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Chapter 15

From Neuro-Linguistic Programming to Systems Intelligence

Sakari Turunen

Systems Intelligence (SI) is fundamentally about communications. Learning to work more effectively at the human interface, meaning in relation with other people and oneself, leads to an increase in Systems Intelligence. Neuro-Linguistic Programming (NLP) offers valuable insight in a technical sense on the psychological skills for understanding and influencing people. Hence, as I argue in this article, NLP offers tools and practices for anyone to stimulate their SI.

A short introduction to NLP

Neuro-Linguistic Programming (NLP) was first developed by John Grinder and Richard Bandler and in the 1970’s. “Modeling excellence” is in the heart of NLP, especially in the early days. This meant learning to the detail what the best individuals do and repeat the same recipe or process to get the same result. The first models were built around psychotherapy but soon other fields emerged. (O’Connor and Seymour 1990)

“Neuro” refers to neurological, meaning that the human experience of the world is filtered from all the sensory, cellular-level input through the five modalities: vision, audition, olfactory, taste and touch. All senses or “modalities” as they are referred to in NLP literature are a factor in forming the experience. 

“Linguistic” comes from the distinction that language gives a structure to mental processes and experiences, even though language is merely a representation, not reality in itself. Quoting Wittgenstein, “the limits of our language are the limits of our world” (Wittgenstein 1922, section 5.6). 

“Programming” is a metaphor that refers to conditioned habits. In psychology this is often addressed as “conditioning”. People repeat or “run” habitual behavioral patterns without being acute or perceptive to this. For example watching ones own reflection always when passing a mirror, always tying first the left shoe lace, scratching ones nose when excited about something, or getting mad when called “a liar”. Usually people are not aware of the “software” that runs on their brain to form the life they experience and live. 

The basis of NLP is formed by a number of processes or techniques that one can learn on three levels (Grönfors 1997): 

The first level processes are directed to help an individual to sharpen his or her sensory acuity and thus build awareness of how they behave, and how their own mind and body work together, but also, how other people behave. Becoming aware of micro-movements of the face, tension of the skin or breathing patterns can be named as examples. 

On the second level the processes help to lead or direct communication and cooperation in any environment to a direction that is meaningful to all participants. Thus, a practitioner backed by his or her improved acuity can take control of the success of an event he or she participates in.

On the third level the processes give insight on the structures of human interaction. An example that has been also discussed by Senge (1990) is the inquiry mode. 

Introduction to the article

NLP approaches the world pragmatically. The one thing NLP certainly deserves credit for is this action-oriented approach of developing concrete techniques to address issues of human behavior and here I wish to put my attention also. I believe – though I may have mistaken – that trying out NLP will neither kill me. Instead of criticizing NLP I wish to concentrate on a number of NLP applications. I wish to gain insights from these hypotheses and explore their possibilities.

NLP as the study of human excellence, even though admittedly controversial, has produced a vast number of techniques and mental exercises that help an individual to understand better how a human being behaves (O’Connor and Seymour, 1990). This way it offers valuable insight to how an individual can improve his or her communication in several respects by adapting a belief set and using certain techniques. NLP will highly likely offer illuminating insight for every student or practitioner on how to increase his or her own SI.

A great number of authors in this volume and others (e.g. Backström et al. 2003) identified a number of prerequisites for being a practitioner of SI. These included abstract terms such as “changing beliefs”, “mental models”, “seeing through the eyes of another” and “thinking about thinking”. Even if these sound fascinating or at least interesting, I presume, on the level of thought, for many readers – and likewise many authors – there is a gap between the lucrative vision and the means of making these dreams a reality. 

In this paper I will discuss the basics of NLP and a selection of techniques from the viewpoint of SI. I wish to shed light on some of the key arguments and techniques of NLP and to address the issues NLP brings into the foreground. By this I hope to impress the reader of the possibilities of notably technical forms of improving their SI. 

In the appendix I have listed some NLP exercises and techniques for the reader to try out to get a more personal or concrete feel for what NLP is about.

The relevance of NLP in the field of SI

If there is a 3-minute seminar on NLP, the presenter will walk in front of the audience and write on the board three words

1. Outcome

2. Acuity

3. Flexibility

This shows some of the high level of systems intelligence behind NLP. To elaborate on these three, knowing what one wants, the outcome is in the heart of systems intelligence. In very abstract terms this refers to what is called the Good Life in philosophy (see Chapter 1, The Moral of Systems Intelligence). Outcome sets the direction of movement. 

