







Praise for Making a Difference by Being Yourself

“Provides commonsense yet insightful examples of ways to connect people to others and to their workplace. I’m excited about sharing Huszczo’s observations with my colleagues and urge you to ‘catch the fever’ and read this book.”

—JACK P. NIGHTINGALE, ASSISTANT DIRECTOR OF HIGHER EDUCATION
ORGANIZING, AMERICAN FEDERATION OF TEACHERS

“Huszczo is an expert on the application of personality type to daily life and a man who makes a difference. His book is a simple and effective presentation of how anyone can use his or her core functions to make a difference, too.”

—JOHN W. LORD, EXECUTIVE DIRECTOR,
THE ASSOCIATION FOR PSYCHOLOGICAL TYPE INTERNATIONAL

“Finally, a book grounded in research that matches personal narrative to personality type. It opens new fields of investigation while expanding the range of tools available to the consultant. This book is a must-read.”

—TONY PICCHIONI, PHD, CHAIR, DEPARTMENT OF HUMAN DEVELOPMENT, ANNETTE CALDWELL SIMMONS SCHOOL OF EDUCATION AND HUMAN DEVELOPMENT, SOUTHERN METHODIST UNIVERSITY

“Identifies critical features of how each of us can make a difference at work, at home, at play, or in our community simply by recognizing our personality type. This provides a more inclusive alternative to ‘getting the right people on the bus’ to achieve a particular goal.”

—FRANK C. BROSIUS, MD,
PROFESSOR AND CHIEF OF THE DIVISION OF KIDNEY DISEASES,
UNIVERSITY OF MICHIGAN

“Reminds us of what is unique about each of us and how we can bring that uniqueness to our relationships in our private or public life. If we do this, it provides us with opportunities to truly make a difference.”

—PENNY SHARPLES, DIRECTOR, ORGANIZATIONAL DEVELOPMENT,
UNIVERSITY OF MELBOURNE, AUSTRALIA

“This book will help you embrace and celebrate your unique path to fulfillment in the workplace and in life in general. Read first to understand what will make your Mondays as exciting as your weekends and then to grasp how our diverse pathways to meaning mean that we need each other!”

—JANE A. G. KISE, PRESIDENT,
THE ASSOCIATION FOR PSYCHOLOGICAL TYPE INTERNATIONAL

“For anyone who wants to or believes they can make a difference, Huszczo has a unique way of making it easy to understand, while at the same time providing tools to help them use their personality type to its full potential. I believe all labor and management partners need to read this book and use the concepts toward building greater partnerships.”

—EDGELL W. TURNQUIST, EXECUTIVE DIRECTOR,
MICHIGAN LABOR MANAGEMENT ASSOCIATION

“Finally, permission to be myself and use my natural personality characteristics to help others! I have tendencies and traits inherent to being a “Stabilizer/ST” that are valuable to a team, organization, and/or relationship. With the insight from this book, I am able to identify and offer these in order to help make things better for those around me.”

—TERESA D. WEBSTER, SPHR, DIRECTOR, HUMAN RESOURCES,
EMERSON PROCESS MANAGEMENT

“A brilliant synthesis of research and pragmatic, action-oriented insights that individuals can use for personal development or the development of their clients. From the opening words to the last page, this book will deepen your use of psychological type.”

—ROGER R. PEARMAN, EDD, PRESIDENT, QUALIFYING.ORG®, INC.

“A practical approach to knowing and using who we are to more effectively interact with those we come into contact with on a daily basis to make a difference in our lives.”

—DARYLL MCCARTHY, ADMINISTRATIVE SUPPORT SUPERVISOR,
HUMAN RESOURCE DEPARTMENT, CITY OF PLANO, TEXAS

“Describes the clearest way you can stand in your own force by just being you. Enjoy, learn, use that knowledge! Huszczo’s work will truly make a difference in your life, too!”

—LIEVE VERMEULEN, PRESIDENT, TYPE ASSOCIATION BENELUX

“Huszczo’s easy style and poignant stories help you realize how true-to-type, positive, ordinary acts can have a profound impact on your work and your relationships. I challenge anyone to read this book and walk away unmoved, untouched, and unmotivated to act.”

—VICTORIA A. HOEVEMEYER, ORGANIZATIONAL DEVELOPMENT DIRECTOR, FRIENDSHIP VILLAGE OF SCHAUMBURG, SCHAUMBURG, ILLINOIS

“Huszczo’s research can help us transform our MBTI® personality profile from a statement of who we are to a plan for how we can make a difference. His case studies offer realistic, day-to-day ways each of us can make a difference by doing what comes naturally.”

—BRAD HILL, PRINCIPAL, TANDEHILL HUMAN CAPITAL

“Huszczo’s extensive research and background with the MBTI assessment will make this book insightful for even the most experienced user. Huszczo has a great ability to develop practical tools for everyday applications and illustrate their use with personal experiences.”

—TED AMSDEN, SENIOR CONSULTANT, THE LEADERSHIP GROUP LLC

“Takes a fresh approach to using personality type to enhance your ability to make impactful differences, no matter what stage in life you’re at.”

—GRETCHEN E. BENSCH, COORDINATOR, HUMAN RESOURCE GENERALIST, PMA CONSULTANTS

“Huszczo gets it when it comes to using the MBTI tool to help solve problems. I am anxious to use his latest research to assist clients seeking to integrate life and work. It will make a difference.”

—MARILYN L. TAYLOR, MS, PRESIDENT, TAYLOR TRAINING & DEVELOPMENT INC.

“Huszczo brings decades of MBTI experience to this practical guide. His exercises can help people identify and develop their natural strengths. This book would be helpful to anyone who wants to be authentic as well as successful.”

—NANCY SCHULLERY, PHD, PROFESSOR, BUSINESS INFORMATION SYSTEMS,
AND DIRECTOR OF UNDERGRADUATE PROGRAMS,
HAWORTH COLLEGE OF BUSINESS, WESTERN MICHIGAN UNIVERSITY

“Huszczo focuses the spotlight inward as we learn how to enrich our lives and the lives of others by using our special gifts and allowing our personalities to shine through.”

