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Why Clarity 4D?  

If we liken our lives to a journey, it is wise to establish where you are starting from and where you intend to 
go. Some people may amble through life without any sense of direction or purpose, and others may wish 
to challenge themselves on the way by metaphorically climbing mountains. The behavioural model which 
is offered by Clarity4D is a pathway to establish the most effective route 'up the mountain' in order to bring 
'clarity' and 'purpose' to our goal: to reach the heights of self-understanding. 
 
The Clarity4D profile is a snap shot of you at "base camp". It provides an opportunity to discuss the 
options you have in terms of your behaviours - those you have now, those you wish to develop, and others 
you may wish to minimise or discard. The colour energies, which are outlined overleaf, offer an easy 
language to describe how we interact and modify our behaviours when confronted by different types of 
people and varying situations. The Clarity4D profile can be used for a number of applications from 
personal and career development, personal relationships, team dynamics, leadership style, sales 
techniques and can also be used as a coaching tool. 
 
Specifically, why “Clarity”? This is about looking at our behaviours and psychological preferences from a 
number of viewpoints and gaining greater awareness of the impact of those behaviours on others. We can 
then make conscious informed choices about what is right for us. 

Why then “4D”? The 4D is about the 4 dimensions of our development: 

1st Dimension: How you see yourself 
We all have a self concept, an identity. Some people are very clear about who they are, others less so. By 
answering the questionnaire you have provided a current picture of how you see yourself. Pages 5-7 of 
the profile cover this. 

2nd Dimension: How others see Gary 
We should recognise that because we are all different, the way other people see us will vary too as the 
origin of their thinking/behaviours will be different. On page 8 of the profile you are invited to get feedback 
from key people on how they see you. 

3rd Dimension: Your hidden potential 
Having established how we see ourselves and how others see us, we can explore how much better we 
could be by unlocking our potential. By working through this, we may reveal strengths of which we were 
previously unaware. Page 9 of this profile will show the areas identified for your potential growth. 

4th Dimension: The time it takes to develop your potential 
Development doesn’t happen overnight. It takes a long time and committed effort to produce consistent 
behaviours. The last part of this profile is designed to help us to develop more useful habits to form the 
person we choose to become as we journey through life. We can control the speed of the progression, 
and the only limitation we have is that imposed by ourselves. 
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Understanding The Background  

This Clarity4D profile is compiled from a set of statements that is unique to Gary Blakey. 
 
The idea of personality profiling is not new; it has been around since the Ancient Greeks when 
Hippocrates, the Greek philosopher and medical doctor, identified that his patients behaved in four quite 
different and distinctive ways. Over 2,000 years later, the psychologist Carl Jung also identified the 
differences in personality types. Referring to “The Psychology of C G Jung” written by his pupil, Dr Jolande 
Jacobi, the Clarity4D model is based on his work – linking the Ancient Greeks with modern psychology by 
using colour as a behavioural language. 
 
The Link from the Ancient Greeks 
 
Using the idea from the Ancient Greeks of the four elements, Water, Earth, Fire and Air, and the energy 
that is created by those four elements, the Clarity4D model has been linked to the four psychological types 
identified by Carl Jung, and our preferred way of behaving. The concept of colour has also been added to 
help the reader recognise and remember the different types of personality. 

INTROVERTED PREFERENCES are represented 
by Water and Earth – energies that are hidden 
beneath the surface i.e. sea or soil 

EXTRAVERTED PREFERENCES are represented 
by Fire and Air – energies that are above the 
surface 

 (WATER) BLUE energy is shown by people 

who are introspective and reserved. They like to 
observe others and think before taking action. They 
are happy in their own company, and can give an 
independent, detached analysis, which can 
sometimes give the impression of aloofness. 

 (FIRE) RED energy is demonstrated by 

people who are highly energetic and action-
orientated. They are positive, straight-talking and 
assertive. They tend to be goal-focussed and enjoy 
the challenge of achieving quick results. They are 
pragmatic thinkers who have an objective approach 
which can sometimes overlook the needs of other 
people. 

