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What is Directive Communication Psychology?
Direc�ve Communica�on (DC) is a training and organiza�onal development psychology developed by 
Arthur F. Carmazzi that affects how people act and react in teams and organiza�ons. It is a founda�onal 
science for influencing team dynamics to cul�vate high performance coopera�ve work culture and 
leadership across any discipline within an organiza�on. The DC methodology incorporates the latest 
breakthroughs in mo�va�onal and gene�c psychology, and applies them in improving groups and 
corporate culture, team development and work enhancement, and in high yield training development. 
Watch the Video on Direc�ve Communica�on, Click here

1. Trainer Cer�fica�on Module 1(on-line): Founda�ons in Direc�ve Communica�on 
Psychology and The Colored Brain

1.1. Sec�ons: 

 Founda�ons in Direc�ve Communica�on Psychology and The Colored Brain

 Introduc�on to DC Psychology

 Psychological "Rules of Engagement"

 Colored Brain Communica�on Applica�ons

 Behavioral Psychology Based Methodology

 A Neuro-Science Approach to Modern Learning & Development

 Implemen�ng CBCI for Organiza�onal Development & Personal Effec�veness

1.2.  As a Colored Brain Facilitator and part of the Direc�ve Communica�on Team

 You will be qualified to train others to iden�fy people with different colored brains and how 

they can APPLY that for GREATER PRODUCTIVITY at work and home;

 You will be able to properly administer and interpret the Direc�ve Communica�on Colored 

Brain Communica�on Inventory (CBCI);

 You will have the mechanism to transform people to bring out the best in each other and create 

a working environment of be�er coopera�on and personal/organiza�onal success;

 You will be cer�fied in Colored Brain applica�ons and able to deliver a variety of ½ day, full day, 

or 2-day courses on Colored Brain and its organiza�onal and career enhancement applica�ons.
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1.3. Objec�ves
Direc�ve Communica�on Psychology allows you to:
 Learn the founda�ons of Direc�ve Communica�on Psychology and incorporate the program 

in your training programs;
 Apply the DC Colored Brain model to improve the effec�veness of your teams, leadership, 

and personal produc�vity;
 Administer the Colored Brain Communica�on Inventory, understand and interpret the 

scoring, gene�c processing, and mental flexibility and miscommunica�on insights;
 Use the Colored Brain Communica�on Cards, apply usage in training, and interpret what is 

said at the subconscious level of the mind;
 Develop ability to iden�fy people with different colored brains and how they can apply that 

for greater produc�vity at work and home;
 Develop mechanism to transform people to bring out the best in each other and create a 

working environment of be�er coopera�on and personal/organiza�onal success;
 Learn a variety of other tools for specific use in training.

1.4. Colored Brain Communica�ons – How your brain Communicates?
By iden�fying the fundamental pa�erns in the way our brain gene�cally processes the world 

around us, we overcome misunderstanding, conflict, and wastage of individual and group 

poten�al. Awareness of these “Brain Communica�on” processes gives us the means to 

maximize our capacity to act intelligently, to Turbo Charge our natural gi�s and use them to 

maximize our ability to develop “so�ware” for our brain to achieve greater competence across 

many disciplines. We are able to understand others at a deeper level and unleash greater 

poten�al for rela�onships at work and at home, for easier learning and teaching, and for 

greater harmony and coopera�on with our environment and our teams.

1.5. Benefits
Direc�ve Communica�on Psychology allows you to:
 Accelerate the results and objec�ves of your corporate training;
 Provide your training with psychological tools to cul�vate synergy and coopera�on;
 Mul�ply the effec�veness of your leadership and high poten�als.

1.6.  Course Outlines
1.6.1. Introduc�on to DC Psychology

 History of Direc�ve Communica�on
 Benefits of Direc�ve Communica�on
 DC Training Methodology
 Training outcomes / end results / block

�
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1.6.2. Founda�ons of Brain Communica�on
 Encoded Assump�ons & Rules of Engagement
 Ac�ng Intelligently
 The Colored Brain Model
 Colored Glasses Syndrome
 The Colored Brain Processors – Green, Red, Blue & Purple
 The Colored Brain Communica�on Inventory administra�on
 Organiza�onal Colors
 Using the Colored Brain Communica�on cards

1.6.3. Establishing the Competency Founda�ons
 Communica�on Dynamics
 The Colored Company Game - exercise
 The Language of Brain Racism

1.6.4. Influencing Behaviors
 The Color of Leadership
 Direc�ve Feedback for different colors

1.6.5. Expanding Competency
 Using CBC cards in Self Decision Making
 Colored Decision about People
 Wri�ng New Brain So�ware

