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Workshop titled: When Elephants Clash, the Grass Gets
Trampled (see the attached flyer)

The spectrum of Inter- and Intra-Personal Relationship Issues
and conflicts from the e Self  Partners o Children e Parents
and Others perspective will be covered. We have already
received a number of excellent abstracts from excellent
speakers. SASCH has also managed to get Ms Ulundi Behrtel
from Elsabé Klinck Consulting CC to speak to us at the
Workshop on Sunday 20" May 2012.

Kindly contact elsabe@ekconsulting.co.za for the Dropbox
folder should you wish to access the following documentation:
e Human Resource for Health (HRH) Strategy

e NHI Green Paper (and various comments thereto)

e Office of Health Standards Compliance (OHSC),
amendment Bill to NHA and 2 Quality documents already
issued (FastTrack and Core Standards)

e Health Facility Infrastructure Grants (HIGs)

e 10 NHI Pilot sites

e MoH presentation to Parliament 14 February 2012, Etc.

Some abstracts will be sent out during this week. You will
receive the full programme and all abstracts between the 10"
and 12" of May. Please print it and bring along to the
Workshop as neither abstracts nor programmes will available
as handouts at the workshop. This is being done in order to
reduce costs.

Notice:
To be placed on the database and receive updated info email
info@sasch.co.za or call 010-211-9024
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Should you wish to have a specific presenter’s
handout notes sent to you, you will need to make
arrangements directly with the Presenter. SASCH
will not be sending out Presenters handouts or
presentations.

ACCREDITATION

Audits are happening all the time and it is advisable
to get your credits certificates in order. We need
to have 60 points in any two consecutive years of
which 6 must be ethics.

ICP CONGRESS 2012

The ICP Congress is taking place between 22 and 27
July 2012. It is unlikely that a congress of this
magnitude will be repeated in the next decade.
Many of us are presenting and SASCH’s Hypnosis
Symposium will be presented on Monday 22 July at
13h00.

The following are some presentations:

Dr Cecile Gericke — A Hypnotherapeutic Model of
Ericksonian and Ego-States for Effective and
Successful Therapy.

Dr lan Opperman -“When Wifey Gets Frisky, You
Don’t Want Your Accountant Part Handling the
Matter” — Ego State Therapy and Sexual Problems.
Dr Louise Olivier - Ericksonian Principles Utilised In
Combination with the Primordial Connection of
Human Beings with Wild Animals.

Dr Susan Kriegler - The Problem with the
Unconscious is that it is Unconscious — Is the
Marriage of Hypnosis and Depth Psychology a
Remedy?

SASCH WORKSHOP 3 MARCH 2012

How Trauma Affects the Brain and how
Psychotherapy/Hypnotherapy can Transform the
Brain, presented by Ms Eleanor Bubb. We had 64
attendees.

From left: Dr Cecile Gericke, Dr Susan Roets, Dr Susan
Kriegler, Ms Eleanor Bubb and Dr lan Opperman.

THE PSYCHOTHERAPY NETWORKER
The Psychotherapy Networker website offers
amazing and stimulating articles worth

looking into.

We hope to see you at the SASCH Two-
Day Workshop on 19 and 20 May 2012.

Greetings Cecile
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NLP — Utilise the Brilliance in You

Dr Jorgan Harris
info@jorganharris.co.za

What is NLP?
NLP is the abbreviation for the communication model

known as:
Neuro Linguistic Programming

It is the magic ingredient that has until now been
missing in all motivational and interpersonal
relationship training — You will learn how to use it
in order to build a relationship (click with a client)
within the first three minutes of contact to maximise

But what is it really?

e NLP is an attitude. It is a curiosity and a
willingness to experiment.

e NLP is a method. It is a scientific method to
explain certain things about humanity .

e NLP is a set of techniques.

e NLPis also an art.

NLP has 5 ingredients:

1. NLP is the art of personal excellence. Everyone
brings their own unique and creative personality
and style to what they do.

2. NLP is also the science of personal excellence,
because there is a method and a process for
discovering the patterns used by outstanding
individuals in any field to achieve outstanding
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results. You put your relationship on a solid
foundation within the first three minutes.

3. Neuro Linguistic Programming (NLP) is a new
approach to understanding the Process of human
communication.

4. NLP is concerned with the manner in which
individuals take in and make sense out of
information.  While touch may communicate a
message quickly and effectively for one individual,
sounds or pictures may be more effective for
another person. The sensory modality through
which they receive it, determines the impact it has.

5. The final ingredient is the most powerful ingredient
— the subconscious mind. The subconscious mind
does the magic. First you will have to be conscious
of what to do; thereafter it will be there for you, in
the form of subconscious competence. It is
important to notice that communication is much
more than the words we say.

In this context, it is very important to note that:

Communication is so much more than just
the words we say.
Research has shown us that 55% of the

impact of a communication/presentation is

Short History of NLP

The discovery of the process model and thereafter
conscious practicing of NLP started in the early 1970’s.
Two academics, namely: John Grinder, a professor in
linguistics and Richard Bandler, a genius in
Mathematics and Information Technology and
advanced student in psychology, made a thorough
analysis and study of the methods used by three top
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practitioners and communicators: Fritz Pearls; Virginia
Satir and Milton Erickson.  After completing their
studies, they took the communication patterns used by
the three, refined them and built a new communication
process model, which they then named NLP.

