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Introduction: Why This Class Matters More 
Than Ever 
Welcome to The Art of Connection: Mastering Communication and Influence II. 

This training is for everyone — because every single one of us lives in a world shaped by 
communication. Whether you’re leading a team, building friendships, navigating school, working 
with customers, or growing a family — communication is how we create connection, solve 
problems, build trust, and move people. 

But here’s the secret most people don’t know: 

The words you use don’t just describe your world... they shape it. 

Today, you’re going to learn how. 

What You’ll Walk Away With 
This class is not about scripts or memorizing lines. 

This is about learning how humans think, feel, and respond. It's about developing your ability to: 

●​ Instantly connect with people by speaking their internal language. 
●​ Listen beneath the words to hear what’s really being said (Meta Model skill). 
●​ Use powerful language patterns to lead, calm, inspire, or motivate (Milton Model skill). 
●​ Recognize core emotional needs that drive people’s actions (Primal Questions). 
●​ Speak to both the mind and the heart.​

 

By the end of this training, you’ll be able to: → Understand what’s driving someone emotionally 
(Primal Questions)​
 → Know how to ask better, deeper questions (Meta Model)​
 → Use words that bypass resistance and open up connection (Milton Model)​
 → Create influence in a way that feels natural, kind, and powerful 
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What Are We Learning Today? 

1. Primal Behaviors — Why People Do What They Do 

→ You’ll learn the 7 Core Questions every person is asking (often without realizing it).​
 → This gives you a roadmap to empathy, leadership, and influence. 

2. Linguistic Techniques — The Art of Powerful Language 

→ These are real-world tools from marketing, storytelling, NLP, and leadership communication.​
 → You'll learn specific patterns like metaphors, presuppositions, sensory language, and 
emotional appeals. 

3. Milton & Meta Models — The Two Sides of Influence 

→ Meta Model: Sharpen your listening. Ask better questions. Clarify what’s really going on.​
 → Milton Model: Learn patterns to soften resistance, create imagination, and build emotional 
connection. 

4. Real-Life Application — Practice & Play 

→ Scenarios, role plays, challenges, and exercises designed to turn these skills into habits. 
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This Class is For You If: 
●​ You want to understand people faster and deeper. 
●​ You want to build stronger relationships. 
●​ You want to lead, influence, teach, or connect more effectively. 
●​ Or you simply want to feel more confident knowing how to handle hard conversations, 

sell ideas, or inspire action. 

Final Thought Before We Begin: 
"People don't resist change. They resist being changed by someone they don't 
trust." 

Today, you’re not just learning communication techniques. 

You’re learning how to be the kind of person people want to listen to...​
 ...because they feel seen, heard, and understood. 

Let’s get started. 
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SECTION 1: Primal Behaviors 

Why People Do What They Do 

What Are Primal Behaviors? 

Every person you meet — your friends, your family, your classmates, even strangers — 
is walking around with a question running quietly in their head. 

Most people don’t say it out loud.​
 They may not even know they’re asking it.​
 But this question shapes almost everything about how they think, feel, and act. 

That question is called their Primal Question — and understanding it is like unlocking a 
superpower in communication. 

The Power of Primal Behaviors 
→ Primal Behaviors explain: 

●​ Why people get upset about weird little things. 
●​ Why some people need constant praise. 
●​ Why others need space, control, or clear plans. 
●​ Why YOU sometimes feel amazing… and sometimes feel awful. 

If you want to truly connect with people — not just talk to them, but actually understand 
them — you have to know which question they’re silently asking. 
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The 7 Primal Questions 
Each of these 7 questions is like a filter that people look through to see the world. 

Most people have one dominant question — but at different times, everyone asks all of 
these. 

1. Am I Safe? 

→ "Can I trust this person? Will I be okay?" 

These people worry about danger, hurt feelings, bad things happening, or things going 
wrong. 

They like predictability. They love knowing that someone is watching out for them. 

Their Greatest Need: Calm. Reassurance. Feeling protected. 

 

2. Am I Secure? 

→ "Can I depend on things staying the same? Will things work like I expect?" 

These people love plans, rules, schedules, and knowing exactly what’s coming next. 

If life feels chaotic, they feel anxious. 

Their Greatest Need: Clarity. Certainty. Structure. 

 

3. Am I Loved? 

→ "Do people really care about me? Am I cherished or forgotten?" 

These people need emotional connection. They want to feel wanted by specific people 
they care about deeply. 

Their Greatest Need: Affection. Attention. Time with trusted people. 
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4. Am I Wanted? 

→ "Do I belong here? Do people notice me and include me?" 

These people care deeply about community, inclusion, and being part of the group. 

Being left out hurts them way more than it hurts other people. 

Their Greatest Need: Inclusion. Invitation. Feeling chosen. 

 

5. Am I Successful? 

→ "Am I doing enough? Am I winning? Am I proving myself?" 

These people are driven. They care about achievement and results — in sports, school, 
hobbies, or life. 

Their Greatest Need: Recognition. Challenge. Achievement. 

 

6. Am I Good Enough? 

→ "Do I measure up? Am I worthy just as I am?" 

These people care about approval and often fear disappointing others. They might seem 
like perfectionists or like they lack confidence. 

Their Greatest Need: Encouragement. Belief. Acceptance. 

 

7. Do I Have a Purpose? 

→ "Does what I do actually matter? Am I here for a reason?" 

These people think big. They want their life to count. They love dreams, goals, and things 
that feel important. 

