
Week 6 Video 3 I Like The Idea That 

By now, I'm sure that you’ve read Powerful Thinking on Purpose and that whole book is 
designed to help readers so that they can begin to focus on the thoughts that are 
believable to them and to learn how to take their bigger goals and chunk it down. And I 
like the idea that it’s really the new concept that I wanted to write about in the book, and 
when I wrote the book, it actually took me, believe it or not, to write that one book that’s 
only like 150 pages. When I first wrote it, I had the tentative title of “Why Affirmations 
Don’t Work” and I thought “Oh, that’s kind of negative” and some affirmations do work. 
And so I wrote none, I put it down. 

And I remember going to bed one night saying, you know I really want to write a book 
that can help my clients but I don’t want to write it unless I have a new original thought. 
And my first thought in my mind was, there are no new original thoughts. Everything has 
been done already but somehow, I went to bed that night and in the next day or two 
after that little conversation I had with myself, I started using “I like the idea that…” 
Those words in front of one of the powerful statements for a client and my client went 
“Wow! Yeah I do believe that. That feels great.” And so I've taken that concept and 
expanded it to help my clients understand how powerful their thoughts are. 

When I do an “I like the idea that…” exercise in the office, it kind of sets the client up for 
most of the future sessions because a client is coming in, and let’s say for example, I 
have a client I'm seeing right now and she’s 18. She’s paying for this out of her own 
money and she said to me, “I'm going to be a sophomore at University of Michigan” and 
she said, “You know, I've been spending most of my life being negative and not feeling 
great and I don’t know how to stop these negative thoughts. I don’t know how to do it 
and I don’t want to be negative anymore.” And so she hired me for ten coaching 
sessions. Can you imagine an 18-year-old? It’s mind blowing. I mean, I get this and I 
see clients who are 50 and 60 and 40 and 30 but 18? 

And so, the first thing I do with my clients is we narrow things down to, “What’s the 
biggest thing bothering you right now?” I have them stand in one area and I ask them 
the question. I have them go through these series of exercises. But in one of the 
exercises, in the middle part of it, I asked them to notice if the thought is believable, and 
so, for example, she actually wants help with public speaking because that has been an 
issue. She never spoke up in high school, didn’t speak up a lot in college, but after she 
called me and set up the appointments, she actually signed herself up for a 
Toastmasters meeting where she learns to improve her public speaking skills. And so, 
when she came, she was already starting to do things for herself to help herself improve 
feeling more comfortable in front of a group, but I asked her to stand up and just 
imagine herself in the future and imagine saying, “I am calm and comfortable every time 
I speak.” I asked her to imagine that and I ask her to notice what she noticed about her 
body and how she felt and what her thoughts were. And she opened her eyes and she 
said, “I really like that idea but I don’t believe I'm calm and relaxed. I don’t even know if I 
can get calm and relaxed.” 



When a client says, I don’t know if I believe it or “I don’t know if it will work for me,” “I like 
the idea” is that perfect statement to place in front their words to help them believe it. 

So when I view and I think of “I like the idea that…” that is the way to bypass that 
nagging little voice that there that says, “No you can't. Nobody in your family has ever 
done that. You’ve never done that.” it bypasses that and I'm going to go into more detail 
and explain exactly step by step how I do this little exercise and then you're going to 
watch me doing with a client, and I encourage you to do this with your clients not on the 
first session, not necessarily on the second. This is something that you can add in and if 
you happen to be a coach or a therapist, of course, you can add this in at anytime but 
for a typical hypnosis client, leave the first session the way you're learning it here and 
add this on a second or third. 

How I take my client and get my client from where she is and where she wants to be. 

So let’s say, I'm taking Annie who is my public speaking client. She is nervous about 
speaking in corporate meetings, she is nervous about speaking to shareholders, she 
gets anxious, her palms start to sweat, she is afraid she is going to go blank out and 
forget everything she’s going to say, all these things are worries about her future. She is 
worried that this will happen in the future. It has happened twice in the past and that’s 
enough to just start that neural pathway over and over, “Uh, this is going to happen in 
the future. It’s going to happen.” And in fact, that worry has grown over the years and 
what happens is two weeks before she has to give a major presentation, she finds that 
she’s starting to lose sleep, she’s starting to worry about what she’s going to say and 
what if she makes a mistake and the fact that everybody’s looking at her and she finds 
that she’s not sleeping well for those two weeks. She’s not focusing well at work and 
this has continued to grow and most fears continue to grow if we don’t keep them in 
check. 

