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Margare t Thatch e r is Fie ry Red; Ne ls on Mande la
is  almos t c e rtainly e arth gre en.  This  is not advic e  on
how to  put your wardrob e  tog e the r; th e  c o lour-coding
re f e rs  to  the  typ e  o f  p e rs on you are .  And Paul Dunn-
Sims, Lambert Smith Hampton’s  enthus ias tic  h ead of
human re s ourc e s , is  ve ry much a sunshine ye llow.

It was  probably his  sunshine ye llow qualitie s  -
s o c iability, dynamism, demons trativenes s ,
e nthus iasm, persuas ivene s s  and expre s s ivene s s  -  that
firs t he lp ed him c onvinc e  the Lambert Smith
Hampton board that its  f e e - e arne rs  c ould do with
s ome manag e rial training, o r, more  p re c is e ly, personal
e f f e c tiveness training.

‘When I c ame  to  the  c ompany, all the  training
was  f o cus ed on the te c hnic al skills  surve yors need,
rather than the manag ement skills ,’ says  Dunn- Sims.
As  a newcomer to  surveying, he  s o on re alis e d that
e f f e c tive  re lationship s  with c lie nts were crucial to
many big deals.

‘Talking to  f e e - e arne rs , they hadn’t re ally
unde rs to od jus t how much pe rs onal chemis try p layed
a part in the ir de als.  There was  room to  improve our
re lationship with the  c lie nts ,’ h e  says.

The  cours e  Dun- Sims chose was  one  that is
wide ly us ed by blue - c hip  c ompanie s  such as British
Airways, Canon and NatWe s t.  Called Ins ights, it us e s
a c o lour-coding sys tem to  allow peop le  to understand
themse lve s  b e tte r, and c ons equently to understand
what make s  o the r people  tic k.  Us ing this
information, the course teache s  partic ipants  how to
s e ll more  e ffe c tive ly to diffic ult c lie nts , and how to
ge t re s ults  f rom te am members with whom they had
pre viously found it hard to  c ommunic ate .  Charle s
G rimes , a forme r surveyor and an Ins ights  traine r, le d
the  two - day c ours e .

Juggling Concepts

Initially the re was  s c e p tic ism, e s p e c ially when,
within minute s  o f  the  c ours e  s tarting, tho s e  attending
we re  asked to jugg le .  But nine months afte r the f irs t
wo rkshop with the  c ompany’s  building surve yors, a
new languag e  is  s tarting to  p e rmeate  the  f irm.  ‘You
c an’t ask him to do that, he ’s  a blue ,’ they say; o r: ‘he
mus t be red - he’ll only see me for five minute s.’

Such talk is not as  s illy as  it s ounds.  Bas ed on
the work of Swis s  p s ycho log is t Carl Jung, Ins ights
te ache s  partic ipants  to  c ons ide r th e  ob s e rvable
behaviour of their c o lle ague s  and c lients , and to
c ate go ris e  them ac c o rding to  the  c o lour chart.  But
firs t, partic ipants  le arn that e ach  p e rs on in the ir
o rganisation has unique  s trengths, styles, needs and
exp e c tations - which  can be  exp lo ited by the team.
‘We wanted the manag ement to have  a c ommon
language  to dis c us s  inte rpersonal deve lopment, and
they have  p ic ked it up ve ry re adily,’ says  Dunn- Sims.

Mos t o f  LSH’s  top  f e e - earne rs  -  inc luding chie f
e x e cutive Bruce Brown and financ e  dire c to r Graham

Leaving rivals in
the shade
There’s more to training than CPD - even for surveyors.  Angela Jameson reports on how one surveying practice
turned to colours to help its fee-earners pull in more business and communicate effectively with clients and
each other.

The real hue: how colour helps us to understand ourselves
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Ede -  have  now comple ted the course .  The next
laye r of management -  as s o c iate s  -  will unde rtake
the  two - day workshop in the  spring.

Course leade r Grimes explains how the course
applie s  to  individuals ’ daily workload: ‘We  think we
c an c ommunic ate  b e caus e  we  all talk.  But of ten we
agre e  s omething in a mee ting and go of f  with
c omple te ly diffe rent ide as  in our heads.’
Partic ipants  le arn to  re c o gnis e  o the rs ’ behavioural
s tyle s  and to  adapt the ir own behaviour to meet
o the rs ’ ne e ds.

Fo r example, if  a red/ ye llow pers on trie s  to
s e ll an idea to  a blue / gre en c lie nt by be ing
ex treme ly enthus ias tic , it may put them of f .  ‘It is
diffic ult to move f rom one  s tyle  to  ano the r without
prac tic e ,’ says  Grime s.

Which brings  us  back to  jugg ling.  G rime s
s tarts  the  c ours e  by asking peop le  who can jugg le ,
and ge tting each partic ipant to  try.  But this  ic e -
bre ake r has  a s e rious mes sage .  At firs t, e ve ryone
says  they can’t jugg le , but G rime s  go e s  on to
demons trate  that this  is not the cas e .