—JIM MCNEIL, CHANGE CONSULTANT,
STRATEM ASSOCIATES/COMPETITIVE DYNAMICS INTERNATIONAL

“If everyone could feel that they can make a difference, that they can make a valid contribution to their workplace, their relationships, and their community simply by being who they are naturally, it would change the world.”

—MARILYN MAXIM, MANAGER, PUBLIC RELATIONS, KEILHAUER

“Recognizing my natural personality preferences has made me a better business partner, a better parent, and a more active partner in my community. This process has contributed to an improved value in my involvement with others in my life.”

—JULIE LYNCH, NSK AMERICAS, MANAGER, BENEFITS
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PREFACE

Interest in stories about people making a difference has never been higher. If you do an internet search for the phrase, make a difference, you will be referred to more than twenty-six million sites. Hundreds of companies advertise their products or services in a manner that emphasizes how they make a difference. The tag line “making a difference” is utilized in volunteer recruitment by the majority of non-profit agencies that offer help to communities. USA Weekend magazine continues to sponsor Make a Difference Day every October and now offers cash awards for worthy projects. Oprah Winfrey has launched “Oprah’s Angel Network” to encourage people to donate, volunteer, and get involved. A “Making a Difference Network” exists to facilitate the granting of wishes to people in very difficult circumstances. NBC Nightly News with Brian Williams broadcasts a weekly “Making a Difference” segment on profiles of ordinary people doing extraordinary things.

This book has contributed to the movement by helping people realize that making a difference is something we all can do on a very regular basis. It is about ordinary people doing what is ordinary to them—being themselves. Since Making a Difference by Being Yourself was first published in its hardcover edition in October of 2008, I have received several hundred more stories of people making a difference. I have heard from readers that this book helped them make a difference at their place of work, in their relationships, and in their communities.

What if I told you that the key to making a difference boils down to you truly being yourself? This may sound simple, but it won’t always be easy. In order for you to be yourself, you must become aware of the elements of your core personality. In order to make a difference, you need the courage to use your personality. Socrates said, “The unexamined life is not worth living.” This book helps you examine yourself without judgment, and then urges you to go beyond being self-aware and to consider your uses in life. Making a Difference by Being Yourself will move you to take action by being you—not by being a superhero or by trying to be all things to all people, but by doing things consistent with who you are. I can assure you, if you are willing to consciously act on the essence of who you are, you will make a difference.

In order to produce this book, I conducted three research studies in which more than five hundred people told me stories about times they made a difference. I have included over a hundred of these stories throughout the pages of this book in order to give you ideas about how your personality type might make a difference. Any good story has a lot to teach us. This is not a book about extraordinary people doing extraordinary things. You will not be hearing about the Warren Buffets or the Abraham Lincolns of the world making a difference through amazing deeds. This book is about ordinary people who simply want to make more of a difference for themselves and for the people and organizations they care about. Most of the stories are about everyday life experiences (for example, helping an overwhelmed friend produce a step-by-step to-do list), because making small differences frequently adds up to a life of happiness and fulfillment. Says children’s rights advocate Marian Wright Edelman, “We must not, in trying to think about how we can make a big difference, ignore the small daily differences we can make which, over time, add up to big differences that we often cannot foresee.”

Some of the stories are kind of wild—for example, a college student protecting her girlfriend from being written on with magic markers after she had passed out at a party. Many of the stories will provide insights on how people made a difference at work by being themselves. And some of the stories are as heartwarming as the one below.

“I worked for a year as an educational assistant in a special education classroom. I made the point of getting to know each student personally. Kids would come to me when they were having trouble at home or school. I did something special for each kid on their birthday. I also popped in on them during lunch. I sent notes to them about how much I enjoyed talking with them. I made a point of visiting one of ‘my girls’ when she was admitted to a psych ward. I also bonded with the full-time teacher assigned to the class. I brought her flowers on the anniversary of her brother’s suicide and took over the class that day so she could have private time to herself.”

All five hundred people in my research studies were able to tell me stories about times they made a difference. Some needed encouragement to share their stories, but all of them made a difference in the arenas of work and relationships. In addition, virtually everyone reported that making a difference in one arena enhanced their ability to make a difference in another. They also admitted that making a difference for others made a big difference for themselves. It made them feel happier and more fulfilled. Making a difference is a fundamental need, and probably a universal experience. Being yourself is a key to experiencing a sense of well-being. I hope you will be willing to post your stories on my website (makingadifferencetype.com) and on my Facebook page (Making a Difference).

Throughout this book, you will learn how different personalities make a difference, differently. You will be guided into understanding the typical strengths of your core personality through simple self-assessment instruments and exercises. Once you understand the fundamentals of your personality type, you will be prepared to increase the frequency with which you will make a difference. This book is about you, not about the subjects of my research studies. You won’t be asked to look too deeply into your personality, but you will be asked to identify four tendencies in your style. And you will be pushed to use the information about yourself to find opportunities to make a difference.

Part One of this book is for everyone. Chapters 1–3 introduce you to the topics of positive psychology, making a difference, living life consciously, and discovering your core personality type. Some sections of Part Two are just for you. Chapters 4–7 focus on the four core personality types and one of those chapters will be particularly useful to you at work and in your relationships. Throughout the book you will find forms and exercises to enhance your ability to make a difference. Chapter 8 will help you pull it all together. However, reading a book is not enough—you must personalize what you learn and put it to use. The goal is to make “making a difference” something that comes naturally to you. Join the movement. Make a difference by being yourself!
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PART
1
Making a Difference and Discovering Who You Are


1
Why Is Making a Difference So Important?

It’s easy to make a buck. It’s a lot tougher to make a difference.

—TOM BROKAW

There is growing evidence that the key to success in work organizations is to have people focus on their strengths. The positive psychology movement declares that the key to people’s mental and physical health is their figuring out what is right with themselves, not focusing on their neuroses, psychoses, and shortcomings. Do you know what is right with you? Can you describe your natural tendencies, and are you ready to make a difference with those tendencies?

The funny thing, it turns out, is that all you really have to do to make a difference is be yourself. That said, do you know who you are? This book will help you identify key elements of your personality—but more important, it will help you use your personality. Millions of people every year attend workshops and take assessments to discover their personality type and maybe learn about the personalities of their coworkers. But, sadly, most fail to utilize the valuable insights they’ve gained in the process.

