
 
 

INTRODUCTION to NLP 
 

Neuro-linguistic programming (NLP) is an approach to psychotherapy and organizational change 

based on "a model of interpersonal communication chiefly concerned with the relationship between 

successful patterns of behaviour and the subjective experiences (esp. patterns of thought) underlying 

them" and "a system of alternative therapy based on this which seeks to educate people in self-

awareness and effective communication, and to change their patterns of mental and emotional 

behaviour".
[1]   

This is a profound way to understand and change behavior for the positive. 

The co-founders, Richard Bandler and linguist John Grinder, believed that NLP would be useful in "finding 

ways to help people have better, fuller and richer lives".
[2]

 They coined the term "Neuro-Linguistic 

Programming" to emphasize their belief in a connection between the neurological processes ("neuro"), 

language ("linguistic") and behavioral patterns that have been learned through experience 

("programming") and can be organized to achieve specific goals in life.
[3][4][5]

 

In early workshops by Bandler and Grinder and in books that followed, I heard it claimed
[6]

 that through 

the use of NLP, problems especially phobias could be overcome in a single short session whereas 

traditional therapies would have taken weeks, or even months or years of regular sessions to make 

progress.
[7][8]

  NLP is capable of addressing the full range of problems that psychologists are likely to 

encounter, such as phobias, depression, habit disorder, psychosomatic illnesses, and learning 

disorders.
[9]

 

http://en.wikipedia.org/wiki/Neuro-linguistic_programming#cite_note-0
http://en.wikipedia.org/wiki/Richard_Bandler
http://en.wikipedia.org/wiki/John_Grinder
http://en.wikipedia.org/wiki/Neuro-linguistic_programming#cite_note-1
http://en.wikipedia.org/wiki/Neuro-linguistic_programming#cite_note-Tosey_.26_Mathison_2006-2
http://en.wikipedia.org/wiki/Neuro-linguistic_programming#cite_note-Tosey_.26_Mathison_2006-2
http://en.wikipedia.org/wiki/Neuro-linguistic_programming#cite_note-4
http://en.wikipedia.org/wiki/Neuro-linguistic_programming#cite_note-5
http://en.wikipedia.org/wiki/Specific_phobias
http://en.wikipedia.org/wiki/Neuro-linguistic_programming#cite_note-Heap_1988_psychologist-6
http://en.wikipedia.org/wiki/Neuro-linguistic_programming#cite_note-Heap_1988_psychologist-6
http://en.wikipedia.org/wiki/Phobia
http://en.wikipedia.org/wiki/Major_depressive_disorder
http://en.wikipedia.org/wiki/Habit_disorder
http://en.wikipedia.org/wiki/Psychosomatic_illness
http://en.wikipedia.org/wiki/Learning_disorder
http://en.wikipedia.org/wiki/Learning_disorder
http://en.wikipedia.org/wiki/Neuro-linguistic_programming#cite_note-8


NLP also espoused the potential for self-determination through overcoming learned limitations
[10]

 and 

emphasized well-being and healthy functioning. Bandler and Grinder claimed that if the effective patterns 

of behavior of outstanding therapists (and other exceptional communicators) could be modeled then 

these patterns could be acquired by others.
[11]

 NLP has been adopted by private psychotherapists 

worldwide, including hypnotherapists, who undertake training in NLP and apply it to their practice. Later, it 

was promoted as a "science of excellence", derived from the study or "modeling"
[12]

 of how successful or 

outstanding people in different fields obtain their results. NLP has gained popularity within management 

training, life coaching, and the self-help industry.
[13] 

 

 

NLP originated when Richard Bandler, a student at University of California, Santa Cruz, was listening to 

and selecting portions of taped therapy sessions of the late Gestalt therapist Fritz Perls as a project for 

Robert Spitzer.
[16][17]

 Bandler believed he recognized particular word and sentence structures which 

facilitated the acceptance of Perls' therapeutic suggestions. Bandler took this idea to one of his university 

lecturers, John Grinder, a linguist. Together they studied Perls's utterances on tape and observed a 

second therapist Virginia Satir to produce what they termed the meta model, a model for gathering 

information and challenging a client's language and underlying thinking.
[18]

 

The meta model was presented in 1975 in two volumes, The Structure of Magic I: A Book About 

Language and Therapy and The Structure of Magic II: A Book About Communication and Change, in 

which the authors expressed their belief that the therapeutic "magic" as performed in therapy by Perls and 

Satir, and by performers in any complex human activity, had structure that could be learned by others 

given the appropriate models. They believed that implicit in the behavior of Perls and Satir was the ability 
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to challenge distortion, generalization and deletion in a client's language. The linguistic aspects were 

based in part on previous work by Grinder using Noam Chomsky's transformational grammar.
[19] 

 

NLP, Eye Contact & Rapport 
It was both comical and sad. The electrical goods salesman was trying so hard. He'd come through the 
one-size-fits-all school of communication skills in which he'd learned a few rules for how to create rapport 
with people. And he was resolutely sticking to those rules. 

He'd learned 'good eye contact' was important and was using every trick in the book to get the customer 
to look him in the eye - asking her direct questions, pausing after she answered, mentioning her name 
and then pausing, and so on. But the customer was having none of this. 

She wasn't into this eye contact thing at all and successfully countered all of the salesman's efforts. She'd 
look at the product, out the window, at the ground, the ceiling, in fact anywhere except into the 
salesman's eyes. 

Me? I was hanging around waiting to be served and, because I train people in selling and influencing, 
couldn't resist surreptitiously observing the struggle. I only just managed to resist the temptation to take 
him by the elbow and say ñLook, it's not working. Try something different ï like doing it her way, for a 
change!ò 

The Myth about 'Good Eye Contact' 

It's amazing how many communication skills' books and courses perpetuate the myth that 'good' eye 
contact means gazing fixedly into the other person's eyes. For a few people this will work well. However 
many people are likely to find it uncomfortable to the point where they begin to wonder if you are trying to 
hypnotize them or ask them for a date, or both.   

If you meet lots of people in your daily life it's a good idea to think about how you make eye contact - it is, 
after all, one of the first things people use to form an impression of you! 

Some Eye Contact Styles  

Spend some time observing people and you will soon recognize that there are many different eye contact 
styles of which the more common are: 

(1) The Fixed Stare Style: their eyes never leave you and practically bore through you. Occasionally this 
style is used as a power trick to intimidate or to give the impression that the person is more confident than 
they really are. Much used by politicians who have been thoroughly coached in how to appear a lot more 
trustworthy than they often turn out to be! 

(2) The Darting Glance Style:  They do look at you ï but with very brief glances. They tend to look at you 
only when your gaze is averted. This style can give the impression of either low self confidence or lack of 
trustworthiness so if it happens to be your natural style you may wish to remedy the situation rather than 
transmit such a non-verbal message. 

(Rather than being related to their trustworthiness or their confidence this lack of eye contact is more 
likely to be due to their personal thinking style. Many people have developed the habit of having to look 
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away, or even close their eyes momentarily, in order to think about what they are saying. In a later article 
we will look at this subject and at what the direction a person's eyes move in tell you about the ideal 
communication style to use with them.) 

(3) The No-Eye-Contact style: Their eyes rarely, if ever, meet yours. They use peripheral vision to watch 
you. This style is much favored by country dwellers whose lifestyle has not included many opportunities 
for gazing into the eyes of other humans. 

You may have noticed, while out in the open country, that there is a tendency to use somewhat less eye 
contact and to stand further from one another than would be the norm on a city street. As with the Darting 
Glance the style can be misinterpreted. However the No Eye Contact style is more likely to be a learned 
behavior than an essential part of their thinking strategy. 

(4) The Turn-And-Turn-About Style:  This is the most common style. I look quite steadily at you while 
you are speaking. (Although, if you appear to find this uncomfortable, I look away occasionally to avoid 
creating tension). When it is my turn to speak you look at me steadily while I still meet your gaze but look 
away a little more (to think, gather my thoughts, check my feelings, etc.). 

Action Points 

The NLP approach to inter-personal communication is to use a slightly different style with each person 
rather than use the one-size-fits-all approach. This is because treating each person as a unique individual 
is at the core of NLP and because Rapport in NLP is based on maximizing the similarities between us 
and playing down the differences..   

People are unconsciously signaling to us how they wish us to behave towards them. This is done non-
verbally ï through their body language. Match those parts of a person's body language that they have 
least conscious awareness of and you are on your way to creating excellent rapport. (Although what you 
are doing is out of their conscious awareness it will still register with them at a subtle feeling level).   

In creating Rapport matching does not mean mimicking ï if only because to do so would alert the person, 
consciously, to what you are doing. Matching means adapting your own behavior so it is somewhat 
similar to the other person's. So you do not do exactly the same as they do you do enough to non-verbally 
signal that you are emphasizing the similarities between you.   

Which behaviors do you match? Eye contact is an excellent way to begin creating better rapport since 
few people have conscious awareness of their personal eye contact style. (Another excellent way of 
creating rapport is to match how a person uses their voice ï their voice speed, volume, tempo, and 
rhythm, for example). 

