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10 KEYWORDS FOR HEALTHY COMMUNICATION
What do you want to change? What change do you want to make specifically?
WORD: Making and keeping commitments to yourself and others
STORY: Talking, thinking, feeling good about yourself, even in tough times
RESONATE: Connecting to and building successful relationship with others
UNDERSTAND: Hearing what’s being said and what’s not being said
INFLUENCE: Sharing and getting interest and agreement for your ideas
HABIT: Having automatic and unconscious patterns that help you in life
PURPOSE: Knowing your values and vision for a personally meaningful life
SUPPORT: Giving and receiving help when it’s needed
TEAMSHIP: Working and playing together with others
INTEGRITY: Being true to yourself
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WHAT IS CHANGE?
A transition from one state to the next, from
known to unknown. Change may give rise to
fear, uncertainty, discomfort and doubt. Or it
may be seen as opportunity riding a dangerous
wind.
WHAT IS ART?
As I use it, it is the creative application of skills
and imagination. When you apply that kind of art to that kind of change, the result is progress.
People become effective. Challenging relationships become more productive. Organizations
excel.
That’s where skills come in that help you connect, relate and communicate your ideas
successfully. Skillfulness in creating change through communication and persuasion can help you
bring people together and keep them together. These are skills for life, because once you’ve got
them, they’re yours.
Change is inevitable, but progress is not. You make the difference. The biggest changes that ever
have happened were the result of people like yourself who showed up, stepped up, and took
small steps forward.
To master the art of change skills for life, you have to begin somewhere.
And in this case, we begin with the pressing
question: What do you want to change? Not
what do you wish was different, or that
someone else would do something about. No.
What do YOU want to change? What are you
willing to do something about, to identify and
take a small step forward and then another one
after that? Do you want to be effective in
facilitating positive change in your patients’
lives?
Here are ten words that represent ten skill
areas well worth developing to that end.

It is not the strongest of the species that survives, nor the most intelligent, but the one most
responsive to change. -Charles Darwin
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Healthy relationships are based on trust, and
one of the most powerful ways of establishing
trust is through the making and keeping of
agreements.
In fact, giving and keeping your word is the
foundation of marriage vows, successful
business relationships and any successful
relationship where reliability and integrity are
key ingredients.

There is no more powerful way to create a successful doctor/patient relationship than to enter
into it in a binding way, where the rules are known and both doctor and patient are in
agreement. With such a strong foundation, the relationship can achieve great therapeutic
outcomes.
What is a word? A symbol for experience.
What is your word? A promise of accountability.
Think about your answers to these questions:
What does it mean to give your word? What does it mean when someone gives you their
word? What happens when someone breaks their word? What is the value of your word?
Can you count on you? Can others count on you? Without a foundation of agreement and
commitment, inconsistency and unreliability inevitably occur, and that can lead to disastrous
consequence.
Meaningful change in our own lives usually requires quite a bit of commitment. Helping
patients to change requires even more. You’re going to have to be able to count on yourself, so
that when the going gets tough, you can keep going. And you’ll be setting an example of what it
takes to have your life work, too.
Your ability to give and keep your word is paramount to success in your practice and in your
life.
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WORD WORKSHEET
Write down your own answers here:
What does it mean to give your word?

What is the value of your word?

What happens when someone else breaks their word?

What is the purpose of an agreement?

What do you do when you break your word?

Can you count on yourself?

For what? With whom? When? Where? How?

Do other people count on you?

Can other people count on you?
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Everyone has a story to tell. And in our chosen
profession, the narrative we tell is that we are
‘doctors who listen.’ And what do we hear
when we listen?
Stories. Stories play a powerful role in our own
health, and in patient health as well. There is
value in examining how stories shape identity,
ability, and experience.
Our stories reveal much about who we think
we are, what we think of ourselves, and what we
think we’re able to do or not do.
Just by changing your story, or somebody else’s story, you can change the world.
If you’re wondering what exactly I mean by story, let me summarize it like this.
What is, is.
Everything else is a story.
Different stories lead to different results. When people have trouble with change, it’s likely
because their story is based on a map of reality that blinds them to the many options and
resources they have available. Maps of reality are constructed through the mental processes of
generalization, distortion and deletion. Our personal narratives represent core beliefs about
ourselves and our world. And most problems that occur in life are not because of reality, but
because of the stories we tell about our experience of reality.
People’s lives don’t change because you tell them to change their lives, no matter how
convincing you think you are, or how easy it would be for them to make the changes you
prescribe. Even if making a change is within someone’s behavioral range, just because somebody
can do something doesn’t mean they will.
That’s because our personal narratives run on the motor of self fulfilling prophecy. Whatever
you assume to be true, you act like it’s true and then look for proof. And you find proof.
In a field of almost infinite possibility, evidence can and will be found to support every story, no
matter how flawed the story, if someone is invested in the story being true. What’s your story?
What can you do with the stories people tell you? Become curious. Listen. Go deeper until
you find the assumptions that shape it, and the motivation driving it. These elements are always
there. Finding them will inform you on how best to proceed.
Our stories are how we create culture, make sense, bind us in communities, and keep our
sense of the nature of things alive. Change the story, change a life.
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THE UNFINISHED GESTALT