The underlying presupposed values of NLP

These presupposed values are statements that are
taken for granted or assumed and are applied
antecedents to other information. These, presupposed
values offer the communicator a set of guidelines which
enable us to make the application of the art and science
of NLP very practical. They are the boundaries or
framework within which the theory is founded.

They are:

1. Respect for another person and his or her model of
the world

Even if you don’t agree with the other person’s view of
the world and even if it does not make sense for you —
you should respect that person’s view since it is his or
her absolute reality.

When you treat other people with absolute respect, you
will get many insights, and you will reduce many
conflicts.

2. People are created with all the resources
necessary to be successful.

Resources are transferable and can be taught, learned
or modeled to /by any other person. At this point: think
what is possible. Look at technology and think what
has been achieved by people. Things that was
unimaginable a few years ago.

It links in with respect for other people. Before you can
have respect for other people however, it is necessary
to have respect for yourself as a person there is nothing
wrong with.

3. The map is not the territory.

Human experience is filtered through the senses. Our
experience of the reality is filtered through our senses,
and we create belief-systems, that is our ideas of the
reality. Our mental maps can be changed.

We have different views on the same reality, and the
different views should be respected.

4. The individual who can use the most creativity in
control.

You have a tool box. And in this tool box are all the
tools you need to be successful. If a tool doesn’t work,
try out a different tool, until it works. There is no such a
thing as failure in NLP, only possibilities.

The more skills a person has in all aspects of
communication, the more easily she/he can attain/reach
the desired outcomes. Increased creativity and
adaptability are essential tools to accelerate this
process. If something does not work, try something else
—itis as easy as that!

5. All behaviour has a positive intention.

Spend sufficient time to separate the behaviour that the
individual exhibits from his/her intention behind that
behaviour. If you can find a positive intention for
another person’s behaviour, it will open more
alternative resources in communication for you.

It will also help you to feel like a survivor and not like a
victim. If you can uncover the positive intention behind
anybody’s so-called negative action, you are in control.

6. There is no substitute for clear open sensory
channels.

Language is the poorest form of communication;
therefore it is essential to watch, listen and pay
attention to all the cues that the person you are
communicating with, give you. Focus on what is
happening externally.

We never make mistakes. We are only creating
learning opportunities by using our clear open sensory
channels. When we make a so-called mistake — we
have learned a method of how not to do it, and we learn
different methods how to do it.

We use our five senses to obtain excellent information.

7. You wil only know what you have said to
someone, when you see his/her reaction.

If the communicator makes a statement and the
communication comes back with a different response
than anticipated, it is the communicator’s responsibility
to say or do something different to get a different
response. You alone are responsible for your actions
and re-actions!

If somebody says something to hurt you, and you don’t
show that it has hurt, that person will never know what
the effect of his or her words was.

8. Rapport is to meet a person in his or her model of
the world

‘Rapport’ is a term widely used in psychology. It means
a relationship of trust between two persons.

If you have respect for another person’s map of reality,
you can meet a person where he or she is. The other
person’s reality and beliefs become your reality and
beliefs.



9. You are in control of your life

You are always in control of your life, and you have
always choices.

You are in control of your life. Nobody else controls it.
It is always your choice whether you allow anybody else
to control it or not. You are never a victim. You have
overcome so many problems in your life, and you are
still here. You have always been a survivor.

10. Life is easy

We are born with all we need to succeed and life is as
difficult as me allow it to be. You don’t need any effort
to live. Your heart will beat by itself, and everything
always turns out well. Life is a difficult as you create it
with you mind.

Brilliant communication
NLP is all about communication.

Have you ever been talking with someone and felt that
you weren’t on the same wavelength? Have you
sometimes tried diligently to communicate with another,
but found yourself unable to establish rapport? Have
you wondered how to overcome these problems?

The techniques of NLP will provide you with ways of
doing just that. As a relatively new communication
model NLP is derived from linguistics, psychology,
neurophysiology, kinetics and cybernetics. It is not
another form of negotiation; rather, it is a powerful
addition to any form of interaction. It has been
established, through research, that all people will fall
into three, broad, sensory-based communication
categories, namely: Visual, Auditory, and Kinesthetic.
In the language of NLP these three sensory modalities
are called “representational systems”. While no one is
totally Auditory, Visual, or Kinesthetic, each of us has a
favoured system. By establishing and utilising the other
person’s representational system you can greatly
enhance your ability to gain understanding and
establish rapport.

The tools of NLP
1. The representational systems (modalities)

Explore some differences in thinking patterns. Think of
a fountain. What comes to mind?

A picture? Maybe you imagine the water splashing in
all directions; maybe you imagine what it looks like, or
the surroundings.

A sound? Maybe you hear in your mind the water
cascading and splashing in all directions.

A sensation, feeling, smell or taste? Maybe you can
even feel the cool water, or smell the fresh flowers or
even the taste of clear water.

It is important to keep in mind it is not about the water,
but about the way you think about it, the way you
process it in your mind.

