
Week 2 Video 3 Visual Audio Kinesthetic 

When you were in school, did you ever notice that some people in school could learn 
just by listening to what the teacher said and could easily remember everything and 
maybe your one of those people, I certainly wasn’t. I was one of the people I had to 
either make a drawing or physically do something for me to easily remember, but just by 
listening, I couldn’t even concentrate. 

Well, we all learn and experience things in different ways. People are visual. People are 
kinesthetic, which is another word for “feeling,” and there are people who learn in a 
more auditory way. It took me years by the way to realize that any time I asked for 
direction, this is of course pre-GPS years, anytime anybody I ask for directions and they 
would give me directions to go down this street and go here and turn right, go to the 
second light, make a left, that the minute I turn my car back on, everything went out of 
my head. I could never remember. And it took me a long time to realize that I had to do 
a little teeny map on a piece of paper and then I would get it. So, visual is really 
important to me. 

Now, we all operate on visual auditory kinesthetic. There’s also something called 
olfactory, which is smelling and gustatory, which is taste, but we don’t have to deal with 
those in the hypnosis training.  

Learning if your client tends to go towards visual, auditory, or kinesthetic, or a particular 
one can be really helpful in a hypnosis session. And if I were to ask my client, “Are you 
more visual or auditory?” They’ll look at me like, “I have no clue what you're talking 
about.” So we want to kind covertly find out this information, and by the way, I just used 
the word “covert” that means “secretly” without them knowing about it.  

So there are many different ways of finding out what you’ve already begun to learn, two 
of the important ways that we find out how people take in information. Before we go into 
that, let’s just talk about some of the words that we can hear our clients talk about that 
can help us determine which way they are leaning towards. 

For example, for visual, I might have a client who sits down in front of me and says “Oh, 
I see what you mean. I see what you mean.” So “seeing” words, somebody who is 
auditory might say, “Oh, I hear you. I hear what you're saying.” Somebody who is 
kinesthetic might say something different. But there are other words that are clues. And 
these other words, we’re going to get this information, believe it or not, from the arms 
rising and falling test – The Book and Balloon and from that Lemon Convincer. We’re 
going to find out whether they're visual, auditory, or kinesthetic by the answers they give 
us when we ask a question at the end of each of those experiences for them. 



So back to visual, people who see, you might notice words like “bright” “colors.” Hearing 
– they might even say the word “sounds.” Feeling – think about things that people feel, 
“textures” – rough, heavy, or light. Those are indicative of somebody who notices things 
more on the kinesthetic side. 

So this is a pretty simplistic way of looking at it. But let’s go into how we figure out what 
they are. We’re going to do a little experience right here and right now and what I’d like 
you to do right now is to close your eyes – oh sorry, open your eyes, get a piece of 
paper and a pencil. 

Now, close your eyes and I’d like you now to take yourself to a favorite place in nature. 
Now maybe this is a place you know about, maybe it’s a place you’d like to go. It’s a 
place where you feel and look wonderful. Now, if there’s more than one place, just 
choose one now. Got it? Good. And while you're here, I want you to notice what you 
notice all around you. Look up at the sky, maybe it’s that perfect blue just the way you 
like it. Notice what’s under your feet. Notice the sounds in the background, maybe 
people, maybe animals, maybe the rhythmic sounds of the ocean. Notice the textures 
and colors of all the things around you. Okay. Just be aware and notice what you notice. 
And now, I’d like you to open your eyes, take the pen, and I just want you to just 
describe what you noticed in as much detail as possible. Okay, good. 

So now that you’ve written down everything, I want to show you what it looks like when 
we’re doing it with a client and Michael is going to agree to be my client for right now. 

PRACTICE SESSION: 

Wendy: So thank you. Close your eyes for a moment and take yourself to a favorite 
place in nature, a place you’ve been to before maybe or a place you’d like to go, place 
where you feel good, and a place where you look good, comfortable and warm. If 
there’s more than one place, just choose one now and nod your head if you found one. 

Michael: Nods. 

Wendy: Good. And while you're here at this wonderful serene place, just notice what 
you notice all around you. Notice what’s on the ground, what you're walking on, maybe 
it’s cool grass or maybe warm sand. Look up the sky, notice that perfect sky just the way 
you like it. Notice the sounds in the background, maybe animals or people. Notice how 
the temperature feels, maybe it feels perfect on your skin. Look around and notice the 
textures and colors all around you. Just be aware of everything around you here and 
open your eyes, come on back in the room. Great. 



