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Free Depression Teleseminar with Mark Tyrrell
Mark is running his popular seminar ‘5 things you must do when treating depression
(and 3 things to avoid)’ on February 21st. For more info and to secure your place click 
here.
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How to build deep rapport 
Precision Hypnosis online training course

How to build deep rapport

Why remembering tiny details makes the biggest difference – by Mark Tyrrell

How do you feel when someone forgets your name? After you’ve spoken to them a lot
and got the impression that they know you? It might not send you into a spiral of
depression but it’s not very nice either, is it? 

How would you feel if you sat with someone for a whole hour, telling them about what’s
happening in your life, and at the end of that time they’d forgotten the name of your
partner? The partner whose name you mentioned so frequently in the course of the
conversation, the partner who recently left you? 

Let’s put this another way. How does it feel when you briefly mention some detail and
the person you are talking to actually remembers it? How special, listened to and
therefore connected to a person do you feel when they feed back some detail you’ve
told them, perhaps only once?

The angel’s in the detail

Recalling things that people tell you and then talking about them opens a doorway into
their world. Of course, we all forget details sometimes in daily life – we’re human. But as 
therapists we should make it a point of honour to remember what our clients tell us. 
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So how can you use detail to increase a sense of rapport with your client and make your
therapy more effective?

1 Remember – timing is everything

If someone mentions to me in passing that they love water skiing but haven’t done it for
years, I could of course pick up on that and talk about it right there and then. 

I could do that. 

But if I don’t particularly acknowledge this nugget at the time (almost as if I haven’t
heard it) but then much later refer back to it, the impact of me recalling this detail – and
so showing just how intently I am taking in what matters to my client – will be all the
greater. 

So, in the case of our water skier, if an appropriate opportunity arose, the conversation
might go something like this:

Client:  You know, I feel as if my life is just swamped by work. I really need to be
able to organize my time better and set limits on how much work I do at 
weekends… 

Me: Well, you know about the importance of balance. I’m no expert, but I’d guess
that when you water ski, if you’re off balance, you can’t really go forwards –
because you’ll just sink. And I would imagine that you can only really fully enjoy the
pleasures of water skiing when you’ve got more in control and can reliably keep
your balance. That’s when the fun really starts, is it not?

In this scenario, I’ve brought up something they have only briefly mentioned at some
previous point – minutes, hours or possibly even several sessions before. I’ve also used
it as a potential transferrable resource (the balance, determination and skill needed to
water ski). 

It’s also useful to log briefly mentioned details in your mind to use later during a hypnotic 
session.

2 Don’t overdo it

Rather than saying: 

Now you know how you previously mentioned that you liked to water ski…

you might just casually bring up water skiing (or whatever the subject is) in the
conversation, as I’ve illustrated above, without drawing any special attention to what you
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are doing. 

This allows the sense of rapport to build almost below consciousness. The client will
pick up the fact that you’ve remembered a small but important detail and will respond
accordingly. You don’t have to shine a bright light on it.

3 Write away right away!

When your client has left, always write down the details of what they’ve told you – the
names of people who matter, dates, times of events, stuff they’ve told you is important
and minor details. (Obviously, you should keep this information under lock and key for
the sake of confidentiality.) Before you see them again, hypnotically rehearse using
these details to help make it feel natural to use them. 

Dropping in accurate detail from the client’s life (especially if they’ve only mentioned it
once) is the magic potion of rapport – as it gives them a sense of being understood at
the same time as helping you understand.

The kinds of detail you can use include:

names – partners, family members, colleagues, friends, significant people (each
one you memorize will provide you with an extra brick in building rapport)

places –where they went on holiday, where they grew up, where they met people
who are important to them (It’s not that you have to ask for all this detail – just be
prepared to mention it if they mention it)

facts – for example, if you’re seeing a smoker, remember if they’ve quit smoking
before and how long they stayed free, how old people are in their life, what they’ve
told you about what people do or have said

interests, likes and dislikes

incidentals about the therapy sessions themselves – it may seem trivial to say 

Ah, last week it was pouring with rain when you came in; it’s nice to see the
sun this week!

but it conveys the message that 

I recall our session in detail
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rather than 

I dimly recall I’ve seen you before somewhere!

In summary, using what might seem like superficial trivia can help us build truly deep
rapport with our clients. People need to have a sense that the minute detail of their life is
respected and valued. It provides a powerful antidote to the deadening sense of
insignificance and unimportance that blights so many lives and gives people a sense
that they matter. Which matters.

 

Precision Hypnosis online training course

The more strongly you can build and bolster rapport with your client, the easier your
therapy with them will be. This is because we respond best to someone with whom we
feel a strong positive connection.

Getting quickly from being complete strangers (the usual case for a therapist with a new
client) to being close collaborators in a therapeutic endeavour means that you can help
your client make the changes they need faster – and more effectively.

This is why advanced rapport skills are such an important aspect of our Precision
Hypnosis online training course. Rapport is the bedrock of really effective hypnotherapy. 

Our next online precision hypnosis course starts on Wednesday 16 March and you still
have time to benefit from the 25% early bird discount if you make your booking before
23 February. Don’t miss this fantastic opportunity to take your hypnotherapy skills to a
whole new level!

Read more about the Precision Hypnosis online training course here.

See you in a fortnight.

Mark Tyrrell
Co-Founder
Uncommon Knowledge
Psychology trainers since 1995

More resources from Uncommon Knowledge...

Uncommon Knowledge 
Hypnosis Downloads 
Self-Confidence Course 
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Panic Attacks Course 
Depression Learning Path 
Uncommon Forum 
Uncommon Help

Who do you know that would benefit from this article? If this issue of Clear Thinking has
been forwarded to you, you can sign up for therapy techniques every two weeks here.

Queens Building, 8 George St, Oban PA34 5SB, United KingdomPublished by Uncommon Knowledge LLP Tel: +44 (0) 1273 776770

Clear Thinking Issue 113

http://www.panic-attacks.co.uk/
http://www.clinical-depression.co.uk/
http://www.uncommonforum.com/
http://www.uncommonhelp.me/
http://www.uncommon-knowledge.co.uk/newsletter.html

	
	
	
	Clear Thinking Issue 113


	How to build deep rapport
	The angel's in the detail
	1 Remember š timing is everything
	2 Don't overdo it
	3 Write away right away!

	Precision Hypnosis online training course