A little more about each of these modalities:
Let us have a look at the three modalities. The
modalities of Visual, Auditory and Kinestehetic form the

pillars upon which we depend to practice the
techniques of NLP.

The Visuals

Those people think in pictures. Bandler and
Grinder estimated that about 35% of us are
visuals. Such people are able to understand
something much better if they see it. Their minds
turn everything you say into pictures. If you
discuss your ideas in visual terms, they
understand and comprehend. Then they will be
comfortable with you and you have rapport.
Visuals have great visual memories. They can
describe how things looked in minute detail. They
remember colours, shapes and forms. They also
think in images when fantasising about the future.

The Auditories

Auditories think in sounds. People whose mental
map is primarily auditory make up about 25% of
the population. Auditories listen to the way you
say things. Usually, they get more information
from how you say things than they do from what
you are actually saying. The way you deliver
information — your voice, pitch, pace, timbre, and
intonation — means more to an auditory than
anything else.

The Kinesthetics

Kinesthetics think in feelings, emotions, sensations
as well as taste and smell. Kinesthetics make up
about 40% of the population. These people get
information primarily from touch, emotions, gut-
feelings, instincts and hunches. They buy on the
basis of how they feel, and make quick judgments
about whether they like or dislike someone. Before
they can give you their trust, they need to get some
kind of feeling that tells them that it is okay to do so.

You may find that you will probably have a preference
for one system over the others, both in the way you
think and in the way you communicate.



The tools

Here are the tools to firstly determine your own mental
map, and thereafter the map of the person you are
interacting with.

1. Listen to the predicates

Predicates are descriptive words and phrases someone
uses, for instance: “l see/hear/grasp what you mean.”

Visuals use words like: “show, bright, picture, clear,
look, see, envision, view, perceive, illustrate, highlight,
focus, reflect, watch, preview, survey, perspective, etc.”

Or phrases like: “l see what you mean; eye to eye; you
will look back; it appears to me, etc.”

Auditories use words like: “say, tell, tone, static, ring,
sound, speak, express, mention, accent, resonate,
remark, ask, enquire, hear, talk, etc.”

Or phrases like: “Turn a deaf ear; music to my ears;
loud and clear; rings a bell, etc.”

Kinesthetics use words like: “feel, grab, touch, handle,
rub, grasp, affect, impress, hit, suffer, tackle, pressure,
know, intuitive, etc.”

Or phrases like: “I grasp it; hold on; hang on; I'll get in
touch; thick skin; warmhearted, etc.”

2. Eye-accessing cues

Another technique that helps determine a person’s
favourite communication modality is to observe the so-
called eye-accessing cues. The direction a person is
looking in has been shown to correlate with the thinking
process being engaged in at that moment.

Watch the eye movements of the person you are
communicating with.

His/her eyes will focus:

Upwards left or right
Straight middle
Straight left or right, or
Down left or right

The last eye shift/position before the person again looks
at you will be the most significant.

More about the eye movements:
1. Generally, when a person is visualising, the eyes

are either turned upward or defocused straight
ahead.

2. When a person is processing Auditory information —
replaying sounds or words or focusing attention to
conversation — the eyes usually will move from side
to side.

3. When someone is processing Kinesthetic
information, the eyes will usually be focused down
and to the dominant hand. When someone talks to
him/herself, the eyes will be usually focused down
and toward the non-dominant hand (more about
this later).

4. Taking this a step further, you can tell whether a
person represents his or her world primarily Visual
(V) (looking up as the favourite position), Auditory
(A) (looking from side to side or down at the non-
dominant hand as the favourite position), or
Kinesthetic (K) (looking down at the dominant
hand). You can add the information to what you
learn from listening to the person’s preferred
predicates.

When a person’s eyes move to the left, he or she is
accessing recalled information. When the eyes move
to the right, the person is busy constructing information.

If a person is looking upwards to the left, he or she will
recall an image he or she has seen before. If the
person is looking upwards to the right, he or she is busy
constructing an image. For example, ask a person
what the first thing is he or she was seeing this
morning, and you will find that his or her eyes will move
upwards to the left before you get your answer. Ask the
person now what it would look like if you paint his or her
front door green with yellow dots. The eyes will move
upward to the right.

Ask a person now to think of his or her favourite tune,
and the eyes will go sideways to the left. Ask the
person now to what it would sound like if ten persons
knock at the same time on his or her front door, and the
eyes will go sideways to the right.

You can ask a person now what the texture of wool
would feel like, and the eyes will go downwards to the
right. When a person is having an internal dialogue the
eyes will go downwards to the left.

Learning eye-accessing patterns and cues will not give
you mind-reading capacities, but it will help you to get
on to the wavelength of the person you are
communicating with. This makes strong rapport and
good relationships possible.

3. Gross hand movements
Another way to determine which representational
system is being used is to watch the gross hand

movements.

A person rubbing his or her eyes, or pointing towards
the eyes, may indicate a Visual preference.



A person’s hands around his or her ears or mouth, may
indicate an Auditory preference.

People have a tendency to touch or point toward the
sense organ that is connected with the way they are
thinking at the moment. For example, it is not
uncommon for a person to touch his/her chest and say
something like “The child really touched my heart”.
Hand movements upwards may indicate a Visual
modality, and downwards a Kinesthetic one.