 (EARTH) GREEN energy is observed in 

people who are warm and friendly in an under-
stated way. They value close relationships and will 
be loyal and supportive of their family and friends. 
They like to create a harmonious atmosphere and 
prefer consensus to confrontation, which can 
sometimes make them appear indecisive and laid-
back. 

 (AIR) YELLOW energy is displayed by people 

who are out-going, sociable and fun-loving. They 
particularly enjoy the company of other like-minded 
people and frequently stand out in a crowd, often 
enjoying being the centre of attention. They are 
persuasive, charming and can sometimes 
overwhelm people with their enthusiastic energy. 

As individuals we are a mixture of these four elements, but we have a preference for using some of the 
energies over others, and the Clarity4D profile will identify which these preferences are, and how we can 
adapt and use the energies to meet the needs of different people and situations in our personal and 
professional lives. At the end of the profile is an action plan designed for Gary to complete and work on a 
future personal development strategy. 
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How Do You Show Up?  

Conscious-self Graph (R4L) 
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The 4 Dimensions of Gary Blakey  

These pages give an overview of Gary’s personal style and some insight into how he works with people and 
tasks. 

 
1st Dimension: How Gary Sees Himself 
 
He has an ability to see potential in situations and how he can make them into opportunities for himself.  He 
will be a fine spokesperson for any team he is a part of. He is most effective when he receives praise for his 
performance and this will inspire him to convey a positive image.  Gary is positive and optimistic and gains 
the co-operation of others with his ability to motivate them through creating lots of ideas.  Gary's vivid 
imagination allows him to keep his enthusiasm and energy high and he is capable of keeping a large number 
of projects on the go at the same time.  

His goal is to pull all the different parts of a puzzle into a whole result, but he keeps finding new bits which 
keep the puzzle ever growing.  He can see opportunities in most situations and can guide others towards 
achieving the goals.  He is better at planning ahead and launching the plans than the follow through.  He 
likes to see the whole picture backed up with facts and logic.  He may switch off a job once it has become 
predictable and regular, and start looking for a new project.  When he is given a project to complete, he 
needs to take time to think through all the possible options and create a detailed plan before starting.  

He may take risks by disregarding information that could warn of danger. He prefers the excitement of the 
new rather than the predictability of the known.  He is good at starting projects and less good at completing 
them, and it may help to have someone to follow through with the details.  Gary has a keen analytical brain 
and can come up with a positive reason for the things he wants to do.  Gary likes to be results focused and 
single minded which means he does not always take time to think about the people involved.  He has a 
natural gift of the gab, and is first class presenter and communicator.  

Gary is focused and results-driven and he is also aware of the importance of people in achieving his 
objectives.  Gary is enthused by new challenges and demonstrates originality in achieving them.  He keeps 
new ideas coming in which helps the creative development process.  He is considered by others to be 
innovative and creative due to his ability to see the bigger and broader picture.  

One of his greatest gifts is the constant flow of new ideas that come from him.  He has a natural leadership 
style, with an open and genial style, and will often end up taking control of a situation.  He puts a lot of 
energy into achieving results and likes to receive rewards that represent the successes.  He throws himself 
into activities and can manage to juggle several at the same time.  His engaging enthusiasm and the 
endless opportunities he can create sometimes makes it difficult for him to focus on just one.  He is driven to 
success mostly to confirm his sense of self-worth and he constantly generates new ideas to help him 
achieve goals.  
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Continued  

 
He likes to connect with people through understanding their views rather than judging them.  He is 
considered by most people to be courageous, dynamic, outgoing and prepared to have a go at anything. 
 Interested and active, Gary likes to comprehend rather than make a judgement.  He prefers to lead people 
rather than manage them, and has an unbiased and expectant style. He likes to have a good reason for 
changing things.  

He is skilled at mixing people together from his wide circle of acquaintances and is outstanding at 
networking.  He may overreact when others make mistakes.  He has a persuasive, self-assured and hands-
on approach to work.  He will take on his colleagues and superiors if he believes in something, but is not 
likely to hold it against them for long.  He has the talent to communicate with and motivate others with his 
vision and foresight, and is inspiring as a project leader.  Gary is charismatic and doesn't find it difficult to 
influence people to follow him.  