Acuity refers to awareness of what is going on in the systems, what are the interactions and interdependencies. A highly systems intelligent person can identify and conceptualize, how she and others think and behave. Therefore she is skilled in understanding human thought patterns and has considerably high awareness to identify these. She has a good internal model of human communication and is highly aware of details.

Flexibility is about taking responsibility of the situation. Every human is an individual and needs to be approached as one. A person can only change himself. A systems intelligent person therefore adapts his behavior always to the environment. 

Both SI and NLP take the viewpoint that the fundamental solution to any problem lies deeper than its symptoms. Hence, in human systems, it is the belief level that has most influence on the realized behaviors that produce the symptoms.

NLP can be described as an “attitude and methodology”, i.e. certain paradigm, worldview or mental models and the practical tools, techniques or processes. More concretely NLP includes mental exercises. Conceptual thinking, building ones internal models of the world and modeling are a key to more effective work. Managing beliefs and mental models is thus a critical SI area NLP may prove helpful with.

Each of the NLP process levels builds on the previous one and therefore they should be learned consequtively and in order. Getting into grips with the first level, working on perceptiveness of what goes on for example in human interaction, is necessary to advance studying the second and third. The second and third level aim to build a systems view and enable the practitioner to be more active and involved in the system and also take responsibility of its effectiveness.

System structures tend to conceal themselves. Very often systems are not recognized and therefore the generative power of system structure is also neglected. As shown by Senge (1990) the structure of the system evokes patterns of behaviour. Because of this, people get into a rut, submit to the system and let it dictate their behaviour.  “When placed in the same system, people, however different, tend to produce similar results” (Senge 1990, p. 42). 

The third level of NLP processes therefore helps on developing ones “pattern sense” and with this ability to break old limiting habits of behaviour.
Next I will discuss areas of NLP and some techniques.

Channels of communication & acuity to nonverbal communication

Humans receive information about the world through their five senses or modalities. Of these, visual (seeing), auditory (hearing) and kinesthetic (bodily sensations) are more pronounced than olfactory (smells) and gustatory (taste). From the vast stream of input a person then filters out what is held to be relevant. These filters can be seen as bottlenecks that limit the quantity and quality of information that the person needs to process consciously. The bottleneck is necessary since a person cannot appreciate all input that comes in. The stream is too vast for conscious processing.

Humans represent their experience of the world in terms of these modalities. All memories as an example are coded in the mind with a representational system that link different modalities together. 

The output channels of human communication include language, the posture and movement of the body, voice qualities and so on. These are the ways people express themselves. 

One cue to SI is to become more sensitive on the channels of input. The senses form an interface with the outer world and if a person wishes to succeed “in the context of complex systems and involving interaction and feedback” (Chapter 1, Introduction, p. 2), she needs to be acute on what her senses tell of the world. 

To become more sensitive to sensory experience can be started from first exposing oneself to what are called submodalities, which form the break down of sensory experience in more detail. These include for example:

	Visual
	Auditory
	Kinesthetic
	Olfactory
	Gustatory

	Color

Brightness

Size
	Volume

Pitch

Voice color
	Temperature

Tension

Pressure
	Odor/Smells

Freshness

Rancidity
	Taste

Sweetness

Bitterness


Also, how people express themselves is of high importance in human communication. Usually a layperson listening to a lecture will consciously only notices the words and neglects the non-verbal messages.

Yet at the same time systems intelligent people would not limit themselves to their current view of the world and thus, what input they appreciate. Rather they wish to challenge over and over again what they listen to. A systems intelligent person has sensory acuity to all channels of communication and can both send out and interpret messages on all these channels. Also, the acuity can lead the systems intelligent person to listen better to his or her own communication. As an example one might note communicating submissively with ones boss. In general terms, conceptual understanding of communication and a theory to analyze the communication process will be helpful in behaving in a systems intelligent manner. 

To find out your own primary mode of thinking there is an exercise in the appendix.

Understanding how humans communicate helps to respond to it systems intelligently. From the many ways of communication I will first focus on language. 