HOW IMPORTANT IS MAKING A DIFFERENCE IN TODAY’S WORLD?

If you do a Google search for “make [or making] a difference,” you will identify literally millions of sites that reference this topic. Many communities have established “Making a Difference” days, when people can volunteer to help those in need. In fact, the people at USA Weekend magazine have attempted to turn this into a national event. They have declared the fourth Saturday of every October Make A Difference Day. In one weekend alone, over three million people volunteered and accomplished thousands of projects in hundreds of towns. USA Weekend has also established a Web site with examples of projects completed and ideas for additional projects and suggestions on how to get involved to organize others.

The opportunity to make a difference motivates people. Service agencies such as AmeriCorps and the Peace Corps recruit people by pointing out that they can fulfill their need to make a difference by becoming more involved in their work and mission. The theme is used in advertising campaigns for charitable foundations. Service America and many other organizations use it as a slogan. Making a difference is offered as the motivation for service trips for college students (as an alternative to spring break), awards for teachers, and opportunities to develop one’s leadership skills. Web sites such as bethecause.org, cityyear.org, and go-mad.org help people find opportunities for making a difference.

The entertainment industry has also trumpeted the notion. Popular movies such as It’s a Wonderful Life and Pay It Forward depict heartwarming stories that show ordinary people doing things that make a difference in their job, in their community, and for their families, friends, coworkers, and even strangers. Several news programs have used it as a theme. For example, the NBC Nightly News with Brian Williams dedicated a segment every week to stories about people making a difference.

Many best-selling nonfiction books have described the benefits of doing things for the benefit of others. Robert Greenleaf’s classic Servant Leadership (1977) espouses making a difference as a leader by focusing on what followers need to succeed. Mihály Csikszentmi-hályi’s best-selling work Flow (1990) examines the psychology of peak experiences and shows that happiness comes from delivering our best by being focused and challenged to make a difference for ourselves and others. In The Tipping Point (2000), Malcolm Gladwell presents compelling evidence for how making small differences can make a big difference in work and in efforts to change the society at large. Tal Ben-Shahar, who leads a wildly popular positive psychology seminar at Harvard University, identifies in his book Happier (2007) the key principles for becoming happier; most of these lead back to making a difference and living life consciously. Clearly the topic of making a difference has inspired millions of people in this country and throughout the world.

WHY IS MAKING A DIFFERENCE SO IMPORTANT TO US?

Feeling like you make a difference in the world is a basic human desire. It fulfills several needs, including the need to feel there is meaning to one’s life, a sense of significance. Henry Thoreau presented the bleak perspective that most people “live lives of quiet desperation.” Yet, virtually all people have peak moments; we just need to prompt them to pay attention to those moments and dedicate themselves to having them more often. When I asked the five hundred people in my research studies to relay stories of times when they had made a difference, all were able to point to examples. Ben-Shahar, who makes a compelling case for the ultimate importance of happiness, defines happiness as the times when we experience both pleasure and meaning in our lives. The United States of America was founded on the basic right of the pursuit of happiness. When we make a difference for ourselves or for others, we find meaning in life and feel happier—whether at work or in our relationships. Ralph Waldo Emerson pointed out that “It is one of the most beautiful compensations of this life that no man can sincerely try to help another without helping himself.”

MAKING A DIFFERENCE AS AN ALTERNATIVE TO PERFECTIONISM

Are you prone to perfectionism? Are you more likely to point out what is lacking in a situation or effort than what is there? Do you discount your efforts when you are praised at work, or by loved ones or neighbors? This book urges you to focus on whether things got better rather than worse, instead of whether what you or others did was perfect. The concept of making a difference provides a healthy alternative to perfectionism. Psychotherapists such as Karen Horney have documented the negative impact of the “curse of perfectionism” and the “tyranny of the should.” These tendencies often inhibit us from even trying to make a difference and later from feeling the satisfaction of helping ourselves and others.

Making a difference can be both exhilarating and humbling. It encourages us to be human, not godlike, while still exerting the effort to engage in something challenging. The standard of “making a difference”—that is, making things better—provides the pathway for avoiding the temptation to think we need to be perfect yet still not abandoning our standards to the point that “anything goes” or “nothing matters.” Considerable evidence—from both research and experience—suggests that small things make a big difference both to ourselves and to others in our life. If we can allow ourselves to feel happy about the little ways we make a difference, we can actually broaden our scope of attention and be less prone to be self-absorbed. Research by Isen, Clark, and Schwartz (1976) and George (1991) confirms that we are more likely to help others when we feel good. Are you willing to let go of some perfectionistic tendencies and feel good about being you? Are you willing to allow yourself the pleasure and meaning of helping out at work and in relationships without feeling you shouldn’t feel happy about your small efforts?

MAKING A DIFFERENCE AS AN ALTERNATIVE TO THE “BLAME GAME”

Making a difference also provides a pathway for getting results without having to prove we are right and others are wrong. It is a concept that embraces collaboration rather than competition. It is the journey and the destination that provide benefits to self and others, as well as to organizations. The more we notice opportunities to make a difference and push ourselves to rise to the occasion, the better we will feel about ourselves as well as life in general. The funny thing is, these opportunities are all around us. Are you ready to expand your awareness and identify these opportunities and to consciously use the strengths of your personality to make a difference?


2
How Do You Make a Difference?

You’re the only one who can make the difference. Whatever your dream is, go for it.

—EARVIN “MAGIC” JOHNSON

Your success at making a difference is a function of three things:

• Your abilities

• Your motivation

• The opportunities that exist in your life

For example, at work your performance is tied to some extent to the abilities you possess to do your job. Your knowledge and skills are what make you capable of doing your work. However, if you are not motivated to apply your abilities, you won’t be performing at your best and you won’t be making a difference. If you are not clear whether you should be involved in a given task or to what extent the quality and quantity of your efforts are needed, you are less likely to make the most of your abilities. Expectations are an important part of motivation. Furthermore, if your fulfillment of expectations (assuming you fulfill them) is not reinforced, you won’t be motivated for long. Finally, though you may have the ability and motivation to do a task, if you are not given the opportunity to perform, you won’t have the chance to make a difference. Any athlete who has been relegated to the bench can tell you that. Making a difference is truly a matter of the interaction between your abilities, motivations, and opportunities.

