
“I’m within earshot of you.” So, listen to the way they 
describe their universe. So, so far a visual person would 
say “I see your point” and an auditory person would say “I 
hear you, I hear you, sounds good.” Now what’s the third 
type of person? Well the third type of person is a 
kinesthetic person. Most people are visual, fewer people 
are auditory and fewer people still are kinesthetic.  

 
But keep in mind, people are dynamic creatures. 

We aren’t locked into one of the three, it’s just that one of 
the three will prevail. One of the three will be the dominant 
way in which we process our universe. So, the kinesthetic 
person, what would they talk like? What would they be 
like? Well, they’re kind of the people who like to touch 
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things and the people who like motion. So maybe they like 
to pet animals. They use their sense of touch to assemble 
things. They can distinguish items by touch even if they 
can’t see the items, they can distinguish them by touch. 
They are very good at processing the universe by touch. 
Also, they might move with the music. You might say that 
everyone moves with the music, but kinesthetic people 
really move with the music. Instead of singing along or just 
listening, oh, they want to move with the music.  

 
They want to move, they want to sway, they want to 

really, really feel it. They might doodle a lot, you know 
scribbling on paper. You know, things that apply motion 
and touch, they’re really into that. So how do the 
kinesthetic person talk? How could you identify them by 
the words they use? What kind of words would a 
kinesthetic person use to describe their experiences in life 
that you could pick up on? Well, they might say that 
person is very callous. Now callous is a description of a 
feel. Things feel callous, usually don’t sound or look 
callous, they feel callous. Or maybe they’ll say that person 
was cold, cold, that describes a feeling, that’s not a sight 
or a sound, that’s a feeling. Or maybe they will say “I’m 
very comfortable with that.” Rather than hearing what 
you’re saying or seeing your point, they might say “I’m very 
comfortable with that.” So you see how this works?  

 
Okay. So you’ve got visual people who 

predominantly represent their universe in a visual way. 
Auditory people who predominantly represent their 
universe in a sound kind of way. And kinesthetic people 
who predominantly represent their universe in a touching, 
feeling, or emotional kind of way. So once you have picked 
up on what type of person you are dealing with, you want 
to start using their terminology. That’s why I call this 
rapport too because these are things you can use right 
along with rapport. I didn’t want to throw them all at you at 
once because working with pacing, mirroring, and leading, 
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but these things you can use while you are pacing 
because these things have to do with how you are 
interacting with them. It can also be leading because 
maybe you are handing them something, if they are 
kinesthetic, maybe you are handing them something so 
that they can touch it and they are following by doing 
what? By taking it from you. So that’s leading and working 
with a kinesthetic person. If you hand something to 
someone, they don’t have much choice other than to take 
it other than standing there looking at you, which probably 
won’t happen. So you’re leading them a little bit by having 
them do what you’re doing, you’re reaching out, they’re 
reaching out. You’re handing them something, they’re 
taking it, now you are appealing to their kinesthetic 
senses.  

 
So you can combine these things. You can be very 

clever and subtle about it. But the most important thing is 
to talk like they are talking. Talk in their language. “I see 
your point, I can see how you would want the best car 
possible. I hear what you are saying about that car. I feel 
that this would be the best car for you.” You can even talk 
about how they will feel so relaxed while they are driving 
down the road, that’s for the kinesthetic person. And how 
everyone is going to see them in this great car and how 
they look so good in this car, that’s for a visual person. 
And how you heard that this is one of the best cars ever 
made, that’s for an auditory person. “Hear, really, that 
appeals to me, I’m an auditory person” that’s their 
subconscious dialogue on a very deep and undetectable 
level, so it’s resonating with them. So figure out how they 
process their universe and then use that, use that. 
Because you want to talk to them in their language and 
you can do that while you are doing the pacing, okay? You 
can do that right away and you can start listening. Once 
you get good at this stuff you can use all of it at once. For 
right now it may seem like juggling four balls in the air 
when you were just trying to juggle three.  
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What I would like you to do is practice a little bit 

more of the pacing, mirroring, and leading. Get good at 
that. Remember not everyone is going to be lead, but you 
want to practice leading because there are going to be 
people who are and you never know who they are. You 
can never tell so you want to try leading, try leading. And 
then what I want you to do before we go on, this is the end 
of the chapter, I want you to practice and you can practice 
it all by itself for right now, later on you can combine them 
but you can practice it all by itself. Practice talking with 
someone and figure out what category they seem to 
mostly fall into or maybe they fall into two. Maybe they 
hear what you are saying or they see your point. So you 
want to use both of those things.  

 
Maybe you can’t figure out which they’re more 

dominant with and that’s okay as long as you are talking 
like they’re talk, that’s fine. So keep that in mind. And go 
out and find somebody, preferably just a friend for now and 
later on I want you to practice this over the next week with 
lots and lots of different people and then clients after that. 
Practice it for about a week with friends and then move 
this stuff on to working with clients once you feel 
comfortable. So go and practice finding out which way they 
process their universe and talking their language. Go and 
do that and then I want you to come back and join me in 
the next chapter. In the next chapter we’re going to have a 
lot of fun, the next chapter is analog marking. Now this is 
where it gets deep. This is where it gets really interesting 
and a lot of fun. So go practice that and come back and 
join me in the next chapter. Chapter five, analog marking.  
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Did you do your homework? Did you find some 

people and get into their zone, figure out which way they 
process their universe either visually, auditory, or 
kinesthetically? Did you practice that? If you didn’t, go do it 
right now. If you did, let’s move one because we want to 
get into something fascinating now, something called 
analog marking. This stuff is a lot of fun and this stuff you’ll 
have years and years of fun with. This is even the kind of 
stuff you’ll use at parties just have a little bit if extra fun. 
And remember never ever use your powers for evil, but 
you can have fun on occasion, that’s okay. What I want 
you to do is picture yourself now. You’re on the car lot. 
There you are selling Joe’s Used Cars. Of course Joe is a 
very reputable person and he’s fully aware that you’re 
using this stuff and that’s okay, he’s fine with that. You’re 
talking with a customer and you are going to say the 
following sentence. Now just listen to what I say. See if 
you can detect anything odd about it and then we will 
break it down and talk about it.  

 
Okay, so I’m going to be you and you are going to 

be the customer. And I’m talking to you and we’ve 
established rapport and we’re had a good time and 
perhaps even I’ve made some good jokes, jokes are 
always good for rapport by the way. Don’t hesitate; make 
them in good taste of course. I’m talking with you and I say 
the following, “I was walking by your house this morning 
and I saw your car parked in the driveway.” Now, what I 
have done? What have I said? I can say it in a few 
different ways, let me say it again, “I was walking by your 
house this morning and I saw your car parked in the 
driveway.” What have I done? I have used analog marking. 
I’ve emphasized three words in that sentence. If you go 
back and listen, you can detect it. I’ve emphasized the 
word by, even though the word I’m wanting you to hear is 
B-U-Y, it doesn’t matter because it sounds the same and 
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it’s fine your brain is going to process it the same way. So I 
was walking by (I emphasized the word by) your house 
this (I emphasized the word this) morning and I saw your 
car (I emphasized the word car) parked in the driveway. 
You can make up any sentence, it doesn’t matter, or even 
a paragraph. The way analog marking works is you are 
highlighting those words. All I want to tell them is “by this 
car.” If you could have someone walk into Joe’s car lot and 
you can say “by this car” and they’d say okay and they’d 
sign, well the whole thing would be over. There would be 
no need for rapport. There would be no need for anything. 
There would just be “buy this car,” thanks, bye and that 
would be it. That would be in a perfect world. Things don’t 
normally work that way, usually.  

 
We’ll get into that later, some people are that 

suggestible, but by in large if we use some of these 
techniques. So you weave these words into a sentence. 
You’re marking those words by…this…car. You’re marking 
them; you’re accenting them by saying them louder than 
the other words. You’re weaving the words “by this car” 
into a sentence and you’re saying them louder than the 
other words so that they stand out. Now what does that do 
subconsciously? That makes those words stand out 
subconsciously. So when you are talking with someone all 
they’re processing are those words that are standing out. “I 
was walking BY your house THIS morning and I saw your 
CAR in the driveway.” Now this takes a lot of skill and 
you’ve got to get very comfortable with it and you have to 
say it very subtly. So initially you might say “I was walking 
BY your house THIS morning and I saw your CAR in the 
driveway.” You may do it like that and that’s fine because I 
want you to mess up and make mistakes.  

 
Give yourself permission to make mistakes because 

that’s how you learn. You get out there and have fun with 
it. And like I said you can use it at parties. Okay what do I 
do at parties with this? Well, on occasion I have been 
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known to weave the words “scratch your head” into a 
sentence. “I was walking down the street the other day and 
I noticed a scratch on the side of a car and I noticed the 
car was parked in front of your house and I decided to 
head home.” Okay, so I’ve marked out the words “scratch 
your head.” They are looking at me thinking what is this 
guy thinking about? Meanwhile they’re scratching their 
head. Now, these don’t work on everybody. Not all of 
these tricks work on everybody. It’s important to use all of 
them all the time. And I call them tricks for lack of a better 
term. Not all of these techniques will work on everyone. So 
you want to make sure you use them number one, with 
discretion and number two, always use them. When I say 
discretion, I mean don’t abuse your power, don’t have 
people do things that aren’t ethical, that’s not right. If the 
car is really good for them and you’re convinced of that 
then why not help them buy it.  

 
If you should really get the part in the audition then 

why not convince that person of that. If that person you are 
defending is really innocent, if it is legal to use this, which I 
don’t know, check into it, then you want to use it and 
convince them that this person is innocent. So what I want 
you to do is practice this. Notice I haven’t talked about 
buying a car. I haven’t said anything about buying a car. If 
I just said the sentence normally, it would be I was walking 
by your house this morning and I saw your car parked in 
the driveway. Have I said buy a car? Have I said anything 
about this car? Have I said anything about any specific car 
at all? No, I haven’t. I am talking about their car parked in 
the driveway. So you can make up a sentence and weave 
the words into it, just make sure you mark it out, mark it 
out.  

 
And if you ever have any questions about this, feel 

free to email me at support@hypnosistocontrol.com.  Feel 
free to do that because I know from teach seminars on this 
people have questions on it and they aren’t quite clear and 
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that’s fine. So analog marking is a very simple technique 
but sometimes in the explanation people are scratching 
their heads and I didn’t even tell them too because they 
get a little confused. And if you are that’s fine just email me 
at support@hypnosistocontrol.com. Basically analog 
marking is this, you construct a sentence or paragraph 
with the words you want to use it, the words that you want 
to have stand out. For example, acquit Mr. Brown, if you 
are an attorney. You want to have Mr. Brown acquitted. So 
you create a sentence that has those words in it and you 
want to emphasize by saying them louder, those words. 
Blah blah blah…acquit…blah blah blah…Mr. Brown. The 
blah parts are the parts you are saying in a more normal or 
even more quiet tone. The acquit and Mr. brown parts you 
are saying with a higher volume, you are turning it up. 
Those words are going to register on the subconscious. 
The subconscious is going to look at the entire sentence or 
paragraph and is going to put those words together in a 
separate sentence all by itself.  

 
That’s the beauty of analog marking. That’s why it 

works. So try it. Try to get someone to scratch their head. 
Try to get someone to acquit Mr. Brown if you want. Try to 
get someone to buy a car if you want. Try it, try it with 
anything you want and have a go at it, see if it works. The 
main thing you want to do, the main goal you have with 
this homework assignment is not necessarily did they buy 
a car or acquit Mr. Brown or have them scratch their head 
or anything like that. The main thing you want to do is to 
do it successfully without being detected. You want to 
make sure they aren’t looking at you saying, “why are you 
saying certain words more loudly than others.”  

 
It’s a very subtle craft, very subtle. You need to 

emphasize those words without over-emphasizing them, 
yet they need to be emphasized enough so that they do 
stand out, so that they are marked out in what you are 
saying. Okay, so put together a sentence or paragraph 
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that has something in it that you want someone to do. Like, 
clean your room, wash these dishes, or wash my car or 
wash your car or vacuum this carpet, anything that you 
want them to do. Put that sentence together and have a 
bunch of filler words so that you’re basically weaving a 
story and you’re putting those words in there “wash you 
car” and you are emphasizing those words, making them 
louder. That’s analog marking, go practice that. And when 
you come back, we are going to talk about anchoring 
because anchoring is a very powerful tool you can use in a 
number of ways to boost sales, to boost motivation, to 
boost everything, to bring everything to the next level. 
Anchoring has multiple purposes. We are going to talk 
about that in the next chapter, which is called anchoring.  

 
So for right now go practice analog marking and 

have fun with it, have fun and come back and join me in 
chapter six for anchoring. 
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Did you do your homework? Did you have someone 

buy a car or vacuum their room or vacuum your room? Did 
you practice analog marking? And remember the goal was 
not to get them to do what you wanted them to do. the goal 
was to practice it and not get caught. Okay, that was our 
homework, to practice it, mark out those words enough so 
that they are actually being said louder than the other 
words, but make sure they aren’t looking at you with an 
inquisitive look “what are you talking about.” Part of the 
trick to that is weaving a sentence that is actually 
something to do with what you’re talking about. If you are 
talking about the moon is made out of cheese and weaving 
the words into that kind of sentence then you are going to 
draw some attention to yourself, but if you have a 
sentence prepared that is about cars or about jurors or 
about auditions or interviews, then you are going to be less 
likely to be detected. Okay, so we’re going to move along 
here and assume you have done your homework for 
chapter three and we’re going to look at chapter four which 
is anchoring. Now, what is anchoring? Anchoring is based 
on a very old, yet powerful model. 