The power of language and reframing

In NLP the research on language began from developing the Meta-model of language, one of the first models of NLP. One of the presuppositions of NLP says, “The map is not the territory”. To elaborate on this, words are only a projection of reality, not reality in it self. Just the same, any mental models are only a map, but not the territory.

Language is the means by which humans can communicate about their experiences. Words, however, are not the experience but a transformation or a projection of the experience, which has a richer structure than we can know from the language. There is a clear difference between the deep structure (experience or thoughts) and the surface structure (language and words).

Noam Chomsky (Johnson-Laird, 1988) argued that the deep structure of all languages is the same and the processes of the brain set this up. The environment and culture only determine the surface structure, which of course varies in different languages. The next cue to SI is to get into connection with the thoughts behind the misleading words.

Thoughts are expressed in language and other behavior that don’t convey fully the thought. The deep structure of thought goes through a process of meaning-depletion, or in NLP terms, of generalization, distortion and deletion before it can be verbalized in language. By this Wittgenstein’s quote gains now new, more concrete perspective. 

Take the example of these two phrases, i.e. surface structures, both derived from the same deep structure:

Susan fell running down the stairs and strained her ankle.

and

A girl hurt her foot.

From the same deep structure can be derived a number of surface structures such as these. All of them give only a partial verbalization of the actual event. Also, they differ in how much meaning is lost.

The Meta-model is mainly about gathering info about the map a person has by asking questions to clarify the deletions, distortions and generalizations. This will be useful for anyone to explore his or her own mental models or mental maps or, as Bandler and Grinder noticed in therapy sessions, asking for clarification leads to creation of possibilities. Once a person confronts and thus notices the limits of his current mental models, he or she can easily enrich them.
Here some examples:

	Type
	Example
	Clarifying question

	Universal quantifiers
	All generalizations are wrong

I am always late
	Has there been a time, when … not?

Always?

	Necessity
	I ought to learn these SI theses
	What would happen if not?

	Unspecific nouns
	They wouldn’t want me there.
	Who? Where?

	Unspecific verbs
	He traveled to France
	How? And why?

	Comparison
	SI is a more pragmatic form of intelligence
	Compared with what?

	Judgments
	Obviously, she is not the right for me
	Who is making this statement and on what grounds?

	Nominalizations
	Education doesn’t work
	Who educating whom doesn’t work in what way?


Let us shortly go through the last example of the above table to make this more concrete. Nominalization is a process that is turned into a noun. These are very intangible and hide to a large extent the differences between people’s mental models of the world. Examples of nominalizations include education, memory, discipline and respect. To clarify nominalizations one should ask about the verb behind it: “Who is nominalizing what, and how are they doing it?” (O’Connor and Seymour 1990, p. 96). 

Gregory Bateson credits Bandler and Grinder, the developers of NLP, in the foreword to Structure of Magic I (Grinder et al. 1975) for “succeeding in making explicit the syntax of how people avoid change and, therefore, how to assist them in changing”. People usually don’t know how to choose words; rather they use the words they are accustomed to. Choosing constraint words and speaking in abstract, meaning depleting words prohibits clear and effective communication. 

Human beliefs are also determined in terms of words. Fixing ones words closes a number of other possibilities. This leads to an experience of “no choice”. This, however, is only one possible framing of many.

A framing is what defines the outline and nature of human perception. A glass of water can be framed half full or half empty, whereat the perception of the situation is dramatically different. The way a person frames a situation influences his experience of it for a remarkable part. 

A frame of reference is the set of views, concepts, presuppositions, values, and habits that form an outline of a cognitive system to perceive and evaluate a data. A frame of reference determines from what standpoint a person perceives a data, such as sensory input, and experiences a given situation. A frame is what gives the meaning to anything.

The most promising or productive framings from an SI point of view concern not states but possible actions, possibilities, opportunities, possible futures as opposed to existing states or personality characteristics or any such ontologically stable entities. On the other side, the unsuccessful framings concern states and are not sensitive to see development and possibility. They are also locked in a narrow and self-centred point of view and do not explore the viewpoints of other participants, outsiders or in relation to system outline and the time span. 

In the NLP, reframing can happen on the level of content, what something means, or context, where, when or to whom something occurs. A reframing can be about comparing a situation to something worse that could happen or appreciating the positive consequences of an event, the positive intention behind it or the positive meaning of what happened. Also, humour is great tool of reframing, since it helps to see what is good. Awareness for the positive side of things is essential in constructive framing. Reframing, as discussed in NLP, relates mostly to what has been discussed earlier (Chapter 1, Systems Paradoxes) as mental or perceptual change.

