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Section 1

WELCOME & INTRODUCTION

Welcome & note from Susan Hite, CEO and Innovator of PsychoGeometrics®

On behalf of our team, we are honored to have you as one of our certified Shapes Facilitators. We are
especially excited that you have the opportunity to help leaders develop and continuously strengthen their
leadership style by communicating effectively.

It will be your personal experience and connection with your participants that will make all the
difference between just another training class and a class that will resonate as relatable. Your ability
to connect will make Shapes powered by PsychoGeometrics all the easier to understand, remember,
and apply to communicate more effectively, whether it's as a leader, team member, spouse or
significant other, family member, or friend. In many cases, your participants will notice an immediate shift
in how they see and understand themselves and others. Thoughts and feelings of confusion, frustration,
and tension will turn to clarity, satisfaction, and fulfillment. This is achieved when your participants learn
they already have the power within to focus on what they can control that will positively influence
what they can't.

“You can’t control others. You can’t change the way others think, act, or interact.
But you can manage your own behavior that influences results.”

Through knowledge and skill development, Shapes provides a sense of control and the tools to raise the
probability that others understand you, and that you understand others. Understanding is the key to
effective communication. In addition to Shapes for Leaders, you are also able to facilitate any one of our
customized Shapes Workshops:

Shapes for Effective Communication
Shapes for Couples

Shapes for Singles

Shapes for Families

Shapes for Teams

As always, please reach out with any questions, recommendations, or requests for additional content or
applications to meet your needs and the needs of your participants. Continuous improvement is something
we value; therefore, your feedback is invaluable to us.

With Gratitude,
Susan Hite
CEO of PsychoGeometrics

All rights reserved.
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ABOUT PSYCHOGEOMETRICS

PsychoGeometrics was created as a communication system in 1978 by Susan Dellinger, Ph.D. and validated in
partnership with Jack Wolf, Ph.D. in the early 2000’s. In 2020, Susan Hite updated the original work of Dr. Dellinger
and added new content and applications, based on nearly 20 years of using PsychoGeometrics as a Shapes
consultant and founder of her own personal growth and professional development company, Hite Resources, Inc.
(circa 2001).

Known as the science of behavior (understanding people) and the art of communicating (with them),
PsychoGeometrics features five geometric shapes, each representing a specific behavior to describe one of five
different communication styles.

Although we are all unique, your communication style typically comes from one or two of the five Shapes, one
being your dominant or primary Shape and the other your secondary Shape. In some cases, you may use one
Shape (communication style) at home and one Shape (communication style) at work. Or you may use a blend of
both. However, it’s important to note that while you tend to use your primary and secondary Shapes the most,
you have all five Shapes (communication styles) within you, and they do impact the effectiveness, or lack thereof,
of your communication style.

Your natural Shape strengths and challenges are determined by taking the Shapes Assessment, powered by
PsychoGeometrics. It is a 15-minute assessment consisting of three sections:

1. Traits
2. Behaviors
3. How You Relate to Others

As a result, you will discover your primary and secondary Shapes and understand where each of the five Shapes
rank starting with your most preferred Shape for communication to your least preferred. Your most preferred
Shapes indicate your natural strengths. Your least preferred Shapes identify skill development opportunities to
complement and leverage your strengths.

With awareness, knowledge, and skill, you can maximize your Shape strengths and manage your Shape challenges
to be an effective communicator.

In addition, as part of your Shapes Facilitator Resources, you are receiving the book, Communicating Beyond our
Differences. This is required reading for the certified Shapes Facilitator.



Initially written in 1989 by Dr. Susan Dellinger, revised in 1996, and updated in 2008, this is a new edition written

by Susan Hite.

It provides a thorough and detailed understanding of PsychoGeometrics, including the following three sections:

Section 1 of the Book

¢ The Shapes Assessment powered by PsychoGeometrics
e Scoring Guide
e Each Shape in Detail by Chapter

Section 2 of the Book

¢ The Shape Applications
— Shape Perception
— Shape Flexing
— Shape Motivation
— Strategic Shaping

Section 3 of the Book

¢ Special Emphasis on Relationships, at Home and at Work
—The ideal home

— What to expect and how to communicate with your life partner

— Parenting tips for each “Shape child”

CATING
CBoemlzln(';ljJ |NDIifferences

It Is What You Say and How You Say It!

&
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— Managing and resolving conflict with spouse, family, friends, and co-workers

— What Shapes cause you the most stress
— How to please your boss
— Identifying and “selling” to each Shape

All rights reserved.
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Section 2

PREPARE FOR YOUR SHAPES WORKSHOP

The Role of a Certified Shapes Facilitator

As a certified Shapes Facilitator, it is important to realize that no single Shape can exactly define a person.
Everyone, however, has a dominant Shape, known as your primary Shape and a secondary Shape that creates
your communication style, consisting of natural traits, behaviors, and how you relate to others. Your primary and
secondary Shapes (your two highest Shape scores), along with the other three Shapes, can be used as a basis for
understanding your communication and behavioral style, as well as the styles of others.

While you are born with natural Shape strengths that will stay with you all your life, you can add other Shapes
to your communication style as learned Shape skills. Modifying your Shape communication style is called Shape
Flexing, which can vary depending upon your current situation, environment, life changes, desired outcome, and
other factors.

A certified Shapes Facilitator...

e is objective when describing each of five Shapes.

e underscores the value of all five Shapes.

e avoids stereotyping, profiling, or using “absolutes.”

e uses all five Shapes in their facilitation and communication style to connect, establish credibility, and
build trust with your participants.

¢ takes their responsibility seriously but doesn’t take themselves too seriously.

Shapes is meant to be a simple, easy to remember, quick to apply, effective, and fun way to strengthen your
relationships and communicate more effectively.

All rights reserved.
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Facilitation Tips

We recognize that every facilitator has their own unique style. We trust that you will maximize your Shape strengths
and manage your Shape challenges to be the best possible version of yourself. With that being said, here are some
facilitator tips for your consideration.

¢ Create an Inclusive Environment. Itisimportant that your participants feel welcome, comfortable, and included.
As the facilitator, you set the tone. It is important to establish ground rules or expectations. Be sure to use
inclusive language. Be aware if certain participants dominate the conversation so you can give opportunities to
those who may not be as quick to speak out. You can do this by redirecting the discussion to someone who hasn’t
spoken as much or moving on to the next topic.

¢ Time Management — Be conscious of your time. We know that every group of participants is different and may
require more or less time in some areas, however, it is important to be aware of the recommended times to
ensure you cover all content and leave enough time for the activities and discussion.

¢ Engagement & Participation — Get everyone involved from the start! Fortunately for you as the facilitator,
this program is designed to be interactive and fun! During large group discussions, ensure you are creating an
environment where all participants feel comfortable engaging. If you are in-person, having participants stand up
during activities or finding a partner across the room will create energy. Although the virtual setting can be a little
more challenging when it comes to engaging participants, there are still things you can do to raise the probability
of high engagement. Ask participants to turn on their cameras. Being able to see people’s faces and make eye
contact will increase the chances of higher participation.

Guide the Discussion — Try not to lecture. We have found that the magic of Shapes lies in the activities and the
“ah-ha” moments during partner and group discussions. Do your best to ask open-ended questions. Be there
to guide the conversation, but don’t feel like you need to provide all the answers. Be comfortable with pausing.
Allow people to think before contributing.

¢ Have fun and be yourself! Participants will feed on the energy you bring to the workshop.



Resource Guide
Facilitator Guide _

This facilitator guide contains all information and
instructions on how to best facilitate the Shapes for
Leaders workshop.

K¢

shapesforleaders

Powered by PsychoGeometrics

FAGILITATOR GUIDE

Participant Workbook _

This is the workbook that each of your participants
will receive in preparation for the workshop.
Contents include guided notes, do-it-yourself

e

shapesforleaders

activities, and reflection questions. Powered by PsychoGeometrics

PARTICIPANT WORKBOOK

Workshop Slide Deck
This slide deck should be used to lead your workshop.

It contains all teaching content as well as guidance for

individual, partner, and group activities. The slides will ‘ ‘
help you stay on topic and manage your time, but it
is also a good idea to have the agenda (page 8) handy

shapesforleaders

HRT pesforleaders Bebmetiosm

Shapes for Leaders Toolkit

Each participant will receive the Shapes for Leaders
Toolkit that includes all materials to fully engage in the \
workshop. See the list of included materials below. As :
a facilitator, you will have received these materials in
your Shapes Certification Toolkit.

¢ Shapes for Leaders Participant Workbook

¢ Deck of Shapes Card Game (deck of 10)

e Written “Scratch Off” Shapes Assessment OR
Online Link to take the Shapes Assessment with
Profile Report

¢ Shape Guide, hard copy OR online version

e Shape Traits/Communicating with each Shape
“Takeaway Card”

e Shapes forleaders m—————— psychoaeﬁmet?ics I
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Workshop Agenda

Shapes for Leaders is a two-day course. This course can be modified to a shorter or longer course by removing or
expanding activities and applications. Please see the recommended time to spend on each section of the workshop
as well as designated times for the activities. We know the needs of each group of participants are different. Please
use this template as a guide and use your discretion regarding timing as needed.

Welcome & Overview Slide(s) Total Time: 30 minutes
Welcome & Introduction 1&2 3 minutes

Welcome Letter from Susan Hite, CEO of 3 2 minutes
PsychoGeometrics

Workshop Agenda, Course Objectives, & Resources 4-6 5 minutes
Introductions — Shapes Card Game 7&38 20 minutes

Module 1: Introduction to PsychoGeometrics Slide(s) Total Time: 150 minutes
About PsychoGeometrics 10&11 5 minutes

The Shapes Assessment 12-15 25 minutes

The Five Shapes (Teaching and Discussion Questions) | 16-33 70 minutes

Individual Reflection & Group Discussion — Favorite & | 34 20 Minutes

Least Favorite Leaders

Recommended 5-minute Break
What’s Your Shape? — Activity 35&36 20 minutes
37

Module 1: Self-Reflection (with group discussion) 10 minutes

Recommended 45-minute Lunch Break

Module 2: Shape Perception Slide(s) Total Time: 85 minutes
Shape Perception Objectives 39 2 minutes

Introduce Perception & How Perceptions are formed |40-44 12 minutes

Defining Shape Perception 45 3 minutes

Shape Perception Refection Questions 46 3 minutes

Shape Perception Group Activity 47 & 48 40 minutes

Shape Perception Application & Discussion 49 15 minutes

Module 2: Self-Reflection (with group discussion) 50 10 minutes

Module 3: Shape Flexing Slide(s) Total Time: 125 minutes
Shape Flexing Objectives 52 2 minutes

Introduce Flexing & Benefits of Flexing 53 & 54 3 minutes

Defining Shape Flexing 55 & 56 5 minutes

Steps for Shape Flexing 57 5 minutes

Shape Flexing to Each Shape Learn, Reflect, & Discuss |58 - 68 60 minutes

Shape Flexing Group Activity 69-74 40 minutes

Module 3: Self-Reflection (with group discussion) 75 10 minutes

Review of Day One & Preview of Day Two Slide(s) Total Time: 15 minutes
Review of Modules 1 — 3 & Objectives 76 -78 10 minutes

Day Two Agenda & Closing Comments 79 & 80 5 minutes

End of Day One

°°



Workshop Agenda

Welcome Back! Slide(s) Total Time: 15 minutes
Welcome & Review of Day One 82-84 10 minutes

Day Two Agenda 85 5 minutes

Module 4: Shape Motivation Slide(s) Total Time: 100 minutes
Shape Motivation Objectives 87 2 minutes

Introducing Motivation & Demotivation 88 & 89 5 minutes

Defining Shape Motivation & Demotivation 90 & 91 5 minutes

What Motivates or Demotivates? — Scenario 92-94 10 minutes

Shape Motivation Reflection Questions 95 3 minutes

Shape Motivation Group Activity 96 & 97 45 minutes

Shape Motivation Application & Discussion 98 20 minutes

Module 4: Self-Reflection (with group discussion) 99 10 minutes

Module 5: Strategic Shaping Slide(s) Total Time: 70 minutes
Strategic Shaping Objectives 101 5 minutes

Defining Strategic Shaping 102 - 108 15 minutes

Strategic Shaping — Scenarios 109-114 45 minutes

Module 5: Self-Reflection (with group discussion) 115 5 minutes

Leadership Applications Slide(s) Total Time: 195 minutes
Building and Shaping Trust 117-118 2 minutes

Building & Shaping Trust Group Activity 119 15 minutes

Shaping Your Way through Change 120 3 minutes

How Shapes Respond to Change 121 5 minutes

Embracing, Managing, & Leading through Change 122 10 minutes

Shaping Your Way through Change Self-Reflection 123 10 minutes

Shapes Awareness Wheel 124 & 125 10 minutes

Shapes Awareness Wheel Partner Discussion 126 15 minutes

Leadership Lifeline 127 & 128 35 minutes

Recommended 10-minute Break

Leadership Lifeline Presentations

Recommended 5-minute Break

Review & Wrap Up Slide(s) Total Time: 25 minutes
Review The Five Modules & Course Objectives 130-132 10 minutes

Shapes Workshop Reflection — Key Takeaways 133 10 minutes

Final Slide & Comments 134 5 minutes

s HD T s shapesforicaders m—p, choGeometrics ME—

All rights reserved.
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Pre-Workshop Checklist

Before you facilitate the Shapes for Leaders workshop, it is important to familiarize yourself with the slides, script,
activities, as well as review the preparation checklist and practice timing based on the agenda and activities used.

Pre-Event Checklist v
Confirm key contact names and phone numbers.

Confirm event details.
¢ Date & time of workshop
e Physical or virtual address and room number/platform
e Number of participants

Contact contractor and order workshop resources for each participant.

Confirm on-site or virtual room details.
On-Site Room Details:

® room size

e table setup

e AV setup
Virtual Room Details:

* meeting platform

¢ applications for activities

Ensure use of LCD projector and personal laptop/tablet. Test in advance.

Obtain facilitator materials (flip charts and markers).

Prepare yourself with the slides and speaker notes.

Gather information about your participants.

Day of Event Checklist 4

Ensure the room and tables are set up appropriately.
* Tables with space for 4-6 participants are ideal. An even number of participants per table is
preferred for partner activities.
¢ Confirm there are enough tables and chairs for all participants.

Pass out Shapes Toolkits so there is one at each participant’s seat.

Place flip charts and easels and markers around the room for group activities.

Obtain AV contact at venue.

Ensure you have all facilitator resources.
e Slide Deck
e Facilitator Guide
e Participant Guide

Setup and test AV equipment (LCD projector, personal laptop, microphone)
¢ Target to have slides projected on the screen at least 20 minutes before the workshop start time.

Post Event Checklist v

Wait until participants have left the room to begin gathering materials and cleaning up — be ready for
questions from participants.

Return room to original layout/condition.

Send follow up thank you note to the host and participants.

10



Interpreting the Facilitator Notes

See the key below to easily find your facilitator script and notes that are included in Section 3.

Slide Script & Instructions
SCRIPT: Written in bold.

NOTE: Written in italics.

_ "
shapesforleaders

R forleaders Cedmet

SCRIPT: This is a communications course designed
to help you strengthen your role as a leader by
communicating more effectively.

NOTE: Take 2-3 minutes to introduce yourself to the

Welcome & Overview group.

S OERE hapesforleaders Bebmet

| ShapESforleaderS | Psychoae:met.rics‘ I

All rights reserved.
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Section 3

WORKSHOP SLIDES & FACILITATOR NOTES

Script & Instructions

Ha ¢

shapesforleaders

SCRIPT: Welcome to Shapes for Leaders.

SCRIPT: This is a communications course designed
to help you strengthen your role as a leader by
communicating more effectively.

NOTE: Take 2-3 minutes to introduce yourself to the

group.

Welcome from Susan Hite, CEO of PsychoGeometrics

Dear Leaders,

We are excited to sharea simple and

Ourhopeis

thatyou find this
lead and influence others.

nnnnnn

Although leadership s anything but easy, | think you willfind PsychoGeometri
communication, easy to understand, remember, and apply. What you
course, you willfind that how you act, interact, relate, and

types of peopleyou lead.

You may alsonotice a shiftin how you see yourself and others.
leadership morethan others, or why you find

cs, the science of behaviorand the
you

aswell as your challenges. You will
while still being your authentic self.

artof
, but after this.
d

ou enjoy

lingis the key t i
leadership by communicating effectively!

Susan Hite
CEO of

SCRIPT: Let’s start with a welcome letter from Susan
Hite the CEO of PsychoGeometrics.

NOTE: Give participants a minute to read the letter.
Review the letter and emphasize the points that most
resonate with you and what you think will resonate
most with your participants.

| ShapESforleaderS | Psychoaegmet.rics‘ I

All rights reserved.

13




Welcome & Overview

Slide

Script & Instructions

Workshop Day One Agenda

A

Welcome & Overview
Course Agenda,
Course Objectives
Resources
Introductions
Modules 1 -3
Module 1: Introduction to PsychoGeometrics
Module 2: Shape Perception
Module 3: Shape Flexing
Review & Wrap Up
Day One Review
Day Two Preview

male

rleaders

SCRIPT: This course is designed to be engaging

and interactive. You will have the opportunity to
participate in small group activities and discussions
throughout the course. There are five learning
modules of PsychoGeometrics. These learning
modules are Introduction to PsychoGeometrics,
Shape Perception, Shape Flexing, Shape Motivation,
and Strategic Shaping. Today, we will focus on
modules one through three and tomorrow, we

will go through modules four and five. With each
module, you will notice a pattern of teaching and
applying what you learn.

NOTE: This course can be modified to a shorter or
longer course by removing or expanding activities and
applications.

Course Objectives

- Understand your communication style as a leader, including your strengths and
hall and the communication style of others.

- Recognize the possible positive and negative perceptions of your communication
and leadership style, and the communication style of others.

- Learn the skill of Shape Flexing to strengthen the effectiveness of your
communication, approach, and responsiveness as a leader.

- Discover what motivates and demotivates you and others and adjust your
communication and leadership approach accordingly.

- Apply the Strategic Shaping Model for planning, problem solving, and conflict
resolution to strengthen your leadership effectiveness.

male

pesforleaders

SCRIPT: Here are the course objectives. After
completing this workshop, you will be able to
strengthen your role as a leader by communicating
more effectively.

In your Shapes for Leaders Toolkit, you will find...
cOMMUNICATING

« Shapes Participant Workbook ‘Beyond Our Differences

* Communicating Beyond Our Differences Book

* Shapes Card Game .
* Written “Scratch Off” Shapes Assessment ‘
* Shapes Guide .