Their Greatest Need: Meaning. Impact. Significance. 
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What Happens When Someone’s Primal Question ISN’T 
Answered? 
→ If their question stays unanswered… people feel: 

●​ Disconnected 
●​ Defensive 
●​ Angry 
●​ Sad 
●​ Frustrated 
●​ Shut down 
●​ Alone​

 

But if you learn to answer that question for them — even with a few simple words or 
actions — everything changes. 

Walls come down.​
 Trust goes up.​
 Influence becomes easy. 

 

Primal Behaviors Are The Shortcut To: 
●​ Building friendships faster 
●​ Handling conflict calmly 
●​ Encouraging people more effectively 
●​ Being a leader others respect 
●​ Creating connection that lasts​

 

Quick Clues to Spot Someone’s Primal Question 
If They Say Things Like... Their Primal Question Might 

Be... 

"Are you sure this is safe?" "What if this goes 
wrong?" 

Am I Safe? 

"What’s the plan?" "Can you tell me exactly what to 
expect?" 

Am I Secure? 
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"Do you even care about me?" "Nobody loves me." Am I Loved? 

"Why didn’t anyone invite me?" "Nobody picks me." Am I Wanted? 

"Look at what I did!" "I want to win!" Am I Successful? 

"Was that good enough?" "Did I do it right?" Am I Good Enough? 

"What’s the point of this?" "Does any of this 
matter?" 

Do I Have a Purpose? 

 

Bottom Line To Remember: 
Everyone is asking for something.​
The best communicators are the best listeners.​
If you can figure out someone’s Primal Question...​
You’ll know exactly how to connect with them. 
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SECTION 1 — STUDY ITEMS 

Primal Behaviors: What You Need To Know & Remember 

Core Truth: 

→ Every person you meet is walking around with one BIG question running in their mind 
almost all the time. 

→ That question shapes how they act, what hurts their feelings, what makes them feel 
loved, and how they make decisions. 

→ These are called Primal Questions. 

 

The 7 Primal Questions — Memorize These! 
1.​ Am I Safe?​

 → People want to know: "Will I be okay?"​
 

2.​ Am I Secure?​
 → People want to know: "Can I count on things?"​
 

3.​ Am I Loved?​
 → People want to know: "Do people really care about me?"​
 

4.​ Am I Wanted?​
 → People want to know: "Do I belong here?"​
 

5.​ Am I Successful?​
 → People want to know: "Am I doing enough?"​
 

6.​ Am I Good Enough?​
 → People want to know: "Am I worthy just as I am?"​
 

7.​ Do I Have a Purpose?​
 → People want to know: "Does what I do even matter?"​
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What To Watch & Listen For: 
Look For... This Clue Might Mean... 

Worry about danger, being hurt, bad stuff 
happening 

Am I Safe? 

Loves plans, needs schedules, hates surprises Am I Secure? 

Needs affection, connection, hates feeling 
ignored 

Am I Loved? 

Gets upset when left out or forgotten Am I Wanted? 

Talks about winning, goals, or showing off 
results 

Am I Successful? 

Constantly asks for feedback or approval Am I Good Enough? 

Loves big dreams, wants to change the world Do I Have a Purpose? 

 

Key Ideas To Understand: 
●​ Everyone asks ALL of these questions sometimes. 
●​ But most people have ONE question that feels the biggest or loudest most of the 

time. 
●​ If you can figure out someone’s question, you can connect faster, love better, and 

influence more kindly.​
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Things To Practice This Week: 
→ Look for people’s Primal Questions everywhere — at home, at school, with friends.​
 → Start guessing people’s Primal Question based on their words or actions.​
 → Ask yourself: 

●​ What’s my Primal Question? 
●​ What question do I think my family or friends are asking most?​

 

Quick Check — You’re Ready For Section 2 If You Can: 
●​ List all 7 Primal Questions from memory 
●​ Tell what each question means 
●​ Give a real-life example of how to spot it 
●​ Explain why knowing these matters​
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SECTION 1 — PRACTICAL EXERCISE 

Spotting Primal Questions In Real Life 

Exercise Title: "What's Their Question?" 

Goal: Practice recognizing someone's Primal Question based on their words, 
actions, and feelings. 

 

Instructions for Students: 

Work in pairs or small groups. 

→ Read each scenario out loud.​
 → Discuss with your group: 

1.​ What Primal Question do you think this person is asking? 
2.​ What clues helped you decide? 
3.​ What could you say or do to meet their need and help them feel better?​
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Scenarios: 
 

Scenario 1 — The Over-Planner 

Olivia is going to a party this weekend.​
 She’s asked her mom: 

●​ What time does it start? 
●​ Who will be there? 
●​ What’s the plan for food? 
●​ When will I get picked up? 
●​ What if I feel uncomfortable?​

 

→ What is Olivia's Primal Question?​
 → How could you help her feel okay? 

 

Scenario 2 — The Forgotten Friend 

Alex finds out their friends all went to the movies... and didn’t invite them.​
 They post online:​
 "I guess I’m not important after all." 

→ What is Alex's Primal Question?​
 → How could you help them feel included? 

 

Scenario 3 — The Performer 

Jackson tells everyone in class about the award he won for basketball.​
 Later, he says to his coach:​
 "Do you think I’m good enough to play in college someday?" 

→ What is Jackson's Primal Question?​
 → How could you encourage him? 
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Scenario 4 — The World-Changer 

Maya says:​
 "School is boring. I want to do something that actually matters. I want to help people and 
change the world." 

