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It’s more than just rapport 
 

In a previous session we mentioned the importance about being on the 
same wavelength of your clients. 

 
I don’t just mean building rapport here. Instead I mean tapping into the 

actual way that your clients think and process information. 
 

Why is this important? 
 

Well, if you can match the exact same system of how they make their 
decisions and how they process information you will immediately tap into 

their sub-conscious mind and will be able to influence them more 
effectively. 

 
There were the VISUAL people who like to be shown a picture so that 

they can “picture” it in their mind. 

 
There were the AUDITORY people where information “Sounds right” and 

they like to listen and read information rather than be shown pictures. 
 

There were the KINAESTHIETIC people who could really get a “grasp” of 
what was going on and they knew in their “gut feeling” what sales 

proposition was the best. 
 

Present your product and service in the wrong way to any of these people 
and you might as well kiss bye bye to the order! 

 
But if you can “login” to their exact way of thinking then you can almost 

do anything! 
 

The first stage in understanding all about VAK preferences is to first 

understand what your own preferences are and then you will become 
more aware of the preferences of people around you. 

 
So, do you want to find out? 

 

Let’s play a game! 
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For each of the following statements, place the number 1 next to the 
phrase that best describes you, a 2 next to the phrase that would next best 

describe you, and so on, ending with a 4 next to the phrase that least 
describes you. Do this for each of the TWELVE statements. Scoring 

information follows the test. 
 

1. I am more likely to say: 
____“important decisions are matters of feeling.” 

____“important decisions are ones I tune in to.” 
____ “important decisions show my point of view.” 

____ “important decisions are logical and thoughtful.” 
 

2. I am someone… 
____with a nicely modulated voice. 

____who looks good. 
____who says sensible things. 

____who leaves me with a good feeling. 

 
3. If I want to know how someone is: 

____I observe their appearance. 
____I check how they are feeling. 

____I listen to their tone of voice. 
____I attend to what they are saying. 

 
4. It is easy for me to: 

____modulate the volume and tuning on a stereo system. 
____consider the most intellectually relevant points concerning an 

interesting subject. 
____choose superbly comfortable furniture. 

____find rich colour combinations. 
 

5. 

____I am very effective at making sense of new facts 
____My ear is very attuned to the sounds in my surroundings. 

____I feel very sensitive to the clothing that touches on my body. 
____I picture bright colours when I look at the room. 

 
6. If people want to know how I am: 

____they should know about my feelings. 
____they should look at what I am wearing. 

____they should listen to what I say. 
____they should hear the intonations in my voice. 
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7. I am more likely to: 
____hear what facts you know. 

____see the pictures you paint. 
____get in touch with your feelings. 

____tune in to your harmonious messages. 
 

8. 
____Seeing something makes it believable. 

____Hearing the facts about something makes it believable. 
____Feeling something makes it real, believable to me. 

____Hearing how something is said makes it believable or not. 
 

9. 
____I usually have a strong sense about the well-being of my family. 

____I can picture the faces, clothes and small visible details of my family. 
____I know the way my family thinks about most issues, especially 

their significant ideas about things. 

____I hear the intonation and inflections in any of the voices among 
my immediate family and can identify who it is instantly. 

 
10. 

____I learn concepts. 
____I learn to do things. 

____I learn to hear new things. 
____I learn to see new possibilities. 

 
11. When I think about decisions I will probably: 

____decide that important decisions are a matter of feeling. 
____decide that important decisions are the ones I tune in to. 

____decide that important decisions are the ones I see clearest. 
____decide that important decisions are logical and thoughtful. 

 

12. 
____Remembering how a friend sounds tunes me in. 

____Remembering what a friend looks like is a clear memory for me. 
____Remembering the things a friend says to me is a good idea. 

____Remembering how I feel about a friend is easy. 
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SCORING 

Step 1: 

Copy your answers from the test onto the lines below. 

