A VARK Business Profile for Example
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You have a strong Visual learning preference.
You have a strong Visual, single preference for learning. The gap between your Visual score of 8 and your next highest score of 3 for
Read/Write is large enough to indicate that, while you are quite capable of learning using each of these four VARK modes, the Visual
mode is your first preference. This means that you usually begin with the Visual representations of learning and that you use those
Visual strategies more often, as this profile will explain.
DATA TABLE FOR THOSE WITH A VISUAL PREFERENCE
October 2018)
n=148677
Numbers

Percentage of Total Database

Female

Male

Total

Female

Male

Total

mild

1363

794

2157

1.6%

0.9%

2.5%

strong

395

236

631

0.5%

0.3%

0.7%

very
strong

178

135

313

0.2%

0.2%

0.4%

* The total number of people who provided sex information was 86946.
There are not many of you!
Some general points about those who have a single Visual preference like you. They have a number of ways to use their
preference to learn.
1

They need to use only their preferred mode for major business decisions and for learning. They say they are decisive and they
are confident that their learning decisions using that mode are the "right" ones for them. They may resist using other modes.

2

This does not mean that they use only their single mode. Communication is always multimodal. They will be using their other
preferred modes but they will play a lesser part in their learning.

3

They may have some flexibility to switch from mode to mode, based, not only on the circumstances, but also on other factors mode, time of day, need for a decision, empathy for others involved... But their single mode will be their main preference. It will
be used first and it will be the one that is at the centre of their learning decisions and behaviours.

I suggest that at this point in your reading, you go to the end of the profile and look at the Helpsheets for V, A, R and K. Start with the
Visual list. You should underline or check those that you use regularly. Return here when you have finished. You will probably have
checked most strategies in your main list and a few strategies in some of the other lists.

YOUR PERSONAL PROFILE
You should remember that information does not normally come packaged in a single mode - life is multimodal. When you are faced
with a learning situation that requires Read/Write or Aural or Kinesthetic skills you will probably translate those into your Visual mode.
Information in the world of business seldom comes in a Visual format so translating has to become a habit. You are not as flexible as
many others and you might prefer to use one particular mode for certain things that "you think" need to be conveyed that way. If you
rely too much on your Visual mode your learning may suffer but it can be made stronger.
You are less flexible in the way that you receive information from others and you probably switch to accommodate the way that they
are presenting to you. Your Read/write score is 3 and that may be helpful so if somebody wants to give you a report, manual or some
print sources about a new concept (Read/write) you are willing to use those as well. If someone emails or phones you, your Aural
score of 2 means that you place some importance on what is said and what you say. So self-talk, seminars, discussions, debates,
focus groups, interviews and meetings are somewhat secondary but still useful Aural learning strategies for you.

Your first preference is Visual and that means that you are keen to use all the graphic and spatial strategies that you can - like this
diagram above. You often reach for a piece of paper to explain something and you are acutely aware of where you are in space and
what comprises your immediate environment. You are "spatially aware" of yourself and the environment around you. You want others
to give you the "big picture" so that you can fit your current learning into that overall schema. You like to know how information fits
into the wider picture. You want the big picture first and the detail later.

ADVANTAGES AND DISADVANTAGES
Your single preference has both advantages and disadvantages. You can learn things quickly when they are in your mode and you
can often be quite certain of them without having to check their accuracy in other modes. This makes you quite different from most of
those around you who are multimodal (60% of our database). Those with four similar preferences (multimodals) can make choices.
They can match the modes being used by others or the modes used in a particular business. They may switch modes. That is more
difficult for you especially if others are not keen to use diagrams, graphs, plans, maps or charts.
You may use just your Visual mode when you believe that nothing else is required, but more often you should realize that you need
confirming information in other modes. You may be in a minority when explaining things your way, or when understanding things
presented in an Read/Write, Aural or Kinesthetic way. The advantage that you have is that when you do learn something, you learn it
quickly - as long as it comes in your mode. The main disadvantage is that when information comes in the Read/Write, Aural or
Kinesthetic modes you are less inclined to use it, value it, or believe it. You may find it difficult to learn if you cannot translate that
input into the Visual modes that you use more effectively.
Remember that video and television are not necessarily useful for those who are strongly Visual (V) because much of the information
in these media is Aural (A), Kinesthetic (K) or even written (R). Those with a Visual preference get little help from unstructured images
like photographs or films. Videos showing things that you can learn are useful for your Kinesthetic preference. Also be wary of those
who use PowerPoint. Most of the content in PowerPoint is little more than words. There are usually few diagrams even though the
text may be shown in interesting (and diverting!) ways. Some people with a strong Visual preference are distracted by the way
electronic information appears and disappears. PowerPoint is often referred to as a visual medium but in terms of modal preferences
it is usually filled with text and favors those who have a Read/write preference.

