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“Is Your Thinking Style Holding You Back?”

Roger Blackstock
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ü If you want to know who you are, stop working in 
environments that tell you who you are.

- Charlie Paparelli

ü Human misery is more often caused not so much by 
stupidity as by ignorance, particularly our own 
ignorance about ourselves. - Carl Sagan

ü You can’t succeed if you don’t understand yourself.
- Andrew Stagg

ü I am wiser to this small extent - I do not think that I 
know what I do not know. - Plato



The Person 
Others See

The Person 
I Think I Am

The Person 
I Want To Be
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Internal Assessment
ü Good organization skills
ü Strategic planner
ü Poor manager
ü Goal oriented
ü Strong presenter
ü Self-directed
ü Introverted
ü Deserving of more pay

External Assessment
ü Outstanding planner
ü High achiever when directed
ü Good people person
ü Fair presentation skills
ü Doesn’t accept feedback well
ü Always on time
ü Meets all project timelines 
ü More tactical than strategic
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Opportunity For 
Personal Growth
& Development
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ü 85% of life energy comes from relationships

ü Assess your relationships

ü How diverse are they?

ü Why do you have the relationships you do?

ü Who are you giving to?
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ü Who we are
ü What we do
ü How we do it



What do you communicate about?

Who do you communicate with?

How do you communicate?

Why do you communicate?

What often happens?  

What goes wrong?
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ü What impact does our thinking have on the way 
we communicate?

ü How do the different quadrants communicate?

ü What are some of the characteristics of each 
quadrant?

ü How to talk from all 4 languages of the brain
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LOGICAL
ANALYTICAL
FACT-BASED

QUANTITATIVE

ORGANIZED
SEQUENTIAL

PLANNED
DETAILED

HOLISTIC
INTUITIVE
INTEGRATING
SYNTHESIZING

INTERPERSONAL
FEELING-BASED
KINESTHETIC
EMOTIONAL
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Upper Mode Thinking Processes

Lower Mode Thinking Processes
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A

B C

DAnalyzes
Quantifies

Is logical
Is critical

Is realistic
Likes numbers

Knows about money
Knows how things work

Infers
Imagines
Speculates
Takes risks
Is Impetuous
Breaks rules
Likes surprises
Is curious / Plays

Takes preventive action
Establishes procedures

Gets things done
Is reliable
Organizes

Is neat
Timely
Plans

Is sensitive to others
Likes to teach
Touches a lot
Is supportive
Is expressive
Is emotional
Talks a lot
Feels

, ��0, ���-00$�$���#$)�$#

StrategizeAnal
yz

e

Organize

Per
so

na
liz

e

���������	
�����
�����
�����
����
	����������
�����	 ��
����

����������



Preference Code:
Adjective Pairs:

Profile Score:

A B C DQuadrant:

2

3

48

1

9

111

1

8

87

2

4

35



KEYS TO INFLUENCING OTHERS

©-2007 Herrmann International 
Used by Peer Synergy with permission by Herrmann In ternational
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Pitch: Business Case & Fin. ValueA D

CB

Pitch: Vision & Big Picture

Pitch: Planning & Follow-through Pitch: Relationship s & Commo.
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• Brief, clear & precise info
• Materials that are direct and to the point.
• Well articulated ideas presented in a 

logical format.
• Data and fact-based charts.
• Technical accuracy.
• Presentation in alignment with corporate goals 

& objectives .

• Critical Analysis
• A good debate
• Efforts to spend time wisely

�
• An overview
• A conceptual framework
• Frequent & spontaneous tasks
• Idea chunks
• Freedom to explore
• Metaphorical examples
• Visuals
• Long-term objectives
• Connection to the "big picture”

• Initiative and imagination
• Connections to other approaches
• Newness and a "fun" approach
• Minimal details

Expects:

Appreciates:

�

• Step-by-Step unfolding of the topic.
• A written schedule & action plan.
• Thorough, timely and reliable follow through.
• Consistency
• Alignment with well established procedures.
• Assurance that this has been done before.
• Explanation of how it will happen
• References and background info

• Very low risk
• A written communication before session
• Proof that the "homework" has been   

thorough
• A scheduled appointment �

• Empathy & consideration of their needs
• Involvement with others
• A good attitude & personal relationship
• Personal touch & informality
• Eye-to-eye contact
• References to people involved
• To know how "others will react"
• For all to have equal consideration
• Their feeling to be respected

• The personal touch/sensitive to
feelings

• Group discussion and consensus
• A harmonious approach

EXPECTATIONS OF THE LISTENER

Expects:

Appreciates:

Expects:

Appreciates:

Expects:

Appreciates:

�

©-2007 Herrmann International 
Used by Peer Synergy with permission by Herrmann In ternational



SCIENTIFIC

"TROUBLESHOOTERS"

TECHNICAL

FINANCIAL

ARTISTIC

ENTREPRENEURIAL

LEGAL

MANAGERIAL

ADMINISTRATOR

SUPERVISORY

DEVELOPMENTAL

EXPRESSIVE

FACILITATIVE

SOCIAL

CUSTOMER SERVICE

"MULTIDOMINANT

MULTI TASKING

SUPPORTIVE

Proforma Profiles of Successful Occupational Categories

D

B C

A
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Application (Daily Practice)

Adoption (Belief)

Foundation (Understanding & Recognition)

Cognitive Thinking Shift

Transformation
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Shock/Disbelief Anger

Sadness

Fear

Joy/Love

Self-Doubt, Betrayal

Resolve - RB - Networking

Personal & Spiritual Awareness
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