Inventory Your Experience
What did you decide about yourself and the
world around you based on your childhood
experiences? What sense did you make? What
did you decide about:
Your parents
Siblings and peers
Work and play
Learning
Making mistakes
Money
Time
Support
Are those decisions still active in your life? In what way?

What do you know now that you didn’t know then?
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(BONUS) WHAT MAKES A GREAT STORY GREAT?
SETTING
Where are you?
When is it?
What’s happening?
What is the feeling?
PLOT
In the beginning
Events transpire, conflict occurs.
Something important happens
Things change
Text
Now things are different. The End.
CONFLICT
Person vs person
Person vs circumstance
Person vs society
Person vs self
CHARACTER
Appearance
Attitude
Actions
Reactions
THEME
What is the central idea? (Can be described in an aphorism)
Addendum: What makes a storyteller great?
The storyteller is believable. The story may not be factual, yet it is an authentic
expression of the storyteller. The story is consistent with itself. It creates anticipation for
something exceptional. It is aimed at someone, not just anyone. It is subtle and spare.
Try it: Take what you’ve learned in the workshop, and write the first (rough) draft of a
two minute story designed to get support for your presence in this program, this school
and this profession, from family, friends or strangers.
KEY: Remember, each story you have to tell is made up of smaller stories, and leaves out
some elements in favor of other ones. Choose story elements that support your desired
result.
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I came to the conclusion a long time ago, that successful relationships come from the scientific
principle of resonance. Resonance occurs in nature whenever vibrating objects respond to
other vibrations or frequencies that approximate their natural rate. Resonance occurs in your
life when you and another have a mutual understanding, or a mutual interest, or some other
interesting commonality.
We’ve all experienced the power of
resonance. It can touch us, move us, make us
well up with tears or sway to a beat.
Sometimes we are quite literal about it: “What
you’re saying really resonates with me.”
Resonance is what makes the Click that
happens between people when they really
connect.
But just what is it within us that resonates?
Perhaps it is a biological imperative, but
people have a wonderful ability to filter out
dissonant signals in order to find and resonate
with matching ones. That’s why misery loves
company too.
Because the first thing you must do to build a relationship that leads to trust and cooperation
with anyone and with everyone is create a resonant field between you, around you, as a
container for the success of the relationship. The communication skill that let’s you achieve
that result is called blending.
Blending is the skill that makes all communication strategies effective because it creates a
resonant field. The good news is that you know how to do it already. It’s what you do with
your friends. Unless you have no friends. In which case, you should pay close attention to
learning the skill of blending.
Doctors who are overly compassionate
often take on the symptoms of their
patients by blending too much. If you have
tremendous empathy, you may want to add a
non-resonant element to your blending
efforts, specifically breathing differently and
having different posture.
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They say “action speaks louder than words. Perhaps that’s because the meaning we derive from
what people look like and sound like helps us make sense of what they mean by what they say.
And in every moment of every relationship, in every interaction, everyone of us is looking and
listening for an answer to one question:
“Are you with me?”

It doesn’t really matter if you say you are, if the way you look and sound says that you are not.
Blending is how we let people know that we are with them, on their side, in their corner, seeing
things their way, getting where they are coming from. And it’s important that we at least try to
do those things, and better, that we succeed by being skillful. Practice makes perfect. And
confidence comes from preparation.
To assist you in blending with people verbally, here’s a clue. The way a person styles their
communication can tell you a lot about the kind of interaction with you that they want to have.
Blend with this need by sharing this style, and you strengthen the resonant field in which trust
and cooperation can grow.
When people are direct and to the point, they
have a need for action.
When people are indirect and detailed, they
have a need for accuracy.
When people are indirect and considerate,
they have a need for approval.
When people are direct and energetic, they
have a need for appreciation.
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The Basic Rule In Communication :
No one cooperates with anyone who seems
to be against them. Said another way, people
cooperate when they perceive someone as
on their side. BLENDING, reducing
differences and sending signals of similarity, is
how we let people know we are with them,
not against them. And listening is one of the
most powerful forms of blending.