 
A guy named Pavlov, about the year 1900, 

discovered that when he rang a bell and let dogs smell 
meat powder, they would salivate. They would salivate 
because they were smelling the meat powder, had nothing 
to do with the bell initially. Well what happened was, if 
everytime they smelled that meat powder he would ring 
the bell they associated the meat powder with the bell. 
Well the meat powder was already associated with meat, 
of course, so they already thought that meant food. And 
now they think the bell means food because every time 
they smell the meat powder they hear this bell. Every time 
they hear that. So eventually he could take away the meat 
powder, no meat powder around at all, nothing for them to 
smell and just ring that bell and they would salivate. Why is 
that? Why would a dog do that? It’s just a bell. 
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 Well, an association had been created between 

that sound and that smell so eventually all you need is the 
sound. That is what we call, in modern times, anchoring. 
Now, you can use anchoring in a number of ways. The 
most powerful, in my opininion, is when we anchor 
ourselves to success. How do we do this? How can we 
create something that is like that bell to us but instead of 
us salivating, we realize how powerful we are, how 
confident we are, how motivated we are. What if we could 
do something, just a body motion or something that would 
fire off that for us, fire off that anchor and put us instantly in 
touch with our power. What if we could do that? What if we 
could use Pavlov’s technology and do that? Well, we can 
because just like dogs we are animals and we are wired in 
a very similar way. So, here is the exercise for the first part 
of anchoring. What I want you to do is think of a time in 
your life when you felt very, very confident, that’s right. 
Think of a time in your life when you felt very, very 
confident. It can be anytime whatsoever. Now I work with 
people all the time in my office and sometimes I’ll ask this 
question and they’ll say I can’t think of anytime when I was 
confident, especially if they’ve come in to work on 
confidence. That’s the problem, they can’t get there. So 
they can’t think of anytime they were confident. What if you 
could? What if you could think of a time you were 
confident, what time would that be? And if you still can’t 
think of anything, well maybe you have a hero and maybe 
he or she is always confident. And maybe you could think 
of a time when that hero was confident.  

 
Think of one specific example when that hero was 

doing something in a very confident way. Okay? So either 
you be the hero and pick something from your past or think 
of a time when your hero was doing something confidently 
or if neither of those work for you, what I want you to do is 
make up something in your mind. What if you were 
confident? What if you did something and it didn’t happen, 
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I told you to make it up. What if you did something in a 
very confident way? How would that make you feel? So 
whichever of those three you chose, either an experience 
from your past where you were very confident, watching 
someone you really admire, a hero of yours, one of your 
heroes being very confident, that can be number two or 
you could just make up a time in your life when you were 
or will be very confident, your making it up. So I want to 
give you a chance now, I want you to pause this and take 
a moment, take this opportunity to come up with a 
scenario of confidence. Go do that now and come back 
and join me. 
 

Okay, I’m going to assume that you have it. An 
example of either yourself being confident or a hero of 
yours being confident or a made up story of you being 
confident either in the past or right now or in the future. 
And I want you to really get in touch with this right now. 
Now, this exercise, do not do in a moving vehicle. If you 
are in a car, pull over or wait until you have an opportunity 
to do this not in a moving vehicle. I want you to just 
remember that time now, remember that experience if you 
are tapping into one of your experiences. If you are 
creating a memory then paint it now in your mind. If you 
are remembering watching your hero on TV or the movies 
or real life then remember that experience. I want you to 
really tap into your feelings or your hero’s feelings, really 
tap into that, that feeling of confidence and power.  

 
Really feel it. And I want you to make that picture 

brighter now in your mind, add some light to it really 
brighten it up and sharpen it too. Make it very clear, that’s 
right. Very bright, very clear. Now what sounds were 
associated with it? What sounds? Is there a soundtrack? 
Would you like to add something? What sounds are 
associated with it? Maybe there is the feel of the wind. 
What feelings are associated with it? Remember the three 
types of people: visual, auditory, and kinesthetic? Let’s 
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involve all those senses now. What do you feel, what do 
you see, what do you hear? Yeah, really crank all that up 
now. Make it bright, make it very clear, make it very loud in 
a very powerful way. What do you feel? What are you 
touching? What are you wearing? What are they wearing? 
And most importantly what are your feelings? Your inner 
feelings.  

 
What are you feeling surging through you now? Or 

what do you think that hero is feeling? Really crank that 
up. What are the feelings associated with that? Really let 
those surge through you now, those feelings, as if you are 
that hero. If you are having that memory, then of course 
that is you. If you are making that up, then lets make it as if 
it has actually happened or it’s actually going to happen. 
Really crank it up now, make it real for you. Let those 
feelings of power and confidence surge through you now. 
Yeah, really let them surge through you now. In a moment, 
when I count to three, what I want you to do is take your 
right fist and hit your left upper chest, that’s right with your 
right fist you will hit your left upper chest, don’t hurt 
yourself. And you’ll say “yes.” You’ll take your right fist and 
hit your left upper chest and say “yes.” Now just trust me 
on this, I want you to do it. Really feel those feelings now, 
that’s right. Breathe it in, breathe in that power and let go 
of hesitation, breathe out hesitation. Breathe in strength 
and let go of fear, that’s right, really feel your power now. 
Breathe in that confidence and let go of doubt, breathe that 
doubt out. Breathe in more confidence and every time you 
breathe in you get more and more confident now, that’s 
right, building up your confidence, that’s right. Now when I 
count to three want you to take your right fist and hit your 
left upper chest, and don’t hurt yourself, and I want you to 
say yes in a very powerful way.  

 
One…two…three…yes. And you can listen to that 

and do that again and again if you want to . what have we 
done? We have installed an anchor just like when Pavlov 
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rang that bell and let those dogs smell that meat powder. 
The next time you hit your left upper chest with your right 
fist and say yes, you will react similarly to Pavlov’s dogs. 
You won’t salivate, but you’ll be in touch again with that 
confidence. That’s how we anchor things. And we went a 
step beyond Pavlov because he just involved the sound of 
the bell. Well, perhaps they could see the bell too, but 
we’ve involved saying something too, that’s right, we 
involved your body actually moving and saying something. 
So you actually have your fist moving up and perhaps you 
can see your fist coming up which makes it visual. In a 
kinesthetic way, which Pavlov didn’t have, you’re hitting 
yourself, not hurting yourself and you are saying yes.  

 
So you have involved many senses. And you have 

anchored yourself to confidence. So, how do we use this 
thing? We’ve got this thing now, this anchor, how do we 
use it? Well, the next time you need to go into a sales 
meeting or an audition or any kind of interview or in front of 
a jury or Joe’s car lot as a salesperson. You want to fire 
this off, if you need it, you’ll want to fire this off beforehand, 
before you go in front of that person or those people by 
hitting your left upper chest with your right fist and saying 
yes. Now, what can you do to make this even better? You 
can think of other examples in your life when you were 
feeling confident or other examples of your hero or other 
made up examples and you can anchor them too, and 
that’s called stacking anchors. If we think of other 
examples of when we were that powerful and we hit our 
left upper chest with our right fist at the exact moment 
when we really feel it, remember crank up the sights and 
sounds and feeling, crank it up, especially that inner 
feeling of confidence and power and if we do that and hit 
our left upper chest with our right fist and say yes, we have 
stacked another layer on that, another anchor. We’ve 
made it even more powerful. So now when we fire it off 
we’ll have both of those memories, both of those sense 
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memories, both of those sense memories of those two 
events that we’ve anchored to ourselves.  

 
So the next time you go into a situation and you 

need confidence, all you have to do is hit your left upper 
chest with your right fist and say yes and instantly you’ll be 
in that state where you had that confidence that you had in 
those other two scenarios that you either made up or 
remembered. Okay? Now, what can we make that more 
powerful with? The next time you are in a situation and you 
feel very confident, say you just walked out of an interview 
and you got that job or you got that part or you got that 
raise, or whatever it is you got and you feel so very 
confident or maybe you just that date. A lot of this stuff is 
used for dating. You just got that date and you feel so 
good, top notch. Why not anchor it right then? When those 
feelings are fresh and real and crisp, why not anchor it 
then? Take a moment, hit your left upper chest with your 
right fist and say yes, that way you have stacked an 
anchor in the moment so the next time you fire it off it is 
going to be more powerful. Now what I’ve taught you is a 
very old technology. It’s used in NLP but it’s roots are from 
Pavlovian Behavioral Modification which is from 
approximately the year 1900, very old technology.  

 
So you can use that anytime you want, it’s not going 

anywhere. It’s been true of humans for a long time, it’s just 
part of our wiring and it will probably always be true unless 
we change in some drastic way. So you can always use 
this technique. Another thing is that you can find 
something which is more personal for you. For example 
maybe you don’t like hitting your left upper chest with your 
right fist. Maybe it feels weird for you. I’ve worked with 
actors and they don’t want to go on camera and hit their 
left upper chest with their right fist and say yes, it’s just 
going to draw attention to them, it’s going to look kind of 
strange. I worked with a pitcher, a major league pitcher 
and he doesn’t want to do that. I mean, he could probably 
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pull it off, but he doesn’t want the attention he wants to do 
something more nonchalant. So, what can you do? Well, in 
the pitcher’s case what he does is he turns hit foot a 
certain way to brush something off the pitcher’s mound 
and he says something to himself. You need to find a 
motion and a sound that makes sense for you. 

 
 I worked with an actress and what she’ll do is kind 

of scratch her left knee and say “you got it.” Scratch her 
left knee with her left hand and say “you got it.” It can be 
anything. It’s a motion and a sound that you anchor and 
associate with power and confidence and you can also 
create another anchor for motivation and another anchor 
for creativity, why not? Why not have several anchors so 
that you can fire them off anytime you need them. So your 
homework is to find an anchor that works for you. Now it 
can be the same one. You can say yes and hit your left 
upper chest with your right fist, that’s fine. If that’s what 
you’re going to do then stack an anchor. Find another 
incident of confidence and stack that, okay? If you’re going 
to modify the anchor then I want you to find a motion and a 
noise that works for you, something personal. What means 
something to you? Find an action that you can do that you 
aren’t going to do everyday because you don’t want to fire 
this off every day. You want to make this a special thing so 
make sure it’s not something you do every day. Make sure 
it’s not something you say every day. And then make it 
person to you. Now, a couple of other things you need to 
know about. Anchors will decay with time. You want to 
reinstall the anchor every now and then. And it’s best to do 
it in the moment. If you just had a victory of some sort, 
getting a date, getting a part in a movie, a part in a play, 
whatever it may be, getting a job, getting a sale. You want 
to stack it right then. You want to reinstall it right then. You 
want to do it at least once a month or every four times you 
use it. Let’s just set that as a ground rule. If you use it four 
time then you are going to need to reinstall it because you 
are going to wear it out.  
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It’s going to become inefficient so you’ll need to 

reinstall it. Any questions, email me at 
support@hypnosistocontrol.com, have fun. What is your 
homework? Before we go on, homework is to pause 
because we’re not done with the chapter on anchoring yet. 
Your homework is to pause and go stack an anchor. And if 
you aren’t going to stack one then I’m going to assume 
you are going to change the anchor, then you’re going to 
change it to make it more personal to you. But I want you 
to experience this all by yourself. And if don’t quite get 
something, go back and listen to this chapter before 
moving on to the rest of the chapter. Because anchoring 
has other purposes also which we will soon discuss, so go 
do your homework.  
 

Alight, did you do your homework? Did you either 
stack an anchor on top of that one or modify that anchor to 
make it something that’s more personal to you? Okay, 
good. If you didn’t, go do it. Alright, what else can we use 
anchors for? Anchors, hmm. Now an anchor is an 
association between two things. A bell and meat powder or 
you hitting yourself and feeling confident; it’s an 
association between two things. What else can we use an 
anchor for? Well, we can use anchors to allow people to 
see just how wonderful we are. Now, it’s been established 
that if you touch yourself in your chest area, say there is a 
one foot diameter going out from the center of your chest, 
from your solar plexus like up near your chin, down near 
your belly button and to the sides of your chest near your 
armpits, there is like a circle. If you could draw a circle, like 
a one foot radius, or so depending on your size maybe it’s 
a little smaller than that, but a one foot radius from the 
center of your chest, that is the anchor zone. That is where 
you want to anchor yourself. Let me explain, we’re still 
talking about anchoring, but a different form, so don’t 
confuse the exercise we just did with what we are about to 
do. if I want you to believe that I am an amazing person for 



Conversational Hypnosis 
 

44 

this job and that I am well qualified, because you are 
interviewing me. I am in your office. I want you to believe 
that I am well-qualified for this job. What am I going to do? 
how am I going to pull this off?  

 
Well, having an excellent is always good. Having 

over twenty years of hypnosis experience is always good. 
But what if I just want to do something in the moment. 
Something to make you subconsciously feel that I am well 
qualified. Well, I am going to start talking with you using all 
of the things I’ve already explained. I am also going to 
weave in there some anchoring. I am going to anchor you 
to me, me being well-qualified. So, here is what I’m going 
to do. I am going to use the following sentence, and it can 
be any sentence with the word well-qualified: “you know 
Mr. so and so or Ms. So and so, I really respect this 
company because I know that you have so many well-
qualified people working for you. So what have I done? 
I’ve created a sentence and I got in that sentence the term 
well-qualified.  

 
When I’m saying well-qualified I am touching that 

target zone that I mentioned which is the one foot radius 
from the center of my chest. I am touching that zone. I am 
using my fingertips, my five fingertips on my left hand to 
touch that zone as if it is a spider on my chest. Okay, I am 
touching my chest with my fingertips. So I am talking and 
when I say well-qualified, that is what I am doing. My hand 
is now down at my side and I am talking, blah blah blah, I 
say the words well-qualified, I’m now touching the center 
of my chest with my hand and I am now done with the 
word well-qualified so I am putting my hand back down. 
When I say the word that I want you to associate with me, I 
am touching the center of my chest. When I am not saying 
that word, I am not touching the center of my chest. And 
this can be used for anything. If you want people to have 
the impression that you are an honest, trustworthy person, 
you can use the following sentence: you know I really 
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enjoy working with honest and trustworthy people. They 
are so great to work with. So when I am using the term 
honest and trustworthy, that’s when I am touching my 
zone. That is when I am touching the center of my chest, 
or that area. If you are a guy wearing a tie, or a girl 
wearing a tie, you can adjust your tie during that time. 

