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Insights Training Day

	Session

	Content
	Equipment if required

	

1 hour

























































































This is your self-perception






	Insights Training Delivery
Setting Up
Delegate list – including role 
Insights Profiles
Team wheel
Handouts for Colours game – black & colour
Box of Cards for colour activity

Prepare flip charts for exercises
Flip chart pens in red, blue, green, yellow x4

Domestics – toilets, fire alarms, breaks/lunch, phones, smoking

Piece from Senior Manager

Introduction
Welcome to your Insights Discovery workshop, we are here to explore further into what Insights Discovery is about, look at your Insights Discovery Profiles and help you understand them.  By understanding more about you, we can have better and improved connections with others……..

BAM Values
How does this link to our One BAM Values? 

Our Values guide our attitudes and behaviours and we use Insights Discovery to help us:
· Recognise, manage and develop our own behaviours 
· Improve our connections with others 
Today is about laying the foundations for Insights Discovery and what it means for you.  
Connections
Insights Discovery can help you understand more about you and that we are all unique and how our different styles can sometimes prevent us from making connections.

By the end of today, you will have more awareness and tools to help you make better connections.  (Relationships)

Hopes, Fears, Ground Rules
What are you hoping to get out of today, what are your fears?

Ground Rules
We want you to feel comfortable to ask questions today, share your views and participate with an open mind.

Anything we discuss today is confidential, your profile is yours, it’s confidential and it’s up to you if you want to share this with others. 

As we go through today’s workshop, see if you can guess what our profile position is, we’ll reveal them at the end of the workshop.

The Steps to Personal Effectiveness – throughout today’s workshop we are going to help you:
Read through each footstep

How will you take this forward in your role based on what you think is important?

How can you use this profile to help you in your role?

Word Association - Adjectives
Ask: Circle the 5 best words which best describe you.

Reveal the colour words and ask them to count up how many of each colour they have, what they notice.  Is there a leading colour showing up for you?

The Insights Discovery Card Activity 
We’re going to get straight into another activity - The Insights Discovery Card activity 

Set out four piles of cards (one for each colour) and ask participants to select three of each colour (enough in one box for 18 people).

Ask participants to read each statement, keep the cards that best describe them and embark on a card swapping exercise with others.

As you walk around the room exchanging cards with each other, explain why you think this card best describes the person you want to pass it onto.  The receiver chooses whether or not to accept the card giving an explanation.  If you have cards no one wants to accept, return them to us/me.  Facilitator holds onto these cards and uses them to discuss least used colour energies or qualities that are missing in the group.  Use Amnesty box if a few returned.

Ask:  Do any stand out?
Are you surprised by any?  
Did you decide not to take any that were offered to you?  

Get everyone to return to their seats and ask them to choose which card describes themselves best, 
Ask:  Would anyone like to share their card?
Ask: Note which colour cards are showing up for you

Organise your cards, which do you have most of?  Least of?  

Who thinks they can place themselves on the wheel yet?
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	Break – prepare your water
	

	45 mins
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	Perception
Hold up a real life glass of water.  Ask:  Is this glass half empty?  Or half full?  
Technically, the glass if always full as it’s filled with air and water and this is the nature of perception.  We can experience the same situation and react very differently, based on our own perception.  
Our behaviour is driven by our perception.

Have you had your perception of someone altered?  Have you made an assumption of someone, then had more information which changed what you thought of them!

Ask:  Write down what you see here?  Write down on your note books

How old is she?  What’s her story?  What’s her life like?  Where does she live? Do this for both young and old.

When have you experienced a situation where you saw things one way and someone else saw them a different way?  What was the impact of this?  How did you resolve your differences?  How can you overcome any biases in your perception?

Why is perception important in business / relationships?  Would anyone like to share an example with us?  What was the impact?

The more open we are to others perceptions, the more likely we are to make better connections.
Link work/life examples to the Ladder of Perception – The Cookie Story.  Our perception is altered by new information.