* Shape Traits/Communicating with each Shape Card

forleaders

SCRIPT: Before we get started, let’s take a look at
your resources. In your Shapes for Leaders Toolkit,
you will find the Shapes for Leaders Participant
Workbook, a copy of Communicating Beyond Our
Differences, the Shapes Card Game, the written
scratch off assessment or the online assessment
with profile report, the Shapes Guide, either the
hard copy or online version, and one Shape Traits/
Communicating with each Shape Reference Card.
You will also find a listing of these resources in your
Participant Workbook.

male

rleaders

SCRIPT: Let’s begin with an activity to help us get to
know each other. In your Shapes Toolkit, please find
the Shapes Card Game.

14




Welcome & Overview

Slide Script & Instructions
SCRIPT: Let’s get started. With your deck of 10 cards,

read the statement on each card and make two piles.
One pile of cards with statements that describe you
and one pile of cards with statements that do not
describe you.

+ Share your name.

« Share where you live.

+ Read the statement on the card.

+ Does it describe you? Why or why not?

NOTE: Give participants 1-2 minutes to make their
two piles.

+ How do the cards you shared impact

your leadership style? Give an

example.

SCRIPT: Now, we are going to introduce ourselves.
When it is your turn, please tell us your name and
where you live, then pick one card from each of your
piles, read the statements, and tell us why or why
not the statement describes you. Finally, explain how
the cards you shared impact your leadership style.

m A

CHRE pesforleaders s mm

NOTE: Have participants one by one introduce
themselves. Note, participants should be reading two
cards — one that describes them and one that does
not.

SCRIPT: Thank you all for participating. | enjoyed
learning a little more about each of you.

NOTE: If your class size is too big to have each
participant introduce themselves to the whole group,
have participants find a partner and do the same
exercise. You can have participants change partners up
to three times and read a different card each time. See
specific instructions below.

NOTE: You can facilitate this activity virtually by using
breakout rooms.

See ACTIVITY INSTRUCTIONS on page 72.

s HD T s shapesforicaders m—p, choGeometrics ME—

All rights reserved.

15



Module 1: Introduction to PsychoGeometrics

Slide

Script & Instructions

Module 1: Introduction to
PsychoGeometrics

rleaders

SCRIPT: Now we will move into our first module -
Introduction to PsychoGeometrics.

SCRIPT: What is PsychoGeometrics?

* The science of behavior and the art of communication.

« Featuring five geometric Shapes.

+ Each Shape represents a different communication style.

+ Learn your Shape when you take the Shapes Assessment.

+ The Shapes Assessment consists of three parts:

1. Traits
2. Behaviors
3. How you relate to others

male

pesforleaders

oHRE pesforleaders Bereticsm
SCRIPT: PsychoGeometrics is the science of behavior
What is it? and the art of communication. It was created in

1978 by Susan Dellinger, Ph.D. as a communication
system featuring five geometric Shapes representing
five communication styles. In June of 2020,

Susan Hite, president of Hite Resources, Inc. and
PsychoGeometrics consultant and facilitator for
nearly 20 years, purchased the PsychoGeometrics
company from Dr. Dellinger. As the CEO and
Innovator of PsychoGeometrics, Susan Hite has
updated the original work by developing new
content and applications. Today, PsychoGeometrics
blends the science and the art by identifying the
“what” and the “how” to strengthen relationships by
communicating effectively.

Your Shape is determined by taking the Shapes
Assessment. The Shapes Assessment consists of
three sections which are traits, behaviors, and how
you relate to others. We will discuss the Shapes
Assessment and how it impacts your leadership, a
little more specifically in the coming slides.

16




Module 1: Introduction to PsychoGeometrics
Slide Script & Instructions
SCRIPT: Let’s talk about the Shapes Assessment.

The Shapes Assessment

—HRI A )hv‘[’?‘e‘lders Bl 2
The Shapes Assessment SCRIPT: Before we do the online (or written
The Shapes Assessment By Sight assessment), we are going to take the Shapes
+ Choose your favorite Shape. Assessment by sight. Please look at the five Shapes
» Choose your second favlorlte Shape. . .
* Choose your least favorite Shape. and choose your favorite Shape, second favorite

Shape, and least favorite Shape.

NOTE: Anticipate the question — does color have
anything to do with it? Yes — and we will talk about
that after you take the assessment.

—HRI pesforleaders Bebmetrics e

Take The Shapes Assessment SCRIPT: You will soon take the Online (or written)
. | Shapes Assessment but before you do, | want to

HElitivons AVHAk AT IS share a few details about the assessment. First, the
There are three sections. Each part 1. Relax! This is not a test, it's an . . .
::):)prif‘:l(;)‘/etakes less than five minutes to assessment. |t's meant to be FUN! Shapes Assessment consists Of three sechons’ Tra]ts’
. ) 2. Youwon'tgeta grade, but you will get Behaviors, and Relating to Others. Traits describe
art 1 - Traits a Shapes score.
Part 2 - Behavi . .
P::ta-ﬂd:t‘i’:;rto Others 3. Itdoesn’t matter what you score, but Who you are. BEhaVIors descrlbe What you do and
it d h: ol d . .

You will not be timed, but it is best not to ;/toucr’esscmt,t:;; l?r:gxuhir\lv tec';s::n: itto how YOU aCt- Relatl ng IS how YOU relate to Others-
over-think your choices. Go with your first communicate more effectively. Please note that thiS assessment iS not timed
choice. )y

however, it is best to go with your initial response

—HRI pestorcaders aste and not over-think it.

This is an assessment, not a test, so that means

there are no wrong answers. There is no pre-work

or preparation required. It is important to be your
natural self to ensure the most accurate results. You
will not receive a grade, but you will receive a Shapes
score that will help you understand and interpret
your results. And finally, it’s a simple, quick, easy,
and fun assessment that should only take 15 minutes
or less.

| e [— ShaPESforleaderS | Psychoaegmet.rics I

All rights reserved.
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Module 1: Introduction to PsychoGeometrics

Slide Script & Instructions
SCRIPT: Now we will take the Shapes Assessment.

NOTE: If using the written Shapes Assessment, instruct
participant to find the Shapes Assessment in their
Shapes Toolkit. If using the online Shapes Assessment,
JEUCRG RS ETOEENICE LS N BN WA | provide the Shapes Assessment Link (or access code)

\ 3 to participants by writing it on the board/flip chart
(in-person) or putting it in the chat (virtual). Give
participants 15 minutes to take the Shapes Assessment
and review their Shapes report.

A

HRI pesforleaders o e

SCRIPT: Now that you know your primary and
secondary Shapes, let’s take a deeper look at the
communication style represented by each Shape and
how it impacts your leadership.

NOTE: Optional Question to ask Participants “Was the

, Shape you originally chose in the sight test either your
O o u ® : primary or secondary Shape?” 84% of the time, what
you choose by sight alone is either your primary or
secondary Shape.

The Five Shapes

—HRI pesforleaders Bebmetrics m

Things to Know About All Five Shapes SCRIPT: Here is what you need to know about
all five Shapes. Each Shape represents a trait or
et or Tosk Goa behavior that makes up your communication style.

strengthyand challonges. Every Shape has value and power. It is important

to know that no Shape is better than another. All

tho mostbecaus ey are your Shapes have strengths and challenges. The behavior

e wise o consicer et v ‘ you exhibit most is likely a combination of your
primary and secondary Shapes, which represent

your natural Shape strengths. In other words, what
—HRI pesforeaders wate you are naturally good at doing. However, this does
not mean 100% of your communication comes from
just these two Shapes. It simply means your natural
behavior, including your natural leadership style,
comes from the blend of these two Shapes and is
typically what you use most of the time. The rest
of your communication and leadership style comes
from the remaining three Shapes. Your primary
Shape is indicated by the Shape in which you score
the highest number of points. Your secondary Shape
is indicated by the Shape in which you score the
second-highest number of points. It is possible to
have a tie. If this happens, it may mean your general
behavior is derived from the blend of three Shapes,
not just two. Remember, we have all five Shapes
within us, some Shapes just come more naturally,
and some require a little more effort.

* You have all five Shapes within you.

a
+ You tend to use one or two Shapes INWARD : OUTWARD

the behaviors of all five Shapes to
communicate and lead effectively.

Relationships People

(cont.)
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Module 1: Introduction to PsychoGeometrics

Slide Script & Instructions
Things to Know About All Five Shapes SCRIPT: Take a look at the image on the screen or
in your Shapes Participant Workbook. The Box and
B apeepma o T Gl Circle are your inward Shapes (introverted) and
strengiheand chellanges. - A the Triangle and Squiggle are your outward Shapes
" Toutve slfive Shapes wiiinyor A (extroverted). Notice that the Rectangle is in the
* You tend to use one or two Shapes . .
6 e g ° oM | middle. This means the Rectangle can be any one
natural strengths. . .
o , (“b\ of the other four Shapes, either consciously or
« Itis wise to consider and leverage . .
the behaviors of al five Shapes to 4 unconsciously. We will talk more about the Rectangle
communicate and lead effectively. Relationships People

later in the Workshop. The Box is task oriented while
T the Triangle is goal oriented. The Circle is relationship

CHRE p )rieaders =
oriented while the Squiggle is people oriented.
Understanding Your Score SCRIPT: It is also important to understand your score.
Anything from 0-3 is considered low, anything from
UNDERSTANDINGIVOURISCORE 4-6 is medium, and anything 7 or higher is high.
0-3 LOW - does not mean below average . . .
4-6 MEDIUM - does not mean average The total number of possible points is 21. | want to
7+ _HIGH - does not mean above average emphasize that low does not mean below average,
medium does not mean average, and high does not
Just because you score “high” in a Shape does not necessarily . .
mean you are good at using that Shape. mean above average. Your score simply determines
ek e L e g how much of that Shape you have naturally within

you. Think about it in percentages. If you score 8 in
—HRI pesforeaders 2. | Triangle and 6 in Circle, it means 2/3 (66.67%) of your
- | natural communication and leadership style comes
from these two Shapes. The remaining 1/3 of your
natural communication and leadership style (33.33%)
comes from the points in the other three Shapes.

Understanding Your Scores in each Section - Traits, Behaviors, and Relating to Others SCRIPT: Understanding your Shapes and your Shapes
— _Seconday Primary Scores makes it easier to understand why you think,
B A o feel, act, or relate like you do. Once you understand
...... i the why, then you can determine what you need.

Let’s take a look at this example of a Shapes Profile

Report. It provides such clues as to what this person

may need to effectively lead people, manage stress,

or navigate change. These are just a few examples.

You will also notice in the Shapes Profile Report how

—HRI pesforeaders T the points for each Shape are distributed among the
three categories:

TRAITS — Who You Are
BEHAVIOR - What You Do
RELATE — How You Interact with Others

Shape Profile Report Example

- TRAITS
« BEHAVIORS

+ RELATING TO OTHERS

Since this person is a primary Circle with a score of

8 and a secondary Box with a score of 6, these two
Shapes and their three sections of traits, behaviors,
and relating to others are outlined in green and blue,
respectively. This is important because it shows the
specific traits, behaviors, and natural interactions
with others that are representative of their Shape.

(cont.)

e 20 e Shapes forleaders m—— psychoaeﬁmetrics I
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Slide

Script & Instructions

Understanding Your Scores in each Section - Traits, Behaviors, and Relating to Others

Secondary

BOX6

sssssssss

Shape Profile Report Example
- TRAITS
+ BEHAVIORS

+ RELATING TO OTHERS

male

pesforleaders

SCRIPT: For example, let’s look at the primary Circle
and the specific Circle traits. We see Good listener,
Empathetic/Caring, Nurturing, and Generous.
Because this person has these four Circle traits,
they counteract, or neutralize, some of the Box
traits like non-emotional. This is why even though
you may be a secondary Box, you won’t necessarily
relate to every trait, behavior, or interaction of

the Box if your other Shape is, for example, Circle.
This type of reasoning applies to any primary and
secondary Shape combination. Also, keep in mind
how the other Shapes and their distribution of points
impacts the Primary and Secondary Shapes. What
assumptions could you make about this person’s
communication style? What about their leadership
style? Now look at your own Shapes Profile Report.
How are your 21 points distributed? What can

you learn or reinforce about your communication
or leadership style by the way your points are
distributed?

malo
PsychoGeometrics

Left-Brain Right-Brain
Logical, Linear, Factual Creative, Innovative, Emotional

INFO & ACTION &
STRUCTURE RESULTS

CHANGE &
GROWTH

CONNECTION
& HARMONY

ENERGY &
CREATIVITY

male

shapesforleaders

SCRIPT: PsychoGeometrics uses the left brain/right
brain theory developed by Roger W. Sperry in the
1960s. Sperry was awarded the Nobel Prize in 1981.
Although we know the brain is much more complex
than just two sides, thinking of the Shapes as either
left brain or right brain makes the Shapes easier

to categorize, explain, and describe. Here are the
Shapes from left to right. The Box and Triangle are
left-brain Shapes. The Circle and Squiggle are right
brain Shapes. All four are considered a primary or
secondary Shape. The Rectangle is a transitional
Shape and can pull from either side of the brain,
consciously or subconsciously. If you have two
left-brain Shapes as your primary and secondary
Shapes, the Rectangle will subconsciously use more
of the left side of the brain, and especially at first,
when experiencing change, but it can also access the
right-hand side, especially if it’s a conscious choice.
If you have two right-brain Shapes, the opposite

is true. If you have one of each, one left-brain and
one right-brain Shape, your Rectangle will tend to
lean more to your primary Shape first, then your
secondary Shape. Let’s learn a little more about each
Shape, starting with the Box — When you think of Box
behavior, traits such as structured, detailed, process-
oriented, logical, slow to make a decision, efficient
and practical come to mind.

(cont.)
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Slide Script & Instructions
The Five Shapes SCRIPT: The Triangle - When you think of Triangle
male behavior, descriptions such as direct, driven, goal-
; sthoGeometrlcs

he Sciénce of Behavior + The Art of Communication:

Left-Brain
Logical, Linear, Factual

ACTION &
RESULTS

INFO &
STRUCTURE

Right-Brain
Creative, Innovative, Emotional

CONNECTION
& HARMONY

CHANGE &
GROWTH

ENERGY &
CREATIVITY

male

rleaders

focused, action-oriented, quick to make a decision,
bottom-line and to the point, are used. The Circle

— When you think of Circle traits — words such as
harmony, nurture, mentor, inclusive, relationship-
oriented, and sensitive come to mind. The Squiggle -
The Squiggle behavior can be described as creative,
innovative, energized, spontaneous, and unique. The
Rectangle is neither - When you think of Rectangle
behavior, think exploring, open-minded, undecided,
a turning point, and growth.

Let’s learn more about your Shapes

Q000

male

pesforleaders

SCRIPT: Let’s dive even deeper with each Shape. As
you are learning, consider not only how this Shape
shows up in your communication style, but also how
it impacts your leadership style.

The Shapes

BOX

“If you want it done
right, do it yourself.”

Because the BOX is composed of equal lines and angles, it
represents structure and stability.

« Calm, consistent, logical.

+ Most organized of the Shapes.

+ Likes to know the facts and “think about it” before deciding.
+ Tends to be a perfectionist.

+ Can be poker-faced, shows little emotion.

« “I'drather finish right than finish first and get it wrong.”

+ Likes to stay on task and may not be pleased if you “pop in.”
+ Doesn't like to be put on the spot and prefers working alone.

+ Trustworthy, dependable, you can count on the Box.

male

pesforleaders

SCRIPT: As | just noted, the Box represents structure.
Notice the Shape of the Box. Four equal sides that
literally makes the Shape of a square. However, to be
consistent with the Shapes language, you should call
it the Box, not the square.

NOTE: The reason it is not called “square” in the
Shapes language is because some people may already
have a pre-conceived notion of what it means to be
“square.” Box is a more universal, objective term.

SCRIPT: Think of the Box as a building block, using
one block at a time to build the foundation of a
building, for example. Boxes don’t roll or spring
into action. Instead, they turn like a flywheel, one
“crank,” at a time.

NOTE: You may want to use your hands and facial
expressions to physically show what it is like to “crank”
a heavy flywheel one slow turn at a time until you
slowly build up momentum. In some cases, you may
want to provide the definition of a flywheel or ask
someone to look it up, put it in the chat box, or raise
their hand and share. According to Oxford Languages,
a flywheel is “a heavy revolving wheel in a machine
that is used to increase the machine’s momentum

and thereby provide greater stability or a reserve of
available power during interruptions in the delivery of
power to the machine.” (cont.)

4 e shapesforleaders m——————— psychoc'g.eﬁmet'rics I
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Slide

Script & Instructions

The Shapes

Because the BOX is composed of equal lines and angles, it
represents structure and stability.

+ Calm, consistent, logical.

+ Most organized of the Shapes.

+ Likes to know the facts and “think about it” before deciding.
+ Tends to be a perfectionist.

« Can be poker-faced, shows little emotion.

BOX

« “I'drather finish right than finish first and get it wrong.”
“If you want it done

k 4 + Likes to stay on task and may not be pleased if you “pop in.”
right, do it yourself.”

+ Doesn't like to be put on the spot and prefers working alone.

+ Trustworthy, dependable, you can count on the Box.

male

orleaders

SCRIPT: With each turn, the Box builds momentum.
This step-by-step, or turn-by-turn, method is part

of the process, even though the process doesn’t
always feel or look like progress at the time. The Box
knows there is a cumulative value of doing the little
things consistently over time. This creates stability,
credibility, and reliability. Also note the color of the
Box. Blue stands for calmness and trust.

NOTE: There is such a thing as Shapes psychology and
Color psychology. For example, shapes and colors can
influence the way we think or feel. This is part of the
science that factors into choosing your favorite Shapes
by sight. If a company is trying to communicate trust,
it may use a Box like shape and/or blue color in its
logo.

SCRIPT: Now, let’s look at the way the Box is
described. If you are a primary or secondary Box,
this means you could be someone who is calm,
consistent, logical, and organized. In fact, the Box

is the most organized of the five Shapes. They are
disciplined, task-oriented, and thrive on routine and
a schedule. This is why a Box may seem annoyed
when you “pop in” on them without an appointment
or advance notice. Boxes are busy working to get
things done. It’s best not to ask a Box to commit on
the spot. Instead, the Box needs time to process and
“think about it,” before saying “yes” or “no.” This is
because when the Box makes a commitment, the Box
follows through. Be careful not to assume the Box

is not interested or doesn’t care. Their intentional
pause, blank stare, non-emotional facial expressions,
or monotone tone has nothing to do with whether
they like you or not, or even if they are interested

in what you are communicating. It’s more about
logic. Boxes like to be respected and recognized for
what they know. Boxes tend to be perfectionists and
prefer working alone. Notice | didn’t say Boxes can’t
work with others. It’s just that the natural preference
of the Box is to be efficient, and to the Box, working
alone takes less time and is more effective than
having to work as a team.

