


NLP & the Art of Verbal Aikido  The Adventures in Excellence Series 

 
 

Table of Contents 
 
 
 
 
 

What is NLP?.....................................................3 

NLP Code of Conduct........................................4 

What is Aikido?..................................................5 

The Aikido Code of Conduct..............................6 

NLP and the Art of Verbal Aikido .......................7 

The Agreement Frame.......................................8 

Empty Phrases to Avoid ..................................13 

Hierarchy of Ideas............................................15 

Putting it All Together ......................................19 

Care to Take Another Journey???.............Error! 
Bookmark not defined. 

Support Products AvailableError! Bookmark not 
defined. 
 

Page 1  © Copyright 2006, Topher Morrison, Inc. All Rights Reserved 



The Adventures in Excellence Series  NLP & the Art of Verbal Aikido 

 

© Copyright 2010, Topher Morrison, Inc. All Rights Reserved  Page 2 



NLP & the Art of Verbal Aikido  The Adventures in Excellence Series 

What is NLP? 
 
Sadly, when most NLP Practitioners are asked what NLP is, 
most of them do not have a clear, concise definition.  In the 
space below, create your own description that you can use 
when people ask you what NLP is: 
 
Neuro: The nervous system (the mind), through which our 

experience is processed via the five senses. 
 
 Visual    
 Auditory  
 Kinesthetic  
 Olfactory  
 Gustatory  
 
Linguistic: Language and other nonverbal communication 

systems through which our neural representations 
are coded, ordered, and give meaning.  Includes: 

 
 Pictures 
 Sounds 
 Feelings 
 Smells 
 Tastes 
 Words (Self Talk) 
 
Programming: A set of coded instructions that enables a machine 

or computer (such as our brain) to perform a desired 
sequence of operations in a consistent manner.  

 
In other words, NLP is how to use the mind’s own language to 
consistently achieve our specific and desired outcomes. 
 
Your Personal Definition of NLP: 
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NLP Code of Conduct 
 
All of the procedures taught within the walls of an NLP 
Practitioner Certification and Master Practitioner 
Certification is done so with the assumption of 16 
presuppositions and they are utilized by the NLP 
Practitioner, Master Practitioner, and/or Trainer.  Of 
these presuppositions, 7 of them pertain directly to the 
aspects of negotiating with Verbal Aikido.  We have 
named these, the NLP Code of Conduct: 
 
 
1. Everyone has a unique model of the world. 
 
2. Respect your client’s model of the world. 
 
3. Everyone is doing the best they can with the 

resources they have available. 
 
4. The person with the most flexibility wins. 
 
5. There is no failure, only feedback. 
 
6. The meaning of communication is equal to the 

response you get. 
 
7. Resistance in a client is s sign of lack of rapport. 
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What is Aikido? 
 
Aikido is a modern, non-aggressive Japanese martial art 
developed early in the 20th century by Morihei Ueshiba.  From 
his father Yoroku, he inherited a samurai's determination and 
an interest in public affairs, and from his mother an intense 
interest in religion, poetry and art. Morihei was a weak and 
sickly child, which led to a preference for indoor activities like 
reading. He loved listening to the miraculous legends of the 
wonder-working saints 'En no Gyoja' and 'Kobo Daishi', and 
was fascinated by the esoteric Buddhist rituals; he even 
considered becoming a priest at one time. 
 
 
 Ai - Harmony 
 
 
 
 
 Ki - Energy or Spiritual Force 
 
 
 
 
 Do - The way or path.  A philosophy. 
 
 
 
 
The literal translation means: The way of unity with the 
fundamental force of the universe.  
 
While the ideas in Aikido are related to self defense, much of 
their philosophy can be applied in many other areas of life. 
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The Aikido Code of Conduct 
 

In order to practice the aikido way, one must adhere to 
a code of conduct as well.  By following this code of 
conduct it ensures you will maintain the right frame of 
mind and make clearer decisions: 
 
1. Don’t aim to kill your opposition.  
 
2. Instead of using force, use the attack as a 

springboard to redirect the energy and solve the 
problem.  

 
3. Honor and recognize the existence of opposition 

without accepting the severity of the attack.  
 
4. Seek knowledge and information, even if you don’t 

agree with the party opposing you.  
 
5. Don’t use the Aikido attack opportunity to coerce 

your views.  Instead, use it to demonstrate your 
willingness to listen.  