By choosing ones words or the frame of reference a person can take responsibility of a situation and responsibility of himself or herself. He or she can choose not to dwell in negative thoughts and instead focus on what is good. This is where possibilities open up.

In systems intelligence the belief in the possibility of change is very important. SI is about opening up and enriching ones thinking. By exploring the mental model or map a person has and the reductionism of this opens up the gate of possibility. Thus the means of the Meta-model in exposing the reductionism helps to advance in this direction.

What the Meta-model really does from an SI perspective is that by adopting the concepts one can increase ones acuity to what sort of derivations, surface structures, one chooses and what other people choose. The systems intelligent person understands that words and thoughts are different. Expressing thoughts with words always looses meaning in the process.

On a deeper level, the systems intelligent person should note that the image he puts together in his mind of another person based on all communication, verbal or non-verbal, is only surface. With every person there is a bigger, more interesting and in innumerous ways gorgeous and magnificent person underneath the mask of words and actions. Thus, building a harmonious relationship is critical in communications and this theme is explored next.

Attuning to the system of the other person

People are best influenced from within their own system. This is to say, people are more open to people whom they associate the feeling of commonality, or in other words, which appear to share their system so to say in a notable extent. 

Churchman (1968) pointed out “Systems approach starts when you perceive the world through the eyes of another person”. The Programmatic Outline (Chapter 1, Systems approach starts when you perceive the world through the eyes of another person) elaborated on this and listed a small number of techniques to pragmatize this statement, but here I wish to go more in detail.

Every observer perceives the systems around him differently and also, he is constraint in his own perception, which can only cover a narrow portion of the whole. “Seeing the world through the eyes of another” helps to relate to other possible standpoints and to get a fuller perception of the whole. 

Considering new points of view will therefore enrich ones understanding about the system at hand. Also, “the eye cannot see itself”, which means that a person can see himself as a part of the system if he is willing to give up the first-person viewpoint and perceive the situation from the viewpoint of another person, the third-person view. The systems perspective includes the willingness to see the world as composed of systems, examining these entities as wholes before inspecting their parts and from the starting point that the entity appears different to all observers, as there is a plethora of possible views to the same system.
“Seeing through the eyes of another” calls for meeting the other person in their world. Here, you don’t push or advocate your view of things. The guideline of Stephen Covey, “Seek first to understand, then to be understood” is valid in the context of NLP also (Covey, 1989). One will not lose his or her personality by exploring the viewpoint of another. Respect for the other person doesn’t’ call for you to buy it fully or submerse yourself under it.

To really go in the experience of another person works best, when one attunes to being the other person. By modeling the physiological and mental state to the detail will let you to share the experience of the other. Sharing the same system, so to say, will lead to better mutual understanding and trust, which can be seen as necessary requisites to produce any meaningful interaction.

With their endless question-asking Meta-model practitioners started to get a lot of people seemingly irritated. This influenced strongly the need to build more harmonious interaction or, in NLP terms, rapport. Two people tend to like each other, when they feel like each other. This feeling of commonality is a key ingredient in rapport. 

On the physiological level this is created by matching the appearance of the other person, for example adapting her breathing pattern, facial expressions and posture. Also, the tone of voice, rhythm or words can be copied to further enhance the feeling of commonality. Pacing the other person’s reality is simply a process of describing and to reliving her ongoing sensory experience. Books and practitioners note that the other person hardly ever notices if the other person mirrors her communication style, even though this might seem so easy to notice.

Communication isn’t restricted to merely words, but all sensory modalities, as they are called in NLP. Thus, matching multiple modalities at once will help to build better rapport. And rapport or a harmonious interpersonal relationship is necessary to make room for the kind of cooperation SI calls for (See Chapter 1, Explosive Possibilities of Cooperation).

To sensitize your self to matching the mental-emotional state of another person you can try out the exercise at the end of the chapter.

Pacing the reality of another person

Milton H. Erickson MD, famous in the field of hypnotic techniques and brief therapy, was one of the biggest sources of influence for early NLP modelers and a NLP model is entitled after him as the Milton model (O’Connor and Seymour 1990). 

