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Most freelancers appreciate the 
value of investing in their skills 
and knowledge to keep them 

at the sharp edge of their industry. 
according to a recent Pcg poll, 40 per 
cent of freelancers will be engaging in 
some sort of further training in 2012. 

But while polishing practical skills 
is important, how about improving the 
way you interact and communicate with 
clients and customers? 

On 21 march, Pcg is hosting a free 
workshop session that will explore how 
your thinking preferences are connected 
to how well you communicate. 

most of what we do in business is 
about communication that leads to some 
kind of change or impact. But do we 
always present our messages as well  
as we think? 

"Whether it’s an email, or client 
presentation, we should aim to get our 
message over in the most effective way," 
says sue farmer from miradorus who 
will be leading the Pcg session. 

"People often communicate an idea 
in a way that they like to receive it 
themselves. But if your preference is 
to focus on facts and information, that 
method will not work for people who 
think in a more creative, descriptive way. 
so, whether you’re presenting in front 
of a diverse audience or a prospective 

new client, you need a strategy that will 
ensure your message is listened to.

"thinking is at the core of everything 
we do, and how we prefer to think 
drives our behaviour," says farmer. 
‘Once you understand the connection 
between thinking, behaviour and 
performance and learn how to adapt 
your thinking to the situation, you will 
be able to communicate with people 
more effectively and build stronger 
relationships."

that we all think differently will come 
as no major surprise. But how do we 
identify our preferred approach? 

"During the Pcg session we will be 
exploring the concept of Whole Brain® 
thinking with a hands-on, interactive 
approach," says farmer. "Whole 
Brain® thinking is based on 30 years 
of research into the potential of the 
human brain. it was pioneered by ned 
herrmann who developed the herrmann 
Brain Dominance instrument® (hBDi®) 
which identifies your preferred approach 
to analytical, organised, humanistic and 
creative thinking. it can give you some 
insight into your behaviour from the 
perspective of your thinking style."

the hBDi® assessment uses 
participants’ answers to a series of 120 
questions to show which of four brain 
quadrants they prefer and, as a result, 

Whether you’re presenting in front of a diverse audience or a prospective 
new client, you need a strategy that will ensure your message is listened 
to. Understanding the way you think could give you a more effective 
communication style. It's all about connecting the quadrants
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tend to use most often. the two left side 
structures combine to represent what is 
popularly called left brain thinking, and 
the two right side structures combine to 
represent right brain thinking. 

the hBDi® results reveal, however, 
that there’s much more to it than just the 
traditional notions of left and right brain.

the blue a quadrant (cerebral left 
hemisphere) relates to analytical 
thinking (collecting data, understanding 
how things work). the green B quadrant 
(limbic left hemisphere) relates to 
implementation thinking (organising 
and following directions). the red c 
quadrant (limbic right hemisphere) 
relates to social thinking (expressing 
ideas, seeking personal meaning) while 
the yellow D quadrant (cerebral right 

hemisphere) relates to future thinking 
(looking at the big picture).

"the hBDi® acknowledges that 
everyone is capable of using each of 
these thinking styles," says farmer. 
"But by going through this process you’ll 
get an insight into your own preferred 
styles. Once you know how you prefer 
to think, you can learn how to leverage 
those preferences more productively and 
recognise where you may need to stretch 
your thinking to less-preferred styles.

"What Whole Brain® thinking shows 
us, though, is that we all have access to 
all of the types of thinking. We just need 
to recognise when different approaches 
are needed and learn how to break out 
of our mental defaults. Being conversant 
in all quadrants is a definite advantage 

when you run your own business."
Of course, many people know 

they need to adapt their style to the 
listener. however, given the power of 
effective communication, it’s a tool 
that freelancers can certainly learn 
from. at the Pcg session, you’ll have 
the opportunity to practice using the 
principles of Whole Brain® thinking to 
transform your business, and you’ll learn 
how this framework can be positioned as 
a value-added service to your clients.

and for those who can’t attend, we 
asked farmer for a few tips.

THE FOUR-STEP GUIDE
"When you don’t know your audience or 
it’s a new client, then you need to ensure 
you hit all four quadrants of the Whole 
Brain® model," says farmer. 

"there are four steps. first, consider 
the D quadrant: You need to provide a big 
picture context for your audience so they 
know the reason you’re communicating 
with them. the danger is that because 
you prepared the presentation, you forget 
that your audience may have a different 
mindset and not understand why you are 
communicating with them. 

"next, is the B quadrant: give them an 
agenda. so often, people leap in with the 
detail that the audience is left wondering 
where it’s going. let them know what it’s 
about and how long it will last and they’ll 
know just what to expect.

"Because you’ve built a framework 
they can understand, you can then dive 
into the core facts or messages that you 
want to get across, which involves  
a quadrant thinking. 

finally, engage your audience with 
stories they can connect with. this is c 
quadrant thinking. We all create images 
in our heads so if you can facilitate 
that with stories then you’ll find your 
message sticks better. People will go 
away hearing what you had to say and in 
exactly the way you intended."

although there are thousands of new 
software applications that will help 
freelancers in their business, the brain is 
still the best tool around.

Miradorus Whole Brain Thinking session. 
6.30pm – 8.30pm (start 6pm) 21 March 
2012. Clerkenwell Workshops, 27-31 
Clerkenwell Close, London, EC1R 0AT.  
The session is free but spaces are limited 
and pre-registration is essential. Go to pcg.
org.uk for details. For more info see www.
hbdi.co.uk or www.miradorus.com.

caSe StUDY: the hbDi assessment uses participants’ answers to a 
series of questions to identify which brain quadrants they prefer to use 
– under normal circumstances and under stress (dotted line). blues tend 
to think rationally and use data to make decisions. Yellows are more risk 
takers and free spirits, while reds focus on the human connections and 
tend to be more emotional. greens are planners and think systematically. 
this profile illustrates someone who is predominantly a right brain 
thinker – likely to perform best when free to create a 'big picture' 
approach, that is people-centric, yet organised with a degree of planning. 
Under stress (dotted trace) this person's natural thinking tendencies are 
likely to become even more emotional, with the need for logic and fact 
diminishing. this person needs to be aware of other people’s preference 
for underlying facts, and be rational in their communication style to avoid 
potential 'blind spots' in their approach.
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