Use Eye Contact to Improve Rapport 

(1) If they use the fixed-stare: While speaking to them look at them for longer than you might otherwise 
do. But avoid getting into I-will-not-look-away-until-you-do competition. When you are doing the listening 
give them quite sustained eye contact. (If, at first, you find this a little uncomfortable you can ease your 
own tension by varying your expression and by using head nods and 'Uh-huh' sounds.) 

(2) If they use Darting Glances: Giving them sustained eye contact will be perceived as aggressive or 
even intimidating. Adopt a somewhat similar style by looking away more than might be normal for you, 
especially when you are doing the speaking. 

(3) If they use minimal eye contact: Make much less eye contact that you might normally do. Practicing 
using peripheral vision to watch them. 
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(Incidentally, it is quite likely that these people will also prefer to maintain a larger personal space zone so 
avoid moving too close to them.) 

NLP & Rapport 
Rapport, in NLP, is not just something that occurs as a result of people of people being in tune with one 
another. It is something that can be created ï very quickly and easily ï even with people we do not know, 
with whom we do not have common interests, and even with people with whom we disagree. 

Matching a person's eye contact style is one way of creating this rapport. And it is easy because they are 
already giving you a demo of how to do it! Simply observe them and then match their style. 

NLP is a modeling process. It is based on what works. Whether or not they have been 'scientifically 
validated' we will use those behaviors which produce satisfactory results ï and jettison the ones which 
don't!   

Matching non-verbal behavior works. 

Do it subtly. Initially it may feel a little strange ï most new behaviors do ï so simply use matching in the 
first three or four minutes of a conversation and then revert to your normal style. 

Gradually, with practice, it will become more natural for you and soon you will discover that you are doing 
it without (consciously) having to think about it ï you'll have reached unconscious competence. 

The Fundamental Principles of 
Neuro-Linguistic-Programming 

The Fundamental Principles or 'Fundamental Presuppositions' of NLP are 'fundamental' in that 
they providean attitudinal background against which to apply NLP effectively and ethically. 

In NLP we consider these to be working hypotheses rather than truths: we óact as ifô these principles are 
true ï while recognizing that there will be many situations in which this will not be the case. 

Interacting with others 

¶ Take responsibility for how others respond to you. ('The meaning of your communication is the 
response you get') 

¶ Act as if people have all the mental and emotional resources they need even if they do not 
currentlyrecognise this. 

¶ Discover the other personôs perceptions before you begin to influence them. ('Meet people in their 
own unique model of the world') 

¶ Recognize that in any situation a person is making the best choice with the resources which they 
currently perceive as being available to them. 

¶ Recognize that each personôs ótruthô is true for them even if it differs from your ótruthô ï since any 
person's internal view of reality is just that ï a óversionô of reality. ('The map is not the territory') 



¶ Recognize that people interact with their internal versions of reality rather than with pure, 
sensory-based, input. 

Personal Development & State Management 

¶ Enhance your behavioral and attitudinal flexibility. ('In any interaction the person with the greatest 
behavioral flexibility has most influence on the outcome') 

¶ Act as if there is a solution to every problem. 
¶ Recognize the other personôs Identity or Self Image ï by distinguishing between their behavior 

and their identity or self image. 
¶ Act as if every behavior is/was a means of fulfilling a positive intention, at some level, in a 
personôs life. 

¶ Redefine mistakes as feedback ï and change what you are doing if what you are doing is not 
working. 

General Principles 

¶ NLP is a model rather than a theory ï and it is the study of subjective experience. 
¶ NLP is a generative rather than a repair model ï it emphasizes finding solutions rather than 

analyzing causes ï and in NLP we always add choices, rather than take these away. 
¶ Mind and body are part of the one system 
¶ All human behavior has a structure 
¶ External behavior is the result of how a person uses their representational systems. 
¶ If one human can do something then, potentially, anyone can. 
¶ Conscious mind capacity is very limited ï supposedly to around 5-9 chunks of information. 

These 'working principles or presuppositions have been around since the early days of NLP and are a 
guide on how best to use NLP. They are pragmatic rather than idealistic or unrealistic and 
provideexcellent guidelines on how best to use NLP with other people. 

NLP is a very powerful technology the use of which, if not backed by these guidelines, can quite easily be 
used to the detriment of others. This is why; in our NLP Practitioner Certification Program we explore 
what each principle means in terms of behavior and attitude. And why they form a key element in our 
assessment for certification as a Practitioner of NLP. 

We believe that a true Certified Practitioner of NLP will have absorbed the key principles from the above 
list and that this will be demonstrated in their behavior at an 'unconscious competence' level - so that their 
behavior respects the self esteem, values and beliefs of other people. 



 

 

 

NLP & Representational Systems 
The term refers to how we use our five senses of smelling, tasting, hearing, seeing and feeling 
to represent our experience of events. 

Clues to a personôs inner activity 

NLP is renowned for the attention we give to how a person demonstrates their use of their five senses - 
their representational systems. This is because everything we experience is 'represented' internally in our 
nervous system. Without our being consciously aware of it our five senses are constantly receiving and 
processing information about the world about and within us. 

And, since the mind and body are part of an interactive system, anything that happens in one part of the 

system affects all parts of the system. We cannot, for example, have a thought without having a physical 

response to that thought.  

If I remember a feeling, or talk to myself about something or imagine a forthcoming event I will use my 

senses - or representational systems - and this will be apparent to a skilled NLP-er in my use of certain 

words or phrases, how I use my eyes, my voice tonality and even my breathing. 

So in NLP we recognise that people are continuously communicating information about what they are 

doing internally - their inner processing. And this information is available for those who have the ability to 

discern it ï who have taken the time to develop their sensory acuity and their ability to calibrate to, or 

recognize the personal significance of, our external behavior. 

The types of cue/clue 



These are the cues, clues, or signals that we can pay attention to in order to identify which of their 

representational systems a person is primarily using i.e. whether they are mainly remembering or making 

pictures, talking to themselves, remembering or making sounds, or attending to their feelings. 

The two main categories of cues which we pay attention to in NLP are predicates and eye accessing 

cues. 

The Predicates 

These are the 'give-away' words and phrases: the adverbs, verbs, and adjectives which a person uses 

and which indicate which of their representational systems they are more consciously aware of utilising at 

that moment. 

The NLP eye accessing cues 

These are the body-language clues as to how a person is thinking. The eye accessing cues are the 
directions in which they habitually look when they are thinking - or 'processing' information. 

Non-verbal accessing - other 

The eye movements patterns are the easiest accessing cues to observe. However you can also gain 

information about a person's processing from their voice rate and tempo and tone, breathing 

patterns, and gestures. 

(The skills to recognize these behavioral signals and to interpret them in terms of the person's individual 

style is a key part of the IMUNE NLP Practitioner Certification Program) 

 

Basic NLP Behavioral 
Modeling 

In a nutshell! 

Behavioral modeling in NLP or Neuro-Linguistic Programming is the study of how people get delightful 
and successful results in their lives - and how people get less-than welcome results, too. 

So, at its simplest, NLP Behavioral Modeling is the study of what accounts for the results that people 
achieve. In other words what are the thoughts, behaviours, skills, beliefs, values, and other attitudinal 
qualities that they use to do what they do. 

For example, NLP Behavioural Modelling can be used to discover the 'mechanics' of thinking, feeling and 
behaving the an excellent golf player or a mediocre accountant utilise to produce theirperformance. 

Why do it? 
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In very simple modeling you can learn from/about someone else by asking lots of questions and by very 
carefully listening to and observing their replies. In doing so you are likely to make some useful 
discoveries - such as that they prepare themselves in a particular manner or that they have a certain way 
of recovering from setbacks. 

You may be able to incorporate some of their methods into your own behavioral repertoire or even find 
their interest in their subject so contagious that you also want to take up the activity. 

The other person, too, can benefit from your modeling. Many people take their skills for granted. When 
you ask detailed questions about a person's strategy for doing something they may come to recognize 
just how skilful they are. And with more advanced behavioral modeling such as we do in the NLP 
Practitioner Certification Program, the quality of your questions can alert the other person to how they can 
improve their own strategy. 

You can assist them in improving. As you obtain details of their strategy you may discover areas for 
improvement and alert them to these. 

You can help others learn. By learning modeling with precision and skill you can pass on the behavior, or 
part of it, to others. 

You will understand them better. In modeling a person's behavior you temporarily enter their Model of the 
World. Doing this increases your understanding of them. This is especially so when you model a person's 
way of having feelings. 

Through self modeling you discover more about your own feelings, thoughts and behaviors. This is a 
particularly important application of behavioral modeling. For example you can discover the Anchors to 
which you 'automatically' respond, the way you use your five senses, how you use your self talk, how you 
use your body - and how doing each of these contributes towards the feelings you experience. 

How to model behavior 

At its simplest: 

1. Become interested and curious. 
2. Create rapport 
3. Ask questions. 
4. Listen and check your understanding of what they describe 
5. Pay particular attention to their non-verbal communication  
6. Use their answers to form a mental image/feeling and make notes. 
7. Check your understanding periodically. 