In the Milton model language is used to first to pace and lead the person’s reality, then to distract and utilize the conscious mind and thirdly to access the unconscious resources. (O’Connor and Seymour 1990). Pacing and leading is an application of what was described under the previous heading, aligning with the reality of another person and thus gaining more influence. The following example of Erickson’s work, which is given to characterize pacing and leading, is fully covered by Haley in Uncommon Therapy (Haley 1986, pp. 189-193)

“Three-year-old Robert fell down the back of the stairs, split his lip, and knocked an upper tooth back into the maxilla. He was bleeding profusely and screaming loudly with pain and fright. […] As he paused for breathing, I told him quickly, simply, sympathetically and empathetically, “

“That hurts awful, Robert. That hurts terrible.” 

After a few seconds Erickson continues to say:

 “And it will keep right on hurting.” 

One might consider, as Haley (1986) notes what Erickson does is giving the child negative reinforcement and adds to his misery. For Erickson, however, this is a means of building the relationship to such a level that change becomes possible. He moves on to state:

“And you really wish it would stop hurting.”

All of these statements do nothing more than state what the child is actually experiencing and what he most wishes at the moment. What this does, instead of assuring that “It doesn’t hurt, will be fine” (which is not true), Erickson establishes himself as a person to be taken seriously. He knows what is going on. When the child trusts Erickson and knows that he understands the experience, Erickson can give the suggestion to make change possible:

“Maybe it will stop hurting, in just a minute or two.

Once Erickson has paced the reality of the child or, in other terms, attuned to his system, Erickson can continue to affect the situation in a positive way. He can lead the situation in a direction that is beneficial to all parties, which is really the goal of this sort of increased impressiveness of the individual.

Using Senge’s (1990) terms, for most of the times people tend to rather advocate their view rather than inquire what other people are thinking and saying. The Milton model stretched the inquiry mode of Senge even further: It is about demonstrating, that one can and is willing to adapt the view of the other.

True systems intelligence is the willingness to explore the viewpoint of another person as characterized in these two preceding chapters. What people often fear is that adopting another person’s frame will lead to loosing their own. This is why they hold on to their reality as hard as possible. Systems intelligence calls for the mental ability to encounter the other person in their reality. One will not loose ones personality by this but rather build more harmonious interaction. This only means that one is willing to respect the other person and not try to force ones own reality upon the other person.

On some critical notions on NLP

SI and NLP have many things in common. Therefore it is important to look at the criticism on NLP – will these prove to be the pitfalls of SI research also?

The main arguments against NLP include that its literature is mostly of technical nature. Academic research has not proved NLP to operate as a whole, even though parts of it can be proven valid. This is because NLP is more of a layman science – a concept under which umbrella anyone can publish their thoughts without any imperative to prove them. Many developers of NLP have applied findings of for example in social psychology, psycholinguistics or communications, but not all have invested the time to learn them properly. Thus, some techniques have only shallow evidence to back them up. So far the NLP community has not been able to wipe out the inner incoherence, which sheds a shadow over the whole. (Malmelin 2001)

Another major issue is manipulation. The myth of being able to control and dominate other people is often associated to NLP. This can be perceived as a powerful selling argument – what would anyone want more than to be able to change other people?

An area of NLP which I haven’t described in detail before is persuasive language patterns. These can be seen as a form of manipulation but another possibility is to frame them as an effective way of communicating to another person. From the viewpoint of getting ones point across the use of certain techniques of persuasion seems more or less reasonable.

NLP teaches tools of persuasion, yet it forbids manipulation using its models and processes. The situation is the same as for a student of martial arts: she practices the skills of fighting so she would not need to use them – but she could. This ecology, however, is in both situations in no respect binding. Hence, the choice stays with the individual.

Undoubtedly this is the case for SI as well: The study of SI aims to improve the influence of the individual over systems. It can be argued that, if correctly applied, a good internal model of human interaction grants the individual mental leverage to where influence can be found. To take communication as an example, awareness of more persuasive language patterns increases the individual’s ability to influence other people. How she uses her added impressiveness is left to her own choice.

There are a number of situations where a person would like to express a higher level of systems intelligence. Wouldn’t it be great if systems intelligence could be mechanized to such a degree that this person only would need to choose from a toolbox of exercises, which to apply? Probably not, any toolbox is useless unless one knows how to apply them and why; the intent for doing something is more important than the action itself. Neither the intent or mindset nor the techniques work as they are supposed to if taught separately.