4. Breathing

The fourth indicator of the communication modality is
the breathing patterns. Shallow thoratic and fast
breathing is frequently associated with Visual
accessing. Sound and even breathing, or prolonged
expiration is often paired with auditory accessing. Deep
abdominal respiration usually goes with Kinesthetic
accessing.

5. Speech patterns

Speech patterns and voice tone may also indicate the
representational system being used. Quick bursts of
words that are high-pitched, nasal or have a strained
tone indicate visual accessing.

Kinesthetic accessing is associated with a slow voice
with a low volume or deep tone, or with a breathy tone
and long pauses.

Clear, mid-range voice tone or rhythmic tempo with
well-enunciated words usually indicates auditory
processes.

Building brilliant relationships

Establishing rapport

Getting along well with people and /or the
understanding of human nature is nothing other
than knowing how to establish rapport or to form a
relationship. Rapport initially creates an
awareness/feeling of trust, and ultimately builds
trust itself.

This is true in all of our relationships — from
business, to marriage, to interpersonal one-on-one
communication. It is also true of our relationship
with our selves. Rapport is the bridge that helps
the person or people you are communicating with
to find meaning and intent in the things you have to
say. Without rapport you add interpretation and
meaning. How do you know that two persons are
in rapport? You will most probably notice that they
mirror and match each other's movements,
expressions and words with movements,
expressions and words of their own, like in a
dance.

Rapport is like the foundation of a large building.
Everything you are to do is based on your ability to first

establish strong, consistent rapport in the direction of
your desired outcome.

In the NLP Dance we use actions/techniques to
establish maximum rapport and gain maximum results
(win/win) for both parties in the interaction. In order to
do this in the most effective way you have to use all
your senses and all the NLP tools we have already
discussed.

Observation

Before you can begin to pace and lead another person
you need to establish in which modality of
communication he/she prefers to operate. And you do
that with the NLP tools.

Your clear open sensory channels are important here.
You observe the:

predicates;
eye-accessing cues;
gross hand movements;
breathing;

speech patterns.

arwNE

Calibration

Calibration is to notice what a person does when
he/she is interested in or affected by what you
communicate.

We all notice things like a smile when someone is
happy, and a frown when someone is sad. Start paying
attention to other non-verbal cues as well. It may take
you a few minutes to get into calibrating, but you have
to persist. You need this information to effectively lead
the person into the direction you want the outcome to
be. In leadership, for instance, you will use this
information to pre-determine the moment to obtain the
buy-in you need and in sales, the moment to close the
deal.

The ease or tension we hold in our body is an
expression of the way we are thinking.

You can distinguish the subtle different expressions as
others experience different memories, and different
states of mind. For example: when someone
remembers a frightening experience, his lips may
become thinner, his skin paler and his breathing more
shallow.

Whereas when he is remembering a pleasurable
experience his lips are more likely to be fuller, the skin
colour more flushed and breathing deeper with
softening of the facial muscles.



Pacing

The degree of rapport you establish with another
person is determined by your ability to pace that
person. Pacing means getting in rhythm with the
person on as many levels as possible; getting into
the ebb and flow of how the person thinks, acts and
processes data. Getting to know his/her preferred
modality of communication.

Think about pacing as a dance ... Everyone has a
different style or preference... If you want to dance with
someone, you need to learn his or her style/rhythm or
preference.

That is also how relationships function. First, we get
into the rhythm of the person. We dance with him/her.
We do not use the traditional ways of coercion that
trigger fight or flight responses. We do not force,
intimidate or bamboozle them into agreement. We are
neither aggressive nor submissive.

There is another alternative. It is pacing: getting into
the other person’s rhythm and then leading him/her
assertively to where we want them to be for a win-win
result. A major difference between highly successful
people and mediocre people is that mediocre people
tend to establish just a small amount of rapport and
then move strong rapport base and then assertively
move into influence strategies. Since pacing is the
initial key to rapport and rapport is the key to the
highest levels of personal influence, let's examine
specific ways and methods of pacing.

We can pace or mirror.

1. The predicates

Pace the words or similar type of words he or she is
using.

- If the person is Visual — use visual words/predicates.

- If the person is Auditory - use auditory
words/predicates.
- If the person is Kinesthetic — use Kinesthetic

words/predicates.
2. Eye-movement pacing

It is important to move your eyes with the person you
are interacting with, when he or she for instance go to
Vc, you will have to go to your own Vr. Be sensitive to
the different cultures and eye contact.

3. Gross-hand movements
Pace the hand movements, but not all movements. It is

okay to match the general way a person is sitting, or tilt
your head in the way she/he is doing.

4. Breathing

Breathing is a very powerful, and subconscious, form of
pacing.

5. Speech patterns

Pace the tonality, speed, volume and rhythm. Be
subtle! If a person speaks loudly, don’t shout with him,
just increase the normal volume of your voice, etc.

6. Other forms of pacing include:
Emotional Pacing

This is where we are trying to meet the other person
where he or she is, emotionally, at the moment of our
first interaction.

