
 Brian Housand 

 13 LESSONS ABOUT DEVELOPING TALENT 

Taylor Swift A Supermarket Saguaro Cactus

@brianhousand@gmail.com 
@brianhousand.com 
@brianhousand

Well…  
How did we get here?

I WANNA BE DEFINED BY  
THE THINGS THAT I LOVE 
NOT THE THINGS I HATE 
NOT THE THINGS I'M AFRAID OF… 
OR THE THINGS THAT HAUNT ME  
IN THE MIDDLE OF THE NIGHT 
I JUST THINK THAT 
YOU ARE WHAT YOU LOVE.

TAYLOR SWIFT

 Talent 

 Development 

 PERSON 

 PLACE 

 THING 
Taylor Swift A Supermarket Saguaro Cactus

 PERSON  PLACE  THING 



 Support 

 Systems 

One 



 Meredith Grey 

 Olivia Benson 

 Benjamin Button 

$97 
Million

Don't be afraid to fall in love with something and pursue 
it with intensity. 
Know, understand, take pride in, practice, develop, 
exploit and enjoy your greatest strengths. 
Learn to free yourself from the expectations of others 
and to walk away from the games they impose on you. 
Free yourself to play your own game. 
Find a great teacher or mentor who will help you. 
Don't waste energy trying to be well rounded. 
Do what you love and can do well. 
Learn the skills of interdependence.

TORRANCE 
MANIFESTO  
A GUIDE FOR DEVELOPING  

A CREATIVE CAREER
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You get to pick 
what your life has 
time and room for. 
Be discerning.
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Three 

cringe
When someone acts / or is  

so embarrassing or awkward  
it makes you feel extremely 

ashamed and/or embarrassed.

What if… 
It’s not any good? 
People don’t like it? 
I fail? 



Trends and phases are fun.  
Looking back and laughing is fun. 

Four 

 Don’t Hide 

 Your 

 Enthusiasm 
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Profiles of the Gifted and Talented

George T. Betts and Maureen Neihart
University of Northern Colorado

Abstract
After several years of observations, interviews, and
reviews of literature, the authors have developed six
profiles of gifted and talented children and youth. These
profiles help educators and parents to look closely at
the feelings, behaviors, and needs of the gifted and
talented. Also, tips on identification of each profile are
included as well as information on facilitating the gifted
and talented in the school and home.

Gifted children are usually discussed as an undifferentiat-
ed group. When they are differentiated, it tends to be on the
basis of differences in intellectual abilities, talents, or interests
rather than from a total or &dquo;gestalt&dquo; point of view in terms
of behavior, feelings, and needs. For example, creatively gift-
ed, intellectually gifted, learning disabled gifted, and artisti-
cally gifted are among the different categories that have been
reported. The purpose of this article is to describe a theoreti-
cal model to profile the gifted and talented that differentiates
gifted individuals on the basis of behavior, feelings, and needs.
The matrix describes and compares the needs, feelings and
behaviors of six different profiles of gifted children. This model
serves to increase awareness among educators and parents
of differences among gifted children and provides guidelines
for identifying gifted children. It can also be used to develop
appropriate educational goals for the gifted. These types are
offered as a generalization to facilitate the task of identifying
and guiding gifted children in all aspects of development.
They are not intended to describe any one child completely.

Personality is the result of life experiences and genetic
makeup. All gifted children are not affected by their special
abilities in the same way. Gifted children interact with and
are influenced by their families, their education, their rela-
tionships, and their personal development. Experience with
gifted children in a variety of settings has served to increase
awareness that the gifted cannot be seen as one group
(Strang, 1962).

Little has been done, however, to distinguish among groups
of gifted children. Roeper (1982) proposed five types of gift-
ed children based strictly on the approaches gifted children
use to cope with their emotions. She identified the perfec-
tionist, the child/adult, the winner of the competition, the
self-critic, and the well-integrated child. She focused on the
development of coping styles and the ways in which gifted
children experience and express feelings.

Few studies focus on a holistic perspective of the gifted
child. Most address one aspect of development or an area
of achievement or interest. (Colangelo & Parker, 1981;
Delisle, J.R., 1982; Gregory & Stevens-Long, 1986; Kais-
er, Berndt, & Stanley, 1987; Schwolinski & Reynolds, 1985) .
The development of the whole child must be addressed, tak-
ing into account the interaction of emotional, social, cogni-
tive, and physical factors. It is essential to remember that &dquo;A
child is a total entity; a combination of many characteristics.
Emotions cannot be treated separately from intellectual aware-
ness or physical development; all intertwine and influence
each other&dquo; (Roeper, 1982, p. 21). Giftedness should not
be defined by separate categories; every aspect of personali-
ty and development influences and interacts with every other
aspect. Giftedness should be examined as a construct that

impacts on personality.

PROFILES OF THE GIFTED AND TALENTED

The following presentation of six different profiles of gifted
and talented students can provide information for educators
and parents about the behavior, feelings, and needs of gift-
ed and talented children and youth. It is important to remem-
ber that this is a theoretical concept that can provide insights
for facilitating the growth of the gifted and talented, not a di-
agnostic classification model (see Figure 1). 