If NLP or SI is seen to embody information that can be used in ill will if fallen in the wrong hands, should this information somehow be contained? Should the NLP and SI communities somehow censor or limit the information that they publish to control the situation? These might be questions that people raise, but it seems distorted to hold any body of knowledge leading to added impressiveness accountable for the actions of an individual.

Haley also gives an illuminating view on the topic of manipulation regarding to Erickson’s therapy: “Those who are concerned about ‘manipulating’ people rather than behaving ‘straightforwardly and honestly’ [should note that as in the example before] at no time was the boy given a false statement. It would be far less straight forward and honest to reassure the boy by telling him [as most parents would do] it didn’t hurt, to try to minimize what had happened, or in other ways to dismiss the boy’s experience of the situation.” (Haley 1986, p. 193)

As noted before, often times people desire intensely to change other people. They do all sorts of things. The difference of those applying a technique and those who don’t is that both desire as intensely to influence other people but the latter are just less successful.

Concluding thoughts

In this article I have referred the basics of NLP and given a run-through on some applications, which I explored from the viewpoint of Systems Intelligence. I have taken these applications as hypotheses and ideas to explore in order to find tools to stimulate systems intelligence. 

The first theme I explored was building awareness to bodily sensations, that usually are neglected by the conscious mind but that pay a key role communication. Second, I moved on to discuss language processes that stand in the way of conveying thoughts clearly, namely deletion, distortion and generalization. Still in the roam of language, the next theme dwelled on how changing ones viewpoint – reframing the situation – can reshape the experience. Finally, I discussed how to apply the previously mentioned skill areas to attune to the feeling state of another person, and thus building a harmonious and productive communication situation. 

A tool chest such as NLP can serve beneficially in many respects while trying to learn to work more effectively with other people – or at the interface between people. Habits that make the life of the individual every day are most often unconscious programs. 

A student of SI will in different situations become aware that his or her habits are not fully supportive but rather counterproductive to the outcome. Adopting a technique will facilitate learning and the acquisition of new habits, which at first feel difficult to apply, counterintuitive or silly and stupid. “A technique can function as a transitional object, which helps adult learners make the transition from feelings of incompetence to feelings of competence” (Hirschhorn 1990, p. 116). Like a teddy bear, as Hutton et al. (1997) note, helps a child carry his anxieties, to carry all his inner feelings, thoughts and imaginings, a concept or a technique can do the same for an adult learner. Thus, opening up to try out a technique may well lead to valuable learning.

This is not to say, however, that techniques are the ultimate solution. People want to believe that there is an easy way to handle things. This is one reason that quick fix techniques are so popular. Also, as SI notes, the best solutions are often so simple that they seem too simple to even to be even tried. Thus, simple techniques can be very helpful and produce desired results. But they won’t in every situation.

A technique can serve as such a solution in one type of situation, but one cannot control all somewhat similar encounters with the same technique. Each situation is unique and needs to be treated as such. Or, framing it differently, it should not be expected that a technique will solve each and every situation, since techniques are devised to work in a general situation. Techniques work at most situations but not all – there are always exceptions that can’t be included in the guidelines. 
What techniques actually aim for, rather than being supposed to work in all situations, is to help to condition a new way of behaving in a specific type of situation – in such a way that is more supportive of the general outcome. A technique is something that is applied consciously, when an unconscious behavior or pattern doesn’t work as hoped-for.
Learning with a technique will therefore look something like this. First, a need for learning is noticed. For example, an individual becomes aware of a habit that doesn’t support him. Then, he works on changing his behavior. Once the body has learned, i.e. the new behavior is conditioned this behavior soon becomes unconscious again – it is self evident that this area is in control since the habits are supportive and thus there is no need to pay attention to it consciously all the time.

A junior swimmer can’t start to swim faster just applying more force. In fact, he will just splash more water and tire out sooner, with only a marginal improvement in speed. In swimming, it is not so much about force as it is about technique. With the right technique, swimming is fluent. Having mastered one technique, he can move on to learn something new.

An art student first copies the styles of old masters and then later develops his or her style. Here also, once one knows the techniques, he or she can step outside of them, apply them creatively and express themselves in their own style.

