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• Read the pre-read

• Have an understanding 
of these key concepts:

• Have a rough idea what 
triggers you personally 
into focused, sorting and 
open states of attention. 

KEY CONCEPTS: 

-Mind Patterns are important for recognizing the diversity of how people think, learn, and 
communicate.  
-Consider how you can make adjustments based on your unique Mind Pattern.  
-There are three different states of attention that are relevant to how we process 
information:   

• Focused attention: Helps you accomplish tasks, attend to details and timelines. 
• Sorting attention: Helps you digest information and think through confusion. 
• Open attention: Helps you imagine possibilities and innovate.  

As a culture we tend to overvalue focused attention and devalue the other two states.  

To generate more insights and connections, allow your attention to 
open.  
To work through confusion and the advantages and disadvantages of 
multiple options, allow your mind to sort.  

-There are three languages of thought: Visual, Kinesthetic (hands-on), and Auditory. These 
languages of thought cause each of us to shift to a different state of attention.  

-There are six unique Mind Patterns, each determined by how the languages of thought 
shift our attention.  

-Notice what triggers your mind to shift from focused, to sorting, to open states of 
attention. When you know your Mind Pattern, you can consciously shift your attention 
state to achieve different desired outcomes. 

Pre-session checklist 
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https://www.bleeker-performance.com/s/Mind-Patterns-Pre-Read.pdf


In-Session Material
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As a Thinking Partner, understanding your own Mind Pattern will help you: 

• Prepare for calls and help you create the ideal environment for you stay present 
during calls. Create reminders and systems that will work for you to recall 
information during calls. 

• Know how to switch into different attention states intentionally. (e.g. if you are 
spacing out, or wanting to infuse some energy into a call). Efficiency in getting 
unstuck. 

• Understand your bias for your communication/learning preferences and how to be 
flexible for clients—who are likely different. 

• De-myth the introvert/extrovert stereotypes.   

Mind Patterns
Understanding the unique way we think, learn, and communicate.
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How do you best prepare for calls?  

How do you create the ideal environment for you during calls? 

What keeps you in Flow State?   

Resources:  
 

• Appendix in Col laborat ive 
Intelligence 

Notes: Mind Patterns
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https://static1.squarespace.com/static/58f9dd749de4bb35974cad99/t/5b78b3f00e2e72ace0e3e032/1534637052598/Mind+Pattern+Appendix+from+Collaborative+Intelligence.pdf
https://static1.squarespace.com/static/58f9dd749de4bb35974cad99/t/5b78b3f00e2e72ace0e3e032/1534637052598/Mind+Pattern+Appendix+from+Collaborative+Intelligence.pdf


In western culture, we 
reward/promote mainly 
for focused attention

Open                                    Focused 

Focused                                     Open 

Resources:  
 

• Pages 64-69 of Collaborative 
Intelligence 

Notes: Mind Patterns
How do you switch into different attention states intentionally?
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https://static1.squarespace.com/static/58f9dd749de4bb35974cad99/t/5b8122c72b6a282494d32470/1535189708582/Mind+Pattern+pages+64-69+from+CQ.pdf
https://static1.squarespace.com/static/58f9dd749de4bb35974cad99/t/5b8122c72b6a282494d32470/1535189708582/Mind+Pattern+pages+64-69+from+CQ.pdf


Not Knowing 
Awkward 
Wonder 
Confusion +
Insights 

Try different options to help them get unstuck (and don’t 
worry about trying to guess their Mind Pattern). 

• For visual or auditory sorters: try a pro’s/con’s list  
• For visual sorters: use images  
• For kinesthetic sorters: where do you feel stress/confusion? Breathe. 
• For auditory sorters: what sounds clear, what sounds murky?

Sorting Attention
Efficiency in Getting Unstuck

Certainty doesn’t lead to 
insights or collaboration. 
Being in a state of not 
knowing, wonder, being 
awkward (sorting and 
open attention) = Insights 
and open collaboration.
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Notes: Mind Patterns
Understand your own bias for your communication/learning preferences and 
how to be flexible for clients—who are likely different in their preferences.

Offer choices and keep asking what they need, and experiment with 
different kinds of thinking: 

“Do you need me to diagram this?”  

“Would it help to do a pro’s/con’s list?” 

“Try pacing and talking me through the idea.” 

“I have a great white paper or podcast that may help, which of those would you like?”
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Notes: Mind Patterns
The right time to bring the Strategy of Mind Patterns to clients/learning partners.

• When they want to be more effective in communications or presentations, and to 
learn to create more productive environments for calls/meetings.  

• Want to improve their ability to think creatively or brainstorm. 
• Are challenged with ways of organizing themselves. 
• Are having difficulty relating to a co-worker or boss. 
• Often get stuck in their thinking.  
• Refer to the introvert/extrovert stereotypes in a way that limits themselves. “I am 

an ITJ…so it’s hard for me to…” 
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 Mapping Your Communication Style
This discovery centers on how each person uniquely moves from one state of attention 

 to another to express and receive information—what we call your mind pattern.