In this chapter we explore how you have made a difference at work and in personal relationships—both inside and outside work—and why your efforts are important to you. This exploration will lead us to how you can purposely use your natural personality preferences to increase your efforts to make a difference. You will be asked to examine your natural abilities, your motivations, and the opportunities that exist at work and in your relationships.

There are so many ways to make a difference. Just to get you started, begin to think about times when you might have helped others by:

• Developing a plan

• Negotiating a settlement

• Catching a mistake before it happened

• Solving a problem

• Reducing the stress in a situation

• Being a role model

• Providing some feedback

• Encouraging others by showing that you care

• Generating enthusiasm

• Communicating information effectively

• Resolving a conflict

• Motivating others

• Influencing a decision

• Providing an ethical standard

• Developing trust

• Showing respect

• Establishing credibility

• Team building

• Helping others feel valued

• Improving the image of a team or company

• Dealing with different personalities

• Remaining healthy in a dysfunctional organization

• Providing leadership

• Developing leadership in others

• Instituting a change

• Caring for others

MAKING A DIFFERENCE AT WORK

Let’s begin by looking at how you can make a difference at work. It is in virtually every organization’s self-interest to recognize and encourage its employees as they seek the satisfaction of making a difference. Recognition doesn’t cost the company money; it enhances morale and leads to greater effectiveness. Even if your employer does not emphasize making a difference, there are still hundreds of ways you can do it if you are willing to take the initiative. When I asked study participants about times when they had made a difference at work, I heard many themes repeated in their stories, such as simplifying things, being positive, rescuing people, developing systems, reducing stress, and so on. Here’s one person’s story.

While working at a tuxedo rental store, I often helped reduce stress in a typically stressful situation for brides and grooms before their wedding day. One wedding party soon had to leave to travel for the wedding. Some of the guys came in a day late for their fittings, and some of the sizes needed to be changed. We didn’t keep the tuxedos at the stores—everything was kept at a warehouse nearby. Even though the problem really wasn’t our fault, I told the guys I would fix everything. I took down their address, drove to the warehouse, and delivered the replacements to their house so they could leave for the wedding on time.

Use exercise 1 to help you identify some of the ways you have made a difference in job tasks or with people at work. In exercises 14 and 15 in chapter 8 you will be asked to review these events as you are coached to make even more of a difference in your current work situation.


EXERCISE 1

Times When You Made a Difference at Work

In the space below or on a separate sheet of paper write down several examples of times when you have made a difference at work. Don’t forget to include the ordinary times—don’t discount those experiences. Provide as many details as possible and be specific.

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________



MAKING A DIFFERENCE IN RELATIONSHIPS

Most people will not feel sufficiently fulfilled by making a difference only at work. Aristotle said, “Without friendship, no happiness is possible.” Human beings are social animals and have a fundamental need to love and be loved. Making a difference in relationships with friends, lovers, family, neighbors, coworkers, and others is a key way we show we care and at the same time also get our needs met. We don’t necessarily do this to change others. We give of ourselves and make a difference in many ways. When I asked the subjects of my research studies how they had made a difference in relationships, I heard many themes repeated in their stories, such as being dependable, smoothing over conflicts, encouraging risk taking, and helping others increase their competence. Here’s another story.

I have made a difference with my friend Matt by constantly encouraging him to go back to school. I kept telling him that he is a smart guy and he can handle college easily. He recently decided to enroll at the community college for the winter semester and work on more general education credits before coming back to the university. I like to think that maybe my encouragement and positive remarks might have made a difference.

Use exercise 2 to help you identify some of the ways you have made a difference in relationships. In exercises 14 and 15 you will be asked to review these events as you are coached to make even more of a difference in your current relationships.


EXERCISE 2

Times When You Made a Difference in Relationships

In the space below or on a separate sheet of paper, write down several examples of times when you have made a difference in your relationships with family members, spouses, lovers, friends, neighbors, or even coworkers outside work. Don’t forget to include the ordinary times—don’t discount those experiences. Provide as many details as possible and be specific.

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________



WHY IS MAKING A DIFFERENCE IMPORTANT TO YOU?

We all have had moments when we made a difference. These moments have been good for us and good for others. They include everyday events, not just life-changing events. In exercises 1 and 2 you described some times when you made a difference. In exercise 3 you’ll be examining the feelings those efforts generated and why making a difference may be an important source of motivation for you.


EXERCISE 3

The Impact of Making a Difference

Review the events you listed in exercises 1 and 2 where you made a difference at work or in relationships. Pick one or more of those events to examine more closely in the space provided below. How did you feel before, during, and after your effort? How did others feel? In particular, why was what you did meaningful to you? Why was it meaningful to the others involved?

________________________________________

________________________________________

________________________________________

________________________________________

________________________________________

________________________________________

________________________________________

________________________________________

Why was what you did pleasurable for you? Why was it pleasurable for the others involved?

________________________________________

________________________________________

________________________________________

________________________________________

________________________________________

________________________________________

How did your making a difference keep you engaged and involved? What kept you focused?

________________________________________

________________________________________

________________________________________

________________________________________

________________________________________

________________________________________

________________________________________

________________________________________

Based on your answers above, why is making a difference important to you?

________________________________________

________________________________________

________________________________________

________________________________________

________________________________________

________________________________________

________________________________________

________________________________________



DOES MAKING A DIFFERENCE MEAN THE SAME TO EVERYONE?

As you think about the many ways to make a difference, you probably will notice some common helping behaviors that anyone can use to make a difference at work or in relationships. Certain situations and people would benefit from variations in the application of these themes. In general, many people try to read the situation or person and respond to the need/want identified. For some people this means trying to be something they are not. This book, in accordance with the positive psychology movement, encourages you to seek happiness primarily through the strengths of your natural personality preferences. My research indicates that your personality produces a style that suits you well in your efforts to make a difference. Chapter 3 will help you understand your own personality and its likely strengths. Chapters 4–7 will help you identify the elements of your core personality type and how you can make better use of it by living your life consciously.