NOTE TAKING AND NOTE MAKING
When you take notes in your workplace you need to translate that input quickly into diagrams. Those with a strong Visual preference
are able to convert text or talk into their own diagrams. They listen for some key words that have strong visual associations. Some
can develop this skill so that they can draw diagrams as others speak or as they read. Others have to take down the words as text
and convert them into diagrams later.
You enjoy sessions with work colleagues who provide you with maps, diagrams and graphic images that illustrate what you are
learning. You should convert any text that you are given into diagrams using small symbols (stars, arrows, outline boxes etc) to
organize your main ideas. Using different fonts,
and font styles will provide you with plenty of visual variety
and make things easier to remember.

font sizes

• Avoid lists
• and bullet points
• because
• to you
• they all look the same.
You may even print things sideways for effect, or use Word Art.
All text seems the same for those with a Visual preference so

Personalise your own records as much as possible.
The placement of things on a page of your notes is important because you are better able to remember "what" by using "where."
Your memory will assist in recalling a detail on a page by its placement. Centering, right justifying and arranging key words in
innovative ways works for you. Color too is important. Using different color codes for filing and sorting is helpful.

WORKING WITH OTHERS
If you are well matched with others who have a Visual preference (V) there will be no problems with communicating ideas and
instructions because you will both be reaching for pieces of paper to sketch designs, or directions, or ideas. Those who prefer visual
input are often keen to see an overview of the situation in a diagram whether it is a customer complaint or a design fault in a system.
They mentally convert text and speech into pictures, schemas or images that make more sense in their world. If your employer has
some Visual preference too, it will be important to draft any plans or new ideas in a Visual way. You prefer charts and graphs over
tables of figures so translate percentages and ratios into pie or line graphs. Sometimes those with a Visual preference appear to be
inattentive. They may be forming a visual representation of what is being said or what is written. You can sometimes observe them
reaching for a pen and paper to start drawing something or thinking about a suitable image. They may design their information using
symbols as in this example:

Those with a Visual preference like to "see" relationships and they often choose to use words like, "link", "draw", "vision", "view",
"see" or "perspective". They have a strong spatial sense and are often able to find their way when others cannot. They are usually
aware of their surroundings, especially the layout of rooms or houses or outdoor spaces. They may have a strong sense of color,
location, placement, even negative space and they enjoy working with maps, signs and anything that is symbolic (flags, logos, road
signs, advertisements, designs and plans). Some can use their preference to remember people's faces but not their names!
Though you are part of a small proportion of the total population you are in an important group because of the extensive use of visual
symbolism in our, and other societies. The familiar visual elements such as space, color and representation are often the
distinguishing features of different societies and our symbols tend to be drawn with a strong cultural influence. Even within a culture,