 
6. Do not reinforce resistance, but do acknowledge it.  
 
7. Let it be known that it’s OK to disagree and 

honorable for having shared the disagreement in a 
direct manner.  
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NLP and the Art of Verbal Aikido 
 
 
 
 

 
 
 
 
 

Using your language to create 
harmony with a prospect or 
client by aligning with their 
philosophy and then guiding or 
instructing them where you both 
want to go. 
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The Agreement Frame 
 
Desired Outcomes: 
 

1. To be able to maintain rapport with any person during a 
conflict. 

2. To successfully provide a space for safety for the other 
person(s) to hear your viewpoint, while still being able 
to express theirs. 

3. Ultimately, to persuade the other person/people to 
agree with your model of the world. 

 
Definition: 
 

1:  Harmony of people's opinions or actions or characters; 
 
2: An expression (as a settlement, covenant, or contract) 

of the intent or willingness of two or more parties to 
bind at least one to terms usually determined by 
negotiation 

 
Source: Merriam-Webster Medical Dictionary of Law, © 
1996, Merriam-Webster, Inc. 

 
Theory: 
 
The reason most people have difficulty in reaching agreement 
is for mainly two reasons: 
 

1. Because they hallucinate that the opposing party 
neither understands, respects, appreciates, or agrees 
with their view point.  This hallucination keeps them 
from being willing to understand, respect, appreciate, 
or agree with their opposing parties opinions. 
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2. They are chunked down into so much specificity they 
have lost sight of the intention or spirit behind the 
negotiation. 

 
By creating a space where the opposing party first feels safe, 
then feels as though you genuinely to care about some 
element in their conversation, they in turn, will be open to hear 
your viewpoint. 
 
Process: 
 
First, the agreement frame is based on eliminating three 
negative auditory anchors that generally speaking, create 
resistance in the party you are negotiating with and replacing 
them with auditory anchors that generally speaking, create a 
space of openness with most people. 
 
Secondly, this frame requires you to enhance your listening 
skills for the purpose of finding some element in the opposing 
party’s message that you can genuinely align yourself with. 
 
 
Eliminate:     “Understand”  
 
 
When people respond with typical phrases like, “I understand 
what you’re saying,” or “I understand where you’re coming 
from,” very rarely is this actually true, and because these types 
of phrases are used so frequently, with very little sincerity, they 
have become negatively anchored in most of society. 
 
 
Replace with: “I agree” 
   “I appreciate” 
   “I respect” 
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Don’t tell the person you agree, appreciate, and respect all at 
once, but rather, find one thing in their message that you can 
agree with.  If you can’t find anything that you agree with in 
their message, find one thing that you can appreciate.  If you 
are so far opposed from their viewpoint that you can’t 
appreciate anything about their viewpoint, then find one thing 
that you can respect in their message.  If you can’t find 
anything about their statement that you respect, at the very 
least, find something in the character of the individual that you 
can respect such as respecting their intensity, or respecting 
their passion for the subject.  By finding at least one thing that 
you can either agree with, appreciate, or respect you will begin 
to create a space of openness and rapport with the person you 
are communicating. 
 
 
Eliminate:  “But” 
   “However” 
 
The word “but” and “however” is for the purpose of 
linguistically negating whatever statement came before it.  So 
if you were to tell someone that you agree, appreciate, or 
respect some element of their message, and then follow that 
up with the word, “but” or “however” you have just negated 
your previous statement, thereby having the opposing party 
shut back down.  The purpose is to keep them open and 
receptive. 
 
 
 
“Buts” Build Walls… 
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Replace with: “And”  
 
The word “and” is for the purpose of linguistically connecting 
two phrases. By finding one specific thing that you can agree, 
appreciate, or respect and then connecting that comment with 
the phrase, “and” they will be more inclined to hear you out, 
and ideally be receptive to listening to your viewpoint.  
 
 
 

 
 

“Ands” Build Bridges 
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Making the Agreement Frame Work 
 
1. Gain Rapport 
2. Really listen.  Dig deep and strive to find something in their 

dialogue that you actually can agree, appreciate, or respect. 
3. Tell them what that one thing is, and connect your view with 

“and”. 
“I agree …and …” 
“I appreciate…and …” 
“I respect … and …” 

 
 
 
 
 

 

 
 

By using “but” she has shut him down. 
 