→ What is Maya's Primal Question?​
 → How could you connect with her? 
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SECTION 1 — ANSWER KEY 

Practical Exercise: "What's Their Question?" 
 

Scenario Primal 
Question 

Why This Fits Best Way To Respond 

Olivia (The 
Over-Planner) 

Am I 
Secure? 

She asks a lot of 
questions about the 
plan, the details, 
and wants 
everything to feel 
predictable. 

Be clear. Be detailed. Answer questions 
patiently. Let her know what to expect. 
Example: "Great question, Olivia! Here’s 
exactly what’s happening..." 

Alex (The 
Forgotten 
Friend) 

Am I 
Wanted? 

Alex feels hurt not 
because of the 
movie — but 
because they 
weren’t included or 
invited. 

Remind Alex they matter. Invite them into 
the next thing. Example: "Alex! You 
totally belong with us. Let’s plan 
something this weekend together." 

Jackson (The 
Performer) 

Am I Good 
Enough? 

Even after winning, 
Jackson still needs 
reassurance that he 
measures up and is 
worthy. 

Affirm him. Notice his effort, not just his 
results. Example: "Jackson, you 
absolutely have the talent — and you 
work hard. Keep going!" 

Maya (The 
World-Changer) 

Do I Have a 
Purpose? 

Maya wants life to 
feel meaningful and 
impactful. She’s 
bored with things 
that feel small or 
routine. 

Encourage her dreams. Help her see how 
small steps now lead to big impact later. 
Example: "That’s awesome, Maya. You 
have such a big heart for people — let’s 
talk about some ways you can start doing 
that now." 

 

Instructor Tip: 
Let students know:​
 → There’s no “bad” Primal Question.​
 → Everyone has needs. Everyone wants to feel okay.​
 → The goal is NOT to label people — but to love and lead them better. 
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SECTION 2 — Emotional Intelligence & 
Rapport Building 

How to Instantly Connect With Anyone 
 

What You’re About to Learn: 
If Section 1 was all about understanding people...​
 Section 2 is about connecting with them. 

This is where influence really starts. 

You might have noticed:​
 → Some people can walk into a room and everyone likes them.​
 → Others can calm people down, even in crazy situations.​
 → Some leaders or friends just “get you” without trying hard. 

That’s not luck. That’s Emotional Intelligence and Rapport Building at work. 

Good news? These are skills — and you can learn them. 

 

What is Emotional Intelligence? 
Emotional Intelligence (or EQ) is your ability to: 

1.​ Recognize emotions in yourself 
2.​ Recognize emotions in other people 
3.​ Handle emotions well — instead of reacting badly 
4.​ Use emotions to build trust, respect, and connection​
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Emotionally Intelligent People: 

●​ Stay calm when others freak out 
●​ Know what to say when someone’s upset 
●​ Can read a room quickly 
●​ Are patient in conflict 
●​ Help others feel safe, heard, and respected​

 

What is Rapport? 
Rapport is what happens when two people feel in sync. 

When you have rapport with someone: 

●​ Walls come down 
●​ Trust goes up 
●​ Communication gets way easier​

 

Rapport feels like:​
 → “We just clicked.”​
 → “They really get me.”​
 → “It’s easy to talk to them.” 
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The Fastest Ways to Build Rapport: 

1. Be Genuinely Curious About People 

●​ Ask good questions 
●​ Listen like you care 
●​ Look people in the eyes 
●​ Smile​

 

2. Find Common Ground 

●​ Look for shared interests, hobbies, or experiences 
●​ Example: "You like Marvel too? Who’s your favorite character?" 

 

3. Mirror & Match (from NLP) 

●​ Without being weird — slightly match their body language, energy level, or tone of 
voice 

●​ If they’re calm → you stay calm 
●​ If they’re excited → you get excited with them​

 

People like people who feel familiar. 

 

4. Use Their Words (NLP Tip) 

●​ Pay attention to key words THEY use 
●​ Reflect those words back naturally​

 Example:​
 They say: “It just feels overwhelming.”​
 You say: “Yeah, it totally makes sense you’d feel overwhelmed.”​
 

This makes people feel heard and understood. 
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5. Respect Their Emotions 

●​ Don’t say: "Get over it." 
●​ Say: "That sounds really hard — I can understand why you'd feel that way."​

 

This doesn’t mean you agree with everything — it means you care enough to respect 
how they feel. 

Why Does This Matter? 
→ People are way more open to listen to advice, correction, or ideas when they feel 
emotionally safe. 

→ Rapport is the doorway to influence. 

→ No rapport = No connection = No real influence. 

What Happens When You DON'T Have Rapport? 
●​ People shut down 
●​ People defend themselves 
●​ People avoid you 
●​ People don’t trust what you say 

What Happens When You DO Have Rapport? 
●​ People relax 
●​ People open up 
●​ People listen 
●​ People remember how you made them feel​

 

Summary: Rapport Building Skills = Superpowers 
If you want to be… 

●​ A great friend 
●​ A great teammate 
●​ A great leader 
●​ A great communicator​
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→ Learn to build rapport. 

→ Learn to pay attention to emotions. 