- If he/she is talking in formal terms/tones, we
respond in formal terms/tones.

- If hel/she sounds depressed, we respond
depressed.

- If he/she is delighted, we are bursting with
delight.

The implication of it all is: “I understand you, | respect
and trust you”. On a higher level the implication is in a
deeper meaning: “| am like you, we are similar”.

The important thing about emotional rapport is that you
are meeting them at the emotion they are displaying. If
it is frustration, irritation or anger, you experience it with
them, not at them.

Posture Pacing

Posture pacing can also be thought of as body
language pacing. We pace the posture, the body
movement, the small motor movements and facial
expressions.

Verbal Pacing

Verbal pacing works like non-verbal pacing except that
you are not mirroring the person’s facial expressions
and other gestures. Instead you are mirroring what you
think is on their minds.

Listen to key phrases and marked out words

Repeating them back is an excellent way of showing
other people that you understand their concerns and
their directions of thought.

You can also pace:

Muscle tension;

Facial expressions, and;

Angle of the head.

Here are a few more tips for pacing Visuals, Auditories
and Kinesthetics:



Pacing Visuals

- Use the same visual words/predicates.
- Gollead to the visual benefits.
- Show them visual material.

Pacing Auditories

- Stress the auditory qualities of the product.

- Use Auditory words/predicates.

- Play music and/or auditory presentations.

- Give them the brochure and read the contents
out loud.

Pacing Kinesthetics

- Directly address what they are feeling.

- Use Kinesthetic predicates/words.

- Calibrate them and then use their comfort zone
and touch accordingly.

- Make sure that the person touches and holds
the brochure/manual/subject material.

Leading

Changing your pacing behaviour such that the
other person’s behaviour also changes, is called
Leading.

In Leading we use a variety of techniques to lead the
attention and thoughts of a person from one state of
mind to another.

When initiating a leading pattern, it is important that you
know where you want the communication to go. In NLP
we say that you must always have a general objective
(goal) in mind, in respect of what you want to achieve or
do. The more specific you formulate your goal the
more likely you will be able to keep things on course.
General Guidelines for Leading;

- What questions can you ask that will lead the
person to think in a different direction — in a
specific different direction?

- What translation, interpretation, can you offer
that will help the person perceive things in new
useful ways?

- How can you use your own mannerisms and
verbalisations to induce the behaviour changes
you are seeking?

We can lead with:
1. Predicates

Lead with words or similar type of words he or she is
using with the outcome in mind.

- If the person is Visual — where do you see
yourself with this product?

- If the person is Auditory — how does it sound to
you?

- If the person is Kinesthetic — what feeling do
you get about it?

2. Eye-movements

Lead with your eye movements with the outcome in
mind.

If the person is Visual — move your eyes up
If the person is Auditory — look sideways
If the person is Kinesthetic — look down.

3. Gross-hand Movements
Lead with hand movements with the outcome in mind.

- If the person is Visual — move your hands up or
to the eyes.

- If the person is Auditory — move the hands to
the mouth or ears.

- If the person is Kinesthetic — point to the organ
referred to.

4. Breathing
Lead with breathing with the outcome in mind.

- If the person is Visual — breathe more shallow
and faster.

- If the person is Auditory — breathe a sound and
even breathing.

- If the person is Kinesthetic — breathe deeper
and slower.

5. Speech Patterns
Lead with speech patterns with the outcome in mind.

- If the person is Visual — speak higher and
quicker.

- If the person is Auditory — use a clear, voice
tone or tempo.

- If the person is Kinesthetic — speak with a
slower tempo and lower volume using long
pauses.

6. Other forms of leading
Emotional Leading

Lead now to the desired outcome. If the person is
depressed, we can become more excited now.

Posture Leading

Start to change body position and observe whether the
person is following you.

Verbal Leading
You can also lead with

- muscle tension;
- facial expressions;



- angle of the head,;
Conclusion

You may rightly be isn't this

manipulative?

asking, being

Since we are always affecting and being affected by
others, why can we not choose to have our effect in a
goal-directed way, rather than just letting the situation
take a random course?

Indeed, one of the most important benefits of using NLP
is that it provides you with increased choices — the
flexibility to see, ear and feel differently so that you can
achieve desired outcomes both personally and
professionally.

You help the other person to open his/her five senses.

If you are not respectful you will fail!

You may be sceptical about it.

However:

As the world becomes competitive, all companies find
themselves hard-pressed to survive, let alone prosper,
unless they can turn challenges into opportunities.

The same goes for individuals.

Give yourself a chance and let these techniques work
for you. Apply them assertively, and see the magic for
yourself.

Carl Jung said: “He who looks to the outside, dreams;
but he who looks to the inside, awakens.”

NLP does not stop here

We are also working with excellent concepts like:

1. Association and Disassociation

NLP will teach you how and when to associate into an
experience and how and when to dissociate from an
experience.

2. The meta-model

The meta-model shows how to make sense of our
experience and the information coming to us.

3. Anchoring

Anchoring is that magic button to change your mood
and to be brilliant whenever you want to be. The magic
button can also switch off all negative feelings and
emotions.