1.   ______   K 4.   ______   A 7.   ______   D 10.   ______   D 

   ______   A    ______   D    ______   V    ______   K 

   ______   V    ______   K    ______   K    ______   A 

   ______   D    ______   V    ______   A    ______   V 

2.   ______   A 5.  ______   D 8.   ______   V 11.   ______   K 

   ______   V    ______   A    ______   D    ______   A 

   ______   D    ______   K    ______   K    ______   V 

   ______   K    ______   V    ______   A    ______   D 

3.   ______   V 6.   ______   K 9.   ______   K 12.   ______   A 

   ______   K    ______   V    ______   V    ______   V 

   ______   A    ______   D    ______   D    ______   D 

   ______   D    ______   A    ______   A    ______   K 

 

Step 2: 
Add the numbers associated with each letter. There will be twelve 

entries for each letter. 

 
 

 V K A D 

1     

2     

3     

4     

5     

6     

7     

8     

9     

10     

11     

12     

SUB-TOTAL     

   +2 +2 

TOTALS     
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Step 3: 
 

The comparison of the totaled scores above give you some information 
about the relative preferences (hierarchy) you possess for each of the 

representational systems. 
 

Your preferred systems are indicated by the LOWEST scores. 
V = VISUAL 

A = AUDITORY 
K = KINAESTHETIC 

D = AUDITORY DIGITAL 
 

Here are some of the characteristics of each. 
 

If you have a strong preference it doesn’t mean that you do all of the 
characteristics under each heading but it means that this is your preference. 

 

Think about how you could use this information when meeting your clients? 
 

Visual Representation System 
 
The process of translating communication into pictures. 

 
Characteristics: 

• Stand or sit with their heads and/or bodies erects, with their eyes up. 

• They will be breathing from the top of their lungs and their upper shoulders 

and breathe fairly rapidly. 

• They often sit forward in their chair and tend to be organised, neat, well 

groomed and orderly. Appearance is important to them. 

• They memorise by seeing pictures, and are less distracted by noise. 

• They often have trouble remembering verbal instructions because their 

minds tend to wander. 

• Fast talkers. 

• ‘A picture is worth a thousands words’. 

• Use picture descriptions during conversation. 

• Interested in how things look. 

• Must see things to understand them. 

• Likes visually based feedback. 

• Uses gestures that may be high & quick. 
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Auditory Representational System 
 
The process of translating communication into sounds. 

 

• Will move their eyes sideways. 

• They breathe from the middle of their chest. 

• They typically talk to themselves and some even move their lips when they 

talk to themselves. 

• They are easily distracted by noise. 

• They can repeat things back to you easily. 

• They learn by listening. 

• Usually like music and talking on the phone. 

• They memorise by steps, procedures, and sequences (sequentially). 

• The auditory person likes to be TOLD how they’re doing. 

• Responds to a certain tone of voice or set of words. 

• They will be interested in what you have to say about your programme. 

• Medium to fast talkers. 

• Translate conversation to sounds associated with topic. 

• Excellent at repeating back instructions. 

 

Kinaesthetic Representational System 
 
The process of checking communication with our feelings. 

 

• They breathe from the bottom of their lungs, so you’ll see their stomach go 

in and out when they breathe. 

• They often move and talk very slowly. 

• They respond to physical rewards and touching. 

• They also stand closer to people than a visual person does. 

• They memorise by doing or walking through something. 
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• They will be interested in your programme if it “feels right”. 

• They check out their feelings prior to expressing their thoughts. 

• Very physical people and like to touch during conversation. 

• They like to walk through something before doing it. 

• Uses gestures that are low and smooth. 

 

Auditory Digital Representational System 
 
The process of internally checking communication by talking to 

ourselves. 

 

•  Spend a fair amount of time talking to themselves. 

•  They will want to know if your programme “makes sense”. 

•  The auditory digital person can exhibit characteristics of the other major 

representational systems. 

•  Speaks in a clipped, crisp monotone. 

•  Breathing patterns like an auditory, higher up in the chest. 

•  Dissociated from feelings. 

 

** AN EXERCISE FOR YOU ** 

 

Imagine that you were selling your 

product/service to 4 different clients and each had 

one of the preferences above. How would you 

present your product/service to each? How far 

away would you stand/sit? What type of words 

and phrases would you say? How would you sell to 

them? How would your “pitch” differ from person 

to person? 
 

It’s the attention to details like this that 

will set you apart from your competition 

 

Until the next time… 
Sean McPheat 