When he is in an emotional state, he may believe that no-one truly cares about him or understands the real 
him.  Gary is highly aware of volatile situations and can act swiftly by taking control to get the right results. 
 He may become demoralised if parted from his team or family for long spells, and may not be aware of how 
this effects him.  He is well known for his natural ability to motivate others and demonstrates excellent 
people skills.  He is good at creating new initiatives, negotiating the best outcomes and managing them.  

 
Sometimes a rebel, Gary has the ability of seeing other ways of doing things.  He will be aware of how the 
decision making process and its outcome will affect other people.  He tends to over promise because he 
wants to please others.  He is most fulfilled in a role where he can constantly use his inventive mind to take 
on several projects at once.  

Taking high risks for him is not a problem.  He uses his high intuitive ability on the important and difficult 
parts of a problem.  Gary is his own person and is not afraid to tackle big issues when it's necessary to 
achieve the best results.  His sometimes haphazard, yet blunt approach, can sometimes make him seem 
inconsistent.  He may lose interest quickly and overlook important details in his haste to move onto more 
stimulating things.  He can be juggling too many balls at once and make bad choices as a result.  

Some people may believe his decisions to be unachievable.  He may find it difficult to maintain focus on 
current problems.  He likes authority and will rise to a challenge but needs support in areas where detail and 
routine may cause him to skip over important facts.  He has a preference to talk through ideas which helps 
others to understand where he is coming from.  As an outgoing, future-focused person, he will not like to fail 
but will turn it into an opportunity if such a thing happened.  
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Strongest Areas  

In no particular order, these are what Gary considers to be his major strengths and intrinsic talents. 
 
 
 

 Highly competitive and 
out to win.

Develops good 
relationships quickly.  

Relishes people and 
stimulating situations.

 

Grabs opportunities.

Always looking for a new 
challenge.

Hardworking and 
resolute.

Sees the opportunities 
and takes them.

Demonstrates boundless 
energy.

 Skilled at conflict 
resolution.

Natural talent for 
constantly coming up 

with ideas.
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2nd Dimension: How Others See Gary  

 
Gary should invite some key people to read the profile and note their feedback 

Name 2 statements 
you agree with

2 statements to ask 
"how true is this?"

Other feedback points 
not included in profile

Accuracy 
%

Person 1 
 
 
 
 
 
 
 
 
 

    

Person 2 
 
 
 
 
 
 
 
 
 

    

Person 3 
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3rd Dimension: Areas of Hidden Potential  

Gary has the following areas of potential growth 
 
 
 

 
Speaks his mind and 
doesn't mind who he 

upsets.

May not attempt to listen 
to other peoples' 

opinions.
 

May not be aware of the 
effects of deep-lying 

stress or worries.

 

Quickly reject negative 
feedback.

Quick with an answer, 
sometimes before the 

question is asked.

Has a style of telling 
rather than asking 
questions.

A need to perform at the 
highest level can cause 

stress in others.

Doesn't always 
recognise the gravity of 
certain situations.

 Doesn't always like the 
practical approach.

May not look closely 
enough at the details.  
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4th Dimension: The time it takes to develop your potential  

Self Coaching: 
This page is designed to support you by asking questions that might provoke some self-reflection and 
consideration of the feedback received from others. 

What do you want to achieve? 
 
 
 

Why is that? 
 
 
 

What will it mean to you when 
you achieve it? 

 
 
 

What is the current situation? 
 
 
 

What evidence do you have 
to support this? 

 
 
 

Is the evidence validated or is 
it your "opinion"? 

 
 
 

What is the one thing you 
could do right now? 

 
 
 

What other options are there? 
 
 
 

What might a wise person say 
to you? 

 
 
 

What is stopping you from 
taking action? 
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Action Plan  

As a result of reading your Clarity4D Profile what action steps will you take? 

Describe the person you aspire to be:   
 
 
 
 
 
 
 
 
 
 
 
 
By When: 

To achieve this, what will you stop doing?   
 
 
 
 
 
 
 
 
 
 
 
 
By When: 

What will you start doing?   
 
 
 
 
 
 
 
 
 
 
 
 
By When: 

What else do you need to consider?   
 
