do you want in life?
Career success, a stable family
life, academic recognition,

possession of new skills, or may be

financial security?

What ever your most cherished
goals, communicating effectively
with people around you is vital to
achieving them.

Communication is not a static
event like, say, duplicating a report
on a photocopying machine. It is a

process that changes while it

happens. As you talk to people, your
perception of them and of yourself
alters, however subtly.
Communication changes many of
your characteristics. When it works
well, it makes you feel good about
yourself, but when it fails, it can
undermine your self-esteem and
effectiveness.

This is why it is critical that you learn

how to become a skilled and

confident communicator.

Have you ever had that wonderful
experience, when you seemed to get

almost instant rapport with somebody

and everything seemed to progress
perfectly? You both enjoyed the

interaction and you both got a good result

from it.




grsely, can you think of a person
as always been a challenge for
— you’ve never quite ‘clicked’

together and rapport has been very

difficult to achieve?

Why is this?
It is a curious phenomenon. We can
behave and communicate in exactly
the same way with two different
people and we may get two
completely different outcomes.

A common response when things
don’t go well is to lay the blame at the
door of the other person.

For an example we may say .... “/
guess that sometimes people behave
strangely — you can’t win them all.”
Now, let's re-phrase the last
statement.

Instead of referring to

people as behaving strangely, change

this to “sometimes people behave

differently to me.”

It would be useful to realise that each
person is unigue — but none are right

or wrong, they are merely different!



INSIRE experience, we
some of the differences
n people — between you and
colleagues or friends. This
understanding is fundamental to
explaining some of our reactions to
certain people and their reactions to
us. We also explore the value of
versatility when dealing with others.
Many of us find that we naturally
change our behaviour in certain
circumstances, or when we are with
certain people. We shall explore
specific strategies that you can
employ on an everyday basis to make

versatility work for you.

During the INSPIRE experience you

will learn....

‘ The importance of perception in
our relationships and communication

with others

QThe four dominant “styles” and

their distinguishing behaviours

‘ Your own preferred behavioural

style

‘ How to quickly and accurately
recognise the different behavioural

styles of others

‘ Specific behaviours to effectively

persuade and influence each style

‘ Enhanced versatility - how to
adapt the use of specific skills with the
different styles, to achieve the most

effective interaction
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perception is our reality.

Others’ perception is their reality.

People tend to perceive the world
according to a set of rules — a system
of experiences and events that create
beliefs about “the way things are”. The
problem with such “paradigms” is that
they can interfere with effective
communication by preventing us from
seeing alternative perspectives or
points of view.

To illustrate this, let us begin with a

very well known image!

What do you see?
If you see a woman, what does she
look like?

How old would you say she is?

There are several metaphors that we
can draw from this image in relation to

perception and communication.

' More than one perception is

valid

' With patience and understanding
we can see another person’s point-

of-view.

' A different perspective can be

beneficial (or more attractive!)



perceive it. This means that
ill react, communicate and

~ behave in a way that is consistent with

your perception.

This is why the subject of perception
has such significance - your
perception influences your feelings
and your responses — in short,
perception drives behaviour.

Perception is big business! How much
time and money is invested by
businesses (and politicians!) in
changing peoples’ perceptions of the

world we live in?

How do we form perceptions of other
people — and how do others form a

perception of you?

One thing is certain — in a normal
interaction it is impossible for either
party to form a perception based on
the other person’s values and beliefs.
This is because the f‘inner self is
exactly that — the inner self — and
there is no way to observe and assess
these things in an everyday
communication interaction.

However, all of us can observe and
assess behaviour. We can and do
make judgements and form

perceptions based on observable

behaviours.



anding Behaviour?

of circumstances or events
cause people to respond to them in a
particular way. However, in any given
situation, we can expect that different
people will act or react in different
ways to such events. The behaviour
we refer to during the INSPIRE
experience can be defined as a
person’s behavioural response to
varying circumstances or events.

Of course, in practical terms, it is
impossible to measure and evaluate
every one of a person's possible

responses to the different situations

they may encounter in their daily
lives. Thus, different responses are
grouped together into “styles” or
“traits”. A “behavioural style” is an
observable tendency to act in a
certain kind of way when faced with a

certain kind of situation.

Behavioural Preferences

Human beings are creatures of habit.
As we grow up we become
comfortable doing things in certain
ways and we form our own comfort
zones. For an example, over time we

invariably develop a set routine first

thing in the morning - preparing

ourselves for the day ahead.