Five Great Reasons To Listen Well
• People want to be heard and understood.
• People love to hear themselves talk.
• People are drawn to people who listen.
• Most people don’t know what they are talking about unless asked.
• Information is power.
Definitions:
• Surface Structure: Conscious. What someone actually says.
• Deep Structure: Subconscious. Thoughts behind the words.
Basic Listening Rule:
Listen to Go Deep!
How to listen to go deep:
• Look and sound like you completely understand
• Verbal Backtracking: Repeat back keywords from what the person said
• The time to look confused is when you are asking questions.
***Key Idea: Always backtrack before asking a question
Simple ways to go deep:
• Don’t know what to ask? Say, “Tell me more.”
• Doesn’t make sense? Ask, “What does that have to do with this?”
When to listen:
• When you seek to persuade
• When dealing with criticism
• When you think someone is lying
• When it’s a bad idea

©The Art of Change LLC, All Rights Reserved | Reprinted with Permission from Dr. Kirschner
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LISTEN TO GO DEEP QUIZ

1. Words are:
a. Symbols for experience
b. The tip of the iceberg of meaning
c. An opportunity to go deeper
d. All of the above

2. When people talk, what do they always want?
3. True or false.
People actually like to hear themselves talk.
4. Information is ______________.
5. True or false.
When listening, it is important to look and sound like you completely understand.
6. BACKTRACKING means:
7. The time to look confused is when:
a. People make no sense
b. You are asking a question
c. When you are confused
d. When you don’t understand
8. Always ______________ before asking a question.
9. Open ended questions always begin with ‘who, what, where, when, why and how.’ Why isn’t
‘why’ one of the open-ended questions that you ask when first seeking to understand?
10. What three words can you say when you don’t know what question to ask?
11.
You cannot reason with an _____________ person.
______________ person to become reasonable.

But you can get an

12. Deep structure listening is useful when
a. A person doesn’t know what they’re talking about
b. You suspect a hidden agenda
c. You suspect someone is lying
d. You think it is a bad idea
e. When dealing with criticism
f. All of the above
13. Deep structure listening results in one of three possible outcomes when dealing with
criticism. What are they?
©The Art of Change LLC, All Rights Reserved | Reprinted with Permission from Dr. Kirschner
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THERE IS MORE TO UNDERSTAND

The act of listening itself is profoundly powerful in our lives, and many benefits accrue to the
listener who knows when and how to talk. If someone tells you their motivation, you can speak
to it with your idea. If someone tells you their values, like they hate waste and love efficiency,
you can frame your idea in the context of those values, what waste will be avoided and what
efficiency can be brought to bear using your idea.
There are specific language patterns that require specific responses, too. For example, when
people seem confused, chances are strong that they are missing some “w’s” (who, what, where,
when.) When people don’t take action, it may be because they don’t know what to do, how to
do it, or why it should matter to them. When people make excuses for not taking action, the
best response is to ask how the excuse prevents the action. And when people become too
general and abstract (everybody, nothing), that’s the time to ask for specifics.
Listening for deep structure information is a powerful took to gain entry into other people’s
map of reality. And if you listen to what people say, they tell you what to say. The best
understanding comes from making the person that you are listening to the reference point for
your own behavioral choices. Because at the end of the day, the way you get somebody to get
you is that you get them first.
Words are symbols for experience, and we choose them because we value them. So hearing
someone’s words and exploring the meaning behind them is an act of respect that tends to win
respect in return. And deep down below the surface of what people say is where you will find
all the really important stuff, like motivation and values, and the source of strong opinions.
But that information may live in a gated community. Know the right question and the gate
opens. Let curiosity guide you. Instead of making sense, give people the chance to make sense
of themselves for you. Each of you will learn from the experience, and what you come to
understand together will empower you to influenc
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9 INFORMATION GATES
CONFUSION GATE: MISSING “W’s”
All nouns are unspecified
ASK: Who, what, where, when?

INACTION GATE: VAGUE VOIBS
All verbs are unspecified
Question: How?

STUCK GATE
Talking about a process as if it is a thing
Question: How (then turn the noun back into a verb)

INHIBITION GATE
Stating a choice as an imposed limitation
Question the consequences: What would happen? What stops you?

ABSTRACTION GATE: NEVER, ALWAYS, ALL, NOBODY, TOTALLY
Question: Exaggerate tonally, and ask for counter-example

BLAMING GATE : Stating that X causes Y.
Question: How specifically does X cause Y?

EXCUSES GATE Stating that if not for Y, X would happen.
Question: How does Y prevent X?

PROJECTION GATE
Claiming to know internal state of others
Question: How do you know?

SUPERIORITY GATE
Stating a personal rule as a universal truth
Question: According to whom?

