Presupposition #3: "Resistance" is Feedback – Master This & Unlock Every Client
Core Shift:
Drop the myth of the "resistant client." What you call resistance is actually your signal to pivot—it means your communication isn’t yet aligned with their model of the world.
Why This Changes Everything
· Power Position: Labels like "resistant" put you in victim mode. This presupposition makes you the variable you control.
· Speed: Therapies that "work through resistance" can take years. NLP practitioners see it as a cue to adapt now.
· Corporate Relevance: Ever had a "stubborn" stakeholder? Same principle—their pushback reveals what’s missing in your pitch.

How to Apply This
1. Reframe "Resistance" as Data
Client Says: "This won’t work for me."
❌ Old Mindset: "They’re closed-minded."
✅ NLP Response:
· "What specifically makes you doubt this?" (Uncovers their criteria)
· "How would we know if it was working?" (Redirects to sensory evidence)
2. The Flexibility Formula
Match → Lead → Change
1. Match: Mirror their language/energy (e.g., if they’re skeptical, say "I get why you’d want proof—let’s test this cautiously.")
2. Lead: Gradually shift (e.g., "What’s the smallest experiment you’d be willing to try?")
3. Change: Once rapport is solid, introduce new patterns.
3. Utilize Everything
Even "no" is useful:
· "I appreciate how firmly you hold your boundaries—that’s exactly the strength we’ll use to make this stick."

Business & Coaching Scenarios
· Sales: Prospect keeps interrupting? Say "You’re right to challenge this—what’s the #1 thing you’d need to see to feel safe moving forward?"
· Leadership: Employee rejects feedback? Try "What part of this suggestion feels off to you?" (Often reveals unspoken rules in their model).

Audio-Optimized Summary
🔹 Mantra: "If they’re not following, I’m not pacing."
🔹 Action Step: Next time you hit "resistance," ask: "What’s my next flex?"
🔹 Metaphor: Like a river—you don’t fight the rocks; you flow around them.
Next: We’ll drill into instant rapport builders from the calibration lab.