3
Who Are You? Putting Your Personality to Use

A person cannot choose wisely for a life unless he dares to listen to himself, his own self, at each moment in life.

—ABRAHAM MASLOW

Who are you when you are just being yourself? Here are some thoughts on the subject from some of the participants in my research studies on making a difference:

• “The best advice I ever gave someone before he went into a crucial job interview was to ‘just be yourself.’”

• “I didn’t really know what to tell my people about how to handle the rough situation we were facing, but what helped was my boss telling me to just be myself.”

• “My best friend knew I really wanted to go out with Gary. Just before going on my first date with him, she told me to just be myself, because if he didn’t like who I am, then he wouldn’t be the right guy for me anyway. So here it is now, Gary and I have been happily married for fifteen years and have two beautiful kids. On our best days all we really expect from each other is to be ourselves.”

THE ANSWER TO “JUST BE YOURSELF”

Have you ever given someone the classic advice to “just be yourself”? Have you ever received that advice? What does “being yourself” mean to you? Exercise 4 might help start clarifying this for you.


EXERCISE 4

Who Are You?

Answer each of the following questions in the space to the right of the letter below it. Later you will use the space to the left of the letter to rank the importance of your response.

Question A: Pick one word or, at most, a short phrase to answer the question “Who are you?”

_____ A.________________________________________

Question B: Who are you? Answer this question again without using the same word or phrase you used for question A.

_____ B.________________________________________

Questions C–Z: Continue answering the question “Who are you?” In each case use a different word or phrase but make sure every answer really captures an essence of who you are. Stretch your thinking about yourself and try to complete the entire list. As above, write your answers to the right of the letter.

_____ C.________________________________________

_____ D.________________________________________

_____ E.________________________________________

_____ F.________________________________________

_____ G.________________________________________

_____ H.________________________________________

_____ I.________________________________________

____ J.________________________________________

_____ K.________________________________________

_____ L.________________________________________

_____ M.________________________________________

_____ N.________________________________________

_____ O.________________________________________

_____ P.________________________________________

_____ Q.________________________________________

_____ R.________________________________________

_____ S.________________________________________

_____ T.________________________________________

_____ U.________________________________________

_____ V.________________________________________

_____ W.________________________________________

_____ X.________________________________________

_____ Y.________________________________________

_____ Z.________________________________________

Now go back and rank your responses, from 1 up to 26 (at least your top ten), putting a “1” to the left of the answer that is the most important element describing the core of who you really are. Put a “2” to the left of the answer that is the next most important element describing the core of who you really are. And so on.



Now let’s analyze the words and phrases you chose in exercise 4 and your answer rankings. The answer you ranked #1 you see as most central to the core of who you really are. The remaining items are important elements of the “real” you, but they represent successively more superficial features of your identity as they decline in rank.

FINDING THE “WHOS” BEHIND YOUR “WHATS”

In their work on diversity, Lee Gardenswartz and Anita Rowe (1994) posit that each individual has four dimensions of identity, ranging from the most superficial to the most core:

• The organizational dimension, which includes type of work, department, seniority, union affiliation, etc.

• The external dimension, which includes personal habits, recreational activities, religion, appearance, etc.

• The internal dimension, which includes age, race, ethnicity, physical ability, gender, etc.

• Personality, which includes all aspects and tendencies that may be classified as personal style

In responding to the question “Who are you?” we often respond with an answer from one of Gardenswartz and Rowe’s more superficial dimensions. That is, we often respond by saying what we are rather than delving into who we are. Review your answers in exercise 4. Did you sometimes answer the question by listing physical characteristics of what you are, or by identifying yourself with a role you fulfill in life? If so, now try to substitute a word or phrase that captures the “who” behind the “what” for any items where you answered with a description of a superficial aspect of your identity.

For example, if you described yourself as an industrial engineer or a union leader or an executive or a health care provider, what might be behind these organizational roles? Could the “who” behind the “what” of an answer such as “industrial engineer” be a systematic problem solver? Perhaps your answer came from the external dimension and you identified yourself as a midwesterner or a Catholic. If so, what does it tell us about you? Could the “who” behind the “what”—a midwesterner—indicate that you look at life realistically? Or perhaps your answer came from the internal dimension, for example, “I am a man” or “I am a Baby Boomer” or “I am a Polish American.” If you listed your ethnic identification, could that mean that a core element of who you are is being a proud and loyal person?

In order to be yourself you have to know yourself. Push yourself to identify the elements of your “who” that underlie the physical qualities as well as personal and occupational roles you play in life. What did exercise 4 teach you about the essence of who you really are? Do these words help you understand how you would behave if someone suggested that you ought to just be yourself? In what way? “Just be yourself” is easy to say but more difficult to put into practice. Each person is a mix of characteristics at several levels. To make a difference more naturally, you will be asked to discover more about your core level—your personality.

DESCRIBING YOUR PERSONALITY TYPE

The next step toward being able to use the strengths of your natural self is to learn how to describe yourself in a more systematic way. Swiss psychologist Carl Jung (1971) developed a framework for understanding personality types in the 1920s, and Isabel Briggs Myers and her mother, Katharine Cook Briggs, later helped refine that framework and developed the Myers-Briggs Type Indicator® (MBTI®) instrument. The framework is based on the following assumptions:

• An individual’s personality type is determined by his or her preferences in four pairs of opposites, known as preference pairs.

• Neither side of a preference pair is better than the other; in fact, they complement each other.

• People have a natural or more accessible preference for one side of a preference pair over the other, but we all use both to some degree. Just as you may be naturally right-handed, you can use your left hand when needed—it just won’t seem as natural or comfortable for you.

• The key to a well-developed personality is capitalizing on your preferences while accepting—even celebrating—others who show opposite preferences, instead of trying to be all things to all people or insisting that everyone share your preferences.

The eight preferences are highlighted in table 1.

Both sides of each preference pair contribute to situations at work and in relationships. Although personality type is more a matter of natural tendencies—not of abilities or even specific behavior—you will be better equipped to make a difference if you capitalize on the strengths of your natural tendencies. Knowing your natural tendencies gives you an edge in planning how to make a difference.