END PRACTICE SESSION 

Wendy: So tell me about your place. One second, by the way, the important sentence is 
“tell me about your place.” If I said, “Tell me how you felt about being there,” I would be 
leading him to tell me his feelings. I don’t want to do that. If I said, “Tell me what you 
see,” I’d be leading him into telling me what he sees and I want to determine his 
answers to tell me about this place. And if you noticed, as I described seeing, feeling, 
experiencing, looking, I kind of covered everything but I didn’t put the emphasis on one 
particular thing. Thank you for patience, tell me what you noticed? 

Michael: Sure. So, well I was in a place that’s near our farm that’s off the back road, 
there’s a creek nearby, grasses kind of high, and I'm just walking through, there’s a 
bridge, it’s a wooden bridge. The sun is just beating down on me. It’s probably late 
August, it feels so good. It’s nice and hot and the sky is blue and I can see the farm 
buildings in a distance and it’s just so pleasant to be right there just in that place. It feels 
as though I'm in some place distant into the past, so it’s kind of like a time warp, like I've 
left current time and it is a place I've actually been and so it’s really kind of neat 
although I did notice that the details are jumbled, like, that’s not the way it was when I 
was originally there but that’s okay because all of the elements were there. They're just 
slightly different and rearranged in my mind. But nonetheless, I see blue sky and sun, 
probably my favorite parts and the green grass and being near the creek and yeah… 

Wendy: Okay, so thank you. 

Michael: You're welcome. 

Wendy: So probably later on in one of our sessions, you might be going back to that 
place, so thank you for sharing it. It sounds like a nice place. 

So let’s take a look and let’s deconstruct what Michael just said. Michael actually talked 
that he said, in a farm, grass is high, wooden bridge, he felt the sun beating, it feels 
good, it was hot, he could see a building, the pleasant feelings, feels distant blue sky, 
green grass— 

So when I'm looking at this: 

Feels distant – That’s kinesthetic. 
He was talking about what he saw: The high grass, the wooden bridge – That’s visual. 
The sun was beating down – He’s talking about kinesthetic again. 
It feels really good – Another kinesthetic. 
It’s hot – Another kinesthetic feeling. 



He could see the building – Visual. 
Pleasant – Pleasant is about a feeling. Again, that’s kinesthetic. 
The blue sky – Visual. 
Green grass – Visual. 

Now, by the way, this is not scientifically accurate all the time. This is just so we kind of 
get an idea about how our client experiences things and we also, through everything we 
do, we get to learn more about our client.  

So when I look at all this, there tends to be visual and kinesthetic. Michael never 
mentioned about hearing anything, did he? Nothing. Now, that doesn’t mean that he 
doesn’t get things by hearing but it just means, for this, I would go, he’s almost equal 
between kinesthetic and visual but tending more towards the kinesthetic. 

Now the reason I want to know this is when I create custom suggestions for Michael in 
the hypnosis session, that I'm going to lean towards how things make him feel because 
feeling is more important to him than kinesthetic or auditory. He seems to really go 
towards that feeling and I want his subconscious and his whole being to accept my 
suggestions. So if I talk about how it feels and how he feels and those good feelings, do 
you think he’s going to be going “Yeah, I like that. I like that” right? 

Think of it this way. If we think about building rapport with other people, if we talk to 
them in their language, they feel more comfortable with us. Let me give you an example 
of this. I went to buy a new car about five years ago and I went to the dealership and I 
said I really really want a car that feels really strong and sturdy. I want to feel really safe 
inside this car. I want to feel really good that my family is safe, the dog is safe – I'm 
talking about my feelings, right? And the salesman said, I have this perfect car for you 
and I smiled, I'm excited. And he goes, see this car? Just look at the colors, the color is 
so beautiful and just look at the lines of that car, it just looks so sleek. Well, I'm talking 
feelings. He’s talking how it looks. Think I bought the car from him? We never really 
connected. 

So as you're listening to people talking, when you use their own words back to them, it 
can really help build that more of a rapport even that subconscious rapport. 

But back to Michael on all of this, I want you to take a moment now and just put the 
video on pause and look at your description and just notice if you're more visual, 
kinesthetic, or auditory and then turn it back on. 

