
Week 5 Video 2: Custom Suggestions 

So, how do we form the suggestions for our clients? How do we do that? Well, we 
certainly can't sit in front of our client, and say, okay, help me form these suggestions 
and tell me what it is you need. Frequently, they don’t have a clue but our goal is to ask 
questions and use the answers to form the suggestions that meet the client where they 
are and match their needs. 

Now, the bulk of this happens during the first session and while you're asking questions, 
this is also a time where you're also continuing to build rapport with your client. 
Remember about mirroring and matching and breathing and building rapport, I mean, 
the client is paying you a decent amount of money or trusting themselves to you to help 
them with shifting and changing their thoughts. This is a whole new ball game for most 
of your clients. They don’t know what to expect. They may be a little nervous and 
remember the pre-talk, the goal is to help your client feel comfortable. Well, that’s really 
the goal of every single session, is helping our client remain comfortable. 

I have created an amazing little sheet of paper that has taken me maybe 15 years to 
fine tune. It’s not perfect. Nothing is ever perfect but it is a great template for you to help 
you create the suggestions, ask the questions, keep you on track. And I've been 
developing this and using this throughout my hypnotherapy training classes for the past 
11 years and it can always use refining but you're going to be refining it for your needs. 
And actually, each different client, you're going to be asking different questions. I'm 
going to be going over this with you, so make sure that you print it out. 

Now, we’re going to go over this line by line and then you're going to watch me interview 
Michael as if he’s a client and while I'm interviewing Michael – so Michael you got to 
come up with an issue – while I'm interviewing Michael, you're going to be writing down 
suggestions after my interview. You're going to be writing down the questions, the 
questions are here on the left. I'm going to questioning Michael and writing down the 
answers, you're going to be writing down the answers too. Then, we’re both going to 
take time and create suggestions over here. This is like the old Chinese menu, column 
A and column B kind of a thing. 

The questions are general questions to help you to get more information about what’s 
happening with your client and what new behavior your client wants and even more 
important, how is that going to make your client feel? Remember back in the earlier 
video, the feelings are the most important thing because when we feel good, that’s the 
goal isn’t it? 



Not all of these questions are going to be appropriate in every situation because you're 
going to be helping people with specific habits or helping people with shifting and 
changing their thoughts so that they become more optimistic and positive. There are a 
lot of different reasons people are going to be coming to see you to get help. 

So, the first question on the left-hand side is “Goal.” There is a space at the top of the 
form for you to write the client’s name and the date that you're doing this. Make sure 
you do it because I guarantee if you have four clients, you might not remember who’s 
who after the end of the fourth client. So you want to write down the client’s goal. 

For this one, let’s pretend there is a goal of “nail biting,” how’s that? Client wants to stop 
biting her nails. “What’s stopping you?” is what you ask. 

By the way, these questions are all open-ended questions. An open-ended question is a 
question that does not have a yes or no answer. So a closed-ended question has an 
answer of yes or no. We want open-ended. We want to keep the conversation going, 
and we’re going to be asking “who, what, when, where, how” questions. We are never 
ever ever ever, let me repeat that, never, going to ask a “why” question, never. 

Ever asked a little kid “Why did you do that?” What are they going to say? “I don’t 
know.” Same thing with adults. “Why do you bite your nails?” “I don’t know.” “Why can't 
you stop?” “I'm not sure. It’s too hard.” 

“Why” is a question that we’re never going to get an answer that’s going to be helpful for 
us as the hypnotist. It can be helpful in other ways, but not for us.  

Another reason to avoid the “why” question is just like when you're asking a kid, “Why 
did you take the dog out of the crate?” It’s usually we’re accusing somebody and so we 
tend to get triggered by “why” questions, lots of reasons. ”Who, what, when, where, 
how” that’s fine, “why” we don’t know. 

So we’ve got the client’s goal, important. “What’s stopping you?” You may or may not 
get an answer. So in the case of, and this is a real situation with a client that I have and 
she’s about 33, beautiful, smart attorney who bites her nails and they are down to the 
stubs. “What’s stopping you?” “I don’t know. I’ve been doing this all my life.” “All your 
life?” “As long as I remember.” Just make a note just so you remember that. You may 
not get an answer and that’s absolutely fine. “When did it start?” “I'm not sure. I've been 
doing it all my life.” 