→ Learn to care about what people care about. 
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SECTION 2 — STUDY ITEMS 

Emotional Intelligence & Rapport Building 

How To Instantly Connect With Anyone 

 

What You Need To Know & Remember: 

Emotional Intelligence (EQ) Means: 

→ Recognizing emotions in yourself​
 → Recognizing emotions in other people​
 → Handling emotions well​
 → Using emotions to build connection, not walls 

 

Emotionally Smart People Can: 

●​ Stay calm even when others are upset 
●​ Help other people feel seen, heard, and respected 
●​ Read the room (know the vibe) 
●​ Respond with kindness instead of just reacting fast​

 

 

Rapport Means: 
→ Trust + Comfort + Connection 

Rapport is what makes people feel: 

●​ "Safe" 
●​ "Understood" 
●​ "Like we're on the same team" 

Without rapport = No influence. 

With rapport = Connection becomes EASY. 
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5 Keys To Build Rapport Fast: 
Technique What It Means Example 

Be Curious Ask questions. Show real 
interest in people. 

"What do you like to do outside 
of school?" 

Find Common 
Ground 

Look for things you both care 
about. 

"You love soccer? Me too!" 

Mirror & Match 
(NLP Skill) 

Match their energy, body 
language, and tone. 

They're calm → you're calm. 
They're excited → you're 
excited. 

Use Their Words Listen to the exact words they 
say — reflect them back 
naturally. 

They say "stressed." You say 
"Yeah, that sounds super 
stressful." 

Respect Their 
Emotions 

Don't dismiss feelings. Name 
them. Respect them. 

"That sounds really hard." vs 
"Get over it." 

 

Things To Practice This Week: 
→ Ask someone 3 good, real questions about their life.​
 → Pay attention to how people describe their feelings — and use their words back.​
 → Notice your own emotions — and take 1 deep breath before reacting fast.​
 → Try to mirror & match someone's tone or energy during a conversation.​
 → Look for moments when people “light up” — that’s common ground! 

 

Quick Check — You’re Ready For The Next Section If You 
Can: 

●​ Explain what Emotional Intelligence means 
●​ Explain what Rapport means 
●​ List 5 ways to build Rapport 
●​ Give a real-life example of using at least 1 technique 
●​ Explain why these skills matter 

 

By Michael Wheeler​
4/9/2025 



SECTION 2 — PRACTICAL EXERCISE 

"Build Rapport In Real Life" 
 

Exercise Title: "What's The Move?" 
Goal: Practice using Emotional Intelligence and Rapport Skills in real 
conversations. 

 

Instructions for Students: 
Work in pairs or small groups. 

→ Read each scenario out loud.​
 → Discuss with your group: 

1.​ What emotion is this person feeling? 
2.​ What clues tell you that? 
3.​ Which Rapport Skill would work best here? 
4.​ What exactly would you say or do in response? 

 

Scenarios: 

Scenario 1 — The Frustrated Friend 

A classmate slams their backpack down and mutters,​
 "Ugh. I hate this stupid project. It’s impossible." 

→ What emotion are they feeling?​
 → Which Rapport Skill could help?​
 → What could you say? 
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Scenario 2 — The Lonely New Kid 

You notice a new student sitting by themselves at lunch looking down at their phone, not 
talking to anyone. 

→ What emotion are they feeling?​
 → Which Rapport Skill could help?​
 → What could you say or do? 

 

Scenario 3 — The Excited Gamer 

Your friend runs up to you saying,​
 "Dude! I stayed up ALL NIGHT and finally beat that crazy level in my game!" 

→ What emotion are they feeling?​
 → Which Rapport Skill could help?​
 → What could you say? 

 

Scenario 4 — The Sad Sibling 

Your younger brother or sister says quietly,​
 "Nobody ever wants to play with me." 

→ What emotion are they feeling?​
 → Which Rapport Skill could help?​
 → What could you say or do? 
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SECTION 2 — ANSWER KEY 

Practical Exercise: "What's The Move?" 

Scenario Emotion 
They're 
Feeling 

Why This Fits Best Way To Respond 

Frustrated 
Friend 

Frustration / 
Overwhelm 

They're showing anger 
and frustration about 
feeling stuck and like 
they can't win. 

Respect their emotion and use 
their words back. Example: 
"Yeah, sounds super frustrating. 
Want some help thinking through 
it?" 

Lonely 
New Kid 

Loneliness / 
Nervous 

Sitting alone, looking 
down, avoiding eye 
contact — classic 
signs of feeling left out 
or unsure. 

Be curious & kind. Start a 
conversation. Example: "Hey, I’m 
[Name]. Want to sit with us? 
What do you like to do for fun?" 

Excited 
Gamer 

Excitement / 
Pride 

They're pumped about 
their win — wanting 
someone to celebrate 
with them. 

Mirror & Match their energy. Be 
excited WITH them. Example: 
"That’s so cool! I know that level 
is crazy hard! How’d you finally 
beat it?" 

Sad 
Sibling 

Sadness / 
Feeling 
Unwanted 

Quiet words like 
"Nobody wants me" 
are a huge clue they 
feel excluded or 
rejected. 

Respect their emotion and 
include them. Example: "I get 
that. Wanna come hang out with 
me? Let’s play something fun 
together." 

 

Instructor Tip: 
→ Emotional Intelligence is about slowing down just long enough to notice what people 
are feeling. 

→ Rapport is built fastest when you respond to feelings — not just words. 
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SECTION 3 — Linguistic Techniques 

The Secret Tools of Powerful Communicators 
 

What You’re About to Learn: 
Words are not just words. 

Words shape thoughts.​
 Words create feelings.​
 Words move people to action. 