What helps you Focus your attention? 

A1 
AUDITORY

MIND PATTERNS MIND PATTERNSMIND PATTERNS

V1 
VISUAL

• The first thing I recall of a person or place 
is the way something or someone looked.

• I’d prefer to write a report rather than do 
an oral presentation or make a model.

• The best way for me to organize  
is to make a list.

• I like to make direct and steady eye 
contact with the person I’m talking to.

• I’m highly aware of the way I look to 
other people.

• I can multitask visually: I can read and 
watch TV at the same time.

• I tend to be critical of how things look.

K1 
KINESTHETIC

www.RDtheBook.com

FOCUSED
ATTENTION

Connecting in a Disconnected WorldRECONCILABLE DIFFERENCES ©2017 Dawna Markova, PhD & Angie McArthur

1: Focused
 Alert
 Sequential
 Detailed
 Externally Oriented (public)

2: Sorting
 Confused
 Exploring
 Trying to Understand

3: Open
 Imaginative
 Symbolic
 Connective

OR OR

• I’m comfortable talking to large groups 
of people, even without advance 
preparation.

• I prefer to give verbal reports rather than 
do a visual presentation or make a model.

• I naturally remember what’s said  
in a conversation.

• I speak without pause (no “um”s) and use 
precise language.

• Words flow out easily in logical order 
without thinking about it.

• I can multitask auditorily:  
I can talk with one person and  
listen to somone else in the background 
at the same time.

• I tend to be critical of how things  
are said.

• I’m comfortable talking to large groups 
of people, even without advance 
preparation.

• I prefer to be on my feet or moving 
around. A stand-up desk would really 
help me.

• I prefer to share an experience or make a 
model as a presentation.

• The best way for me to organize is by 
making piles.

• I can easily recall what I did and the 
physical sensations of an experience.

• My natural preference is to start hands-
on and experiment by doing.

• I can multitask kinesthetically: I can do 
two or three things at the same time.

• I tend to be critical of how things  
are done.

1. Introduce: “A body of work called Mind Patterns may be very 
helpful for you for x goal you mentioned. It will help you understand 
the unique way your mind processes information, communicates, and 
shifts into different states of attention. It’s based on 40 years of 
research and I think you will find it fascinating. It has nothing to do 
with personality, like so many assessments, but more on the natural 
way your mind works.” 

2. Relate to your own experience with the material. “It 
helped me…” 

3. Send book, pdf, or videos, and suggest you talk about it 
on the next call. Also suggest they email you anything they 
learn about themselves before the next call.  

4. Remind them the goal is to familiarize them with the 
model, not to pigeon-hole themselves into a pattern. 

Introducing Mind 
Patterns to a Client 
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When they want to be more effective in communications or presentations, and learn to create 
more productive environments for calls/meetings.  

“Given what you learned about Mind Patterns, what helps you prepare to communicate clearly? Share a time when you really felt on 
your game in the past.” (you listen for the Kinesthetic, Auditory, Visual cues, listen for: what they are missing?)  

“What trips you up?” (you listen for if it is mainly Kinesthetic, Auditory, Visual) often people say arguing, a 
powerpoint failure, etc.)  

“Let’s come up with strategies for when this happens.” 

“Are you really strong in one domain? (i.e. Creating visual presentations) and which do you need more support?” (i.e. Narrative 
flow and auditory presence to go with the impeccable deck). “Let’s talk through a strategy to do that, and then come up with 
allies to help you practice.”  

 
Improve ability to think creatively or brainstorm. 

“A challenge I always see is people use the same mindset for focusing or ‘working hard’ as they do for creating. Being creative requires 
an open mind, and so switching states of attention has to be a practice, e.g. listening to music for five minutes, looking at imagery, 
taking a slow walk.” Help the client uncover what might work for them, go practice and keep building their 
awareness.

On a call: Insights + Action Strategies
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On a call: Insights + Action Strategies
If they are having difficulty relating to a co-worker or boss. 

As they share details about the interaction, most people get caught in listening just for content, listen 
also for HOW they were communicating. i.e. over email, in a meeting, while sitting in an office.  

Ask them to share other times when they communicated with this person that were effective. Listen 
again for the environment and what might be the success formula for this particular client. Offer 
suggestions on communicating to others in new ways.  Page 80. from CQ may give insight. Also the 
Appendix will offer specific suggestions  

Refer to the introvert/extrovert stereotypes in a way that limits themselves. “I am an INTJ…so 
it’s hard for me to…” *Read our disclaimer on Myers Briggs on the next page.  
 