 
When I am saying whatever words I am trying to 

have them associate with me, I’m adjusting my tie. I am 
anchoring them to me. I am anchoring them to believing 
that those words are associated with me. Just like the bell 
was associated with the meat powder, I am anchoring 
them to me. Now this is separate and distinct from the 
exercise we just did. So please don’t get the two confused. 
This is just anchoring that person to believing that you 
have these qualities. This isn’t something you are going to 
fire off later on, this just happens in the moment. Whatever 
qualities you want that person to believe you have, when 
you mention that quality, whether its honesty or motivation 
or knowledge or intelligence, when you mention that 
quality you are touching that zone, approximately a one 
foot radius from the center of your chest from your solar 
plexus let’s say. So practice that. Again, any questions 
email me at support@hypnosistocontrol.com. I want you to 
practice this. I want you to practice anchoring someone to 
you.  

 
And they’re not going to notice it in most cases. And 

there is no result we’re looking for this. We’re not looking 
for them to say, “you know you are very confident and 
motivated.” Because it’s going to register in a very 
subliminal level and they’re not going to consciously detect 
it. So you just want to say those words. And what else can 
you use this for? Say for example, I want to anchor you to 
believing this is the perfect car. Well, I’m not going to say 
this is a perfect car, I don’t have to. I am going to say “I 
know you are looking for the perfect car.” And when I’m 
saying perfect car, I’m motioning to the car. I’m not 
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necessarily pointing at it, I’m just waving my hand in that 
direction. That’s another form of anchoring. Instead of 
anchoring you to me by touching my chest, when I say 
perfect car, I’m motioning toward the car. And notice I’m 
not talking about the car. Notice that I wasn’t talking about 
myself. I said “Mr. and Mrs. So and So, I know that you 
enjoy having well-qualified people.” I’m not saying I’m well-
qualified, but when I’m saying well-qualified I’m touching 
my chest. I’m anchoring them to believe that I do have 
those attributes. When I’m talking about the perfect car I’m 
motioning toward the car. I’m not talking about the car. 

 
 I’m saying Mr. and Mrs. So and So, I know that you 

want the perfect car. I haven’t said anything about that car, 
I just motioned toward that car. What does that do? it 
creates an association in their mind between the perfect 
car and that car. So go try this. Try anchoring someone to 
yourself for believing whatever qualities you want them to 
believe you have and then anchor them to something else. 
For example, that’s the perfect car or Mr. Brown being 
innocent. “you know, I know that you love to see innocent 
people” and when you say innocent people you are 
motioning to Mr. Brown. You may want to make it more 
discreet than that. You may want to say “Now I know what 
we are trying to establish here is innocence” and when you 
say innocence you are motioning to Mr. Brown who is the 
defendant who you are defending because you are in a 
court of law and when you’re saying innocence, since you 
are motioning toward Mr. Brown, they’re going to associate 
innocence with guess who? Mr. Brown because you are 
motioning toward his general direction.  

 
You’re not directly pointing at him. You can go over 

there and touch him while you’re doing that, even more 
powerful. “I know what we are trying to establish here is 
innocence” and when you say innocence you are touching 
Mr. Brown’s shoulder, for example. Anchoring, go try it. 
Anchor someone to you, to believing you have certain 
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attributes and then anchor them to something else so that 
that thing has those attributes. Go out and try it and fun 
with it, have a lot of fun with it. And then when you come 
back we are going to talk about something even more 
interesting. We’re going to talk about the pattern interrupt 
and re-direct. What does that mean? Join me in chapter 
five as we discuss that. But for right now have fun with 
anchoring and join me in the next chapter.  
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



Conversational Hypnosis 
 

48 

 
 
 
 
 
 
 
 

Chapter 7 
Pattern Interrupt and Re-Direct in Sales 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 



Conversational Hypnosis 
 

49 

Now did you do your homework? Did you do your 
homework from chapter six, anchoring? I hope you did. If 
not, go ahead and do it now. Okay, let’s move on. Pattern 
interrupt and re-direct, very powerful techniques. Pattern 
interrupt simply means you are going to interrupt 
someone’s pattern. So, they’re doing something and you 
want them to do something else, you need to interrupt that 
pattern. The re-direct part is where you direct them to what 
you actually want them to do. for example, let’s put you 
back on the car lot and you have been talking with them 
and they have some problems with the car. They don’t 
seem to be completely sold on the car. What can you do? 
Well, you want to get them in their pattern. Their pattern 
being “well, I don’t know, I don’t know if it’s the right car for 
me.” You know, those sorts of things, they are in a certain 
pattern. They’re saying things which are in objection to the 
purchase of the vehicle and they probably have some 
legitimate reasons or at least legitimate to themselves and 
they’re saying them, so get them saying them.  

 
What is it you don’t like? “Well, I don’t like this or the 

tires or the color. Well, I don’t know about the price.” That 
kind of thing, they won’t always be whiny, but anyway 
they’ll be in their pattern. And they’ll be stating those thing 
and feeling those feelings of not liking the vehicle for 
whatever reason and your job is to interrupt that pattern. 
Now, pattern interrupts can be done in a number of ways 
and there are all kinds of dramatic ways to interrupt 
people’s patterns, but what you want to do is something 
which is fairly subtle yet distinct. And that can be a very 
fine line, for example someone is going on and on about 
how they don’t like the car. “I don’t know if I like the color, 
the price isn’t right.” You would say, “do you like balloons” 
and they would probably say “excuse me?” And you would 
say “do you like balloons?” what have you done? You 
have interrupted their pattern. You’re saying something 
which is completely different than what they are 
experiencing. They’re internal monologue is, I don’t like the 
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car, I don’t like the price, I don’t know, I don’t know, self 
doubt, self doubt, that sort of thing. Doubting you, doubting 
the product, so forth. You are interrupting them with 
something completely different. And you’ll get an answer. 
Now, you have to have a good reason why you asked that 
and you can say something like, “Well, my nephew makes 
the funniest little shapes out of balloons. He makes cars 
out of balloons too.” You know, if you are talking about 
cars, wrap it back around to the conversation. The main 
point is that you have gotten them into their pattern, they’re 
running their pattern and you’re interrupting it and then you 
let them get back to their pattern again.  

 
So, I’m sorry to interrupt, what were you saying 

about the car? Well, I just don’t know if I like the price, etc. 
At which point you would interrupt with something else, for 
example, it sure is hot today. “Excuse me?” It sure is hot 
today, I was just noticing how hot it was. Anyway, I didn’t 
mean to interrupt you, please go on. And they’ll probably 
get back into their pattern. “Well, I just, it’s the price, it’s a 
little bit of a concern for me.” Let them get back into it. “It’s, 
just not working for me, it’s a little high.” And then you’ll 
want to interrupt them again. Now, how many times should 
you do a pattern interrupt? Well, you want to do it until they 
can’t get back to their pattern anymore. You want to do the 
pattern interrupt until they cannot get back to their pattern 
anymore. So each time you do it you should notice that 
they are not as intense on that pattern. For example, for 
the first time if it’s very whiny, and then when they go back 
to it, it should be less whiny and the third time even less 
whiny. I wouldn’t do it more than three times because then 
it just becomes rude and weird. You want to make sure 
you are doing it three times max. You may even need to 
do it once. That’s the pattern interrupt. That’s relatively 
easy to do. You can interrupt someone. People interrupt 
people all the time. But you want to make sure it’s not 
something along the same lines. You’re not interrupting 
them with an agreement like, “yeah, that is a high price.” 
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You’re interrupting them with something that is completely 
out of left field, so make up something and interrupt them 
with that. And make sure it’s something that you can 
logically explain why did you interrupt them with that. You 
know the balloon story wraps back around to well my 
nephew makes little toy cars out of balloons after he’s 
done twisting them around. So, what you want to do is 
interrupt someone, interrupt their pattern. 

 
 So your homework for right now, in the middle of 

this chapter is to pause what you are doing and simply 
engage someone in a conversation and find something 
they are adamant about. Maybe it’s politics, maybe 
religion, be careful, don’t want to get anyone too out of 
hand. But get something going with them, some 
conversation, whatever they are very adamant about and 
they’re complaining or they’re talking very forcefully about 
it. And then interrupt their pattern and do this up to three 
times. If you haven’t gotten the result by three you need to 
stop because that’s getting a little out of hand. And at that 
point someone is going to need to do a pattern interrupt on 
you. So do it up to three times. Get them engaged in the 
conversation. You can even do this on the phone just like 
you can do pacing on the phone. Get them talking about 
something and then interrupt their pattern with something 
out of the blue. Find a way to loop them back around to 
explaining about why you interrupted them with that and 
then invite them to continue on. You should find that the 
next time they try to get back to that pattern; it’s more 
difficult for them to get back to it. They can’t totally 
recapture those feelings. So you have successfully 
interrupted the pattern. Go practice that as you pause this, 
come back and we will put the icing on the cake which is 
the re-direct. There is a lot of power in the re-direct. Okay, 
go practice just interrupting somebody’s train of thought. 
Okay, go practice and I’ll meet you back here.  
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Okay, did you do that part of the assignment? Did you 
interrupt someone’s pattern? Did you get them talking 
adamantly about something, vehemently about 
something? Did you get them really, really going and then 
interrupt that pattern? And then invite them to go back to 
it? And then interrupt them again? And then invite them to 
go back to it? And maybe even interrupt them again? 
Okay, up to three times, sometimes only once is 
necessary. Okay, what can we do with that? Why have we 
done that? I mean, why risk annoying someone with this? 
What in the world are we going to accomplish with that? 
Well, when someone’s pattern is interrupted, there is a 
space of probably a few seconds there, maybe even less, 
during which their mind is searching for something. It’s 
searching for the next logical thought. It doesn’t know 
where to go; it’s been interrupted. It’s kind of like an 
accident has happened, everybody is confused and 
doesn’t know what’s going on. It’s an interruption of a 
normal course of events. That person thought that they 
were going to start a sentence and finish that sentence, 
start a train of thought, start a feeling and finish that feeling 
expressing it to you, but it was interrupted. You have 
created a void, you’ve created confusion and you can then 
use that to re-directing them to whatever you wanted them 
to feel or think because with that void there is power if you 
step in in that moment. Now keep in mind you only have a 
few seconds in which to act. So you need to do your 
pattern interrupt and get very proficient at doing a pattern 
interrupt, at doing it and definitely interrupting their pattern. 
Some people are more difficult to interrupt than others. 
Some people are very easy to interrupt. You need to step 
in there and interrupt the pattern and then in that few 
seconds you need to re-direct them. 

 
 For example, I am complaining about vehicles. I don’t 

like the price. I don’t know about the price. Hey, do you like 
balloons? Excuse me, I say to you? I say do you like 
balloons. I say, well, I suppose so. Well, my cousin makes 
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balloons into car shapes and it’s really funny I was thinking 
about that as you were talking. And I’ll look at you with a 
quizzical look and think you are a little strange. And then 
you’ll invite me to get back to what I was saying. And you’ll 
say, I’m sorry for interrupting. Can you please continue 
with what you were saying about the price? I’ll resume, the 
price is blah blah blah. I don’t like the price. I don’t care for 
it. At which point you interrupt me again with something 
else. And then invite me to get back to my pattern and 
then interrupt me again, a third time, up to three times. 
Sometimes only once is necessary. But what I want you to 
do this time is when you’re interrupting the person with 
your pattern interrupt, instead of inviting them to get back 
to what they were talking about, you want to introduce the 
concept that you want them to think about. Okay, here’s 
how this works. So what I just explained is the initial 
exercise, here’s how it works now.  

 
Now that you are venting what you want to do is have 

me talking about the car. I don’t like the price, blah blah 
blah. Do you like balloons? Yeah, I guess so. My cousin 
makes the really nice little toys out of balloons and I was 
just thinking about how affordable this car is. Or, if you 
want to be less direct. And I was just thinking about how 
amazing this car is, anyway, you were saying?  And then 
let them get back to it. Oh yeah, the price. The price is a 
problem because of blah blah blah. Hey, did you see that? 
Excuse me? This is you interrupting them now and they’re 
saying excuse me. And maybe you saw a bird in the sky or 
something. And they’ll say I didn’t see that, and you say oh 
I’m sorry for interrupting, but this car is…what were you 
saying about this amazingly priced car, this amazingly fast 
car, this amazingly beautiful car, this car that looks so 
good, this car that feels so good. You can even work in 
some material we’ve already covered. Feels so good is 
kinesthetic, looks so good is visual, but you are re-
directing them. You’ve interrupted their pattern, you’ve 
interrupted their flow, their train of thought, their negative 



Conversational Hypnosis 
 

54 

thinking, the thinking that is contrary to where you want 
them to be. You’ve interrupted that with something and 
now you are re-directing it to something you want them to 
focus on. You don’t want them to focus on the price so you 
interrupt that and when they come back they are going to 
be focused on something else, how amazing the car looks 
or feels. Or if you want to be more direct, just how low the 
cost is. You want to take their attention off of what they are 
focusing on, shake it up (kind of like an etch-a-sketch) you 
shake it up and then you can draw whatever you want.  

 
You’ve got a window of a few seconds there, maybe 

three, maybe five, somewhere in there, just a few seconds 
during which you can re-direct them to thinking about the 
attributes, the positive qualities about this car. Now how 
would this look in an interview? You’re in an interview. 
They are looking at your resume and they’re thinking 
hmmm, you can see that look, hmmm, and they’re looking 
at you and they say, “You know I don’t think that you are 
qualified for this particular situation.” Well, maybe you just 
drop something. Maybe at that exact moment you just 
happened to drop a pencil. “Oh, excuse me, I dropped my 
pencil and I was just thinking about how I’d love to have 
this job because I’m such a hard worker. I’m sorry, you 
were saying?” See how that works. You have interrupted 
the interviewer’s pattern.  