Boxes can be resistant to change and don’t like to be
rushed or put “on the spot.”

Keep in mind, you are not just one Shape. Unless you
scored 21 in Box, you have other Shapes within you.
It’s important to know that you may not resonate
with every trait or description of the Box, because
your secondary Shape may counteract or neutralize it.

(cont.)
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Slide

Script & Instructions

The Shapes

Because the BOX is composed of equal lines and angles, it
represents structure and stability.

+ Calm, consistent, logical.

+ Most organized of the Shapes.

+ Likes to know the facts and “think about it” before deciding.

+ Tends to be a perfectionist.

« Can be poker-faced, shows little emotion.

BOX

« “I'drather finish right than finish first and get it wrong.”
“If you want it done

k 4 + Likes to stay on task and may not be pleased if you “pop in.”
right, do it yourself.”

+ Doesn't like to be put on the spot and prefers working alone.

+ Trustworthy, dependable, you can count on the Box.

male

rleaders

NOTE: In addition to the questions on the following
slide, you can also use the questions below for leaders.

Examples of questions to ask yourself or others, and
either reflect or discuss:

1.Are you a primary or secondary Box? Why or why
not?

2.How does the Box, or lack thereof, impact,
strengthen, or weaken my communication style and/or
relationships?

3.Think of someone who is a Box: spouse, family
member, friend, co-worker, boss, or leader. What do
you appreciate about the Box in this person? What
annoys you about the Box in this person?

4.How does the Box show care, concern, or love?

The Shapes

Breakout Discussion

1. Is anyone in your group a primary or
secondary Box?

2. Is there someone on your team that you
think may be a Box?

BOX

“If you want it done 3.
right, do it yourself.”

What does the Box bring to leadership?

male

SCRIPT: Now that you know a little bit more about
the Box, you are going to have an opportunity to
discuss with a group. In your groups, answer the
following questions, 1) Is anyone in your group a
primary or secondary Box? 2) Is there someone on
your team that you think may be a Box? 3) What
does the Box bring to leadership?

NOTE: Assign about three to four people in a group
and give them about five to seven minutes to answer
the questions. After the five minutes, have participants
return to the larger group and ask for any “ah-hah”
moments.

The Shapes

Because the TRIANGLE is built like a pyramid, with an upward
pointed tip, it ition and high i

« Driven, competitive, and likes being in control.
+ Makes the decision then works to make it right.
+ Can be seen as too direct and intense.

+ Can't stand indecision.

+ “ldon’tneed to hear the whole story.”

TRIANGLE
“When | want your
opinion,

1 will give you mine.”

« Politically correct. Knows how to work the system.
+ Fast thinkers, decision makers, strong opinions.

+ Quick to get to the point, lives a fast-paced life.

+ Bottom line, doesn’t want a lot of details.

male

rleaders

SCRIPT: Let’s move on to the Triangle. The Triangle
shares some traits with the Box like being organized
and focused. But if the Box is “slow to make a
decision,” then the Triangle makes the decision
quickly and confidently. Unlike the Box that wants to
gather all the facts then make the best decision, the
Triangle just wants to make a decision and work to
make it right.

The Triangle represents action, ambition, and high
achievement. Notice the Shape of the Triangle. It is
literally bottom line and to the point.

NOTE: If possible, use your cursor or stylus to point to
the bottom of the Triangle from left to right, when you
say “bottom-line.” If you are using a flip chart, you can
use your marker to draw the bottom of a Triangle. Or,
you can use your hand or finger to “draw” a horizontal
line (in the air). Then using your cursor, stylus, marker,
hand, or finger to draw or move upward to the top of
the Triangle, say “and to the point.”

(cont.)
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Slide

Script & Instructions

The Shapes

Because the TRIANGLE is built like a pyramid, with an upward
pointed tip, it ition and high i

« Driven, competitive, and likes being in control.
+ Makes the decision then works to make it right.
+ Can be seen as too direct and intense.

+ Can't stand indecision.

» “ldon’t need to hear the whole story.”

TRIANGLE
“When | want your
opinion,

1 will give you mine.”

« Politically correct. Knows how to work the system.
+ Fast thinkers, decision makers, strong opinions.

+ Quick to get to the point, lives a fast-paced life.

+ Bottom line, doesn’t want a lot of details.

—HRT pesforleaders Bbmeticsim

SCRIPT: Think of the Triangle as a pyramid, pointing
upward, climbing upward, striving to reach the top of
the mountain, or obtain its goal. Also, note that the
upward point of the Triangle can provide direction

as to which way to go. The Triangle is also politically
correct.

The color red stands for passion, “bullseye” target,
strength, and confidence.

Now, let’s look at the way the Triangle is described. If
you are a primary or secondary Triangle, this means
you could be someone who is highly competitive
and driven to win. The Triangle makes everything

a contest or a game. From being first in line or first
to finish, the Triangle can be extremely focused and
intense. Triangles like options instead of mandates
and are most comfortable when they are in control.
Triangles like to feel important. Triangles get easily
annoyed with people who can’t make up their mind,
take too long to make a decision, or who are overly
dramatic. The Triangle says, “l don’t need to hear the
whole story. Just give me the bottom line.” They are
quick to get to the point and live a fast-paced life.

Keep in mind, you are not just one Shape. Unless
you scored 21 in Triangle, you have other Shapes
within you. It’s important to know that you may
not resonate with every trait or description of
the Triangle, because your secondary Shape may
counteract or neutralize it.

NOTE: In addition to the questions on the following
slide, you can also use the questions below for leaders.

Examples of questions to ask yourself or others, and
either reflect or discuss:

1.Are you a primary or secondary Triangle? Why or
why not?

2.How does the Triangle, or lack thereof, impact,
strengthen, or weaken my communication style and/or
relationships?

3.Think of someone who is a Triangle: spouse, family
member, friend, co-worker, boss, or leader. What do
you appreciate about the Triangle in this person?

What annoys you about the Triangle in this person?

4.How does the Triangle show care, concern, or love?

24




Module 1: Introduction to PsychoGeometrics
Slide Script & Instructions

The Shapes SCRIPT: Now that you know a little bit more about
the Triangle, you are going to have an opportunity
to discuss with a group. In your groups, answer the
following questions, 1) Is anyone in your group a

Breakout Discussion

1. Is anyone in your group a primary or

secondary Triangle? primary or secondary Triangle? 2) Is there someone
P T U — on your team that you think may be a Triangle? 3)
TRIANGLE " Hhink may be a Triangle? What does the Triangle bring to leadership?
“When | want your . . .
_opinion, 3, Wieat doss the Tranols bring 1 NOTE.‘ Assign about thfee to four peqple in a group
1 will give you mine. leadership? and give them about five to seven minutes to answer
the questions. After the five minutes, have participants
—HRI - 2. | return to the larger group and ask for any “ah-hah”
moments.
The Shapes SCRIPT: Moving on to the Circle. If the Box considers
T Because the CIRCLE has no beginning or end, it symbolizes the facts, and the Triangle considers the impact,
T“I' and “““V'd " the Circle considers the people. Nothing is more
+ Team player, nurturer, and stabilizer. . . - .
. Collab?)raytwe, sensitive to how others feel, and notices facial Important to the Clrcle than relatlonShlpS and
i d body |: o
. ::::ngj;scitns:orys,a:qge:?gres, and mediators. Con neCtEd ness'
oot o el b of e, g omony. an The Circle represents harmony and unity. Notice the
terilto Rt thelf, W iesds st Shape of the Circle. It has no beginning or end. It is
+ Can be too accommodating and struggles to hold others . .
accountable. o smooth, connected, and without any pointy edges.
e oS then selue e preblem Think of the Circle as universal and inclusive.

+ Their memos may include a little smiley face.

The color green stands for nature, nurture, and
—HRE pesforieaders tiie— | peace.

Now, let’s look at the way the Circle is described. If
you are a primary or secondary Circle, this means
you could be someone who is compassionate

and inclusive. The Circle cares more about saving
the relationship than solving the problem. Circles
are natural caregivers, stabilizers, and often put
their own needs last. In fact, the Circle can be too
accommodating and has a difficult time saying

no. The best listeners of all five Shapes, the

Circle is a good team player, can read non-verbal
communication, is empathetic and sensitive to the
needs of others. Circles like to please and don’t
like or cope well with conflict. Their memos, notes,
emails, and texts often include a smiley face. The
Circle might say, “Don’t worry, be happy,” or “Let’s
get together, and together we will work this out.”

It’s important to know when communicating with a
Circle that they don’t care how much you know, until
they know how much you care. Circles make great
mentors and counselors and would rather be part of
the team than #1 on the team.

Keep in mind, you are not just one Shape. Unless
you scored 21 in Circle, you have other Shapes
within you. It’s important to know that you may not
resonate with every trait or description of the Circle,
because your secondary Shape may counteract or
neutralize it.

(cont.)
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Script & Instructions

Slide
The Shapes
Because the CIRCLE has no beginning or end, it symbolizes
connectedness and unity.
+ Team player, nurturer, and stabilizer.
+ Collaborative, sensitive to how others feel, and notices facial
expressions and body language.

+ Make good counselors, mentors, and mediators.
+ “I'drather be part of the team than be #1 on the team.”

CI R CLE + Focused on the well being of others, maintaining harmony, and

tend to put their own needs last.
“I don’t care how much « Can be too accommodating and struggles to hold others
you know until | know

how much you care.”

accountable.
+  Would rather save the relationship than solve the problem.
+ Best empathetic listeners.
+  Their memos may include a little smiley face.

NOTE: In addition to the questions on the following
slide, you can also use the questions below for leaders.

Examples of questions to ask yourself or others, and
either reflect or discuss:

1.Are you a primary or secondary Circle? Why or why
not?

2.How does the Circle, or lack thereof, impact,
strengthen, or weaken my communication style and/or
relationships?

think may be a Circle?
“l don’t care how much

you know until | know
how much you care.”

3. What does the Circle bring to
leadership?

male

—py pesf yi@gders Bebmeticsim
3.Think of someone who is a Circle: spouse, family
member, friend, co-worker, boss, or leader. What do
you appreciate about the Circle in this person? What
annoys you about the Circle in this person?
4.How does the Circle show care, concern, or love?
The Shapes SCRIPT: Now that you know a little bit more about
Bivescikeat Dileaenzaiian tl?e C|rcle: you are going to have an opportunity to
discuss with a group. In your groups, answer the
1. Is anyone in your group a primary or following questions, 1) Is anyone in your group a
secondary Circle? . .
primary or secondary Circle? 2) Is there someone on
CIRCLE 2. Is there someone on your team thatyou | yoyr team that you think may be a Circle? 3) What

does the Circle bring to leadership?

NOTE: Assign about three to four people in a group
and give them about five to seven minutes to answer
the questions. After the five minutes, have participants
return to the larger group and ask for any “ah-hah”
moments.

The Shapes

Because the is free-forming and abstract, it
represents the free-spirit, uniqueness, and flexibility.

+ Creative, expressive, dramatic, witty.

« Innovators, idea producers.

« Not good team players naturally; however, can inspire others.
« Spontaneous, high energy, bored quickly by routine.

« Least organized of the Shapes.

+ Challenges the status quo.

“Life is short,
eat dessert first.”

+ "Why do we have to doit that way?”

« Direct, honest in their communication style. Shares exactly what
they think, without thinking through it first.

+ Doesn't like deadlines/follow-up but can pull it off brilliantly “just in
time.”

male

rleaders =

SCRIPT: So far, we have learned that Boxes thrive

on routine and schedules, Triangles want to be in
charge and in control, and Circles want everyone

to get along and feel included. So, what about the
Squiggle? Squiggles “beat to their own drum.” They
are creative, unique individuals who are spontaneous
and quickly bored by routine. The Squiggle likes

the freedom to be flexible and often challenges the
status quo.

Take a look at the shape of the Squiggle. It’s non-
conforming, unrestricted, free-flowing, and stands
out from the other Shapes. Think of the Squiggle as
the free spirit; full of energy and ideas.

The color yellow represents light, joy, and positivity.
It’s OK to share the brutal facts with the Squiggle but
stay away from “doom and gloom.”

(cont.)
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Slide Script & Instructions
Embrace problems, challenges, and obstacles with
Because the feifiassTormiingrd abatracs, hope and optimism. After all, the Squiggle will figure
p the f pirit, uni and ibili . . .
T — out a way to solve it, overcome it, get past it, and
-+ Innovators, idea producers. have a little fun along the way.
+ Not good team players naturally; however, can inspire others.
" Epeolemnnflghogy oottty Now, let’s look at the way the Squiggle is described.
. east organized of the Shapes. . . .
. Challenges the status quo. If you are a primary or secondary Squiggle this
“Life is short, +  "Why do we have to doit that way?” Id b h e e .
eat dessert first.” « Direct, honest in their communication style. Shares exactly what means you cou € someone who Is Innovatlve'
they think, without thinking through it irst. expressive' Witty’ and bright_ When faced with a
+ Doesn't like deadlines/follow-up but can pull it off brilliantly “justin . . . . .
time.” mountain, Squiggles like to encourage and inspire,
R pesforloaders tiia— | but unlike the Circle, they don’t have the patience,

nor the desire, to hold your hand through the
process of getting over it, around it, or tunneling
underneath it. In fact, if you can’t do any of those
things, the Squiggle will show you how you can turn
the mountain into a goldmine!

The Squiggle tends to be unfiltered and speaks
before thinking. However, you can count on the
Squiggle to be honest, even if it hurts your feelings or
they are not politically correct. Squiggles often talk
aloud to hear themselves think. The Squiggle tends
to run late, frequently breaks, or at least, bends the
rules, and needs constant stimulation. The most
unorganized of the five Shapes, the Squiggle seems
to have a way of pulling it off “just in time.”

Keep in mind, you are not just one Shape. Unless
you scored 21 in Squiggle, you have other Shapes
within you. It’s important to know that you may
not resonate with every trait or description of
the Squiggle because your secondary Shape may
counteract or neutralize it.

NOTE: In addition to the questions on the following
slide, you can also use the questions below for leaders.

Examples of questions to ask yourself or others, and
either reflect or discuss:

1.Are you a primary or secondary Squiggle? Why or
why not?

2.How does the Squiggle, or lack thereof, impact,
strengthen, or weaken my communication style and/or
relationships?

3.Think of someone who is a Squiggle: spouse, family
member, friend, co-worker, boss, or leader. What do
you appreciate about the Squiggle in this person?
What annoys you about the Squiggle in this person?

4.How does the Squiggle show care, concern, or love?

e 20 e Shapes forleaders m—— psychoaeﬁmetrics I
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Slide

Script & Instructions

The Shapes

Breakout Discussion

1. Is anyone in your group a primary or
secondary Squiggle?

2. Is there someone on your team that you
think may be a Squiggle?

“Life is short,
eat dessert first.” 3. What does the Squiggle bring to
leadership?
- rmw{ri??ders T

SCRIPT: Now that you know a little bit more about
the Squiggle, you are going to have an opportunity
to discuss with a group. In your groups, answer the
following questions, 1) Is anyone in your group a
primary or secondary Squiggle? 2) Is there someone
on your team that you think may be a Squiggle? 3)
What does the Squiggle bring to leadership?

NOTE: Assign about three to four people in a group
and give them about five to seven minutes to answer
the questions. After the five minutes, have participants
return to the larger group and ask for any “ah-hah”
moments.

The Shapes

Because vertical lines are associated with strength,
courage, and progress, the represents
change and growth.
« Transitional Shape and is temporary.
+ Neutral, undecided.
« Can be open, exploratory, and excited about change, but
also confused, overwhelmed, and indecisive.
+  “ldon't feel like myself lately.”
*+ Not certain about the future.
« Doesn’t want to be “pinned down.”
“Please listen to me, + Needs support and approval.

then tell me what to do.” +  Can benefit from having a mentor or trusted advisor.

— Ry pesforleaders Beomelr
Algres sorvd. kY

SCRIPT: We have learned some of the traits,
behaviors, and interactions of the Box, Triangle,
Circle, and Squiggle. To summarize, the Box knows,
the Triangle knows what to do, the Circle wants to
help, and the Squiggle doesn’t worry about what
they know or don’t know, they will make it up as
they go! But the Rectangle is the Shape of “l don’t
know.” It’s the Shape of growth and change.

Unlike the other four Shapes, the Rectangle is
neither a primary or secondary Shape. Instead, it is
a transitional Shape that indicates a turning point
in your life. Personal change can last 3-18 months.
Cultural or organizational change, such as a merger,
acquisition, or major incident can last 3-7 years.

Take a look at the Shape of the Rectangle. The
two vertical lines on the side of the Rectangle are
associated with strength, courage, and progress.
Evolving from the Shape of the Box, the Rectangle
has strength but is less stable with four unequal
sides. Yet, its growth in vertical size symbolizes
the gateway, passageway, or door from “here” to
“there,” which can be both exciting and scary.

(cont.)
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Slide Script & Instructions

Through the lens of the Rectangle, you can explore
Because vetical lines are associated with strength, change through the lens of the other four Shapes,
change and stowthe represents consciously or sub-consciously, which is why most
ko syt people report “not feeling like their typical selves”
+ Can be’open, exploratory, and excited about change, but When experiencing Change.

also confused, overwhelmed, and indecisive.
© ¥ don'tfeel like myself lately.” The color gray is neither black or white. It’s a neutral,
+ Not certain about the future. . . .
N in between color, sometimes representing the
“Please listen to me, + Needs support and approval. mysterious.
then tell me what to do.” «  Can benefit from having a mentor or trusted advisor.

Most people score 3 or less in Rectangle. This

is because using the Rectangle as part of your
communication style does not come naturally, and
most people are not naturally good at embracing,
managing, or navigating their way through change. A
score of 3 or more can indicate you’re experiencing
change or at least thinking about it.

—HRT pesforleaders Bebmeticsim

A person in Rectangle mode can be described as
exploring, growing, and transitioning. They can also
be seen as confused, overwhelmed, indecisive, and
“stuck.” The key to navigating your way through
change is 1) to be aware of the change, 2) be open,
3) knowing what your Shapes need to embrace

and manage change, and 4) who you want to be or
become as a result of the change.