For example 

If you wish to learn about someone's interest in taking their dog for a walk 

What exactly do they do? Get a precise description of the activity 

How do they do it? This provides more detail than the What? question. Do they use 
a dog leash? A long or short leash? Do they talk to the dog? Do 
they notice their surroundings? Do they walk fast or slowly? Do 
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they use a poop scoop? Etc. 

When do they do it? Morning and/or evening? Every day? 

Where do they do it? Local park? Country walks? 

Why do they do it? What motivates them to do it? What they get out of taking the 
dog for a walk? 

Model your own experience 

By developing an attitude of continuously modeling your own experience you can engage in the 
Kaizen concept of making continuous small improvements in how you go about things. 

 

Individual Models of the World 
In a nutshell: 

It is recognition that we each experience the world differently. 

People do not experience, or interact with, 'reality' for a number of reasons including: 

¶ It is physiologically impossible 
¶ Each person's senses are developed to different degrees and are used differently 
¶ In thinking a persons 'filters' the incoming data from the world creating a quite selective internal 

version of reality 

Yet most people assume that everyone experiences the world exactly as they do - and build a lot of 
expectations and assumptions on this fallacy. 

How to use this 

1. Simply ask friends and colleagues about their experience - and note how that differs from your 
own. 

2. Note the representational systems that people specialize in. Get to know someone who has more 
facility than you in a particular representational system and take the time to recognize how their 
descriptions of events differ from you own. 

3. Listen to how people describe a situation or an event and to the (Language Model) 
presuppositions or assumptions in their descriptions. 

Model of the World and the Language Model 

In the Practitioner Programme we examine one of the most effective tools available for understanding 

another person's model of the world - the NLP Meta Model. This part of the NLP Language Model is also 

valuable in assisting a person in developing a more useful and reality-based model of the world. 
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NLP in Selling or Networking 
Values, positioning & networking 

When you apply NLP in selling you will increase your customer satisfaction rating and your repeat 
business. The approach enables you to ensure that you match your products or services to your 
customer's precise needs......and ensure that your customer is aware of how carefully you are attending 
to their needs! By doing this you are positioning yourself differently in the mind of your customer. You're 
no longer just another 'rep' or even a salesperson. In their mind you become 'someone-to-be-consulted 
and a valuable resource rather than a nuisance-to-be-tolerated. 

Customers respect networkers  who respect them... 

...and the converse applies, too. Who do you prefer to buy from? The pushy salesperson who talks at you 
or the person who takes the time to discover your needs and then helps you find the best match for 
these? Not a difficult choice, is it? It takes a little longer to sell this way. And a little more care. And a 
greater respect for your customer. And quite a bit more skill. Yet it is not difficult to apply. The NLP in 
selling methods work equally well for retail sales as for international salespeople selling high-ticket 
products and services. Because customers don't like to be sold - they like to buy. And the key difference 
is in how you treat them... 

First they must buy you! 

Experienced sales people know that customers are unlikely to buy your product or service or idea if they 
don't like you. (Unless, of course, you are fortunate in being in a sellers' market.) First your customer 
must 'buy' you - only then will they consider 'buying' your product or service oridea. NLP in networking is 
so powerful that, even where you are at a price or a technical specificationsô disadvantage, you can often 
get the order if your relationship with your customer is right! 

'Relationship networking' 

When we 'model' or extract the key ingredients of successful selling strategies in order to apply NLP in 
selling we find there are two chunks to the process: The task: to ensure that the customer recognizes the 
value for them in your product or service or idea  - and buys. Most sales training courses and books on 
selling cater for this side of selling. The relationship: this is either ignored or given minimal attention by 
most books, gurus, and training courses. Which partly explains how tough a field selling has become - 
salespeople are inadequately equipped to deal with an increasingly sophisticated, better informed and 
more demanding customer base. So sales people have begun looking for ways of becoming more skilful 
at being 'customer friendly'! Instead of simply becoming more friendly with their customers! Yet so many 
sales people hate selling. They actually fear their customers. Because they see it as a numbers' game 
instead of a people game! When we model good sales people we find they actually like people. And 
people pick this up and, if the product and terms are right, they become customers! 

 

 

 



How to use NLP  
to Network the SCIO  

 

This is a short course on the business of NLP networking the SCIO to people. There are many factors we 

will be approaching in this document and a stencil of a network presentation is in this document. Read, 

learn, and think. If you think of negative objections write them down. Find ways of dealing with 

objections. Find ways of dealing with negativity. These devices are registered, safe, and effective, there 

is a forty years history of the development of this specific set of devices, and a hundred year history of 

the overall technique of biofeedback, energetic medicine, and thousands of years of natural medicine.  

 

Keep in mind you are networking an opportunity, a health care device that is proven to help people. The 

research shows it can increase the health or wellness of person by 5% in one hour. One of our best 

networkers from Germany told me that he has a simple group presentation. He says that he will take a 

volunteer from the audience and make him better. He gets a volunteer and asks for a problem such as a 

pain, itch, some problem, etc. Then he makes a measure of the low back flexibility, memory (how many 

numbers they can remember, frontwards or backwards), mental acuity, and asks the audience to 

ƻōǎŜǊǾŜ ǘƘŜ ǇŜǊǎƻƴΩǎ ƳƻƻŘΣ ŀǘǘƛǘǳŘŜΣ ŀƴŘ ŜƳƻǘƛƻƴŀƭ ǎǘŀǘŜΦ He then runs the device (demographics, 



Calibration, test, therapy, homotox, and one 3 min loop therapy). Then the person will rate the pain or 

problem. Seventy five percent of the time there is a reported improvement. 95% of the time there is 

improvement and thus there is sometimes a resistance in a person to report or recognize the 

improvement with his word driven conscious mind. Then he asks the audience to rate before and after. 

There is a 95% chance that someone in the audience will perceive a positive difference. And then he re-

measures the wellness criteria and there is a 95% chance that there is an improvement. A very very 

healthy person might find it hard to see or verbally feel the change, so be careful to pick a person that is 

not very healthy or not to pick someone on massive drugs that might mask improvement. The verbal 

mind is not able to discern small health improvements, but the body electric does. 

All of our studies and there have been hundreds show this phenomena. The sport study enclosed with 

this document validates this. A sport athlete is improved by 5% or more and this increases his 

performance. So it will not make a poor athlete a super athlete. It will make a poor athlete a mediocre 

athlete, a mediocre one a good athlete, a good one a very good one and a very good one a super 

ŀǘƘƭŜǘŜΦ Lǘ Ŏŀƴ ƛƳǇǊƻǾŜ ŀ ǎƛŎƪ ǇŀǘƛŜƴǘΩǎ ǿŜƭƭōŜƛƴƎΦ {ƻƳŜǘƛƳŜǎ ǿƘŜƴ ǎƻƳŜ ŜƭŜŎǘǊƛŎŀƭ ŀōŜǊǊŀǘƛƻƴ ǘƘŀǘ ƛǎ ƪŜȅ 

is fixed, a miracle cure happens. There are thousands of these miracles reported in the testimonial files, 

but this is a portion of the millions of client visits performed. Our seminars are flooded with these 

ǎǘƻǊƛŜǎΦ ²Ŝ ǎƘƻǳƭŘ ŜȄǇŜŎǘ ƳƛǊŀŎƭŜǎΦ .ǳǘ ƭŜǘΩǎ ƴƻǘ ƎǳŀǊŀƴǘŜŜ ǘƘŜƳΦ ¢ƘŜǎŜ ǎǘƻǊƛŜǎ Ƴǳǎǘ ōŜ ŎŀǳǘƛƻƴŜŘ ǘƘŀǘ 

this is not the norm. The devices make most everybody better 95%. The five percent with little results 

are most usually the ones with high SOC scores or lifestyle complications and mostly the ones on 

steroids, nicotine, pain medications or other synthetic drugs. What we can guarantee is that the devices 

are safe, and effective at improving health, reducing stress, reeducation of the muscles, and thus 

increasing wellness when used correctly with the SOC index. (Suppression and Obstruction to Cure)  

bƻǿ ƭŜǘΩǎ ŦƻŎǳǎ ƻƴ ǘƘŜ ǎŀƭŜ ŀƴŘ Ƙƻǿ ǘƻ ŀǎǎƛǎǘ ǘƘŜ ǇǳǊŎƘŀǎŜǊΦ ¢here is incredible diversity of people and 

people have learned or are born with variation of mental skills. Some people like chocolate in fact most 

ŘƻΣ ǎƻƳŜ ŘƻƴΩǘΦ {ƻƳŜ ƭƛƪŜ ǎƘƻŜǎΣ ǎƻƳŜ ŦƻŎǳǎ ƻƴ ǎǇƻǊǘǎΣ ƻǘƘŜǊǎ ŦƻŎǳǎ ƻƴ ǎƻŎƛŀƭ ƛǎǎǳŜǎΣ ƻǊ ŜǾŜƴ ǇǊƛǾŀǘŜ 

social issues. There is an incredible variation of mental preferences that make up the next person you 

are about to meet. The better networkers is the one who can interact and gracefully with the person to 

develop a respect and rapport. In other words start a friendship and a level of trust. To become a good 

network person is to develop a skill of graceful interaction and communication. 