The Cookie Thief
A women was waiting at an airport one night
with several long hours before her flight
she hunted around for a book in the airport shop
bought a bag of cookies, and found a place to drop
She was engrossed in her book, but happened to see…………………….rung 1
that the man bedside her, as bold as can be
grabbed a cookie or two from the bag in between…………………………rung 2
which she tried to ignore to avoid a scene
She munched cookies and watched the clock
as this gutsy cookie thief diminished her stock
she was getting more irritated as the minutes ticked by
thinking if I wasn’t so nice, I’d blacken his eye
With each cookie she took, he took one too
and when only one was left she wondered what he’d do
But with a smile on his face, and a nervous laugh
he took the last cookie and broke it in half
He offered her half as he ate the other
She snatched it from him and thought ‘Oh brother’…………………………rung 3
This guy has some nerve, and is also rude
he didn’t even show any gratitude ………………………………  ………….rung 4
She’d never known when she had been so galled
and sighed with relief when her flight was called
She gathered her belongings and headed to the gate
Refusing to look back at the thieving ingrate……………………..………….rung 5
She boarded the plane and sank in her seat
then saw her book, which was almost complete
As she reached in her bag she gasped with surprise
There was her bag of cookies in front of her eyes!.....................................rung 6
If mine are here she moaned with despair
Then the others were his, and he’d tried to share……………………………rung 7
Too late to apologies, she realised with grief
That she was the rude one, the ingrate, the thief…………………………….rung 8

Key learning:
It is through perception that we understand and make sense of the world around us.
Once the mind sees things one way, it can be difficult to see them another way
If the data we perceive is incomplete, we ‘fill in the gaps’ in our mind to enable us to make sense of what we see.
The mind may also distort what we see in order to fit in with our current understanding.
Different ways of seeing things are not right or wrong – they are just different perceptions.
Perceptions impact how we respond to our colleagues, our friends, and our family.

Our Colour Energies
So, for Insights Discovery, colours represent our behaviours and energy preferences, we’ve already started to look at the four colour energies in the word game and card activity.  

We are now going to look at the colour energies in detail to give you a better understanding of characteristics which are displayed and represented in each of the four colour energies.

On a good day, we will see leading characteristics in each of the four colour energies

So Cool Blue energy likes to ask lots of questions, is observant and analytical.  When someone is showing a high preference for Cool Blue energy, they will likely seek to understand first, preferring to lay out all the relevant facts and assess the possibilities before making a decision.  Cool blue energy likes to be well-prepared, preferring to do some thinking in advance before having to share their ideas with others.  You might often hear someone with a lot of Cool Blue energy saying “I’d like some time to think about that before I answer” The moto for Cool Blue energy is give me the details. 

Those who lead with Fiery Red Energy are decisive, action-oriented, and bold and results focused.  When people are using a lot of fiery red energy they like to move at a fast face with vision or a plan identified to make progress.  No aimless wandering here!  You might often heat someone with a lot of fiery red energy asking “so what” or “what’s next?” and they may not even be asking, they might be telling.  The moto for Fiery red energy might be ‘be bright, be bold, be gone’

Sunshine yellow energy is outgoing, sociable and a dynamic energy.  When people are using a lot of sunshine yellow energy, they appear friendly, persuasive and animated.  They are concerned with the group dynamic and like to ensure everyone is included.  You will often hear someone with a lot of sunshine yellow energy because typically, they like to be speaking!  Talkative, demonstrative and enthusiastic, Sunshine yellow energy likes to be in the thick of things.  Their moto is ‘involve me’.

People who lead with Earth Green energies demonstrate a calming, nurturing and supportive energy.  When people are using a lot of earth green energy, they deeply listen to and care about the individual and their experience.  Earth green energy values each individual, and is accommodating of others.  Where sunshine yellow energy is one to many relationships, earth green is a one to one expert.  How values are lived and upheld is of great importance.  Earth green is a quieter energy, enjoying the depth of relationship with a select few, the moto for earth green energy is ‘show me you care’.

Like two sides of a coin, the gift of each, when overused, can become a weakness, let’s looks at how these energies may show up on a bad day.