It is important that Rectangles have a trusted friend,
mentor, or professional therapist who will listen,
then provide support, recommendations, or advice.
In fact, the Rectangle says, “Please listen to me, then
tell me what to do.” You have to earn the right to
advise the Rectangle by listening, connecting, and
establishing trust first.

Remember, the Rectangle is a temporary Shape,
but it is also a powerful Shape if you choose to use
the Rectangle as a tool for intentional change and
growth. We will touch on that next.

(cont.)

e 20 e Shapes forleaders m—— psychoaeﬁmetrics I
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Slide

Script & Instructions

The Shapes

Because vertical lines are associated with strength,
courage, and progress, the represents
change and growth.
+ Transitional Shape and is temporary.
« Neutral, undecided.
+ Can be open, exploratory, and excited about change, but
also confused, overwhelmed, and indecisive.
*  “ldontfeel like myself lately.”
+ Not certain about the future.
+ Doesn’t want to be “pinned down.”
“Please listen to me, + Needs support and approval.
then tell me what to do.” «  Can benefit from having a mentor or trusted advisor.

male

rleaders

NOTE: As a chaplain in the military, you know better
than most that change is constant in the world you
live. In addition to the questions on the following slide,
you can also use the questions below for leaders.

Examples of questions to ask yourself or others, and
either reflect or discuss:

1.What do your primary and secondary Shapes need to
embrace, manage, or lead change?

2.How does the Rectangle state of change impact,
strengthen, or weaken my communication style and/or
relationships?

3.Think of someone who is experiencing a Rectangle
change: spouse, family member, friend, co-worker,
boss, or leader. What do they (and their Shapes) need
most right now? How can you meet these needs?

Will it require you to use any of the other Shapes that
aren’t your natural Shape strengths?

4.What are the 1, 2, or 3 things you can do to either
help yourself or someone else embrace, manage, or
lead change?

The Shapes

Breakout Discussion

1. Is anyone in your group in a Rectangle
transition right now?

2. Is there someone on your team that may
be going through a Rectangle phase?

3. What does the Rectangle bring to

“Please listen to me, leadership?
then tell me what to do.”
—RT pesforleaders Cometr -

SCRIPT: Now that you know a little bit more about
the Rectangle, you are going to have an opportunity
to discuss with a group. In your groups, answer the
following questions, 1) Is anyone in your group in a
Rectangle transition right now? 2) Is there someone
on your team that may be going through a Rectangle
phase? 3) What does the Rectangle bring to
leadership?

NOTE: Assign about three to four people in a group
and give them about five to seven minutes to answer
the questions. After the five minutes, have participants
return to the larger group and ask for any “ah-hah”
moments.

30




Module 1: Introduction to PsychoGeometrics
Slide

Script & Instructions

The Rectangle - Your Key to Change and Growth

(]
A
o

“Tell me more”

male

rleaders

SCRIPT: We have just learned that the Rectangle is a
transitional Shape representing change and growth.
But it is also a skill you can learn and use to grow
purposefully and intentionally. We have described
each Shape in terms of natural communication styles.
Later, we will talk about how you can use each Shape
as a skill set to make your communication style more
effective. Before we move on, it is important to know
that the Rectangle is the most powerful skillset you
can develop. It provides understanding which is the
first step for effective communication.

Notice the Rectangle on this slide or in your
workbook. What do you see?

NOTE: You can ask people to raise their hand and
share the answer to your question or they can put
their comments in the chat if you are doing this
workshop virtually.

NOTE: You can anticipate that your participant will 1)
notice the keyhole and 2) see the other four Shapes
through the keyhole. You will want to acknowledge
their answers then continue with your script.

SCRIPT: This is the power of the Rectangle when
used as a learned skill-set; to intentionally become
more open and knowledgeable as to how each of
the Shapes “see,” “hear,” think, feel, act, and relate
to others. Later, we will talk more about developing
the skill sets of each Shape, especially your new
superpower called the Rectangle.

Let’s Review

HATO®

Info &
Structure

Action & Results Connection &

Harmony

Change
& Growth

Energy & Creativity

male

pesforleaders

SCRIPT: In review of the Shapes — the Box says
“Ready? Are we ready? Let’s run one more test.”

The Triangle says “Ready, aim, fire!” The Circle says
“Is everybody ready? Does everybody feel good
about this?” The Squiggle says “Ready, aim, fire.....
whoops!” and the Rectangle says “I’'m ready, no wait
—I’'m not sure if | am ready — Where should we aim? |
need to know more...”

e Shapes forleaders m—————— psychoaeﬁmet'rics I
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Slide Script & Instructions
The Shapes - Individual Reflection & Group Discussion SCRIPT: Now that we know the five Shapes, you will
Individual Reflection have an opportunity to reflect on your experiences
e s IRuH ST EAEYELE with leaders in your own life and then discuss in
- What made them your favorite or least favorite? What small groups. Individually, reflect on one of your
e ey > behaviors cidyouadmire or disfice abou favorite and least favorite leaders. Then, answer
+ Can you connect these traits or behaviors to a Shape(s)? If ! the following questions 1) What made them your
50 whieh Shapele)? > favorite or least favorite leader? What specific traits
Group Discussion or behaviors did you admire or dislike about that
T Paepues yourtesponses from the individuslreflection with leader? 2) Can you connect these traits or behaviors
—HRI pesforicaders T to a Shape(s)? If so, which Shape(s)?

NOTE: Give participants about five minutes to answer
the Individual Reflection questions. After five minutes,
put participants in groups of three or four and give
them about ten minutes to discuss. After ten minutes,
bring participants back together for a large group
discussion. Ask for volunteers to share and facilitate
the conversation by asking open-ended questions.

SCRIPT: Now we are going to do a partner activity to
help us better understand our communication style
as well as the communication style of others.

What’s Your Shape?

Q0O

—HRI pesforleaders Bebrmetrics me
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Slide Script & Instructions
SCRIPT: In a moment, | will ask you to find a
partner and with that partner, please answer these
SHAPE TRAITS

[

ds Time to Make

] d
Tt 0 8 Prectoni

1. What are your primary
and secondary Shapes?

to Get to the Point,

nd Reslt

2. What are the 3 traits that
best describe you?

3. What is the best way to
communicate with you?

male

rleaders

three questions. 1) What are your primary and
secondary Shapes? 2) What are the three traits
that best describe you? 3) What is the best way

to communicate with you? In your Participant
Workbook, you will find the Shapes Traits/
Communicating with each Shape chart. You can use
this chart for examples during your discussion. You
will have five minutes to discuss with your partner.

NOTE: Give participants about five minutes to discuss
in partners. After five minutes, instruct participants to
find a new partner. If you want to get your participants
up and moving around, ask them to find a partner on
the other side of the room. If you are doing a virtual
workshop, use breakout rooms for this partner activity.
Repeat this process so that each participant has
worked with three different partners. After the three
rounds of this exercise, , instruct participants to return
to their original seat. Ask for any volunteers to share
with the larger group.

SCRIPT: Would anyone like to share what they
discussed with their partner?

NOTE: Pick two or three volunteers to share with the
larger group and acknowledge their responses. If
time permits, you can ask open ended questions, so
participants elaborate on their responses.

See ACTIVITY INSTRUCTIONS on page 73.

The Shapes

Self-Reflection Questions:

1. What have vou learned or
reinforced so far about your
communication or leadership
style?

2. How do your Shapes impact
now vou lead?

male

orleaders

SCRIPT: In your Participant Workbook, take a few
minutes to reflect and answer these two questions.

NOTE: Give participants about five minutes to answer
these questions. Ask for volunteers to share with the

group.

4 e shapesforleaders m——————— psychoaeﬁmet?ics I
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Slide

Script & Instructions

male

rleaders

SCRIPT: Now that you have an understanding of all
five Shapes, we will move on to our second module,
Shape Perception.

Shape Perception

Shape Perception Objectives

* Introduce the concept of perception and how perceptions are formed.

+ Learn the PsychoGeometrics term “Shape Perception.”

» Acknowledge the possible positive and negative perceptions of your Shapes and
communication and leadership style and the Shapes and communication style of

others.

» Recognize how you may interpret or misperceive the traits and behaviors of
others.

+ Discover why you may have more negative or positive perceptions of some
Shapes more than others.

male

pesforleaders

SCRIPT: Let’s take a look at the objectives for Shape
Perception. We will begin with introducing the
concept of perception and explore how perceptions
are formed. Then we will learn the PsychoGeometrics
term “Shape Perception.” Through self-reflection
and small group discussions, we will identify some
of the possible positive and negative perceptions

of your Shapes and communication and leadership
style as well as the Shapes and communication
styles of others. We will also identify and discuss
any misperceptions we may have of some traits and
behaviors and why we might have more positive
and or negative perceptions of some Shapes than
others. Finally, we will consider if there are any
misperceptions of ourselves that we would like to
change.

Shape Perception

What is Perception?

« The way you understand or interpret something.
+ A mental Impression.
« As a result of using any of your five senses.

+ Through what you see, hear, touch, smell or taste.

male

SCRIPT: What do we mean by “perception”?
Perception can be defined as a way you understand
or interpret something, a “mental” impression, as a
result of using any of your five senses, that is, what
you see, hear, touch, smell or taste. For example, if
you see someone walk into a room full of people,
not acknowledging or talking to anyone, taking a
seat alone, and having an expressionless face, you
may perceive that person to be anti-social. However,
another may interpret that person as being shy, and
yet even another person may perceive them to be
rude or apathetic. These different perceptions of the
exact same behavior are based upon the personal
interpretation of what one sees and hears or doesn’t
see or hear.
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Module 2: Shape Perception

Slide Script & Instructions
How would you describe this picture? SCRIPT: Look at this picture. Take a minute and in
) ‘ your Participant Workbook, write down how you
would describe the picture.

NOTE: Give participants a minute to write down their
observations. Then ask for a volunteer to share how
they described this picture.

SCRIPT: Would someone mind sharing how you
described this picture?

. . - e ni NOTE: Acknowledge the first response and then ask if
anyone wrote down a different description.

SCRIPT: Did anyone have a different description of
the photo? Would someone like to share?

NOTE: Once your second volunteer has shared and you
have acknowledged their response, emphasize how
two people could look at the same picture and have
two different ways of describing it.

SCRIPT: Two people who were given the exact

same instructions of “How would you describe this
picture?” and shown the exact same picture, had
completely different descriptions. How is that? Let’s
find out how our unique perceptions are formed.

SCRIPT: Perceptions are either innate, our genetic
; . ormed? inheritance, or learned through our experiences.
ow are Perceptions formed? . .

. Perce!)tions are either innate (genetic inheritance) or learned through our FaCtOl‘S that can affect our perceptlons InC|ude
experiences. . . .

= Fehopr e aifciomrmnfi experiences, culture, personal interpretation, and
Experiences past or present environment. There is also a term
Badtor prosert eminoement called the evolution of perception — this suggests that

« Evolution of perception - Our perception can change and evolve throughout our life our perception can Change and evolve throughout

based on our past experiences.

our life based on our life experiences. Let’s look at an
example of how this might work.

—HRT hapesforleaders Bebmetism

How might an 18-year-old describe this picture? SCRIPT: Take a look at this picture. How do you think
an 18-year-old person might describe this couple?
Use your Participant Workbook to capture your
thoughts.

NOTE: Give the participants 1-2 minutes to write down
their thoughts and then ask for a volunteer to share.
Comment on the response and then provide some
additional insight.

SCRIPT: An 18-year-old might describe the couple in
this picture as “older” or even “old.”

e 20 e Shapes forleaders m—— psychoaeﬁmetrics I
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Slide

Script & Instructions

How might an 88-year-old describe this picture?

SCRIPT: Now, with the same picture but how might
an 88-year-old describe this couple differently than
the 18-year-old.

NOTE: Give the participants a little bit of time to write
down their responses and then ask for a volunteer to
share. Comment on the response and then provide
some additional insight.

SCRIPT: An 88-year-old might describe this couple as
“young” or even “So young! They are just babies!”

As we get older, our perceptions can change. To a
person who is 18, a couple in their 50’s or 60’s might
seem old. However, to that same person 60 years
later who is now 88, a couple in their 50’s or 60’s is
still young with so much more life ahead of them.

Shape Perception

What is Shape Perception?

An opinion about someone’s communication style
(traits, behaviors, and how they relate to others)
based on environment, culture, past experience, or

personal interpretation.

male
45

rleaders

SCRIPT: Now that we have learned about perception,
we are going to look at the PsychoGeometrics term
“Shape Perception.” We define Shape Perception as
“an opinion about someone’s communication style,
which is made up of their traits, behaviors, and how
they relate to others, based on environment, culture,
past experience, or personal interpretation. Next, we
are going to explore what some of possible positive
and negative perceptions are of each of the five
Shapes.

Shape Perception

Self-Reflection SECRE POSITIVE NEGATIVE
.}
Information
1. Write down any possible and Structure
positive_and negative A
perceptions of your LI
primary Shape.
2. Write down any possible and Growth

positive and negative
perceptions of your
secondary Shape.

male

pesforleaders

SCRIPT: In your Participant Workbook, you will

find a blank Shape Perception chart. You will be
using this chart for the next couple of exercises and
discussions. On your own, please take a few minutes
and write down any possible positive and negative
perceptions of your primary Shape. When you are
finished, do the same thing for your secondary
Shape.

NOTE: Give participants 3-4 minutes to reflect and
write down their answers.

SCRIPT: Does everyone have at least one possible
positive and negative perception for their primary
and secondary Shapes? Great. Now we will expand
on this exercise by doing a group activity.
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Module 2: Shape Perception

Slide Script & Instructions
NOTE: There are two versions of this activity. One for
an in-person workshop and one for a virtual workshop.
Please see separate scripts, notes, and instructions
below.

IN-PERSON SCRIPT, NOTES, & ACTIVITY
INSTRUCTIONS

Group Activity FOSIIVE NEGATIVE

1. What could be the
positive perceptions of
each Shape?

2. What could be the
negative perceptions of
each Shape?

3. How could positive and
negative perceptions of
Shapes impact how we
“see and hear” a leader?

NOTE: You will need to set up this activity prior to the
start of the Workshop. See specific setup instructions
in the Activity Instructions below.

—HRT pesforleaders Bebmetics e

SCRIPT: We will now move on to a group activity
to raise our awareness of the possible positive and
negative perceptions of each Shape. We will be
getting into five groups. Please count off by five
starting with you.

NOTE: Put participants into five even groups by having
them count off to five. Once groups have been formed,
assign each group to a flip chart.

SCRIPT: Now, | want Group one to meet at the Box
flip chart, Group two meet at the Triangle flip chart,
Group three meet at the Circle flip chart, Group four
meet at the Squiggle flip chart, and Group five meet
at the Rectangle flip chart.

NOTE: Wait until all groups have gathered at their
assigned flip chart before moving forward with
instructions.

SCRIPT: The top half of the flip chart is for positive
perceptions and the bottom half is for negative
perceptions. You will have 3 minutes to write down
as many possible positive and negative perceptions
of your flip chart’s Shape. After three minutes, your
group will rotate clockwise to the next flip chart
(i.e., Group one, that started at the Box flip chart,
will move to the Triangle flip chart.) Once you are
at your new flip chart, you will have two minutes
to review and add to it. You can also underscore or
question anything already written by adding tallies
or question marks. You will continue rotating until
you get back to the flip chart where you originally
started. As a heads up, each time you rotate you will
have less time at the next flip chart. Does anyone
have questions before we begin? Let’s get started.

(cont.)

e Shapes forleaders m—————— psychoaeﬁmetrics I
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Slide Script & Instructions
NOTE: You will decrease the amount of time given
after each rotation. First round — 3 minutes. Second
Group Activity round — 2 minutes. Third round — 1 minute. Forth
s Mmpiioade N round — 45 seconds. Fifth round — 30 seconds. Once
Eechishane? . you have completed all rounds, and groups are back at
> nagpameenorst TR the flip chart where they started, you will give the next
each Shape? | andon wih . .
° set of instructions.
3. How qould positiye and Commcionged
Snes onwe [ SCRIPT: Now you will have about five minutes to, as
“see and hear” a leader? [ 'mewton

a team, identify the top three positive and top three
—HR¥ pesforleaders =— | negative perceptions. Choose one person from your
group to present your top three positive and top
three negative perceptions and the reasons for your
choices. How could these perceptions impact the
way we “see and hear” a leader?

NOTE: Give the groups five minutes to identify their
top three positive and top three negative perceptions.

SCRIPT: While groups are sharing, please use

the blank Shape Perception chart in your Shapes
Participant Workbook to capture examples. Let’s
start with Group One. Could one person please share
the top three positive perceptions and top three
negative perceptions of the Box? Then share how
these perceptions could impact the way we “see and
hear” a leader?

NOTE: Repeat this process until you have discussed
the positive and negative perceptions of each Shape.

NOTE: Acknowledge their answers. If time permits or
you are looking to expand this workshop, open the
conversation to the rest of the groups. Repeat this
process until each group has presented.

See ACTIVITY INSTRUCTIONS on pages 74 & 75.
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Slide Script & Instructions
VIRTUAL SCRIPT, NOTES, & ACTIVITY INSTRUCTIONS
SCRIPT: We will now move on to a group activity

S Sy to raise our awareness of the possible positive

and negative perceptions of each Shape. In a
moment, you will be put into a breakout room and
assigned a Shape. Your group’s assigned Shape will
be determined by your breakout room number.
Breakout Room #1 — Box. Breakout Room #2 —
Triangle. Breakout Room #3 — Circle. Breakout Room
—HRI—————————— shapesforleaders i | #4 — Squiggle. Breakout Room #5 — Rectangle. | will
also put the Shape assignments in the chat, so you
know your group’s assigned Shape. In your breakout
room, you and your team will write down as many
possible positive and negative perceptions for your
assigned Shape using the Shape Perception chart
found in your Participant Workbook. You will then
identify the top three positive and top three negative
perceptions for your group’s assigned Shape. When
you return from your breakout room, one person
from your group will share your group’s top three
positive and top three negative perceptions. Then
share how these perceptions could impact how we
“see and hear” a leader. Does anyone have questions
before you go to your breakout room?