Knowledge is true power, when it is acted upon and put to use. Thus, making the first step in applying knowledge is the most critical. The truly systems intelligent person is both an academician and practitioner, she both thinks and acts. Here SI and NLP share the epistemology and technical interest in knowledge: It is not so much the academician interest of “is it true” but the pragmatist interest, “does it work”.

In future, SI research should take ideas and hypotheses from NLP (and other pragmatic ways of creating new behaviors) to work on to create for SI it’s own tool chest of techniques to initiate systems intelligent habits and behaviors. If a scientific approach is applied here, SI will prove more advanced and not fall behind in the areas where NLP has been criticized and where it lacks supportive evidence.

Appendix A: Application examples and exercises

In this last part I have included some exercises that should prove helpful in order to apply the ideas presented above and give a small insight on NLP. I have done this taking the risk that if these exercises are applied hastily they probably will not work. It may be advisable to refer to NLP manuals or practitioners if the exercises don’t work for you.

Smile your frustration away

For two or three minutes stand up in a good and balanced posture, put a big grin on your face, look upright towards the ceiling (or sky if you are outside), pull your shoulders back and put your chest out. Now, in this position and without changing any aspect of your body try to feel depressed. After a while you will notice it impossible to feel sad, since your body is giving a totally opposite message to the brain. In fact, should you feel tired or frustrated, try smiling this way for 5 straight minutes. You will notice a shift in your mental state also. 

Primary modality

To develop acuity to modalities you could either scan this text and note, which modalities (visual, auditory, kinesthetic) I have mostly used and thus what is my primary modality. Also, you could read something you have yourself written and try to find out which then is your primary modality.

Finding ones primary modality may prove helpful in analyzing the patterns of communication. From the viewpoint of SI this means better understanding of the structure and underlying systems of one’s own habitual communication. Becoming aware of what used to be unconscious, habitual and passively repeated is a step towards SI.

Tune into the same world

This exercise is quite funny and gives a hint of the possibilities and benefits of matching and mirroring the other person. At best, even though you haven’t spoken a word, you can experience the feeling state the other person is in such a strong way, that you can even feel reliving the same image or feeling yourself.

Do this exercise with two friends and you are from now on referred to as A, B and C. A chooses a memory she associated strong and vivid emotions to. Then, she closes her eyes, adjusts her body to the detail in the same way as she was in the real situation. She goes fully in the emotional state by hearing, seeing and feeling everything that went on in the experience.

When A is in state, B and C look at her posture and expressions, feel her skin or muscle tension, notice her breathing and do what ever they can. After that B stands next to or opposed to A and tries to copy A. As she closes her eyes, C will help by adjusting B. 

When C feels that B copies A fully she asks B about her feelings (“What emotions do you experience?”) and if she can image, hear or sense anything special. After B has described her emotions, A can describe her actual experience. If B didn’t fully get in the same feeling state before, she can now adjust.

How the surface structure fall short of the deep structure

This exercise shows rapidly, how limited explanations are. This exercise is for two people and you need paper and pen to complete it.

First, person a makes a drawing on a piece of paper so that person B cannot see. (1 minute)

Putting her drawing away, person A explains it to person B. Person B tries to draw based on A’s description without showing the result to A. (2 minutes)

Next, person B asks person A questions about the picture. Neither of them get to have a look what the other person has drawn. (2 minutes)

Lastly, person A and B both take out their pictures and compare.

What this exercise shows is that the picture in the mind is much richer than a thousand words. The key point here is that an explanation is not complete, but asking good questions can help to complete the picture.
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“We are not retreating”, said a general, “We are advancing backwards.”





"Philosophers have only interpreted the world. The point, however, is to change it." (Karl Marx)





What you see and hear on the surface is only the tip of the iceberg.





A lecturer can’t stay home, on his own territory, in order hold a lecture. She has to go in the classroom, among her students and do her job – in their reality.





In: Raimo P. Hämäläinen and Esa Saarinen (eds.). 2004. Systems Intelligence – Discovering a Hidden Competence in Human Action and Organizational Life, Helsinki University of Technology: Systems Analysis Laboratory Research Reports, A88, October 2004.








� Many people consider this negative reinforcement, or a suggestion to continue in distress. To Erickson it is a way of getting together with the patient in a type of relationship that makes change possible, which is the goal. Once he has done this, he can offer a move for change by saying, “Maybe it will stop hurting, in just a minute or two”.