The first preference pair of the Jung/Myers-Briggs® framework, Extraversion–Introversion (E-I), focuses on where you direct as well as receive energy. People with a preference for Extra-version (E) are more externally oriented, directing their energy toward and receiving energy from the external world of people and things. People with a preference for Introversion (I) are more internally oriented, directing their energy toward and receiving energy from the internal world of ideas and experiences.

The second preference pair, Sensing-Intuition, describes how you naturally take in information about what is going on in the world around you. People with a preference for Sensing (S) tend to rely on their five senses to focus on the facts, details, and realities of their present situation. People with a preference for Intuition (N) tend to look at the world and immediately see possibilities and the connections between facts and details and what implications these may have for the future.

The third preference pair, Thinking-Feeling (T-F), looks at how you tend to make decisions. Those with a preference for Thinking (T) tend to rely on logic. They prefer to view the world objectively and naturally apply the principles of cause and effect to make their decisions. Those with a preference for Feeling (F) tend to be clear about their values and beliefs and want to make decisions consistent with those values and beliefs. They tend to be naturally agreeable unless their values are threatened.


	TABLE 1 The Eight Preferences of the MBTI® Instrument


	People with a preference for:
	People with a preference for:


	E EXTRAVERSION
	I INTROVERSION


	Tend to direct energy toward and receive energy from the external world of people, activities, and things
	Tend to direct energy toward and receive energy from the internal world of ideas and experiences


	S SENSING
	N INTUITION


	Tend to first perceive immediate, tangible facts through the five senses
	Tend to first perceive possibilities, patterns, and relationships through insight


	T THINKING
	F FEELING


	Tend to make decisions based on logical analysis with a focus onobjectivity and detachment
	Tend to make decisions based on personal or social values with a focus on understanding and harmony


	J JUDGING
	P PERCEIVING


	Tend to live in a decisive, orderly, planned way and strive for closure in the external world
	Tend to live in a flexible, spontaneous way and strive to stay open to new information in the external world




Source: Adapted from Isabel Briggs Myers, Mary McCaulley, Naomi L. Quenk, and Allen H. Hammer, MBTI® Manual, 3rd ed. (Mountain View, CA: CPP, Inc., 2003), 6. Copyright 1998, 2003 by Peter B. Myers and Katharine D. Myers. Used with permission.

Myers and Briggs added a fourth crucial preference pair, Judg-ing–Perceiving (J-P), which describes how you tend to deal with the outside world. People with a preference for Judging (J) tend to make plans and seek closure, while people with a preference for Perceiving (P) tend to want to be more flexible and spontaneous and to keep their options open.

Altogether, the four preference pairs, comprising eight preferences, create sixteen possible four-letter type combinations, as outlined in table 2, on pages 28-29. For more detailed information on the sixteen types, the interested reader might want to start with the booklet Introduction to Type® by Isabel Briggs Myers (1998).

DISCOVERING YOUR PERSONALITY TYPE

Now it’s time to take your wonderfully complex personality and consolidate it into one of those sixteen four-letter types.

Determining your four-letter type can help you understand so much about who you are. Exercise 5, on pages 30-34, is intended to provide a quick and easy way to help you do this, whether or not you have taken the MBTI assessment previously. Keep in mind that it is no substitute for taking the actual assessment and receiving a professional interpretation. You can contact the Association for Psychological Type International, at www.aptinternational.org, to identify a certified professional in your area. Alternatively, you can contact CPP, Inc., at www.cpp.com, to access the online program MBTI® Complete, which enables you to take the full assessment at your own pace, determine your preferences, verify your type, and receive a detailed feedback report explaining your results. Davies-Black Publishing is offering readers a 20 percent discount to take this assessment. Log on to www.mbticomplete.com using the following password: MAD08.

Regardless of which option you choose to identify your type, you will need to verify your “best-fit” type. The certified professional who administers the MBTI assessment to you will have exercises to help you do this. MBTI® Complete includes similar exercises. The four charts in appendix A in this book can also help you verify your best-fit type.

THE FOUR CORE PERSONALITY TYPES

The two middle preference pairs—Sensing-Intuition (S-N) and Thinking-Feeling (T-F)—account for the dominant and auxiliary functions of your personality: the core part of who you are and the secondary part that supports that function. These two middle letters of your four-letter type together form what I call your core personality type—the focus of this book. The four possible combinations of middle letters are ST, SF, NF, and NT. Learning about your core personality type can help you use your strengths to make a difference. The four core personality types will be referred to throughout the rest of the book as:

• Stabilizers (STs)—tend to be matter-of-fact and have and appreciate common sense. At their core, they generally value getting to the facts and the logic of the matter.

• Harmonizers (SFs)—tend to be very sociable and friendly. At their core, they generally value individual relationships.

• Catalysts (NFs)—tend to be good communicators who believe in championing causes for the good of others. At their core, they generally want to motivate people to do what’s right.

• Visionaries (NTs)—tend to be big-picture oriented. At their core, they generally want to develop a blueprint or system for the future.

The Four Core Personality Types at Work

Traditionally, people at work have been expected to behave in accordance with their job title. However, over the past thirty years there has been an increased emphasis on making greater use of people’s full potential. The use of terms such as employee involvement, job enrichment, and self-managing teams has increased steadily in American, Japanese, and European workplaces. Jobs have become less narrowly defined, and in many companies people have been asked to take on a broader range of responsibilities. The impact of these strategies can be positive on both organizational performance and employee morale. Ninety percent of Fortune 1000 companies now provide their employees with the opportunity to get involved and make a difference. While some companies still seem to focus more on catching workers making a mistake than on employees making a difference, research by David Cooperrider and Suresh Srivastra (1987) has shown that focusing on what has worked can add more value to organizational change efforts than can analyzing past errors. Furthermore, research by James O’Toole and Edward Lawler (2006) and many others suggests that making a difference is key to workers’ having a satisfying and productive work life, and provides employees with pleasure, a sense of meaning, and an opportunity to feel engaged—the three dimensions advocated by Martin Seligman (2004) in his seminal work on positive psychology, Authentic Happiness.
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EXERCISE 5

A Quick Estimate of Your Personality Type Preferences

For each preference pair below, circle the preference option in each set of questions that best describes you across different situations.