This section is about learning how to use language like a leader, influencer, and 
connector — without manipulation — but with skill, clarity, and care. 

Great communicators don’t talk more.​
 They talk better. 

This is where NLP (Neuro-Linguistic Programming), storytelling, and influence tools 
come into play. 

 

What Are Linguistic Techniques? 
Linguistic Techniques are ways you can use words, questions, and stories to:​
 → Get people’s attention​
 → Help people understand​
 → Calm people down​
 → Inspire action​
 → Build trust​
 → Handle difficult conversations 
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The 10 Core Linguistic Techniques You’ll Learn Here: 
Technique What It Means Real Life Example 

Metaphor Comparing two things to 
create understanding 

"Your brain is like a muscle — the 
more you use it, the stronger it 
gets." 

Simile Using "like" or "as" to paint 
a picture 

"That test was like running a 
mental marathon." 

Hyperbole Exaggerating for fun or 
impact 

"I’ve told you a million times!" 

Repetition Saying something more 
than once to make it stick 

"Practice. Practice. Practice." 

Pathos (Emotion) Speaking to the heart, not 
just the brain 

"Imagine how amazing it will feel 
when you finish this challenge." 

Ethos (Credibility) Showing why people 
should trust you 

"I’ve been working on this for 
years, and here’s what I’ve 
learned…" 

Logos (Logic) Using facts, data, and 
smart thinking 

"Studies show students who sleep 
more get better grades." 

Storytelling Using stories to teach or 
inspire 

Sharing a personal experience to 
make a point. 

Presuppositions 
(NLP) 

Asking questions that 
assume success or 
possibility 

"When you finish this project, how 
do you want to celebrate?" 

Embedded 
Commands (NLP) 

Saying a suggestion inside 
a sentence naturally 

"As you think about this, you 
might realize how capable you 
already are." 
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Why Do These Work? 
→ Our brains LOVE stories.​
 → Our brains LOVE pictures (created by words).​
 → Our brains LOVE when things feel simple and clear. 

When you use these techniques, people listen differently. They feel differently. They 
remember differently. 

 

Key Idea To Understand: 
Great communicators help people see things they couldn’t see before. 

Words create worlds. 

 

Bonus NLP Tools (Optional Advanced Layer) 
NLP Tool What It Does Example 

The Meta 
Model 

Helps you ask better, clearer 
questions when people are 
vague 

If someone says "This always happens 
to me." You ask, "Always? Every single 
time?" 

The Milton 
Model 

Helps you soften resistance 
and build imagination 

Saying "You might start to wonder what 
it would feel like to be confident every 
day…" 

Sensory 
Language 

Using words that connect to 
sight, sound, and feeling 

"See what I mean?" "Sounds good." 
"Feels right." 

Double 
Binds 

Giving choices that lead to the 
same result 

"Do you want to start your homework 
now or after dinner?" 

Future 
Pacing 

Helping people picture a 
positive future 

"Imagine how great it will feel walking 
across that graduation stage." 
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Why This Matters: 
→ Words can build walls or build bridges. 

→ These techniques work everywhere: 

●​ Friendships 
●​ Family 
●​ Sports Teams 
●​ School 
●​ Future jobs 
●​ Sales 
●​ Leadership 
●​ Life​
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SECTION 3 — STUDY ITEMS 

Linguistic Techniques 

The Secret Tools of Powerful Communicators 

 

What You Need To Know & Remember: 

Core Idea: 

→ Words shape thoughts.​
 → Words shape feelings.​
 → Words shape actions. 

Great communicators don’t just say whatever comes to mind — they choose words 
carefully to build connection, influence, and clarity. 

 

10 Linguistic Techniques You Should Know: 
Technique What It Means Example 

Metaphor Comparing two things to 
create a mental picture 

"Your brain is like a muscle." 

Simile Using “like” or “as” for 
comparison 

"That test was like a marathon." 

Hyperbole Exaggerating for effect "I'm starving to death!" 

Repetition Repeating a key word or idea 
to make it stick 

"Practice. Practice. Practice." 

Pathos Appealing to emotions "Imagine how proud you'll feel 
when you finish." 

Ethos Showing credibility or 
experience 

"As your coach, I know how 
hard this is." 

Logos Using logic, data, or facts "People who study 10 minutes a 
day improve faster." 
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Storytelling Teaching through stories "One time this happened to 
me..." 

Presuppositions 
(NLP) 

Asking a question that 
assumes success 

"When you ace this test, what 
will you do to celebrate?" 

Embedded 
Commands (NLP) 

Giving a suggestion inside a 
sentence 

"As you read this, you might 
realize how ready you are." 

 

5 Bonus NLP Tools You Should Recognize: 
Tool What It Does Example 

Meta Model Ask better questions when people 
are vague 

"Always? Every time? Or just 
sometimes?" 

Milton Model Speak in ways that open 
imagination and lower resistance 

"You might already be starting to 
feel calmer…" 

Sensory 
Language 

Words that tap into the senses "See what I mean? Feel good? 
Sound right?" 

Double Bind Offering a choice that still gets the 
desired result 

"Would you like to do it now or in 
10 minutes?" 

Future 
Pacing 

Helping someone imagine success 
in the future 

"Picture how awesome it'll feel 
crossing that finish line." 