Listen to the emotional side of your prospect or client: 
Emotions are tied into almost everything we do even if we don't realize it. Your client may mention off-
hand that they are really stressed-out about a particular project they are working on (even if it doesn't 
relate to what you're networking them). Make a note of this and see if there is anything you can do to 
assist them. You may have another client who had a similar dilemma and found a good solution. Make 
those connections and help where ever you can. You'll be rewarded with loyalty from all of your clients.  
 

As we are assisting a decision we need to first qualify the decision. This is many fold but first try to 

assess if the medical device with all of its training, rules, regulations, and complexities is the target or 

the simple but less effective over the counter device OTC. The ideal medical device purchaser has some 

nurse background, health care, or alternative health care background. Next try to assay if the finances 



are good enough to get a lease or if there is a time bomb waiting. Last who are the deciders. If the 

husband needs the wife to decide then it is best to do your number one demo or push with both in 

attendance. It is not inappropriate to ask who will make the decision. In fact do not be afraid of asking 

questions, you want to assist them and you need some information to help them. Now that you got the 

ŘŜŎƛŘŜǊǎ ǘƻƎŜǘƘŜǊ ƭŜǘΩǎ ǇǊƻŎŜŜŘ ǘƻ ǘƘŜ ŘŜƳƻΦ 

You want to get some insight into the decision process of the deciding team. There are several tips that I 

can give you based on my training in NLP (Neuro-Lingusitic-Programing, I was in the first NLP class given 

and worked with Bandler and Grinder see NLP video).  

If you ask the prospective purchaser about the last car they bought or other large purchase, you can get 

insight on how to sell to them and assist the purchase. The decision process has some interesting 

personal differences and finding out how they think is helpful to you. 

Let me ask you such questions and give you some responses to see how to do this 

demo properly. 

When you bought your last car how did you decide what car to buy?  

1. I saw this car and wanted it. 50% of the people use their vision to decide. They need to 

see things like reports, certificates, studies, books, posters, power point presentations, 

ǾƛŘŜƻǎ ŜǘŎΦ ǘƘŜȅ ǿƻƴΩǘ ǊŜŀŘ ǘƘŜ ǊŜǇƻǊǘǎ but they need to see them, all of these things you 

need to have for them to see. 

2. I read about the car in a magazine. Only 5% of the people are readers. They will read the 

articles, the studies, the internet. If there are bad reports on the internet and there are, 

then approach the subject of the real purpose and real problem in the internet. These 

problems are of no real substance and are unsubstantiated rumors by competitors and 

or the synthetic drug companies. More on this later.  

3. I heard about the car from a friend. 15% of people use the hearing channel to make a 

decision. They want to hear stories, hear testimonials, etc. a tape of testimonials or a 

recording in your power point presentation will do.  

4. I drove the car and I liked it. 25 to 30 percent of the people are doers. Hey need to do 

something to decide. Let them touch the keyboard, help them to do a patient, let them 

see how easy it is, give them a demo not just as a patient or client but behind the 

keyboard as a user.  

Some people are mixers and use multiple channels and sometimes a wife uses a different channel than 

the husband. So the best thing is to be prepared for all alternatives. The old Chinese proverb is to hear is 

to wonder, to see to believe, to do is to know. Do not over mix or overload the decision process. It is 

very delicate they are looking to find a way to not spend money. This is called network resistance, after 

ŀ ǎŀƭŜ ƛǘ ƛǎ ŎŀƭƭŜŘ ōǳȅŜǊǎΩ ǊŜƳƻǊǎŜΦ bŜƎŀǘƛǾƛǘȅ ŀƴŘ ǇǳǎƘȅ ǘŜŎƘƴiques are bad. Meet them with a smile and 

be prepared for the excuses and negative responses. 



How many times did you have to see, hear, do before you decided? 

1. One time 10% are one timers they are easy network 

2. Two times 20% are two timers (bad pun but true) 

3. Three times 60% are three timers. After three bits of evidence in the right channel they decide. 

So have three bits of each channel and say the important lines, show the important studies, let 

them do it three times in every visit. Be subtle not repetitive, be rephrase and have a good 

portfolio. Even if you are a one timer, be prepared for most people with three of everything. 

4. Never 10 % are never satisfied, these are difficult but still they drive cars, marry and buy things 

and grumble about them. They can be sold. Maybe it will take multiple visits.  

How did you do in Math in school? Or What was your favorite subject in school? 

People who do poorly in math become math phobic. They can freeze when shown numbers. This is the 

major difference between medical doctors and alternative practitioners. The student who did good or 

even moderately good in math will have a greater ability to pass the chemistry and physics needed to 

get into a medical school. The other math phobic alternative practitioner is afraid of math. The medical 

math friendly doctor will want to see science, statistics, and numbers to make a decision. There is a 

massive amount of science and research on the SCIO and it partner the SCIO home use. The math phobic 

alternative will not want to see numbers they will freeze him. They make their mind up using stories. 

Stories of how well it worked more emotion, more imagery. They want to see the testimonials, hear the 

ǎǘƻǊƛŜǎΦ aŀǘƘ ŦǊƛŜƴŘƭȅ ǇŜƻǇƭŜ ƘŀǾŜ ŀ ƎǊŜŀǘŜǊ ǎǳŎŎŜǎǎ ƛƴ ǎƻƭǾƛƴƎ ƭƛŦŜΩǎ ǇǊƻōƭŜƳǎΦ ¢ƘŜ ƻǘher has more 

emotion often better relationships.  

The subject they are best at gives you insight into their mind set. Math and science people solve 

problems, and see the world as a problem to be solved. English students are communicators, and 

communicate sometimes to excess. History students see the errors of the past, but sometimes are due 

to repeat them. Physical Education people are into the physical and sometimes too into the physical if 

you know what I mean. Geography students love to travel, but sometimes do so to excess in their minds. 

Art and literature students are creators who most often disdain math and science, but can over depend 

on their emotions. Some are mixers who see things in multiple ways for multiple reasons. 

So be aware of this because too many numbers will freeze a math phobic. Too much emotion can freeze 

a stats freak. Having an insight into how they make decisions is very helpful. 

 

How is the car your driving now compare to the car you were driving before 

compare ? How would compare what you are doing now as to a year ago? Any 

question to compare  

1. The same 20% of the people are samers. They like the same. They are very conservative. They do 

not like new untested items. 



2. Same but different, getting better, improving 60% are in this category they like things to improve 

and to grow. They like the old but see advances as a positive process 

3. Different 20% like only the new. The newer the better. They change jobs, spouses, homes, 

opinions, devices, etc. They like the razors edge of technology. 

So a wise company like Tide has new and improved Tide in the same old box. They cater to all in that 

simple statement. Energetic medicine is over 100 years old. The SCIO technology has been used for over 

two decades, twenty years. It has been researched for over forty years, four decades, and it is constantly 

being updated to make it the razors edge of medical technology for modern medicine. This technology is 

ƻǾŜǊ ŦƻǊǘȅ ȅŜŀǊǎ ƻƭŘ ŀƴŘ ƴŜǿ ŀƴŘ ƛƳǇǊƻǾŜŘΦ 5ƻƴΩǘ ƻǾŜǊ ŎƻƴŎŜƴǘǊŀǘŜ ƻƴ ǘƘŜ ƴŜǿ ǿƛǘƘ ŀ ǎŀƳŜǊΣ ƻǊ ƻǾŜǊ do 

the longevity with a different decision maker. Sense the decision process and go with the flow. 

How do you feel about government authority? 

1. Blind belief 9% are excessive conservative and believe that the governmental authority must be 

blindly followed. These are the ultra conservatives. They worship the medical doctors no matter 

what, and when the doctor says shit they jump into the corner and squat, they are not the target 

audience. 9ǾŜƴ ƛŦ ǘƘŜ ŘƻŎǘƻǊ ƪƛƭƭǎ ǘƘŜƛǊ ǿƘƻƭŜ ŦŀƳƛƭȅ ƛǘΩǎ ƻƪ ƘŜΩǎ ŀ ǊŜƎƛǎǘŜǊŜŘ doctor. They still can 

be sold but be at the top of your game. 

2. Authority is needed but can be sometimes wrong , so we need to watch them 68% of the people 

know that authority and rules are necessary but sometimes there can be abuse of power, 

corruption, or simple flawed judgment. 

