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INTRODUCTION
Completion of the NLP (Neuro Linguistic Progamming) Master Practitioner programme provided me with an opportunity to learn additional advanced Neuro Linguistic Programming (NLP) concepts and explore core principles that had been taught on the NLP Practitioner course, at a deeper level. The areas of particular interest and that I draw on very widely in my work as an executive coach, facilitator and speaker were those that focused on the role of language and how we use it to make meaning of the world and communicate with ourselves and others.  In particular, I shall explore three aspects of language structure that significantly inform NLP in practice.

A) The Meta Model
B) Metaphor and Storytelling
C) Frames and Reframing

My aim is to provide some analysis and critical reflection around each and how these aspects are evidenced in my practice with clients, when example of each show up in coaching conversations, drawing on several case studies.

Effective communicators in all areas of influence, including coaches and speakers will employ advanced language structures, to enable others to take away useful meaning and see situations and events from alternative perspectives, and make new meanings and, indeed, stories and anecdotes are often used by speakers as a way to inspire.



In his blog, Tristan Soames (2021) shares a powerful metaphor:

We swim in language, as fish do in water. We are surrounded by language in every aspect of our lives and yet, we are for the large part, unconscious of how it affects us…the words we use, create our experience.

One important aspect of my role as a coach is to offer clients alternative (positive) choices, additional resources, wider perspectives and the ability to be at their best in a variety of contexts. Language is at the core of this, as through our language we make meaning and create our current version of reality.

Charvet (1997) explains that everything that is communicated between ourselves and the world occurs through filters that have evolved and are maintained by our values, beliefs, our sense of identity in our world and our past experience.  This determines how we perceive and interpret events. The NLP Encyclopedia (2000, p.1519) explains something of the important role of, specifically values, in filtering how we engage with the world:

A person’s values will also shape how that individual “punctuates” or gives meaning to his or her perception of a particular situation. This determines which kinds of mental strategies a person selects to approach that situation and, ultimately, that person’s actions in that situation.

How we experience events, in NLP terms, is often referred to as our map or model of the world, our construct of what is “real” for us. 

It is our personal map of the world which is responsible for how we experience and give meaning to particular situations or events, and determines the number of choices that we perceive available to us within these situations NLP Encyclopedia (2000, p. 690)

Through language we filter our experience and that shapes our experience of events.  Accordingly, by changing our language, we filter information in different ways and change our experience of interactions in the world. 

Dilts explains:

Language is one of the key components from which we build our mental models of 
the world, and can have a tremendous influence on how we perceive and respond to reality. Dilts (1999, p.2)

Language is essentially, a process where we turn our thoughts into words. O’Connor and Seymour (1990) explain that the full and complex detail of what we want to communicate is called deep structure which is not conscious.  When we express ourselves in language, this is referred to as surface structure.  The unconscious conversion of deep structure to surface structure occurs through a transderivational search, a concept developed from the work of Noam Chomsky. NLP Encyclopedia (2000). The message is simplified otherwise, as O’Connor and Seymour (1990, P.92) explain, “our conversation would be very long winded and pedantic.”  We unconsciously distort, generalise and delete much of the information that is stored as deep structure.  

“In some way, all NLP processes and procedures can be considered an attempt to create better links and pathways between surface structures and deep structure”. (NLP Encyclopedia, p.1475).

The Meta model, which is considered in this piece, was developed in NLP as a set of questions that recover missing information and elicit more detail, and create alternative meaning, offering the client more choice.

THE KOLB LEARNING CYCLE
In constructuring my reflections and critique on my experience of the ideas and examples presented here, I have adopted Kolb’s learning cycle model which proposes a four-stage process of learning. 
McLeod (2017) explains:
 …learning involves the acquisition of abstract concepts that can be applied flexibly in a range of situations…the impetus for the development of new concepts is provided by new experiences…effective learning is seen when a person progresses through a cycle of four stages of (1) having a concrete experience followed by (2) observation of and reflection on that experience which leads to (3) the formation of abstract concepts (analysis) and generalisations (conclusions) which are then (4) used to test a hypothesis in future situations.
My critical analysis and reflections are drawn from a series of coaching conversations, and specifically consider how the use of language shaped the experiences shared in those conversations and how through, variously, the presence of meta model pattern questions, metaphor and stories and meaning reframes, created change in the client’s perspectives and models of the world.  In the coaching sessions, I worked with my clients IK (2022. pers.comm.), KD (2021. pers.comm.), CU (2022. pers.comm.) and LB (2021. pers.comm.).  In this section, I shall refer to these conversations.  Permission to do this was obtained from all the clients involved, in advance of the sessions.
The Manchester Metropolitan University, St Emlyn’s (2015) blog describes the Kolb model, thus:

The theory embraces the idea that we change as a result of experience, reflection, conceptualisation and experimentation…Kolb argues that for new knowledge to be effectively learnt then an individual must progress through all four stages. 