 
The interviewer’s thinking how you’re not qualified. You 

drop something: pattern interrupt, happens all the time. 
People drop things, you reach over to pick it up. You come 
back and you re-direct them immediately to where you 
want them. “I’m sorry I dropped that. I was thinking about 
how I would just love to have this job and how motivated I 
am and how excited I am to work for you. I’m sorry, you 
were saying?” See how that works? Pattern interrupt. Now, 
with this you can’t be afraid to do this. This takes a little bit 
of guts; you have to interrupt someone. A person you are 
trying to sell something to, an authority figure. You’ve got 
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to actually interrupt them. So, you may need to work up to 
this one. You’ve got to interrupt them and then you have to 
use those few seconds to re-direct them and you can’t shy 
away from it. You’ve just got to go in there and shoot 
straight. Where do you want that attention to go? Because 
believe it or not, their brain is looking for direction at that 
point. It is looking for something to grab on to. It’s off track. 
It’s like a train that’s off track.  

 
It wants to get back on track. It doesn’t want to 

continue to tumble down the hill. It wants to get back on 
track. So you put it on a different track, it doesn’t care if it’s 
a different track. It feels like a track. It’s on a track. If it 
tends to gravitate back towards the original track, you 
interrupt it again and you put it on your track. And each 
time they try to put it on their own track, you interrupt them 
again and put it on your track. Up to three times. Should 
be very powerful up to three times, beyond that you’re 
really pushing it. In fact, three times is kind of pushing it, 
but never go beyond that with a pattern interrupt. And try 
to do it really efficiently the first time. That’s where practice 
comes in. So what are we going to do for homework? 
We’re going to practice the pattern interrupt and re-direct. 
So you want to interrupt their pattern. Get a friend or an 
associate or someone you know and trust and are 
comfortable with talking about something, whatever they 
feel adamant about. Get them talking about that, get them 
engaged in conversation. And then what you want to do is 
interrupt that pattern, shake it up, and then re-direct it 
immediately somewhere else. If for example you are 
working with someone in a hypnotherapeutic situation, 
working with someone in hypnosis in an office or you’re 
any sort of therapist working with a client in an office. How 
can you use that? Well, the person is talking about how 
sad they are about a particular situation. Your goal is to 
get them to not be sad about that situation any more. So 
that they can move on powerfully in their life. I’m just giving 
you an example of the way I would use this sort of thing in 



Conversational Hypnosis 
 

56 

my office. So the person is talking about how sad they are 
about a certain thing and they perhaps start crying.  

 
Well, I can interrupt that pattern by doing a number of 

things. Do you like balloons? Do you like ice cream? I 
dropped my pencil. Any number of things can happen to 
interrupt that pattern. Excuse me, I need to turn the lights 
up a little bit, I’m sorry you were saying? I can interrupt 
them that way. And then to be even more powerful, 
because a pattern interrupt is good, it will get them off the 
pattern, but more powerfully is to re-direct them. So, I 
would let them talk about how sad they are and let them 
get into that state and then I would interrupt that pattern 
and then I would re-direct them. Now, the interrupt, you 
understand how that works, turning up the light, dropping 
something, introducing some strange topic. And then to re-
direct them in that particular situation you can say, “You 
know I was just realizing how happy you are. I’m sorry I 
didn’t mean to interrupt, please tell me what you were 
saying.” Oh yeah, well I am so sad about such-and-such. 
Again, pattern interrupt: “Do you like pasta?” Excuse me? 
So you want to interrupt them with something that is out of 
the blue. Do you like past? I never really though about it. 
Well, I was just realizing how wonderful you look today. So 
you are re-directing them. They are on the side track, they 
are looping, looping, looping on this pattern of sadness. 
You are interrupting it. They’re looking for a path. They are 
looking for somewhere to go. You re-direct them, you re-
direct them toward happiness. I look great today? Thank 
you. And then it gets more difficult for them to get back to 
it. So these things have a lot of applications, that’s just 
how I’d use it in a hypnotherapeutic session.  

 
These techniques are good for dating, good for juries, 

good for a used car lot, good for all kinds of situations. 
Auditions, interviews, you name it. Any questions? Again, 
please email me. Any additional things that you find that 
this information  is useful for, please email me. I’d love to 
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hear your stories. And feel free to visit my website at 
anytime www.betterlivingwithhypnosis.com. I want to say 
it’s been a pleasure introducing you to this material, 
hypnotic sales mastery techniques. And if you ever have a 
question, please email me as I’ve said many times. If you 
have anything to share please email me. And once again 
the website: www.betterlivingwithhypnosis.com. And I’m 
always developing new products, always looking for new 
product ideas. If there is something you would like me to 
share with you and the world, please let me know and I 
would love to bring forth another audio book from my 
wealth of knowledge. And help you live better and 
accomplish your goals more powerfully. Thank you for 
joining me and I hope all of your journeys are blessed.  
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Chapter 8 

Changing your Dating Self-Talk 
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It all starts with you. If you are in a situation where 
you are trying to accomplish something, you need to make 
sure you are talking to yourself in an appropriate manner. 
For example, if I am approaching any situation and I think 
to myself, I can’t do this, I’m not good enough, I’m not up 
to the job, I’m not what I need to be. What is that going to 
do? That’s going to send a signal in sort of a loop to my 
subconscious mind that I am not good enough. That 
message is then going to travel from my subconscious 
mind to my conscious mind telling me that I am not good 
enough for this task.  Then I am going to consciously 
repeat that message and send it back to my subconscious 
mind. So I will have set up a sort of biofeedback loop in 
which I am constantly going over and over the same old 
negative stuff and reinforcing it. 
 

So what do you need to do? Well, I’m not 
suggesting that you should to lie to yourself per se, but in a 
sense, you need to. You need to break your pattern. You 
need to interrupt the pattern that you are already in. What 
you need to do is start talking positively about yourself. 
And this is whether you are trying to have dating success 
or you are trying to have job success. This is for anything 
you are trying to accomplish in your life. You need to start 
talking positively to yourself, saying that  you CAN do it. 
Or, even go so far as to tell yourself that  you HAVE done 
it, that you always accomplish this goal, etc. So if I am 
approaching a dating situation, for example, and I am 
saying to myself, this is never going to work, this is not 
going to work out, this is going to be short-term, this is not 
going to last, I’m not good enough, I’m not smart enough, 
I’m…you know like the television show where they joke 
about that. I’m good enough, I’m smart enough and 
doggonit , people like me. Well, as silly as that sounds, 
that is the type of mindset you need to get yourself into. 
You need to start talking to yourself positively because if 
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you’re saying the opposite, if you are always saying that 
you’re not good enough, that you’re not going to amount to 
anything, you’re not going to make this work, this is not 
going to happen, then guess what? It’s not going to 
happen! You need to start talking positively to yourself. 
You ARE good enough. You ARE smart enough. You ARE 
attractive enough. You ARE (fill in the blank) enough. You 
need to start talking to yourself positively. You know, I sell 
over 250 hypnosis CDs and downloadable MP3’s for all 
sorts of things such as confidence, motivation, etc. But I 
always tell people that  the hypnosis part is very important, 
it’s very powerful, but that’s only a small part of your day. If 
you are listening to a CD for example, or if you come to 
see me for a private session and I make a recording of the 
session and you play that, you are only going to listen to 
that at night as you fall asleep, at night, one time a day. 
The majority of the hypnosis in your life, the self- 
programming, the self-talk, happens in your awakening 
conscious life when you are going through  your day. And 
a lot of it happens when you are by yourself. You are 
talking to yourself. You are driving down the street. You 
are saying things to yourself. You are in the grocery store 
and you are saying things to yourself. You are telling 
yourself how you feel about yourself and how you feel 
about life. Ughh this is awful. Ughh this is terrible. Or this is 
great. This is amazing. I am powerful. I am having a 
wonderful day. It really matters how you talk to yourself. 
Hypnosis is wonderful. I fully embrace the power of 
hypnosis. But you need to start talking to yourself in a very 
powerful way on a daily basis and becoming very aware of 
it and taking responsibility for the way you are talking to 
yourself.  
 

If I am in a grocery store and I catch myself saying 
ughh life is awful, I will immediately change it and say life 
is wonderful. Life is amazing. I have so many 
opportunities. I have so many choices. Am I lying to 
myself? Not really. Because whatever I say becomes my 
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personal reality. Whatever I put out there, whatever I say, 
my subconscious mind will react to. Remember, your 
subconscious mind is like a computer. It takes in whatever 
it hears. It doesn’t know right from wrong, good from bad, 
true from false. It just takes in what it hears. That’s the 
reason that it’s very important that you control everything 
that goes into your mind. Especially your self-talk because 
you are with yourself all the time! So, if you want to have 
dating success or success in anything in life, you need to 
start talking to yourself positively and when you catch 
yourself, we all do it from time to time, with that negative 
self-talk, you need to immediately take responsibility and 
change it to something positive. Now, at first this is going 
to maybe seem like hard work. Do I have to change it to 
something positive on such a gloomy day? Yes you do. 
You have to start changing the way you talk to yourself. 
You have to start changing it to something positive. If you 
want to become a successful, positive, powerful person, 
you must take control of this. You must take control of 
every thought that you have. And naturally some negative 
thoughts are going to seep through. We’re all human. But 
you catch it, you change it, and you state it in a very 
positive, powerful way. For example, if I’m saying this date 
is not going to work out. I catch myself and say this date is 
going to work out. I am going to have a very powerful 
experience. I am going to have a very successful 
experience. I am very confident. That sort of thing. So start 
talking to yourself in a very positive way whether it’s 
dating, a job interview, or anything else. It doesn’t matter. 
Start talking to yourself positively. So, changing your self-
talk is step one. It all starts with you. You may have heard 
that many times before, it all starts with you, but it’s true. 
I’m hear to tell you it’s true, it’s true, it’s true. It all starts 
with you. 
 

Also, it’s all in your head. I mean you may think that 
you need to get certain clothes, talk a certain way, with a 
certain flair and stand a certain way. I’m here to tell you 
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that it all starts with you and it’s all in your head. If you are 
confident, you radiate that. And you don’t need to worry 
about other things. This is 99% of what you are paying for, 
right here. 99% of the information you need is right here. 
Start talking to yourself in a very very positive way 
because it does all start with you. 
 

So, let’s go through an example. Let’s say you are 
about to approach a member of the opposite sex, or the 
same sex, whatever your taste may be, you are about to 
approach that love interest of yours. There you are going 
up to that person. You are walking up to them. What are 
you saying to yourself? Are you looking at the 99 failures 
you’ve had in the past with others? The times where 
you’ve had some success and then it’s worked out not in 
your favor. Or the time that it never got off the ground? Is 
that what you are thinking about? Well maybe you are 
thinking all that, it’s normal. I have worked for professional 
baseball pitchers. A lot of times they are thinking about the 
times they messed up. But you know what? They catch 
themselves. They change that negative self-talk into 
something positive. So acknowledge you are human and 
then take responsibility for your thoughts. It’s okay that you 
had that negative thought, that’s fine, it’s going to happen. 
If you are going up a roller coaster, you’re going to be 
scared a little bit, I hope, that’s part of the fun! But you are 
going to change that if you want a positive experience into 
“hey, this is not being scared, this is excitement and I am 
going to enjoy this.” So take that energy, acknowledge it, 
and take responsibility for it and change it. I’m excited 
about the possibilities I am about to encounter. I am 
excited about what could happen in my life as a result of 
meeting this person. And you know beyond that, I don’t 
need this person. I don’t need the end result to be A, B, or 
C. All I need to do in this moment is have fun and go with 
it. That is all I need to do. So you see what we’re talking 
about? We’re talking about what could be negative 
thoughts and changing them in to positive, powerful 
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thoughts, reframing them. You are taking a negative idea. 
You are acknowledging it because you are human, you are 
taking responsibility for it and you’re changing it into 
something positive that is going to help you.  
 

So, if I am walking into a dating experience, let’s 
make it very graphic. I am walking into the bar and there is 
a female waiting for me and oh my goodness she is so 
beautiful. She is more beautiful than I ever imagined 
possible. So my first thought is I’m not good enough, I’m 
not up to this. This is not right. I then catch myself. I 
acknowledge that I am human and I have fears. Then I 
take responsibility and I change that. I change that to let’s 
have fun with this. Let’s really have fun with this. I am good 
enough. I am smart enough. I am me. I was okay 
yesterday when I had never seen this person before in my 
life. I’m going to be fine tomorrow. I’m going to have fun 
now. I am confident, powerful, motivated, wonderful and 
fun. I’m funny, fun to be with, I’m a great person. You see 
that? Even if I don’t really feel it in the moment, I’m telling 
myself that. And you know what, your subconscious mind 
is like a computer. It takes that information and it acts on it. 
It acts on that information and it makes it your personal 
reality. So, when you are in a dating situation, whether you 
are about to meet the person or you are trying to meet the 
person or it’s your second date or third date, or whatever it 
is, acknowledge those thoughts of concern. Then take 
responsibility for them and  change them into something 
powerful and positive.  
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Homework 
 

What? Homework? Yes, that’s right, I like to assign 
lots of homework. Let’s face it, if you are sitting at home 
alone reading this book, it’s not going to do you any good 
unless you get out there and DO SOMETHING! 
 