Cool blue energy on a bad day, normally observant, calm and questioning on a bad day may be perceived as nit-picking or indecisive, even suspicious.  They may come across as stuffy or cold, cool blue energy wants to have the right information before hand and the time to consider the best solution or answer.  If they perceive they are being rushed to make a decision or forced to make a choice without the information they need, this can be uncomfortable.  It is likely to cause a natural resistance seen as either a withdrawing or a level of questioning that could be perceived as nit-picking or focused on inconsequential detail.  Who is most likely to see the negative aspects of cool blue energy?  Sunshine yellow.

On a bad day the bold, decisive, action orientated fiery red energy when turned up too loud may appear as overly demanding, impatient, intolerant or even arrogant.  Fiery red energy is about getting results, getting things done so if things appear to be spiralling out of control fiery red may respond by dialling up the use of their fiery red energy to make whatever needs to happen, happen better and faster.  What colour energy do you think is most inclined to see the more negative aspects of fiery red energy?  Earth green.

Let’s look at Sunshine yellow energy, on a good day this energy is dynamic, outgoing, friendly and sociable.  On a bad day, this energy can appear frantic, scattered, indiscreet and hasty.  Sunshine yellow energy thrives on involvement and acknowledgement, and if in some way they are being excluded, or something of importance (in their view) is being excluded, they might turn up the volume on their sunshine yellow energy, and come across as excitable and over the top.  Which energy is most likely to see the less than positive traits of sunshine yellow energy?  Cool Blue.

The normally a caring, supportive, patient style of the earth green energy, on a bad day, can come across as plodding, bland, stubborn, or reliant.  What is often happening is something of great importance is being devalued and unlike Sunshine yellow energy that gets a little vocal, earth green energy may become quietly resistant.  People with a strong preference for earth green energy prefer a democratic approach, and so are likely to avoid confrontation.  In order to keep the peace, earth green energy can appear docile, though they are likely to have strong opinions about the way things should go.  Which energy might view the negative aspects most? Fiery red.
Bad day energies could be that the individual maybe actually having a bad day or it may be the person perceiving that individual experiences it as a bad day.  This can be particularly likely when the energy an individual is expressing is the least preferred energy of the person perceiving it.

What’s important to remember here is we are a mix of all four colour energies, you’re brilliant as you are and your mix of colour energies make the unique you!

Colour Energy Exercise – ‘ A Team Celebration’
Split into groups and each go to a flip chart which represents one of the colour energies. 

Read the slide

Debrief:
How are the colour energies showing up?
Recognise the atmosphere in the room – perceiving perception
Talk out the key differences between each colour energy
Highlight some of the key differences between the colour energies.

Did dominant red finish first?
Did dominant green all face each other and take time to hear out each person’s input?
Was it a bunch of talking and laughing at the sunshine yellow chart?
And did Cool blue approach the task with more quiet consideration?

Use each colour slide to reinforce more characteristics about each colour energy and link to the atmosphere in the room.

Colour Energy Summary
Strengths and Frustrations exercise – read slide.

Now we have a better understanding of our colour energies, stand by the flip of your dominate colour energy.
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	Jungian Preferences
Carl Jung did many psychological works however, this is one fundamental which really highlighted his work.  He has written books, this is taken from his work in Psychological Preferences of 1921.

Read his quote.

So, for today, some of you may be thinking so what?  This is so what.

Stepping activity 
Get people up on the wheel and stepping according to their preferences.

Use approx. 6 statements to make the points

Explain Jung’s preferences of Attitude – how we react to experiences
Jung identified three pairs of opposing preferences.

Introduce the language of introversion / extroversion and thinking / feeling.

Did you notice, you stepped one side more than the other?

So, as you’ve just experienced we will have a preference along a continuum and we all live somewhere along that continuum.

If extroversion – solar powered, more energy charges them, speaking to think

Introversion – battery powered, thinking to speak, the need to think something through

Stepping activity again
Get people up on the wheel and stepping according to their preferences.