So, I'm taking Annie, I say, Hi! Nice to see you, how was your week? So we’re going to 
do a little exercise just to show you how powerful your mind is. And Annie, I’d like you to 
imagine that one side of the room is your worry side and another side is the outcome 
that you want to achieve. 

And by the way, this is a great opportunity right now while I'm doing this and teaching 
you, you can pretend that you’re the client and you have something that’s bothering you 
or worrying you or something you would like to change, kind of add your own words in 
while I do this. So it’s going to require that you stand up. 

And Annie goes, “Well, this side of the room is going to be my worry side.” “Okay. So, 
close your eyes Annie, put your legs apart to keep yourself stable. By the way it’s not a 
test and I’d like you, Annie, to close your eyes and just imagine and just say that 
sentence over and over in your mind, that sentence of, ‘I'm afraid I'm going to mess up 
when I speak and I worry I'm going to mess up when I speak. I'm so afraid I'm going to 
mess up when I speak’ and just say that in your mind ten times while I'm talking in the 



background and keep on saying it Annie, keep on worrying. I want you to notice as 
you're saying this over and over, I want you to notice how your body feels, notice how 
your head feels, your neck, your shoulders, your chest, your legs, your arms. Notice 
where those thoughts are, notice if you feel light or feel heaviness, just keep on noticing. 
Okay Annie, stop repeating it, open your eyes and come on back into the room. Good’”  

You're kind of talking through that entire time, just kind of hearing you in the 
background. If we ask the client just to say it through four times, it’s not going to 
necessarily elicit a feeling. Most people, when they're over here on the negative side 
and they're repeating it, they notice a physical feeling in their body. Some people notice 
a tension in their neck or their shoulders, some people notice a feeling right here. Most 
people will notice a feeling and if they don’t, by the way, that’s okay, they don’t know 
what you're expecting. I've had a couple who doesn’t have a physical feeling but it’s 
more in their head. The thoughts are in their head and then they’ll say, ”Well, I don’t feel 
really great about that.” well, how do you know you don’t feel great? 

So Annie says, “You know, it’s right here, right in my stomach. I feel like there’s this big 
lump of coal that about that’s big.” “Okay, good. So now, Annie, let’s go to the positive 
part of the room. Now this was the worry part and over there is the outcome you want 
but let’s pretend the middle here is the positive part. Now Annie, you’ve heard of 
affirmations or people saying positive things to themselves to help them so they can get 
over whatever they need to get over and focus on what they want. So, I want you to do 
that here and I’d like you now just to close your eyes, place your legs apart, and now, 
just imagine as if you’ve achieved your goal. ‘I am calm and relaxed every time I speak.’ 
So Annie please repeat this in your own mind. ‘I am calm and relaxed every time I 
speak’ and keep on repeating this and keep on repeating this in your mind, Annie, and 
as you're repeating it, notice how your body feels, notice how your head feels, notice the 
thoughts that are coming in, and as you keep on repeating it, notice if there’s any 
resistance to this thought, notice if there’s a little voice back there that goes ‘Oh no 
you're not, you're not calm and relaxed.’ Whatever you notice is absolutely okay Annie. 
And now, stop repeating it and come back into the room.’” 

“Annie, tell me what you notice.” “Oh, it feels so much better than that one over there. I 
don’t have that tension. I just feel awesome. I feel so great. I felt light. I could see myself 
in front of a group speaking and with great performance and helping to get my point 
across” and as she’s describing it, I said, “Did you hear a little voice?” “Well, yeah, there 
was just this little voice back there.” I said, “Oh okay. So, you know, Annie, when you're 
back over here at this worry part…“ I said, “…on a scale of 0 to100%, what’s the 
possibility that this will happen to you when you speak? She goes, “Well, maybe 75%” I 
said, “Okay, it’s just a number and would you say that this is a true thought and a real 
thought?” “Yeah,” she says. “And would you agree that it’s also a thought about the 
future?” She goes, “Yeah. Okay.” Just kind of let her go, let her think about that and so 
over here, you notice that you had that little voice back there. I don’t have to explain to 
my client that that little voice is a belief or a limiting belief, but that little voice over here, 
“By the way Annie, when you're over here, what’s the percentage possibility that you 



can be calm and relaxed when you speak in front of a group? And by the way, the 
numbers don’t have to add up.”  
“Oh, well I feel it’s like 50%. Yeah, 50% even though I felt calm or saying it that little 
voice was there.” 