So, what is your homework for chapter eight? Your 
homework is to have fun! Your homework is to go out 
there, find yourself in a dating situation. Where you are 
going on a first date or a second date or calling that person 
on the phone whose number you have or returning a call 
from a person who called you. And you’re catching 
yourself with those limiting beliefs, those doubts, you are 
taking responsibility for them and then you are changing 
your self talk in that moment. You’re changing it into 
something positive and powerful, like I can do this. I am 
good enough. It’s okay. It’s fun. It’s exciting. It’s a learning 
experience. Things like that. Find yourself in one of those 
situations, catch your negative self talk, change it to 
something positive, and go through the experience and I 
guarantee you this. You’ll live through it. You’ll live to come 
back and read chapter eight. I guarantee it. So go ahead 
and do it and then in chapter two we will take it to the next 
level. So go ahead and do your homework and I will see 
you in chapter nine.  
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Chapter 9 
Anchoring Yourself to Dating Success 
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Welcome back. Welcome to chapter nine. Did you 
do your homework for chapter eight? If not, you know what 
to do. Stop reading right now and go do your homework. 
Alright, I’m going to trust you that you did your homework 
in chapter eight. And now we are going to move to chapter 
nine which is anchoring yourself to success. Because 
before you even get to that moment in which you are 
talking to that person and interacting with them, you can 
do something really powerful to set yourself up for total 
success. It is based on NLP (Neuro Linguistic 
Programming).  
 

NLP has been around for a long, long time, in many 
different flavors, shapes, and sizes. I’ll give you the brief 
history of NLP. It all started with a Russian man named 
Ivan Pavlov, around the year 1900, whose parents wanted 
him to be a priest. He instead became a behavioral 
scientist. Dr. Pavlov found that if you ring a bell and let 
dogs smell meat powder, they’re going to salivate because 
they are smelling meat powder. By ringing the bell at the 
same time, eventually he didn’t need the meat powder 
anymore. He could just ring the bell and they would 
salivate. He discovered that if you pair two things together 
like meat powder and the bell, you create an unconscious 
association between the two. So, John B. Watson, another 
behavioral scientist came along. (Not to be confused with 
the Sherlock Holmes’ Dr. Watson) in about the 1920’s or 
so and he refined this a little more and made it more 
powerful and made it little more applicable to humans.  
Then B.F. Skinner, who you may have heard of with the 
Skinner Box, came along and made behaviorism more 
applicable to pigeons and also humans in the 40’s and 
50’s.  
 

Then  a guy named Richard Bandler came along in 
about 1975. Bandler took some of behaviorism and some 
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of his own theories and came up with what he calls Neuro 
Linguistic Programming, NLP, a very powerful system for 
getting what you want. A lot of NLP is based on the 
theories that Ivan Pavlov initially formulated.  Richard 
Bandler added quite a few things, being a genius, I really 
believe he is, to make it more powerful and more exciting 
and, most importantly, more useful to humans. But a lot of 
Bandler’s theories stem from Ivan Pavlov’s research which 
showed that if you pair two things, you can create an 
association in peoples’ minds. 
 

What we want to do is create an association in your 
mind between ultimate confidence and something you do 
and something you say. Now let me explain in more detail 
what I am talking about. Let’s take an easy example, and 
you can change this at anytime. But what I like to do with 
people initially is train them to do this with an easy 
example. Make a fist with your right hand and kind of hit it 
on your upper left chest. Like it’s some sort of  salute or 
something. Go ahead, hit your upper left chest with your 
right fist. Do it again in a moment and the same time that 
you do that, I want you to say “YES!”. Okay? So with your 
right fist, hit your upper left chest and say “YES!”.  
 

So, you are doing something and you are saying 
something. Now, what we want to do is associate that with 
a feeling, just like Ivan Pavlov did. He associated a ringing 
bell with a feeling. What was that feeling? Hunger. He let 
the dogs smell meat powder at the same time he rang the 
bell and eventually he didn’t need the meat powder 
anymore. The dogs learned to salivate when they heard 
the bell alone. Eventually you are not going to need the 
feeling to be there anymore because it is just going to 
come anyway, just by you doing that action (hitting your 
chest) and by making that sound (“YES!”).  
 

So, what else do we need to do? We understand 
the action. We understand the sound. We understand that 
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we are trying to associate that with your ultimate 
confidence. What I need you to do right now is to think of 
time in your life when you were completely confident. This 
can be any memory you choose. For example: Graduating 
from kindergarten, graduating from college, getting 
married, getting divorced, eating a birthday cake at a 
birthday party while you were the center of attention, etc.  
Anything at all, it doesn’t matter, as long as it was a 
moment in your life when you were completely confident. 
So, put the book down now if you need to and think about 
a time in your life when you are totally confident. 
 

Okay, did you do it? Did you think of a time in your 
life when you were totally confident? And remember it can 
be anything at all. So if you haven’t thought of anything 
yet, just pick something now. Maybe earlier today you said 
something to someone that you needed to say and you felt 
great. Or maybe you woke up, got out of bed, and you got 
to work on time. It can be anything, it doesn’t matter 
because I am going to teach you the technology and you 
can change this later.  But I want to go ahead and get the 
ball rolling. I want to get you started with this. So think of 
anything in your life that made you feel totally confident. 
Okay, yes that’s the thing. Whatever that thing is, that’s the 
thing.  
 

Okay, let’s move on. I want you to now think of that 
time. I want you to close your eyes (after reading the rest 
of this section so you know what to do), and think about 
that time when you were totally confident. There you are in 
that moment. There you are completely confident and 
relaxed. That’s right. I want you to now make it brighter, 
make it much brighter. Make the memory of that moment 
really bright in your mind. That’s right. And make it louder, 
really turn the volume up. What sounds were there Alright, 
and what smells were there. If you were on the beach, 
then you could smell the beach. Okay what smells were 
there? Really turn them up there so that you can smell 
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them. Turn the sounds up, the smells up, the brightness 
up, turn everything up. You control everything. Turn it all 
up now. Make it real. Most importantly, I want you to turn 
up the emotions. What were you feeling at that moment? 
Feel it right now.  Let those feelings surge through you. 
What emotions are you feeling? Total confidence. Total 
confidence, right? Let that surge through you. I really want 
you to turn that one up to a ten. From one to ten, turn that 
one up to a ten. You are feeling totally confident now. 
Totally confident. And on the count of three, you are going 
to take your right fist and hit your left upper chest and say 
“YES!”  Okay? Are you ready? Now it’s important that you 
really, really have this bright and loud and you can smell 
everything and feel everything and see everything and 
hear everything. As powerfully as possible, really crank all 
of that up right now. On the count of three, take your right 
fist and hit your left upper chest and say “YES!” as 
powerfully and confidently as you can. Are you ready? 
Really crank it up now. One…Two…Three…”YES!”  
 

Alright now, what have we done? Why did we go 
through that exercise? You can relax now by the way. Why 
did we do that? Because we wanted to create an 
association at a very basic physiological level in your mind 
between that action, which is hitting your left upper chest 
with your fist, that sound, which is “YES!”, and that feeling, 
which is total confidence. And I want you to know that I’ve 
taught you a technology here, one of the many things that 
we know from behavioral psychology and Neuro Linguistic 
Programming. You can change this later if you want. If 
later on you think that it would be better for you to scratch 
you left shoulder and say “uh-huh”. Or if you decide that 
you have a better memory which you want to use, feel free 
to make those changes.  It doesn’t matter, you can make 
changes. You can change the sound, you can change the 
action, or you can change the memory, or all three. 
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Better yet, you can stack anchors. That’s an anchor 
we just installed, by the way, if you want to be technical 
about it. You can think of many times that you felt 
confident and  use the same anchor each time. Let’s say 
that you decided to change yours to scratching your 
forehead and saying “you betchya.” That perhaps sounds 
silly to you, but if it works for you, it’s fine. So, maybe you 
use your left hand and you scratch your forehead and say 
whatever it is you want to say, it doesn’t matter. Bug-a-
boo, you could say that, for example. It doesn’t matter. My 
point is that it has to be an individual thing and as long as 
you are doing something and saying something it doesn’t 
matter. Then you think of three times when you felt 
confident. Then, you would use your left hand, scratch 
your forehead, and say bug-a-boo. Each time you do this, 
you should think of a different situation in which  you  felt 
confident. 
 

As an illustration, let’s suppose that your first 
instance is one in which you graduated from kindergarten. 
Take your left hand, scratch your forehead, say bug-a-boo. 
You then think of instance number two, do the same exact 
action and same sound. You then move on to instance 
number three. You can stack as many anchors as you like. 
 

Here is something else you can do with this 
technology. The most powerful way to use this is if you find 
yourself in a situation in which you are very confident. 
Since we are talking about hypnotic techniques for dating 
success, let’s say that you ask someone out and they say 
yes. Right in that moment you should be feeling fairly 
confident. Wouldn’t you agree? So, you can go ahead and 
install your anchor at that point. If your anchor is making a 
fist with your right hand and hitting your left upper chest, 
when you are walking away from that person you can 
make a fist with your right hand and hit your left upper 
chest and say yes. Now what does that do? That installs 
an anchor in the moment. What have we done so far? We 
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have taken memories and used them as anchors. Now 
that’s powerful, but not as powerful as installing an anchor 
in the moment. If you have a success, go ahead and 
anchor it in the moment.  
 

Now, why have we done all of this? When are you 
ever going to use this?  Well, the next time you are in a 
situation in which you need total confidence, you should 
fire off this anchor. How do you do that? The same way 
you installed it. If you installed the anchor by patting 
yourself on the head with your right hand and saying you 
betcha, then you will fire it off in the same way. Let’s  say 
you are in that moment, you are about to go into that 
coffee shop where you are going to meet that special 
person. What do you  do? You put yourself in total 
confidence. You take your right hand and pat the top of 
your head and say whatever you said  when you anchored 
it.  
 

The third way to use anchors, the first way is a 
memory and you anchor that, the second way is 
something in the moment and you anchor that, the third 
way is to make up something, to essentially lie to yourself 
but in a good way. Some people come to see me for 
dating confidence and they can’t think of anything that ever 
happened to them that made them feel good or confident. 
And there is nothing that is going to happen in the moment 
that is going to make them feel confident and they are sure 
of that. So, what I tell them is to make something up. What 
if you were the hero of your favorite movie? Imagine that 
you are watching it and suddenly you become that person. 
Then a wonderful thing happens, a wonderful scene 
happens in that movie in which  the hero is taking charge 
and is doing something very powerfully. Well, you can 
imagine yourself being that person even if it’s fictional, you 
can imagine yourself being that person and then you can 
anchor it when you are really feeling the power that that 
person feels. Or you can completely make something up. 
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You can create your own fiction in your mind. It can be 
starring yourself or someone else.  
 

The main thing that we are always trying to get to is 
what we call in NLP, a state. You are trying to get yourself 
into a physiological state in which you feel confidence 
flowing through you. Whether you have to fictionalize or 
remember or have it happen in the moment, whatever it 
takes, do it.  
 
 
Homework 
 

Anchor something. Now you already did this, right? 
But I want you to think of two other situations which made 
you feel very powerful and very confident and anchor 
them. You can anchor them the same way I taught you 
with the right fist and the left upper chest or you can 
change it. But I want you to think of two other examples 
that you can use from your past and anchor them. And I 
also want you, for future homework, to recognize any 
situation that you happen to be in where you feel very 
confident and go ahead and anchor that situation in that 
moment so that you can stack the anchors. And it’s always 
the most powerful if you stack an anchor using something 
that’s happening in the moment rather than having to recall 
it.  
 

Go do your homework. And then join me in chapter 
10 where we are going to have even more fun with this, 
getting you on the path to more powerful dating. Go do it. 
Have fun!  
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Chapter 10 
Analog Marking for Dating 
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Did you do your homework from chapter nine? If 

not, you know what to do. Go do your homework from 
chapter nine. That’s right, stop reading. Okay, I’m going to 
assume you did your homework from chapter nine.  And 
we’re moving on to chapter 10. Now this is where we get 
very technical. Analog marking is something we learn from 
NLP. So, let’s get started and have fun with it. Analog 
marking sounds like something that might be computer 
related. Analog marking, as with most of the techniques 
from NLP, is built on  behaviorial psychology theories 
which see humans as being comparable to computers. 
 

So let’s jump right in and find out what analog 
marking is and how can it help us in our dating success. 
Analog marking works like this: If I want to have you do 
something I am going to boil it down to a three word 
sentence. Say for example that I want you to scratch your 
head. I could say scratch your head and you may scratch 
your head. And that’s fine and that’s wonderful, but what if 
I don’t want you to know that I want you to scratch your 
head? I mean I want you to scratch your head and I want 
to tell you to scratch your head, but I don’t want you to 
know that I am telling you to scratch your head. How do I 
accomplish that? Well, there is a very efficient way of 
doing it. And keep in mind, this doesn’t work on everyone. 
Having a big bag of tricks is what I always recommend for 
anyone in any situation whether it’s sales or dating or 
working with someone in therapeutic hypnosis or anything 
at all. Have a big bag of trick because not everything 
works on every person.  
 

Take a command and boil it down to three words. 
For example, scratch your head. This is a lot of fun at 
parties. Now, you can imagine that in a dating situation 
you may want to give other three word commands which 
you can come up with. I’m going to leave that up to your 
imagination. But, what we are going to start with is 
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something very simple, scratch your head. So, we want to 
cloak that command in a bunch of other words  that are 
just filler words.  The way the marking works is we are 
going to say the words scratch your head a little louder 
than the other words. So, here’s how it looks in a 
paragraph: 
 

I was walking down the street the other day and 
saw a  dog named SCRATCH and I kept walking down the 
street until I came to YOUR house.  Then I began to  
HEAD home. 
 

Ok, that may have been really obvious, but did you 
notice what I did? Notice the words and the commands, 
scratch your head.  I’m saying them more loudly than 
everything else.  
 