©The Art of Change LLC, All Rights Reserved | Reprinted with Permission from Dr. Kirschner
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DRIVING THE TAXI
1. CONFUSION GATE: MISSING “W’s”
All nouns are unspecified
ASK: Who, what, where, when?
I’m upset.
What specifically upsets you?
Meet me later. Where & when shall we meet?
People don’t care. Who specifically doesn’t care?
2. INACTION GATE: VAGUE VOIBS
All verbs are unspecified
Question: How?
She misleads me every time. How does she mislead you?
3. STUCK GATE
An active process turned into a thing
Question: How (then unfreeze the verb)
I have a lot of frustration.
How are you frustrated?
Her insults hurt our relationship.
How did she insult you?
How did this hurt the way you relate
4. INHIBITION GATE
Option stated as limitation
Question: What would happen? What stops you?
I MUST NOT.
What would happen if you did?
I HAVE to/SHOULD.
What would happen if you didn’t?
I CAN’T.
What stops you?
5. ABSTRACTION GATE: NEVER, ALWAYS, ALL, NOBODY, TOTALLY
Question: Exaggerate tonally, and ask for counter-example
“I never get what I want. You NEVER get what you want? Wasn’t there even one time?”
“I totally forgot everything.” You totally forgot everything? There’s not one thing you remember?
6. BLAMING GATE
X causes Y.
Question: How specifically does X cause Y?
He makes me mad.
How does he make you mad?
Her attitude bugs me.
How does her attitude bug you?
7. EXCUSES GATE
If not for Y, I’d do X.
Question: How does Y prevent X?
I’d be happy to help, but I’m too busy! How does being busy stop you from helping?
8. PROJECTION GATE
Claim to know internal state of others
Question: How do you know?
They don’t respect me. How do you know they don’t respect you?
He won’t do it.
How do you know he won’t do it?
9. SUPERIORITY GATE

Personal rule stated as universal rule
Question the source
“The best students don’t question teachers. “ Where did you learn that?

©The Art of Change LLC, All Rights Reserved | Reprinted with Permission from Dr. Kirschner
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MAKE YOUR OWN EXAMPLE
CONFUSION GATE: MISSING “W’s”
All nouns are unspecified
ASK: Who, what, where, when?

INACTION GATE: VAGUE VOIBS
All verbs are unspecified
Question: How?

STUCK GATE
An active process turned into a thing
Question: How (then turn the noun back into a verb)

INHIBITION GATE
Option stated as limitation
Question: What would happen? What stops you?

ABSTRACTION GATE: NEVER, ALWAYS, ALL, NOBODY, TOTALLY
Question: Exaggerate tonally, and ask for counter-example

BLAMING GATE
X causes Y.
Question: How specifically does X cause Y?

EXCUSES GATE
Question:

If not for Y, I’d do X.
How does Y prevent X?

PROJECTION GATE
Claim to know internal state of others
Question: How do you know?

SUPERIORITY GATE
Personal rule stated as universal rule
Question: According to whom?

©The Art of Change LLC, All Rights Reserved | Reprinted with Permission from Dr. Kirschner

15

Naturopathic Medicine Institute Vital Gathering IV

PERSUASION PROPOSITION

(Begin with the end in mind)
Who do you want to persuade?

What do you propose?

Where & When will you propose it?

Why do you want to persuade your persuadee (your motivation)?

What does your persuadee want?

Why should they care about your proposition? (persuadee’s motivation)

How does your proposition help them get what they want or need?

©The Art of Change LLC, All Rights Reserved | Reprinted with Permission from Dr. Kirschner |
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INFLUENCE: USEFUL DEFINITIONS
Natural Influence:
Based on trust. The power to cause an effect
indirectly
Negative influence:
Coercion is the exercise of control to gain
compliance. Loss of trust is the cost of
coercion.
Attitude:
A person’s motivations and positions regarding
the subject at hand,
Why Attitude Matters:
Attitude drives behavior
The Art of Persuasion:
Deliberate attempt to influence the attitude
of others to bring about a desired result.
Is Persuasion the same thing as
Manipulation? YES NO
Best Defense Against Manipulation:
Think for yourself!
How To Create The Result Of Resistance:
Insistence:
Demanding compliance.
Tell and Sell:
Nobody likes being sold. Caring & sharing are
better.
Discomfort:
Your discomfort with what you’re saying
creates a resonant discomfort in those
hearing it.

!

©The Art of Change LLC, All Rights Reserved | Reprinted with Permission from Dr. Kirschner

17

Naturopathic Medicine Institute Vital Gathering IV

Motivation is the key to persuasion. When you know what motivates people, you can speak to
that motivation in a way that engages them. People tell you their motivations all the time, if
you know how to recognize it when you hear it.
Motivation is all about a person’s direction of movement in any moment of time or situation.
And there’s two possible directions. Towards and away. If you’re standing still or moving
sideways, it’s because you’re simply not motivated.
The towards motivation is all about desire, about
wanting - the desire to do what’s right, or gain a
reward, or succeed at a challenge, or improve
your worth, or fulfill your purpose, or simply to
experience some pleasure.