1.6.6. Colored Team Dynamics
 The Color of Teams
 The Colored Brain Leadership
 The Choudhury Mind Maze - exercise

1.6.7. Facilita�ng to a Colored Audience
 Ge�ng your audience engaged – why they Need to Know
 Using colors to create up to 42% be�er comprehension and understanding
 Prac�ce & Implementa�on – Your Facilita�on Skills
 Wri�en & prac�cal test
 Review and Colored Conclusions
 Evalua�ons & Tes�monials
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2. Trainer Cer�fica�on Module 2 (on-line): Human Mo�va�on and Drive
2.1. Sec�ons
 Human Mo�va�on and Drive
 Fundamentals of Emo�onal Drivers & Team Mo�va�on
 Human Drivers Challenge – 1 exercise, 8 learning points
 Applica�on of CBC Cards for Extra Effec�ve Coaching & Mentoring
 Need Sucking – the primary reason Managers Fail
 Applica�on of Human Driver Mirrored Assessment in Performance Management
 Postures - Harnessing the Power of the 
 Mind Body Connec�on

2.2. As an Organiza�onal Emo�onal Drive & Mo�va�on Trainer and part of the Direc�ve 
Communica�on Team

 You will be qualified to train others to iden�fy people's emo�onal drives and how to nurture 
GREATER MOTIVATION at work and home.

 You will be able to properly administer and interpret the Direc�ve Communica�on Human 
Driver Mirrored Assessment (HDMA).

 You will have yet another mechanism to transform people to bring out the best in each other 
and create a working environment of be�er coopera�on and personal/organiza�onal success.

 You will be cer�fied in Organiza�onal Emo�onal Drive & Mo�va�on applica�ons and able to 
deliver a variety of ½ day, full day, or 2 day courses combining Colored Brain and Emo�onal 
Drive applica�ons to improve working environments and rela�onships.

2.3. Objec�ves
Direc�ve Communica�on Psychology allows you to:

 Apply the DC Emo�onal Drive model, combine it with Colored Brain, and improve the passion 
and effec�veness of teams, help leaders to inspire others, and cul�vate mo�vated personal 
produc�vity;

 Administer the Human Driver Mirrored Assessment (HDMA), understand and interpret the 
scoring, find the Emo�onal percep�on gaps and assist management to know why others react 
to their management style;

 Use the CBC Cards with a larger scope in training, and interpret the primary mo�va�ons and 
Best Work Environments for people;

 Understand how and why people are mo�vated and create small behavior changes to influence 
greater mo�va�on;

 Combine Emo�onal Drive and Colored Brain to transform people so they bring out the best in 
each other and create a more passionate working environment of be�er coopera�on and 
personal/organiza�onal success;

 Learn a variety of other tools (including the Human Drivers Challenge) for specific use in   
training.
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Organizational Emotional Drive & Motivation – What 
drives you to be great?

By iden�fying the fundamental emo�onal drive that every human being has, being able to rank them in 

order of importance at specific �mes in our life, and understand how we are constantly filling our 

emo�onal gra�fica�ons, good or bad, we can influence the mo�va�on and passion of others to create 

be�er work or personal environments. This Train the Trainer Module adds to what you have learned 

about the Psychology of Environment, ac�ng intelligently and Colored Brain to create a stronger 

founda�on in human influence through Direc�ve Communica�on group dynamics. Train and Coach 

others to Lead and develop themselves and the people around them by helping them influence 

passion and inspira�on through small ac�ons that will have profound effects.

2.4. Course outlines
2.4.1. Introduc�on to Emo�onal Drive

 The Psychology of Mo�va�on
 Why we fail to be at our best
 Emo�onal Intelligence and Emo�onal Drive
 Training outcomes / end results / block

2.4.2. Founda�ons of Emo�onal Drive
 Pyramid of Commitment
 Ice Burge percep�on - What people Really want
 CBC Cards for Emo�onal Drive
 The 8 Emo�onal Drivers
 Emo�onal Drive Rankings - defining primary life mo�vators
 Emo�onal Drive affects on Environment
 Organiza�onal Applica�ons of Mo�va�on
 The Human Drivers Challenge

2.4.3. Mo�va�on Factors for High Performance
 Environment effects on Mo�va�on
 Need Sucking - The #1 Reason for low mo�va�on
 Mo�vate Me Excersise

2.4.4. Influencing Behaviors with Inspira�onal Environments
 Emo�on and the Colored Brain - how does it connect
 Leadership applica�ons of Emo�onal Drive
 Cul�va�ng Success through Emo�onal Awareness
 Emo�on Based Decisions and Intelligent Ac�on
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2.4.5. Facilita�ng Organiza�onal Emo�onal Drive
 Ge�ng your audience engaged – why they Need to Know
 Prac�ce & Implementa�on – Your Facilita�on Skills
 Be�er comprehension and understanding with Directed Emo�onal Drive

2.4.6. Review
 Wri�en & prac�cal test
 Review and Conclusions
 Presenta�on, Evalua�ons & Tes�monials

This advanced train the trainer module assumes you already have taken the first 2 modules and have 

some DC psychology based presenta�on skills and takes those skills to the next level. Learn the 3 steps 

of inspira�on that will move even the most difficult groups to ac�on, Learn how to deal with difficult 

people and situa�ons in your workshops and turn them to your advantage, Learn the strategies for 

guiding senior people to be on the same page and assist them to reach be�er strategic or vision 

objec�ves. 
You will maximize your applica�on of DC tools and training games to drama�cally improve 

implementa�on of your learning's. This module will not only assist you to be a great facilitator, but will 

give you the psychological strategies to be a Mo�va�onal Speaker who can move others to emo�on 

and ac�on.