The article further proposes that 

Embracing this model…might lead you as observer to ask different questions: Why do you think that happened?, Why did it (or not) work this time?, Do you think that will work again? How might you modify your technique…?
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CRITICAL EVALUATION – THEORY AND PRACTICE
META MODEL
Concrete Experience (doing/ having the experience) –– What is happening in the coaching session? What is the experience?

CU (2022. pers. comm.) explained that his client’s aversion to risk, he believed was a consequence of observing the impact that a series of losses had had on his father’s business and he was seeking to avoid the same experience. He had a “feeling” that “he has to find the right words…to open up the problem”.

IK (2022. pers. comm) described an experience that members of his mastermind group, on reviewing his strategic plan for the year had variously described his plan as being, from their perspectives, “not challenging”, “Joyless” and “solitary”. He thought it was “quite interesting” that others had used this type of language when in another coaching session, we had elicited his values which were described in terms of words that included enjoyment (essential), challenging (important), relationship (nice to have). His reflection was, “How could they have viewed it so differently?”

CU (2022. pers. comm) Client was aware that his focus on detail, was out of alignment with his client’s big picture “visionary” approach.  We discussed the effects of working within his customer’s  model of the world (large chunk)  and not his  own (small chunk/detail).


Reflective Observation – a review and reflection on my experience in the coaching conversations. What do I think about what worked well, or not so well, in the moment?

His client’s aversion to risk CU (2022. pers.comm.) may, indeed, derive from a past experience of seeing his father’s business damaged by some “bad” decisions and resultant losses in the past and he seeks to avoid repetition of this by making very few decisions of his own.  Memories from the past (embedded as deep structure), may be manifesting as surface structure behaviour (avoidance and inaction). Notably, a context reframe could be that mistakes would provide opportunities to learn and have extended capability to manage risk and win bigger in the future. His model of the world may be impacted by the meaning he is attaching to his father’s experience.

How others perceive his plan will be through the lens of their own models of the world. They will delete, distort and generalise information in different ways. The different perspective from which others were viewing the same plan is created through the application of their own (different) values and beliefs, metaprogrammes, deleting, distorting and generalising around different things, emanating from their own (different) experiences. This presented a good example of how different individuals viewing the same thing quite differently, in terms of their own maps of the world, will describe them differently, accordingly. IK (2022. pers.comm)

Abstract Conceptualisation – what are some of the conclusions that I have drawn, and have learned, from my experience in the sessions? How can my practical application be improved?

Throughout the conversations, there was evidence of expressions of clients’ values and beliefs that they held about the topics they were discussing. The language used provides clues to those values systems. Dilts explains: “such words contain a lot of slippage in that they are more easily susceptible to generalisations, deletion and distortion”. NLP Encyclopedia (2000, p. 1522).  Use of meta model questions offered the client a means to recover missing information and reconstruct meaning.

Appendix One contains a summary of the set of Meta Model questions developed in NLP. Notably, the conversation with IK (2022, pers. comm.) provides examples of the use of lost performatives (judgement words like, joyless and challenging). Indicators of the client’s model of the world, at the level of values and beliefs are often displayed by the presence in the language of Modal Operators of necessity (including words such as should and must) and Universal Quantifiers (always, never) which may also reference the client’s motivation strategies. NLP Encyclopedia (2000)

Beliefs are expressed through complex equivalence and cause-effect Meta Model patterns. Examples of those patterns, respectively, evidenced in the conversation with CU (2022.pers.comm) are “me not using the right words means the client doesn’t listen” and the father’s past mishaps meant the son was uncomfortable with risk.  “… this type of language pattern is typically used to make definitions of values and establish evidence for whether or not values have been met of violated” NLP Encyclopedia (2000, p. 1523)

All of the conversations were punctuated throughout by gaps where the clients paused to consider and, in so doing were accessing deep structure to create the surface structure. Wake (2010) describes the process of transderivational search where individuals will create the meaning that attach to an event across a number of different representational system. 