 

Why Do These Techniques Work? 
●​ They create mental pictures 
●​ They help people feel emotion 
●​ They make your message memorable 
●​ They soften resistance 
●​ They help people connect to ideas faster​
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Things To Practice This Week: 
→ Try using a metaphor in a conversation.​
 → Use repetition to make a point stronger.​
 → Notice when people use Pathos, Ethos, or Logos around you.​
 → Ask someone a presupposition-style question.​
 → Catch yourself using sensory language naturally. 

 

Quick Check — You’re Ready For The Next Section If You 
Can: 

●​ List the 10 Core Linguistic Techniques 
●​ Give an example of each one 
●​ Explain what the Meta Model and Milton Model are for 
●​ Explain why words shape feelings and thoughts 
●​ Spot these patterns in everyday conversation​
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SECTION 3 — PRACTICAL EXERCISE 

"Say It Like A Communicator" 
 

Exercise Title: "Upgrade Your Language" 
Goal: Practice using Linguistic Techniques in real conversations to make 
your words stronger, more clear, and more influential. 

 

Instructions for Students: 
Work in pairs or small groups. 

→ Read each scenario out loud.​
 → First, read the boring or weak sentence.​
 → Then work together to rewrite or re-say it using at least ONE Linguistic Technique you 
learned.​
 → Be ready to share your new, upgraded version with the class! 

 

Scenarios: 
 

Scenario 1 — Motivation 

Boring Version:​
 "Don’t give up." 

→ Use a metaphor, simile, or sensory language to upgrade this.​
 → What could you say that makes it more powerful? 
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Scenario 2 — Calming Someone Down 

Boring Version:​
 "Just relax." 

→ Use the Milton Model or Embedded Command to make this sound softer and more 
helpful.​
 → How could you say this in a way that makes people actually feel calmer? 

 

Scenario 3 — Encouragement 

Boring Version:​
 "Good job." 

→ Use Pathos or Storytelling to make this feel more personal and emotional.​
 → What’s a better way to say this? 

 

Scenario 4 — Getting Someone To Take Action 

Boring Version:​
 "Go clean your room." 

→ Use a Double Bind or Presupposition to say this in a way that feels like a choice or a 
positive assumption.​
 → How could you ask this better? 
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SECTION 3 — ANSWER KEY 

Practical Exercise: "Say It Like A Communicator" 

Scenario Linguistic 
Techniques To 

Use 

Why This Works Best Way To Respond 
(Examples) 

Motivation — 
"Don’t give up." 

Metaphor, 
Simile, 
Sensory 
Language 

Makes the message 
visual, emotional, 
and memorable. 
Connects with 
effort and struggle 
in a creative way. 

"You’re like a runner at the 
finish line — the hardest 
steps are always right 
before the victory." / 
"Think of your dream like a 
mountain — every step 
gets you closer to the view 
from the top." 

Calming 
Someone Down 
— "Just relax." 

Milton Model, 
Embedded 
Command 

Softens resistance. 
Invites the person 
into calm without 
demanding it. 
Creates mental 
space. 

"As you take a deep 
breath, you might already 
start to feel your shoulders 
loosening." / "You may 
begin to notice how calm 
you already are 
becoming." 

Encouragement 
— "Good job." 

Pathos, 
Storytelling 

Makes the 
compliment specific 
and personal. 
Shows you noticed 
effort, not just 
outcome. Builds 
connection. 

"Watching you figure that 
out showed real creativity." 
/ "I remember struggling 
with that too — seeing you 
keep going like that is 
inspiring." 

Getting Someone 
To Take Action — 
"Go clean your 
room." 

Double Bind, 
Presupposition 

Makes it feel like 
they have a choice 
or like success is 
assumed. Reduces 
resistance. 
Encourages action 
naturally. 

"Would you rather clean 
your room before or after 
your snack?" / "When you 
finish cleaning your room, 
you’re going to love how 
great it feels walking back 
in." 
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Instructor Tip: 
Remind students:​
 → This isn’t about “fancy words” — it’s about thoughtful words.​
 → Powerful communication feels more natural when you practice.​
 → These skills work best when combined with real care for the other person. 
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SECTION 4 — Emotional Intelligence in 
Action 

Handling Hard Conversations & Objections Like a Pro 
 

What You’re About to Learn: 
It’s easy to be a good communicator when everything is going great. 

But the real test of communication skill comes when: 

→ Someone’s upset.​
 → Someone disagrees with you.​
 → Someone says “NO.”​
 → There’s conflict.​
 → There’s a problem to solve. 

Most people either: 

●​ Avoid these moments completely… OR 
●​ Get defensive, loud, rude, or shut down.​

 

Great communicators? They handle these moments with calm, confidence, and care. 

This section teaches you exactly how. 

 

The Goal In Any Hard Conversation: 
→ Stay calm.​
 → Stay kind.​
 → Stay curious.​
 → Find connection — even when you disagree. 
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What Are Objections? 
An objection is when someone pushes back on an idea, says "no," or gives a reason why 
they don’t like or accept something. 

Examples: 

●​ "That won’t work." 
●​ "I don’t have time." 
●​ "This is stupid." 
●​ "Nobody else has to do that." 
●​ "I don’t care."​

 

Objections usually come from: 

●​ Fear 
●​ Frustration 
●​ Not feeling heard 
●​ Needing more info 
●​ Wanting to feel respected​

 

 

3 Steps To Handle Objections Like a Leader: 
 

Step 1: Validate The Feeling 

Show them you heard them.​
 Not agreeing — just respecting. 