4. Time lines

Time lines are powerful to help people to access their
resources, and for future pacing and goal setting.
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The above-mentioned techniques can effectively be
used during hypnosis on order to elicit the client’s
recourses.

The above-mentioned tools can be used to:

1. Overcome the five negative emotions

The 5 negative emotions are fear, anger, sadness/pain,
guilt and, conflict, in this order in a quick and effective
way.

2. Develop a brilliant self esteem

NLP will teach you how to have a good sense of self
before you can be brilliant in your interactions with other
people.

3. Study or plan brilliantly with NLP

You can plan or study brilliantly by using the NLP
techniques and to use your preferred modality.

4. Assert yourself brilliantly with NLP

By using your NLP skills, you can be brilliant asserting
yourself with NLP.

5. You can sell yourself or your product brilliantly

You will get all the tools to help you to sell brilliantly,
whether it is a product or yourself at interviews or any
situation where you need to “sell”

6. Spiritual NLP

What happens when you have reached your goals (if
ever possible)? We need a goal beneath the goal.
NLP can try to help you to discover a deeper goal in
life.

. Jorgan Harris is the author of the book: NLP
— Ontgin die briljantheid in jou. Currently
only available in Afrikaans and can be

purchased from any bookshop, or
www.boekblik.co.za. Published by Griffel
Media.
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Autogenic Training and Hypnosis
Elvira Holz

Autogenic Trainer
Clinical Social Worker in Private Practice in Randburg
elvirah@mweb.co.za

Autogenic Training (AT) is a deep relaxation technique
that is based on auto-suggestion. It is considered self-
hypnotic, and the emphasis is on promoting self-
control by mobilizing one’s innate regulatory
mechanisms that can restore brain and body processes
to optimal functioning. The key difference to hypnosis
is that it is self-induced, promoting independence, self-
control and self-empowerment. AT is one of the oldest
bio-behavioural techniques known (Linden, 2007) and
has been used in Europe by thousands of people in
every walk of life for over 60 years. In German-
speaking countries, AT is practiced in by a large
proportion of general medical and mental health
practitioners. Over the years it has been developed
and adapted by health care practitioners throughout
the world.

The creator of AT, Johann Heinrich Schultz (1884-
1970), was a German neurologist and psychiatrist with
a firm belief in the self-healing powers of the body.
During his medical training, both in dermatology and
neurology, he became fascinated with hypnosis as an
effective treatment for psychosomatic disturbances.
However, at that time hypnosis was deemed to be
inferior to psychoanalysis as the dominant mode of
treatment for psychosomatic disturbances. He wanted
to make clients more independent from lengthy
psychoanalytic treatments. Once Schultz had settled
into private practice of neurology and psychiatry in
Berlin in 1924, he used and propagated AT without the
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constraints of clinic superiors who did not share his
vision.

AT is directed towards the Autonomic Nervous
System. This system controls the so-called automatic
functions of the body, such as breathing, heartbeat,
blood circulation, and also governs the chemical and
hormonal systems. The sympathetic and
parasympathetic systems are the two main branches
of the autonomic nervous system , and they are
responsible for balance and wellbeing. AT regulates
overactive autonomic functioning to a functional,
relaxed state and balances the autonomic nervous
system and its self-regulatory capacity.

AT is used in many treatment approaches, therapy
settings, preventive and rehabilitative programmes
and has been shown to have physiological as well as
psychological benefits Lindemann, 1997; Kermani,
1996; Peterman & Vaitl, 1994). Individually tailored
auto-suggestive formulas have been applied in the
deeply relaxed state to deal with a wide range of
problems such as the alleviation of insomnia, anxiety,
panic attacks, depression, high blood pressure, tension
headaches or migraines. AT has been effectively used
in pain management whereby the client can apply
hypnotic pain management strategies. Other uses are
weight control, smoking, study problems or achieving
better concentration. Psychologically, AT has been
effective in improving efficiency, mobilising creativity,
and raising self-esteem and confidence.

The practice of AT helps a person to relax so deep that
fifteen minutes of practice can make up for a few
hours of lost sleep. AT is not only a valuable self-care
tool for mental health professionals, but also a useful
introduction to the self-experience of hypnosis for the
trainee in hypnosis. Once mastered, AT becomes a
permanent part of one's repertoire of coping skills that
can be practiced anywhere and at any time. The
method will require about six to eight weeks to learn.
Like any other skill, AT has to be practised regularly to
be fully effective and trainees must be motivated. AT is
for anyone, also for older children and adolescents,
and can be taught individually and in groups.

AT is based on the principles of bodily perception,
imagination, and auto-suggestion. It is a systematic
teaching program characterized by six standard
formulas of simple, easy to follow suggestions to
achieve deep relaxation. Each formula targets a
specific autonomic function, each one with
accompanying subjective body sensations, such as
heaviness or warmth. Physiological sensations and self-
hypnotic suggestions are interwoven, demonstrating
the mind-body link. Passive concentration is a key



concept in AT and clearly distinguishes AT from
Jacobson’s progressive muscular relaxation where the
patient actively tries to acquire control over
physiological functions.