3. Authority most is always wrong 23% of the people are excessively liberal and thus always disdain 

rules, and authority  

Many people will argue on everything, such as father with son when actually they have this base 

difference in belief on authority. The SCIO system has obeyed every law. The developer has been 

misunderstood and wrongfully persecuted by corrupt FDA officials who have planted lies in the Seattle 

Times. Lies that have snowballed around the world. A personal attack on the developer for his scientific 

proof that synthetic chemical are incompatible with the human body. The developer awaits his chance 

to vindicate himself in front of more level headed officials. The developer is not the SCIO, and he has a 

right to his own personal life. And just because he chooses to stand up for his beliefs, it is not an effect 

on the SCIO. Less than 10% of the people will dislike a person who stands up against authority. These 

blindly obedient excessive conservatives will hate anyone who is a rebel such as the developer. Most 

ǇŜƻǇƭŜ ǿƻƴΩǘ ŎŀǊŜΣ ŀƴŘ ǎƻƳŜ ǿƛƭƭ ŜǾŜƴ ƭƛƪŜ ƛǘΦ {ƻƳŜ ǿƛƭƭ ƭƛƪŜ ƛǘ ŀ ƭƻǘΦ 5ƻƴΩǘ ƭŜǘ ŀ ŦŜǿ ǳƭǘǊŀ ŎƻƴǎŜǊǾŀǘƛǾŜǎ 

affect your decision process.  

Where is the focus of your attention? 

1. Inward, I think only of just my own needs 10% of the people think only for themselves some think 

that this percentage is growing.  

2. Inwards sometimes, outwards at other times 80% of the people fluctuate from outward to 

inward and the percentage of time at such can vary 



3. Always outwards, I always think about the needs of those around me 10% think of others and 

not for themselves. This is the Mother Teresa complex 

People with the urge to help others will want the SCIO and want to take the time to learn it. Those that 

only want to help themselves are better off with the SCIO homeuse. 

Is the Glass Half Empty or Half Full ? 

Then the age old question, Is the Glass Half Empty or Half Full? 50% of the people have too little 

serotonin and tend to be depressed and see life with cynicism. 50% have excess serotonin and go 

through life and see the possibilities with a more positive mind. This changes from time to time but 

there is a trend through life for most persons. When you see their mind set you can tailor your 

presentation to be more appropriate to their personality and assist them better.  

So with these facts in mind we can see the decision process of the client and how to assist him in making 

the decision. So there is a great variety of ways people can see things around them. These little 

questions and insights are very helpful in establishing a good friendly relationship to assist the client in 

making a good decision. Now you have learned how to read others and most probably yourself better. 

This guides your presentation so as to be more focused and precise to the needs of the client. Now you 

are ready to culminate your presentation. A copy of the sample presentation is a couple of pages away 

ōǳǘ ƴƻǿ ƭŜǘΩǎ ǎƪƛǇ ǘƻ ǘƘŜ ŎƭƻǎŜΦ  

CLOSING 

bƻǿ ȅƻǳΩǊŜ ƎŜǘǘƛƴƎ ǊŜŀŘȅ ǘƻ ŎƭƻǎŜ ǘƘŜ ǎŀƭŜΦ !ǎ you approach the end of your presentation, start getting 

ǘƘŜ ŎƭƛŜƴǘ ƛƴǘƻ ŀ ȅŜǎ ƳƻŘŜΦ .ȅ ǎǘŀǊǘƛƴƎ ǿƛǘƘ ǎƛƳǇƭŜ ǉǳŜǎǘƛƻƴǎ ǘƘŀǘ ǊŜǉǳƛǊŜ ŀ ȅŜǎ ŀƴǎǿŜǊΦ άŘƻ ȅƻǳ ǎŜŜ ǘƘŀǘ 

ǎǘǊŜǎǎ ǊŜŘǳŎǘƛƻƴ ƛǎ ƘŜƭǇŦǳƭ ΚέΦ ά/ŀƴ ȅƻǳ ǳƴŘŜǊǎǘŀƴŘ ǘƘŀǘ ǘƘŜǊŜ ƛǎ ŀ ōƻŘȅ ŜƭŜŎǘǊƛŎΚέ άŘƻ ȅƻǳ ǳnderstand 

ǘƘŜ ōŜƴŜŦƛǘǎ ƻŦ ǘƘŜ {/Lh ƻǊ {/Lh ƘƻƳŜ ǳǎŜΚέΦέƛǎ ǘƘŜ ǎƪȅ ōƭǳŜΚέ Lǘ ƛǎ ǎǳǊǇǊƛǎƛƴƎ Ƙƻǿ ǎƻƳŜ ǿƛƭƭ ǿŀƴǘ ǘƻ 

resist the close and find it hard to even answer a simple yes. That means they are not ready yet.  

There is a time in the presentation (about 45 min) where the client mentally fatigues. It is best to stop 

and ask if there is serious possibility of a sale before proceeding. It is best to stop every now and then 

and simply ask are you interested. How do you feel? Shall we continue the discussion? You have to 

judge if you are having fun or can see a possible sale. Is it worth your time. Most people need at least 

about two hours to decide on a large purchase. Some more and maybe two or three visits.  

Now when you sense that the rapport is established, ǘƘŜ άȅŜǎέ ƳƛƴŘǎŜǘ ƛǎ ŜǎǘŀōƭƛǎƘŜŘΣ ǘƘŜ ǇǊŜǎŜƴǘŀǘƛƻƴ 

is approaching the end, you have presented the decision assisting material, the decision team needs 

help in making the right decision. Ready for the close. 

¢ƘŜ ōŜǎǘ ǎƛƳǇƭŜ ŎƭƻǎŜ ƛǎ ǘƘŜ ǉǳŜǎǘƛƻƴ άŘƻ ȅƻǳ ǿŀƴǘ ƛǘ ŘŜƭƛǾŜǊŜŘ ǘƘƛǎ ƳƻƴǘƘ ƻǊ ƴŜȄǘΚέ ŀ ǎƛƳǇƭŜ ǘǿƻ ŎƘƻƛŎŜ 

with no not being one of the answers.  

Close with two choices: Rather than ask, "How does this sound?" give your prospect two choices. For 

ŜȄŀƳǇƭŜΣ άŘƻ ȅƻǳ ǿŀƴǘ ǘƘŜ {/Lh ƻǊ ǘƘŜ SCIO home use, ask if they want both. When they state their 



choice, write the order. "Your prospect is not likely to stop you,", "because mentally they realize they've 

committed to a choice and they said yes without saying yes. 

Help your prospect see the bottom line: 
If you know your product can help clients save money, or increase profitability, then make sure they 
understand that. Your product may have an edge in that it includes features that save time. Time is 
money as the saying goes, and if you can save time you and promote health care you can often sell the 
SCIO. The SCIO is an asset both for business and personal health, not a liability. 
 
Probe deeper. If a prospect tells you, "We're looking for cost-savings and efficiency," will you 

immediately tell him how the SCIO meets his need for cost-savings and efficiency? But a really smart 

network person won't, he or she will ask more questions and probe deeper: "I understand why that is 

important. Can you give me a specific example?", "Ask for more information so you can better position 

your product and show you understand the client's needs." As he explains his case sense his channels of 

thought and his way of seeing the world. The client will reveal his thoughts and you can better assist 

him.  

LŦ ȅƻǳ ƘŀǾŜ ǘƘŜ ƻǊŘŜǊΣ ǘƘŜƴ ŘƻƴΩǘ ǊǳǎƘ ǘƘŜ ǇŀǇŜǊǿƻǊƪΦ ¢ŀƪŜ ȅƻǳǊ ǘƛƳŜ ƘŀǾŜ ŀ ŘǊƛƴƪ ƻǊ ŀ ŎǳǇ ƻŦ ŎƻŦŦŜŜ ƻǊ 

make some gesture of celebration over the wise decision. A toast to the future with soda water or 

whatever, is a good start. A networker I know always had a small bottle of champagne in his brief case. 

Congratulate them into joining the new and improving world of health care. Then set into service mode 

and start the paperwork.  

But if there is resistance, here are some tips. 

Network Resistance 

aƻǎǘ ƻŦǘŜƴ ǘƘŜ άLΩŘ ōǳȅ ƛŦ ƻƴƭȅ ȅƻǳ ǿƻǳƭŘ ψψψψψέΣ ƛǎ Ƨǳǎǘ ŀ ǿŀȅ ƻŦ ǘƘŜ ŎƭƛŜƴǘ ǎŀȅƛƴƎ L ŘƻƴΩǘ ǊŜŀƭƭȅ ƘŀǾŜ ǘƘŜ 

ƳƻƴŜȅΦ Lƴ ƻǘƘŜǊ ǿƻǊŘǎΣ ƛǘ ƛǎ ƴŜǘǿƻǊƪ ǊŜǎƛǎǘŀƴŎŜΦ ¢ƘŜȅ ŘƻƴΩǘ ǿŀƴǘ ȅƻǳ ǘƻ ƪƴƻǿ ǘƘŀǘ ǘƘŜȅ ŘƻƴΩǘ ƘŀǾŜ ǘƘŜ 

money so they find some little thing to put oŦŦ ǘƘŜ ŘŜŎƛǎƛƻƴΦ 5ƻƴΩǘ ŎƘŀǎŜ ȅƻǳǊ ǘŀƭŜΦ 5ƻƴΩǘ ŦƻŎǳǎ ƻƴ ǘƘŜ 

could be, but focus on what is. When the client tries to pass on an assignment to you, it gets him off the 

hook of buying. If you are prepared with your materials and if you have anticipated his resistances, you 

Ŏŀƴ ōŜǎǘ ǇǊƻƳǇǘ ŀ ŘŜŎƛǎƛƻƴ ƴƻǿΦ 5ƻƴΩǘ Ǝƻ ŀǿŀȅ ǿƛǘƘ ŀ ǇǊƻƳƛǎŜ ǘƻ ōǳȅ ƛŦ ȅƻǳ ǇŜǊŦƻǊƳΣ ƛǘ ǊŀǊŜƭȅ ǿƻǊƪǎ 

out. If there is a meaningful real question that needs time to answer, resources can be found.  