Examples: 

●​ "That makes total sense." 
●​ "I get why you’d feel that way." 
●​ "I hear you — this is frustrating."​

 

Why this works:​
 People stop resisting when they feel understood. 
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Step 2: Ask A Curious Question 

Shift from arguing → to exploring. 

Examples: 

●​ "What’s the biggest thing about this that bugs you?" 
●​ "What would feel fair to you?" 
●​ "What do you wish would happen here?"​

 

Why this works:​
 It invites people to talk, not fight. 

 

Step 3: Offer Options or Reframe 

Give choices, next steps, or a new way to look at it. 

Examples: 

●​ "Would you like to do this now or after dinner?" 
●​ "Here’s one idea that might help…" 
●​ "What if we tried looking at it like this?"​

 

Why this works:​
 Options create ownership. Reframing creates possibility. 
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NLP Techniques You Can Use Here: 
Technique How It Helps Example 

Meta Model 
Questions 

Get clarity when someone is 
vague or overreacting 

"Always? Every time? Or just 
sometimes?" 

Future Pacing Help them imagine success 
or relief 

"Picture how awesome it’s going to 
feel when this is done." 

Double Bind Give choices to reduce 
resistance 

"Would you rather start now or after a 
break?" 

Embedded 
Commands 

Offer action steps gently "As you think about it, you might 
realize it’s not as hard as it seemed." 

 

Bonus Tip: People Rarely Say What’s Really Going On 
First 

●​ Objection = Surface Problem 
●​ Real Issue = Usually Deeper​

 

Your job = Stay patient enough to find the real thing underneath. 

Example: "I hate this rule!" → Might really mean → "I feel left out / powerless / unheard." 

 

Why This Matters: 
Handling objections and conflict well makes you: 

●​ Trustworthy 
●​ Respectful 
●​ Calm under pressure 
●​ A better friend, leader, and communicator 
●​ Someone people WANT to talk to 

 

By Michael Wheeler​
4/9/2025 



SECTION 4 — STUDY ITEMS 

Emotional Intelligence in Action 

Handling Hard Conversations & Objections 

 

What You Need To Know & Remember: 

Core Truth: 

→ It’s not hard to talk when everyone agrees.​
 → It’s hard to stay calm, kind, and curious when people push back, complain, or 
disagree. 

This is where emotional intelligence becomes POWERFUL. 

 

What Is An Objection? 
→ An objection is when someone says: 

●​ No 
●​ I don’t like this 
●​ This won’t work 
●​ I’m upset 
●​ I’m not doing that​

 

Where Do Objections Come From? 

Usually from things like: 

●​ Fear 
●​ Frustration 
●​ Feeling unheard 
●​ Wanting control 
●​ Wanting respect​
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The 3-Step Objection Handling Formula: 
Step What To Do Why It Works 

1. Validate The 
Feeling 

Respect their emotion. Show 
them you heard them. 

People calm down when they feel 
understood. 

2. Ask A Curious 
Question 

Get them talking — not 
arguing. 

Curiosity lowers defensiveness. 

3. Offer Options 
or Reframe 

Give them choices or a new 
way to see the situation. 

Ownership creates buy-in. 
Reframing opens their mind. 

 

Examples of Validation Statements: 
●​ "That makes total sense." 
●​ "I get why that would feel frustrating." 
●​ "I totally hear you."​

 

 

Examples of Curious Questions: 
●​ "What part of this feels the hardest?" 
●​ "If you could change one thing, what would it be?" 
●​ "What would feel fair to you?"​

 

 

Examples of Reframes or Options: 
●​ "Would you like to handle this now or after dinner?" 
●​ "What if we tried it this way instead?" 
●​ "Imagine how good it’s going to feel when this is done."​

 

 

NLP Techniques To Use In Hard Conversations: 
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NLP Technique What It Does Example 

Meta Model Helps clarify vague 
complaints 

"Always? Every time? Or just today?" 

Future Pacing Helps them picture 
success 

"Think about how proud you’ll feel when it’s 
done." 

Double Bind Reduces resistance 
with choices 

"Would you like to do this first or second?" 

Embedded 
Command 

Offers action steps 
softly 

"As you think about this, you might realize 
you can totally handle it." 

 

Things To Practice This Week: 
→ Practice validating someone’s feelings FIRST before offering advice.​
 → Ask a curious question when someone is upset.​
 → Offer choices instead of commands.​
 → Listen for vague statements and gently clarify with a Meta Model question.​
 → Try using Future Pacing to help someone see a positive outcome. 

 

Quick Check — You’re Ready For The Next Section If You 
Can: 

●​ Explain what objections are and why they happen 
●​ List the 3-step objection handling formula 
●​ Give an example of each step in action 
●​ List 4 NLP techniques to use during conflict 
●​ Explain why staying calm, kind, and curious matters most 
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SECTION 4 — PRACTICAL EXERCISE 

"Handle It Like a Pro" 
 

Exercise Title: "Real-Life Objections & What To Say" 
Goal: Practice using the 3-step Objection Handling Formula and NLP 
techniques in real situations. 

 

Instructions for Students: 
Work in pairs or small groups. 

→ Read each scenario out loud.​
 → As a group, work through these steps: 

1.​ What emotion is this person probably feeling? 
2.​ What would you say to validate their feeling? 
3.​ What curious question could you ask them? 
4.​ What choice, option, or reframe could you offer?​

 

Be ready to role-play or share your full response with the class! 

Scenarios: 

Scenario 1 — The Complainer 

Your friend says:​
 "This is so dumb. Nobody else has to do this much homework!" 

