
Week 7 Video 11 Homework 

We’re going to start to pull all of this together and you're actually going to be doing an 
entire hypnosis session with somebody this week. 

Now, find a friend, find a relative, find somebody in the Facebook group, schedule a 
time via Skype, Zoom, or Google Hangout, and what your session is going to be on is, 
no surprise here, weight loss. If you don’t know anybody that wants to do a session for 
weight loss, just ask them to pretend as if they wanted to do weight loss and let me 
share with you what you're going to be doing exactly in the session. You're going to 
need to make sure all your papers are in order for this. You might even want to have a 
list of all the things that you want to do to keep yourself on track.  Some people use 
Post-It notes. I used to use Post-It notes and I’d say, A, B, go to C, and I’d have a little 
page that said C on it until I kind of got used to what I was doing and where I was going, 
but by this point, you're comfortable with the concepts, so here’s what you're going to be 
doing. 

The first thing you're going to do is the Pre-Talk and regardless of whether or not you're 
helping a fellow student or somebody who has had hypnosis before, you're going to use 
the pre-talk sheets that you’ve printed out and you’ll say, of course, you already know 
that as a hypnotist, “I can't make you do anything that is against your moral values and 
judgments.” You’ll just kind of acknowledge it. Of course, they already know this 
information. So, the pre-talk up here is number one. 

The next thing you're going to do is the Suggestibility Tests, specifically, the Book and 
Balloon. When you do the book and balloon, at the end you're going to ask them, which 
one seemed more real to you and you’ll ask them just to tell me more about it, just 
describe it, just elicit some information because remember, you want to find out the 
VAK, the visual auditory kinesthetic. You also can take that time to talk to the client and 
say, “by the way, of course there is no book and no balloon, but your inner subconscious 
mind, as soon as you imagine that book, it sent a message through the autonomic 
nervous system through every cell, muscle, and fiber, and it felt real. And you want to 
impress this upon them because this is a concept that their thoughts have amazing 
power over their body. 

After the book and the balloon, you're going to want to ask the questions and fill up the 
suggestions. With this particular one, I want you to make it kind of easy for you so that 
your suggestions are very simple and physical based. So for example, you might create 
that powerful personal statement that every day you eat a healthy salad for lunch and 



you feel great or three days a week, you eat a healthy salad. Keep it kind of simple so 
that it’s measurable so when you speak to this person again, you can find out “tell me 
what happened.” 

After the questions and suggestions, you're going to fill up those suggestions while you 
ask the questions and then you're going to say, “Before we even do the hypnosis, let’s 
do a little practice five-minute one so you can really get an idea of what hypnosis really 
feels like?” And guess what we’re going to do then? Yup, The Lemon Convincer. And in 
that Lemon Convincer, afterwards when they open their eyes, you're going to say, “Tell 
me about your kitchen, you’ll easily remember to say “You know, take yourself to a 
kitchen from your past or maybe the one you have now or maybe the one you like to 
have. It’s where you feel good and look good and if there’s more than on kitchen, 
choose one now.” Saying this avoids the client taking their time to go, “I can’t figure out 
which one.” “If there’s more than one, choose one now.” After the Lemon Convincer, you 
ask them, “Tell me about the kitchen. What did you notice?” You're going to be taking 
notes so you can get an idea, again, visual auditory kinesthetic. Remember, this is really 
not scientific. It just gives you an idea if the client leans more towards one way or 
another because if they do, then the suggestions are going to reflect this. And what I 
mean by that, if a client is kinesthetic, then you want to use more feeling words in those 
suggestions and you're going to be using suggestions based on their language. Most 
likely, those feeling words will be there, but this kind of keeps you on track. 

After the Lemon Convincer, you're going to say – have that one important statement, 
and this statement is absolutely important – and what it is, is “Even though you know 
you're here, didn’t it seem like you were there in that kitchen even just for a brief 
moment?” “Yes.” And then tell them, “That’s what hypnosis feels like.” Okay. Really 
important. Super important. This way, they go into hypnosis without any questions of 
“Ooh, is this the right thing?” “Does this feel right?” “Is this wrong?” 

After you’ve got that, then you ask them, “Are you ready for hypnosis?” And that’s how 
you tell if they ready and they're going to say “Yeah, I feel fine.” And make sure you ask 
them if they need to go to the bathroom, this is when you also go to the bathroom and 
make sure you got your suggestions and your sheets and all that kind of stuff ready and 
then you begin the hypnosis.  

After your client is sitting down ready for hypnosis, you're going to begin with the 
Progressive Relaxation, and remember, when you're doing this, to remind the client 
about outside sounds in case there are outside sounds wherever you are so that any 
outside sounds you notice just go to the background of your mind and you still allow 
your mind to remain calm and relaxed. 