Like the example above, we also
demonstrate behavioural preferences
when dealing with other people.
These preferences may or may not
be the most effective way of
communicating with them, but we
adopt them because we are

comfortable with them, and they

become habitual.



wve are creatures of habit we
ferred ways of doing things,
e way we behave when
communicating with family, friends
and work colleagues is no different.
We can describe these comfortable
ways of behaving as our behavioural
preferences. However, these
preferences may not always be the
most effective way of communicating
with other people.

Skilled communicators will be aware
of their own behavioural preferences,
and will modify their style to meet the

needs of other people as appropriate

to the situation they find themselves

in. This skill of behavioural versatility
forms a key component of the

INSPIRE experience.

Behaviour and Personality

It is important that we do not confuse
our understanding of an individual’s
behaviour with the more complex
make-up of their personality. Whilst
measures of personality may well
include elements of behaviour,
behaviour alone is NOT a measure of
an individual’s personality. INSPIRE
only focuses on observable
behaviours, and makes no

judgement about an individual's

underlying values, beliefs, knowledge,
experience or intelligence. As we
have already stated, many of the
latter are traits that constitute the
‘inner self”, and are more appropriate
measures of personality. These
complex traits, and their analysis, are
best left to experts such as

Psychologists and Psychiatrists.

Behaviour

Inner-Self

Values
Beliefs
Intelligence



| the INSPIRE
e help you?

ghout your life you are likely to
hae significant ~ contact  with
hundreds, if not thousands of
individuals, and each person will have
their own unique set of behavioural
characteristics. Chances are that your
personal and professional goals will
depend to a large extent on your
ability to communicate effectively with
a large number of these people. The
beauty of the INSPIRE experience is

that the skills that it will teach you can

be applied to virtually any facet of

your life — be it personal or

professional.

There are many learning points within
the INSPIRE experience but, as we
shall see, five are particularly

important.

‘ Perception drives action.
Our responses to events and
people are driven by our

perception.

‘ Inspire deals purely with,
observable behaviours. It provides
no clue as to inner values, beliefs,

personality, etc.

‘ There is no correct or best
style to be: all behaviours have

their strengths and value.

Q We each carry all four of the
behaviours and we have the ability
to use each one. However, we
tend to have a preference for one

behavioural style most of the time.

‘ During an interpersonal
interaction, versatility in behaviour
is far more important than your

preferred behaviour.



eory Behind the INSPIRE
Exerience
The behavioural styles model used
within INSPIRE is based on in-depth
research, conducted over many years
by behavioural psychologists who
have each left their own unique
legacy. Two main blocks of theory
underpin the vast majority of models
available today.
1. The work by Carl Jung on
Attitudes and Preferences set the
standards for modern behavioural

profiling. It was Carl Jung who

coined the words Introvert and
Extrovert — now used in everyday
language.
2. Wiliam Marston defined the
universally recognised D.I.S.C
model. The D.I.S.C model is used
to generate the behavioural styles

reports which form an integral part

of the INSPIRE experience.

INSPIRE brings together the most

practical elements of these
behavioural styles models ensuring a
strong sense of academic validity,
combined with ease of application

and understanding.

The Concept of Behavioural Axes

An ‘'axis' in this sense is simply a
continuum between two opposites. To
illustrate, imagine a thermometer,
which has an axis between the
opposites 'hot' and 'cold'. It might look

something like this:

BOILING HOT WARM LUKEWARM TEPID COOL COLD CHILLY FREEZING

At the extremes of the axis are boiling
and freezing, and as you move along
the axis from one extreme to the
other, a variety of different
temperatures appear, each blending

into the next.



ioural axis is very much like
mple. The opposite ends of
is refer to two opposite “styles”
r ‘traits”, and the axis itself
represents the different shades of the
style as we move from one extreme
to another.

There are as

many  possible

behavioural axes as there are
potential opposite pairs of styles, but
most “profiling tools” use only a very
few. This is possible because, by
choosing  particularly  appropriate
axes, a very wide-ranging picture of

different styles can be built up.

The two behavioural axes used in

INSPIRE generate 4 easily

recognised behavioural styles
(represented by the colours Red,
Yellow, Green and Blue), and this
confers a number of pragmatic
benefits over many other profiling

tools as indicated below:

' It provides an insight into an
individual's style that predicts the
likely trends of their behaviour with

amazing accuracy.

' There are advantages in the

areas of interpretation and application

- the 4 styles can be quickly applied

to everyday use with minimal training.

’ There is less of a tendency to
label someone with INSPIRE
compared to other models. INSPIRE
uses colours to illustrate behavioural
preferences, and this enables a whole
spectrum of behavioural styles to

emerge through the blending of

colours.

l And finally, the metaphorical use
of colours helps to create an
experience that has impact, and

which is memorable long after the

event.