With the VAK (visual, auditory, kinesthetic), we’re also going to get information from that 
Lemon Convincer. I'm a true believer in not wasting any moment of our hypnosis 
session and I want to glean as much information about my client. So we’re going to the 



same thing in the Lemon Convincer. Now, again, this is not a scientific way of doing 
things, and occasionally, you might have a client that surprises you but it only takes a 
few seconds to ask the question, “tell me about your favorite place in nature” and it only 
takes a few seconds to figure this out. 

But in the beginning, you're going to be practicing doing this. I've had one client in 15 
years, if you could imagine this, and her major way of experiencing this was smell. I was 
shocked. And if I hadn’t asked her these questions, I wouldn’t have known. And she 
took herself, of all places, a Christmas tree farm in the winter and she was talking about 
the smells of the pine and the smells of the fresh snow and on and on and so knowing 
this, taking this information was so important to me because when I gave back the 
suggestions to her focusing on smells, I don’t eliminate visual, auditory, or kinesthetic, 
but I focused on the smells and all of that, that her subconscious can accept these 
suggestions much more quickly and much more deeply. It’s kind of an interesting 
experience.  

So I'm going to call Michael back in and we’re going to do that Lemon Convincer and 
notice the question I ask him at the end which is, “tell me what you notice” not tell me 
what you saw, felt, heard, tasted or smelled but just tell me what you noticed. 

(Wendy calling back Michael) 

PRACTICE SESSION: 

Michael: Hello again. 

Wendy: Hello, thank you. Come on over here. Good, alright. Anytime I have a client 
who is standing up, I always suggest they put their legs apart and this is only to keep 
you stable by the way. I don’t want you swerving around. Are you ready? 

Michael: Sure. 

Wendy: Close your eyes. And take a nice couple of deep gentle breaths Michael, okay, 
and just relax. And by the way, remember, this Lemon Convincer is their little mini 5-
minute hypnosis. This Lemon Convincer has a huge amount of information that we get 
from our clients and it helps them to determine exactly what hypnosis feels like. Take 
yourself now, Michael, to a favorite kitchen in your life. Maybe it’s a kitchen from your 
past where you feel good, you’ve looked good, it’s warm and comfortable place, maybe 
it’s a kitchen you have now or maybe it’s one you're making up in your mind. And again, 
if there’s more than one kitchen, just choose one right now and just nod your head if 
you're there.  

Michael: Nods. 



Wendy: Good. And while you're here in this kitchen (by the way, you heard me say 
“while you're here” I want to bring him into it in real life in his mind) while you're here in 
this kitchen, just notice what you notice all around you. Notice what material is on the 
floor whether it’s stone, linoleum, tile or vinyl. Notice that walls – are they wallpapered, 
are they painted. Notice if there’s a table here in this kitchen. Notice the details, are 
there things on the table, do the chairs have cushions. Notice the cabinets, notice what 
they're made out of, notice the textures. And over there, on top of the stove, you 
become aware that there’s something cooking, so walk over the stove, take a look at 
what’s cooking, maybe you can smell it, maybe you can't, doesn’t really matter and you 
become aware that there’s something baking in the oven. So put your hand very gently 
on the oven (you're smiling, I love this) – open the oven door, feel that whoosh of warm 
air, look inside, notice the texture, notice the color, take a deep breath (by the way, 
when I just said take a deep breath and you heard me go (deep breath sound) do that, 
add sound effects, the client has no idea. It’s going to feel totally normal to them) notice 
what’s inside. Now very gently close the oven door and that’s of course just in case 
there’s a soufflé, you don’t want to slam the door close (just joking). 

And now, as you look around in this kitchen, you notice way over there is a big cutting 
board and on top of that cutting board is a beautiful perfect, plump, yellow lemon, not a 
blemish on it. it’s so beautiful and it’s big and plump and walk over and pick up that 
lemon in one of your hands and run your thumb over the skin of the lemon, you can feel 
these little teeny bumps, it almost feels wax-like. Notice the color, just turn it around in 
your hand and notice what you notice about the lemon. And now, place it gently onto the 
cutting board. 

Now, off to one side, there’s a large sharp cutting knife. Give yourself permission to 
safely pick up this knife and now slice that lemon in half and place the knife back down. 
Notice little pools of liquid on the cutting board from the lemon juice that’s coming out. 
Look at the flesh of the lemon. Notice the color, the texture, maybe there’s a little seed 
that got cut in half. And now, take half of the lemon, pick it up in your hand, notice what 
you notice, quickly bring it up to your nose, take a deep breath, open your mouth and 
sink your teeth into that lemon, just feel the lemon juice as it slides down the side of 
your mouth, and the back of your tongue, and your throat. Just notice what you notice 
and open your eyes, come on back into the room. Good.  