The away motivation? That’s all about fear, about
not wanting - not wanting to do wrong, not
wanting to lose, not wanting to fail, not wanting
to feel worthless, or empty,
not wanting to suffer pain.
Fear and desire both serve a useful purpose. Desire beckons you on with a siren song, when
the goal is big and the road is long. But in the face of difficulty, sometimes a little fear is the kick
in the rear that gives you just that needed push to keep going when the going gets tough.
The most highly motivated people you’ll ever meet have both motivations. They know what
they’re moving towards, and they know what they’re moving away from. With open minded
people, this is just about all you need to know about their motivation.
However, with people who have strong opinions, who have arrived at the end of the road of
thought, or who seem closed to your ideas, you have to be more precise in understanding what
motivates them. If you just take a shot at it and miss, the opportunity pass you by and exist no
more.

!
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After failing to find a model that served the
purpose of precision, I became highly motivated
to take the matter into my own hands. I
developed an original model of motivation.
For lack of a better name, I call it Kirschner’s
Motivational Model, and it is one of two things I
hope to be remembered for when I’m gone.

KIRSCHNER MOTIVATIONAL MODEL:
VALUES

Right / Wrong

Values are intensely personal.

REWARD

Win/Lose

Rewards can be intrinsic or extrinsic.

CHALLENGE

Success/Failure

Passion, preparation and perseverance

ESTEEM

Worth/Worthless

To increase or gain prestige, influence

PURPOSE

Fulfillment/Emptiness

The BIG REASONS WHY

OTHER

Pleasure/Pain

The biological basis for all motivation?

!
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BUILD YOUR STACK:
1. Identify something you must do in the
days and weeks ahead
2. Come up with one reason why for each
towards and each away motivation, then
stack them with strongest on the bottom.
Desire to do right

VALUES(Right/Wrong)

Fear to do wrong
REWARD(Gain/Lose)
Desire for gain
Fear of loss
CHALLENGE(Success/Failure)
How does taking action lead to success?
How does not acting lead to failure?
ESTEEM (Worth/Worthless)
How does taking action increase your worth?
How does not acting decrease your worth?
PURPOSE (Big Reasons for Being)
How does taking action fulfill your life?
How does not taking action leave you empty?
OTHER (Pleasure/Pain)
How does taking action lead to pleasure?
How does not taking action lead to pain?

!
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BONUS MATERIAL: LISTEN FOR POSITION

What it is: A position is an assumption or opinion stated as a fact. To build a position, a
person must draw a conclusion. To bolster a position, a person must stop gathering information
(“I’ve made up my mind!”) Positions, therefore, represent the end of the line of critical thought
on a particular subject or issue. Once a position is taken, mental activity is organized around
accumulating supportive factual and/or emotional evidence, which then become rehearsed
arguments. Warning: Taking a position about a position isn’t going to help you to persuade.
Remember: There’s not much point in arguing over positions. Arguments are
rarely persuasive. Instead, tease a position apart, learn how it works, and you may find the gaps
through which you can introduce new information. The real solution to dealing with positions is
to use questions to do one or more of three things: 1) introduce doubt, and provide just the
right amount of critical data persuasively; 2) redefine the meaning made of the data; 3) find out
the interests behind positions and address those interests in new and creative ways.

3 KINDS OF POSITIONS
Strong Positions: Defined in stark, black and white terms.
Advice: Help preserve the main position, introduce doubt about a particular aspect only.
Ex: “THIS is the way to do it”
Response: How does that work in this particular circumstance?
Weak Positions: Surrounded by doubts.
Advice: Understand the doubts and address them.
Ex: “I don’t think that’s a good idea.”
Response: What about it isn’t good? Here’s what we can do about that.
Opposition: It’s about your position and their values.
Advice: Acknowledge the value, show how a failure to support your position undermines
that same value. Ex: That idea is wasteful.
Response: What about the waste of time and money we invested in developing the idea?

!
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ACTIVITY: ASSUME THE POSITION
Try this on one of your own positions.
1. State your position on something you care deeply about Work-related issues (wages and
compensation, management-employee relations, current business model) political issues
(taxes, healthcare) or global issues (global warming, child hunger, nuclear nations, climate
change.) Write it as a sentence.

2. Apply the information gate questions to GO DEEPER into your understanding of how this
position was formed and what evidence was used to support it, what evidence was ignored
to bolster it.