This “transderivational search”, in which a person initiates a search across related deep structures in order to give meaning to an ongoing communication, was directly derived from Chomsky’s model of transformational grammar. NLP Encycopedia (2000). 

Bandler and Grinder emphasised that the movement from deep structure to surface structure always involves some degree of deletion, generalization and distortion…the function of the meta-model is to identify problematic generalizations, deletions or distortions… NLP Encyclopedia (2000, p. 1474)

Active Experimentation – how can I use what I have learned to make improvements in my practice?

The use of the meta model questions will enable me, as a coach, to facilitate change and support clients by ensuring that valuable information that can positively change meaning and perspective is recovered and more constructive and positive perspectives created, and the unhelpful assumptions often embedded in mind-reads, presuppositions and universal quantifiers, are challenged. The model also provides valuable clues to values and beliefs that the client may be running.

METAPHOR AND STORIES
Concrete Experience (doing/ having the experience) –– What is happening in the coaching session, the event?  What is the experience?

The coaching sessions reviewed provided numerous examples of the use of metaphor and stories to communicate ideas and information.

In our conversation KD (2022. pers. comm) described her course delegate as a “disruptive opinion leader”, framing the participants as playing a game of chance, with unpredictable outcomes and the delegates in the room (referring to the group dynamic) as the “punters”, placing their bets on who they judged to be the “best bet”.  As she put it, “I’m not sure how many people in that group would stake their claim and stand by his side when the chips were down”. (In the course of a perceptual positions intervention) she described the impact that the interaction between the delegate and the trainer, was having on the experience of others in the room, as being “the elephant in the room. 

 CU (2022.pers. comm) referred to the behaviour of his customer as being like that of “a magpie”. Elsewhere he summed up the individual’s passion for self-improvement, describing him as “the sort of guy who reads a thousand books a year”. His work with the customer presented him with some difficulty where conversations were “outwith his personality profile”. In seeking alignment with the client, he had not yet found the “sweet spot”.

During the course of a perceptual positions intervention with LB (2021.pers. comm) “seeing out of my own eyes, being in my own skin, through my own lens”, “stepping into the other person’s shoes”, “being a fly on the wall” (reference source – metaphors and perceptual positions? He further describes his approach to a staff member whose performance was falling below expectations as “hands on management”.

IK (2021 pers. Comm) used a metaphor to convey association of a marketing project as travel and setting off in a particular direction, as in “enjoying the journey” (when it goes well and the experience is positive) and “the wheels coming off” (when the project/relationship breaks down).

Reflective Observation – a review and reflection on my experience in the coaching conversations. How well did they work? What are my thoughts about what was working, or not working, in those moments?

The use of a one word “magpie” enables CU (2022. pers. comm) to convey a rich description of his client’s behaviour who is and being distracted by multiple opportunities, rather than developing from within. and being attracted to “shiny things” elsewhere.

I also had a sense of motivation direction conveyed in his reference to “walking away”, “leaving a legacy” and “leaving money on the table” (away from), and relative importance, as in “deal breaker”.  He describes different values and their relative importance through comparison with something from another context, a card game, where one value “would trump the other”. 

 In the discussion with IK (2022.pers. comm) there were numerous examples of the use of metaphor (and simile) to make meaning through “boxing off” work and non-work – the notion of putting different categories of activity into separate boxes, as a reference to setting “boundaries. The language was also interesting, the predicates indicating the modality through which the client is making sense of his experience. Being “ground down a bit” (kinaesthetic) highlights the tiresome “reducing” nature of a particular job and “pulling everything apart and putting it together again” (kinaesthetic) likens problem solving to the assembly/ disassembly of a physical object or piece of machinery.

Working with the clients’ own metaphors and stories enables me as the coach to be more reliably working with them within the boundaries of their own models of the world and matching stories and the language being used. 

It occurred to me that the metaphor used in one conversation KD (2021. pers. comm), that of being a “fly on the wall (from third position) conveyed a strong notion of undetectability or anonymity and not at all part of the action, compared with the “elephant in the room”, which cannot be ignored and therefore conveys a notion of (unwanted) presence.