The best way to deal with this network resistance is to openly and calmly with care in your voice, ask if 

there is a financial problem that really prompts or is behind the resistance remark. A violent reaction is 

just most often a confirmation that the comment is just network resistance based on an inability to pay. 

This will only break a deal that was not going to be made anyway. After presenting the details of the 

reality of the device, if they do not want to buy, respect them. Have some motivation for buying now, 

and a possible trick or two, but respect their choice.  

Offer a first-time incentive. Offer your prospect something significant, so if they do like your product or 

service, they'll be inclined to make a decision now, rather than wait a few days or put off the decision 



indefinitely. First-time incentives might include: "10 percent off with your purchase today" or "With 

today's purchase, you'll receive ___ free hours of consultation." 

You can question the choice to not buy, but always respect it. Most of the decision to buy devices come 

days after the decision to not buy was rendered. Time clears away false resistance. Many network come 

months and years after. If all else fails at the first meeting ask if they someone who might need the 

health care and moneymaking opportunity. Sometimes this is the best source of leads. So there is no 

waste of time.  

Focus on why they should buy - not their objections: 
The idea here is that while you are building up the benefits associated with using your product, they will 
be minimizing their resistance to it. By focusing on what you know the prospect likes, you are building 
up the importance of the positive and reducing the importance of the negatives.  
 

Answer objections with "feel, felt, found." Don't argue when a prospect says, "I'm not interested", "I 

just bought one," or "I don't have time right now." Simply say, "I understand how you feel. Lots of 

customers fell the same way. But when they found out how much money can be made and the benefits 

ƻŦ ǊŜŘǳŎŜŘ ǎǘǊŜǎǎ ƘŜŀƭǘƘ ŎŀǊŜ ōȅ ǳǎƛƴƎ ǘƘŜ {/LhΣ ǘƘŜȅ ǿŜǊŜ ŀƳŀȊŜŘΦέ ¢ƘŜ {/Lh ƛǎ ǘǊǳƭȅ ŀƳŀȊƛƴƎ.  

Negativity or distrust can freeze a buyer. Try to keep positive and gently neutralize any negativity by 

softly guiding it back to positivity. People do not buy from information. Information helps but it is not 

essential for the salesman to know everything. The best ski salesman does not have to know how to ski. 

People buy from confidence, trust, need and because they like the networkers. Cultivate good 

communication and learn about their decision process to assist them. The need for health care or to find 

a job in health care is dramatic. Help them to decide what is right for them.  

If you have qualified a lead before the demo, have the decision team present, have the time and 

confidence to interact with them and establish a good rapport, be prepared to address their decision 

making process without overloading them, earn their trust, and deal with the network resistance, then 

the SCIO will promote itself.  

 A list of the required network tools is in the appendix.  



 

Additional tips  

 

¶ Focus on your prospect or client's perceived needs and channels of interpretation:  
You may be tempted to sell your client your top-of-the-line SCIO when they really only need the SCIO home use. By 
networking them more than they need, you may be cutting off future relations with them. Once they realize (and they 
will eventually) that they don't need most of what you sold them, they'll feel bitter and resentful toward you for wasting 
their money and not looking out for their best interest. They'll see you as a "salesperson" and not as a resource.  

¶ Use language that focuses on your prospect or client sense their channels of decision 

making: 
Simply changing the way you speak may also make a difference in how you are received by your prospect. Using 
"you" and "yours," or "you'll find..." rather than "I think" or "Let me tell you about," brings your message a little 
closer to home and may grab their attention more quickly.  

¶ Find out your prospect's priorities: 
You can save yourself a lot of wasted time and effort by simply knowing how important the SCIO is to a family and its 
benefits. If you've listened to them and determined the need, but still aren't getting anywhere, find out if there are 
other elements of their business that are taking priority and pushing your sale aside. If you know they have to 
implement a program before they can spend time considering (or funds purchasing) your product then you can 
schedule a call back at a later date that may stand a better chance of getting some attention. To do this you have to 
ask the questions because the information is not always volunteered. (Again, the key is focusing on the needs of your 
prospect, and having an open relationship already in place.)  

¶ Know your prospect and sense their channels of decision making: 
Find out as much as you possibly can about your prospect before your appointment. This will not only help you 
anticipate their needs ahead of time, but will also show them you've done your homework and have an interest in 
their business other than just networking your product. When talking with them, let them do most of the talking. 
People usually love talking about their businesses and its successes. For example, you might bring up the fact that 
you saw they won an award at a regional meeting then let them proceed to fill you in on the details. You might also 



compliment them on the efficiency of their production system or the quality of their products. This will also open the 
door to more conversation and the opportunity to learn more about their needs and how your product will fit those 
needs.  

¶ Sell the benefits - not the product: 
You've heard this one before, but it is worth repeating. In most cases, you're not networking your product, you're 
networking the benefits the product will produce. In other words, you're not networking a SCIO, you're networking the 
ability to reduce stress and reeducate muscles for health and happiness. You're networking the ability to have a more 
flexible work schedule. You're networking peace of mind for your family. You're networking wellness. Get to the 
emotional or financial benefits and you're on to something!  

¶ Never rush the sale or the customer, the SCIO will sell itself: 
Remember the section about building a relationship with your customers? This is a very important step. It can help 
give the prospect the right perception of you and your company. Rushing them instead of letting them come to their 
own decision to buy can create hostilities that can't be overturned. It can make the difference between getting the 
sale and creating a loyal customer, and having to start over with another prospect. In the competitive climate of many 
markets, you definitely don't want to risk losing a qualified prospect who you know needs your product.  

¶ Know the SCIO and the SCIO home use, as well as the market - be a RESOURCE, but people 
buy because of confidence and because they like you not because of what you know:  
In order to be seen as a valuable resource for your clients, you have to demonstrate that you not only know and 
understand your products and the market, but can assist them in making good decisions and provide them with tools 
to improve their business. If you don't have these skills and knowledge, get them. You'll be rewarded over and over 
by loyal clients who trust your opinions and advice, and buy from you frequently. If there are important questions try 
to be as prepared as you can but know how to get an answer to any question through your own resources. 

¶ Follow through with promises: 
If you do nothing else, do this. Always follow through with what you say you are going to do. If you say you'll send a 
quote by Friday - DO IT! If you say you'll check with someone else in your company about an issue that's come up - 
DO IT! Don't forget. Use the technology available to you (even if it's a sticky note on your dash board!) and make sure 
you follow through with your promises. There is no surer way to lose the faith of a prospect (or existing client) than to 
forget to do something you tell them you will do. If something comes up that forces you to have to delay, call them 
and give them a heads up. They may have a meeting arranged to present the information you're supplying them with, 
and if they don't have it you'll both look bad.  

¶ Focus on your client's success:  
Not to beat a dead horse, but there is tremendous value in being a resource for your client. If you can help them to 
succeed then they are more likely to help you succeed. Be a coach for your clients (at least in your areas of 
expertise). You have the unique perspective of seeing how many different businesses operate. Gather this 
knowledge and share it with your clients or prospects. Make sure they understand that you want to see them 
succeed, not just sell your products.  

¶ Use explanations rather than excuses:  
If you do have to explain to a customer why there is a problem with their order, their repair, their service, etc. Explain 
why the problem is there in the first place, rather than using an excuse. For example, if you provide health care 
services and you're having difficulty meeting the scheduling needs of the customer, you might it explain it like this, 
"With this being a particularly bad allergy season we have had more emergency calls due to asthma (or whatever the 
case may be) and these patients can't wait for a scheduled appointment. Our staff is behind schedule, but we are 
addressing the problem now by bringing in temporary help for these critical need times. So we should be able to 
schedule your service on 'x' date." Understanding the problem may help alleviate some of their frustration. Verbalizing 
the cause may also keep you more aware of the potential problems so you can be more prepared the next time 
around.  



 
1. Sell benefits, not features. The biggest mistake entrepreneurs make is in focusing on what their 

product or service is. Rather, it's what it does that's important. "A health-food product contains 

nutrients that are good for the body. That's what it is. What the product does is make the customer 

thinner, more energetic, and able to accomplish more with less sleep," he explains. "Always concentrate 

on how your product will benefit your customer." 

2. Differentiate the SCIO from the other counterfeit copies. Why should a customer buy from you and 

not from your competitor? As we have said come up with at least three features that will give a 

customer reason to buy from you. "People don't like to go out of their comfort zone to try something 

new. So, give them three good reasons to try the SCIO". "The SCIO works better, is more effective, and 

has a higher-quality level of research and technology." 