3. Consider your needs-Style

4. Consider your Motivation
Towards or Away? Which motivation(s) specifically?

Question: What new information or counter-examples exist that might change your position?
What haven’t you considered? What troublesome details have you not taken into account?
What would happen to your position if you did take them into account?
Debrief: What have you discovered about assuming a position? How is that useful?

!
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TWO WAYS PEOPLE HEAR YOU

People listen logically or emotionally, rarely
do they do both. Logical persuadees prefer
facts, statistics and details. So it is good to
have strong evidence. But it is not enough to
have the facts on your side.
When tired, stressed, overwhelmed, people
use mental shortcuts to conserve on thought
energy, and respond to information targeted
to their interpersonal and individual needs,
motivations, and positions.
CONFIDENCE COMES FROM PREPARATION
When preparing your persuasion proposition, it is useful to prepare for both. Start by gathering
the logic, facts and evidence to support your proposal, then follow through with your emotional
appeal. In this way, you’re prepared for anything.
What logic, facts and evidence support your proposition?
Make a brief list here:

The RULES of EVIDENCE
Quantity trumps Quality
Two kinds of testimony: Expert, and someone other than you!

!
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SEVEN PERSUASIVE SIGNALS
AFFINITY
We like people who like us. We like people who are like us. We like people we want to be like.
Keywords: Commonality. Charisma. Charm. Respect. Positive Associations.

COMPARISON
Bad/worse, good/bad, great/good, old/new, side by side Comparisons increase value.

RECIPROCITY
It’s all about a little give and take. Quid pro quo. I scratch your back, you scratch mine.
Keywords: Free. Sacrifice. Favor. Here’s what I can do for you.

CONFORMITY
People don’t want to stick their neck out too far. There’s safety in numbers.
When others are doing it, you should do it too.
Keywords: Popular. Standard. Trend. Movement.

AUTHORITY
Person in charge should know where we are and offer a better view ahead.
Keywords: Status. Control. Experience. Testimonials. References.

CONSISTENCY
Interpreted as strength of character. The reason it is hard for people to change their minds.
Keywords: Step by step,. Commitment. Promise. Agreement. Here’s how this relates to that.
SCARCITY
People value what is scarce.
Keywords: Emphasize Demand. Highlight a limited Supply. Make it exclusive.

!
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What is a habit? A Habit is a behavioral generalizations that that is rooted in the timeline of our
lives. To change a habit, it is useful to revisit the generalization, then change associations in the
past, present and future. This loosens their hold, and gives us numerous opportunities to
intervene.
In my practice, I noticed that many of of my patients readily and naturally did things for their
own self benefit, like aim their lives, acquire new skills, and sustain these changes faithfully!
Others did little to take charge over their lives.
They gave lip service to the idea of a life worth
living, and then they waited, helplessly hoping for
someone else to step forward and fix what
wasn’t working in their lives.
Interestingly, the same mental patterns that lead
to self-defeating behaviors are the exact same
patterns that produce self-fulfilling behaviors!
Ever had the experience of driving to work, and
then your have no actual recollection of driving
to work? This speaks to our remarkable ability
to automatically suspend the use of thinking
when the part of our mind that is outside of our
awareness knows how to do something.
To regain our capacity to influence what we think and do automatically, we need to bring our
habitual nature into our awareness, and into the bright light of conscious thought.
To change a habit, make new distinctions! Habits are rooted in the timeline of our lives, so
changing them sometimes requires that we become time and space travelers, visiting the past,
the present and the future, and stepping into or out of behaviors to learn if they work better.
People always make their best choice (even if their best choice is a terrible one!) Discovering
that we can have other choices is important to the process of changing habits.
But remember, people change in stages. And the first stage is recognizing the unconscious
aspect of habit. You don’t know what you don’t know. Changing a habit begins in earnest when
a person recognizes needs, motivations and options they didn’t know they have, or information
they didn’t know was available, or resources they didn’t know they could access.

!
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HABIT
Key Idea:
Positive imagination/visualization plays a powerful role in architecture, athletics, mental
preparation for just about anything, and, most importantly, in the healing process.
Imagination Has Submodalities
Visual: still/moving; color/b&w; in/out; big/little;
Auditory: volume; voices; talking/listening; near/far; tone; tempo; pitch
Kinesthetic: temperature; pressure; close/distant; breathing; feelings
How to use:
Press Play: Anytime, in the privacy of your own mind; slow a memory, learn a behavior
Re-Play: Change history
Pre-Play: Future pacing
Reverse Play: Undo traumatic experiences
Reverse Role: Gain new information about old experiences (and new ones)
Definitions:
Association: A neurological connection between two or more sensory components
Anchor: A method to stabilize any internal experience to use as a resource in change work
Mind: An ever increasing collection and storage of sensory experience and meaning
Change Methods:
Modeling/Association/Dissociation
Reframing
Change History
Pygmalion Power
Learn more:
Recommended: The Structure of Magic I (1975) & II (1976), Hypnotic Patterns of
Milton H. Erickson M.D. I (1975) & II (1977), Neuro-Linguistic Programming:
Vol. I: The Study of the Structure of Subjective Experiences (1980) R. Dilts & J.
DeLozier