 

 
 
 
 

By using “and” she has kept him receptive. 
© Copyright 2010, Topher Morrison, Inc. All Rights Reserved  Page 12 



NLP & the Art of Verbal Aikido  The Adventures in Excellence Series 

Empty Phrases to Avoid 
 
 
The following are a list of short phrase or ‘one-liners’ that 
typical sales people use during negotiation.  These phrases 
are ‘empty’ meaning that they don’t really say anything but 
rather, just placate the listener.  To jump from an average 
negotiator to an exquisite negotiator, avoid using these 
phrases: 
 
 
I can appreciate what you are saying… 
I can appreciate where you are coming from… 
I understand where you are coming from… 
I understand what you are saying… 
I know what you’re saying… 
I can appreciate your views… 
I understand 
I see what you are saying… 
I respect your opinion… 
I respect your feelings… 
 
 
While on the surface, all of these phrases sound ‘nice’ the fact 
is that they don’t really say anything at all… except perhaps, 
“I’m too lazy to really listen to anything you’ve said, so instead 
of acknowledging anything you’ve just said, I’ll just say 
something generic.  Replace these phrases by actually 
pointing out something the person did say, or point out the 
emotions they’ve expressed. 
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Example #1: 
 
“I can appreciate what you are saying… “ 
 

Becomes… 
 
“I can appreciate the fact that you want to save money, we all 
do, and…” 
 
Example #2: 
 
“I understand where you are coming from…” 
 

Becomes… 
 
“I respect the fact that you are feeling a bit cautious right now, I 
probably would too if I were in your position, and…” 
 
Example #3: 
 
“I can appreciate your views… “ 
 

Becomes… 
 
“I can appreciate the conviction you hold for this topic, you’ve 
obviously given this a lot of thought, and…” 
 
Example #4: 
 
“I respect your opinion…” 
 

Becomes… 
 
“I respect your need to feel important, the fact that you don’t 
tells me I need to be more attentive, and…” 
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Hierarchy of Ideas 
 
Desired Outcomes: 
 

1. To chunk up from one level of thinking to a more 
abstract level. 

2. To chunk down from one level of thinking to a more 
specific level. 

3. To chunk laterally from one topic or level of thinking to 
another. 

4. To control the direction of a conversation at will. 
5. To identify when someone you are in conversation with 

switches one logical level to another. 
 
Definition: 
 

1:  The process during communication which enables a 
conversation to go from specific to global concepts or 
laterally. 

 
Theory: 
 
Any conversation will traverse logical levels of 
conceptualization – sometimes specific, sometimes abstract.  
By learning how this process works, you can better control the 
direction of a conversation.  This process works on two main 
concepts: 
 

1. The more abstract you become in speech, the more 
agreement you can expect. 

2. The more specific you become in speech, the more 
disagreement you can expect. 

 
The key is to find the right level of thinking whereby you have 
agreement combined with specific action. 
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Process: 
 
By asking yourself or the person you are communicating with 
various questions, you can predict which direction the 
conversation will travel. 
 

Chunking Up: 
 
When needing to find agreement in a conversation, or when 
you want to bring the conversation into more global or abstract 
thinking, ask any of the following questions: 
 
“For what purpose?” “What is your intention?” 
“What is this an example of?” “What does that do for you?” 
 

Chunking Down: 
 
When needing to get into specific action, or challenge a part of 
a conversation, ask any of the following: 
 
“Who, what, where, or when specifically?” 
“What are examples of this?” 
 

Chunking Laterally: 
 
This process is best used when you need to come up with new 
ideas, or alternative solutions.  The process is to first chunk up 
one level, then move laterally by asking either of the following 
questions: 
 
“What are other examples of ________?” 
“What is another example of ________? 
 
Example:  To chunk laterally on cars you would chunk up one level – 
transportation then ask, “what are other examples of transportation?”  
i.e. boats, trains, planes. 
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Putting it All Together 
 

1. Let the person fully state their position, and really listen to what they 
have to say. 

2. Using the agreement frame, align with one element of the 
conversation. 

3. Chunk up one level (or more) from the element you have aligned with. 
4. Chunk laterally to introduce other solutions. 
5. Chunk down only as quickly as you can maintain agreement. 
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For more information about additional educational resources, please contact 
www.TopherMorrison.com or www.SpencerInstitute.com.  

http://www.tophermorrison.com/
http://www.spencerinstitute.com/
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