‘It shows  that if you want to  b e  suc c e s s ful,
you have  to  b e  p re pared to fail firs t,’ says  Grime s.
And by the  end of two days  mos t people  are
pas sable  jugg le rs , thanks  to  enc ourag ement from
the ir p e e rs.  ‘It’s  all about te am support,’ explains
G rime s.

In geese we trust

‘And g e e s e ,’ adds Dunn- Sims, demons trating
ano the r o f  the  motif s  the LSH staff have adopted.
Apparently g e e s e  f ly in formation becaus e  they can
g e t 70% furthe r that way than on their own.  LSH’s
surveyors are  now working out how to fo llow their
example.  ‘A surveying firm c ompromis e s  hundreds
o f  individuals with no  s ens e  o f  te am at all,’ says
G rime s.  ‘All th e s e  p eop le  c ould be  ve ry suc c e s s ful
if  they went off  to work on their own.’  By te aching
them how to work tog e the r, h e  hope s  to harne s s
tho s e  s kills  fo r the  bene f it o f  the  c ompany.

All f e e - e arne rs  are  required to bring in a
c e rtain amount of  new bus ine s s  e ach year, and the
c ours e  c ontribute s  to  the  s kills  they need.  And it is
appre c iated in the f ie ld.  Paul Morris , ag enc y
dire c to r at LSH’s Leeds of f ic e , was  s c e p tic al at firs t,
but now he says  the  c ours e  was  ‘fantas tic .’  He ’s  a
sunshine ye llow.  Morris  als o  puts  the  the o ry into
prac tic e  e ve ry day.  ‘You do  it subcons c iously;
maybe  s omething will c ome up and you’ll re f e r to  it.
And now, before I go to see c lie nts  I try to f ind out
about the ir p e rs onality be fore  I go  in.’ he  says.

So where does the course fit into  the  c ompany’s
training ne e ds  as  a whole?

Dunn- Sims plans to run half-day workshops
with individuals working on the more diffic ult as p e c ts
o f  dealing with c o lle ague s  and c lients , while  the
firm’s  p e rformanc e  re views will als o  p ic k up on are as
whe re  individuals need more work.  ‘Where we see a
c o lle c tive  ne e d we will run a g roup-wide  p rog ramme ,’
says  Dunn- Sims.

When the 120 as s o c iate s  in the f irm have  b e en
through the course , the board will take  a de c is ion on
whe the r it is  worth ro lling out the  programme  to  le s s
s enio r f e e - e arne rs.  At £80,000 a ye ar to  train 120
dire c to rs , th e  c ours e  isn’t ch eap.  But Dunn- Sims and
Grime s  are  c onvinc e d that jus t a 5% uplift in th e  f e e -
e arning o f  each partic ipant is  an ach ie vable  re turn on
inve s tment.  G rime s  s ays : ‘Many c ompanie s  jus t s e e
the  c o s t, which is  s ignific ant, but the  po tential
rewards  are  enormous.’

Insights for small firms
Small, specialist practices have different challenges.  Team
members multi-task, handling all types of situations and clients.
Highly developed interpersonal skills are essential and have a
huge impact on company success.

Typical Company Profile
• Founded mid/ late  1990s.
• Lean and flex ible
• Spec ialis t knowledge and c lient bas e
• Fewer than 10 f e e - e arne rs , many of  whom le f t

large r c o rporate s

All the right moves: colour-coding our body language and
personality
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The individual players
Possess high levels of professional expertise, know-how,

contacts and:
• Have  a c le ar, shared vis ion
• Want to  b e  the ir own boss
• Want to  c ontro l the ir own de s tiny
• Are  c re ative  p rob lem so lve rs
• Have f lair and le ade rship ability
• Thrive  on unc e rtainty and change

What is the current challenge?
You may need more developed:

• Analys is
• Planning
• O rganis ation
• Dete rmination
• Lis te ning skills
• Te amwo rking

Discovering the answers to the following questions can have a
profound impact on your company and the individuals in it.

Your colleagues
• What are  the ir s trengths and weakne s s e s ?
• Who is  b e s t suited to each task?
• What do  they bring to  the  te am?
• What are  the ir pre f e rred methods  o f

c ommunic ation?
• Are  the re misunderstandings?  Can they be

avo ided?
• How can individual and group communic ation

skills  b e  deve lop ed?
• Is  te c hnic al expe rtis e  important?  Yes, but other

attribute s  will make  o r bre ak th e  ente rpris e .

Your clients
• Should you treat them as  they want to be

tre ated, o r as you want to  tre at them (there  is  a
diffe re nc e )?

• How do you know what they want and
re c o gnis e  the ir s tyle ?

• How do you adapt your behaviour?

Charles Grimes, Insights
Tel: 020 8464 3022
E-mail: cgrimes@insightsworld.com


