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Communication is the 
key to success!



Agenda
 Mind reading
 VAK

 An experiment

 Judgement
 Listening

 Why it matters



Smoke and mirrors, truth and 
lies

In 1901, Freud wrote:

 “No mortal can keep a secret.  If his lips are 
silent, he will chatter with his fingertips.  
Betrayal oozes out of him at every pore.”



Mind reading
Most children acquire what 

psychologists call 'Theory of Mind' 
between the ages of three and four 
years old.  Essentially, they learn to 
read minds – something that each of 
us can do and, in fact, we do every 
day without realising we are doing it. 









Intuition
 As humans we are just capable enough at mind reading to construct 

sophisticated ideas of what other people think and what motivates 
their behaviour.

 The problem is that we are often wrong, we think other people will 
think the same as us.

 We will share our thoughts and beliefs and project them on to others.

 Mind reading is a desire to communicate with others with a goal to 
reach mutual understanding.

 None of us is perfect at reading minds, when we make an effort to 
become detached from ourselves and focus on others, our intuition 
improves.



VAK

 What you may not know is that people tend to favor one of the senses 
above the others, and for them it is dominant.  

 “Simply confirming your nonverbal behaviour to your client, using 
language from your client's preferred representational system and 
matching speech volume, tone, and pacing often overcomes client 
reluctance to communicate.”

 Sight (or visual thinkers), Sound (or an auditory thinker), Feeling (or a 
kinesthetic thinker)



Visual

 Most people are visual thinkers.

 They can clearly picture a scene or an event – especially in terms of colours, textures, and
shades (brightness or darkness) and visual input is directly linked to decision making.

 Frequently, a visual thinker will make a decision based upon what looks better than what is
better for them.



Auditory

 Auditory thinkers remember what was said, how it was said, scary noises, pleasant noises, etc.

 They recall things in terms of volume, pitch, tempo, tone and the distance from which something
was heard.

 They learn best from what they hear as opposed to what they see, and can recall far more from
being told things than from being shown.



Kinaesthetic

 Kinaesthetic thinkers think in terms of tactile feeling. They remember the sensations of an event or
experience.

 Simply telling them that something is soft isn't as real to them as letting them touch that thing for
themselves. They will place more emphasis on the physical aspects of an experience: how warm they
were, the strength of the breeze, the weight of something in their hand or whether it was sharp or
smooth.

 They tend to think in terms of intensity, size, texture, weight, temperature, and other modalities that
can be physically measured.

 They also tend to be the most difficult type of thinker for a non-kinaestheitc thinker to relate to and
communicate with.



VAK

To determine what type of thinker you are interacting with, simply have a conversation and pay 
attention to what they say and how they say it. They will often tell you, through their choice of 

language, their preferences.

 A visual thinker will use words which convey that their reality is transmitted to them primarily
through what they see: “Funniest thing I ever saw...” “I get the picture...” “That looks good to
me...”

 An auditory thinker will use words which convey that their reality is transmitted to them
primarily through what they hear: “I heard something funny the other day...” “Something tells
me...”

 A kinaesthetic thinker will use words which convey that their reality is transmitted to them
primarily through what they feel: “Something tickled me the other day...” “I can grasp the
concept...” “I feel good



A quick
test

 “Give me a bell...”

 “Get in touch...”

 “I shudder to think...”

 “I see what you mean...”

 “I hear you...”

 “I feel you brother...”

 “I saw you got a new car...”

 “I heard you got a new car...”



More clues
 Do they make good eye contact and look at you while you talk?  If so, it is a clue that they are a 

visual thinker.

 Do they appear easily distracted by other noises in the background (bells, car horns, yelling, 
etc.)?  If so, it is a clue that they are an auditory thinker.

 Do they reach out and shake hands, or frequently touch something that catches their eye?  If so, 
it is a clue that they are a kinaesthetic thinker.

 When you speak, gesticulate with a pen. If a person's eyes are drawn to it, you can confirm that
they are a visual thinker.

 If they ignore the pen, click it a few times and watch to see if their eyes are drawn to the pen. If
they are, you can confirm that they are an auditory thinker.