1. What could be the
positive perceptions of
each Shape?

2. What could be the
negative perceptions of
each Shape?

3. How could positive and
negative perceptions of
Shapes impact how we
“see and hear” a leader?

NOTE: Put the Shape assignments for breakout rooms
in the chat. Give participants 10 minutes in their
breakout rooms to discuss and determine their top
three positive and top three negative perceptions for
their group’s assigned Shape. After 10 minutes, close
breakout rooms and have all participants return to
main room.

SCRIPT: Welcome back! While groups are sharing,
please use the blank Shape Perception chart to
capture examples. Let’s start with Group One. Could
one person please share the top three positive
perceptions and top three negative perceptions

of the Box? Remember to also share how these
perceptions could impact how we “see and hear” a
leader.

NOTE: Repeat this process until you have discussed the
positive and negative perceptions of each Shape.

NOTE: Acknowledge their answers. If time permits or
you are looking to expand this workshop, open the
conversation to the rest of the groups. Repeat this
process until each group has presented.

See ACTIVITY INSTRUCTIONS on pages 74 & 75.

e Shapes forleaders m—————— psychoaeﬁmetrics I
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Slide

Script & Instructions

Shape Perception

SHAPE POSITIVE NEGATIVE
] Objective, Consistent, Calm, Stubborn, Boring, Apathetic,
Information Process-Minded, Detail-Oriented Too Slow, Too Rigid
and Structure
Confident, Moves Quickly, Strang Opinions, ErEE e O e e,
Accountability ol ot Intimidating, Intense,
and Results . More “I” Focused than “We”Focused
Open-Minded, Asks Good Questions, Indecisive, Confused, Reluctant to Commit,
Change Constantly Searching, Introspective, Excited Needs Constant Reassurance, Anxious
and Growth
ey Avoids Conflict, Too Sensitive, Enables Others,
Connaction aad L L Takes on Too Much, Too Much Drama,
Engagement {teamiPlaveriCaring, Geod atMertoring Struggles with Holding Others Accountable
CrantiVelFlombis Irmotativa) All Over the Place, Struggles with Routine,
Energyand gt i Struggles with Follow-Through,
Innovation ¥ Not Dependable, Takes Things too Lightly
‘ male
—py pesforleaders =

SCRIPT: Here are some of the most common
responses of positive and negative perceptions for
each Shape.

Application and Discussion

Partner Discussion
« Share your primary and secondary Shapes.

« Answer and discuss the following questions:

1. Do you have a possible bias towards or against
some Shapes as leaders? If so, which Shapes?

2. Why do you think you have these biases?
Innate reaction?
Previous experiences?
Cultural?
Past or present environment?

pesforleaders

SCRIPT: Now we are going to do a partner activity

to discuss how these perceptions can impact our
relationships. With your partner, share your primary
and secondary Shapes and answer the following
questions 1)Do you have a possible bias towards or
against some Shapes as leaders? If so, which Shapes?
2)Why do you think you have these biases? Innate
reaction? Previous experience? Cultural? Past or
present environment? You will have ten minutes for
this discussion with your partner.

NOTE: After ten minutes, bring participants back to the
large group and ask for volunteers to share any “ah-
hah” moments.

Shape Perception

Self-Reflection Questions:

1. Istherea possivle
misperception of you that

ou would like to change?

2. Do o have a possible
misperception of someove
else on your team?

forleaders

Airores servd. 50

SCRIPT: In your Shapes Participant Workbook, take
a few minutes to reflect and answer these two
questions.

NOTE: Give participants about five minutes to answer
these questions. Ask for volunteers to share with the
group.
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Slide Script & Instructions

SCRIPT: Now we will move into our third module —
Shape Flexing

Module 3: Shape Flexing

Q000

_Hm pesf )vri?%{ders male .
B | sCRIPT: In Module Three, we will introduce the

concept and benefits of “flexing.” Then we will learn

Shape Flexing Objectives R R
the PsychoGeometrics term “Shape Flexing.” From

" Introduce the concept and benefits of “flexing.” there, we will define and understand the difference
* Learn the PsychoGeometrics term “Shape Flexing.” .
+ Understand the difference between the Golden Rule and the Platinum Rule. between the gOIden and platlnum rUIe and how
* Identity the steps far Shaps Flexing: that influences how and why we should flex when
* Apply the skill of Shape Flexing. . . ern . .
« Discover how to use Shape Flexing to enhance and strengthen your communication communlcatlng' We WI" Identlfy the Steps and
andladershipstyle: apply the skill of Shape Flexing. And finally, you will
discover how to use Shape Flexing to enhance and
—HRI pesioieacers 21— | Strengthen your communication and leadership style.
SCRIPT: Let’s start by defining the word “flexing.”
Wi Flasid Flexing is identifying and adjusting to communication
- Identifying and adjusting to communication styles that we are presented with at any given
s_tyles that we are presented with at any given . . .
time. - time. It can also be defined as a skill, talent, or
« Askill, talent, or ability to use. . R R
 Ghmsclousior subconsdiots. ability to use. And lastly, flexing can be conscious
Examples: or subconscious, meaning you may be aware or
+ Showing more or less emotion. . . . .
« Epsafigyase: unaware that you are flexing while communicating.
+ Volume of voice. Some examples of flexing while communicating
include showing more or less emotion by adding
—HRI pestorcaders wate humor or a smile, showing patience, changing your

volume of voice or speaking pace. Some flexing
behaviors may be more challenging than others
depending on your natural communication stye and
how you approach a situation.

SCRIPT: When you flex to someone, you are
) o communicating with them in a way that makes them
Benefits of flexing include: . .
+ Promotestrust. feel important, comfortable, and understood. This
* Strengthens team loyalty. can promote trust, strengthen team loyalty, enhance
+ Enhances team member engagement. .
+ Improves teamwork and productivity. team member engagementl Improve teamwork
« Creates better personal and professional relationships. and producﬁvity' and create better personal and

professional relationships.

L OHRE hapesforleaders Sbmetr =
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Module 3: Shape Flexing

Slide

Script & Instructions

What is Shape Flexing?

Shape Flexing is the skill set of adding a specific Shape

behavior, or cc

ion of Shape behaviors, to

strengthen your communication effectiveness.

rleaders

SCRIPT: The PsychoGeometrics term “Shape Flexing”
can be defined as the skill set of adding a specific
Shape behavior, or combination of Shape behaviors
to strengthen you communication effectiveness.

Why Shape Flex?
* Golden and Platinum Rule
Golden Rule - Treat others how you would like to be treated.

Platinum Rule - Treat others how THEY want to be treated.

+ Shape Flexing is the key to connectedness.
* By Shape Flexing you raise the probability that others understand your
communication style, you understand the communication style of others, and negative

perceptions change to positive ones.

pesforleaders

SCRIPT: Most everyone has heard of the Golden
Rule — treat others how you want to be treated. But
have you heard of the Platinum Rule? The Platinum
Rule says to treat others how THEY want to be
treated. Shape Flexing is the key to connectedness.
When you flex, people see and hear (consciously

or subconsciously) that you are aware of their
Shape and communication preferences, and you
are willing to change your own communication
style to meet the needs of others. Finally, Shape
Flexing raises the probability that others understand
your communication style, you understand the
communication style of others, and negative
perceptions change to positive ones.

Shape Flexing

Steps for Shape Flexing

+ Enable your senses - Identify their Shape through verbal or nonverbal
communication. “What do you see?” “What do you hear?” The answers
serve as clues and help us make assumptions.

* Process - Clarify your assumptions through open-ended questions or
statements. “Tell me more.”

+ Connect the dots - Listen to understand. “What are they looking for?”
“What do they need?” “What is their situation?”

+ Flex - Modify your communication style based on what they reveal about
themselves and their situation.

pesforleaders

SCRIPT: Soon we will learn the skills of how to Shape
Flex to each of the five Shapes. But how do you
know the Shape of others? The first step is to enable
your senses. This means to pay attention to what
you see and hear. Once we pick up on someone’s
verbal or nonverbal behavior, we can begin to make
our assumptions as to their Shape. The next step is
process, where you clarify your assumptions though
opened ended questions or statements like “Tell me
more.” Next, it’s time to connect the dots by listening
to understand. What are they looking for? What do
they need? What's the situation? The last step of the
process is to flex. Modify your communication style
based on what they reveal about themselves and
their situation. Remember, you can still be true to
yourself when Shape Flexing.

Shape Flexing

b®
.

What does Shape Flexing
look like for each Shape?

—HRT hapesforleaders

SCRIPT: Now let’s learn what Shape Flexing looks like
for each Shape.
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Module 3: Shape Flexing

Slide

Script & Instructions

Shape Flexing to Communicate with a Box

Slow it down.
Give a heads up.
Stick to the facts.
Keep it steady.

Don’t push it.

male

rleaders

SCRIPT: We will start with the Box. When you are
Shape Flexing to communicate with a Box consider
these flexing tips. 1) Slow it down. The Box will
appreciate the time to think and process. 2) Give a
heads up. Boxes don’t like to be caught off guard.
Give advance notice when possible. 3) Stick to

the facts. Boxes make decisions based on data

not emotion. 4) Keep it steady. Avoid last minute
surprises and keep your commitments. 5) Don’t
push it. Don’t pressure the Box to compromise their
values. They will respond by digging their heels in
deeper.

Shape Flexing to Communicate with a Box

Reflection Questions

+ Who on your team do you think might be a primary or secondary Box?

+ What traits or behaviors does this person exhibit that lead you to believe
that they might be a primary or secondary Box?

+ What are some specific ways to increase your communication
effectiveness when communicating with this Box on your team?

male

pesforleaders

SCRIPT: Now we are going to apply what we’ve just
learned to some of your relationships. In your Shapes
Participant Workbook, please take a few minutes to
answer these questions.

NOTE: Give participants two to three minutes to
answer the questions in their Participant Workbook.
Once they have had time to write down their answers,
put them in groups of three or four and ask them to
share with their group.

SCRIPT: Now we are going to get into small groups.
With your group, share, and discuss your answers.

NOTE: Give groups about five minutes to discuss and
them bring them back for a large group discussion.

SCRIPT: Would anyone like to share an example of
someone on their team who might be a Box and
possible ways to flex to increase communication
effectiveness with that person?

NOTE: Respond to volunteers and facilitate the
conversation by asking open-ended questions.

Shape Flexing to Communicate with a Triangle

Less is more.
Get to the point.
Pick up the pace.

Provide three options.

Don’t miss your exit ramp.

male

orleaders

SCRIPT: Next, we will look at some ways to Shape
Flex when communicating with a Triangle. 1) Less

is more. Triangles appreciate knowledge but they
don’t need to hear the whole story. Triangles value
effectiveness in terms of time not quantity. 2) Get
to the point. Triangles are busy and will interrupt or
finish your sentences for you. 3) Pick up the pace.
Start with “this can be brief.” Triangles are more
likely to be responsive if they know they can do it
quickly. 4) Provide three options. Triangles don’t like
to be told what to do; they like having control and
making the decision. 5) Don’t miss your exit ramp.
Going “on and on and on” will only frustrate the
Triangle. They don’t need you to explain it again or
underscore anything you have already said. They got
it the first time.

e Shapes forleaders m—————— psychoc'g.eﬁmet?ics I
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Slide

Script & Instructions

Shape Flexing to Communicate with a Triangle

Reflection Questions

+ Who on your team do you think might be a primary or secondary

Triangle?

+ What traits or behaviors does this person exhibit that lead you to believe
that they might be a primary or secondary Triangle?

+ What are some specific ways to increase your communication
effectiveness when communicating with this Triangle on your team?

male

rleaders

SCRIPT: Now we are going to apply what we’ve just
learned to some of your relationships. In your Shapes
Participant Workbook, please take a few minutes to
answer these questions.

NOTE: Give participants two to three minutes to
answer the questions in their Participant Workbook.
Once they have had time to write down their answers,
put them in groups of three or four and ask them to
share with their group.

SCRIPT: Now we are going to get into small groups.
With your group, share, and discuss your answers.

NOTE: Give groups about five minutes to discuss and
them bring them back for a large group discussion.

SCRIPT: Would anyone like to share an example of
someone on their team who might be a Triangle and
possible ways to flex to increase communication
effectiveness with that person?

NOTE: Respond to volunteers and facilitate the
conversation by asking open-ended questions.

Shape Flexing to Communicate with a Circle

Connect.
Be nice and show it!
Don’t be in a hurry.
Be vulnerable and ask for help.

Put people first.

CERE pesforleaders Cometr
oo 3

SCRIPT: We will now look at ways to Shape Flex
when communicating with a Circle. 1) Connect. Ask
about something you have in common, such as a
recent work holiday, a personal event, or someone
you both know. Take an interest in who and what

is important to them before moving on to the next
thing on your agenda. 2) Be nice and show it! Being
friendly and showing that you care is more important
than what you know, what you want, or what you
need. Use non-verbal communication like facial
expressions (smile), body language (arms or hands
open) and tone of voice (not too high and not too
low) to engage with a Circle. 3) Don’t be in a hurry.
Take time to listen and talk it out. The Circle has

lots of feelings, and they appreciate being able to
verbalize those feelings without being a burden. 4)
Be vulnerable and ask for help. This makes the Circle
feel comfortable and builds trust, plus Circles like

to help. Use emotion and unify by creating a shared
consensus or sense of purpose. 5) Put people first.
When approaching a Circle, be sure to lead with
care and concern for the well-being of others. Link
your communication to people, not things. State the
impact to people before sharing the details.
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Module 3: Shape Flexing

Slide Script & Instructions
SCRIPT: Now we are going to apply what we’ve just
y N learned to some of your relationships. In your Shapes
Reflection Questions .| Participant Workbook, please take a few minutes to
+ Who on your team do you think might be a primary or secondary Circle? “ I answer these quesﬁons-
« What traits or behaviors does this person exhibit that lead you to believe NOTE‘ G[Ve part‘[c[pants two to three mlnutes to

that they might be a primary or secondary Circle?

What are some o _ i answer the questions in their Participant Workbook.
. pecific ways to increase your communication
effectiveness when communicating with this Circle on your team? Once they have had t.,me tO erte dOWI’I thelr answers
4
put them in groups of three or four and ask them to
share with their group.

A

—HRI pesforleaders i
Airotes et &4

SCRIPT: Now we are going to get into small groups.
With your group, share, and discuss your answers.

NOTE: Give groups about five minutes to discuss and
them bring them back for a large group discussion.

SCRIPT: Would anyone like to share an example of
someone on their team who might be a Circle and
possible ways to flex to increase communication
effectiveness with that person?

NOTE: Respond to volunteers and facilitate the
conversation by asking open-ended questions.

SCRIPT: The Squiggle is next. Consider these tips

when Shape Flexing to communicate with a Squiggle.
1) Make it fun! If it’s not fun, creative, or unique, you

Bri:':'::::::gyl will quickly lose interest from the Squiggle. 2) Bring
w o the energy! Speak quickly. Engage the Squiggle with
Don’t be too rigid or controlling. a new idea, enthusiasm, and positivity. Squiggles
e Flaey can be easily bored. 3) Leave some wiggle room.
Change it up!

Anything too structured will not appeal to the
Squiggle. Ask for their ideas to make something more
—HRI pesforeaders 2. | €ngaging or appealing to others. 4) Don’t be too rigid
| or controlling. Squiggles beat to their own drum.
They need the freedom to operate; to figure it out
on their own. They don’t respond well to mandates
or negativity. 5) Be Flexible. A “go with the flow”
attitude goes a long way with a Squiggle. Even in
the midst of a challenging or intense situation, the
Squiggle can lighten up and find something funny to
laugh about. Don’t mistake their laid-back attitude
as complacency or a lack of drive. 6) Change it up!
A Squiggle needs variety. Don’t be afraid to “catch
the Squiggle off-guard.” Squiggles bounce back, can
laugh at themselves, and they have a way of landing
on their feet.

e 20 e Shapes forleaders m—— psychoaeﬁmetrics I
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Slide

Script & Instructions

Shape Flexing to Communicate with a Squiggle

Reflection Questions

+ Who on your team do you think might be a primary or secondary

Squiggle?

+ What traits or behaviors does this person exhibit that lead you to believe
that they might be a primary or secondary Squiggle?

+ What are some specific ways to increase your communication
effectiveness when communicating with this Squiggle on your team?

male

—HRE
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SCRIPT: Now we are going to apply what we’ve just
learned to some of your relationships. In your Shapes
Participant Workbook, please take a few minutes to
answer these questions.

NOTE: Give participants two to three minutes to
answer the questions in their Participant Workbook.
Once they have had time to write down their answers,
put them in groups of three or four and ask them to
share with their group.

SCRIPT: Now we are going to get into small groups.
With your group, share, and discuss your answers.

NOTE: Give groups about five minutes to discuss and
them bring them back for a large group discussion.

SCRIPT: Would anyone like to share an example of
someone on their team who might be a Squiggle
and possible ways to flex to increase communication
effectiveness with that person?

NOTE: Respond to volunteers and facilitate the
conversation by asking open-ended questions.

Shape Flexing to Communicate with a Rectangle

male

pesforleaders

SCRIPT: Finally, let’s take a look at how to Shape Flex
to communicate with someone in Rectangle mode.
1) Be patient. The Rectangle is experiencing change
and may be indecisive, unsure of themselves, or
frustrated. Don’t patronize, rush, or pressure them
to “get through it” or “not worry about it.” Validation
of their thoughts and feelings is important. More
than ever the Rectangle needs to understand and

be understood. 2) Provide clear instructions. Ensure
that your communication is clear and concise. The
Rectangle is likely already feeling overwhelmed.
Don’t add to their chaos. 3) Listen for understanding.
The Rectangle is not thinking, feeling, or acting

like their typical selves. They are processing their
thoughts, feelings, and the change itself. Practice
active listening by being attentive, summarizing what
you hear, and asking for clarification as needed. You
earn the right to support, help, or guide by listening.
4) Ask open-ended questions. Give the Rectangle
opportunities to talk and work through the change
they are experiencing. This will prompt them to talk
through their answers, using you as a much-needed
sounding board. 5) Keep Rectangles focused on
what’s important right now. Since it can take up to
18 months to navigate through personal change, they
must “reel themselves back into reality” from time
to time and take the steps that are important to their
survival and ultimately their success.
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Slide Script & Instructions
SCRIPT: Now we are going to apply what we’ve just
learned to some of your relationships. In your Shapes
Reflection Questions Participant Workbook, please take a few minutes to

answer these questions.

+ Who on your team do you think might be going through Rectangle

change?

