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Overview of the colour energies 

 
 

 
 

 

 

 

 

 
 
 

1. Bad day colour energies 
 

 

  

Individuals 

with a 
preference 

for Cool Blue 

energy …
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Desire to 

know and 

understand 

the world 

around them

Maintain a 

detached and 

objective 

standpoint

Think things 

through before 

committing to 

action

Like 

information to 

be accurate 

and complete 

before 

proceeding

Value 

independence 

and intellect

Are active and 

move in a 

positive and 

firm direction

Have a strong 

determination 

that influences 

those they 

interact with

Approach 

others in a 

direct and 

straightforward 

manner 

Seek an 

outcome that 

is specific and 

tangible

Are single-

minded and 

determined in 

their focus on 

results

Individuals 

with a 
preference 

for Fiery Red 

energy …
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Individuals 

with a 

preference 

for Earth 

Green 
energy …
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View the world 

through what 

they value and 

what is 

important to 

them 

Seek harmony 

and depth in 

relationships

Prefer 

democratic 

approaches 

that respect 

the individual 

Ensure all 

individual 

perspectives 

are heard and 

considered in 

making choices 

or decisions

Defend what 

they value with 

quiet 

determination 

and persistence

Individuals 

with a 

preference 

for Sunshine 

Yellow 

energy …
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Radiate 

enthusiasm 

and 

encourage 

participation

Enjoy and 

seek the 

company of 

others

Have a desire 

to be involved

Like to be 

noticed and 

appreciated 

for their 

contributions 

Approach 

others in a 

persuasive, 

engaging and 

inviting 

manner
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2. Jungian Preferences 
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Your ‘Attitude’

Introversion

Quiet

Observant

Inwardly focused

Depth focused

Intimate

Reserved

Reflective

Thoughtful

Cautious

Extraversion

Talkative

Involved

Outwardly focused

Breadth focused

Gregarious

Flamboyant 

Action oriented

Outspoken

Bold
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Your Decision Making ‘Functions’

Thinking

Formal

Impersonal

Analytical

Detached

Objective

Strong-minded

Competitive

Particular

Task focused

Feeling

Informal

Personal

Illogical

Involved

Subjective

Flexible

Accommodating

Ambivalent

Relationship focused
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3. Verbal Style 
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Your Perceiving ‘Functions’

Sensation

Specific

Present-oriented 

Realistic 

Consistent

Down-to-earth 

Practical 

Precise 

Factual 

Step-by-step

Intuition

Global 

Future-oriented 

Imaginative 

Unpredictable 

Blue-sky 

Conceptual 

General

Abstract 

Spontaneous
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4. Insights Discovery Eight-types 
 

 
The Observer - Cool Blue  
 
Observers are precise, cautious and disciplined.  They are painstaking and conscientious in work 
which requires attention and accuracy.  They have highly developed critical perception abilities and 
emphasise the importance of drawing conclusions and basing actions on factual data.  Observers 
are objective thinkers who combine intuitive information with the facts that they have gathered in a 
most effective way.  They avoid making a “fool” of themselves by meticulous preparation. They 
tend to select people like themselves who are more effective in a peaceful environment and may be 
reticent about expressing their feelings. 
 
Observers are concerned with the “right” answer and may avoid making decisions.  They may 
hesitate to acknowledge a mistake and immerse themselves in researching materials to still support 
their mistake.  Observers tend not to trust strangers and worry about outcomes, their reputation 
and the job. They can read situations well and be both sensing and intuitive. They can be seen as 
unresponsive, cool and uncaring by some.  The Observer is Jung’s Introverted Thinking Type. 
 