Now, I take Annie, I say, “Annie let’s go to the powerful thinking side.” Over here goes 
Annie. Now, this is where I have Annie close her eyes and take her statement “I'm calm 
and relaxed speaking in front of a group” and I know that because she had a limiting 
belief over here, that little voice where it wasn’t really believable, “Over here, Annie, I 
want you to repeat ‘I like the idea I am calm and relaxed every time I speak in front of a 
group.’ Now, close your eyes Annie and repeat ‘I like the idea I'm calm and relaxed 
every time I speak in front a group’ and focus your attention on ‘I like idea that’ because 
you do like the idea Annie” and I'm talking and I'm saying this while she’s saying it in her 
mind. “And Annie, as you're saying this, ‘I like the idea that’ I want you to focus your 
attention and just imagine you’ve just finished talking and you’ve walked down, you’ve 
moved away from the podium and people are shaking your hands and saying, ‘Yeah 
that was a great presentation. You nailed it Annie’ and just notice, ‘I like the idea that’ 
and while your repeating this, notice how your body feels, notice your head your neck, 
your shoulders, notice if you feel a lightness or a heaviness. Just notice what you notice 
here and now open your eyes and come back into the room.” And Annie comes back in 
the room. 

“Annie how did that feel?” She said, “Wow!” She said, “I didn’t have any of that tension 
she said that little voice wasn’t here anymore.” She said, “I could really keep that image 
and that feeling in my mind so much.” I said, “Yeah, this is the goal. This is the outcome 
that you want, isn’t it? And on a scale of 0 to 100% how believable is this?” “Well this is 
100% believable” she says “because I like the idea and it’s the idea that is 100% 
believable.” 

It’s awesome when we get a client to go from here to here to here.”And Annie, let’s talk 
about how this felt compared to over here?” She said, “Oh well, when I was over there, 
she said, that tension, that feeling in my stomach that big lump of coal…” she said, “I 
didn’t have that when I was here and I didn’t have that little voice.” I said, “Your goal 
from the time that we’re working together with all of this…” and this is perfect for 
coaching clients, “…your goal is to use the words ‘I like the idea’ and at some point and 
at some time you may find yourself dropping those words and saying ‘I choose’ or ‘I am’ 
and that’s absolutely normal and absolutely fine, but ‘I like that idea,’ here’s the limiting 
belief, it just bypasses it just like water off a duck’s back. It bypasses that limiting belief 
so that you can keep that image and that feeling in your mind so that you can re-train 
your mind easily and effortlessly because frankly, Annie, when you're over here, it’s a 
struggle and you're still using willpower, aren’t you, and when you're over here, you 
can't even imagine or focus on what you want, you're just stuck with what you don’t 
want. So your goal is to keep focusing over here on what you do want and make it 
believable for you.’” 



I want you to think about this for yourself and think about how you can use it in your own 
life. We started saying this in the office after I wrote the book and then I found one day 
everybody was talking with my business partner with my husband and I heard my 
business partner saying, “Well yeah, I like the idea that this can happen” and Michael is 
saying, “Yeah, I like the idea this can happen” and we were talking about our futures 
and what we wanted to see happen in our futures and it just kind of made me laugh 
inside that it has become such an important part of the way I think. And I even use this 
when I sit down to write a blog post and I’m sitting there going, “I hate writing blog posts. 
I can't write blog posts. They're so hard. I hate how they come up, how I write them, and 
it’s such a struggle” and after about a minute of this I realized, “Ah Wendy, use what you 
know. Use what you teach” and I sit down I go, “Well, I like the idea I easily write this 
blog post and I feel great.” I actually have to say that to myself. And by saying that to 
myself, it helps embed that in my mind and keep it front, and center and if ever get stuck 
and going, “Uh, this is too hard,” “Yeah, but I like the idea that it’s easy” and things start 
to shift and change much more quickly. 

So I like the idea that you are getting a lot out of this class personally and professionally 
and I like the idea this is the end of this video. 
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