Use approx. 6 statements to make the points

Explain Jung’s preference of decision making (Rational Function)  Thinking and feeling help us to evaluate and make judgements
Again along our continuum, we will be between the preference of Thinking /  Feeling

Thinking based on what they impact
So our thinkers are logical, objective thinking process
People with a preference to the thinking function tend to be task focussed

Feeling based on who they impact
Like to include people
People with a preference to the feeling function tend to be more people focussed

And those who draw more on their feelings to make decisions are informal, subjective and flexible.

So the way these map on the Insights Discovery model – show on the slide / wheel

Walk around the wheel and clearly display how it all works together.

Explain Jung’s preference of perceiving information (Irrational Function)
Young has one more preference we want to go through with you:  

Show slide, Write down what is here for you?

Write up on chart – with no headings.  Put in columns of sensation and intuition.

Sensation (S)  Intuition (N)

How we perceive information.  How we take in information.  Sensation and intuition live across the whole model.

Sensation takes information in pieces and parts via our senses, touch, taste, smell, sight.  Sensation is the here and now or looks back.

Intuition is conceptual, abstract, and less logical.  Intuition is looking ahead, flexibility, moving forward – sixth sense.

What there is (sensation) and that there could be (intuition)

Sensation and Intuition can help us understand if two people have the same leading colour energy however, because of how they take in information their behaviour would be different.
Show slides and work through sensation and intuition in each colour energy.


The 8 Types
You can see the centre has four quadrants, represented by the colour energy and you notice there are eight different titles around the wheel.  These are not job descriptions, think of them as words that describe how you would approach or behave in your role – put an ‘ing’ on the end helps understand it better – observing, inspiring, coordinating, helping.

Rational – Director, Inspirer, Supporter, Observer
Rational types are all about dominant decision making

Irrational – Reformer, Motivator, Helper, Coordinator
Irrational types gather information and data

We have 24 spokes around the wheel, 24 possible colour orders.  The spoke you sit in is dictated by the order of your colour energies.

Hand out Insights Discovery Profile
Take time to read through your profile and see if this is a good reflection of you.

Face Validity Exercise
Follow steps on slide so people buy into the profile being like them.

Ask someone who knows you well to read through these descriptions of you and ask for their feedback.

The Management Chapter of your profile is very useful, I would recommend using this with your team members to help you all get more out of using your profile.

Graphs and Wheel – stick to the info here
So you have your Insights Discovery profile and have read the overview and validated your statements.

On Page 21 of your Profile, you will see some graphs which show your order of energy preference, we are going to look at what this means for you.

The left graph, the conscious graph, This comes directly from your answers when you completed your evaluator questionnaire.  You answered 25 questions and scored each answer between 0-6, you placed them over a spectrum – most like you (M), least like you (L) and a range in-between.

So, your conscious persona is you when you’re conscious (aware) of your behaviour, or how you want the world to perceive you when you’re conscious about intensions. 

Example of wedding photographs and posing for the camera, conscious of your behaviour, knowing what you’re doing. Or Facebook photos, you choosing to put the photos of the image/self you want to the word to see.

Your less conscious graph is also derived from how you completed your evaluator questionnaire, this is based on Jung’s theory of polar opposites.  This is how the world may perceive you when you’re not interacting with them – you’re less aware reactive style.

Example: If someone takes that sneaky picture of you at a wedding when you’re not looking, this is you when you’re more relaxed or it could be you when you’re under pressure.  Or, Facebook pics, it the pictures you’re tagged into – someone’s view or choice of you.

Depending on how you completed your evaluator questions, this will determine your preference flow of energy colours.  Your preference flow shows you either dial up your energy preference or dial down. 
66.7 + or – it’s all in the figures

We are not making assumptions about someone’s state of mind from your colours, we are curious as to how someone feels and the position or situation you are in.

The black line across the centre of your graph, this is the mid line 3. So your energies above the line are comfortable and easy for you (inclined usage) those below the line (less inclined usage or a possible reluctant usage) these are harder for you to use.