Let’s review to make sure you really have it. Here is 
another example. I want you to pat your tummy. That’s my 
goal. I am trying to get you to pat your tummy. I don’t want 
you to know that I’m trying to get you to pat your tummy, 
but I want you to pat your tummy and I am going to give 
you that command in a very secret way. Analog marking is 
my weapon of choice in this situation. Here is the 
paragraph that I would say to you. 
 

I was walking down the street the other day and I 
saw  my friend, PAT. She said to me, is that YOUR car? 
And I said, yes it is. At  that point it occurred to me that I 
was hungry and needed something in my TUMMY.  
 

Ok, what did I do? I said a bunch of stuff, but I said 
the words pat your tummy more loudly than everything 
else. The subconscious mind of the recipient, the person I 
am saying this to, sees those words that are said more 
loudly as standing out and forming their own sentence. Pat 
your tummy becomes a sentence, a complete sentence 
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and therefore a command, a subliminal, subconscious 
command in the mind of the recipient.  
 

So, does this work all of the time? No. It does not. 
But it’s a lot of fun at parties and you are going to have a 
lot of fun doing it. You can try this with a lot of people and 
you are going to get a certain percentage response. I don’t 
know what that percentage response is going to be. It 
depends on your level of skill. It depends on whether or 
not you get caught. It depends on how subtle you are. You 
need to really work on this.  
 
 
 
Homework 
 

Guess what your homework is going to be. Go to a 
party or some kind of social gathering and get someone to 
scratch their head. Have fun with this because dating is 
fun. We shouldn’t be all nervous about it and strange 
about it. We should be having fun with it. So let’s have fun. 
We’re going to get someone to scratch their head. 
 

When you do your homework with analog marking, 
you really need to work on being subtle. First, find a friend 
you can work with. Someone you can try this with, where if 
you get caught it really won’t matter. So, if you get caught 
telling them to scratch their head or pat their tummy it 
doesn’t matter. They’re going to laugh, you’re going to 
laugh and then you can explain it to them. You want to 
wait until you are ready before you try it in a situation with 
an unknown person.  
 

If you are at a party where you will never see the 
people again, that’s a great time to try this. You can have a 
paragraph that you have already decided on. Then, at the 
party,  you can say your memorized paragraph in which 
you mark certain words. Marking simply means saying 



Conversational Hypnosis 
 

 77

your three words louder than the other words.  You are 
going to form a sentence in the subconscious landscape of 
the person listening to you.  
 

I want you to track your results. What percentage of 
people are actually doing what you told them to do? So I 
want you to try it. And then I want you to work on it. How 
loudly can you say these words without getting caught? 
That’s  the secret. You want to say the three words as 
loudly as possible without being detected. So if you are 
saying, blah blah blah SCRATCH blah blah blah YOUR 
blah blah blah HEAD, you may be saying the marked 
words too loudly at first, but I don’t know because you  
haven’t tried this yet. I don’t know if you you would get 
caught or if they would just thinking that you were talking 
some kind of nonsense.  Being perceived as talking some 
kind of nonsense and getting caught are two different 
things. The recipient perceiving you as talking nonsense 
and perceiving you as trying to manipulate them are two 
entirely different things. Neither of which you really want 
because if you are in a dating situation, you really don’t 
want to be perceived as someone who talks nonsense. 
And you also don’t really want to get caught trying to 
manipulate them because, let’s be honest, that’s what you 
are doing, you are trying to manipulate them to do 
something. Hey, you asked for hypnotic techniques for 
dating success, and I am giving them to you, but let’s be 
honest, you are trying to manipulate them. Now, I always 
say never use your powers for evil. Never use your powers 
for bad, always use them for good. So don’t have 
someone do something that’s not ethical. Have them do 
something that is kind of entertaining or will move things 
along, but not anything unethical. Now having said that, 
here’s the technology and I’ve given it to you so, use it as 
you will, but please use it ethically because this is a very 
powerful technology. It will not work on everyone, but it will 
work on a certain percentage of people depending on your 
skill and so forth, and depending on the receptivity of the 
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person, maybe they aren’t receptive to this kind of thing 
and that’s fine because you have a number of techniques. 
You already have anchoring which you can use. And we’re 
even going to take it to the next level later on you can have 
something more powerful than that you can use with them 
in the moment. So you are going to have a lot of things to 
use. If something doesn’t work, that’s fine, but I want you 
to try it. Your homework, should you choose to accept it. Is 
to put yourself into a situation whether it’s a party or lots of 
people are walking by you or even if you are talking on the 
phone and you are doing analog marking, you are picking 
a three word command and you want to see if they do it. 
So if you are on the phone you may not be able to watch if 
they are scratching their head, unless you have some sort 
of video conferencing situation. So, pick a situation where 
you can find out if they actually do what you have 
commanded them to do. 

 
 So, put yourself in a situation where you can give 

an analog marking command and monitor the results and 
make sure that you are in a situation where you aren’t in a 
dating situation yet. After like a week of practicing this, you 
can put yourself in a dating situation where you are 
actually trying this on somebody and what would the 
command be at that point? It might be something like, give 
me your phone number, give me your number, write your 
number. Whatever you can do to get in a three word 
phrase. Write your number. Call me soon. See how you 
can use this? Call me soon. It’s very ethical and it’s a 
command. But for right now try this with a friend. So if you 
mess up, which I encourage you to do I encourage you to 
make mistakes with friends so that you can learn and 
tweak it and you can make it more powerful and more 
subtle and make it just as loud and pronounced as it can 
be without getting detected and without drawing 
unnecessary attention to yourself. So try it with a friend. A 
three word command that you slip into conversation and 
see if they do it. Now the easiest one to do is, scratch your 
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head, and the easiest way to do it is at a party because 
you will be talking to a lot of party, theoretically, and you 
can have a prearranged paragraph that you say to them. 
Hi I’m so and so, blah blah blah, and then you go into your 
prearranged paragraph. Maybe you say, “I was walking 
down the street the other day and I saw this dog named 
scratch and it occurred to me that I was right by your 
house and I decided to head home.” Something like that. 

 
 Take it, make it yours. Make it something that 

would logically flow in a conversation and not draw odd 
attention to you. If you need help with any of this, feel free 
to email me at support@hypnosistocontrol.com. But I 
encourage you to try this. A three word phrase that you 
can work into a paragraph and monitor the results. Now 
don’t be afraid since you will be with friends or at a party or 
perhaps you will never see these people again. Don’t be 
afraid to say those words that you are analog marking as 
loudly as possible just to see what you can get away with. 
Because maybe that works better. Be very scientific about 
this, track your results, and feel free to share it with me 
because I would love to know how you are doing out there. 
And then after a week or so of practice you can start using 
this in a dating situation. Thinking of all kinds of three word 
ethical sentences that you can use to take charge of the 
situation. Ok so your homework is, to go out and try this, 
I’d say about ten times with either a friend or a number of 
friends or at a party. Try it, analog marking. Pick a 
paragraph with a three word analog marking command 
embedded in it. And go for it. And see what the results are. 
And play with it, do it more subtly, do it more powerfully, 
change the sentence, change the command perhaps and 
track the results. That is your homework. Go do your 
homework. Join me in the next chapter where we are 
going to have even more fun. So, go do your homework.       
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Chapter 11 
Direct Suggestion for Dating 
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Welcome back. Did you do your homework? Did 

you have fun? Did you go to a party? Did you talk to a 
friend? Make them do something with a three word phrase. 
Did you track your results? If not, go ahead and do that 
before we go on. Ok, I’m going to assume you did that, the 
homework from chapter 10. Now, let’s get into chapter 11, 
direct suggestion. Often overlooked, but one of the most 
powerful hypnotic techniques ever developed, direct 
suggestion, simply telling someone what to do. This 
chapter is going to be short, but it’s going to be very 
powerful. What is the most direct way to get someone to 
do what you want them to do? Analog marking is probably 
the most covert way to get someone to do what you want 
them to do because it is a very sneaky way to get them to 
do what you want them to do. Direct suggestion is the 
direct opposite of that. Do you realize that at least 10% of 
the population of any culture responds in a very powerful 
way to just being told what to do, to direct suggestion? 
Direct suggestion means, if I want you to go on a date with 
me, I could just say, “Go on a date with me.” And they will. 
Now, wow! That sounds kind of compromising, kind of 
scary, kind of like whoa. I don’t know about that, it’s going 
to take a lot of guts, right? Well, yeah, it might, but we 
already know how to anchor confidence, don’t we? We 
already know how to muster up those feelings of 
confidence. Yes, we do. Ok, we know how to do that 
because we have studied anchoring and we’ve done our 
homework so we know how to get that power when we 
need it. So if we’re in a situation and lets say we want 
someone to give us their phone number. Well, why not just 
say, give me your phone number? This doesn’t have to be 
a three word sentence, by the way. This can be as many 
words as you want it to be, but I recommend being 
succinct, getting to the point. So you can say, “give me 
your phone number. We are going out next Friday. Give 
me a call.” This is a very very powerful technique and so 
often overlooked, so often overlooked. Because you know 
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so many people want to be dealt with in a very straight 
fashion. They just want to know where you stand and 
where they stand. So, if you say “Can I call you sometime 
or I’m going to call you sometime.” It’s better to phrase it in 
the form of a command by the way. “I’m going to call you 
sometime.” Or a suggestion, a command or a suggestion. 
“I’m going to call you sometime. We are going to go out 
next Friday.” That sort of thing. If you just speak directly 
and shoot from the hip, you will be surprised at how far 
you can go.  

 
Homework 

 
So, what is this very short chapter’s homework? 

The homework is for you to go to a friend and say lets go 
get ice cream or let’s go do that. Because, you know, often 
times people who are having trouble with dating success 
are shy, are introverted, are afraid of expressing 
themselves, afraid of the consequences that might 
happen. What I want you to do is overcome that. I’m telling 
you to do that. I am making you do that right now. I am 
making you go up to a friend at first, a friend, and say hey, 
lets go get something to eat right now. Or let’s meet at 
seven o’clock at whatever restaurant. Or lets play tennis 
on Saturday. That sort of thing. That’s your homework in 
this very simple chapter. I want you to realize that though 
this chapter is short and simple, it is very powerful and it 
could be the one thing you are overlooking. Now what you 
want to achieve, you just have to ask for it, you just have 
to demand it. Let’s do this, let’s do that. I am going to call 
you next Friday. We are going to go out next Thursday. So 
your homework is, give a friend a direct suggestion and it 
could be anything you want. Call me next Friday, at the 
end of the conversation, blah blah blah. Call me next 
Friday and see if they do it. And then you talk to somebody 
else. You are talking, blah blah blah. Let’s meet at three 
o’clock and have lunch. These are direct suggestions, but 
it’s going to teach you that a) doesn’t work all the time, but 
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that’s okay because we have a big bag of tricks b) it works 
in many cases because many people just want to be told 
what to do. They are waiting for you to lead them. If you 
are dancing with someone and no one is leading, you 
aren’t going anywhere. Take the lead. Go ahead and take 
the lead. Direct suggestion allows you to do that in a very 
fair, very straightforward manner. They may say no and 
that’s okay. And I want you to understand that there is 
going to be a certain percentage of failure at everything 
you do in life, everything. But I give you permission from 
this moment on to fail. Its okay, it’s okay to fail. Because 
you know what? Failing is part of succeeding. You must 
fail a certain percentage of the time. Everyone fails a 
certain percentage of the time, everyone. You must fail in 
order to succeed. You must make mistakes. I give you 
permission to make mistakes. I give you permission to fail.  

 
So go out there and try it. If you fail, don’t worry, 

learn from it. Because you know what? There really is no 
such thing as failure. There is only gathering information, 
gathering experience, learning, growing, and finding out 
what works for you. That’s what it’s all about. That’s what 
failure really is. It’s not a negative thing, it’s a learning 
thing. Go out there and try this. Give direct suggestions to 
friends and a week from now you will start using this in 
your dating life. You are going to start saying things like 
“Hey, let’s go out next Friday” in a very positive, confident 
way because you know what? You are going to anchor 
yourself to success. You are going to fire off your anchor 
before you even say that to them and you are going to be 
very confident and you are going to deliver that sentence 
“Let’s go out next Friday” in a very confident, powerful 
way. And guess what? It may not work and that’s okay. 
Because you are going to try again and again and again. 
And I am going to tell you a little secret. Dating is a 
numbers game. You must try over and over and over 
again with different people until something works. And the 
more you try, the more you succeed. A friend of mine said 



Conversational Hypnosis 
 

 84

recently, “The harder I work, the luckier I get.” He 
understands it’s a numbers game. The more you show up, 
the better you are going to do. So keep showing up, keep 
showing up. You fail, it’s not a failure. It’s a learning 
experience. It’s more information for you to use in the 
future to make yourself sharper and more powerful and 
more to the point, like a laser. So, your homework is to 
give a friend a direct suggestion. Do this with a few friends 
or the same friend a few times. And a week from now you 
are going to start using this in your dating life. Approaching 
someone and saying “Hey let me call you sometime.  Right 
your phone number down. Right your phone number down 
on that napkin.” Or “let me call you sometime, what’s your 
phone number?” That sort of thing. So, for now, use direct 
suggestion with a friend. Go call up a friend right now and 
say “Let’s meet tonight at seven o’clock and have dinner. 
Let’s meet tonight at seven o’clock and have ice cream. 
Let’s play putt putt golf. Let’s go do whatever.” Direct 
suggestion, go ahead and try it. Find out that it’s okay that 
it doesn’t work every time. But in a certain percentage of 
situations, it will work and its very powerful and simple and 
often overlooked. Go do your homework and have fun. I 
will join you in the next chapter.   
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Chapter 12 
Anchoring Someone to You in Dating 
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Welcome back. Did you do your homework in 
chapter 11? If you didn’t do you homework in chapter 11, 
go do it. Do it now. Direct suggestion, have fun with it.  
 