END PRACTICE SESSION 

Wendy: So, tell me about your kitchen. 

Michael: So it was a kitchen that I grew up in, so I was 9 years old in the kitchen and 
the cabinets were metal and there was an old porcelain sink, I’m pretty sure, it’s all 
white so the whole countertop was white. It was like one big connecting thing and the – I 



don’t really remember what the floor was li ke back then, I remember what the 
modern floor was like but I do recall the light on the ceiling had a big cool chain and the 
hutch with the table that we sat at, the old refrigerator which never left that kitchen as far 
as I know. So that’s kind of what the kitchen looked like. The back door of the house 
was there.  

Wendy: What else did you notice when you were in the kitchen? 

Michael: So you asked me about what was cooking on the stove and it was a pot of 
spaghetti which was a pretty common meal. That was pretty easy, it just popped right up 
and there was the tomato sauce that my mom always made, just regular spaghetti and 
meatballs. And then you mentioned in the oven, and so that was actually date bread. 
What was interesting about that was I could taste it because we had date bread all the 
time and I ate a lot of them back then and I ate it with butter and so I went from the oven 
to the table with the date bread and imagined myself slathering butter on it eating it. 
That’s kind of a funny memory. But yes, that was pretty cool and then the lemon, which I 
know how the lemon tastes like. I don’t mind throwing a lemon in my mouth so I didn’t 
have any problem sinking my teeth into it. But I didn’t really taste it, like, I know what a 
lemon tastes like which is imagining it. I didn’t quite get the taste like I had gotten the 
taste of the date bread. So there it is, I think it was a little bit different. 

Wendy: Okay. Well, that’s great. Thank you for telling me about your kitchen. And so, 
even though you knew you were here standing right here in this office, didn’t it for a brief 
moment, didn’t it feel like you were there in that kitchen? 

Michael: Oh, for more than a brief moment. I mean, I was, for all [unintelligible 
00:22:55] purposes, I was in the kitchen, like, that’s where my mind went and my 
imagination really placed me there. I could’ve been asleep dreaming. 

Wendy: Okay, and so that’s exactly what hypnosis feels like. You're totally aware. You 
know you're here but part of you feels like it’s there. 

Michael: Hmm-mm. 

Wendy: So, are you ready for your hypnosis now? 

Michael: Yeah sure, what are doing hypnosis for? 

Wendy: Okay, so that’s how we end it for the Lemon Convincer. But as he was talking, 
his words didn’t show me that he was visual, auditory, or kinesthetic that much. He did 
talk about taste, so we didn’t get as much from this and that’s absolutely okay because I 
was still hearing the goal of the lemon convincer is more than one thing. It’s to convince 



the client what hypnosis feels like. It’s also to get more information and it’s also to 
prepare him because when a client has a little mini 5-minute hypnosis to notice or feel 
what it feels like, then they go, “Oh yeah, now I'm totally comfortable because now I 
know what hypnosis is.” And again, when we do that, any fears just simply drift away 
because the client knows exactly what he’s going to be experiencing in the hypnosis 
session. 

This is something I'm going to be asking you to practice this week. All I want you to do is 
find two people and practice it with each. The first thing you're going to do is you're 
going to have them close their eyes and you’ll be able to read the PDF script for the 
serene place and then you're going to ask him and the question will be in the bottom 
which will be “What did you notice?” and then I want you to figure out from their answers 
if they are more visual, auditory, kinesthetic, or just a little bit of all. You're going to do 
the same thing with the Lemon Convincer. You're going to be basically saying “I just 
need to do this for class can you close your eyes. I need to just to practice saying these 
words” okay and you're going to do the same thing, you're going to ask a question at the 
end and say, “tell me what you noticed about the kitchen and you're going to practice 
the visual, auditory, or kinesthetic.” No pressure on anybody else. Don’t tell them “This 
is the beginning of hypnosis. I'm going to put into hypnosis.”  Don’t even go there, just 
simply practice. 

