The 9 NLP Presuppositions: A Tactical Breakdown
1. Existence (Noun-Based)
Example:
"John realized there was a mountain behind the house."
· Power Move: The listener must accept the mountain’s existence to process the sentence—even if you negate it ("John didn’t realize...").
· Corporate Hack: Use nouns to embed unchallenged facts in negotiations: "When your team adopts this framework, the productivity surge will be undeniable."
2. Possibility/Necessity (Modal Operators)
Tip-offs: should, must, can’t
Example:
"By now, John should’ve realized how easy it is to climb that mountain."
· Why It Works: "Should" implies an unspoken rule—bypassing resistance to the possibility itself.
· Sales Script: "You’ll want to upgrade your plan once you see the ROI." (Embedded command: want to)
3. Cause-Effect (Implied Causality)
Tip-offs: makes, causes, if...then
Example:
"The lightning flash caused John to notice the mountain."
· Persuasion Play: Link desired outcomes to actions: "Completing this training unlocks your executive presence."
4. Complex Equivalents (X = Y)
Tip-offs: is, means
Example:
"Her frown means she disagrees."
· Reframe Power: Disrupt limiting equivalences: "‘Failure’ is just data for your next breakthrough."
5. Awareness (Sensory Verbs)
Tip-offs: see, hear, feel
Example:
"John saw the mountain looming."
· Influence Key: Match the client’s primary sensory language to bypass critical filters.
6. Time (Temporal Markers)
Tip-offs: stop, yet, now
Example:
"John still hasn’t climbed it."
· Urgency Lever: "You’re already behind competitors who’ve adopted this."
7. Adjective/Adverb
Example:
"The sudden realization shocked him."
· Pacing Trick: Use descriptors to pace reality: "Your rapid progress proves this works."
8. Inclusive/Exclusive "Or"
Example:
"Will you sign before lunch or after?"
· Assumptive Close: The choice isn’t whether—it’s when.
9. Ordinal (Sequencing)
Example:
"First, John noticed the mountain. Next, he planned his route."
· Behavioral Nudge: "The first step? Commit. The second? Execute."

Presuppositional Hypnosis in Action
Sales:
"Don’t review these metrics unless you’re ready to outperform Q4."
· Mechanism: The unconscious accepts "outperforming Q4" to process the warning.
Therapy:
"You’ll notice the relief before you even finish the exercise."
· Embedded Suggestion: "Relief" is presupposed as inevitable.