  Okay, let’s assume you did your homework in 
chapter 11. We’re moving forward now to anchoring 
someone to you. That’s right, anchoring them to you. 
We’ve already talked about anchoring. Pavlov and his 
dogs. We’ve talked about anchoring yourself to your 
power, to your confidence. How do we anchor someone 
else to you? How do we create an association in 
someone’s mind between greatness and power and you? 
Ok, we’ve already talked about how to create an 
association in your own mind between power and 
confidence and action. How do we create an association in 
someone else’s mind? Between power, and greatness, 
and you? How do we get them to associate power and 
confidence and all those wonderful things, with you? How 
do we do that?   How do we affect the thinking of another? 
Okay, we already have a few ways to do that. Let’s look at 
anchoring someone else to you. 
 

Now remember, just to review, anchoring is what? 
Anchoring is creating an association between two things. 
Just like Ivan Pavlov rang that bell and let those dogs 
smell meat powder and then he didn’t need that meat 
powder anymore. He just needed the bell. There is no 
logical reason why a dog would salivate when they hear a 
bell ringing. A bell is not delicious. A bell doesn’t smell 
good. It smells like metal or whatever it’s made out of. It 
does not smell like food. There is no reason why a dog 
should salivate when a bell is ringing. But, the bell has 
been associated in their mind with meat powder, 
something that makes them salivate. So, we, using that 
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same technique have managed to get you to associate a 
certain sound and action with feelings of power and 
confidence. 
 

Now, let’s take that to the next level. Let’s cause 
other people, through the same technique to think of you 
as powerful. You already think of yourself as powerful. 
Let’s face it, you are powerful. You are very powerful. You 
are an amazing, wonderful human being. You are very 
very powerful. Now, let’s have other people realize that 
without you even saying anything. How do we do this? 
Well, lets say that I am talking in front of a group of people. 
Which, luckily enough, I often am. And I want them to 
believe that I am very motivated. I want that group of 
people to think that I am very motivated. Well, I don’t even 
need to talk about myself. I can walk into that group of 
1000 people, who all want to learn about hypnosis, and I 
can say “You know what, I really enjoy working with all of 
you because you’re very motivated.” And when I am 
saying the word motivated, I am touching my chest. Why in 
the world am I touching my chest?  Because I am creating 
an association in their minds between the word motivation, 
or motivated in this case, and me. Anytime I touch myself 
around the chest. Do you know where your solar plexus 
is? It’s right below your heart. And one foot out from there, 
in any direction, is the zone we want to be in. So, basically 
from the area right below your heart down to about your 
belly button, up to about your chin and over to about your 
shoulders. If you were to draw a circle connecting all those 
points, that is the zone you want to be in. Anytime you 
touch that part of your body when you’re saying a word, 
the person who is watching you is going to associate that 
word with you and it slips in under the radar. It’s a very 
subliminal, very powerful, very subtle, and sneaky 
technique.  
 

So, once again, if I walk into a group of 1000 people 
and I say “You know, I am very happy to be here today 
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because I enjoy working with people who are very 
motivated.” And when I say motivated, I am touching my 
chest. Maybe I am adjusting my tie. Maybe I’m just 
touching my chest for a moment. But when I’m saying that 
word motivated, my hand either hand, is up there at my 
chest. What have I done? I have subliminally created an 
association in their minds between the word motivated and 
myself.  
 

Let’s think of another scenario. Let’s say you have 
just walked into a coffee shop. Everybody loves meeting at 
coffee shops these days, I live in Los Angeles. All the 
dates happen in coffee shops for people. They all have 
coffee the first time. I guess because it’s a low cost thing to 
do. Nobody wants to invest a lot of money the first time 
around. So, let’s say that you are in Los Angeles and you 
just walked into a coffee shop to meet your blind date. 
Let’s say that you’ve never seen this person before. 
You’ve never interacted with them other than on the 
phone. You are walking into that coffee shop and you are 
interacting with them for the first time. And let’s say this is 
the first thing out of your mouth, “You know, I am very 
happy to meet you. You are such an attractive person.” 
And when I say the word attractive I am touching my 
chest. I am adjusting my tie if I am wearing one. If you are 
a man, I don’t necessarily recommend wearing a tie on the 
first date by the way, but if I’m wearing one, I’m adjusting 
my tie. Or I’m touching my chest somewhere in that area. 
Somewhere in that one foot zone radiating out from my 
solar plexus, I’m touching my chest area when I am saying 
the word attractive. Now, I haven’t talked about myself at 
all. I’ve said that they are very attractive that they are an 
attractive person. I haven’t said anything about myself at 
all. And I’m touching my chest when I say the word 
attractive. You are a very attractive (touching my chest 
when I am saying that word) person. My hand is then away 
from my chest. So, first of all I have given them a 
compliment, which never hurts by the way, telling them 
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that they are attractive. But secondly, I have in a very 
subtle way; I have given myself a compliment. I have 
created an association in their mind between the word 
attractive and myself. I haven’t said anything about myself, 
I am talking about them.  
 

By the way, people love hearing about themselves 
and the less you talk about yourself and the more you talk 
about them, the better you are going to do in dating and in 
life. So, I can talk about myself without them even knowing 
it because I am creating a subconscious association 
between the word attractive and myself because when I 
say the word attractive I am touching that zone which 
radiates out in a one foot diameter, actually in a one foot 
radius from the center of my chest from the solar plexus, 
all the way around. So it goes up to my chin, down to my 
belly button, over to about my shoulders. 
 

If anything is not clear, please feel free to email me 
at support@hypnosistocontrol.com. So I have touched 
myself in that area. I have created an association between 
the word attractive and myself. Just like Ivan Pavlov 
created an association between ringing the bell and the 
meat powder. There is no logical association between the 
bell and meat powder, between the bell and hunger. There 
is no logical association, but it happens. Think about it. 
Think about the dinner bell. In most places, most people 
don’t use the dinner bell anymore. But when they used to 
use the bell, ding ding ding dinnertime, well guess what? 
Eventually ding ding ding could make someone actually 
hungry, could cause a physiological reaction in that 
persons stomach or the stomach juiced start flowing 
because they’re getting hungry.  
 

My father used to make dinner at a certain time 
every night and I’d hear the plates when he was almost 
done preparing the stuff, I’d hear the plates moving. And 
just the sound of plates, to this today, makes me hungry, 
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makes my stomach start growling. Because as a child I 
associated the sound of those plates moving with food. So, 
to this very day, the sound of plates makes me hungry. It 
makes me happy too because I think dinner is coming. It 
may or may not be coming, but I’m hungry and happy for 
that moment. These are things that you cannot avoid. 
These associations happen whether you want them to 
happen or not. When you are anchoring someone to an 
attribute that you want them to think you have, they don’t 
have a choice. They don’t have a conscious choice to 
think, “Maybe I’ll think the attractiveness has something to 
do with them or the motivation has something to do with 
them or maybe I won’t.” It doesn’t happen like that. This is 
a subconscious thing, a subliminal thing. It happens 
whether they want it to or not, so use this. 
 

There not really a good way to test this. I suppose 
you could say, “I enjoy being around motivated people.” 
And touch yourself in the chest and then take your hand 
away and say, “Do you think I’m motivated?” You could 
test it that way, but I don’t recommend it. I don’t 
recommend testing this. It’s not like the scratching head 
situation where we can log down some results. This is 
something you’ll have to trust me on and go with it 
because the research, over a hundred years of research 
has proven that this works very effectively.  
 

So, anytime you are in a situation. I don’t care if it’s 
a dating situation or you’re trying to get a job or whatever 
the situation is. If you are in a situation where you need 
someone to think that you have a certain quality about 
you, a certain attribute, say that attribute while talking 
about someone else and touch your chest at the same 
time.  
 

For women, this could be a matter of playing with a 
necklace. You can say, “You know I really enjoy meeting 
attractive people.” When she’s saying attractive, for female 
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while you’re saying the word attractive, your hand is on a 
necklace if you have one and you’re playing with your 
necklace because you are still in that zone aren’t you? 
You’re still within that radius emanating out from your solar 
plexus. “I really enjoy meeting attractive people.” When 
you are saying the word attractive you’re hand is playing 
with that necklace. Before you say the word attractive and 
after you’re done saying the word attractive you’re hand is 
not on that necklace. But while you saying the word 
attractive, your hand is on that necklace. It’s within that 
radius emanating from your solar plexus. That is going to 
cause the association.  
 
Homework 
 

I want you to interact with a friend and use a 
sentence of your choice. You could say, “You know I really 
enjoy being with you because you are a great friend.” And 
when you say the words great friend, you are touching that 
area on yourself. So you are anchoring them to believe 
that you are a great friend. Hopefully you are a great 
friend, but you are actually just reinforcing it at this point. 
Then afterwards, do it with a few friends. Any sentence at 
all, “You know I really enjoy working with you or being with 
you because you’re so motivated.” And you’re touching 
yourself while you say motivated or you’re so spontaneous 
and you are touching yourself while you say spontaneous. 
After that ask what they think of you because this is just 
your trial period where you are trying to get it right. And 
then you can ask them if they detected you doing anything 
strange. And then you can share with them that Steve G. 
Jones Clinical Hypnotherapist told you to do this as part of 
a big experiment and thank them for being your guinea 
pig. But you can have fun with it. You’ll want to use your 
friends for this part of it while you’re experimenting with it 
and getting it right. Make sure they didn’t detect you doing 
it. See if they are actually feeling that attribute coming from 
you. And you’re probably a good friend anyway. But just, if 
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you want to ask them just ask them if they felt that about 
you, motivation, good friend, or whatever. See if it is 
actually working on a subconscious level. They may not be 
aware of it, keep that in mind. If you ask them, they may 
not consciously be aware of this because it is all going to 
the subconscious level, under the radar as I like to say. 
But you can ask them for some feedback because in a 
week from now, what I want you to do is try this on 
someone else in a dating situation. Ohhh…the fear. That’s 
right, try it in a dating situation. You can do it very subtly, 
so that you don’t get caught. That’s why you want to work 
with friends. Make sure it’s very subtle. Make sure they 
didn’t pick up on it and then you can try it in a dating 
situation.  
 

Ok, so your homework is to meet with a friend or a 
few friends and say a sentence and in that sentence, 
you’re not even talking about yourself, you’re talking about 
someone else. You’re saying a word and you want them to 
think that you are associated with that word. It could be 
motivated, attractive, spontaneous, it can be anything you 
want. You are touching your chest or that one foot radius 
emanating from your solar plexus, at the time you are 
saying that word and then you take your hand away. And 
you’re asking them if they caught you and you’re asking 
them if they feel that about you and you’re asking them for 
any other feedback, any other feedback they may have 
that they can offer you about that. And a week from now I 
want you to try that on an actual date, in an actual dating 
situation. So go do your homework. Have fun and then join 
me back in the next chapter where we’re going to have 
more fun.  
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Alright, welcome back, chapter 13, tying it all 
together. Hey, did you do your homework in chapter 12? 
Anchoring someone else to you, did you do that? If you 
didn’t do it, you know what to do. Go do it right now and 
have fun with it. Ok, I’m going to assume that you did it 
and we’re going to proceed with chapter twelve which is 
tying it all together. You know at this point I just want to 
talk with you in a kind of informal way. I’ve given you a lot 
of technical information in these chapters and a lot of 
knowledge you can use.  
 

Right now what I want to do is tell you that it’s really 
all about you. And it’s all about how you think about 
yourself and the possibilities in your life. If you are looking 
at a dating situation and thinking that it’s not going to work 
out, well guess what’s going to happen. It’s not going to 
work out. You’re going to find a way to make it not work 
out. Also, everyone has, in their mind, an idea of what they 
are capable of and what they deserve. Now this stems 
from childhood. Different things that were put in our heads 
by our parents and teachers and certain experiences. I’m 
here right now to tell you that none of that is true. None of 
that has any bearing on reality or your future whatsoever.  
You can let go of all of that because anything that has ever 
happened to you in the past. Any experience that you’ve 
had is something that you’ve had and you’ve learned from 
that and then you moved on.  
 

So, when you look at any opportunity, any situation, 
whether it’s a dating situation or anything else, you want to 
look at it with fresh eyes so to speak. As if nothing has 
ever happened to you in the past.  You create your reality 
moment by moment. When people have a life-changing 
event happen to them, all that happens is that they get 
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new distinctions in their minds about what is possible for 
them and THEY change their lives. They move on to a 
greater life. Nothing has happened except their mind has 
changed.  
 

You need to change your mind. You need to 
change your ideas about what is possible for you. Okay? 
And that is what is going to make all the difference for you. 
I’ve got a lot of CDs that you can take advantage of. Visit 
www.betterlivingwithhypnosis.com and take a look at what 
I have. You can actually get my first audio book which is 
an introduction to hypnosis and learn how to program 
yourself for success. Learn the techniques of hypnosis, 
use them on yourself. Make yourself an mp3 or a CD that 
programs you for ultimate success. If at any point you find 
yourself stumbling or stuck somewhere, why not 
reprogram yourself? Why not take control of yourself? 
Whether you use my products or someone else’s. And I 
even have over 250 pre-made hypnosis CDs which will re-
program you for success. For example: unlimited 
confidence, unlimited motivation, love magnet (which 
draws other people to you) How does it draw other people 
to you? By making you more powerful. By making you 
believe in yourself.  
 

So, you won’t even need any of that if right now in 
this moment you decide to believe in yourself, but if you do 
want some help, look at my website 
www.betterlivingwithhypnosis.com. I created that website 
for you, to help you. All kinds of products are on there to 
designed to help you move forward in your life more 
powerfully. 
 

So, do all of your homework and do it over and over 
until you get better and better at it. Remember what I said 
each time for each homework assignment: In a week I 
want you to try this on somebody else. I want you to start 
using these techniques. And the most important thing, 
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don’t be afraid of failure because making mistakes is part 
of getting to perfection. Getting to ultimate confidence, 
getting to where you are the master of your own destiny 
and you’re able to take charge of any situation.  
 