visual conventions change, probably faster than some word meanings. Graphics are closely linked with trends and fashions and they
are often the subject of competitive development as in the current race to design new fonts for text! The commercial strength of visual
images can be seen in fashion, marketing and branding.
As individuals, we all possess a visual vocabulary but it is highly personal because the conventions are not as strongly formalized as
for text. There are few visual dictionaries that might indicate what symbols mean although there are a number of internationally
accepted signs. The separation of text and pictures, and the so-called higher status of text, makes for a division that is unhelpful for
learners. It would be more helpful if those with a Visual preference were recognized as being different rather than disabled. We
should reward those who use their Visual preferences to extend their understanding of the written and spoken word. They often have
highly developed abilities to transform knowledge from one mode to another and should be encouraged to continue that process. It is
probably our society's insistence that things must be written down that imposes restrictions on their learning.
Your score of 3 was for the Read/write mode. It offers more strategies for you to use. Having Read/write as a part of your profile of
preferences is helpful because workplace learning in business has many opportunities to use that preference. Many business leaders
have Read/write as their highest preference and they put details into written form and use lists, PowerPoint, textbooks, diaries and
the Internet for their ideas. Make use of any handouts by adding diagrams to them. Use some of the strategies from the helpsheets
that are listed for Read/write learners.
You chose 2 for the Aural mode. This preference helps when you choose discussion, email, phone conversations, asking questions,
texting and listening to others in meetings and small group discussions. People with this as their strong preference like oral stories
and anecdotes that provide examples of what has to be learned. Finding somebody to listen and respond is a useful strategy for this
preference. You use this mode when you seek experts to get advice. You can learn by talking things through, and that includes selftalk.
Your score for the Kinesthetic mode is 0 which is a low score and means the strategies are not very useful for you. Use the strategies
for your Visual and other preferences.

LASTLY, SOME GENERAL POINTS ABOUT WHAT VARK INDICATES AND WHAT IT
DOES NOT.
1

VARK is not a definitive measure. With only 16 questions, it indicates your preferences for the ways in which learning is "taken in"
and expressed (as in examinations, trials and tests).

2

VARK provides information about your Preferences that may not be the same as your Strengths. Although you may be a skilled
artist you may not choose "Visual" as your way to learn new information. Similarly there are skilled athletes who prefer not to
learn using their Kinesthetic mode although they will use that mode extensively when performing/playing.
Strengths, Ability and Preferences?

3

VARK is about learning not leisure. For example, most learners can read, and many may read quite widely - on the web, in
magazines, in text messages and other print media. That reading may be done for leisure rather than for learning and the
difference is important. Your VARK scores indicate how you like to take-in and express information in learning situations.

4

Similarly VARK is not informative about mundane and routine tasks, where the emphasis is on mere maintenance or performance
of regular duties not learning something new.

5

It is important that you answered the questionnaire for yourself and without considering others. VARK is best when it records how
you respond when you learn. It is not as helpful when you consider other people's needs before your own. While empathy is an
admirable trait it clouds your own preferences.

6

Nobody works in a single mode and very little of our communication is possible in a single mode. For example, when a person is
describing orally, they are most certainly gesturing and using language that may be visually interesting or have an example that
would suit a person with a Kinesthetic preference.

7

The use of the word "Visual" confuses many users of VARK. When used in connection with VARK it is carefully and differently
defined to mean learning from symbolic information (graphs, charts, diagrams, maps...) The word "graphic" is probably a better
term for this mode. It does not include visual information that is real e.g. photographs, movies, and video are more helpful for
those with a Kinesthetic preference.

HELPSHEETS: VARK FOR BUSINESS
I have provided the four VARK Helpsheets for your easy reference. I suggest that you go through the lists and tick or underline or
color (!) the items that suit your learning preference and then look at some of the other strategies to add to your repertoire of skills.
Start with the Visual one.

VISUAL HELPSHEET
If you have a strong preference for Visual communication strategies (drawing and using symbols) you should use and recognise
these:
COMMUNICATION INTAKE
To take in information use:

YOU LIKE:

Symbols, graphs, maps, logos and free-drawn plans.
Different colors and highlighters.
Pictures, videos, posters and slides where the emphasis is on
the design (not the sound, or words, or the content).
Different fonts, upper and lower case letters and underlining.
Different spatial arrangements on the page including white
space; the clear spaces between text and diagrams, say
in your newsletter.
Brochures and newsletters with diagrams and charts or
graphs.
Charts, decision trees and flow diagrams.

To draw things.
Plans and diagrams.
Working with logos, branding and designing e.g. marketing
your resources.
Business tasks where you have to detect a pattern.
Reports filled with graphs, charts and diagrams.
People who use gestures and picturesque language.
Things that have made good use of color and shapes like
food, decorations, festivals, and spectacular and original
displays.
The layout on a page to be different, striking or unusual. It is
often more important than the content.

Books and business reports with diagrams and flow charts.