3. Get face to face. Spending huge sums of money on print-media advertising or direct mail is one of the 

least effective ways for first-time entrepreneurs to build up their business. There is no shortcut to the 

personal approach. Get one-on-one with your customer--if not in person, at least by phone. 

4. Focus on the second sale, Network. Nearly 85 percent of all network are produced by word of mouth. 

"They're the result of someone telling a friend or associate to buy a product or service because the 

customer was satisfied,", Therefore, concentrate on developing future and referral business with each 

customer. "Everything you do must be aimed at the second sale. Ask yourself: Will this be such a 

satisfactory experience that my customer will buy from me again or tell his friends?" 

5. Build rapport. Before discussing business, build rapport with your prospect. To build rapport, do some 

homework. Find out if you have a colleague in common. Has the prospect's company been in the news 



lately? Is he interested in sports? "Get a little insight into the company and the individual so you can 

make the rapport genuine,". 

6. Ask a broad range of questions at first and slowly get more focused till the last close question. At 

first ask questions that require more than a "yes" or "no" response, and that deal with more than just 

costs, price, procedures and the technical aspects of the prospect's business. Most importantly, ask 

questions that will reveal the prospect's motivation to purchase, his problems and needs, and his 

decision-making processes. "Don't be afraid to ask a client why he or she feels a certain way," As the 

presentation comes to a close get them into the yes mode with yes or no questions. Develop positivity.  

7. Learn to listen. Network people who do all the talking during a presentation not only bore the 

prospect, but also generally lose the sale. You should be listening at least 50 percent of the time. You 

can improve your listening skills by taking notes, observing your prospect's body language, not jumping 

to conclusions, and concentrating on what your prospect is saying. 

8. Follow up. Write thank-you notes, call the customer after the sale to make sure he or she is satisfied, 

and maintain a schedule of future communications. "You have to be in front of that client and always 

show attention and responsiveness,", "Follow-up is critical 

9. Offer a 100-percent guarantee. Let your customers know their satisfaction is guaranteed. "A good 

return policy minimizes customer objections and shows that you believe in your product or service,". 

Product guarantees should be unconditional and should not include hidden clauses, like "guaranteed for 

only 30 days." You can use a guarantee even if you're networking a service: "Satisfaction guaranteed. 

You'll be thrilled with our service or we'll redo it at our expense." 

10. Target your material toward a specific audience. These days, it's not possible to understand and 

meet the needs of every potential customer. Show you are a specialist,. "You have a networking 

advantage and come across as believable when your network materials are tightly targeted to specific 

audiences," he explains. "Say you offer 'accounting services for advertising agencies,' not just 

'accounting services.' " 5ƻƴΩǘ ƎƛǾŜ ŀ ŎƭƛŜƴǘ ŀƭƭ ƻŦ ȅƻǳǊ ǊŜǎŜŀǊŎƘ ŀƴŘ ǎǳǇǇƻǊǘ ŘƻŎǳƳŜƴǘǎ. It is massive and 

will overload them. Let them see the vast range of research and support documents, but only give them 

the key ones they need. Let them access the information themselves 

11. Use testimonials. People might not believe the SCIO can do what you say it will. You can overcome 

this disbelief by having a past or present customer praise you and your company. Testimonials are 

usually written in the customer's own words, are surrounded by quotation marks, and are attributed to 

the individual.  

12. Use questions in your promotional literature. A great way to engage your prospect is to pose 

questions in the headlines of your network literature. "The SCIO was integral in helping the Chinese 

Olympic team win an additional 30+ medals. Do you know how?" Or, "Why haven't health care people 

been told the facts of the body electric?" questions intrigue the mind to know more. It causes a need to 

know and draws people in. 

13. Turn a negative into a positive. Lead from preparation, positivity, perseverance, precision, and 

patience. Turn negatives into positives.  



14. Ask for feedback. If you want to improve your network presentation or your relations with your 

customers, ask them what you need to do to maintain and increase their business. "Many customers 

have minor complaints but will never say anything. They just won't buy from you again,", "If you ask 

their opinion, they'll be glad to tell you, and to give you the chance to solve the problem." 

15. Grow as a networker. Remember you cannot do your 10 presentation first. Whatever you do you 

will do better. Many people freeze in life because they are not perfect. No one is at first. Relax. Do your 

best and learn. Some people live and learn some just live. Some people die waiting to live. Because they 

are afraid of failure and or embarrassment so they do not do. The only way to fail is never to try. This 

network presentation is not easy there is a lot to learn. People resist being read. The device has some 

ǘŜŎƘƴƛŎŀƭ ŀǊŜŀǎ ǘƘŀǘ ƴŜŜŘ ǘƻ ōŜ ƭŜŀǊƴŜŘΦ {ƻ ŘƻƴΩǘ ōŜ ŀŦǊŀƛŘ ǘƻ ƎǊƻǿΣ ōŜ ōƻƭŘ ŀƴŘ ǊŜƳŜƳōŜǊ ƴƻ ƻƴŜ ƛǎ 

perfect. No one sells everyone. And your best success is to grow and be a better person while helping 

others. 

 

 

 



Now the simple lesson on Legality of 

the SCIO. 
The first amendment gives the Americans freedom of speech. Today most of the world enjoys such 

freedom, but there are those that want to take it away. There is no federal law in America on the 

practice of medicine. Medicine is governed by the state. The FDA governs over manufacturers and 

manufacturers claims. It is against the law for a manufacturer to make a false claim. Network people 

getting commissions or pay from a manufacturer or the distributor are thus not allowed to make non-

provable claims. People and patients have the freedom to tell their stories or testimonials, but not if it is 

in a marketing mode. Private Citizens and educational institutions are free to express themselves by the 

first amendment, but not if they are paid as part of any sale.  

The SCIO / EPFX device in America is registered to measure volts, amps, skin resistance, oscillations 

and virtual or mathematical calculations of the data. It is registered to be able to input a voltammetric 

signature and measure the reaction. This is designed for use as biofeedback for stress reduction and 

for muscular reeducation. Sport people use muscles and thus the device can be used for sport 

therapy. It can be used on people with stress.  

! C5! ƻŦŦƛŎƛŀƭ ǘƻƭŘ ǳǎ άŜǾŜǊȅƻƴŜ ƪƴƻǿǎ ǘƘŀǘ ǊŜŘǳŎƛƴƎ ǎǘǊŜǎǎ ƛǎ ƘŜƭǇŦǳƭ ŦƻǊ ŀƴȅ ŘƛǎŜŀǎŜΣ ōǳǘ ȅƻǳΩǊŜ ƎƻƛƴƎ ǘƻ 

ƘŀǾŜ ŀ ƘŀǊŘ ǘƛƳŜ ŎƻƴǾƛƴŎƛƴƎ ǘƘŜ C5! ƻŦ ǘƘŀǘέΦ Lƴ ƻǘƘŜǊ ǿƻǊŘǎ ǘƘŜǊŜ ŀǊŜ ǊŜŀƭƭȅ ǎǘǳǇƛŘ ǇŜƻǇƭŜ ǿƻǊƪƛƴƎ ŦƻǊ 

the FDA as small minded petty bureaucrats. But when you manufacture in America the FDA has to make 

a real case not just petty miniscule claims. Now the SCIO is manufactured in America under new 

management, ownership, and the new 7-7 2009 or later is the only legal software for use. Older versions 

are not legal for use. Small changes have been made. The 7-7 is Vistas compatible, tailored for the 

American market, and has much less errors or glitches.  

The States as we said rule over the practice of medicine. This is diagnosing a disease and treating it. 

Stress is on OTC (over the counter) diseases and can be treated by biofeedback therapists. Stress 

reduction biofeedback is unregulated. Thus as long as you are not diagnosing or treating any critical 

disease it is ok to treat any patient with stress. False claims cannot be used to promote financial gain in a 

clinic. But private citizens and providers of information have freedom of speech. A provider of 

information is usually a doctor or teacher who is paid to express their beliefs. They must be 

contractually bound to not tell lies or not to directly get paid commissions. They can be paid expenses 

and a small honorarium. Doctors teachers and private citizens can tell about off uses of a device. So a 

device registered for stress that a doctor has found useful for cancer, he is free to tell others of his 

success. The manufacturer will have to register the new use for them to promote it directly. But they 

could employ the doctor as a provider of information and he could disclaim the use and tell his story. 

In Europe and elsewhere the device has a more broad use, such as EEG, ECG, EMG,TENS, wound healing, 

TVEP, and others see the device description for Europe below. 