CU (2022. pers. comm) reference to aspects of working “outwith personality profile”, as presenting “bigger obstacles” and “tougher conversations”, and that he hasn’t found the “sweet spot”, suggested for me reference to some outer game/inner game misalignment, and that working on his inner game would yield improvements. The Inner Game is a concept developed by Timothy Galway and the model he developed focuses on mindset resources and overcoming mental resources. Galway (2002)

Abstract Conceptualisation – what are some of the conclusions that I have drawn, and have learned, from my experience in the sessions? How can my practical application be improved?

McKee (1999, p.11) explains that the art of “storytelling…has become humanity’s prime source of inspiration, as it seeks to order chaos and gain insight into life. Our appetite for story is a reflection of the profound human need to grasp the patterns of living… within a very personal emotional, emotional experience”. I believe that employing stories gives power to, enriches and embeds a stronger message.

Peltier explains “… clients often feel compelled to fill in the blanks in wonderful ways that would never occur to you. Often people can “hear” a message in a story that they cannot hear in any other form”. Peltier (2010, p205).

I believe that continuing to read widely, and draw from sources across a wide range of contexts, will enable me to continue to expand my flexibility around using metaphor and storytelling as an important part of my coaching and presentation toolkit and offer clients a wider perceptual range through which to make sense of experience. 

Lawley and Tomkins cite George Lackoff’s definition of metaphor, thus, “The essence of metaphor is understanding and experiencing one kind of thing in terms of another.” Lawley & Tomkins (2000, p.6).  Dilts offers the idea of “…metaphors providing new areas of perceptual space.” NLP Encyclopedia (2000, p. 750)

The benefits that the use of metaphors deliver, in conveying meaning and proving thought and contemplation and changing minds, are numerous and cannot all be explored in the body of this piece. However, I have provided a summary of some of those in Appendix Two.

A good metaphor invites the listener to fill in those gaps and insert some meaning from their own experience. Knight (2009, p.92) points out “Metaphors communicate a lot of complex information in a very compact package”, evident in examples of the customer described by CU (2022. pers. comm.), and references to “a magpie…always chasing new shiny things” and an individual’s behaviour as, “a bit like a ship at sea” LB (2021. pers.comm).

In terms of the different parts of the brain activated when we communicate, from a neuroscience perspective, Riddell supports the idea that “the use of figurative language, over literal language, initiates a different way of thinking about the world”. Riddell (2021 p. 100)

Active Experimentation – how can I use what I have learned to make improvements in my practice?

In common with many in my field of work, I will continue to expose myself to a wide range of sources and influences and regularly use metaphor and storytelling to coach and teach.  I will consider running 1-2-1 and group coaching sessions in outdoor sessions to use the build environment, artefact, places of interest and nature as symbols and physical metaphors to help clients make richer connections and wider meaning. 

From the example presented in my conversation with CU (2022), I can offer clients opportunities to reflect on thoughts and behaviour, from the viewpoint of a character from a book or film that personified what you would like to be, do and have.

The use of metaphor and stories will continue to form an important device in my work as a coach and trainer.  By continuing to develop my facility with this, I can enable clients to explore other ways of thinking.  For me, Owen (2001, p.13) puts this very well:

Stories can be used to affirm change, or challenge people’sideas, attitudes, beliefs, visions, behaviour, skills, and sense of purpose…like putting on different pairs of glasses, stories allow us to look at life and experience in ways that can change our perspective, range, and focus.


REFRAMING
Concrete Experience (doing/ having the experience) –– this is what is happening in the coaching session, the event etc. What is the experience?

In our coaching conversation, CU (2022. pers. comm) expressed frustration with his “magpie” client. He has a need for variety that he seeks to satisfy by chasing too many opportunities and this diversification means that they all fall short of potential.  He also described another client who avoided action through fear of failure, spending his time mostly in “problem frames”. 

Reflective Observation – a review and reflection on my experience in the coaching conversations. How well did they work? What are my thoughts about what was working, or not working, in those moments?

The invitation to CU (2022 pers. comm) to ask what he wants instead? The reframe is the offering that the client’s need for variety has been met by his tendency to be distracted by new opportunities outside of his core business.  What if he could introduce more options into that, instead?  A reframe of the need for variety being met by opening other diverse business = opportunity could be “what if you build your main business according to a core value around flexibility and adaptability? 