NOTE: Give participants two to three minutes to
+ What traits or behaviors does this person exhibit that lead you to believe answer the queSt'IOI’lS In thEIr ParUCIp(Jnt WOI’kbOOk.

that they might be in a Rectangle phase?
+ What are some specific ways to increase your communication Once they have had t-,me to erte dOWﬂ thEIr GI’ISWEI‘S,
effectiveness when communicating with a person in Rectangle mode? o
put them in groups of three or four and ask them to
share with their group.

A

HRT pesforleaders s

SCRIPT: Now we are going to get into small groups.
With your group, share, and discuss your answers.

NOTE: Give groups about five minutes to discuss and
them bring them back for a large group discussion.

SCRIPT: Would anyone like to share an example of
someone on their team who might be in Rectangle
mode and possible ways to flex to increase
communication effectiveness with that person?

NOTE: Respond to volunteers and facilitate the
conversation by asking open-ended questions.

SCRIPT: Now we are going to move into a Shape
Flexing Group Activity. For this activity, we will look
at five prompts, one for each Shape. Then in groups,
you will discuss the prompt and come up with 3-5
specific actions of how you could Shape Flex in the
given situation. We will start with the Box.

Shape Flexing Group Activity

00C

CERE pesforleaders Cometr
. )
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Slide

Script & Instructions

Shape Flexing

Activity - Shape Flexing

* Prompt:

How would you flex to partner with a Box on a project?
« Activity:

Discuss and identify 3 - 5 specific actions you would take to Shape Flex.

Be prepared to share back with the larger team.

male

rleaders

NOTE: This can be an in-person or virtual activity. For
in-person, have participants work in groups of five

or six depending on overall class size. For virtual, put
participants in breakout rooms to discuss the prompts.

SCRIPT: The first prompt is “How would you flex to
partner with a Box on a project?” You will have five
minutes, in your groups, to discuss the prompt and
identify 3-5 specific actions you would take to Shape
Flex. Be prepared to share back with larger group.

NOTE: Give groups five minutes to discuss. After five
minutes, bring the groups back together and ask
groups to share their actions.

SCRIPT: What are some of the actions your group
discussed to Shape Flex to partner with a Box on a
project?

NOTE: Acknowledge responses and facilitate the
conversation by asking open-ended questions.

Shape Flexing

Activity - Shape Flexing

* Prompt:

How would you flex to embrace conflict with a Triangle?

* Activity:
Discuss and identify 3 - 5 specific actions you would take to Shape Flex.

Be prepared to share back with the larger team.

L OHRE hapesforleaders Sbmetr =

NOTE: This can be an in-person or virtual activity. For
in-person, have participants work in groups of five

or six depending on overall class size. For virtual, put
participants in breakout rooms to discuss the prompts.

SCRIPT: The first prompt is “How would you flex to
embrace conflict with a Triangle?” You will have five
minutes, in your groups, to discuss the prompt and
identify 3-5 specific actions you would take to Shape
Flex. Be prepared to share back with larger group.

NOTE: Give groups five minutes to discuss. After five
minutes, bring the groups back together and ask
groups to share their actions.

SCRIPT: What are some of the actions your group
discussed to Shape Flex to embrace conflict with a
Triangle?

NOTE: Acknowledge responses and facilitate the
conversation by asking open-ended questions.

Shape Flexing

Activity - Shape Flexing

* Prompt:

How would you flex to give critical feedback to a Circle?

« Activity:
Discuss and identify 3 - 5 specific actions you would take to Shape Flex.

Be prepared to share back with the larger team.

male

pesforleaders

NOTE: This can be an in-person or virtual activity. For
in-person, have participants work in groups of five

or six depending on overall class size. For virtual, put
participants in breakout rooms to discuss the prompts.

SCRIPT: The first prompt is “How would you flex to
give critical feedback to a Circle?” You will have five
minutes, in your groups, to discuss the prompt and
identify 3-5 specific actions you would take to Shape
Flex. Be prepared to share back with larger group.

NOTE: Give groups five minutes to discuss. After five
minutes, bring the groups back together and ask
groups to share their actions.

SCRIPT: What are some of the actions your group
discussed to Shape Flex to give critical feedback to a
Circle?

NOTE: Acknowledge responses and facilitate the
conversation by asking open-ended questions.
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Activity - Shape Flexing

* Prompt:
How would you flex to engage a in your full day meeting?
* Activity:
Discuss and identify 3 - 5 specific actions you would take to Shape Flex.

Be prepared to share back with the larger team.

male

rleaders

NOTE: This can be an in-person or virtual activity. For
in-person, have participants work in groups of five

or six depending on overall class size. For virtual, put
participants in breakout rooms to discuss the prompts.

SCRIPT: The first prompt is “How would you flex to
engage a Squiggle in your full day meeting?” You
will have five minutes, in your groups, to discuss the
prompt and identify 3-5 specific actions you would
take to Shape Flex. Be prepared to share back with
larger group.

NOTE: Give groups five minutes to discuss. After five
minutes, bring the groups back together and ask
groups to share their actions.

SCRIPT: What are some of the actions your group
discussed to Shape Flex to engage a Squiggle in your
full day meeting?

NOTE: Acknowledge responses and facilitate the
conversation by asking open-ended questions.

Shape Flexing

Activity - Shape Flexing

* Prompt:
How would you flex to make someone in mode feel more

comfortable through change?

« Activity:
Discuss and identify 3 - 5 specific actions you would take to Shape Flex.

Be prepared to share back with the larger team.

male

forleaders

NOTE: This can be an in-person or virtual activity. For
in-person, have participants work in groups of five

or six depending on overall class size. For virtual, put
participants in breakout rooms to discuss the prompts.

SCRIPT: The first prompt is “How would you flex

to make someone in Rectangle mode feel more
comfortable through change?” You will have five
minutes, in your groups, to discuss the prompt and
identify 3-5 specific actions you would take to Shape
Flex. Be prepared to share back with larger group.

NOTE: Give groups five minutes to discuss. After five
minutes, bring the groups back together and ask
groups to share their actions.

SCRIPT: What are some of the actions your group
discussed to Shape Flex to make someone in
Rectangle mode feel more comfortable through
change?

NOTE: Acknowledge responses and facilitate the
conversation by asking open-ended questions.

Shape Flexing

1. What are your top three
takeaways from Shape Flexing?

2. How will you Shape Flex to best
communicate with the members
of your team?

male

—HRE pes

forleaders

SCRIPT: In your Shapes Participant Workbook, take a
few minutes to reflect and answer these questions.

NOTE: Give participants about five minutes to answer
these questions. Ask for volunteers to share with the

group.

4 e shapesforleaders m——————— psychoaeﬁmet'rics I
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male
76
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SCRIPT: Now, we are going to take a minute to recap
what we did today.

Objectives Recap

a
A

+ Do you understand your communication style as a leader, including
strengths and chall , and the communication style of others?

« Can you recognize the possible positive and negative perceptions of
your communication and leadership style, and the communication
style of others?

+ Do you know how to use Shape Flexing to strengthen the
effectiveness of your communication approach and responsiveness as
aleader?

male
78
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SCRIPT: Now let’s take some time to review what we
set out to achieve today.

NOTE: Read through the objectives and ask if anyone
has questions.

Workshop Day Two Agenda
. Welcome Back!

A

Recap of Day One & Preview of Day Two
Modules 4 & 5

Module 4: Shape Motivation

Module 5: Strategic Shaping
Leadership Applications

Building & Shaping Trust

Shaping Your Way through Change
. Shapes Awareness Wheel

Leadership Lifeline
Review & Key Takeaways

Review of Five Modules & Objectives

male

pesforleaders

SCRIPT: Now we are going to take a quick look at the
agenda for Day Two. Day Two will still be filled with
small group activities and discussion throughout the
day. We will go through modules four and five, which
are Shape Motivation and Strategic Shaping. Then
we will learn some leadership applications which
include Building and Shaping Trust, Shaping Your
Way through Change, the Shapes Awareness Wheel,
and the Leadership Lifeline exercise. Does anyone
have questions?

male

SCRIPT: If there are no questions, this will conclude
Day One of the Shapes for Leaders Workshop. Thank
you all for your engagement and participation! | am
looking forward to another great day tomorrow!

END OF DAY ONE
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Welcome Back!

SCRIPT: Welcome back for Day Two of Shapes for
Leaders.

—HRI e Bt
SCRIPT: Yesterday, we learned about the first three
O modaules of the PsychoGeometrics communication
Wedulez 1 system, which are Introduction to PsychoGeometrics,
A Module 1: Introduction to PsychoGeometrics Shape Perception, and Shape FIexing.
Module 2: Shape Perception
Micatiols St sl NOTE: Ask for volunteers to summarize each of the
three modules.
—HDT p M..)I‘[?.‘adel’s Cebmetr -
SCRIPT: Today, we are going to shift our focus
O Welcome Back! to modules four and five, which are Shape
Recap of Day One & Preview of Day Two . . . . .
Moduiena s ' Motivation and Strategic Shaping. Then we will
A TP spend some time going through our leadership
Leadership Applications applications which include Building and Shaping
e i chanae Trust, Shaping Your Way through Change, the
O e Shapes Awareness Wheel, and the Leadership
Review & Key Takeaways Lifeline exercise. The format will be similar to
Review of Five Modules & Objectives . . . e
yesterday and filled with small group activities
—HRE poshyiime e

and discussions.

e Shapes forleaders m—————— psychoaeﬁmet?ics I
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Slide Script & Instructions

SCRIPT: It’s now time to move on to Module Four,
Shape Motivation.

Module 4: Shape Motivation

=

—HRI i e
SCRIPT: In Module Four, we will introduce the
concept of motivation and demotivation. Then
wapn Malteailon Ohjecitias - we will learn the PsychoGeometrics terms “Shape
« Introduce the concept of motivation and demotivation.
« Learn the PsychoGeometrics terms “Shape Motivation” and “Shape Motivation” and ”Shape Demotivation.” From therer
Pemetivation” we will learn how to apply “motivation awareness”
R e B S IEAES A to understand what motivates and demotivates you
+ Use your knowledge to identify, clarify, and raise the probability that you meet and others. And finally, you will discover how to
your motivational needs and the needs of others.
raise the probability that you meet your motivational
needs and the needs of others.
—HRI pesf {!ii‘aders Bebmetrics me
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Slide Script & Instructions
SCRIPT: Let’s start by defining the word “motivation.”

Motivation can be defined as the driving force
behind all action. It’s an internal state that stimulates
and activates your behavior and gives it direction.
" our bahavior el gives e eirecton, e However, it is important to note that what motivates
+ Anatural force that can propel you forward. one person, may not motivate another. Internal
motivation is personal. Motivation is also a natural
force that can propel you forward. This happens
when something externally inspires you to get
—HRI shapesforleaders 22::. | internally motivated. For example, a family wedding
| can be the external inspiration to get internally
motivated to lose 10 pounds. Here’s another
example. Your son is having difficulty in school. You
have been considering finding a tutor for your child,
but you keep thinking he will eventually get the
hang of it. After all, it takes a while to get adjusted
to a new school, and he has always pulled through
before. However, when mid-term progress reports
are sent home, you see that your son is failing English
and is also struggling with math. The progress report
is the external inspiration that you gets you internally
motivated to call a tutor today! Can anyone else
think of another example when external inspiration
gets you internally motivated to take the action you
may have been putting off for a while?

What is Motivation?

« Adriving force behind all action.

NOTE: When someone shares an example,
acknowledge their response. If time permits, ask for
another example, also acknowledging their response
and asking open ended questions so that they share
more details. If you want to expand this workshop into
a longer course, take some extra time here for partner
or small group discussion about other examples of
external inspiration that gets you internally motivated.

SCRIPT: As we can see, inspiration and motivation
work hand in hand. It is being motivated that can
keep you in a state of forward motion. Think of
motivation as every bit as important as the air you
breathe. It can contribute to your physical, mental,
and emotional growth and overall health. Some
people say motivation is just “fluff,” but motivation
is truly the first step to productivity. It is also the first
step to having the desire, energy, and resiliency to
bounce back and keep moving forward, even when
you don’t feel like it.

e 20 e Shapes forleaders m—— psychoaeﬁmetrics I
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Shape Motivation

What is Demotivation?

* Aninternal state.
+ Lack of drive or movement.

« Natural force, but instead of propelling you
forward, it can slow you down.

« Can contribute to a lack of energy.

male

rleaders

SCRIPT: It may sound like a pretty simple question,
but what is demotivation? Obviously, it is the
opposite of motivation. So, what does that really
mean? It’s an internal state, just like motivation, but
instead of propelling you forward, it can slow you
down, bring you to a standstill, or cause you to fall
behind. Being demotivated means you have a lack
of drive and energy, while the world continues on
without you.

Shape Motivation

What is Shape Motivation?

+ Shape Motivationis specific to each of the
five geometric Shapes of
PsychoGeometrics.

« Itis what specifically motivates each of the

Shapes, based on their natural traits,
behaviors, and how they relate to others.
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SCRIPT: The good news is that with awareness,
knowledge, skill, and desire, you have the power to
raise the probability you stay motivated, get “re-
motivated,” and communicate your motivation needs
to others. You also have the power to approach
others in way that will be motivating to them. In this
case, think of yourself as the inspiration that can get
others motivated.

Shape Motivation

What is Shape Demotivation?

* Shape Demotivation is also specific to
each of the five geometric Shapes of
PsychoGeometrics.

« Itis what specifically demotivates each
of the Shapes, based on their natural
traits, behaviors, and how they relate to
others.

SCRIPT: Just as motivation is personal and specific
to each of the Shapes, demotivation is also
personal and specific to the Shapes, as well. Let me
underscore that what motivates and demotivates
one Shape may be drastically different than what
motivates or demotivates another Shape. As is the
case with Shapes in general, “one size” does not fit
all.

Scenario: A Leadership Retreat at the Beach

You have been invited to an ocean-front, Leadership Retreat on the east coast of North
Carolina.

The purpose is to get away from the regular routine of work to connect with other leaders
and share best-practices of leadership.

Let’s take a look at how each Shape may be motivated or demotivated by this kind of
retreat.

male
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SCRIPT: Let’s look at a specific example, such as a
What nd Jou or others? Leadership Retreat at the beach.

NOTE: Read the details of “The Leadership Retreat
at the Beach” scenario on the slide, which can also
be found in your facilitator’s guide and in their
participant’s workbook, as well.
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Module 4: Shape Motivation

Slide

Script & Instructions

What Motivates and Demotivates - The Leadership Retreat at the Beach

But where is the
agenda?

This will be so great,

getting to know and
connect with others, to
share our stories about
leadership.

Is sharing the only
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SCRIPT: Here we have the exact same situation yet,
similar to Shape Perception, this exact situation
can motivate some and demotivate others. It is
important to be aware of not only what motivates
and demotivates you, but also what motivates and
demotivates others. In the case of “The Leadership
Retreat at the Beach,” here is how each of the
Shapes might respond.

NOTE: Read each of the bubble quotes on the slide (or
in your facilitator’s guide) by each of the Shapes (the
blue bubble quote represents the Box, red represents
the Triangle, gray represents the Rectangle, green
represents the Circle, and yellow represents the
Squiggle). Now remind your participants by saying:

SCRIPT: Keep in mind that when we use examples
about one specific Shape, or share what each Shape
may think, feel, or say, we are referencing 100%

of that Shape. Of course, no one is 100% of one
Shape, and everyone has more than one Shape that
represents their communication style. These “bubble
quote” examples are general examples, considering
the traits of only one Shape. It is true that a Box
needs an agenda for the what, when, where, and
why of “sharing,” but a mature, experienced, and
“healthy” Box, regardless of their other Shape traits,
is smart enough to know that sharing, while hard to
quantify on a spreadsheet, can be valuable.

Shape Motivation

Triangle

“| make decisions based on facts, not emotions.”
“If it's quick and gets results, | am all in!”

Rectangle “l'am in a state of ‘I don’t know.’ | need someone to listen then advise.”

Squiggle

“l value relationships and being in one accord.”

“If it’s fun, different, and exciting, I’'m interested!
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SCRIPT: Let’s take a look at what might motivate you
and others by understanding these quotes by each of
the Shapes. One way to strengthen communication
is to approach people in the way they would like to
be treated. Knowing what motivates people will help
you “Shape” your approach and raise the probability
that your communication is effective and received in
a positive manner.

e Shapes forleaders m—————— psychoaeﬁmet'rics I

All rights reserved.
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Slide

Script & Instructions

Shape Motivation

Self-Reflection SHAPE WHAT MOTIVATES WHAT DEMOTIVATES:
nformati
1. Write down what motivates | amsweue
and demotivates your
primary Shape. feeoisbiy,
2. Write down what motivates -
and demotivates your and Growth
secondary Shape.
Connection and
Energyand
Innovation
—HRE pesforleaders AAn

SCRIPT: Let’s start with you. In your Shapes
Participant Workbook, you will find this blank
chart where you can capture what motivates

and demotivates you and your primary and
secondary Shapes. Write down what motivates and
demotivates your primary and secondary Shapes.

NOTE: Give participants 3-4 minutes to reflect and
write down their answers.

SCRIPT: Does everyone have at least one example of
what motivates and demotivates for their primary
and secondary Shapes? Great. Now we will expand
on this exercise by doing a group activity.

Shape Motivation

Group Activity SHAPE WHAT MOTIVATES WHAT DEMOTIVATES
B
1. What might motivate (T
each Shape?
Accountabilty
2. What might demotivate Ll
each Shape?
Change
and Growtn
nnection and
Engagement
Energyand
Innovation
—HRT pesforleaders Bbmetisms

NOTE: This activity can be done in-person or virtually
by creating small groups or breakout rooms.

SCRIPT: We will now move on to a group activity.
Please get into small groups of five or six (If virtual,
place participants in breakout rooms). With your
group, discuss and write down examples of what
could motivate and demotivate each Shape.

NOTE: Give groups 10 minutes to discuss and write
down their examples. After 10 minutes, bring
participants back to the larger group and ask for
volunteers to share.

SCRIPT: Does anyone have an example of what could
motivate the Box? Demotivate?

NOTE: Repeat this process until you have discussed
motivators and demotivators of each Shape.

NOTE: When someone shares an example,
acknowledge their response. If time permits, ask for
another example, also acknowledging their response
and asking open ended questions so that they share
more details. Repeat this process with each of the
Shapes.