!
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THE POWER OF ASSOCIATION
MAKING ASSOCIATIONS
Your mind is always making associations between people, places and things. Repetition and
intensity make these associations permanent. You associate beliefs and emotions to sensory
experience.
Visual: Photos, color, traffic signals, facial expressions
Auditory: Sirens, names, whistles, voice tone, sound of creaking wood, chewing gum
Feeling: Hand holding, embracing, temperature, movements, pleasure
Smell & Taste: Baked goods, environmental odors, sweet and sour
Spatial: Rooms in houses
You don’t have to be the victim of random associations. You can break associations that no
longer support you, (disassociation) and create associations that will help you.
BREAKING ASSOCIATIONS - DISSOCIATION
Encapsulation: Journaling, lists, labeling to get distance
Time shifting: 100 years from now, what difference will it make?
Someday I’ll look back and laugh.
Verbal repetition: “There’s no place like home” neutralizing the association
Value Perception: Contrast and compare, bad to worse, good to bad, great to good.
ENCAPSULATE A NEGATIVE EXPERIENCE
1. What happened. Who was involved? Where? When? What made it negative?
2. How can you get distance, gain perspective, or neutralize the negativity?
WARNING: Disassociation is useful with memories and experiences,
not useful with emotions. It is not about suppression or avoidance. A better choice with strong
feelings is to feel them fully. Feelings are fluid. Feel them, they keep moving along.
Reframing: What am I missing? What else could this mean? Where might this be useful?
Change History: Decide what you want. Find an example. Get inside. Resourceful Do Over.
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HABIT
BUILDING ASSOCIATIONS
If a person can describe an internal state they would like to have, then they’ve probably
experienced it, either directly in themselves, or in their observations of others. Once you
define and describe an internal state, associate it to the context where you want it. Then, with
repetition, and some emotional intensity, this internal state can become available to you as a
resource.
CHANGING HISTORY
Another method for building associations is to associate a new learning into an old experience.
This makes the new learning available in future experiences that are similar to the old one.
1. Remember a time (difficult or unfulfilling experience)
WRITE OR DISCUSS THE DETAILS

2. Access resources (what internal state did you need then that would have made for a more
positive or useful experience? Describe this internal state in great detail. What do you see,
hear and feel when having this resourceful internal state?)
DESCRIBE IN DETAIL

3 Do over and repetition - REPLAY
Go back to the experience, taking the resource with you. Relive the old experience in a new
way.

4. (OPTIONAL) Imagine a future situation similar to the old one. Practice being resourceful in
that future situation. PREPLAY

©The Art of Change LLC, All Rights Reserved | Reprinted with Permission from Dr. Kirschner

29

Naturopathic Medicine Institute Vital Gathering IV

THIS IS THE FUTURE
COMPELLING FUTURES
When a person finds their motivation to change the habitual way they take care of
themselves, chances are they find it inside of two views of the future, one irresistible, the
other repulsive. Use your imagination and the future to speed up the learning process now!
Compelling futures can be intentionally designed, and the more three dimensional, vivid and
intense you make these competing ideas, the more potent they are as internal agents of
change.
“Civilization is a race between education and catastrophe.”
-H.G. Wells
SECONDARY GAIN
Habits of thought and behavior often develop in response to specific needs, and thus
serve us in some way. Since we are constantly learning and changing, it stands to reason that if
you can find out how a particular habit works for you, it should be easier with every passing day
to generate alternatives that work better for you.
Examine the upside of staying the same. What advantages do you gain?

Examine the downside of change. What advantages do you lose?

What alternatives give you the gains, and protect against the losses?
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CHANGE THE FRAME OF REFERENCE
REFRAMING
If 50 people share the same experience, each describes it differently. It is possible that there
are an infinite number of descriptions and representations for any experience. When
someone says they don’t like something, what they’re really saying is they don’t like their
response to it, because of what it means to them. If the words, pictures and feelings you use
to describe things limit you in ways that you don’t enjoy, you are free to use different words,
pictures and feelings.
In my book ‘Dealing With People You Can’t Stand’ in the chapter describing the ‘Lens of
Understanding,’ a positive intent is assigned to difficult behaviors. Are the positive
assumptions true? No. But they provide an alternative to be disturbed by the difficult
behavior of others.
“After all, what is reality anyway? Nothin’ but a collective hunch.”
-Jane Wagner, Search for Intelligent Life in the Universe
SAMPLE REFRAMES:
Paying bills becomes ‘creating employment.
Not sharing feelings becomes ‘being considerate.’
Overly emotional becomes ‘willingness to be honest.’
Obstacles become ‘opportunities for growth
Self criticism becomes ‘high standards.’