 
 
 
 
 
 
 
 
 
 
 
By When: 

This report represents how you completed the questionnaire, and the questions you might like to consider 
now are: 
 
 
a) Who else do I interact with who may benefit from completing a Clarity4D questionnaire?  
 
b) What other areas would I like to develop? 
 
 
There are further chapters of Clarity4D profiles available on: 
 
 
a) Working as a Team 
 
 
For more information on the above visit our website www.clarity4d.com. 
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Gary in a Team 

These are the key attributes and talents Gary brings to a team. Circulate the following pages around the 
team. 

 
 
 

 Shows active interest 
and leadership skills.

Disregards rules and 
regulations.  

Leads by example and 
gets stuck in with the 

troops.

 

Challenges the status 
quo with an inventive 
approach.

Is a forthright 
spokesperson for the 

group.

Will demonstrate 
commitment and focus 
to others in the team.

Can be perceived as an 
influential and inspiring 

leader.

Will push others to gain 
improved results.

 Offers ideas with energy 
and passion.

Initiates lots of different 
concepts.  
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Gary in a Team - Communicating with Gary 

 
Effective communication is essential to good teamwork, and individuals have preferred strategies that help 
them to send and receive the message. When we use their preferred style, we can reduce the barriers that 
may cause the message to be misinterpreted. 

 
Here are strategies to help communicate with Gary: 
To Communicate Effectively What Not to Do

 Help him to keep to the structured plans. 

 Match his fast approach and manner. 

 Motivate him by reminding him of previous successful 
outcomes. 

 Ask him for his opinions and suggestions. 

 Watch for signs that he's switched off. 

 Be flexible when change of direction occurs. 

 Give detailed time scales and deadlines to ensure 
completion on time. 

 Present a general picture of the important issues. 

 Be attentive and prepared to move. 

 Leave out irrelevant facts and too much detail. 

 Be short, sweet and succinct. 

 Be prepared to get involved in new ventures with him. 

 Leave things open to ambiguity. 

 Overload him with long reports to study. 

 Slow down a fast paced conversation. 

 Be vague, unresponsive or stubborn. 

 Behave in a reticent or shy way. 

 Call his principles and values into question. 

 Try and implement rules and regulations. 

 Behave in a pedantic, formal manner. 

 Talk in a slow pace or with long pauses. 

 Disparage his thoughts too strongly. 

 Confront him. 

 Curtail or dampen his spirits. 
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Gary in a Team - Here are some strategies for communicating with 
other types. 

 
For effective communication within a team, we need to recognise and understand how the different types 
prefer to be communicated with. Here are some strategies for communicating with other types. 

 
 
Communication with Red preference 

Do Do Not

 Get straight to the point

 Take ownership of problems

 Keep up with their pace

 Be prepared

 Ask relevant, practical questions

 Be organised and punctual

 Keep to the agenda

 Be positive and enthusiastic

 Speak in a clear, assertive manner

 Be short, sharp and gone 

 Become emotional in discussions

 Appear negative or critical

 Waffle or procrastinate

 Appear hesitant or unsure

 Interrupt

 Challenge their authority

 Mumble or speak slowly

 Flit from topic to topic

 Disagree in public with them  

 Tell them what to do 

 
List below those people who display high RED energy:  
..............................................................................................................................................................  
..............................................................................................................................................................  
..............................................................................................................................................................  
..............................................................................................................................................................  
..............................................................................................................................................................  
.............................................................................................................................................................. 
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Gary in a Team - Here are some strategies for communicating with 
other types. 

 
Communication with Blue preference 

Do Do Not

 Speak in a calm, measured manner

 Follow agreed procedures

 Come prepared with facts

 Respect their need for privacy

 Write details down for them

 Research details before meeting them

 Recognise their accuracy

 Give advance notice

 Use their expertise

 Value their objective analysis 

 Fire rapid questions

 Be disorganised and “woolly”

 Offer ill thought out concepts

 Push for an immediate answer

 Finish their sentences

 Indulge in social chit chat

 Talk loudly and energetically

 Put them on the spot in meetings

 Try to “sweet talk” them

 Hurry them 

 
List below those people who display high BLUE energy:  
..............................................................................................................................................................  
..............................................................................................................................................................  
..............................................................................................................................................................  
..............................................................................................................................................................  
..............................................................................................................................................................  
.............................................................................................................................................................. 
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Gary in a Team - Here are some strategies for communicating with 
other types. 