Now, you might get easily get an answer on another issue “When did it start?” “Oh, after 
9/11 I found myself terrified of flying.” Great. Just write it down. You're getting 
information while you're asking questions. Keep your mind open. If you find yourself 
thinking of,” Oh, well I think this is causing this” and “This is causing that,” please put all 
that to the back of your mind and ignore it for right now. You're just simply gathering 
information. Any guesses we have are guesses based on our own experience, not 
necessarily our client’s experience. Okay. 

“How do you want to feel? Well, in a case like this, “How do you want to feel about not 
biting your nails?” “I want to feel proud of myself. I want to feel good.” 

Now, we may be asking the same question on the goal side of the sheet. We might be 
asking it more than once in different ways and that’s absolutely okay. 

So, “What do you want to do differently?” “I just want to stop biting my nails.” You don’t 
even need to ask that question with the nail biter because it’s an obvious answer. 
However, when we stop a habit, that habit has a purpose and usually a purpose to help 
reduce our stress in some way. It’s a calming effect that a young child would bite their 
nails when their parents were yelling because the child felt helpless and didn’t know 
what to do but that moment of biting and that little resistance on the nail just felt good for 
a second, and in the subconscious mind, the mind goes, “Ah, that felt good. I’ll just do 
that as a distraction.” 

So what do you want to do differently is your cue when you're dealing with a habit with 
somebody is let’s replace one habit with another one because if there’s a hole there, 
what are we going to do? What’s the client going to do instead? And again a new habit 
can be something as simple as, my client actually last night, came up with that she’s 
going to actively just tap a little bit on the side of her nail bed. She created that habit all 
on her own. She actually created it in hypnosis because we talked about different 
things. She said, “No, I don’t drink water. That’s too hard to do.” “I don’t know if I'm 
always going to have a pen in my hand.” I said, “Well do let’s a hypnosis session where 
you allow yourself to access that part of you that can tell you what the right response is 
for you. What you need to do.” 

And we actually did a little fun hypnosis session and I had her imagine herself in her 
favorite place and then I said, “She had somebody coming down the walkway, 
somebody that she trusts and liked” and I said, that’s going to be your future you and 
this woman comes down the walkway –  



and this is all in hypnosis just a little story and – she sits down next to my client, my 
client looks at her, and my client asked and looks at her nails and goes “Oh, they are so 
trimmed and so neat and beautiful. Tell me, what do I need to do so that my nails look 
like that” and she listened and this woman in her on this bench told her to go tap like 
that. We didn’t have to figure it out. She didn’t have to figure it out but she got that and 
she said “Yeah, I like that idea. That’s perfect.” 

If you had a magic wand, for this question, she might say “I’d like it just to be easy.” 
Other issues, we’re going to get something totally different because it may be about 
somebody who has a difficult time in sales and wants to do better in sales and finds 
something is stopping them, so if they had a magic wand, they would love to make the 
money they want, have the life they live and all that. There’s a lot of space to fill in the 
answer to that because we’re going to be using that later on. 

Remember, when we get them to their end result and go beyond that even, that’s where 
the magic wand will elicit those answers.  

Then, I ask my clients, something you set out to do that you’ve been successful. “Tell 
me, something that you’ve set out to do in the past that you’ve been successful doing” 
And maybe it’s little, like, riding a bike or maybe it’s big like going to graduate school. 
Just think about something and I say tell me about it. “Well, I actually decided to go 
back to school and get a law degree.” I said, “Okay, well, let’s talk about that. When you 
set out to do that, where was your mindset? Where were your thoughts? Were you 
thinking, “Oh no, I can't do that. That’s too hard, it’s too expensive. It’s going to take too 
long” or were you thinking, “Yeah, I kind of do that. I can just take a step at a time and I 
can do that.” And she said, “Well, of course I was over here.” “Right, you were over 
here. And so you were successful because you had your thoughts in a place where 
they're going to be helpful to you. What would happen if your thoughts were over here?” 
“Oh, I wouldn’t have done that, not at all.” That’s right. And so right now, where you are 
with your nails and saying “I hate that I bite my nails, I hate that I bite my nails.” “That’s 
kind of keeping you over here. I don’t even know if I could stop biting my nails. But now 
we’re going to move you over to here because you’ve always achieved success on this 
side haven’t you?” 

