A sixth sense

This lesson plan for both pre-experience and in-work
business students is based around an article first published
in Business Spotlight Issue 3/2013. The article is about how
to improve professional relationships with co-workers.
It provides strategies, tasks for self-reflection and useful
language suggestions.
The tasks in the worksheets relate to certain sections of the
article. Tasks 1 and 2 should be done before reading, Tasks
3-5 can either be done while reading or after reading and
Tasks 6 and 7 should be done after reading.
The teacher’s notes provide suggestions for teaching and
learning strategies as well as ideas on how to present the
tasks in the classroom, any necessary answer keys and
extension tasks (for in class or as homework).

Lead-in
These questions are meant to introduce the topic of the
senses and to encourage students to discuss what a sixth
sense might be or how it might show itself.
Key:
a. sight, hearing, taste, smell, touch
b. (suggested answer) a special ability to feel or see things
without using the usual five senses

Pre-reading questions
Here students are asked to think about and discuss how
they would answer the questions. As they read the article,
students should compare their answers with the points made
in the article.
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One way to get around this problem is to ask
students to highlight or underline all the words and
phrases in the article that they understand, or have
heard before, but do not yet actively use. These
would be the ones that they should try to learn and
put into their active (rather than passive) language.
It is worth taking the time to allow students to decide
what new language they think will be useful to them
and come to a consensus as to what they are going
to learn and use. This is also a task that can be set
as homework. Comparing the students’ suggestions
as to what constitutes new useful language and
expressions in the next lesson will also serve as a
good revision task.

Observation
Students should read the paragraph and match the
questions with their corresponding aspects.
Key:
QUESTION

ASPECT

What do they say?

Verbal behaviour

How do they say it?

Paralinguistic
behaviour

What do they do?

Actions and
skills shown

How do they do it?

Working style

What don’t they say?

Non-verbal behaviour

What do they think?

Opinions and attitudes

What do they feel?

Emotions and moods

What do they want?

Objectives, needs
and motivations

What do they believe?

Values, principles
and beliefs

Who are they?

Sense of identity
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Group size: Any

Key words and expressions tasks have not been
included in this advanced lesson plan. Hopefully, by
the time they have reached this level of language,
the majority of students will have developed their
own method of recording and learning new language.
However, there is a danger that they will become
distracted by unusual, and therefore low-frequency,
words and expressions.

Visible aspects

Material needed: One copy of the student
worksheets, Appendix and Vocabulary record
per student

Invisible aspects

Timing: 90 minutes plus

Teaching and learning strategy: Taking
responsibility for learning vocabulary

Teacher ’s notes

Level: Advanced

A sixth sense
Appendix

This task refers to the Step 2: Assess section of the article.
The students should work together and decide which
type of person – Blue, Red or Green – is most likely to do
the things described in the sentences.

This section provides some useful vocabulary related
to the article, including examples of questions to ask
colleagues, ways to encourage conversation and methods
of communicating with personality types Blue, Red and
Green, as presented in the ‘Diversity Icebreaker’ tool. If
there is no time to run through this in the lesson, it could
be handed out as reference material.

Key:
Blue: b, e, f, j; Red: d, h, i; Green: a, c, g

Strategizing
Ask the students to work individually when looking
at the opposites drawn from the Diversity Icebreaker
model. They should mark where they consider
themselves to be on the lines, e.g. Are they more practical
or philosophical? They should then compare their
responses about themselves with each other. How similar
or different are they in their attitudes and characteristics?
Extension: Ask students should think about a co-worker
who they have had difficulties or differences of opinions
with and do the task again on behalf of that person,
deciding how he or she would most likely answer.
Comparing where they have placed themselves and their
co-worker on the lines, they should be able to see where
their major differences with this person lie (and hopefully
do something about it).

Discussion
These questions give the students the chance to think
about what they have read and talked about so far as well
as to give their own opinions and offer any anecdotes or
stories from their working lives.

Vocabulary record
Here, students should be encouraged to record all the
new and useful vocabulary they have learned during the
lesson, not only in the form presented in the article but
also in related forms.