REFRAMING QUESTIONS:
1. What else could it mean?
2. Where might it be useful?
Your turn: One of your limiting thoughts about your self or someone else
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COMPLETE THE PAST AND BE PRESENT
FIND THE TIME
The only time you will find is IN THE PRESENT. Stop and breathe, for 10 minutes a day, paying
attention to the rise and fall of your breath. This will center you, reconnect you to your innate
resourcefulness, and free up much wasted time from the dead past and imagined future and
bring you back to the present moment, the only moment that is real.
NEUTRALIZE THE NEGATIVITY
Fill yourself up with what lifts you up.
FORGIVENESS
You live what you can’t forgive. Fail to learn the lesson and it keeps coming back around. It is
human to make a mistake, but to forgive is divine. The basis of forgiveness: Everyone is using
trial and error to learn, they may have terrible role models, or live in awful circumstances.
People do the best they can with the limited resources they have on board. Answer this. Are
you still holding on to past grievances? Here is an opportunity to reinterpret the events of that
time. What else could they mean? What do you gain by holding on? What do you lose? What
can you gain by letting go and moving on with your life?
PERSPECTIVE
All things must pass. For each moment you spend bemoaning the past, that is one more
irreplaceable moment in the present that has been squandered. Remember that when times get
tough, you can mentally go to another place and time to regain your perspective.
GRATITUDE
Counting blessings is not just a good idea, it’s a great one. Rather than taking good for granted,
get good with gratitude, because appreciation of the moment’s gifts is essential to happiness.
The Greek word for ‘nourishment’ also means ‘to cherish.’ Healthy food and a bad attitude is
toxic.
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(BONUS) GO FURTHER: UNRESOLVED RELATIONSHIPS
It is not uncommon for the relationships of medical students to go through difficult transitions
during the course of an education. So much time goes into studying, and the courses bring up
self doubt and self examination because of the responsibility that comes with being a doctor. It
is important to know how to work through your feelings about others as you progress through
school. Here are some writing systems that may help you.
UNSENDABLES for UNRESOLVED RELATIONSHIPS
When you have unresolved emotional issues with another person, complete the past by writing
completely unguarded letters. The key is to NOT SEND the letters! You are writing these
letters only FOR you, not TO them. In writing an unsendable, the key is to remove all
inhibition, all self censoring, and express the emotion unfettered by knowledge, wisdom or
personal development.
Angry? Write a hostile blaming letter. Go ahead. GET IT OUT! ALL OF IT!
Then turn anger into forgiveness by writing a forgiveness letter.
Sad and feeling sorry for yourself? Write a sad and pathetic letter.
You know you want to! Be more pitiful than you ever dreamed possible.
Then write a ‘Here’s how this served me’ letter.
Grief because it is over? Write a goodbye letter.
Then write a hello letter to all that you welcome in your life to take the place of what is gone.
CAN’T WORK IT OUT WITH SOMEONE? Write 3 LOVE LETTERS!
1st letter to clear the air or get something off your chest. Describe what happened, how it
effected you (and others), what you needed, and what you want.
2nd letter, written FROM the other person TO you, saying exactly what you want to hear.
3rd letter, thank them for their understanding.
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DEBRIEF PAGE

HOW DID YOU DO AT LEARNING THIS MATERIAL?

WHAT DID IT REQUIRE OF YOU:

WHAT WAS THE HARDEST PART:

WHAT WAS THE MOST REWARDING PART:

IN HINDSIGHT, WHAT MIGHT YOU HAVE DONE DIFFERENTLY?

WHAT HAVE YOU LEARNED ABOUT YOURSELF FROM THIS PROCESS?

HOW WILL YOU USE WHAT YOU LEARNED IN THE DAYS TO COME
An end of workshop message from Dr. Kirschner to you:
If you’ve made it to the end of the workshop, and completed this handout, if you’ve kept your
word, if you’ve done the exercises in the handouts, then you have my deepest appreciation and
gratitude for the opportunity you have given me to play a small part in your education. Just so
you know...I have great faith in you. You can do anything you put your mind to! Always
remember, wherever you are, whatever is going on, whatever brought you to the time and place
of your experiences, change is inevitable, but progress is not. YOU make the difference!
And I believe in you. Stay in touch!
Rick Kirschner, N.D.,V.N.M.I, NUNM 1981
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