To use color and shape in your work. You appreciate dress
sense, fashion, design and the clever use of color.
PRESENTING INFORMATION AND WORKING WITH
OTHERS
In your interaction with others you should:

Construct images in different ways. Try different spatial
arrangements.
Draw things to show your ideas.
Replace words and tables with symbols, graphs and
diagrams.
Draw things freehand and watch the reactions of others.
Turn tables of figures into graphs.
Read the words and convert them into your own-designed
diagrams.
Make complex processes and lists into flowcharts.
Redraw any newly designed pages from memory.
Create your own symbols to simplify things.
Make each page of your reports look different.
Spend time on the design of your presentations of ideas and
data.
Change your own work environment to start afresh. Manage
your spaces.
Be aware that others may not have a Visual preference like
you. Respect the differences.
Find the preferences of your employees or your boss(es) and
learn to deliver in their preferred modes.

Your Quote:

Good design is most important in
every business process.

Your Style:

You are holistic. You want the
whole picture; the big picture first.
You are probably going to draw or
plan something.

Leadership

based on a chart or plan or
diagram of the overall process and
goals.

Leadership
Talk:

The overall goal for us is ...
outcomes and results ... following
this plan.

Feedback

is based on graphs of targets and
goals.

AURAL HELPSHEET
If you have a strong preference for Aural/Oral communication strategies (speaking and listening) you should use and recognise
these:
COMMUNICATION INTAKE
To take in information

YOU LIKE:

Pay attention when others are speaking. You sometimes
pretend to listen while preparing your reply.
Join or set-up discussion and focus groups.
Shift any pictures and graphs into talk and chat.
Ask people to repeat back what you have said or to say it
again so you can hear it differently.
Have conversations with yourself.
Repeat information to others and use your voice to show your
emphases.
Use voice recorders.
Attend business conferences and turn up to coffee breaks
and water-cooler conversations.
Discuss topics with others. Argue your case.
Attend live training sessions. Present any findings orally.

To talk things over, even if you have not got things sorted out
before you start.
"Holding the floor" but remember your talk often goes in
different directions and may lack structure.
To explain things by talking.
Putting forward a case - for and against.
You learn from the ideas of others and from what they say
about your ideas.
Debates and arguments and "deep" discussions with
colleagues.
To listen to those who know a lot and who have authority.
Inserting witty comments.
Using different voices to emphasize things.
To learn from the ideas of others and from what they say
about your ideas.

Explain new ideas to other people. Check out their ideas with
yours.
PRESENTING INFORMATION AND WORKING WITH
OTHERS
In your interaction with others you should:

Listen and talk but also learn the best times to do each one.
Use silence. It is a powerful strategy for you.
Find a colleague who likes to listen and talk.
Join online chat and discussion groups and make your
contributions.
Use your mobile phone for important conversations.
Listen to your own self-talk.
Comment on ideas as soon as you get an opportunity.
Use email, blogs and twitter to chat with others.
Get your questions answered by consultants, facilitators and
leaders.
Realize that others can sometimes improve on what you say.
Record your important information and conversations.
Be aware that others may not have an Aural preference like
you, so respect their differences.
Find out the preferences of your employees or your boss and
deliver in their preferred modes.

Putting your own point of view.
Your Quote:

"Those who speak well hold the
key to leadership."

Your Style:

You prefer to have this page
explained to you. The written
words are not as valuable as those
you hear. You will probably go and
tell somebody about this.

Leadership

based on meetings, discussion
and emailed or phoned
instructions.

Leadership
Talk:

"Let's exchange some ideas and
work towards a shared
understanding of the issues."

Feedback

is based on a discussion and a
chance to talk as well as listen.

READ/WRITE HELPSHEET
If you have a strong preference for Read/Write communication strategies you should use and recognise these:
COMMUNICATION INTAKE
To take in information

YOU LIKE:

Lists (like this one!).
Dictionaries and glossaries of business terms.
Handouts
Books that are dense with text.
Business magazines and journals.
Colleagues who use words well and have lots of information
in their sentences.
Manuals with instructions.
Definitions, constitutions, legal documents, minutes and
rules.
Reading lists.
Writing titles and headings that clearly explain what follows.
Biographies of successful business operators - "The seven
important strategies..."
Bullet points and numbered paragraphs.
Articles about trends.