Extraversion (E) or Introversion (I)

1. Is your attention directed more externally, toward the world of people and things? (E)

Or, is it directed more internally, toward the internal world of ideas and experiences? (I)

2. Are you more likely to take action and then (maybe) reflect on it later? (E)

Or, are you more likely to think about it a lot and then (maybe) take action? (I)

3. Do you often find yourself thinking out loud? (E)

Or, do you find yourself thinking a lot before saying things aloud? (I)

4. Do you find yourself gaining a lot of energy by interacting with people? (E)

Or, do you find your energy being drained by interacting with people and thus need some downtime to recharge your batteries? (I)

5. Do you tend to have very broad interests? (E)

Or, do you have few but in-depth interests? (I)

6. Do you think of yourself as having many relationships, meeting and talking to people easily? (E)

Or, do you make a big distinction between friends and acquaintances and find small talk difficult? (I)?

7. Do you tend to notice much of what is going on around you and not really mind interruptions? (E)

Or, do you hate to be interrupted and feel more comfortable with silence than do most people? (I)

8. Are you quite willing to share what you think or feel? (E)

Or, do you tend to wait to be asked about what you think or feel before you share? (I)

9. Do you learn best through doing and discussing? (E)

Or, do you learn best through reflection and “mental practice”? (I)

Number of times you circled the E option =______

Number of times you circled the I option =______

Sensing (S) or Intuition (N)

1. Are you more interested in the facts of a situation? (S)

Or, are you more interested in the possibilities of a situation? (N)

2. Do you tend to pay attention to the details? (S)

Or, do you tend to notice the patterns? (N)

3. Are you more patient with routines? (S)

Or, are you more patient with complexity? (N)

4. Do people tend to describe you as sensible, practical, pragmatic, and down-to-earth? (S)

Or, do people tend to describe you as imaginative, innovative, creative, and idealistic? (N)

5. Are you typically more oriented toward the present and thus attend to what is happening here and now? (S)

Or, are you typically more future oriented and keep thinking about what could be? (N)

6. Do you mistrust your intuition and try to prove things to yourself and others in a careful, step-by-step fashion? (S)

Or, once your gut tells you the answer, are you willing to ignore some facts and go with a hunch? (N)

7. Do you consider yourself to have a lot of common sense and prefer people who also have a lot of common sense? (S)

Or, do you consider yourself to be creative and prefer people who are also creative? (N)

8. Do you find yourself responding to what people say literally? (S)

Or, do you find yourself reading between the lines and trying to figure out what they mean? (N)

9. Do you value practical, hands-on experience as the best way to learn? (S)

Or, do you value learning that comes from inspiration and conceptualization? (N)

Number of times you circled the S option =_______

Number of times you circled the N option =______

Thinking (T) or Feeling (F)

1. Do you prefer to use the principles of cause-and-effect logic to come to a conclusion? (T)

Or, do you prefer to apply your values and beliefs to come to a conclusion? (F)

2. Do you prefer things to be objective and thus either true or false? (T)

Or, do you prefer to decide first whether you agree or disagree with something and thus have a more subjective orientation? (F)

3. Do you tend to come across as impersonal even when you really don’t mean to be? (T)

Or, do you tend to come across as naturally friendly unless your values are threatened? (F)

4. Do you tend to be analytical, skeptical, and questioning? (T)

Or, are you typically trusting and maybe overly accepting? (F)

5. Are you likely to choose truth over tact and thus state things bluntly? (T)

Or, are you likely to choose tact over truth and thus smooth over negative comments? (F)

6. Do you appreciate a good argument because it allows an opportunity for both sides of an issue to be brought out into the open? (T)

Or, do you tend to dislike, even fear, conflict and try to keep things harmonious? (F)

7. Is your idea of justice to treat everyone the same? (T)

Or, is your idea of justice to treat people according to their needs? (F)

8. Do you tend to take good work for granted, your own as well as that of others? (T)

Or, do you express appreciation readily and probably want it too? (F)

9. Are you more concerned with being reasonable and focusing on the task? (T)

Or, are you more concerned with being compassionate and focusing on relationships? (F)

Number of times you circled the T option =______

Number of times you circled the F option =______

Judging (J) or Perceiving (P)

1. Do you tend to push for closure in situations? (J)

Or, do you tend to push for understanding in situations? (P)

2. Do you get your greatest pleasure from finishing things? (J)

Or, do you get your greatest pleasure from starting things? (P)

3. Do you tend to be more decisive and purposeful? (J)

Or, do you tend to be more flexible? (P)

4. Do you prefer to make the decision? (J)

Or, do you prefer to generate the options? (P)

5. Do you prefer a planned and orderly approach to things? (J)

Or, do you prefer a more casual and spontaneous approach to things? (P)

6. Do you like to keep to schedules and to-do lists and organize your time accordingly? (J)

Or, do you like to respond to things as they arise? (P)

7. Do you want to have things decided well in advance and then stick to those decisions? (J)

Or, do you want to keep your options open (P)?

8. Do you take deadlines seriously and try to get things done early in order to avoid last-minute stress? (J)

Or, do you use deadlines as a stimulus to get started and feel energized by last-minute pressures? (P)

9. Do you cut off information and make decisions quickly? (J)

Or, do you seek out lots of information, maybe even more than you need? (P)

Number of times you circled the J option =_______

Number of times you circled the P option =______

Determine Your Personality Type

Taking your top-scoring preference options from each preference pair listed above, enter them below to form your four-letter type. (For example, if you circled E six times and I three times, you would enter E on the “E or I” line below.)

[image: image]

Remember to use the four charts in appendix A to help verify your best-fit type.



Appendix B, “Your Core Personality Type at Work,” presents another exercise for estimating your type preferences. It focuses solely on the four core personality types and how your personality manifests itself at work. If you are specifically trying to discover additional ways to make a difference at work, turn to appendix B now and complete that exercise. You may also want to turn to appendix A to help confirm your best-fit type.

