Decoding Complex Equivalences & Advanced Presuppositions
1. Complex Equivalence (X = Y Framing)
Key Signal: Verbs of being (is, means)
Example:
"His frown means he dislikes me." → Equates two unrelated experiences as identical
Corporate Application:
· Weak: "Negative feedback is failure."
· Powerful: "Negative feedback means growth opportunities are being revealed."
Why It Works:
Unlike cause-effect (sequential), this creates instantaneous associations in the listener’s mind.

2. Awareness Presuppositions (Sensory Anchoring)
Key Signals: Sensory verbs (see, hear, feel, taste, smell)
Examples:
· "John felt the mountain’s presence." (Kinesthetic)
· "The team sees the solution now." (Visual)
Hypnotic Technique:
Embed sensory-rich language to bypass analytical resistance:
"As you listen to these strategies, you’ll feel their applicability taking shape."

3. Temporal Presuppositions (Time-Bending Language)
Key Signals: Verb tenses + stop/now/yet
Time-Shifting Techniques:
1. Past → Present:
"Remember when you struggled with this? Notice how you handle it effortlessly now."
2. Future → Present:
"When you use this framework daily, you’ll wonder how you ever managed without it."
Power Word: "Stop"
· "Stop* and consider how much easier this could be."* → Creates cognitive interruption for suggestion uptake.

4. Adjective/Adverb Presuppositions (Embedded Commands)
Example:
"John easily climbed the small mountain."
· Easily (adverb) presupposes the action is simple
· Small (adjective) presupposes the challenge is insignificant
Sales Script:
"You’ll naturally prefer the premium option once you fully compare features."

5. Illusion of Choice (Inclusive/Exclusive "Or")
Classic Ericksonian Moves:
· "Should we begin the strategy session today or tomorrow?" (Presupposes compliance)
· "Will you implement this department-wide or pilot it first?" (Assumes adoption)
Parenting Parallel:
"Do you want broccoli with dinner or as a snack?" → Outframes refusal.

6. Ordinal Presuppositions (Implied Sequence)
Key Signal: First, second, finally
Example:
"The first step is commitment. The second is execution."
· Hidden Anchor: Listeners assume preceding steps exist even if unstated.
Team Leadership:
*"The final phase is scaling—which means you’re already succeeding in phases 1-3."*

Practical Drills for Mastery
1. Spot the Equivalence:
Audit client emails for "is/means" statements. Reframe one limiting equivalence daily.
2. Sensory Language Swap:
Replace "think" with "feel/see/hear" in your next pitch. Notice engagement shifts.
3. Time Warp Challenge:
Take a client’s "I’m stressed" and reframe to "What had you stressed before today’s breakthroughs?"