His other client’s fear of mistakes (problem/ avoidance frames) could be reframed to creating opportunities to learn and grow (opportunity frame). Moving the client from a “problem frame” (making mistakes) to a positive outcome frame, ‘decisions were being made, they were well thought through, and as a result the business was successful, and he was happy”.

From a neuroscience perspective, by reframing and enabling clients to construct perspectives that tap into motivators, variety, success, learning and so on this will activate activity in the dopamine reward system and increase motivation. Riddell (2021)

Abstract Conceptualisation – what are some of the conclusions that I have drawn, and have learned, from my experience in the sessions? How can my practical application be improved?

The International Coaching Federation website (2010) defines coaching as “…a creative process that inspires…to maximise personal and professional potential.  The process of coaching often unlocks previously untapped sources of imagination, productivity and leadership”. The technique of reframing is one linguistic technique that can accomplish this by changing the frame of reference applied to a situation or interaction, in terms of the content or context. Appendix Three provides a number of examples of frames and I believe my effectiveness in using powerful reframes will be improved by using re-frames across as wide a range of contexts as possible.

The notion of a frame imposes boundaries around of how an event or experience is interpreted.  Thus, we may change the meaning of an interaction by changing the content of the frame or the context linguistically, and (sometimes quite dramatically) change the meaning and our experience of the event.

Reframing is a technique that I use often in in my life and my work to expand the range of choices available for myself. As Dilts explains, “Reframing is one of the most profound and powerful ways to help a person shift perspectives and widen his or her map of the world”. (NLP Encyclopedia. P.1071)

This can extend to how we manage our emotions, from the perspective of neuroscience we can actually change how we feel by “renaming” the feeling. Riddell P (2021, p.270 explains:

By extending our emotional vocabulary, we can begin to distinguish a much wider range of emotional experiences, and can use these to moderate and modify our emotional response to situations.

In the sense that the language that we use of itself creates a frame, we can change the frame around a particular set of emotions, by renaming the emotion.  I believe that working linguistically with my clients at the level of emotions (which is often) would enable me to expand the effectiveness of my conversational re-frames.

Active Experimentation – how can I use what I have learned to make improvements in my practice?

Appendix Three includes a description of a series of frames.  My ability to enable clients to derive new meaning and widen their perspectives will be improved as I continue to practice the use of linguistic reframes across as wide a range of different contexts and working with a wide variety of frames and potential re-frames.
CONCLUSION
In the course of my work on module one, I have learned much more about the requirements the practice of critical analysis and attempting to integrate the feedback from my supervisor and the markers.  Academic writing is a discipline of which I have very little experience, and I have not engaged in this type of critical reflection for a number of years.  Reviewing the NLP topics through this lens has, I believe expanded my understanding and, particularly the opportunity to revisit seminal and other sources in researching the material.  I now see opportunities from my learning to enrich my practice and offer value to others through my practice of NLP techniques, particularly those considered in this assignment.

The use of the Kolb learning cycle as a reflective framework enabled me to expand the range of my reflection and learning and, insofar as the process was broken down into four stages this engaged different types of thinking in each stage. That said, using  the model as a learning tool was, in some respects, quite challenging inthat it required the topics to be viewed, at each stage, from the perspective of different learnings styles. However, I have found that from the analysis of my subjects through the frame of the active experimentation stage, I can use new insights, to improve my practice, most notably when speaking and presenting.

My previous experience of the four-stage model has been most associated with utilising the Four (4) Mat framework when presenting and training and useful in enabling members of a group across different learning styles, it was introduced to me on the NLP Master Practitioner course and, for me, displays parallels with Kolb’s model.  Using Kolb’s model for this reflective piece has also provided me with an opportunity to re-evaluate the Four-Mat as a model to inform how I can develop my learning as a coach, as well as a trainer and speaker, capturing insights at different stages of the cycle: Why? (seeking meaning), What? (ideas and theories), How? (practice and testing ideas), So What? (self-discovery and hidden possibilities).
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	APPENDIX ONE

	Meta Model

	PATTERNS
	EXAMPLES
	RESPONSES

	DISTORTIONS

	1. Mind Reading
	“You must think I’m stupid”
“He wants to humiliate me”
	How do you know…?

	2. Lost Performative
     (a value judgement   
    presented as a fact)
	“She’s beautiful”
“It’s selfish to go for what you want”
	Who says?
By what standard do you judge?