Through Mind Patterns we want to unlock limiting beliefs. What we strive for is for clients to 
understand what brings out their best, how they can create environments that allow them to 
communicate well, and transform deadlock thinking into creative energetic flow that produces the high-
quality work they are aiming for.
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Notes: Mind Patterns
A disclaimer on Myers-Briggs: Myers-Briggs was developed 50 years ago with very little understanding 
of the brain, by two housewives. HR departments keep the system going  (many older fortune 500’s) 
because they have many people trained, and they keep reinforcing it. In our opinion, however, it is not 
very accurate and it focuses on personality. We (PTP and Bleeker) veer away from any assessment that is 
based on personality. In the latest research from the Psychotherapist/neurologist world we (science) 
cannot really define personality, and it does not reside as a ‘place’ in the brain. Our experience is people 
have a nature about them, yet we are all strongly influenced by people around us, and always changing. 
Also, people are averse to being pigeon-holed. Mind Patterns is about recognizing the natural ways we 
communicate, and it dissolves the introvert/extrovert theory. As you can see, what most people mistake 
by labelling introvert or extrovert is usually through the lens of verbal expression. If someone is verbally 
shy they get classified as introvert, yet they may be very extroverted Kinesthetically (e.g. soccer player, 
dancer). When people gleefully want to share their INTJ classification, I usually say this is only part of 
the story. Depending on your Mind Pattern you may be verbally extroverted, but kinesthetically very shy 
(introverted) or visually extroverted (e.g. Be out in the world in a very public way through your writings, 
blogging, but more introverted verbally). Through this model, what we want is clients to 
understand what brings out their best, how can they create environments that allow them to 
communicate well, and transform deadlocked thinking into creative energetic flow that produces 
the high quality work they are aiming for. 
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A personal growth insight for 
clients 

Recent research shows that we judge someone in a millisecond.  Understanding Mind Patterns can help 
us dissolve some of the immediate ways we mis-read, and therefore mis judge and miscommunicate to others. 
We make assumptions all the time about the meaning of people’s body language, expression, voice tone; it’s 
human nature. So one of the greatest leadership qualities we can develop is to notice what quick assumptions 
we are making, and pause long enough to consider alternatives. 

Typical Judgements What could be…

They seem checked out. They are in an open state of attention, but still engaged.  

They are messy and disorganized. Visual organization is not their preferred system. 

They can’t remember what my exact words were. They need to write things down to be exact.

They are impatient and  move all the time. They need to move to stay present. 

They are too quiet, therefore don’t add any value. They dislike interrupting and prefer to email, or be on their 
feet when they talk. 

Differences as difficult: 
how they show up 
real-time.
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80 S T R AT E G Y  1 :  M I N D  PAT T E R N S

COMMON  

BREAKDOWN

MIND-PATTERN  

ANALYSIS

ADJUSTMENT  

POSSIBILITIES

Talks too much, and 

mostly over others.

Auditory is strong, 

and this helps them 

focus.

Invite them to move in order 

to open their minds. Write 

down what they are saying so 

they will feel heard.

Misses content in 

email and/or does 

not bother to re-

spond. 

Visual triggers open 

attention, and they 

become agitated with 

long emails or too 

many details. 

Make sure the subject line is 

an action such as “Please re-

spond by 3:00 P.M.” Offer to 

follow up with a call to dis-

cuss. Keep emails as short as 

possible. Highlight requested 

actions.

Doesn’t recall what 

you said.

Auditory triggers 

open attention.

Make sure you give them time 

to write what you are saying; 

send a quick email recapping 

the conversation. 

You feel they are not 

listening. 

Auditory triggers 

open attention.

Encourage people to stand 

up in the back during a meet-

ing, and ask someone to 

track the group conversation 

on a whiteboard.

Talks in circles or 

stream of  

consciousness.

Auditory triggers 

open attention.

Ask them to sketch out what 

they are saying, or you write 

it so they can see it and be-

come more focused.

Needs to talk to both 

sides of a situation 

and seems to vacil-

late. 

Auditory triggers 

sorting attention.

Make two columns; ask them 

to write down the pros and 

cons.

Visually overloads 

people with emails, 

texts, or written infor-

mation.

Visual triggers fo-

cused attention.

Ask for summary in bullet 

points, or request visual to be 

put into two pages—one high 

level, and one with details. 

Seems jittery and 

anxious to move. 

They may fiddle a lot 

while you are talking 

or showing them 

something.

Kinesthetic triggers 

focused attention.

Suggest they get on their 

feet while you talk, or use flip 

charts where they can stand 

and write as the group thinks.

Seems disengaged or 

spaced out after sev-

eral minutes of sitting 

still.

Kinesthetic triggers 

focused attention.

Have tactile objects for peo-

ple to “play” with during the 

meeting. Encourage people 

to move. 

Mark_9780812994902_3p_all_r1.s.indd   80 6/29/15   9:11 AM
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Mind Patterns Strategies



PTP has years of research, resources and tools to help people who want to dive further into this 
work. If you want more, we’ll get it to you. We also have a specialist in Mind Patterns who can 
help with kids, and a whole spectrum of resources for parents. Just look at PTP website, send us 
an email, and we will support you further.  

The Last Thought
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https://ptpinc.org/ptp-store