Reminder: Because a colour energy is your lowest, doesn’t mean we cannot effectively use that colour energy, it means it will take more effort to use these colours – you may not want to put in this effort for a sustained period of time.

Preference Flow
The preference flows shows the energy used between your less conscious persona and your conscious persona.  This indicates the extent of which you are consciously boosting or restraining each of your colour energies. The percentage number is the representation of overall energy you use between less conscious to conscious.

Well and bucket analogy

We can explain objectively how the movement takes places between the graphs, we cannot begin to explain ‘why’ only you the individual will have the correct insight into what is going on in your preference flow.

Ask – What are your thoughts on what may cause the Preference Flow to flex?  Note all comments and summarise by saying it could be any of those things as well as many more.

Round up by saying in reality the preference flow is dynamic rather than static, as we adapt to the needs of numerous situations throughout the day.  What we are seeing is a snap shot at a point in time when you completed your evaluator.

The Wheel – walk the wheel 
Now turn to your wheel, this is the same information from your graph but now plotted on the 72 type wheel.

The wheel has three rings, this shows how many colour energies you have in use above the mid-line on your graph.

1 above the line = focussed
2 about the line = classic
3 above the line = accommodating

Only two factors determine your wheel position for either your conscious or less conscious graph – the order of your colour energies and how many above the line.

Only one pie chart means = conscious and less conscious position do not change and these pies are on top of each other – we all have two.

On your wheel positions, you will have two pie charts, some of you may only see one!
The block/solid pie chart = your conscious graph
The faded/shaded pie chart = your less conscious graph

The number of your wheel position can also be noted as your wheel postcode.

Cool Blue Ville
Observer street
House 15
You can visit other postcodes, however this may feel a bit uncomfortable or not familiar or different.  However, you will always be pleased to go home – back to your dominant wheel position.

For those of you who sit in the grey areas of the wheel, these are known as our creative types.  This means your first and 2nd energy colour order are opposite colour energies.


Recognising Type

Stand on the wheel in your preferred energy type.  What do you notice? Then move to 2nd energy, 3rd energy 4th energy asking what you notice every time.

Who are you with?  Who is most like you?  Who do you need to work with to improve your connections / relationships?

Share the team wheel.  What can you see?

Colourful Personalities – Page 51
Split the group into 4, and go to a flipchart/corner each.

Think of a famous who you think leads with the dominant energy preference of your flip chart. (you may need some examples)

Draw a quadrant into the page, mark each with the colour energies.
Now take your lead energy:  How do you see this person this colour energy?  Rotate, using slide.
After all four are complete, ask the groups to order that persons colour energy.

How did you identify their dominant colour?
What aspects of their behaviour made it clear?
How easy was it to identify the second colour?
How did you determine the lowest colour?
What have you not seen that would indicate this?

Adapting and Connecting Page 54

Stand in two lines (red and blue this side, green and yellow this side).  The task is:

Why would the client want to work with us as an organisation?  This isn’t about project value (£) or method of work, What is it about us?  Sell it!

Whether you recognise someone else’s energy type, we need to make small shifts in our own behaviour so we better meet their needs.  If you’re adapting your authenticity to connect, what’s most important in connecting to someone else, is the true desire to do so and not come across as false.

Try and use a low or opposite colour of your dominant energy to do this exercise.

Personal Development

Hand writing exercise
[bookmark: _GoBack]Write your name and address with your right hand, now switch hands and write it with your opposite hand, what did you notice?

What this means, by doing something more that is not familiar to you, you improve and get better at it.

The more we do something, the better we become at it.  Everything that needs improvement, requires practice.

Be you, be yourself.

So, your journey continues, ask a few questions and listen to the feedback from them in the room.

How do you feel?

What did you enjoy the most?

What actions can you take away from today?  PDR, Team building, Connecting better with someone etc.

What does this mean for our business?

Ownership of this is on you, not just our business – How can you use your profile to make better connections with people?

Practitioners to reveal their wheel position

Final and Close
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