The SCIO is a universal electrophysiological biofeedback system that can safely measure 

over the skin (transcutaneous) electro-potential down to the micro-volt range. Virtual and 

mathematical calculations of the attained data can provide CNS (Central Nervous 

System) biofeedback data, so as to include simple EEG [electroencephalography], 3-pole 

ECG [simple stress electrocardiography], and global transcutaneous EMG 

[electromyography]. The system can measure the transcutaneopus skin resistance by 

application of a medical safe micro-current voltametric pulse, so as to measure GSR 

[galvanic skin response] and TVEP [transcutaneous voltammetric evoked potential]). The 

system is designed for the detection of stress and reduction of stress through CNS 

biofeedback data or stress lifestyle questionnaires. The stress and lifestyle 

questionnaires provide educational feedback through library referenced functions. 

Furthermore, the device can be used for the treatment of muscular re-education from 

injury, muscle weakness, sport muscular enhancement or various dystonia. The applied 

voltammetric pulse can be used to detect and affect through established modalities such 

as pain (TENS [transcutaneous electro nerval stimulation]), trauma/wound healing, 

charge stability imbalance, redox oxygen potential and electrophysiological reactivity of 

sarcodes, isodes, alersodes, nosodes, and imponderables. 

There is a massive amount of work needed to get registered and stay registered by the authorities. You 

need three registrations to be able to market. One for the company, one for the safety, and one for the 

medical claims and quality control of the manufacturer, all together there are three. The SCIO has been 

properly registered around the world.  

The major killers of people today are number one cigarettes, and number two synthetic drugs 

prescribed by the doctor. Both account for more than 500 million deaths a year. Is the FDA doing its 

job?, of course not . Vast millions of deaths are allowed by the FDA, who is supposed to protect people 

but ends up protecting profit. And when someone threatens the profit of the tobacco or drug companies 

they get attacked. The FDA has become a laughable group of petty small minded thugs who attack 

freedom and logic. The FDA says that cigarettes and drugs are a choice, but then they fight against the 

choice for alternative medicine. The people need to fight for their rights and demand a freedom of 

choice in medicine just like there is freedom to choose cigarettes. Freedom, it is a battle to keep it.  



 

 



The developer and the manufacturers of the SCIO / SCIO home use respect the need of rules and 

regulations and work diligently to comply. If there are questions please address them to us, so we can 

help. It is a battle and we are winning and we will win.  

The big question is about how to present testimonials or stories. The first amendment guarantees a 

person the right of free speech. But some could use this to lie or deceive a person. Stories are not 

science. They are one observation, a scientist can blend stories or what we call case studies into a theme 

and make it science. The scientist must be sure that the story is factual to print it. The scientist has the 

right of free speech as well. A networker can present a story or a testimonial if there is a scientist or 

medical journal verifying its validity or a story the networker knows it is true. But he must clearly make 

all aware that a story is not science. If it worked for Mary it may not work for Ralph. A scientist tries to 

observe patterns of therapy. And a lot of studies are needed to validate a new procedure. A networker 

must be cautious to not guarantee results, and be careful to say that the testimonials are not proof. In a 

major study of the SCIO and cancer over 7,500 patients were used and over 2,200 of them had 

miraculous cures and improvements. But still over 60% of them did not. This was the group that did not 

change their SOC. This study can be used by a networker, be cautious to not guarantee results, and to 

tell the science as it is. Testimonials can be used in a private setting of a verbal presentation but not 

used in a written or advertised marketing plan. But be careful to say these are stories not science. 

What we can guarantee is that the SCIO and SCIO home use are very very very safe and very effective at 

reducing stress. As said by the FDA everyone of good sense knows that reducing stress is helpful for all 

ŘƛǎŜŀǎŜǎΣ ōǳǘ ȅƻǳΩƭƭ ƘŀǾŜ ŀ ƘŀǊŘ ǘƛƳŜ ŎƻƴǾƛƴŎƛƴƎ ǘƘŜ C5! ƻŦ ǘƘŀǘΦ 9ǾŜǊȅƻƴŜ ŜƭǎŜ ƪƴƻǿǎ ƛǘ ƛǎ ǘǊǳŜΦ 

 

Basic Network Presentation 
First get to know the client. Be confident and friendly, open and interactive. Make sure that the deciders 

are there or a least that you are going to have an open minded presentation. Ask some of the questions 

about their deciding process so that you can best assist them. Or when you are able work the questions 

into your presentation. When you are all comfortable discuss this. 

Basic 5th grade science tells us. We are made of atoms and atoms are made almost exclusively of 
electrons, protons and neutrons. None of us can in any way perceive this simple truth presented to us in 
5th grade. We live in the false belief that there is solid flesh in our bodies, when we know that it is not 
true. The outer area of any atom or molecule is made of the electrons. The electrons have a very strong 
electric charge. So strong that two electrons can almost never touch, the energetic charge will repel 
them. No atom ever touches another atom. No molecule ever touches another molecule. Everything is 
held together with energetic, quantum, electro-static-magnetic, or other subatomic forces. All of life is 
mostly electrons and protons that never touch but only interact trough electro-magnetic fields. Our 
bodies are made of electromagnetic fields from the electrons and protons in us. These are the basic 



forces of electricity. All of the interactions of life are energetic and electrical at some level. This is a 5th 
grade fact. 

And yet medicine ignores this fact. But one scientist, and electrical engineer who worked on the Apollo 
project for AC electronics, saw that the body electric could be measured and changed. We could detect 
and affect the body electric with extremely safe simple means.  

Global analysis of the charge stability of a person is akin to measuring the amount of free electrons to 
free protons. Most electrons and protons are bond tightly inside an atom. Electrons in the outer shell 
can be free or in a quantum imbalance seeking to balance a outer shell. This accounts for chemical 
bonds. So a direct global measure of ph can be detected and affected. There is a profound science of 
analysis of the body electric. ECG, EMG, EEG, GSR, to mention a few. But till now the body electric has 
been secondary and not of primary concern.  

There has also been a vast body of research showing that electro-stimulation can be helpful to the body. 
Work on tens, electro-osmosis, wound healing, and micro-current device of an incredible range. Few 
have sought to interface theses two areas of medicine of measuring the body electric and then affecting 
the body electric. We can detect electrical aberrations in the body and then affect them. To measure an 
factor of the body electric and stimulate the body with a safe signal and then auto-focus the next pulse 
using a cybernetic loop using feedback principles. To measure the body electric, find aberrations of 
oscillation, reactivity, electro potential, resistance etc, and then to affect or repair these aberrations 
through micro-current stimulations.  

A computer could read these signals and over 250,000 bits of data a sec. and check for anomalies or 
aberrations in the body electric. The non-linear fuzzy logic system can assay problems in the body 
electric such as but not inclusive, osmotic distension, dehydration from osmotic irregularities, oxidation 
disturbances, muscle tone disorders, dystonia, low voltage potential, low amperage, power index 
disorders, membrane capacitance dysfunction, ionic inductance dysfunction, reaction profile 
dysfunction, brain wave irregularities, heart rhythm irregularities, muscular problems of power transfer, 
and many others. In short dysfunction in the global body electric. We can measure muscle disorders and 
effect repair. When a current of known oscillations is sent through healthy tissue (input) a known output 
is received on the other side (output). When there is soft tissue damage the output readings are 
different in a known way. When there is hard tissue or muscle damage there is also a predictable 
output.  

Then with a medically safe micro-current pulse the computer could attempt repair of these aberrations. 
The pulse is designed to electrically rectify or remedy injured tissue through muscular re-education or 
wound healing in the vernacular. The pulse can reduce pain, rejuvenate tissue, promote healing, and 
promote osmosis, balance oxidation issues, correct aberrant brain wave, muscle load disorders, and 
many other electrical issues. It is designed as an universal electro-physiological feedback system.  

The SCIO system measures 238 electrical variables every 2000th of a second or more. The oscillations of 
these variables allow us to calculate electro-potential. We can calculate voltage, amperage, resistance, 
hydration index, oxidation index, Proton pressure, Electron pressure, reactance, wattage power index, 
susceptance, capacitance, inductance and other electrical virtual readings of the body. 



There are many counterfeit copies of the SCIO, some which are complete flim flam conartist 
nonfunctioning boxes. So be careful but only the Dr. Nelson approved SCIO or SCIO home use really 
works. The medical doctors have no teaching of the body electric. They are taught about synthetic drugs 
and surgery, so they fear the unknown body electric. Especially when their ego is assaulted and they 
Ƴǳǎǘ ŀŘƳƛǘ ǘƘŜȅ ŘƻƴΩǘ ƪƴƻǿ ǎƻƳŜǘƘƛƴƎΦ {ƻ ǘƘŜȅ ǎƛǘ ōŀŎƪ ǿƛǘƘ ŦŜŀǊΦ hƴƭȅ ŀ ŦŜǿ ŀǊŜ ōƻƭŘ ŜƴƻǳƎƘ ǿƛǘƘ 
courage to even learn more. Bold enough to apply 5th grade science. 

Discuss these issues 

Now go to the slide shows and show the prospect one or more of the pictorial review of the SCIO. 

Choose  

1. The Science  

 2. The Sports Study  

 3. The Beauty Device  

4. The Legality 

5. The Published Research  

6. The Genius Developer and his controversial eccentric personal life   

7. Testimonials (if you use this file be careful to disclaim that stories are not science, results by others do 
not guarantee results to you) 



 

 