• Inner drive: doing things right, rejecting inter-personal aggression 
• Goal: correctness, predictability, need to perceive and understand 

• Judges others by: mental functioning 

• Influences others by: logical arguments, factual data 

• Value to the organisation: tests, clarifies, and evaluates 
• Overuses: analysis and tests, past processes 

• Under moderate pressure becomes: worried, gets bogged down 
• Fears: ridicule, abrupt change 

• Would be more effective with more: flexibility of decision-making, uunderstanding of people, 
enthusiasm 
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The Coordinator – Green/Blue 
 
Coordinators tend to be dependent and objective, usually possessing a strong value system. A 
careful, cautious conventional person who is diplomatic and sincere.  They tend to be very loyal, 
precise and disciplined with high standards and expectations of self.  Decisions are difficult to make 
until facts and details are available.  Many see coordinators as critical and ideological thinkers who 
may be quiet and reserved around strangers.  Coordinators do not always say what they think or 
feel and want to be needed in a secure environment.  They can work well with their hands and can 
do repetitive work but may need specific instructions before starting a job.  
 
Coordinators do not like stress or chaos and tend to be rather private, surrounding themselves with 
a few similar people.  They strive for system and order with a need to know why!  They require 
support and reassurance and tend not to be outgoing.  Coordinators take time to trust and will not 
generally impose their thinking on others.  Their patience and steady follow-through allows them to 
perform routine tasks particularly well, and they are systematic and precise.  However, if they feel 
they are being taken advantage of coordinators may respond in an otherwise and uncharacteristic 
manner.  The coordinator is your Jung’s Introverted Sensing Type. 
 
• Inner Drive: tends to avoid and reject interpersonal aggression 

• Goal: correctness and orderliness 
• Judges others by: cognitive and sensing abilities 

• Influences others by: factual data, logical arguments, systematic methodology 

• Value to the organisation: defines, clarifies, gets information, criticises and tests 

• Overuses: analysis and order 
• Under moderate pressure becomes: worrisome, detail seeking, anxious 

• Fears: impulsive decisions, irrational acts 
• Would be more effective with more: confidence, job clarification, sincere appreciation, a non-

stress environment, a systematic manager 
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The Supporter – Earth Green 
 
Supporters are affable, amiable, steady individuals who get on well with others.  With a moderate, 
controlled stance they are considerate, patient and always willing to go along with and help those 
they consider friends.  They build a close relationship with a small group of associates in the work 
environment.  Their efforts are directed towards retaining the familiar and predictable.  Supporters 
are most effective in specialised areas of endeavour and plan their work with a remarkable 
consistency of performance.  They look for a constant appreciation from others and are slow to 
adapt to change.  Prior conditioning may be necessary to change their procedure and still maintain 
a consistent level of performance. 
 
Supporters may also require help in developing short-cut methods to meet deadlines.  Projects are 
often put aside before they are completed.  Supporters will go the extra mile to help someone they 
consider as a friend.  They may require assistance in eliminating the “old” and embracing the “new”.  
Supporters may become stubborn and defiant if challenged when under pressure and this may 
frustrate some colleagues.  The supporter is Jung’s Introverted Feeling Type. 
 

• Inner drive: moderation and accommodation 
• Goal: controlled environment, minimum change 

• Judges others by: friendship, relating abilities 
• Influences others by: consistency and amiability 

• Value to the organisation: predictable, maintains steady pace, loyal  
• Over uses: low risk-taking, passive resistance to change 

• Under moderate pressure becomes: quasi-adaptable to authority and peers 
• Fears: change, disorganisation, redundancy 

• Would be more effective with more: sharing ideas; self-confidence based on affirming 
feedback 
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The Helper – Yellow/Green 
 
Helpers are warm, understanding and sociable individuals who strive for positive relationships with 
people both at work and at home.  They are ambitious for others and work through people to get 
the job done.  They are sensitive to others and work well in a team situation.  However, they may 
take criticism personally and find it difficult to become authoritative over others when necessary.  
They may find it difficult to make decisions without consultation.  Because people are more 
important to Helpers than the accomplishment of tasks the end may not justify the means, in their 
opinion. 
 