Now, by the way, when you practice this, I want you to find a way so that you're 
practicing reading it in the same tone, in the same cadence as the way your client 
speaks. What I mean by this is this, if I have a client from Manhattan who’s talking really 
really fast and I'm saying, “Okay, close your eyes, go to your serene place” it’s not going 
to feel right for him, so I need to speed up my language. Now, I don’t have to talk as fast 
as him but I might need to speed it up. And if I have a client who speaks really really 
slowly and I'm going at 20 miles an hour, that’s not going to connect really well either, so 
the other thing I want you to do is to make sure that you're kind of matching the speed 
of the person you're talking with in terms of your language. Okay. And I want you to 
send me an email and tell me what you’ve learned from this experience. This is really 
important and we’ll also talk about it on the webinar. Great! 

By the way, you are doing great. You are learning so much about how people 
experience life and I'm just wondering I’d love to find out how you experienced your 
kitchen, how you experienced your serene place and what you learned about yourself. 

See you in the next video. 

Michael: So, can I jump in and just kind of add a little bit? 



Wendy: Yeah, go ahead. 

Michael: Okay, great. 

It’s interesting because different hypnotists have different ways of doing things and 
you’ll obviously, as you go through the course and begin to practice hypnosis on clients, 
develop your own style and way of doing things, and so, one of the things about what 
Wendy says is she does not lead them on when she does the Lemon Convincer. She 
talks about what you see and what you feel and things like that and the same when she 
did the serene place, it was “notice all these different things” but then in the end, what 
she says is “tell me about that experience” and she does it in such a way that it leaves it 
open for the client to describe visual, auditory, and kinesthetic things on their own 
without any prompting. And then you get how that client processes. 

I actually do it a little bit different. I start out the same way Wendy does and I ask “tell 
me about that experience” tell me about your kitchen, tell me about your serene place, 
but if I'm not gathering a lot of information from them, so in this case, you’ll notice I had 
a lot of visual types of things and then I had the visions- really vivid for me as a memory. 
You know, smells and tastes can be really vivid sometimes but everything else was 
visual. I didn’t have any “feeling” words up there. And if notice that, what I might do is 
just kind of propped for that with “what did you feel about being in that kitchen” 
especially if it was a kitchen when they were a kid or a friend’s kitchen or something like 
that and auditorily, I might ask “Did you notice any sounds?” and often when you say 
something like that, it will prompt them to connect with those things almost instantly 
even if they didn’t connect with it doing the experience and they’ll have that experience 
right away so that maybe they’ll hear their grandmother, or maybe they’ll hear the sound 
of something frying in a pan, or the sounds from outside in the yard, maybe the dog 
barking or something like that, so in this case, maybe I might have said “Yeah, I felt 
really warm and safe” Wendy prompted me with that kind of effect and I would’ve felt 
warm and safe in that kitchen because that was a place where we commonly gather, 
had had family meals and so on and so forth. 

So it’s okay to go ahead if you're not getting enough information or if you want to check 
it out to ask the leading question after you first said, “Tell me about that experience” and 
allow them to tell you. What you get out of that is their main modality, which in this case, 
I was very visual than this. Remember when I was up here and I did the other 
experience with the favorite serene place, I was both visual and kinesthetic, so a lot of 
“feeling” words in there, not a lot of “hearing” words for me. But you can prompt your 
client if they're not identifying with a particular one, just to find if they do indeed learn 
more in one direction. 



Wendy: Thank you. And one of the other reasons we do all this stuff is here’s your client 
and he’s coming or she’s coming to see you for hypnosis. And it’s a new experience, it’s 
maybe a little scary and your client is sharing all sorts of information, and our goal is to 
develop that trust and rapport quickly and early on because unlike a therapist where it 
may take a number of sessions to develop that rapport, we want to get it really quickly 
because we help with quick change. And even just by having a conversation about 
kitchen and we’re just talking back and forth, it’s a very easy way for us to develop 
rapport and for the client to share whatever the client needs to share.  

And you're going to be practicing this, this week, and I just want you to notice your 
feelings and write down any questions you might have so that we can go over them on 
the webinar or you can email me the questions and I’ll answer them on the webinar for 
you. Terrific! Thanks Michael. Oh wait, there’s more. 

Michael: That rapport building thing – you might think of it like, you just met somebody 
and you're going to ask them out on a date, you're asking them a lot of questions and 
really connecting with them, that’s what you want to do with your client. Obviously, 
you're not going to ask your client out on a date but you want to connect with them in 
that deep kind of a way. 

Wendy: Well, I got to share a friend of ours who is a lawyer and he’s also a certified 
hypnotist and he said, “Well, you got to build that rapport real fast because you're 
mucking up with their brains and their thoughts. They better feel safe with you.” 

See you in the next video. 

[00:32:24 END OF VIDEO]


