
Week 3 Video 6 Subconscious Rapport 

When a client comes in to see you, maybe they’ve met you before or maybe this is the 
first time they’ve ever met you. Of course, you’ve talked to them on the phone and 
you’ve determined whether or not you can help them. But we, as hypnotherapists, have 
to develop very quick subconscious rapport with our clients and conscious rapport with 
our clients. 

Unlike therapy which can take 10 weeks, 20 weeks, a year, or even longer, where it 
takes a while to build that kind of trust with the therapist, we work much quicker than 
therapists and we have to go the extra mile to create that subconscious rapport. 

That’s what this video is about: Teaching you the tools and techniques to create the 
subconscious rapport and you’ll be able to use these tools in other parts of your life. 

In fact, when I learned these tools, maybe it was so many years ago, and I actually 
applied to a job. It was a job I really didn’t want but I needed to practice interviewing and 
so I went, and I also knew that I didn’t like the person interviewing me. She was a little 
overbearing. Plus, I didn’t want to be a head hunter. There was nothing going on for this 
job but I thought, I'm just going to test out these subconscious tools and use them 
during the interview. 

One of the tools is mirroring and matching and what this means is that if somebody is 
sitting and let’s say they're holding a pen like this the whole time they're talking, I'm not 
going to be mocking them, but I would take a pen and maybe hold it in my hand too, 
very subtle way of creating connection with that person. Other subtle ways are kind of if 
they're sitting straight up in the chair, then instead of me slouching, which is kind of a 
disconnect, I would sit up straight in my chair to kind of mirror their body language. 

So just with this mirroring and matching kind of a way of doing things, I went into this 
interview and she was a very tough interviewer. Now, I had no experience with being a 
head hunter, none at all. But my goal was to see how far that I could this create this 
rapport to even get offered the job because I didn’t have a lot going for me at that time, 
and so, as she held the pen, I held the pen. When she sat down and she crossed her 
legs, maybe a minute or two later, I’d cross my leg. If she uncrossed her leg, a minute or 
two later, I maybe I would do it too. I didn’t do it immediately but just kind of mirrored or 
matched her just during that interview. 



Well, the interview lasted a good two hours and I left the office and it was around 7 
o’clock at night and I was driving home and I was thinking to myself there is no way I 
ever want to work at this place and the job at that time was like a $40,000 a year job, 
and even though at that time the money would be great, I just couldn’t see me myself 
doing that and doing a good job. It wasn’t me. 

I get a phone call 20 minutes into my ride on the way home and I picked up the phone 
and she said, “Hi, this is Bobbie.” I said, “Oh. Hi Bobbie! How are you?” She said, “I 
have to tell you, I really want you to work here and I'm going to offer you 60 grand.” 
Woah! I almost had a car accident. I was so shocked and I thought how could I have 
this offer for a job that I wasn’t even telling her I was excited about it, and I knew she 
was interviewing other people too, and it really proved to me that that subconscious 
rapport has way more power than we think it does. 

Now, I’m not going to recommend that you go out and do this with everybody. I just 
wanted to share this as an example and after using that in that interview, when I see a 
client and that client sits down in front of me, I notice their body language, I notice their 
posture, and I kind of mirror or match it to mine. Now obviously, if somebody’s like 
“Oookay” and really laid back, I'm just going to be a little more laid back than I normally 
am rather than sitting up straight. 

Another way to mirror and match is by using your voice and what I mean is using the 
tone of your voice, and I had one client who was from the deep south and she spoke 
very slowly. Well, I'm in Pennsylvania, I don’t think I talk very slowly but I had to 
intentionally kind of slow down my explanations to her. I had to kind of meet her closer 
to where she was because she was nice and slow and I'm like “la la la la la…” I had to 
kind of go and meet her over here, so I slowed down so that she could easily hear what 
I have to say. 

Another way of creating this subconscious rapport is breathing, breathing in tune with 
your client. Now, this is something that actually is kind of fun and I do it when they're in 
hypnosis. I also do it in that beginning, that first session when I'm interviewing, asking 
questions, talking about hypnosis. I will match my breathing to my client’s breathing and 
I watch their chest and then I want to really help them to slow things down, to relax even 
more, so once I match their breathing, then I start to slow mine down. And you know 
what’s fascinating? Theirs start to slow a little bit too. 



There’s a whole another side to creating this subconscious rapport and it has to do with 
energy and the feelings that we create in the room, and to be honest, there are probably 
some of you who are way better and more knowledgeable at this than I am. I don’t quite 
understand how energy works except I know that our thoughts have energy and can 
affect us. And sometimes, our thoughts have such energy that I could be thinking of a 
friend and my friend would just call me out of all the minutes and hours and days in the 
week, so I know there’s way more to it. 

This little video just to help you so that when you're with somebody, I want you just to 
practice the mirror and matching, breathing, and kind of matching your voice with them. 
It’s so simple, it’s so easy and it works. Your client is not going to say, “Wow, we’ve got 
such rapport.” They're just going to feel way more comfortable with you. 

Sometimes, I’ll take it to the next level because I really care about my clients 
tremendously and I always use a white light coming from way up from the universe like 
a white spotlight and having it kind of come down on both of us and inside this spotlight 
is intention and the strong desire to really help my client and I put all this stuff in. 
Because frankly, anything we do, whether it’s using our voice, whether it’s hypnosis, 
anything, our goal is to help our client. 

So this week, take some time and when you're with somebody, just kind of have fun. Do 
the breathing little exercise, match their breathing, maybe slow it down, and see what 
happens. Practice mirroring and matching and see how things go and you're going to 
find that that person you're doing this with is not going to notice a thing. They're not 
going to say, “Why are you doing this?” They won't notice anything. And when I talk to 
my clients who are in the sales field and they want to increase their sales, one of the 
things that they learn, which is what you're going to be learning throughout this course, 
is to listen really really carefully because listening carefully to our clients means that we 
can give them back their words. 
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