But we’re going to use whatever it is and you don’t even have to explain all this stuff I 
explained. That was really more for you but feel free to explain it to your clients because 
we’re using the same concepts that they’ve used to achieve success in different parts of 
their life. But it’s just a struggle to achieve success now. 



To be honest, most of my clients are clients who are successful in many parts. whether 
it’s being a good mom or a teacher but there may be other parts, just a few, where it’s 
really been a struggle and I tell them, “We’re using the same resources you’ve used to 
get to where you are in different places” and even if somebody doesn’t have a 
successful career, they could’ve been successful learning a new recipe, successful at 
learning how to use Facebook, whatever it is. 

The next question is, and this is helping us form some of my favorite suggestions is, 
“After you meet your goal, what are you going to feel like?” So my nail biting client said, 
“I am going to feel so proud of myself.” And I write down proud of myself, feels so proud 
of myself. 

The truth is, when we ask our clients questions, we are writing down their answer 
verbatim, exactly as they speak them. I am not adding in any of my own words because 
this has nothing to do with me, has to do with her. So, if she says “Oh I will feel so proud 
of myself, I write so proud of myself. If I were not focused on her goals and working 
within her beliefs and her words, I might say, if you like “feel really great.” Well, feeling 
really great is nice. Feeling really proud of myself is exactly how she worded it. When 
we use our client’s words, our subconscious accepts them ten times more easily than 
our words. 

And what this means is when you're filling out this sheet and you're asking your clients 
questions with their exact answers, you're working within their belief system that this 
hypnosis session has ten times the ability of helping the client achieve their change than 
a client who goes online and downloads a hypnosis session because that hypnosis 
session is designed for the general public. It does not specifically address the way your 
clients speaks and the way your client feels and beliefs. 

And I'm not saying that there are problems, the hypnosis audios, because you might 
even be creating some but just know that when we’re dealing with general, we’re going 
to get success but when we’re dealing with the specific of exactly where our client is, we 
have doubles our chance of success to 98%, 99%, 100% It’s a big game changer and 
so even though you may download scripts from some great places on the internet, 
make sure that you use the parts that are helpful to you but always make sure that you 
are working exactly within your client’s words. 



So, “What are you going to look like?” She said, “My nails are going to look trim and 
neat.” “How are you going to act?” She said, “Oh I'm going to feel so much more 
comfortable at meetings.” She said, “My hands are always on my lap when I'm in a 
meeting at the office, but this time, my hands can be on the table.” She said, “That’s 
going to feel really freeing that I don’t have to hide them anymore.” Okay. “How will you 
benefit?” “Well, I'm just going to feel good about myself. It’s been something that I've 
been working hard to change and I'm just going to feel good.” Benefits are going to 
show up in lots of different ways. “What are you willing to do?” Well, we already know 
the answer to that. I would not ask that question to her because she is clearly willing to 
do something to make the change. She’s willing to come here to get help.  

Now, when we’re dealing with other habits, yeah, we’re going to get some specific 
answers.” What’s your first step?” Her first step was making the appointment with you. 
Don’t bother to ask that question. “What obstacles could get in the way?” Well, you 
know and I know that obstacles that could get in the way are stress, that this is a 
subconscious habit. She doesn’t feel like she has control. This is something where it 
really is in her total control, so the only obstacles getting in the way are her and I 
wouldn’t ask that question. 

There’s also a “when” and a “where” but we’ll go over that later. And “What will you say 
to y yourself when you have achieved your goal?” She said again, “I am so proud of 
myself. I love that my nails are trim and neat and my hands are soft.” She said that 
exactly and so this is an example of asking questions with somebody with a habit. 

When I ask questions to Michael, we’re going to kind of go…I'm not too sure what 
Michael’s issue is, so see what happens in the next video. 
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