So, go out and give yourself permission to make 
mistakes. Learn from them. Realize that there are really no 
mistakes, there are only learning experiences. Become 
more powerful, more determined and more focused than 
ever before. Use my products if you need me. Email me if 
you need me support@hypnosistocontrol.com. And make 
this happen.  
 

I believe in you. I believe and I know for a fact that 
you will be highly successful in all aspects of your life. And 
you know where it all starts? Taking those first steps. 
Making it happen. So guess what? That’s what you are 
going to do. You’re going to make it happen. You’re going 
to do all of your homework again. You’re going to start 
applying it in your life, in real life, in real situations, with 
real dates or real potential dates that become real dates. 
And you’re going to realize it’s a numbers game. You’re 
going to allow yourself to have permission to make 
mistakes and learn from them and you’re going to move 
forward in a very powerful way. I’m Steve G. Jones, M.Ed., 
Clinical Hypnotherapist, and it has been a pleasure 
working with you. I look forward to hearing about YOUR 
success! 
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Embedded Commands in Text Messages 
 

I want to talk about more about conversational 
hypnosis. By the way, that is what you have been studying 
in this book. Congratulations, you are now well on your 
way to being a master of conversational hypnosis. I know 
what you want. You want what everyone else wants. And 
that is to have a way to control what people do in 
conversation. In other words, a way to use words in such a 
way that without people knowing it, they’re being 
controlled. Would you like that? You would. Everyone 
wants that power. Everyone wants to be able to command 
that kind of authority on a subtle level without people 
knowing about it. I’m here to tell you that it’s very simple. 
Conversational hypnosis is a very simple and easy and 
straight forward process. It’s something you can learn to 
do in an instant; it’s just a matter of practice. After that, you 
learn the technique.  
 

Let me share with you how to do conversational 
hypnosis. Now conversational hypnosis comes in many 
different shapes and sizes so I want to start with a topic 
that’s unique. I was doing a teleconference recently. It was 
broadcast over the internet and we were taking calls and 
there were people logging into the chat room and asking 
questions. The question came up about using 
conversational hypnosis in a text format. In other words, 
you have your cell phone and you’re going to text 
someone. Well, how can you do that? How can you text 
someone and make them do what you want them to do? 
Well, I’ll tell you it’s very simple. All you need to do is have 
a three word command and you want to embed it in the 
paragraph or sentence you are saying.  
 

You may wonder what in the world does that mean. 
We are talking about analog marking. Analog marking 
means taking a three word phrase and making them stand 
out more in the sentence. You can say them more loudly if 
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you are talking to somebody. If you are texting, then you 
can make them stand out by using all caps for just those 
words or capitalizing the first word of just those words.  
 

So, let’s talk about analog marking and how it would 
work in texting. In conversation we would just say those 
three words more loudly. If I wanted you to scratch your 
nose I would say “I was walking down the street the other 
day and I saw a scratch on a car and I thought it might be 
your car and I thought who knows? Maybe it is.” So I said 
“scratch your knows” and because of something called 
phonological ambiguity even though the last word I said 
wasn’t nose, it was knows, but your mind considers those 
two words phonologically ambiguous so it can interchange 
those words. So if I say, “scratch your knows” it’s okay. If I 
want you to scratch your nose I can say those three words 
in a sentence, disguised. The idea is that your 
subconscious mind takes all of those words that are 
marked out a little bit more loudly than the others and puts 
them together.  
 

So, back to our text example how can we use that 
in a text format? I would text someone “Scratch off tickets 
are Your favorite says a friend who Knows.” Remember 
because of phonological ambiguity I can use knows as 
nose, that’s okay. Knowing that she likes scratch off 
tickets. I have capitalized the S in scratch, Y in yours, and 
the K in knows. Don’t worry about nose being knows, it’s 
okay because your subconscious mind is phonologically 
ambiguous so it can interchange them. So I sent that and I 
will follow up and see if she scratched her nose. Have fun 
with this.  
 

Use analog marking, embedded commands in texts 
to take three word commands and to hide them within the 
text to see if the person does what you want them to do. it 
is best to do this while they are in the room. You can text 
someone at a party or out somewhere with them being in 
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the same area as you are. They aren’t going to be aware 
of what you are trying to get them to do. See if they do it. 
See if they scratch their nose or tip their hat, or whatever it 
is that you’re trying to get them to do. a lot of three word 
combinations can be created, just use your imagination.  
 

I think that you’ll find that after you do it for awhile 
and track your results, you’ll probably have an 80% 
success rate. That’s what I have. 8 out of 10 people who I 
do analog marking or embedded commands with in text, 
email, or conversation. 80% do exactly as I tell them to do 
without realizing that they’re being told to do it. Enjoy it. 
Have fun with it. Don’t ever have someone do something 
they wouldn’t normally do. 
 
 
Embedded Commands in Email 
 

You have just learned how to use conversational 
hypnosis using embedded commands that we get from 
NLP, how to do that in text messaging. How just using 
your cell phone you can have a hidden command that will 
control someone’s mind and make them do something that 
you want them to do that they don’t know that you’re 
making them do.  
 

I want to talk about using that same technique in 
emails. When you’re creating an email you want to put a 
command in there in a hidden way. Conversational 
hypnosis is covert, that means it goes under the radar. If 
you are being overt about it and letting people see what 
you’re doing, you’ve defeated your purpose. You haven’t 
done conversational hypnosis, you’ve just told someone 
what to do. If you’re someone’s boss you can just send 
them an email or text and tell them what to do, that’s fine. 
There is nothing wrong with that, but if you want to have 
someone do something without them knowing that you are 
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commanding them to do it, then this technique will be for 
you.  
 

What I have created is a sentence and I use it in 
text format: “scratch off tickets are your favorite says a 
friend who knows.” This was sent to my friend who likes to 
play scratch off lottery tickets to see if she’ll win. She does 
that for fun. So, although it seems as though I’m talking 
about her interest in scratch off tickets, I am actually 
commanding her to scratch her nose. The word scratch, 
your, and knows are italicized. As I mentioned earlier, this 
knows is not spelled nose. Why would your subconscious 
mind act on that? It doesn’t matter thanks to phonological 
ambiguity. Your mind considers those two words to be 
ambiguous because they sound the same. Knows and 
nose sound the same, they are phonologically ambiguous. 
If you just say them and don’t read them, they sound the 
same so they are interchangeable in your subconscious 
mind. That’s why you can have this command. This hidden 
command “scratch your knows.” Those are the only words 
italicized.  
 

Now, it’s possible that this might look a little too 
obvious. It’s possible you might be saying, well I can see 
that those words are italicized and you’re going to get 
caught. Yes, that’s possible that you might get caught. 
What you want to do is play around with this. Experiment 
with this. Try using a slightly larger font than this. Let’s say 
you’re typing in a normal font size of 12, and then these 
words could be in font 14. So scratch, your, knows could 
be larger instead of italicized. Play around with this.  
 

If you are in an office then you have an excellent 
opportunity to play with this. If you’re in a cubicle where 
you have other people near you, send them an email that 
they can read…see if they scratch their nose. If you’re at 
home with a loved one maybe you can send them an email 
also and be there when they open the email. Or just print it 
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out and have someone read it and see if they scratch their 
nose. Play around with it and see how big the font needs 
to be or how different it needs to be from the rest of the 
wording without you getting caught. So have fun with it.  
 
Embedded Commands on the Phone 
 

I want to talk to you about how to use your phone in 
conversational hypnosis. You probably use your phone in 
conversation every single day. These days, as we 
transition into the phone becoming more powerful, we find 
that we can do text messaging and emailing on the phone. 
The phone is becoming more of an all-around 
communication device. So, a lot of these techniques you 
can use on the phone. We’re going to talk today about an 
old fashion one, just talking on the phone. Because some 
people still actually  talk on the phone, believe it or not!  
 

So, how can you use covert hypnosis on the 
phone? How can you use conversational hypnosis with 
NLP techniques and embedded commands on the phone 
to control what someone thinks and does? It’s very simple. 
All you have to do is something called analog marking. 
Analog marking is simply coming up with a three word 
sentence which you will use to persuade and influence (if 
you don’t like the word control) what the person on the 
other end of the phone will do. Come up with a three word 
phrase. For example, if I want someone to scratch their 
nose (always the easiest example), I can create a 
sentence or paragraph around those words that will 
disguise those words. I am going to bring those words out. 
I am going to mark them as we say in NLP lingo. I am 
going to say them a little more loudly, it’s called analog 
marking. When I say “scratch your nose” I am disguising 
them in a sentence or paragraph so the person doesn’t 
know I’m actually saying them.  
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I can talk with someone on a phone and have what 
appears to be a normal conversation yet have them 
scratch their nose. You would dial a friend or whoever you 
would want to call and you would come up with a sentence 
or paragraph that makes sense. The example I’m going to 
give you may or may not make sense in the context you’ll 
be talking with that person so make sure you use a 
sentence or a paragraph that makes sense.  
 

The sentence I often use as an example is “I was 
walking down the street the other day and I notice that 
there was a SCRATCH on a car and then I thought it might 
be YOUR car and then I thought who KNOWS? Maybe it 
is.” So, I’ve said the words scratch your nose. I’m typing it 
very blatantly and obviously so that you’ll see where the 
words are appearing in the paragraph. You’ll want to say 
them just loudly enough so that they’re different from the 
other words volume wise, but not so loudly that you get 
caught saying them.  
 

Obviously if you use that paragraph it may not fit in the 
context of what you’re talking about with your friend. They 
may wonder why you’re talking about a car and a scratch. 
It may not make sense, but come up with a sentence that 
makes sense and then say the words that will command 
them to do something. Notice that when I said who knows 
and what I was trying to do was scratch their nose (knows 
v. nose). Thanks to something called phonological 
ambiguity which I talk about a lot. The subconscious mind 
considers knows and nose to be ambiguous 
phonologically, meaning when you hear them you cannot 
tell the difference because knows and nose sound the 
same. They are phonologically ambiguous. There is no 
difference in the sound. Your subconscious mind can 
interchange them. If you use that sentence I think you’ll 
find success. Try not to be so obvious with it when you do 
it and have fun with it.  
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Resources 

 
 
Steve G. Jones, M.Ed., Clinical Hypnotherapist 
(The official website of Steve G. Jones) 
 
  http://www.betterlivingwithhypnosis.com 
 
American Alliance of Hypnotists 
(Membership is free in this worldwide online directory) 
 

http://www.hypnotistsalliance.com 
 
Classes on Hypnotherapy 
(Become a certified clinical hypnotherapist online in   
eight weeks) 
 

http://americanallianceofhypnotists.org/classes.htm 
 
Hypnotherapy pre-recorded sessions 
(Over 250 specific topics such as weight loss on CD 
and mp3)  
 
http://www.betterlivingwithhypnosis.com/products.html 
 
 
Hypnotherapy Scripts 
(Mostly written by MD’s and Ph.D.’s) 
 
Hammond, D. Corydon. Handbook of Hypnotic 
Suggestions and Metaphors. 1990. New York: W. W. 
Norton and Company. (A Norton Professional Book 
from the American Society of Clinical Hypnosis.) 
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Books by Steve G. Jones, M.Ed. 

Available at http://www.betterlivingwithhypnosis.com 
and select bookstores worldwide 

 
 
-Basic Hypnotherapy for Professionals 
 
-Advanced Hypnotherapy for Professionals  
 
-Hypnotherapy Inductions and Deepenings Volume I 
 
-Hypnotherapy Inductions and Deepenings Volume II 
 
-Hypnotherapy Scripts Volume I 
 
-Hypnotherapy Scripts Volume II 
 
-Hypnotic Techniques for Dating Success 
 
-Business guide for Hypnotherapists (Office set-up, 
websites, forms, advertising online, search engine 
optimization, creating and selling hypnotherapy CD’s and 
mp3’s) 
 
-Hypnotic Sales Mastery Techniques 
 
-Hypnosis for Laymen 
 
-Past Life Regression Hypnotherapy 
 
-Hypnotherapy Case Studies 
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Appendix 
 
I have over two decades of experience in hypnosis. I 

have a Bachelor of Science degree from the University of 
Florida, an M.Ed. from Armstrong Atlantic State University, 
and I am working on a doctorate degree at Georgia 
Southern University. I am a certified clinical 
hypnotherapist, a member of both the American Board of 
Hypnotherapy and the National Guild of Hypnotists, 
president of the American Alliance of Hypnotists, and 
director of the Steve G. Jones School of Hypnotherapy. I 
am also on the board of directors of the American Lung 
Association in Los Angeles. I currently live in Savannah, 
Georgia, but I see clients and teach classes worldwide. 

 
My client base consists largely of people who need to 

lose weight or gain confidence. Other clients include sales 
teams interested in boosting motivation and increasing 
income, singles searching for love, insomniacs desiring 
proper sleep, and smokers wanting to change their habits, 
to name just a few topics. 

 
It is my hope that this book will create a cadre of 

hypnotherapists who feel a strong commitment toward 
practicing with integrity, thus altering negative perceptions 
about hypnotherapy, while allowing people to make 
positive changes. To this end, I am providing you with the 
tools to change people’s habits and perceptions, and to 
help them overcome fears. I know that you can help your 
patients find love, make a fortune, and reach their optimum 
level of physical fitness through hypnotherapy. 

 
For more information about me and about 

hypnotherapy, I invite you to visit my website, 
www.betterlivingwithhypnosis.com. There, you will find a 
collection of hypnotherapy CDs, mp3s, and audio books. 
Among the recorded sessions, you will find over 120 titles 
including Weight Loss, Unlimited Motivation, and Unlimited 
Confidence. 
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You also will find a link to my e-mail address, 

support@hypnosistocontrol.com. I am available to answer 
your questions or address your concerns, and I wish you 
all the luck and prosperity the world has to offer. 
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