Research has shown that measureable physiological
changes accompany the practice of these formulas , for
example a reduction in muscle tone, increased skin
temperature, reduced heart rate and breathing
volume, and reduced beta wave activity (Linden, 1990).
Biofeedback is the measurement of such physiological
correlates - it was built on the AT of Schultz and has
been developed in the United States around 1960.

As has been shown above, AT is more than just a self-
regulation technique to prevent and correct stress-
related symptoms. Mensen (1975) aptly described AT
as the "legitimate daughter" of hypnosis. Although
physical relaxation is not a necessary prerequisite for
hypnosis to occur (Yapko, 2003), he describes its
benefits in clinical practice as not only getting the
clients' cooperation because it is something that feels
comforting and soothing for them, but it can also
function as a transition for future hypnotic work in the
more anxious client. It also allows to access the clients'
hidden resources by teaching them how self-hypnotic
suggestions can be used in the deeply relaxed state to
build positive images and to work on desired
behaviours, thoughts or feelings, thereby teaching
useful problem-solving strategies.

The practice of AT is accompanied by many of the
general characteristics of hypnotic signs that are
described in the literature. In particular, body warmth
(Elman, 19), muscular relaxation, muscular twitching,
lacrimation, change in breathing rate and pulse rate
and sensory shifts (Yapko, 2003). Many of the hypnotic
phenomena also occur such as catalepsy, dissociation,
sensory alteration, time distortion and ideodynamic
responses, the latter are referred to in the AT
literature as "autogenic discharges" (Lindemann, 1997;
Linden, 2007), a phenomenon which has not been
reported with other relaxation techniques.

AT is not connected with any spiritual tradition and
has, therefore, no cultural, religious or cosmological
overtones. It requires no unusual postures or practices.
AT does not conflict with any complementary or
orthodox treatments, and can be harmoniously
combined with many other therapeutic approaches to
complement them or to enhance their effects.
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SASCH Courses & Workshops scheduled for 2012

(Date sand Presenters subject to change)

February 02(Friday-PM) to 04(Sunday) Elementary (Part-time, part 1) Durban
February 09(Friday-PM) to 11(Sunday) Elementary (Part-time, part 2) Durban
(PRESENTER - DR JENNIFER WELCH)
March 01(Thursday) to 04(Sunday) Intermediate: Ericksonian Gauteng
POSTPONED (PRESENTER — PROF KOBUS MAREE)
March 03(Saturday) 1* Workshop: How trauma affects the brain
and how hypnotherapy can transform the brain Gauteng
(PRESENTER — MS ELEANOR BUBB)
March 17(Saturday), 18 (Sunday), Intermediate: Medical Hypnoanalysis Cape Town
21(Wednesday), 22 (Thursday) (PRESENTER — MR JEFFREY RINK)
NEW COURSE
May 04(Friday-PM) to 06(Sunday) Elementary (Part-time, part 1) Gauteng,

May 11(Friday-PM) to 13(Sunday)

May 19(Saturday) & 20(Sunday)

(PRESENTER — DR ANITA FOURIE: Gauteng;
other regions — TBA)

Elementary (Part-time, part 2)
(PRESENTERS — TBA)

2" Workshop: When Elephants Clash, the Grass

Port Elizabeth,
East London,
Cape Town
Cape Town,
Port Elizabeth,
East London

gets Trampled - Relationship Related Issues Gauteng

June 01(Friday-PM) to 03(Sunday) Elementary (Part-time, part 2) Gauteng
(PRESENTER — DR ANITA FOURIE)

June 21(Thursday) to 24(Sunday) Intermediate: Medical Hypnoanalysis Gauteng
(PRESENTER — DR TREVOR MODLIN)

July 06(Friday-PM) to 08(Sunday) Elementary (Part-time, part 1) Durban

NEW COURSE (PRESENTER - DR JENNIFER WELCH)

July 13(Friday-PM) to 15(Sunday) Elementary (Part-time, part 2) Durban
(PRESENTER - DR JENNIFER WELCH)

July 22(Sunday) to 27(Friday) 30" International Congress of Psychology
(ICP 2012) Cape Town

August 16(Thursday) to 19(Sunday) Advanced: Medical Hypnoanalysis Gauteng
(PRESENTER — DR TREVOR MODLIN)

August 23(Thursday) to 26(Sunday) Advanced: Ericksonian Gauteng

(PRESENTER — DR LOUISE OLIVIER: to be confirmed)

September 01(Saturday) 3" Workshop Gauteng

September 06(Thursday) to 09(Sunday) Intermediate (to be advised) Cape Town, Durban
September 19(Wednesday) to 23(Sunday) Elementary (Full-time)

(PRESENTER — PROF KOBUS MAREE)

Gauteng
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October 03(Wednesday) to 06(Saturday) Intermediate: Ericksonian Windhoek
(PRESENTER — DR LOUISE OLIVIER: to be confirmed)

October 06(Saturday) to 07(Sunday) Advanced: Ego-State Therapy
(part-time, part 1) Gauteng
(PRESENTERS — DR ANITA FOURIE & DR IAN OPPERMAN)

October 17(Wednesday) to 21(Sunday) International Society of Hypnosis (ISH)

19" International Congress Bremen, Germany
October 27(Saturday) to 28(Sunday) Advanced: Ego-State Therapy
(part-time, part 2) Gauteng