Shape Motivation

SHAPE WHAT MOTIVATES WHAT DEMOTIVATES

. An Emotional Approach,
B | oo e taters, | e gt
Information B S e S Being Put on the Spot, Baseless Assumptions,
ST Non-Compliance, Rushed to Make a Decision
A Results, Options, Control, Bullet Points, Aslow Process, A Mandate,
Accountability Direct, to the Point Lack of Control, Long Paragraphs, Drama
and Results
St e e Close-Minded, Being gnare or Patronized,
Advice without Listening First,
Having aMentor, Support from Others,
Ml AlLackof Patience or Concern,
and Growth ploring What's Nex Fear of the Unknown
Q Inclusion, Stories, Appreciation, Overlooked, Spreadsheets, Conflict,
Gt Teamwork, Collaboration Individual Competition, Resistance
Engagement
Freedom, Positive Energy, Routine, Skeptical or Pessimistic,
Energy and Standing Out, Frills, Excitement Fitting In, Basic, Indifference
Innovation
£l male
R pesforleaders

SCRIPT: Here are some of the most common
responses of motivators and demotivators for each
Shape.
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Slide Script & Instructions
Shape Motivation - Application & Discussion SCRIPT: Now that we have spent some time exploring
bl . what motivates and demotivates each of the Shapes,
ndividual Reflection
+ Reflect on your current team and select one of let’s apply what we’ve learned to the people you

your team members. .
work with and lead.

« What specific traits or behaviors motivate this

pisrson’ Demotivaiethis person? NOTE: Give participants about five minutes to answer
Group Discussion o< the Individual Reflection questions. After five minutes,
« Discuss your responses from the individual . . . .

reflection with your group. = put participants in groups of three or four and give

them about ten minutes to discuss. After ten minutes,
bring participants back together for a large group

—HR¥ pesforleaders tie— | discussion. Ask for volunteers to share and facilitate
the conversation by asking open-ended questions.
SCRIPT: Take a few minutes to answer the Self-
— Reflection Questions in your Participant Workbook.
Self-Reflection Questions:
1 Are you getting what you need for NOTE: Give participants about five minutes to answer
ST-motivationt these questions. Ask for volunteers to share with the
. Is Jour team getting what it group.

needs for motivation?

. Could some of your actions be
motivating some while
demotivating others?

CERE pesforleaders Cometr
. %

Module 5: Strategic Shaping

SCRIPT: It’s now time for our final module of the
PsychoGeometrics communication system, module
five, Strategic Shaping.

—HRE e M
Strategic Shaping SCRIPT: Here are the objectives. First, we will
introduce the PsychoGeometrics term “Strategic
Strategic Shaping Objectives /\

y Shaping.” Then we will learn how to use the Strategic
+ Inroduce the PsychoGeometics tem ~ Shaping Model to maximize our Shape strengths,
“Strategic Shaping.” .
manage our Shape challenges, and leverage all five
. Unders?and an_d learn how to use the Siaieale . B
Strategic Shaping Model S Shapes for the ultimate advantage to communicate
« Appl d i ing the S i f 3
Sh g MGcetIn T o o, ‘ and lead effectively.

INFORM

—HRI pesforleaders Sebmetri
Al rights reserved. 101
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Module 5: Strategic Shaping

Slide

Script & Instructions

Strategic Shaping

What is Strategic Shaping?

The process of using all five Shapes to structure
your communication for planning, problem

solving, and conflict resolution.

male
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SCRIPT: Strategic means you have a detailed and
planned strategy that has been thoughtfully created
to achieve a specific purpose. When you add your
knowledge of the Shapes, Strategic Shaping simply
means using the strengths of all five Shapes in your
approach. It is important to note that while all five
Shapes are important to a successful strategy, all five
Shapes do not need to be used equally. Similar to a
recipe, there may be five important ingredients, but
you only need a dash of salt compared to a cup of
flour or sugar. The same is true of the five Shapes.

The Strategic Shaping Model is how you create your
perfect recipe for effective communication and
leadership, especially when it comes to planning,
problem solving, and conflict resolution.

Strategic Shaping

,/‘

“l want to understand.
Tell me more.”

=

Strategic
Shaping

pesforleaders Cebmerics mmm

SCRIPT: Let’s look at the necessary ingredients now.

The first ingredient is the Rectangle. Most people do
not think of listening as the first step to creating a
successful strategy. However, listening to understand
is the key and first step to effective communication,
whether it’s planning, problem-solving, or resolving
conflict.

For example, let’s say you are trying to solve a
problem, or someone has come to you for problem-
solving advice. Our natural tendency is to start the
problem-solving process by going to our most natural
Shapes first, such as your primary and secondary
Shapes. Very rarely do we think of the first step of
problem solving to be pausing, then asking, and
listening. It seems almost counterintuitive to most of
us.

This is why the Rectangle is the most valuable skill
set we can develop. To train ourselves to start with
Rectangle requires conscious thinking since it’s not a
natural place for most of us to start.

Think about it. If someone you love asks you to help
them solve a problem, how would you naturally
respond? A Box would remain calm and ask for the
facts. The Triangle would spare you the time it would
take to problem solve on your own, and instead, tell
you the three things to do, and do now, to relieve
your pain. The Circle would want to comfort you.
The Squiggle would want to give you 10 ideas then
encourage you to try them all until one of them
works!

Instead, Strategic Shaping means you intentionally
use all five Shapes to help solve the problem. It starts
with three little words, “Tell me more.”
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Slide

Script & Instructions

Strategic Shaping

A

“I want to understand.
Tell me more.”

-/

Strategic
Shaping

CARE

“l want to help.”
Show compassion
or concern.
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SCRIPT: Secondly, you will definitely need a dose of
Circle to ensure a successful recipe. It is implied that
you care if you take the time to Rectangle listen for
understanding. But to underscore how much you
care, the second ingredient is to say it and show it. If
the three most important words to problem solving
is “tell me more,” then the four most important
words to problem solving are, “l want to help.” Make
sure your non-verbal communication supports your
verbal communication. In other words, if you say you
want to help, make sure your facial expressions, body
language, and tone of voice is in alighment. Relax
your face, soften your tone of voice, and make eye
contact as you say you want to help. Extend a hand
or, if appropriate in some personal relationships,
touch their arm or place your hand on their shoulder
to “show” you care. In some cases, when you have a
personal relationship already in place with someone,
you may even want to offer a hug. Say, “I’'m here for
you.” The Circle is not only how you show that you
care, but also how you connect.

Strategic Shaping

,’/\

9

Strategic
Shaping

“l want to understand.
Tell me more.”

CARE

“l want to help.”
Show compassion
or concem.

INFORM

INFORM

“Let’s consider the facts.”
Be logical.

male
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SCRIPT: Next, it’s time to take a step back from
emotion and be objective. You can still show you
care while wanting to know the facts, as brutal as
they may be. It’s hard to help people if you don’t
know the non-emotional details of the situation. You
can say, “I care about you too much not to know or
address the facts. That’s how we will figure this thing
out!”

e Shapes forleaders m—————— psychoaeﬁmet?ics I

All rights reserved.

59



Module 5: Strategic Shaping

Script & Instructions

SCRIPT: You have listened to understand. You have
said that you care and want to help. You have asked
for the facts. Now what? It’s either time to get
Squiggle creative, share some inspiration, and words
of encouragement. The Squiggle says, “There’s got
to be a way. Let’s dig deeper!” Or “If there’s anyone
who can do this, it’s you!” The Squiggle may also
sense it’s time to take a break and lighten up before
continuing the problem-solving process. “Let’s take
a break and go have some fun! The problem will
still be here tomorrow, and we can tackle it head on
then!”

Slide
Strategic Shaping
A
/ “I want to understand.
Tell me more.”
‘ CARE
“l want to help.”
Show compassion
Strafegic o concern.
Shaping
“Let’s find a way! INFORM
You got this!”
Be grea!ive “Let’s consider the facts.”
. INFORM Be logical.
HRT pesforleaders Bemetics e
Strategic Shaping
ACT !
“Let's get started.” Tle;?lrar:g to;gderstand.
Take action. m
Show responsibility.
—— ‘4 CARE
“l want to help.”
Show compassion

Strategic or concem.
Shaping

“Let’s find a way!
You got this!”
Be creative.

INFORM

“Let’s consider the facts.”
Be logical.

R pesforleaders L AR
™

SCRIPT: Let’s recap. You are trying to help someone
solve a problem You have used the Strategic Shaping
Model for the first four steps.

The person who has come to you for help knows

you Rectangle understand and Circle care. They also
know you have the Box facts of the situation and that
you will Squiggle challenge the status quo, digging
deeper for an idea that might not even make sense in
the moment, but wind up being the game changer in
the end. Now you have earned the right to Triangle
advise, recommend, or guide. This is so important

to “earn the right.” It starts with the Rectangle.
Listening doesn’t mean you have to agree. It means
you care enough to understand.

Now is the time to make your recommendation

to solve the problem, or initiate responsibility,
accountability, and action on the part of the person
who has come to you for help. The Triangle may say,
“Now that we have talked it out, what do you think
should be your next step?”
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Slide

Script & Instructions

Strategic Shaping Model - Problem Solving

Strategic Shaping Model for Problem Solving
We tend to communicate using just our natural Shape strengths or using

our natural Shape strengths first, sometimes without even thinking about it.

For example, when someone comes to you with a problem, your response typically

comes from your primary or secondary Shape, or a blend of both.

H A

stays wants to is
calm advise innovative

shows
compassion

wants to
understand
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SCRIPT: If you want to become a more effective
communicator and leader, the most important

words you can say is, “Tell me more. | want to
understand.” It takes an open mind and the discipline
to use all five Shapes, starting with the Rectangle to
communicate effectively, instead of jumping to your
primary or secondary Shapes. Keep in mind that you
show love, care, and concern through your natural
Shapes. Instead of listening to understand as the first
step of effective communication, you instinctively
jump to your “go to Shapes.” These are your primary
and secondary Shapes. It’s like breathing. You don’t
even think about it. You just do it. That’s why using
the Rectangle has to be a learned skill set, since
being in an open-state of mind is not natural for most
of us.

Whether the objective is to be an active listener to
understand your partner, an open-minded leader

to connect with your team, or a more creative,
collaborative, or strategic problem solver, adding the
Rectangle to your communication style is a game
changer.

Strategic Shaping - Scenarios

In your group:
+ Discuss the following questions for your group’s assigned
scenario:
* How might you naturally respond using only your
primary and secondary Shapes?
* How might your response look differently using all five

Shapes?

+ Select one member of your group to share when we return

from breakout rooms.

male
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SCRIPT: Now, you are going to have the opportunity
to practice and apply the Strategic Shaping Model.

In your Shapes Participant Workbook, you will find
five Strategic Shaping Scenarios. We will create small
groups and your group will be given a scenario (If
virtual, scenarios will be assigned by breakout room
i.e., breakout room #1 uses Scenario #1). With your
group, read your scenario, and discuss the following
questions: 1. How might you naturally respond using
only your primary and secondary Shapes? 2. How
might your response look differently using all five
Shapes? Use your Participant Workbook to capture
your thoughts and ideas. Then select one group
member to share when we return for large group
discussion.

NOTE: Form groups and assign each group with a
different scenario. Give groups 10 — 15 minutes to
discuss and then bring groups back together. Ask one
member from each group to read their scenario and
share their group’s strategically shaped response.
Acknowledge responses and ask open ended questions
to facilitate the conversation.

e Shapes forleaders m—————— psychoaeﬁmetrics I
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Slide Script & Instructions
NOTE: Share this slide during the large group

discussion.

Strategic Shaping Scenario #1

One of your direct reports comes to you requesting
additional PTO (Personal Time Off). They have
already used all their PTO time for the year. Your
team has a big deadline coming up and you know
you will need their support. Strategically Shape your
response.

male
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NOTE: Share this slide during the large group

discussion.

Strategic Shaping Scenario #2

You have been tasked with a project that requires you
to lead a team of 20 people who come from four
different departments or regions. The members of your
team have very different personalities and
communication styles. To meet a tight deadline, you will
need everyone to work well together. Strategically
Shape how you might “kick off” and structure your first
working meeting with the team.

—HRE pesforleaders aale
w

NOTE: Share this slide during the large group

discussion.

Strategic Shaping Scenario #3

Two of your direct reports are not getting along. It
seems like every interaction escalates and ends with
anger and frustration. The tension between them is
starting to affect the overall group’s morale and
productivity. You decide to meet with them to help
resolve their latest conflict. How might you use the
Strategic Shaping Model to facilitate and guide the
conversation?

—HRT pesforleaders Geomet
bk =

NOTE: Share this slide during the large group

discussion.

Strategic Shaping Scenario #4

One of your employees has been struggling lately.
They are showing up to work late, missing deadlines,
and the quality of their work has declined. You
schedule a 1:1 “check-in” to talk and provide
feedback. Strategically Shape your approach to
effectively communicate with your employee about
their performance.

e ERE pesforleaders Ceometr
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Slide Script & Instructions
NOTE: Share this slide during the large group

discussion.

Strategic Shaping Scenario #5

You have received some information about a big change
coming soon that will impact how your team operates.
As the leader, you can see both “pros and cons” of the

change. You are having a team meeting to communicate
this change. Strategically Shape your message to your

team.
—HRE posforiaaists

SCRIPT: Take a few minutes to answer the Self-

Reflection Question in your Participant Workbook.

SelfReflection Question: NOTE: Give participants a few minutes to answer this
question. Ask for volunteers to share with the group.

1. What part of the

Strategic Shaping Model
will help you the most as a
leader?

—HRT ,M‘vn‘.{‘(i?“aders Cedmetr =
Leadership Applications
Slide Script & Instructions

SCRIPT: Now that we have completed the five
modules, we will move on to the Leadership
Applications section of our workshop. This section
will include Building and Shaping Trust, Shaping Your
Way through Change, the Shapes Awareness Wheel,
and the Leadership Lifeline exercise.

— Ry pesforleaders Ceometr
" r

SCRIPT: We will begin with Building Trust. In this
section we will discuss how to build trust with each
Shape.

—HRE P
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Slide

Script & Instructions

Building Trust with each Shape

Triangle

Do what you say you will do, and do it well, consistently. Ask me what |
know and what | think.

Be confident, take action, and produce results. Follow me.
Rectangle
‘

Squiggle

Tell me more. Listen to me, be patient with me, support me, and advise me.

Show you care about me, my team, and my family first. Appreciate me.

Just be straight with me. Give me the flexibility to get my job
done.

male
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SCRIPT: Building trust can look differently for each
Shape. A Box may say “Do what you say you will do,
and do it well, consistently. Ask me what | know and
what | think.”To build trust with a Box, it’s important
to have a logical, proven process, or plan.

A Triangle may say “Be confident, take action,
and produce results. Follow me.”To build trust
with a Triangle, give them some kind of authority,
ownership, or influence.

A Circle may say “Show you care about me, my team,
and my family first. Appreciate me.” To build trust
with a Circle, show them how much you care and
take time to show your appreciation.

A Squiggle may say “Just be straight with me. Give
me the flexibility to get my job done.”

To build trust with a Squiggle, make it fun or let them
have fun, show your willingness to be different or
accept differences.

A Rectangle may say “Tell me more. Listen to me,
be patient with me, support me, and advise me.”
To build trust with a Rectangle, provide them the
opportunity to explore and support their growth.

Building and Shaping Trust

Group Discussion

1. How might you build trust with a
direct report who is a primary Box?
Triangle? Circle? Squiggle?

2. How might you build trust with a
direct report who is in Rectangle

mode?

male
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SCRIPT: Now that we have discussed ways of building
trust with each Shape, you will have an opportunity
to talk in small groups. With your group, please
discuss how your approach might look differently
when building trust with a direct report as each
Shape.

NOTE: Put participants in groups of three or four and
give them about ten minutes to discuss. After ten
minutes, bring participants back together for a large
group discussion. Go through each Shape and ask for
volunteers to share an example of how to build trust
with that Shape. Ask for any “ah-hah” moments.
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Shaping Your Way Through Change

Slide Script & Instructions

SCRIPT: Now we will move on to Shaping Your Way
through Change. Change is inevitable. It can be both
exciting and scary. It is you job as a leader to navigate
yourself and your team effectively through it. In

Shaping Your Way through Change [JEGERIEESIEUISAVIIEEIEFWEIEET)
. Shape needs to embrace, manage, and lead change.

000060

CHRE pesforieaders >
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How Shapes Respond to Change SCRIPT: First, it’s important to recognize your natural
response to change. The Box can be resistant to

a change with little information and no proven-
o i RS- . miwesiny | track record. Or they could be excited if they get

- A \) @ to be part of solving a problem caused by the

change. The Triangle can be uncomfortable with

i’ st anete | change that lessens control but might get excited
e to overcome a challenge for the big win. The Circle
might be concerned or worried about a change that

—HRI pesforleaders 220 | People might not like but they could be motivated
by a change that benefits the people they care
about in life. The Squiggle is not so worried about
change, because after all the Squiggle gets bored
easily and change can be fun! But the Squiggle
will rebel in response to a change that restricts
their independence, freedom, and flexibility. And
yet what we sometimes don’t like, don’t want, or
causes us to be uncomfortable is exactly what we
need for personal growth and change. Regardless
of your primary and secondary Shapes, people
experiencing a significant change will be thrown
into the “unknown” called the Rectangle. Not all
people are even aware this is happening, but most
people report that when experiencing a significant
change in life, they don’t feel like their typical self.
A life change can be anything that disrupts your
typical thoughts, feelings, moods, behaviors, and
interactions with others, such as starting school,
finishing school, going back to school, moving to
a new city or country, taking a new job, losing or
leaving a job, getting married, getting divorced,
having a baby, adopting a baby, being an empty
nester, losing a close friend or family member, caring
for aging parents, experiencing a serious injury or
health issue, surviving a natural disaster, or learning
how to cope during a pandemic. During significant
life changes, you can be both excited and scared. Or
a little of both.

resistant to change that uncomfortable sensitive to the likes change that’s fun
is new, different, or with change
unproven. that lessens

control. change

e Shapes forleaders m—————— psychoaeﬁmetrics I
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Shaping Your Way Through Change

Slide

Script & Instructions

SHAPE

What do you need to
embrace change?

What do you need to
manage change?

What do you need to lead
change?

Embracing, Managing, & Leading through Change

SCRIPT: Look at what each Shape needs to embrace,
manage, and lead change. Take a moment and circle

the things that you need most when embracing,
managing, and leading change. Please note that the
things you circle don’t necessarily have to be in your
primary and secondary Shapes. Remember, when
going through a change your needs may come from
any one of the five Shapes depending upon your
specific situation.

] e v

a logical, proven process and
may say... o

plan.

options, something | can
control.

authority, ownership, or

to be in charge. i
e in charge. influence.

may say...

mentor, someone to listen, or

a
tell me more about the change. experience or support.

may say...