’

Putting The Research To Use
It is -essential that educators and parents understand the

cognitive, emotional, and social needs of the gifted and
talented. &dquo;Profiles of the gifted and talented&dquo; provides a
framework for a better understanding of these students by
looking closely at their feelings, behavior, and needs. Ad-
ditional information is provided concerning adult and peer
perceptions, identification, and home and school interac-
tions. Parents and educators use the profiles to gain a deep-
er awareness of the gifted and talented. They are also able
to use the information for inservice and courses concern-

ing the nature and needs of the gifted and talented. Fur-
thermore, educators can present the information directly
to students in order to help them develop more insight into
their own needs and behavior. &dquo;Profiles of the gifted and
talented&dquo; is a starting point for those who want to develop
a greater awareness and insight into these students. The
application of the approach will provide deeper and greater
understanding of our gifted and talented.

Betts, G. T., Neihart, M. (1988). Profiles of the gifted and talented. Gifted Child Quarterly, 32(2), 248-253. Betts, G. T., Neihart, M. (1988). Profiles of the gifted and talented. Gifted Child Quarterly, 32(2), 248-253.
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 TYPE V - The Double-Labeled 
TYPE VI - The Autonomous Learner
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 FAILURE & 

 REINVENTION 

FAILURE
In FACT, it isn’t EVIL at all. 

It is a NECESSARY

- Ed Catmull

isn’t a necessary evil.

consequence of doing  
something NEW. 

Failure is relative.

No. I’m making a better record.

One element of Madonna’s career 
that really takes center state is how 
many times she’s reinvented herself.  
It’s easier to stay in  
one look,  
one comfort zone,  
one musical style.  

It’s inspiring to see 
someone whose only 
predictable quality is 
being unpredictable. 

Failure is relative.
PREVENTABLE

TYPES OF FAILURE

UNAVOIDABLE
INTELLIGENT
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Life isn't  
how to survive 
the storm,  
it's about  
how to dance  
in the rain.

 DREAM 

 BIGGER 

Seven 

"I'm intimidated by  
"the fear of being average."

Far better is it to  

DARE  
MIGHTY THINGS 
to win glorious triumphs, 
even though checkered by failure,  
than to rank with those poor spirits  
who neither enjoy nor suffer much, 
because they live in a gray twilight  
that knows neither victory nor defeat.  

Theodore Roosevelt



Don't be afraid to fall in love with something and pursue 
it with intensity. 
Know, understand, take pride in, practice, develop, 
exploit and enjoy your greatest strengths. 
Learn to free yourself from the expectations of others 
and to walk away from the games they impose on you. 
Free yourself to play your own game. 
Find a great teacher or mentor who will help you. 
Don't waste energy trying to be well rounded. 
Do what you love and can do well. 
Learn the skills of interdependence.

TORRANCE 
MANIFESTO  
A GUIDE FOR DEVELOPING  

A CREATIVE CAREER

INSIDE 
BRIAN’S 
BRAIN

 brianhousand.com 

Taylor Swift A Supermarket

 PERSON  PLACE 

SUPERMARKET OR 
GROCERY STORE? What  

do you  
call this?

The 
Shopping 
Cart 
Theory
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What do you notice? What do you wonder?
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UNITED STAT ESPATENT OFFICE. 
CIARESCE SAUNDERs, or AERTEERs, ERINESSEE: 

Sal-SERVG STORs. 

1,242,882. Specification of Letters Patent. Patented Oct. 9, 1917. 
Application aled October 21, 1916. Serial gro, 123,888. 

To all whom it may concern; 
Beit known that I, CLARENCE SAUNDERs, a citizen of the United States, residing at Memphis, Shelby county, and State of Ten 

nessee, have invented and discovered certain new and useful improvements in Self-Serv ing Stores, of which the following is a speci 
fication. 
The object of my said invention is to pro vide a store equipment by which the cus 

tomer will be enabled to serve himself and, in so doing, will be required to review the 
entire assortment of goods carried in stock, conveniently and attractively displayed, and 
after selecting the list of goods, desired, will be required to pass a checking and paying 
station at which the goods selected may be billed, packed, and settled for before, retir ing from the store, thus relieving the store of a large proportion of the usual incidental expenses, or overhead charges, required to operate it, all as will be hereinafter more 
fully described and claimed. One purpose of the invention is to provide an arrangement for distributing the mer 
chandise of a store in such a manner that 
the goods may be selected and taken by the customers themselves while making a cir cuitous path through the store; and whereby a large number of customers may be accom 
modated at the same time without confu 