Living Your Life Consciously

All humans are creatures of habit to some extent. Habits help us find comfortable ways of handling the routine aspects of life at work and elsewhere. However, when our habits restrict our ability to make choices to improve our life and that of others, we fail to increase our opportunities to make a difference. When habits are used merely to pass time, we may be wasting a precious commodity. After all, life is short! How often do you find yourself “killing” time? Matthieu Ricard (2006) points out that we could be enlivening time instead of killing it. Are you ready to choose to use time more consciously to make a difference? No one can control everything, but we all can become aware of our approach to life and take responsibility for the decisions we make. This is the essence of several well-known approaches to coaching leaders in work situations, such as Go Put Your Strengths to Work by Marcus Buckingham (2007), Enhancing Leadership Effectiveness Through Psychological Type by Roger Pearman (1999), and Introduction to Type® and Coaching by Sandra Hirsh and Jane Kise (2000); and to approaches to helping people with personal problems, such as Choice Theory by William Glasser (1998) and A Guide to Rational Living by Albert Ellis and Robert Harper (1974).

What if you chose to go beyond taking yourself, as well as your situations, for granted and decided to plan how you are going to make a difference for others this week? And then what if you did this again next week, and the week after that, and so on until it became a habit? According to Aristotle, “We first make our habits and then our habits make us.” You have gifts to offer the world based on the core elements of who you are. Isabel Briggs Myers identified the different gifts offered by each MBTI personality type in her book Gifts Differing (1980). What is your personal sense of responsibility for providing the people in your world with your gifts? What is your personal sense of responsibility for developing your gifts further? Chapters 4–7 provide a number of opportunities to identify ways to use your personality more.

Living your life consciously by being yourself is the key strategy for making a difference. In fact, the more you experience life in a manner that is not in tune with who you are, the more you will feel beside yourself. Naomi Quenk’s marvelous book Beside Ourselves (1993; revised as Was That Really Me?, 2002) points out that under stressful conditions we act out by using the least developed and least conscious elements of our personality, leading us into many of the difficulties we experience at work and in our relationships.

Certainly, we can’t always make things happen just because we want them to happen or prevent all unpleasant events just by living our life consciously. In fact, research on what is known as “fundamental attribution error” (see Kelley 1975 and Weiner 1985) suggests that our behaviors are more a function of our reactions to situations than a reflection of our personal characteristics. Personality type, especially as identified by the MBTI framework, captures only a person’s natural preferences—and these may or may not be expressed behaviorally. What is it going to take to get you to live your life consciously at least on those occasions when using your preferences might enable you to make a difference? Are you ready to go beyond your habits, to go beyond merely reacting to situations, to go beyond merely understanding the insights of your personality type results and actually use the strengths of your personality? It all starts with you. What are you doing that is meaningful, that makes you and others happier and better off? Carl Jung (1955) pointed out that “the least of things with meaning is worth more in life than the greatest things without it.”

PUTTING YOUR PERSONALITY TO USE

To what extent are you using the natural strengths associated with your personality in any given week? Buckingham (2000) reports research results showing that only 20 percent of people feel they can put their strengths to work every day and only 17 percent of people feel they can use their strengths most of the time at work. What if you decided to capitalize on the strengths of who you really are just 10 percent more than you ordinarily do in any given week? You don’t need to spend most of your waking time consciously using the strengths of your personality; just try to use them more often than you are currently using them.

You already acknowledged in exercises 1 and 2 that you have made a difference at work and in your relationships. Now it’s time for you to use what you have learned about who you are and increase your pool of ideas about how to make a difference. Each of the following four chapters examines how individuals of one of the core personality types—Stabilizer, Harmonizer, Catalyst, or Visionary—have used their personality preferences to make a difference. You may want to read all four chapters, but be sure to read carefully the one specifically written about you.
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vise ond thei verbal fluency.

ENF)
Warm, empotelic, esponsive, and
respansible. Highly afuned fo athers
emolons, needs, and mefivtions. Find
poeniial in everyone, wari fo help
others il her potential. May act

s calolyss for individuol and grovp.
growh. Loyol, esponsive o praise ond
iicsm. Sociabl,facicte ohers in 0
group, ond piovide irsping leodershp.

ENTP
Guick, ingenious, simualing, olr,
and ouispoken. Resourceful i sobing
new and chalenging problems.

Adepi of genercing concepial possi
bilies and then analyzing them srote-
gically. Good o reading other
people. Bored by routine, wil seldom
do the same thing the same woy, op!
10101 to 0ne new inerest afer
another,

ENT
Fronk, decisive, ossume leadership
readil. Guickly see flogical and inet
fcient procedires and policies,
develop and implement sysiems fo
sobve problems. Erjoy longrem plan-
ring and goa sefing. Usually well
informed, wel read, enjoy expanding
knowledge and sharing i. Forcehu
preseniing heir ideos.
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INFJ INT

Seek mearing ond comection in Hove oiiginol minds and greal diive
ideos, elatonships, ond matericl pos- for implemeniing teir ideas and
sessions. Wan fo understand whot ochieving fheir goals. Guickly see
molivotes people and are insighful patters in exemal events and

bout ofhers. Conscienfous ond com develop longrange explanalory per
mited 1o heir fim volues. Develop o speciives. When commited, organize
clear vision about how besi o serve.  job ond cary it rough. Skepical
e commen good. Organized and nd independeri, have high sondards
decisive in implementing fhir ision of compefence and perlormance—er

themselves and ofhers.

INFP INTP

deisic, loyol o heir values and o Seek fo develop lagical explonaiions
people wh are importan fo them. for everything that nferests them. The-
Won! on external lfe ot is congruen!  orefical and absiaci, ineresied more
wih their volues. Curious, ouick o see i ideas than in sociol nferaciion.
possibilies, con be cololyss forimple:  uiel, contoined, fexible, ond adapr
mering ideas, Seek 0 undersond obe. Hove unusval obilly 0 focus in
people and 1o help the full heir deph o sole problems n their area
potentiol. Adopiabe, flexble, ond of ineres. Skepical, somelimes ci-

occeping unless o volue is hreokened. | col, olwoys onolyicol
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“Anyone who would seek meaning, purpose and happiness in life will find Making
a Difference by Being Yourself is an outstanding choice.” —MIDWEST BOOK REVIEW

Making o
Ditterence
by Being Yourself

Using Your Personality Type

to Find Your Life’s True Purpose

GREGORY E. HUSZCZO
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