Teacher ’s notes

Assessment

Related topics on onestopenglish
For follow-up lessons on the same or related topics go to
the following lesson plans in the Business section
on onestopenglish:
Business Spotlight: Should you socialize with
your co-workers?
http://www.onestopenglish.com/business/businessspotlight/should-you-socialize-with-your-coworkers/552158.article
Business Spotlight: Fighting back
http://www.onestopenglish.com/business/businessspotlight/fighting-back/552062.article
Business Spotlight: All together now
http://www.onestopenglish.com/business/businessspotlight/all-together-now/

Note: If the students all work at the same company, they
may not be willing to answer the third question. You could
make it clear that this can apply to relationships with past
colleagues in a previous job.

Research
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Students could explore these links as homework and
report back at the next lesson on what they have learned.

A sixth sense
Lead-in

Worksheet

Answer the questions below.
a. What are the five senses?
b. What might a sixth sense be?

Pre-reading questions
Before you read the article, think about how you would answer the questions below.
•

What aspects should we observe in other people in order to understand them better?

•

What different styles of thinking and communicating are there?

•

What strategies can you use to build good relationships with others?

•

How can we encourage people to be open with us, so that we can learn about them more quickly?

As you read the article, compare your answers with the points made in the article.

A sixth sense				
to quickly
A sixth sense can be useful when we need
le who we
peop
with
form a good business relationship
ut this is
abo
go
we
don’t know very well. But the way
decisive, as Bob Dignen explains.
world, we
In the increasingly complex global business
but often
le,
peop
e
have to interact with more and mor
e time,
sam
the
At
less frequently and only superficially.
.
lines
dead
we have to deliver results together to tight
has
quickly
Building effective working relationships
much
and
ssary
nece
e
mor
therefore become both
more challenging.
new
Indeed, we need to develop a completely
le.
peop
for
e
sens
sixth
talent – a kind of

A learning cycle

teur
Many people love to play the role of ama
clients. But
and
s
ague
colle
psychologist, analyzing their
these
ing
mak
t
developing a sixth sense is not abou

© Macmillan Publishers Ltd and Spotlight Verlag GmbH 2013
BUSINESS SPOTLIGHT / A sixth sense

				

by Bob Dignen

confident
kinds of judgements, which are often too
to make
need
n
and categorical. So, although we ofte
that these
e
gniz
quick judgements, we also have to reco
mit to the
are superficial – and should therefore com
following four-step learning cycle:

Observe

Interact

A
learning
cycle

Assess

Strategize

1

•P

2

CA HO
N T
O
FR BE C
O DO O
M W P
W N IA
EB LO B
SI A L
TE DE E
D •

1

A sixth sense
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A sixth sense
Observation
Read the paragraph below then match the questions with their corresponding aspects. Two sets
have been linked for you.

If we think of other people as icebergs, we can create a framework of questions to discover more
about their invisible depths. And as we observe more closely, ask questions and listen carefully, we
can begin to draw some initial conclusions.

Invisible aspects

Visible aspects

Framework of questions
ASPECT

What do they say?

Working style

How do they say it?

Non-verbal behaviour

What do they do?

Verbal behaviour

How do they do it?

Actions and skills shown

What don’t they say?

Paralinguistic behaviour

What do they think?

Objectives, needs and motivations

What do they feel?

Sense of identity

What do they want?

Values, principles and beliefs

What do they believe?

Opinions and attitudes

Who are they?

Emotions and moods

Assessment
In the Step 2: Assess section of the article, Ekelund says that although everyone has all three
styles inside them and is capable of using them all, one style normally dominates. Test your own
ability to assess people using this model. Decide which type of person — Blue, Red or Green — is
most likely to perform each of the actions below.