 
Communication with Green preference 

Do Do Not

 Speak in a friendly manner

 Create a harmonious environment

 Have a relaxed, easy approach

 Ask questions rather than tell

 Allow time for them to feel comfortable

 Appreciate their loyalty

 Take time to talk to them personally

 Find out what are their personal values

 Offer support when needed

 Listen empathetically 

 Appear demanding

 Become confrontational

 Talk loudly and quickly

 Put them in the spotlight

 Appear insincere

 Push for a quick response

 Give insensitive feedback

 Give effusive praise

 Cut them off before they have finished

 Question their integrity 

 
List below those people who display high GREEN energy:  
..............................................................................................................................................................  
..............................................................................................................................................................  
..............................................................................................................................................................  
..............................................................................................................................................................  
..............................................................................................................................................................  
.............................................................................................................................................................. 
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Gary in a Team - Here are some strategies for communicating with 
other types. 

 
Communication with Yellow preference 

Do Do Not

 Speak in a positive, enthusiastic way

 Involve them whenever possible

 Indulge in some light hearted chit chat

 Keep the pace moving

 Ask for their opinion

 Allow them to speak their mind

 Recognise their talent for raising spirits

 Have an informal manner

 Acknowledge their creative approach

 Offer a variety of tasks and topics 

 Appear dour or disinterested

 Overlook their need for recognition

 Talk only in terms of facts & figures

 Ask for or give too much detail

 Leave them out of the picture

 Question their stories in public

 Appear “nit picky”

 Impose restrictions and procedures

 Send long, detailed reports

 Ignore their need for some response 

 
List below those people who display high YELLOW energy:  
..............................................................................................................................................................  
..............................................................................................................................................................  
..............................................................................................................................................................  
..............................................................................................................................................................  
..............................................................................................................................................................  
.............................................................................................................................................................. 
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Gary in a Team - Creativity 

 
Strong teams need diverse ideas and different creative approaches.The following statements will identify 
how Gary approaches creativity and how he can develop these strengths 

 
Gary’s Creative Strengths Areas for Development

 Is driven by his ambition and sees every difficulty as 
an opportunity to prove himself.  Allow other people to shine as well.

 Is highly energetic and lively in a group.  Some people may consider this to be "over the top" 
and find it exhausting.

 Shows there is a fun side to work.  Ensure that the fun is diverted into profitable action.

 His strong interpersonal skills are useful in selling his 
ideas.  Don't forget that not everyone will be so enthusiastic.

 Will enjoy the limelight in selling the message.  Understand that others may respond to "less" rather 
than "more".

 Is hell bent on finding the correct solution to a 
problem.

 Don't forget to think of the people who will be 
involved.

 Likes to set a fast pace.  Get agreement from the team for best results.

 May exaggerate for impact.  Not everyone is convinced by words alone, 
especially when they are over-stated !

 Has a contagious excitement for new ideas and 
opportunities.  Balance enthusiasm with carefully considered facts.

 Is prepared to change things if not right.  Make sure the changes are carried through 
completely.
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Action Plan 
As a result of reading your Clarity4D Profile what action steps will you take? 

 
 

Describe the person you aspire to be:   
 
 
 
 
 
 
 
 
 
 
 
 
By When: 

To achieve this, what will you stop doing?   
 
 
 
 
 
 
 
 
 
 
 
 
By When: 

What will you start doing?   
 
 
 
 
 
 
 
 
 
 
 
 
By When: 

What else do you need to consider?   
 
 
 
 
 
 
 
 
 
 
 
 
By When: 

This report represents how you completed the questionnaire, and the questions you might like to consider 
now are: 
 
 
a) Who else do I interact with who may benefit from completing a Clarity4D questionnaire?  
 
b) What other areas would I like to develop? 
 
 
There are further chapters of Clarity4D profiles available on: 
 
 
a) Coaching to improve personal organisation (in Beta testing currently, available in due course) 
 
For more information on the above visit our website www.clarity4d.com. 
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