(PRESENTERS — DR ANITA FOURIE & DR IAN OPPERMAN)

November 03(Saturday) 4™ Workshop Gauteng
Course Costs for 2012
1. SASCH and PsySSA Members R4 225.00
2. Non-members R4 725.00
3. Students and Interns R3 000.00

A minimum of 8 - 10 delegates is required before any course can economically be
presented

For further information contact the SASCH Training Office @ 011-622-1598 or info@sasch.co.za



mailto:info@sasch.co.za
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SOUTH AFRICAN SOCIETY OF CLINICAL HYPNOSIS (SASCH)

Sascw
SASCH Enquiries P O Box 6258 info@sasch.co.za
Tel: 010 211 9024 Cresta www.sasch.co.za
Fax: 086 580 3497 2118

SASCH WORKSHOP OR CONGRESS REGISTRATION FORM

Name of Workshop or Congress

Dates of Workshop or Congress

Venue of Workshop or Congress

Title, Full Names and Surname

Your name, as you would like it to appear on your
attendance certificate

Physical address

Postal address (if differs from above)

Location of practice

Contact numbers Work (landline)
Cell
Fax

Email address

Occupation

Highest Qualifications

Registration Category

Are you a PsySSA (Psychological Society of South Africa)
member?

oYES oNO IF YES, membership number:

Are you a member of SASCH? oYES oNO
HPCSA / SACSSP registration number

PCNS (BHF) practice number

Banking details for direct deposits BANK: ABSA

BRANCH: Lynnwood

BRANCH CODE: 33 38 45
ACCOUNT NAME: SASCH
ACCOUNT NUMBER: 712 804 874

Please fax your registration form & proof of EFT payment to 086 580 3497

*Reference: W/ and your first name and surname

Enquiries SASCH Training Courses Website Enquiries
010 211 9024 011 622 1598 012 344 4022
Office Dr Cecile Gericke (Chairlady) Office Dr lan Opperman Office Dr Susan Kriegler
i PsySSA
A division of Constituent Member of the
the Psychological International Society of
Society of South Hypnosis (ISH)

Africa (PsySSA)
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SOUTH AFRICAN SOCIETY OF CLINICAL HYPNOSIS (SASCH)

Sascw
SASCH Enquiries P O Box 6258 info@sasch.co.za
Tel: 010 211 9024 Cresta www.sasch.co.za
Fax: 086 580 3497 2118

sASCH MEMBERSHIP APPLICATION FORM

Title, Full Names and Surname

Physical address

Postal address (if differs from above)

Suburb of practice

Contact numbers Work (landline)

Cell

Fax

Email address

Occupation

Highest Qualifications

Category

Are you a PsySSA (Psychological Society of aoYES oONO IF YES, membership number:
South Africa) member?

HPCSA / SACSSP registration number

PCNS (BHF) practice number

Banking details for direct deposits BANK: ABSA

BRANCH: Lynnwood

BRANCH CODE: 33 38 45
ACCOUNT NAME: SASCH
ACCOUNT NUMBER: 712 804 874

Yearly membership fees SASCH membership fee R350 +PsySSA membership fee R890

Please fax your registration form & proof of EFT payment to 086 580 3497

Enquiries SASCH Training Courses Website Enquiries

0102119024 011 622 1598 012 344 4022
Office Dr Cecile Gericke (Chairlady) Office Dr lan Opperman Office Dr Susan Kriegler

oy, E .’.”E‘E““ E
Psyssa W

A division of Constituent Member of the

the Psychological International Society of

Society of South Hypnosis (ISH)

Africa (PsySSA)



http://www.sasch.co.za/
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SOUTH AFRICAN SOCIETY OF CLINICAL HYPNOSIS (SASCH)

Sascy
Training Office Bedfordview P O Box 6258 info@sasch.co.za
Tel: 011 622 1598 Cresta www.sasch.co.za
Fax: 086 510 1352 2118

SASCH TRAINING COURSE REGISTRATION FORM

Name of Training course

Dates of Training course

Venue of Training course

Title, Full Names and Surname

Your name, as you would like it to appear on your
attendance certificate

Physical address

Postal address (if differs from above)

Location of practice

Contact numbers Work (landline)

Cell

Fax

Email address

Occupation

Highest Qualifications

Registration Category

Are you a PsySSA (Psychological Society of South Africa) oYES oONO IF YES, membership number:
member?
Are you a member of SASCH? aoYES oNO

HPCSA / SACSSP registration number

PCNS (BHF) practice number

Banking details for direct deposits BANK: ABSA

BRANCH: Lynnwood

BRANCH CODE: 33 38 45
ACCOUNT NAME: SASCH
ACCOUNT NUMBER: 712 804 874

Please fax your registration form & proof of EFT payment to 086 510 1352

Enquiries SASCH Training Courses Website Enquiries
010211 9024 011 622 1598 012 344 4022
Office Dr Cecile Gericke (Chairlady) Office Dr lan Opperman Office Dr Susan Kriegler
PsySSA
A division of Constituent Member of the
the Psychological International Society of
Society of South Hypnosis (ISH)

Africa (PsySSA)