 If they ignore the pen, ask them if they mind holding it for a moment while you check your
pockets for something (change, a wallet, a lighter, etc.) and while you do so, notice if they run
their fingers along it or fidget with the pen. If they do, you can confirm that they are a
kinaesthetic thinker



VAK

 Your ability to teach will be amplified. When explaining a manoeuvre to a visual thinker, using
pictures and demonstrations will help them visualise and understand.

 When explaining to a kinaesthetic thinker, repetition of the manoeuvre will be helpful in them
recognising how far to turn the wheel at times and at what speeds.

 When explaining to auditory thinkers, a clearly delivered explanation of the manoeuvre will be
key in helping them to understand what is required.



Communication is the key 
to successful training.

 People feel at ease when they are in their comfort zone.

 The more you can do to ensure people feel comfortable around you, the better your chances for
success.

 It is all about communication. If someone feels understood, it is easier for them to open up to you,
trust you, and recommend you to their friends.

 If someone is a visual thinker, you’ can get them to picture themselves in the future behind the
wheel, driving along in their new car. This increases their motivation.

 If someone is an auditory thinker, you'll recognize that repeating back their answers to
questions will improve their learning.

 If someone is a kinaesthetic thinker, you'll recognise that letting them have a go is the best way
forward. They will fall asleep with a briefing.



Our minds play tricks

https://youtu.be/KtA6u1HIqbg

https://youtu.be/KtA6u1HIqbg


 Can you count the Fs in this sentence?

 “Finished files are the result of years of scientific study combined with the 
experience of years.”



Words

 Our words can influence what people think and so we should choose them wisely.  

 For maximum impact when we are teaching, it is worth taking the time to think what we say when 
we teach. You can test and refine, what you say, until it is effective in clearly and concisely 
conveying exactly what we mean.



WHAT DO WE COMMUNICATE through 
OUR APPEARANCE?



Another
Experiment

 Psychologist Ellen Langer conducted a study in which students were partnered with another
player, each were dealt random playing cards, and the student asked to bet whose card would be
the highest.

 While the students' opponents appeared to be random, they only ever played against two sets of
people: those who were well dressed and those who were poorly attired.

 The students took far more risks against those poorly attired reasoning at some level that they
were better than them despite the fact that the outcomes were purely based upon chance. Their
confidence that they were better than them translated, irrationally, to “I will draw better
cards as a result.”



Judgement

 We constantly judge people – reading their minds, guessing at their attitudes and level of
education and success – based on what they look like.

 While this may or may not have merit, one thing is certain: whether we approve of it or not, people
will judge US and our businesses based upon what they see.



 WHAT DO WE COMMUNICATE, through OUR body language? Posture, Facial expression, eyes, open body, 
closed body, sideways body etc

 WHAT DO WE COMMUNICATE, with our tone of voice, our volume and pace of speech?

 Are we distant, annoyed, disinterested?  

 Or animated, engaged, and inquisitive?

Do we check to ensure we have communicated successfully?



Origins of the Gordon Model - Gordon 
Training International

https://www.gordontraining.com/thomas-gordon/origins-of-the-gordon-model/


Active
Listening listening-skills (mindtools.com)

https://www.mindtools.com/media/Images/Infographics/listening-skills-infographic.pdf


Communication would be much 
simpler if we were all the same.  But 

we are not. 

 Consciously recognising this means that if we want to be effective 
communicators, we must be able to identify different personality 
types, what people are thinking in the moment, and alter how we 
deliver our message in such a way that communication with these 
different types of thinkers is effective.



Summary

 While what others believe might not make sense to you, what you think and believe is likely just 
as baffling to them.

 respecting another's right to their perspective allows real communication to take place.

 Communication requires respect.



We could
discuss our internal 
communication

 But that’s what our training courses are for!



Thank you
Call 0800 058 8009 or  07889194011

Email info@tri-coachingpartnership.co.uk

 https://www.tri-coachingpartnership.com/
 https://www.drivinginstructortrainingcourse.co.uk/

 (7) Standards Check Route 51 for ADI & PDI | 
Facebook

 https://www.facebook.com/groups/25551907447
9132

 (7) Tri Coaching Partnership | Facebook

https://www.tri-coachingpartnership.com/
https://www.drivinginstructortrainingcourse.co.uk/
https://www.facebook.com/groups/183200703558614
https://www.facebook.com/groups/255519074479132
https://www.facebook.com/TCPandTCIT
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