Ideal counsellors, their nature tends to be steady, which may cause others to see them as lacking in 
proactivity.  Helpers, however, will always encourage others and may in fact take on too much on 
their behalf.  They tend not to like stress and fast moving situations which change without warning. 
They prefer secure environments where they can organise their workload at their own pace.  
Helpers have poise in most social situations.  People come to them as they can both listen and 
suggest solutions and they are positively accepted by a wide range of acquaintances.  The Helper is 
Jung’s Feeling Type. 
 

• Inner drive: understanding others and empathy 
• Goal: intimacy, low-pressure and service 

• Judges others by: loyalty, personality 

• Influences others by: offering services, counsel 

• Value to the organisation: dependable, sincere, loyal 
• Overuses: tolerance, personal relating 

• Under moderate pressure becomes: soft, grudge-holder, “poor me” 
• Fears: conflict, high-pressure 

• Would be more effective with more: objective comment, refusing involvement, concentrated 
task orientation 

 
 

 
 
 
 

 
 
 
 
 
 

  



 
 

 

©Insights Ltd / ©LifeForward Ltd   All rights reserved 9 

The Inspirer – Sunshine Yellow 
 
Inspirers are outgoing and enthusiastic, seeking favourable social environments where they 
can develop and maintain contacts.  They are able to create enthusiasm in others for their 
own cause and have a wide network of acquaintances which provide an active basis for 
doing business.  Socially adept, Inspirers develop friendships easily, and usually do not 
antagonize others intentionally. 
 
Verbally effusive, they are good at promoting their own ideas. Inspirers’ wide range of 
contacts often have the capacity to help them.  They tend to mis-judge the abilities of self 
and others.  Usually, but not if they are upset, they are optimistic and see the good in most 
people and situations.  Inspirers often leap to favourable conclusions without all the 
information.  To others they may appear inconsistent.  Democratic supervision helps to 
develop their objectivity.  Controlling and planning their time may be extremely difficult.  
Inspirers should remind themselves of the urgency of accomplishing any task and limit the 
time they articulate if necessary.  The Inspirer is Jung’s Extroverted Feeling Type.   

 

• Inner drive: wishing to accept others, connecting with others 
• Goal: popularity and approval 

• Judges others by: their articulation and empathy 
• Influences others by: praise and favours 

• Value to the organisation: release tension, promotes people, including themselves 
• Overuses: optimism and flattery 

• And a moderate pressure becomes: careless, disorganised and inconsistent 
• Fears: loss of self-worth and social acceptance 

• Would be more effective with more: control of time and emotions, objectivity, follow-
through and promises 
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The Motivator – Red/Yellow 
 
Motivators have the ability to equally value results and people.  They are natural participative 
persons who work with and through people. Motivators dislike detailed work but can do it to 
achieve a specific objective.  Both contacts and the respect of people are important to Motivators. 
They are good decision-makers who consider others in making unpopular decisions.  They enjoy 
public recognition and work assignments which they believe makes them look good.  However, 
they may be too optimistic about what they and other people can produce. 
 
Motivators are socially assertive and typically good communicators and can lead and motivate 
others.  They may be difficult to manage.  Motivators are not natural administrators.  Some people 
may see them as dynamic personalities with a great deal of enthusiasm while others see them as 
indiscreet and often hasty individuals.  Motivators need a variety of activities and the opportunity of 
working in a people environment.  They like work requiring mobility and the chance to travel. 
Challenge and opportunity are key to their success.  They may become workaholics if not aware of 
the limits.  The Motivator is Jung’s Extroverted Intuitive Type.            
 

• Inner drive: to express an enthusiastic and charismatic presence 

• Goal: position and big picture 

• Judges others by: pre-judged standards of success 

• Influences others by: optimism over projects, recognition and status 
• Value to the organisation: influences and inspires others to achieve objectives 

• Overuses: assertiveness and the “big picture” 
• Under moderate pressure becomes: bored easily, impatient and aggressive 

• Fears: lack of responsibility and failure 
• Would be more effective with more: control and direction, understanding of procedures, 

slowing the pace down, written analysis. 
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The Director - Fiery Red 
 
Directors are forceful, demanding, decisive and autocratic persons who tend to be strong 
individualists.  They are forward-looking, progressive and compete to attain goals.  Headstrong, 
they often have a wide range of interests.  When solving problems they are logical and incisive.  
Directors will often come up with the imaginative and unusual.  They may sometimes encounter 
difficulties with people as they can be seen as intimidating.  They can be highly critical and fault 
finding when their standards are not met and they appear to lack empathy.  Directors may overstep 
prerogatives and maybe impatient and dissatisfied with routine work. 
 