As you continue through the progressive relaxation, the end of the progressive 
relaxation, you immediately go into the Ego Strengthening. In the insert suggestion part, 
what I’d like you to do is create a future visualization for the client. “See yourself in the 
future – three weeks, three months, three years” and you're going to build up that image 
of themselves in the future, how they look, how they feel. You can say, “Step into that 
image, feel the feelings. Feel how your body feels healthy and trim. Put your hands on 
your waist. Your waist is smaller.” For a visual person, “See yourself in the mirror. Notice 
the colors, notice how pretty your face looks. You look great. You feel great. Hear what 
you say to yourself. Here what other people say to you.” See, feel, and hear, we just 
want to elicit all the feelings. See – Feel – Hear. 

You’ve stepped inside this image of yourself and now, I'm going to repeat a sentence. 
You can shout it out along with me. It’ll be here whenever you need it. Make the 
powerful personal statement, a simple every day or weekly habit change for your client. 
For example, as I mentioned before, “Every lunch you have salads and you feel great.” 
“Every day you allow yourself a couple squares of Ghirardelli chocolate and you feel 
wonderful.” Whatever the change that they want to make that’s going to have the 
biggest impact in the easiest way, you’ll create that and it’s going to be either every or 
every week or every Monday, Tuesday, Wednesday – make sure it’s measurable. So 
when you talk to that person a week later, you're going to find out, “How did you do? 
What did you notice?” Now remember, this person is not paying you for this, so they 
really don’t have much skin in the game. They're really not as committed as somebody 
who has paid you. Big bucks for the session. 

After the powerful personal statement, remind them that they're saying it while they're in 
their new body of the future. Then, you take them back to the cloud chair. The way to 
say is, “Now, take yourself back with this new body in your cloud chair and just enjoy 
being here for a few moments and listen to the sound of my voice. Then, you complete 
the ego strengthening. After the ego strengthening, you then say, “In a moment, I'm 
going to count from one to five.” Now this is the first session and at number three, you're 
going to add, “Next time you go into hypnosis, you go much deeper much faster.” 
Number four is the double bind and the double bind might sound like “Not opening your 
eyes until you know how easy it is for you to eat a healthy salad every day at lunch and 
you feel great.” You're really taking that powerful personal statement and putting it in 
here in the double bind. Then you bring them up and you just say, “Five, open your 
eyes, come in back into the room feeling relaxed and refreshed as if you’ve have had 
the most relaxing nap.” And they open their eyes, come on back into the room. Give 
them a few moments, maybe 30 seconds, that’s a long time and just smile. You can go 
turn off the music and then talk about how things went for them. Talk about the session. 



As I’ve done this, I realized I forgot to ask you to do one thing, that before the 
progressive relaxation when they're sitting down, you ask them, What time do you 
have?” And if they don’t have the time, you look at your watch, you look at your phone 
and you say “Oh yeah, it’s ten after twelve.” Mark it down on your sheet of suggestion 
so you kind of know when you’ve started. 

After you’ve had them open their eyes and after you’ve given them a few moments, as 
them, “How long did you feel like your eyes were closed? Five minutes? Ten minutes?” 
When you notice their face when you reveal to them how long it really was, and 
remember, I said that some people say “Well, it was a long time?” And yesterday, I had 
a client, he said “Yeah, it was a long time.” And I said, “Well, How long? Five, ten 
minutes?” He goes, “I don’t know, maybe 15 or 20.” I said, “It was 35 minutes.” He said, 
“What?” His eyes went like that. It was really a lot of fun. 

Now, when this is finished, you're still not done. You're going to be teaching them self-
hypnosis. Now, they're already pretty much and still in that hypnotic trance so you're 
going to say, I'm now going to teach you self-hypnosis and you pull out your self-
hypnosis sheet and you're actually recreate that future visualization that you created 
right here. You're going to go back and recreate that. Now, in the self-hypnosis that I've 
shared with you, I have them use a widescreen TV. You can use a widescreen TV in 
here if you want. You don’t necessarily have to. It’s really up to you. We just want to 
make it easy for them to visualize and imagine themselves in the future and impressing 
upon them how important the reinforcement is to create those new thought patterns that 
they need to create to keep them on track and to keep them motivated. Okay. 

This is going to be a great great session for you. If you have any questions, please e-
mail the questions or put them on Facebook and we’ll be answering all the questions on 
the webinar. We want to find out how you did with your homework and what happened. 
And make a note on your calendar to contact this person in a week to find out what 
happened. 

By the way, again, if somebody doesn’t pay for this session and these are all, kind of, 
your practice, it’s not uncommon for people to not be fully invested in the process 
because they haven’t really paid, they're not committed. But when you do have people 
who pay, you bet they're invested in the process. That commitment is huge. The 
financial commitment, whatever it is, makes a big difference in keeping them moving 
forward in what they need to do.  Have fun with this, and remember, we’re here for you. 
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