	3. Cause-effect
     (AΓ B)
	“He makes me angry”
“Work bores me”
	How does this cause that?

	4. Complex Equivalance
     (A = B or A means B)
	“She never smiles at me, she doesn’t like me”
	How does that mean…?

	5. Presuppositions
	“Would you rather wash up or tidy your room first?”
	Who says/how do you know…?

	GENERALISATIONS

	6. Universal Quantifiers
     (all, always, never,  
     everyone, no-one…)
	“Everyone says so“
“Things never go right for me”
“Dogs are vicious”
	Everyone?
Has there ever been a time when…?
What, all dogs?

	7. Model Operators
a) Necessity (must, should, 
     have to, need to…)
b) Possibility (can’t, it’s 
     impossible…)
	“I mustn’t say that to him”
“It is necessary to do this”

“I can’t stay now”
	What would happen if you did?
Or (for Possibility only)
“What stops you?”

	DELETIONS

	8. Nominalisations
     Processes that have been 
     turned into things
	“I’m in a bad relationship”
	Who are you relating to?  How are you relating badly?

	9. Unspecified Verbs
	“Peter made thinks OK again”
	How (specifically)…?

	10. Simple Deletions
	“I am unhappy”
	About what?

	11. Unspecified Referential 
       Index
       Where it’s not clear what’s 
       being referred to
	“They don’t listen to me”
“It’s a matter of opinion”
“Some people will never get this”
	Who or what (specifically)…?

	12. Comparative Deletions
	“It’s better this way”
“I handled that badly”
	Compared with what?




(© Awaken Consulting and Training Services Ltd. 2010)
	APPENDIX TWO

	The Purpose of a metaphor

	1. Metaphors speak to the unconscious mind
2. A metaphor suggests solutions to problems in a way that invites a client to enjoy solving their own problem.  The client makes a movie of the metaphor and the movie in turn does the healing
3. People identify themselves in the metaphor
4. Metaphors help control the therapeutic relationship
5. You can embed directives within the metaphor
6. Metaphors decrease resistance
7. Metaphors provide an excellent frame for reframing.  In the story of the metaphor, reframe their problem
8. Metaphors build ego-strength.  When people hear a story about how other people solved their problems, they can identify with it and feel good about it
9. When you use metaphors in your communications, you model a great way to communicate
10. Metaphors provide a wonderful way to remind others of their own resource and to assist them in tapping those resources
11. Metaphors assist people in desensitising them from their fears. Metaphors provide another tool of dissociation
12. Metaphor descriptions stimulate much more interest than most forms of communication.  They immediately garner focus
13. Metaphors provide much less threat than do directives
14. Metaphors provide opportunity for flexibility
15. Metaphors provide an exceptional tool for building rapport
16. Metaphors provide a non-manipulative form of communication
17. The listener must go inside to their own experience to make sense out of the story.  Metaphors provide one of the easiest ways to get to the Deep Structure



(© Bob G. Bodenhamer & L. Michael Hall)



	APPENDIX THREE

	Some of the frames used in NLP include:

	Agreement
	Agreement frames are useful in handling objections, so that rather than ignore or challenge the objection, it is acknowledged and built upon.

I appreciate…and
e.g. I appreciate how you feel now about this, and I think that when you hear my side you will feel differently

I agree…and
e.g. I agree with you and I believe that this will also add to your view on it

	Evidence
	This is useful when setting outcomes. It is the frame of how you will know when you have achieved your outcome.  What will you see, feel, and hear?

	Backtrack
	Backtracking is summarising key points usually using the other person’s words.  It is useful in situations such as summarising outcomes of a meeting or in sales.

	Relevancy
	This frame is for checking the relevancy of something to a particular outcome.  For example, you may like to check whether a line of discussion at a meeting is relevant for the subject of the meeting or whether it would be better for it to continue at some other time.

	Contrast
	This frame looks for differences, for example in contrastive analysis or in negotiations.

	Ecology
	This frame evaluates whether an outcome is appropriate in terms of the wider system.

	As If
	This frame is where you act as if something is true.  It has many uses for example, scenario planning, conditional close in sales, creative problem solving and managing your state in new situations.

	Purpose
	This frame is one that chunks up.  It is useful in negotiations.  It answers the question “For what purpose?”

	What if
	This frame is similar to the “as if” frame.  It considers “what would happen if…?”

	Open
	An open frame is one used in meetings, trainings, lectures, etc where space is given for questions and suggestions. “Are there any questions?”
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