To write and read. You like words that have interesting
meanings and backgrounds.
To use lists (a, b, c, d, and 1, 2, 3, 4) and to order things into
your categories.
To arrange your words into hierarchies and points.
Colleagues who write or speak using challenging words.
Order and structure in anything presented. Expertise and
perfection.
Correcting mistakes.
SWOT analyses showing Strengths, Weaknesses,
Opportunities and Threats.
Risk analysis.
Strategic and management plans.
Management by objectives (MBO) especially written ones.
Clarity in what has been written.
Extracting meanings from headings and titles.

Correcting language errors. Spell-checking emails.

Challenging rules and using regulations.

PRESENTING INFORMATION AND WORKING WITH
OTHERS
In your interaction with others you should:

Write out your words for others to read.
Read carefully what others have written.
Watch and read new material appearing on noticeboards - in
the workplace, office and online.
Turn actions, diagrams, graphs, charts and flowcharts into
words.
As you listen, sort what they are saying into your own
categories and lists.
Order things into priorities of importance, or categories or
schemas...
Contribute in print to a variety of print media.
Have current business news running on your computer.
Rewrite any ideas and principles in your words.
Be aware that colleagues may not have a Read/Write
preference like you so respect their differences.
Find out the preferences of your employees or your boss(es)
and deliver in their preferred modes.

Your Quote:

"If it is not in print it may not exist."

Your Style:

You like this page because the
emphasis is on words and it is
arranged into lists. You believe
that meanings are within words
and that people need to be careful
when using words.

Leadership

based on a bullet point listing of
actions and a full description of
outcomes.

Leadership
Talk:

"This document outlines our plans
for implementing the strategies
that will achieve our objectives."

Feedback

based on written comments and a
table of figures showing detailed
results.

KINESTHETIC HELPSHEET
If you have a strong preference for Kinesthetic communication strategies you should use and recognise these:
COMMUNICATION INTAKE
To take in information

All your senses - sight, touch, taste, smell, hearing...
Real-life examples that explain and simplify principles.
Applications - including colleagues who can apply their
knowledge.
Hands-on approaches.
Trial and error.
Solutions to problems. Finishing things.
Role-plays even if you are not a player.
On-site visits, "walk-arounds", displays and expos.
Hands-on opportunities.
Demonstrations. Watching, and then trying it.
Collecting exhibits, samples, photographs, examples...
Videos, photos and pictures of real action, especially your
own.
Trials and pilot schemes.

YOU LIKE:

Business autobiographies and documentaries.
Talking about real things in your life.
Action. Doing things with others.
Making things happen.
Practical problems.
Finishing tasks.
Outcomes that can be measured.
Demonstrations followed by applying what you have learned.
Associates who are "concrete", "relevant" and down-to-earth.
Being part of a work team.
Being valued for your experiences.
People who can apply their ideas.

Files of successful projects and implementations.
PRESENTING INFORMATION AND WORKING WITH
OTHERS
In your interaction with others you should:

Focus on the "real" things that happened. Reality is what is
important.
Use plenty of examples when you talk, discuss, present or
write.
Use your previous experiences as the basis for any decisionmaking.
Use case studies and applications to help with difficult
principles and abstract concepts.
Recall the exact things that happened; the experiment, the
journey, the incident, the client, the customer and the
facts.
Get colleagues to focus on the detail.
Stay in this world and in this time. Now is where you want to
be.
Use detail to argue against principles or abstract ideas.
Be aware that others may not have a Kinesthetic preference
like you so respect their differences.
Find out the preferences of your employees or your boss and
deliver in their preferred modes.

Your Quote:

"The very first priority is to apply it,
practice it and make it work."

Your Style:

You want more experiences so
you can understand things. The
ideas on this page are only
valuable if they sound practical,
real and relevant to you. You need
to do things to understand.

Leadership

based on action, personal
examples and role modeling.

Leadership
Talk:

"Follow me and I will show you
what we can achieve."

Feedback

based on face-to-face discussions
with examples of projects showing
success or failure.