Directors want freedom from controls, supervision and details.  They prefer an ever-changing 
environment and enjoy the unusual and adventurous; they want to find the answers for themselves.  
They want authority and important assignments and will exert tremendous energy to make things 
happen.  They constantly need new and stimulating assignments that will challenge and extend 
them.  Others may see Directors are selfish and overbearing.  The Director is Jung’s Extroverted 
Thinking Type. 
 

• Inner drive: organise the external world and compete 

• Goal: dominance, independence and change 

• Judges others by: their ability to get the task done 

• Influences others by: force of character, persistence and drive 
• Value to the organisation: show them attitude, imagination, trusting 

• Overuses: impatience, individualism, power 
• Under moderate pressure becomes: belligerent, over logical, aggressive and defiant 

• Fears: loss of control, being seen as too lighthearted 
• Would be more effective with more: patience, people concern, humility and accepting that in 

reality he or she will make as many wrong judgements as the next Type. 
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The Reformer - Blue/Red 
 
Reformers are creative and abstract thinkers who drive for results.  This competitive drive for 

outcomes is counterbalanced by a restraining need for 
perfection.  Reformers have great speed of thought and their 
reaction is tempered by wish to explore all possible solutions 
before deciding.  They can suffer from unpredictable brilliance 
and conflict in long-term decision-making.  They require a 
manager who gives them freedom and space to do the job.  
 
Reformers want freedom to explore and, as they enjoy problem 
solving, authority to reassess the findings.  They set very high 
standards for themselves and others.  They tend to get upset 
when found to be in the wrong and will canvas support for an 
idea long after the decision has been made.  They may become 

authoritarian when the hard work is not recognised.  Sometimes blunt, the egocentricity may be 
thought overbearing by some.  Reformers can be insensitive to others’ needs and may be perceived 
as reserved and cold.  The Reformer is Jung’s Thinking Type.           
          

• Inner drive: deep thought and attention to the task 

• Goal: striving for excellence 
• Judges others by: analytical capability and performance 

• Influences others by: efficiency and perfection 
• Value to the organisation: explore all avenues before making decisions, clinical and thorough 

• Overuses: high self-criticism and authority           
• Under moderate pressure becomes: overly critical, impatient and negative thinker 

• Fears: disorganisation and failure 
• Would be more effective with more: tolerance and understanding of others’ work codes 
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5. The Creative Position 
 
In the creative positions (the grey spokes) on the Insights Wheel,  first and second colour 
energy preferences in the conscious persona are “opposite” energies (e.g. red/green). At 
the same time, the less conscious persona reveals a preference for the remaining two 
“opposing” colour energies (e.g. blue/yellow). This is a relatively unusual combination 
(about 9 % of the population).  
 
People in the creative position on the Insights Wheel see and respond to the world in 
opposing ways which leads to a rich and dynamic interplay of energy. They experience 
access to every colour energy in a way that is not experienced by individuals in other 
positions.  
 
It’s possible that those in the creative position find it harder to distinguish between the 
unique qualities of each colour energy as there is no such distinction in their own personal 
experience.  
 
Due to the easy access to all of the colour energies, particular the “opposite” energy, the 
perceived lack of mental and emotional agility in others between the colour energies may 
cause frustration and impatience. 
 
With the ease of movement between the colour energies, comes an ease of movement 
between the attitudes of introversion and extraversion. This may confuse others at times, 
as an individual in the creative position may come across as extraverted in some situations 
but introverted in others making them “hard to read”.  
 