As an Trainer Cer�fied in the Mastery in Dynamic Speaking and part of 
the Direc�ve Communica�on Team

 You will be qualified to train others in advanced Psychological Training and Speaking 

techniques;
 You will be able to move audiences to ac�on for be�er implementa�on results;
 You will have the ability to draw out emo�ons in you audiences and direct them for specific 

objec�ves;
 You will be able to facilitate senior manages in strategic planning and vision development 

sessions;
 You will be qualified to train others on how to influence groups to ac�on through 

presenta�ons;
 You will become an expert in using DC Games and Exercises for maximum impact;

End of the dc on-line program

Mastery in Dynamic Speaking – Advanced facilitation, 
speaking and training strategies
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 You will be cer�fied in Mastery in Dynamic Speaking and able to improve the delivery and 

evalua�ons of ALL your exis�ng programs PLUS deliver a variety of ½ day, full day, or 2 day 

courses combining Colored Brain and Emo�onal Drive applica�ons with Presenta�on skills, 

Speaking group influence;

Objec�ves- Mastery in Dynamic Speaking

 Learn the founda�ons of Direc�ve Communica�on Psychology as it applies to group 

inspira�on and hypnosis;
 Apply the DC 3 Steps of Inspira�on model; combine it with Colored Brain and Emo�onal 

Drive to infuse more Ac�on of your Topic;
 Use Postures to create Powerful Presence that will guarantee your audiences pay a�en�on 

and learn more of what you talk about;
 Learn the Psychology of Stories and how to focus them into Mind Changing internaliza�ons;
 Understand how and why music affects people at a subconscious level and learn the 8 levels 

of Brain Resonance that affect directed emo�on, then Combine music and hypnosis to 

create powerful audience dynamics;
 Learn facilita�on strategies for vision and strategy planning;
 Expertly Use DC games, tools and exercises to reinforce knowledge
 Learn and apply the Iden�ty process – the powerful internaliza�on of bringing out the best 

of who you are from mul�ple environment to create your own model of… leadership, 

customer service, innova�on…
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DIRECTIVE COMMUNICATION PSYCHOLOGY TRAIN 
THE TRAINER ON-SITE PROGRAM

DAY 1
1. Prac�ce what you have learned in DC on-line 

1.1. Prac�cing your trainer's skills: 
 Make a 30 minutes presenta�on on the informa�on you have acquiredfrom DC on-  

line modules. No special requirements for presenta�on type;
 Discuss with the group, give feedback;
 Ques�ons and answers

2.1. Go over the details of Being Right module
 founda�onal psychology
 Taking apart each sec�on 
 Elements of module purpose
 Exercises and debrief 

2.2. Go over the details of colored Brain module
 founda�onal psychology
 Taking apart each sec�on 
 The CBCI test – cross-func�onal applica�ons 
 Elements of module purpose
 Exercises and debrief 

2.3. Go over the details of Emo�onal Drive module
 founda�onal psychology
 Taking apart each sec�on 
 Primary psychological makeup – mind reading applica�ons 
 Elements of module purpose
 Exercises and debrief

2.4. Trainer Cer�fica�on Module 4: DC Based Curriculum Development (Homework – due on 

morning of Day 3)
 Fundamentals of DC Based Curriculum Design & Development
 Applica�on of Personal Exper�se into DC Courseware
 Apply Accelerated Adult Learning Methodology you have learned in day one
 include DC Tools & Games for industry specific learning outcome
 Create a DC Psychology based curriculum for measurable competency

DAY 2
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3.1. Introduc�on to Audience Psychology
 Audience Mind and Percep�on
 Purposeful room and atmosphere
 Technical Mastery for Maximum Impact
 Achieving Training and Speaking Objec�ves with DC tools and methods

3.2. Maintaining audience influence and a�en�on
 Postures 
 Prac�ce postures 
 Prac�ce postures some more with DC content 