 

Scenario 2 — The Excuse Maker 

Your sibling says:​
 "I’ll never be good at this sport anyway, so why even try?" 
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Scenario 3 — The Angry Teammate 

A teammate snaps at you:​
 "Whatever. Nobody listens to me anyway!" 

 

Scenario 4 — The Stubborn Friend 

Your friend says:​
 "I’m not apologizing. They should apologize to me first." 
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SECTION 4 — ANSWER KEY 

Practical Exercise: "Handle It Like a Pro" 

Scenario Feeling They're 
Showing 

Why This Fits Best Way To Respond 
(Examples) 

1. The Complainer 
— "This is so 
dumb. Nobody 
else has to do this 
much homework!" 

Frustration / 
Feeling 
Unfairness 

Complaining often 
comes from feeling 
like something isn’t 
fair or like they 
don’t have control. 

Validate: "Yeah, that 
sounds super 
annoying." 
Question: "What part 
feels hardest right 
now?" 
Reframe/Option: "Would 
you rather finish it now 
and chill later or take a 
break first?" 

2. The Excuse 
Maker — "I’ll never 
be good at this 
sport anyway, so 
why even try?" 

Discouragement 
/ Feeling 
Defeated 

People give 
excuses when they 
feel like they’re 
failing or hopeless. 

Validate: "Sounds like 
you’re feeling really 
stuck." 
Question: "If you could 
get better, what would 
help the most?" 
Reframe/Option: "Most 
people aren’t instantly 
good — it’s practice. 
What’s one small thing 
you could try today?" 

3. The Angry 
Teammate — 
"Whatever. 
Nobody listens to 
me anyway!" 

Feeling Ignored / 
Disrespected 

Anger often covers 
up hurt or feeling 
invisible. 

Validate: "Sounds like 
you feel left out of the 
conversation." 
Question: "What’s 
something you really 
want the team to hear 
from you?" 
Reframe/Option: "Let’s 
figure out how to get 
your idea out there — I 
can help with that." 
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4. The Stubborn 
Friend — "I’m not 
apologizing. They 
should apologize 
to me first." 

Pride / Feeling 
Hurt 

Refusing to 
apologize often 
comes from hurt or 
feeling like it’s 
unfair. 

Validate: "Yeah, I totally 
get not wanting to go 
first." 
Question: "What’s the 
worst thing that could 
happen if you apologized 
first?" 
Reframe/Option: 
"Sometimes the 
strongest person is the 
one willing to go first — 
that shows real 
maturity." 

 

Instructor Tip: 
Remind students:​
 → The words you choose in a hard conversation can either turn up the heat or turn it 
down. 

→ Validate first.​
 → Get curious.​
 → Offer choices or a new way to look at it. 

That’s emotional intelligence in action. 
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Closing Words 

The Art of Connection: Mastering Communication & Influence 
 

If you’ve made it to this point, pause for a second. 

Take a breath. 

Think about where you were when you started this book. 

Think about who you were. 

Maybe communication felt awkward.​
Maybe conflict felt scary.​
Maybe you didn’t always know what to say… or how to say it.​
Maybe you wondered why some people connect so easily, and others struggle. 

Now you know the secret. 

It was never really about words alone. 

It was about people.​
It was about heart.​
It was about understanding. 

This book wasn’t written to give you scripts.​
It was written to give you skills. 

And even more than that — to give you awareness. 

Awareness of how people feel.​
Awareness of what people need.​
Awareness of how powerful your words, presence, and attention really are. 
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The Real Art of Connection Is This: 
→ People want to be seen.​
→ People want to be heard.​
→ People want to feel safe when they are around you. 

If you can offer someone that — you will never lack influence. 

Not because you forced it. 

But because you earned it. 

 

And Maybe Most Important Of All... 
The person you’ve been learning to communicate with best…​
Is actually you. 

Your self-awareness.​
Your self-leadership.​
Your ability to handle your own emotions with wisdom, calm, and kindness. 

That’s rare.​
That’s valuable.​
That will set you apart for life. 

 

My Final Challenge To You: 
Be a person who makes other people feel safe.​
Be a person who asks great questions.​
Be a person who listens more than they speak.​
Be a person who builds others up when the world tries to tear them down.​
Be a person who uses their words — not to impress — but to connect.​
That… is the real art of connection.​
And that’s exactly what you’ve started to become.​
​
Keep going. 

The world needs more people like you. 
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Quotes To Remember 

From The Art of Connection: Mastering Communication & Influence 
 

"People don’t remember your words — they remember how your words made 
them feel." 

 

"Every person is walking around with a question in their heart. The best 
communicators figure out what it is." 

 

"Connection always comes before correction." 

 

"Listening is the loudest way to say, 'I care about you.'" 

 

"The goal isn’t to win the argument — the goal is to win the relationship." 

 

"Most conflict isn’t about the surface problem — it’s about feeling unheard, 
unseen, or unloved." 

 

"Curiosity is stronger than criticism." 

 

"Validation doesn’t mean agreement — it means respect." 

 

"People open their hearts when they feel safe." 

 

"Leadership starts with learning to lead yourself well." 
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"Great communicators don’t talk more — they talk better." 

 

"Words build worlds." 

 

"Speak to where someone is… but talk to who they’re becoming." 

 

"When you slow down to understand someone, you speed up trust." 

 

"If you want to influence someone — see them, hear them, value them." 
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