35 

st 

45 

5 

55 

sion, and in an expeditious manner. Another purpose is to utilize all the avail able floor space of the room to the best ad vantage; to dispense with the employment of many clerks who are usually engaged to 
wait upon the customers; and to insure that the customers become acquainted with the variety of lines of goods in the store and with the various items in the several lines. It is also contemplated to have a supply or stock room located immediately in the rear of and adjacent to the sales department and so communicating therewith that said sales department may be constantly kept 
fully stocked; and it is also a consideration that said system of buying be offered to the 
E. as a novelty in shopping or mar eting. The accompanying drawings, on which 
similar reference characters indicate corre sponding parts, illustrate an arrangement of 
a store equipment and furniture, such as have found suitable to accomplish the pur poses above stated. In said drayings 

detail, the store consists of a room 
with front and rear partitioning walls 5 and 

the interior of a store as seen from the front end thereof, arranged and equipped in ac cordance with my invention, Fig. 2 is a horizontal plan view, Fig. 3 is a front plan, and Fig. 4 a longitudinal section. 
Referring to the construction in further provided 

6, dividing the floor space into a lobby (forming an entrance and exit room) 8, at the front; a sales department 9, in the middle; and a supply or stock room 10 at the rear of the building, all proportioned 
with regard to the size of the store and the particular kind of business for which it is designed. 
The sales department 9 has two rows of merchandise display cabinets or holders 11. arranged against the side walls of the room, 

and intermediate of these a series of display cabinets 12. Said cabinets 12 are construct 
ed with shelves on opposite faces and are arranged in the room in line with and spaced from each other and have. their respective alternate ends spaced from the partition walls 5 and 6 to provide passage-ways 13. 
The spaces between the cabinets form aisles 14 which, with passage-ways 13, form a cir cuitous path between the respective rows of 
shelving or cabinets 11 and 12. This cir cuitous path must be traversed by every pur 
chaser who enters the sales room, and, while following the path, the customer has dis 
played before him for selection, the varied 
stock of goods that is offered for sale. The different kinds of goods are contained in packages suitable for convenient handling 
and assorted in lots of the different classes, as required to accommodate the different 
needs of different customers and enable them 
to conveniently select what they want of 
each item, all as will be understood. . The two display cabinets 11, on the side walls of the store, extend for the full length 
of the sales room, and at the rear end of the room, i. e. at the partition wall 6, said cabi 
nets 11 are connected by similar cabinets, or shelving, 15, while cabinets 12 are only a distance apart to provide aisles of conven 
ient width, and thereby all of the available space of the sales room is utilized to the best advantage. A portion of one of the display cabinets 12, preferably, the forward part of the middle display cabinet, has con Figurea is a perspective view illustratinae stricted therein a refrigerator 16 (see Figs, 
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Self 
Service
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DISCOUNT  
PRICING
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VOLUME  
DEALING



DEPTH

COMPLEXITY

DEPTH

COMPLEXITY

 CHOICES & 

 Experiences 

Nine 

The  
Illusion  

Of  
Choice

Time is limited. 
Attention is scarce. 
Are you engaging your customers?



Commodity Goods Service Experience

Time is limited. 
Attention is scarce. 
Are you engaging your customers?

learners?

Standards? Textbook? Instruction? Experience!

What ab!t in sch"l? 

 FOOD 

 DESERTS 

Ten 
https://www.ers.usda.gov/data-products/food-access-research-atlas/documentation/

A tract in which at least 100 
households are located more 
than one-half mile from the 
nearest supermarket and have 
no vehicle access; or at least 
500 people, or 33 percent of 
the population, live more than 
20 miles from the nearest 
supermarket, regardless of 
vehicle availability.

FOOD SWAMPS ENRICHMENT DESERTS



ENRICHMENT SWAMPS
Taylor Swift A Supermarket Saguaro Cactus
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 TASK 

 COMMITMENT 

Eleven 

I know. I know 
something.

I know that  
I know nothing. 

Q. How do you 
pronounce saguaro? 

A. Sa - WAH - ro



8 years = 1.5 inches 35 years = flowers

75 years

125 years = adult

SMART ≠ +



(RENZULLI, 1978)

TASK 
COMMITMENT 
represents energy 
that is brought to 
bear upon a 
particular problem 
(task) or specific 
performance area. 

TASK  
COMMITMENT

CREATIVITY
ABOVE 

AVERAGE 
ABILITY

 GROWING 

 ROOTS 

Twelve Most of the saguaros roots are only 
4-6 inches deep and radiate out as 
far from the plant as it is tall. 

There is one deep root, or tap 
root that extends down into 
the ground more than 2 feet.

WIDE RANGE OF INTERESTS

A DEEP  
ROOTED 
PASSION

 Effortlessness 

 IS A MYTH 
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 1. Support Systems 

 2. Catch & Release 

 3. Embrace Cringe 

 4. Don’t Hide Your Enthusiasm 

 5. Failure & Reinvention 

 6. Haters Gonna Hate 

 7. Dream Bigger 

 8. Self-Serve 

 9. ChoiceS & EXPERIENCES 

10. Food Deserts 

11. Task Commitment  

12. Interests vs. Passion 

13. Effortlessness is a Myth 

I WANNA BE DEFINED BY  
THE THINGS THAT I LOVE 
NOT THE THINGS I HATE 
NOT THE THINGS I'M AFRAID OF… 
OR THE THINGS THAT HAUNT ME  
IN THE MIDDLE OF THE NIGHT 
I JUST THINK THAT 
YOU ARE WHAT YOU LOVE.

TAYLOR SWIFT
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