3.3. Learning Styles and Tools
 The Adult Learner and the power of reflec�on
 Colored Brain Communica�on to achieve full audience engagement
 Speaking to Fill Emo�onal Drivers and Brain Color Language
 Facilita�on Skills and CBC cards
 Group dynamics and class energy
 The Psychology of Stories and Metaphors
 Stories structure for reflec�on
 Stories structure for ac�on 
 Stories and postures
 Prac�ce stories and postures 
 Mind maps, language and presenta�on
 Prac�ce and Next day Prepara�on

3.4. Curriculum Development discussion and support

DAY 3
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   Morning projects

4.1 Direc�ng and Reinforcing Knowledge with Ques�ons
 Using Direc�ve Ques�ons
 Asking and answering Ques�ons to create global teaching points
 Modular Ques�ons
 Dealing with difficult par�cipants 
 Incorpora�ng ques�ons into stories and metaphors 
 Prac�ce 
 3 steps of inspira�on
 Prac�ce & Implementa�on of the 3 steps of inspira�on

4.2. Psychology of Music
 Direc�ng Emo�on with Music
 The 8 Levels of Music and of Brain Resonance
 Harnessing the Hypno�c elements of Music
 The power of Music with ques�ons 
 Presenta�ons

Trainer Cer�fica�on Module 4: DC Based Curriculum Development 
(Homework – due on morning of Day 5)

4.3. Incorpora�ng DC Psychology into industry specific 2 day process
 Isola�ng unique skill sets
 Applying the 10 assump�ons of DC
 Encoded Assump�ons varia�ons
 Circle of Tolerance varia�ons
 Colored Brain varia�ons
 Emo�onal Drive varia�ons
 Commitment Pyramid varia�ons
 Posture varia�ons
 Decisions and reality varia�ons

4.4. End the day
 Mind maps, language and presenta�on
 Prac�ce and Next day Prepara�on

DAY 4



Email : support@directivecommunication.com
www.directivecommunication.net

www.trainthetrainer.asia

Train The Trainer

   Morning projects

5.1. Speaking and Facilita�ng to Inspire
 Pu�ng it all together
 3 steps with music
 3 steps with ques�ons
 Elici�ng emo�on
 The iden�ty process
 Prac�cing the Iden�ty process 

5.2. Knowledge Transfer and applica�on of DC
 Mass Hypnosis
 CBC Card applica�ons
 Applica�on and design of quizzes
 Game Crea�on
 Use of Case Studies
 The Psychology of Props
 Using DC Mind Maps
 Take the wri�en test 

Curriculum development discussion and refinement

6.1. Group Presenta�ons
 Ac�on Planning
 Final Presenta�ons to include all elements so far
 Cri�que and Evalua�on
 Review and grading of technique applica�on
 Evalua�ons and Grading

Final review and improvement in curriculum 

6.2. Your Benefits and rights as a DC Family Member
 Ac�on Planning
 Final Presenta�ons to include all elements so far
 Cri�que and Evalua�on
 Review and grading of technique applica�on
 Evalua�ons and Grading

DAY 5

DAY 6
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Applica�ons to Organiza�onal Culture (discussion)

6.3. Commercializa�on  

 Following the success plan

 DCI's support for you

 Being an ac�ve member of the DC community for greater success

 Ge�ng higher up on the Global DC Radar
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Arthur F. Carmazzi 
Founder of the Direc�ve Communica�on™ Methodology and Global 

Leadership Guru Ranked as one of the Global Top 10 most influen�al 

Leadership Gurus by Gurus Interna�onal, Arthur F. Carmazzi has 21 

years experience specializing in psychological approaches to leadership 

and corporate culture transforma�on. He is a renowned mo�va�onal 

leadership keynote speaker and trainer in the Asian Region and has 

advanced Corporate Training with innova�ve techniques and tools that 

have been acknowledged by some of the world's greatest organiza�ons. 

He is a bestselling author with book �tles: "The 6 Dimensions of Top 

Achievers", “The Colored Brain Communica�on Field Manual”, "Iden�ty 

Intelligence", "Lessons from the Monkey King" and “The Psychology of Selec�ng the RIGHT Employee”. 

Arthur's tools and methods have earned him and the Direc�ve Communica�on methodology 

accredita�on from the pres�gious American Ins�tute of Business Psychology

Arthur is the developer of the CBCI (Colored Brain Communica�on Inventory) and HDMA Emo�onal 

profiling tools used for "Psycho-Produc�vity" management. These tools have been implemented across 

a variety of HR and Leadership disciplines by numerous mul�na�onals to generate greater efficiency of 

human capital. The unique "linked implementa�on" structure of Arthur's tools and methods have 

earned him and the Direc�ve Communica�on methodology accredita�on from the pres�gious 

American Ins�tute of Business Psychology.

Direc�ve Communica�on™ (DC) is the revolu�onary and highly effec�ve psychology based workforce 

transforma�on methodology founded by Arthur F. Carmazzi. It has been applied in some of the world's 

leading organiza�ons with excep�onal results.
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