Assessing people: Who would do what?
act independently to come up with a strategic plan
say in meetings that the discussion needs to focus more on the current situation
argue and defend their position quite aggressively
ask if others would like some coffee
point out that it’s time for the next item on the agenda
insist that research is done before a decision is taken
fall asleep when figures are discussed in detail
give positive feedback
stress the impact of changes on the team
ask what happens next and when
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QUESTION

Worksheet

3

A sixth sense
Strategizing

Worksheet

5

Look at the following opposites drawn from the Diversity Icebreaker model. In which direction on
each dimension do you need to show more flexibility to the different people you work with?

cautious
harmonious
logical
practical
precise
sociable

6

impatient
provocative
emotional
philosophical
visionary
independent

Discussion
Discuss the questions below in small groups.
Why should we make the effort to get on with and try to understand our co-workers?

•

Which methods specified in the article do you think might be useful for you at work?

•

Have you ever used any of the strategies mentioned in the article to deal with a potentially difficult
situation? If so, what was the result?

Further research
Explore the topic further using the links below.
For more information about the ‘Diversity Icebreaker’ model, see: www.diversityicebreaker.com

•

Find out about the Myers-Briggs Type Indicators: www.myersbriggs.org

•

Learn more about Team Management Systems (TMS): www.tms.com.au

•

Read about David Kolb’s learning theory, which inspired some of the ideas in this article:
http://en.wikipedia.org/wiki/David_A._Kolb
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A sixth sense

					

discover more
Asking questions is an excellent way to
about what is important to other people.
Finding out opinions and feelings
What’s your opinion on this?
How do you feel about this?
still
Is this idea convincing to you or do you
have doubts?
principles
Understanding motivation, values and
for you?
• What’s the most important part of this
• What really matters to you here?
principle
• To what extent is this a question of
for you?
Clarifying work objectives
here?
• What is the main objective for you
• What is your priority: cost or quality?
• What do you want from all this?
Negotiating working processes
• How would you prefer to do this?
• Who should do what?
• Shall we begin by … ?

•
•
•

2. Inspiring openness in others

tions, try
If others feel intimidated by too many ques
e them to
urag
enco
to
giving information about yourself
be open towards you.
Showing competence
. I was
• I have some knowledge in this area
responsible for …
from my
• I have quite a bit of experience in this
time at …
Identifying commonalities
in …
• That’s interesting. I have also worked
.
here
oach
appr
e
• I think we have the sam
• I agree with you that …
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Asking for feedback
• How are you finding the team so far?
ge to make
• Is there anything you need me to chan
your life easier?
work together?
• How do you feel about the way we

del
3. Applying the ‘Diversity Icebreaker’ mo
rent types

Learn to communicate effectively with diffe
of people.

‘Blue’ type
d. Talk about
Be grounded, practical and well-prepare
r
details and achievable targets with a clea
cost-benefit focus:
• I’ve prepared a detailed agenda.
• The real benefit of this idea is …
is …
• To be more specific, the actual cost
‘Red’ type
le and
Be personal and enthusiastic. Focus on peop
:
trust
and
ation
ider
relationships. Show cons
• How do you feel about this?
about this.
• I’m interested to hear your opinion
use …
beca
good
y
• I think your idea is reall
‘Green’ type
native ideas.
Give positive feedback on new and alter
re without
Allow others time to reflect on the big pictu
ils:
focusing too quickly on deta
more.
• That sounds like a good idea. Tell me
ly?
rent
diffe
• How could we do this
nstorm?
• Shall we take a few minutes to brai
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1. Using questions to learn about others

Offering support
• If you need any help with …
• Would you like me to … ?
• Just let me know if you need help.
Sharing information and feelings
• Can I just brief you on … ?
• I’ve received an update on …
dent /
• I’m feeling worried / anxious / confi
frustrated about ...
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uage you could
Here are some suggestions for the lang
should only
you
,
use to build relationships. However
with in
able
use the language that you feel comfort
your work situations.

by Bob Dignen

Appendix

Building relationships

A sixth sense

adjective
(+ opposite)

adverb
(+ opposite)

argue
prejudice
sociable
selfishly
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verb

Vocabulary record

Vocabulary record: A sixth sense