2n opportunity to talk about it
or “talk it out” with my team,
friends, or family.

knowing how the change will

maysay... | impact me, my team, or family.

believing that the change will
lead to more freedom and
flexibilty.

an opportunity to celebrate
milestones along the way.

n,
may say... freedom to operate.

male

orleaders — | NOTE: Give participants a few minutes to circle their
answers. After a few minutes, ask for a few volunteers
to share and facilitate the conversation by asking

open-ended questions.

SCRIPT: Now that we’ve learned how each of the
five shapes respond, embrace, manage, and lead
change, take a moment to reflect on yourself. In your
participant workbook, answer these two questions 1.
What is your natural response to change? 2. What do
you need to embrace, manage, and lead change?

Self-Reflection

Self-Reflection Questions:
1. What is your natural
response to change?

2. What do you need +o
embrace, manage, and
lead change?

NOTE: Give participants a few minutes to answer these
questions and then ask for a couple of volunteers to
share. Facilitate the conversation by asking open-

— | ended questions.

Shapes Awareness Wheel

Slide Script & Instructions

forleaders

SCRIPT: Now we are going to do the Shapes
Awareness Wheel activity.

orleaders
rights reserved. 124
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Shapes Awareness Wheel

Slide Script & Instructions
SCRIPT: The Shapes Awareness Wheel is a tool

utilized for identifying and clarifying Shape traits or
behaviors that you need to be an effective leader.
Given that each of the five Shapes plays a significant
role in effective communication, we also know that
each of the five Shapes plays an important role in
your leadership effectiveness, too. Once you have

5 N identified a trait or behavior from each Shape,

R nimish it sl el o : you can then use the Shapes Awareness Wheel to
—HI;I ehapesforoaders aats evaluate how frequently and consistently you are
using, or incorporating, that trait or behavior in your
leadership style. Please use the Shapes Awareness
Wheel in your Participant Workbook to complete this
activity. Consider what trait or behavior you need
from each Shape to be an effective leader. Match
the trait or behavior to the correct Shape, then
write it on the appropriate “Shape” spoke. Next,
you will rate, on a scale from 1 - 10, how frequently
and consistently you are using, or incorporating,
this Shape trait or behavior in your leadership style
by placing an “X” on each of the Spokes. Use the
following scale to determine the exact location of
your “X” on each spoke: 1 - 3: Rarely; 4 — 6: Some
of the time; 7 — 9: Most of the time; or 10: Nearly
always. Using the numbers in this scale, place an
“X” on that number on each spoke. For example,
if your answer is: “I rarely use this Box trait or
behavior in my leadership style,” place an X between
1 and 3. Now connect the “X’s” on each spoke of
the wheel to draw your tire. Take a look at your
wheel. What’s working? What’s not? Where may
you have a “bump” or “flat tire” in your leadership
effectiveness? What will you change about your
“ride?” As you evolve as a leader, you will find that
the traits and behaviors you need to be an effective
leader will also change. It is recommended that
you use the Shapes Awareness Wheel each month,
or quarter, to monitor your use of each trait or
behavior, or if it’s time to change the Shape traits
or behaviors you need to be an effective leader. As
objectives, goals, and other things change around
you, you may need to use a different trait or behavior
in your leadership style to be effective.

« Identify one trait or behavior from each Shape that
you need to be an effective leader. Write that trait
or behavior on the spoke of the wheel matching
the Shape.

+ On ascale from1-10, evaluate how frequently and
consistently you are using, or incorporating, that
Shape trait or behavior in your leadership style.

* 1 -3:Rarely

* 4 -6: Some of the time
* 7= 9: Most of the time
* 10: Nearly always

NOTE: Give participants about ten minutes to
complete the individual section of this activity.

e 20 e Shapes forleaders m—— psychoaeﬁmetrics I
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Shapes Awareness Wheel

Slide Script & Instructions

Shapes Awareness Wheel SCRIPT: Now you will have an opportunity to discuss
your Shapes Awareness Wheel with a partner.

Partner Discussion

1. Share the five traits or behaviors you
chose to be an effective leader. Why
did you choose them?

NOTE: Have participants find a partner (if virtual,
assign partners in breakout rooms).

SCRIPT: Answer the following questions with your
partner:

3. Do you need to raise your level of
awareness for using any of the
Shapes in your leadership style? If 3
s0, which Shape traits or behaviors? . ¥

7 ’1J - - %
o 2> 94 133 5e®
2. Share where you placed an “X” on M Y. 295
each spoke. )
'31\ G ’e.;
1”” ;"“’ é";v 6")0

1) Share the five traits or behaviors you chose to be
an effective leader. Why did you choose them? 2)
—HRI pesforicaders NP Share where you placed an “X” on each spoke. 3) Do

you need to raise your level of awareness for using
any of the five Shapes in your leadership style? If so,
which Shape traits or behaviors?

NOTE: Give partners, about ten minutes to discuss.
Bring participants back to the large group and ask for
volunteers to share. After the large group discussion,
inform participants that this is a tool they can use
moving forward to evaluate often and track their

progress.
Leadership Lifeline
Slide Script & Instructions

SCRIPT: Now, you will have the opportunity to reflect
on how your life experiences have Shaped and
influenced the leader you are today.

Leadership Lifeline

—HRE pesforleaders B e
SCRIPT: In your Participant Workbook, you will find

a horizontal line titled “Leadership Lifeline.” You will

Leadership Lifeline .
now have some time to reflect on the events that

Identify key events or significant experiences over

the course of your life by placing them above the have Shaped who you are today. On your Leadership
line as a “highlight” or below the line as a “lowlight.” . . . . .
Lifeline, write the key events or significant
HGHLIGHTS experiences over the course of your life either above
LowLIGHTS or below the line. If you consider the experience

to be a “highlight,” write it above the line. If you
consider the experience to be a “lowlight,” write

it below the line. Once you have completed your
Leadership Lifeline, you will have the opportunity to
share with the group. To start, take about 15 minutes
to complete your lifeline. Once you have finished, we
will talk a little more about the presentations.

A

CERE pesforleaders s

NOTE: Give participants about 15 minutes to capture
their key events and significant experiences on the
Leadership Lifeline.
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Leadership Lifeline

Slide Script & Instructions
SCRIPT: Now that you have created your Leadership
_ _ - _ Lifeline, you will have the opportunity to share.
+ You will have 5 - 8 minutes to present your Leadership Lifeline. During your . . . .
presentation, please cover the following: You will have 5 — 8 minutes to present your Lifeline.
1. Summarize your highlights and lowlights. While presenting please cover the following: 1)
2. How have the highlights and lowlights in your life helped you prepare for Summa rize your highlights and IOWIightS. 2) HOW
leadership? . . o . .
have the highlights and lowlights in your life
3. How have they impacted your resiliency, connectedness, and continuous .
growth as a leader? helped you prepare for leadership? 3) How have
4. Share how your Shapes played a role in your highlights and lowlights, and they impacted your resiliency, connected ness, and
how you may have evolved in your “Shapes” because of the building stages .
and turning points in your lfe. continuous growth as a leader? 4) Share how your

Shapes played a role in your highlights and lowlights,
and how you may have evolved in your “Shapes”
because of the building stages and turning points

in your life. You will now have about 20 minutes to
prepare your presentations.

A

CHRE pesforieaders >
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NOTE: After 20 minutes, allow participants to present.
Leave time for questions and feedback following
each presentation. PLEASE NOTE: Depending on your
class size, each participant can present in front of the
whole group OR you can have participants present in
front of small breakout groups. The curriculum allots
90 minutes for the Leadership Lifeline presentations.
Participants have 5 — 8 minutes to present, so if you
have 10 or less people in your class, each participant
can present to the whole group. If you have more
than 10 people in your class, we recommend having
participants present in small breakout groups. This
activity can be facilitated virtually through breakout
rooms.

Review & Wrap Up

SCRIPT: Over the course of this workshop, you
have learned about PsychoGeometrics, the
science of behavior and the art of communication.
More specifically, you have learned about

Review & Wrap Up your communication and leadership style, the
__ - communication style of others, and how to
O o ‘ [ strengthen your relationships by communicating

more effectively. It started with the Shapes Card
Game by identifying the traits and behaviors that
naturally describe you and the ones that do not.
While your natural Shape strengths, or as we have
learned, your primary and secondary Shapes will
stay with you all your life, it doesn’t mean you are
limited to using just those two Shapes. You can now
further develop your primary and secondary Shapes
and add the other Shapes as learned skill sets to
your communication style. This gives you the power
to leverage all five Shapes to be the best possible
version of yourself and to have an even higher
probability of strengthening your relationships and
becoming an even more effective leader.

—HBRT pesforleaders Bemetics e

s HD T s shapesforicaders m—p, choGeometrics ME—
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Review & Wrap Up

Slide Script & Instructions
SCRIPT: We spent some dedicated time
learning about each of the five modules of the
B e Five Modutes PsychoGeometrics communication system. You
A Module 1: Introduction to PsychoGeometrics were given time to practice and apply what

Module 2: Shape Perception you learned individually, with a partner, and in

Module 3: Sh: Flexi N N .
odule = shape Fexing small groups. Of course, learning is a continuous

Module 4: Shape Motivation

© ) _ process, but you should have a good understanding
Module 5: Strategic Shaping . cer o ae
of PsychoGeometrics. Now it’s time for more
application and practice as you leave this workshop
—HRI pesforleaders nate and return to your leadership role.

NOTE: If time permits, or you are looking to expand
the length of this workshop, pause here to provide
one more teaching moment. Ask your participants to
use their pen and sign their name anywhere in their
Shapes Participant Workbook. Now ask them, how
did that feel? Did they even think about it, or did they
just do it? Was it easy or hard? Now ask them to pick
up the same pen in their other hand and sign their
name again. Ask how did that feel? More than likely,
your participants will tell you that it was awkward,
uncomfortable, and that they consciously had to think
about how to do it. Ask them how does their second
signature look compared to their first signature.
Chances are, you may hear someone say it looks like a
five-year-old tried to do it. Now ask, do you think you
could get better at using your non-dominant hand if
you practiced every day? What if your next paycheck
depended on it?

While you may never be as good at signing your name
with your non-dominant hand as you are with your
dominant hand, your signature will get better, and it
will feel less awkward the more you practice. And, so it
is with Shapes. Keep practicing every day by applying
Shape Perception, Shape Flexing, Shape Motivation,
and Strategic Shaping to your communication and
leadership style. Little is big, and there is a cumulative
value of doing the little things consistently over time.
Even so, you will still walk away noticing big changes
immediately in how you see yourself, others, and the
world now that you know and understand the science
of behavior and art of communication.

70



Review & Wrap Up

Slide

Script & Instructions

Objectives Recap

=
A

. Do you understand your communication style as a leader, including
strengths and challenges, and the communication style of others?

. Can you recognize the possible positive and negative perceptions of
your communication and leadership style, and the communication style of
others?

« Do you know how to use Shape Flexing to strengthen the effectiveness
of your communication approach and responsiveness as a leader?

« Are you aware of what motivates and demotivates you and others and
can you adjust your communication and leadership approach accordingly,
as a result?

- Will you be able to apply the Strategic Shaping Model for planning,
problem solving, and conflict resolution to strengthen your leadership
effectiveness?

male

rleaders =

SCRIPT: Now let’s take some time to review what we
set out to achieve over the past two days.

NOTE: Give participants a minute to do this, then ask
them to go to their last “Self-Reflection” question for
today.

Review & Wrap Up

SelfReflection Questions:

Take a moment to reflect on the

workshop.

1. What were your three
biggest takeaways?

2. How will you implement what
vou've learned o our
leadership style?

rleaders

SCRIPT: Before we wrap up, please review your notes
in your Shapes Participant Workbook, then reflect
and answer these reflection questions.

NOTE: Give participants a few minutes to answer these
questions and then ask if anyone would like to share
their takeaways.

SCRIPT: Would anyone like to share their biggest
takeaway from this workshop?

Congratulations!

You are on your way to being a more

effective communicator as a Leader.

pesforleaders

SCRIPT: Congratulations! You have the knowledge
and skill to be a more effective communicator as a
Leader.

| ShapESforleaderS | Psychoaegmet.rics I
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Section 4

ACTIVITY INSTRUCTIONS

Activity Instructions

Share your name.

et a buz,

out of
[King others ‘
| would say | el great.

Read the statement on the card. ke ol

in my decision-
making.

A

|
Share where you live. .

Does it describe you? Why or why not?

How do the cards you shared impact

A

your leadership style? Give an

example.

]

—HRI shapesforleaders PsychoGeometrics mmms

ACTIVITY: Shapes Card Game Partner Instructions (modification to take less time):

e|nstruct participants to separate their cards into two piles; one pile for cards that describe them and one pile
for cards that do not describe them.

eHave participants find a partner.

*Give the participants 3-5 minutes to do the following with their partner.
Share their name.
Share where they live.
Pick a card from each of their piles (one that describes them and one that does not)
Read each statement and tell their partner why or why not the statement describes them.
Share how the cards impact their leadership style. Give an example.

e After the 3-5 minutes, have participants find a new partner and repeat the same process with two different
cards from their piles. (You can have participants repeat this with up to 3 partners).

*Bring participants back together for large group discussion.

Ask for a few volunteers to share an “ah-ha” or notable moment from their conversations.
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Activity Instructions

SHAPE TRAITS L1

. Informational, Factual, Detailed, Organized, Rarely Shows Emotion, Needs Time to Make
3 A Decisions, Prefers Working Alone, Tends to be a Perfectionist.
1. What are your primary o rmagon. | “tf you want a job done right, do it yourself.”

?
and Secondary Shapes ° Ambitious, Competitive, Focused, Decisive, Strong Opinions, Quick to Get to the Point,

Accontabity Big Picture, Bottom Line, Likes Options, Wants to be in Control.

e Rewlts’ | “Just make a decision, and right or wrong, work to make it right!”
2. What are the 3 traits that ) B i
R Growing, Exploring, Open, L Anxious, or Excited.
best describe you? change | “Please listen to me, then tell me what to do.”
and Growth
. Inclusive, Nurturer, Caregiver, Stabilizer, Relationship-Oriented, Sensitive, Emotional, Team Player.
3. What is the best way to c«;::::m;;d 1 don’t care how much you know, until | know how much you care!
Communlcate Wlth yOU? Creative Intelligence, Free Spirit, High Energy, Spontaneous, Bored Quickly by Routine,
et Unique, Idea Producers.
il b “Let’s go with the flow and have some fun!”
male
—RT shapesforleaders PsychoGeometrios mmms
Allrights reserve

ACTIVITY: Understanding your Shapes Activity Instructions:

e|nstruct participants to find a partner.

*Give participants five minutes to discuss the following questions with their partner (use the Shapes Traits
Cards for examples of traits and communication styles.)
What are your Shapes?
What are the three traits that best describe you?
What is the best way to communicate with you?

eHave participants repeat this process with up to three people.

*Bring participants back together for large group discussion.

Ask for a few volunteers to share an “ah-ha” or notable moment from their conversations.

| | ShapESforleaderS | Psychoaegmet.rics I

All rights reserved.
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Activity Instructions

Shape Perception

Group Activity

SHAPE POSITIVE NEGATIVE
1. What could be the ,mﬂm
positive perceptions of CEISIEC
each Shape? A
o Resalts”
2. What could be the
negative perceptions of T
each Shape? and Growth
o
3. How could positive and e
negative perceptions of
Shapes impact how we Energy and
“see and hear” a leader? tnnovation
R shapesforleaders PsychoGeometrics mmms

ACTIVITY — In-Person Flip Chart Group Activity Instructions:
Activity Setup (prior to the start of the workshop):

eSpace the five flip charts out in a circle around the room (leave plenty of space between flip charts).

eDraw a horizontal line though the middle of each flip chart and write “Positive” on the top section and
“Negative” on the bottom section.

eAssign each flip chart with a Shape by drawing the Shape in the top right corner of the flip chart. (Blue for
Box, Red for Triangle, Grey/Black for Rectangle, Green for Circle, Yellow/Orange for Squiggle).

Activity Facilitation:
oSplit participants into 5 equal groups and assign each group to a flip chart.

*Give groups 3 minutes to write as many potential positive and negative perceptions for their flip chart’s
assigned shape.

e After the 3 minutes, groups will rotate one flip chart to their right and repeat the same instructions from the
first round.

Please note, participants can review, underscore, add, or question anything on the flip chart by adding
tallies or question marks.

Groups rotate until they are back at their original flip chart (decrease time given after each rotation).

*Once back at their original flip chart, groups will identify their top three most common positive and negative
perceptions and share back with the larger group.




Activity Instructions

Group Activity

SHAPE POSITIVE NEGATIVE

1. What could be the mﬂm

positive perceptions of QREISIEIT

each Shape? A

HmiRemits”

2. What could be the

negative perceptions of =

each Shape? and Growth

[

3. How could positive and e

negative perceptions of

Shapes impact how we Energy and

“see and hear” a leader? Innovation

—HRI shapesforleaders PsychoGeometrics mmms

ACTIVITY — Virtual Group Activity Instructions:

oSplit participants up into five breakout rooms.

ePut Shape assignments for breakout rooms in the chat (Breakout Room #1 — Box. Breakout Room #2 —
Triangle. Breakout Room #3 — Circle. Breakout Room #4 — Squiggle. Breakout Room #5 — Rectangle.)

*Give groups 10 minutes to discuss and determine their top three positive and top three negative perceptions
of their group’s assigned Shape.

*Bring participants back from breakout rooms for large group discussion.

eAsk each group to present their top three positive and top three negative perceptions.
eFacilitate the conversation.

e Shapes forleaders m—————— psychoaeﬁmet?ics I
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mAlTO
h shape shape shape strategic
L1 +as‘°’se§€rﬁ§m L2 perceptlon L3 ﬂenﬁg L4 motwatlon shapn?g

Poeredby PsychoGeometrics
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Level 1: Introduction to Level 2: Shape Perception Discover how Level 3: Shape Flexing Learn how to be Level 4: Shape Motivation Learn what Level 5: Strategic Shaping A Five-Star
PsychoGeometrics Includes Two Online others may perceive who you are, and how more effective in your communication style motivates and demotivates your Shapes Communication Process that identifies the
Learning Modules and the complete Shapes perception impacts effective by Shape Flexing, while still being true to and the Shapes of others. Shape order of what to say and the Shape
Assessment communication who you are. style for how to say it.

maAlo
PsychoGeometrics

The Science of Behavior + The Art of Communication:




