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Satisfied Do What You Are readers respond:

•

“Do What You Are is the best career-help book that is on the market today! I have read quite a few books on choosing a career, but yours is the most helpful.”

—Kathy Hance, Deaver, Wyoming

•

“Do What You Are is a marvelous book. I not only found appealing career suggestions but was able to put my finger on characteristics that would be necessary for a job to make me happy. Thank you. Thank you. Thank you.”

—Serena Mitchell, Don Mills, Ontario

•

“Do What You Are is very useful and has provided me with some new insights into myself and what I should be doing. I would highly recommend your book to anyone wondering, ‘What do I want to be when I grow up.’”

—Kathy Hence, Groveland, California

•

“This book has changed my life! Do What You Are helped me find a whole new career in the personnel and recruiting field. And not only did it help me make a great career change, but now I use it daily to help other people find work that lets them ‘do what they are.’ Thanks!”

—Gary Gardner, President, M&M Personnel and Pro Placement, Cleveland, Ohio


•

“Do What You Are has unlocked a door to which I wasn’t sure I would ever find the key. It is the last (and perhaps most important) piece of a puzzle that I need to complete to find career happiness.”

—Don Ghostlaw, Windsor, Connecticut

•

“In reading Do What You Are I found tremendous satisfaction and insights.”

—Susan Nickbarg, Madison, New Jersey

•

“Your book helps people use Type effectively in making career choices and conducting job searches. The information is presented in a very positive, empowering way so that people can be proud of their strengths and think of creative ways to deal with possible pitfalls. Thank you for this excellent book.”

—Frieda Flint, The Private Industry Council, Portland, Oregon

•

“Do What You Are is an invaluable tool for anyone seriously interested in exploring career options. I have recommended it to many friends and coworkers. My copy is dog-eared from multiple readings.”

—Paul Faulkner, Windsor Locks, Connecticut
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Read This First



How This Book Will Change Your Life

Since its first publication in 1992, Do What You Are has helped well over half a million people find satisfying careers and conduct more successful job searches. We’ve heard from hundreds of people who report that by helping them discover the kind of work they were meant to do, Do What You Are forever changed their lives and made them feel more productive, more appreciated, and more satisfied. But in the five years since the second edition of Do What You Are was released, there have been truly revolutionary changes in the ways people find jobs — changes that affect every job seeker. Understanding those changes and learning how to harness the power of the Internet will save you hundreds of hours of valuable time and help ensure that you locate a satisfying job in the most efficient and enjoyable way. We’ve spelled out — in great detail — just how to do this in Chapter 24, Putting It All Together.

Not surprisingly, the greatest changes are the result of the explosive growth of personal computers and the phenomenal development and use of the Internet. Technology has positively and permanently impacted the job search process. However, it has had little effect on the even more important task of helping people identify the work they are naturally designed to do — work that allows them to “do what they are.” So, the primary goal of Do What You Are — to help you find the most satisfying career — remains decidedly low tech. In fact, the only tool required is the book you are now holding in your hands!

Dozens of books have been written to help people make good career decisions. But Do What You Are is different from every other guide in a fundamental way. It does not offer generic, one-size-fits-all advice. For as certainly as people are different from each other, advice that’s right for one person often is completely wrong for another. Our expertise in the well-respected, scientifically validated system called Personality Type enables us to truly individualize the career discovery process — to give you invaluable insights about yourself, and to enable you to find a career that makes the best use of your natural talents.

Yes, We’re Talking to You

We’re assuming that you picked up this book because you’re at a turning point in your work. Maybe you’re a student just about to choose that first important job, or perhaps you’re re-entering the workplace after some time off and are considering all your options. Maybe you’re dissatisfied with your job and believe there must be a better alternative. Or perhaps you’re finishing up one career and thinking about starting on another. Congratulations — you’ve come to the right book!

Some special encouragement is in order for job changers. If you’re wondering about the wisdom of trying to change horses in midstream, you should know that millions of people change jobs every year. In fact, most people will have three to five different careers in their lifetimes. These statistics don’t provide much solace, however, if you find yourself stuck in an unfulfilling job that you feel you can’t quit.

There are some very practical reasons why people can’t just impulsively leave their jobs and strike out in a new direction. You have bills to pay, maybe a family to support. It takes a lot of courage to give up a steady paycheck, even when it comes from an unsatisfying job. It’s difficult to look for a new job while you’re still at an old one — anyone who has tried it can tell you it’s like having a job on top of a job — and yet the idea of actually being out of work while you conduct a job search can be terrifying. Most of us don’t have the financial resources to carry us over a period of unemployment, especially when there’s no guarantee that we’ll be successful in finding a new job quickly.

It can also be extremely difficult to go against what others expect of you. Even if you’re unhappy in your job, you may feel pressure from others to stay right where you are. During a career change, support and encouragement from family and friends is an important resource. If those close to you disapprove of your making a change, you’re more likely to keep doing what you’re doing.

It’s also true that once you’ve established a particular lifestyle, it’s difficult to imagine a different way of life. The longer you’ve been living a certain way, the more invested you become in keeping your life the way it is. If you’ve attained a certain level of success and are accustomed to being regarded as successful, starting all over can seem unimaginable.

To make matters worse, most of us don’t really know what we need to satisfy us. We know what we don’t like — that much we’ve learned from experience — but we don’t know how to think up, much less find, a fulfilling alternative.

Changing careers can be extremely stressful, and it’s not uncommon for the process to take several months. Many people compare the experience of changing careers to a very scary roller-coaster ride. There are plenty of ups and downs, and even though you know a steep drop lies ahead, your heart still pounds when you start to descend. We’ve been through this process with hundreds of clients, and we know how hard it can be. However, we also know how wonderful the rewards can be.

Here’s the “good news.” By unlocking the secrets of your personality type, you can find a truly fulfilling job that enhances the quality of your life. Even though changing jobs is frightening, and even though it’s easier to keep doing what you’re doing, we hope you’ll use this book to discover exactly what you need to be satisfied in your work and how to find the right work for you. It can be done, and it’s well worth the effort — we promise!

How This Book Will Help You

Do What You Are is designed to help you make better career choices and conduct a successful job search campaign. We’re excited about what we’ve learned about the relationship between Personality Type and career satisfaction, and we want to share our most important discoveries with you. Please know, however, that we aren’t going to rehash a lot of information you can get elsewhere, such as how to write a résumé or dress for success. Our main interest is in helping you figure out what career satisfaction is for you and in helping you go about finding work you’ll love.

Since a full career spans many years, you’ll want to use Do What You Are to make sure you and your career continue to grow together instead of apart. We hope you’ll revisit this book periodically to reevaluate where you are, how you’ve changed, and where you want to be. We think you’ll find this book a valuable ongoing resource, one you will refer to often and will want to share with family and friends.

As you read Do What You Are, you’ll start to enjoy many of the “fringe benefits” that come with an understanding of Personality Type. Recognizing and understanding your personality type can change the way you see yourself — which in turn affects everything you do and every aspect of your life. Personality Type is so well respected that the majority of Fortune 500 companies use it daily. Over the past twenty years, we’ve used Personality Type to help managers motivate and communicate with their employees; teachers to reach very different types of students; work teams to understand their strengths and weaknesses and to communicate more productively; and, of course, we’ve used it to train thousands of career counselors and outplacement consultants to help their clients make the best career choices. If you are a parent, Type will give you a whole new perspective on your family dynamics and help you understand and communicate better with your children. If you are part of a couple, Type will help you understand, accept, and appreciate the similarities and differences between you and your partner. In short, we’re confident that the knowledge you gain from this book will forever change the way you look at yourself and others.

How to Use This Book

Reading Do What You Are requires some active participation on your part. No, nothing painful! But we do hope you’ll read this book during quiet moments when you can pause to think. The fact is, we aren’t interested in telling you what to do. Instead, we want to introduce you to a process that works and that will be useful to you all your life. So although we ask you all the right questions and provide you with as much information and as many examples as we can, ultimately the answers must come from you because you know you best. We see this as a collaborative effort: we supply the expertise and experience, and you supply the essential information about yourself. Together we’ll be successful in finding the best possible career match for you.

We’ve divided Do What You Are into three parts. Part 1, Unlocking the Secrets of Personality Type, will take you step by step through the discovery and understanding of your own personality type. Part 2, The “Fourmula” for Career Satisfaction, will introduce you to the four ingredients you must have in your work if it is to be truly fulfilling. In Part 3, Getting to Work, we’ll show you how to put to good use all that you’ve learned about yourself. This part of the book is divided according to personality type. In your section you’ll meet other people of your type and will learn what kinds of jobs they find fulfilling. Reading about their experiences, likes and dislikes, joys and frustrations will help you clarify what you need in a job for it to be really satisfying. To assist you further, we provide a type-specific list of key ingredients for career satisfaction, suggestions for your ideal work environment, a rundown of your work-related strengths, some exercises to highlight your basic values, and a list of potentially satisfying career options. Finally, we provide you with job search strategies that are designed specifically to be effective for you and people like you. We will show you how to make the most of your natural strengths and how to minimize your innate weaknesses as you engage in information gathering, personal marketing, interviewing with prospective employers, following up, and decision making. And finally — should you choose to stay in your current job — we will outline specific things you can do to be happier and more successful.

A Glimpse into the Future . . . Where the Jobs and Careers Will Be

Some people’s choice of a career is dictated by their passions. They simply have to create art, or make music, or seek the cure for cancer. And certainly we are all better off for their efforts. Other people are more pragmatic and give more weight to practical concerns when making career decisions. Regardless of what camp you fall into, all career seekers can benefit from looking down the road at the careers the experts predict will be most in demand in the future. With this in mind, we share some new information about a few important trends.

According to the Bureau of Labor Statistics, over the next five to seven years, employment growth is projected to be highly concentrated in service-producing industries and will account for virtually all of the job growth. Service and retail industries will grow about 30 percent and will account for 14.8 million of a total projected growth of 17.5 million new jobs. Due to a combination of an aging population and a prosperous economic climate, business, health, and education services seem like good places to be, since they will account for a very significant percentage of growth within the service industry.

Health services, business services, social services, and engineering, management, and related services are expected to account for almost one of every two wage- and salary-worker jobs added to the economy. Of the ten fastest-growing industries, nine belong to one of these industry groups.

INDUSTRIES PROJECTED TO EXPERIENCE THE HIGHEST PERCENTAGE OF GROWTH:



	
Computer and data processing services


	
108%





	
Health services


	
68%





	
Management and public relations


	
60%





	
Miscellaneous transportation services


	
60%





	
Residential care


	
59%





	
Personnel supply services


	
53%





	
Water and sanitation


	
51%





	
Individual social services


	
50%





	
Offices of health practitioners


	
47%





	
Amusement and recreation services


	
41%






THE 10 OCCUPATIONS PROJECTED TO GROW THE FASTEST:



	
Computer engineers


	
109%





	
Systems analysts


	
103%





	
Personal and home-care aides


	
85%





	
Physical and corrective therapy assistants


	
79%





	
Home health aides


	
77%





	
Medical assistants


	
74%





	
Physical therapists


	
71%





	
Occupational therapists and assistants


	
69%





	
Paralegal personnel


	
68%





	
Special education teachers


	
59%






Other occupations expected to grow at a rapid rate include human services workers (55%), data processing equipment repairers (52%), medical records technicians (51%), speech pathologists and audiologists (51%), amusement and recreation attendants (48%), dental hygienists (48%), emergency medical technicians (45%), and engineering, mathematical, and natural sciences managers (45%).

“Mobile Entrepreneurs” . . . Taking It With You

There’s a new term on the horizon: “mobile entrepreneurs.” For the most part, mobile entrepreneurs are professionals who start their own businesses, using the skills, knowledge, and contacts they accumulated in previous jobs. Many establish themselves as independent consultants, while others continue to work for the same company but perform their jobs from their homes. This is a trend that many anticipate will continue well into the first decade of this century. According to The Institute of the Future South, an organization that tracks significant business trends, several factors are contributing to the escalating numbers of mobile entrepreneurs:



	
Frequent corporate restructuring, which has called for the termination of tens of thousands of highly skilled workers



	
A lack of job security (Remember when people worked at the same place for thirty years? . . . No? Ask your grandparents!)



	
The rising number of baby boomers experiencing mid-life crises and seeking new challenges



	
Technological breakthroughs that allow people to work from their homes



	
A desire to flee the “rat race” and improve the quality of life





Franchising . . . Not Just Burgers and Fries!

Whether they become mobile or not, a growing number of people with entrepreneurial spirit have traded more conventional work arrangements for the chance to take charge of their own destinies. For the business-minded among them, franchising is a popular and profitable alternative. According to the International Franchise Association (IFA), there are more than six hundred thousand franchise units in the United States, which generate about $802 billion annually — more than 40 percent of all retail sales.

Most of us are familiar with the most common form of franchise — the ubiquitous fast-food restaurant. But there is so much more to the franchise picture than burgers and fries. Industry analysts report that the fastest-growing categories of franchises cater specifically to people in two demographic groups: the very young and the very old. Demand for children’s products and services, home health care, and elder care services is on the rise. Currently, there are more than forty-five million children under the age of twelve in the United States, and soon there will be forty-five million adults over the age of sixty-five. (That’s about one out of six Americans over the age of sixty-five!) Of course “traditional” jobs that provide products and services to people in both groups will also continue to grow very rapidly.

Because of anticipated continued prosperity, consumer demand, and convenience, other areas that are projected to provide lucrative franchise opportunities are single-product “niche” stores — those that sell, for example, bagels, coffee, or handbags — and smaller upscale markets that sell higher-priced specialty items. (Our small town alone boasts no less than five gourmet coffee shops!)

Computers, Computers, Computers!

In a famous scene from the movie The Graduate, Dustin Hoffman’s character, a recent college graduate, is offered a one-word piece of career advice: “Plastics.” If that scene were rewritten today, that word would undoubtedly be “Computers.”

You’d really have to be from another planet to be unaware of the impact of computers on practically every aspect of contemporary American life. And, whether you think computers are civilization’s panacea or its certain downfall or something in between, the reality is this: Computers are here to stay; their use will increase astronomically; and we will continue to need lots of people to design, build, fix, and teach us how to use them.


According to “Occupational Employment Projections to 2006” of the Monthly Labor Review (published by the Bureau of Labor Statistics), the fastest-growing occupations between 1998 and 2006 will be database administrators, computer support specialists, and computer scientists, which are projected to increase by a whopping 118 percent! And close behind them are computer engineers (projected growth 109 percent) and systems analysts (103 percent)! Although the names of specific jobs can sound quite baffling (for example, QA Analyst/Tester, Cloverleaf/Unix (AIX) Integrator, C++ Programmer), simply put, the greatest demand will be for repair, consulting, graphic design, Internet research, Internet consulting, multimedia service, and Web design and management.

If, as you read Do What You Are, you determine you’re suited to work with computers, we’re sure you would like nothing more than a list of specific job titles that would be just right for you. Unfortunately this is an impossible task at the moment, since many computer jobs and functions are simply too new to have been defined in a meaningful way. Add to that the fact that advances in technology are occurring so quickly that the corresponding human roles are changing almost by the hour! Also, keep in mind that people holding the same title in two different companies may have very different responsibilities depending on the size of the company and the nature of the business. But the good news is that even though it may take a little scouting around to pin down the exact name for your dream job, the insights you gain through Do What You Are will lead you to it.

About the Authors

When we began studying Personality Type twenty years ago, we were extremely fortunate to be trained by some of the world’s best-respected experts. We went on to discover how powerful this tool actually was by working with individual clients seeking career guidance. Then we designed and conducted the first workshops ever to provide specialized training for career professionals. Over the years we have trained thousands of career counselors, human resources specialists, and outplacement consultants. In 1986 we created The Personality Type Tool Kit — which contains The Career & Life Planning Profiles — a manual that many counselors still consider the most important Type resource available. In writing Do What You Are, we have drawn not only on our experience with our clients and the counselors we have trained, but also on their experience with their clients.

As our expertise with Type grew and we had children, we began to appreciate how much Type could help parents truly understand and connect with their children. Using our own experience and extensive research with hundreds of parents, we wrote Nurture by Nature: Understand Your Child’s Personality Type — And Become a Better Parent, which was published in 1997. In the book and on our Web site www.nurturebynature.com you can discover your child’s Type and learn the most effective strategies for nurturing him or her.

While we were researching and writing, we were also consulting — with organizations to train their managers and help them develop productive teams, and with trial lawyers to help them select jurors and present their cases most effectively. As a result of our work with attorneys, we developed a shorthand system for quickly identifying others’ personality types and communicating with them in their language. The result was our third book, The Art of SpeedReading People: How to Size People Up and Speak Their Language, a tool for salespeople, managers, human resources professionals, and others, published in 1998. The Art of SpeedReading People has turned out to be a powerful tool for job seekers as well, as it enables them to quickly “read” job interviewers and present themselves in the way most likely to impress each individual interviewer.

As we traveled around the country talking about Personality Type, we found people were extremely interested in using Type to better understand their partners and to improve their personal relationships. And while we had plenty of anecdotal evidence that Type can provide rich insights into romantic relationships, there had been no serious scientific study to date on the subject. This prompted us to undertake extensive research — including an on-line survey filled out by more than twenty-five hundred people and interviews with hundreds of couples. Our findings became the basis for our fourth book, Just Your Type: Create the Relationship You’ve Always Wanted Using the Secrets of Personality Type, published in 2000.

In the following pages, you will begin — or continue — an incredible journey of self-discovery. While the goal of this book is to offer practical and prescriptive advice about your career, it will also provide you with some extraordinary insights into other aspects of your life. In anticipation that you will want to learn more about Type, we have created www.personalitytype.com, a comprehensive Type resource.

Some Special Help with Your Job Search . . .

With hundreds of career-oriented Web sites in existence, using the Internet can be a daunting task. To help you find the information you’re looking for in the shortest amount of time, we’ve created www.dwya.com. We’ve done the work for you! It lists descriptions and links to the most useful career sites on the Web. You’ll find it that much easier to research the qualifications, salaries, working conditions, and future outlook for thousands of jobs; find out more about specific companies and organizations; access hundreds of thousands of current job openings; post your résumé; and network with recruiters around the world.

We would love to hear your comments and suggestions for future editions of Do What You Are, and will try to respond to your questions. You can reach us via e-mail at www.PersonalityType.com. We wish you the greatest success!

Paul D. Tieger and Barbara Barron-Tieger
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Part One

UNLOCKING THE SECRETS OF PERSONALITY TYPE



 


 
1

SUIT YOURSELF

The Secret of Career Satisfaction



It’s important to find the right job. Despite the universal fantasies of winning the lottery, buying expensive cars and homes, and doing fascinating work with interesting people in exotic places, the sober reality is that most of us have to work, hard, for a long time. If you spend forty to fifty years — not an unlikely scenario — working at jobs you’d rather not be doing, you are in truth throwing away a large part of your life. This is unnecessary and sad, especially since a career you can love is within your reach.

What Is the Ideal Job, Anyway?

The right job enhances your life. It is personally fulfilling because it nourishes the most important aspects of your personality. It suits the way you like to do things and reflects who you are. It lets you use your innate strengths in ways that come naturally to you, and it doesn’t force you to do things you don’t do well (at least, not often!).

How can you tell if you’re in the right job? Here are some general guidelines. If you’re not employed, keep them in mind as you search for your ideal job. If you are employed, see how your present job measures up.

If you’re in the right job, you should:


	
Look forward to going to work



	
Feel energized (most of the time) by what you do



	
Feel your contribution is respected and appreciated



	
Feel proud when describing your work to others



	
Enjoy and respect the people you work with



	
Feel optimistic about your future






We’d like to make something clear right away. It’s important to recognize that there are as many different paths to career satisfaction as there are happily employed people. There is no one “ideal job” to which everyone should aspire. But there is an ideal job for you.

There are an infinite number of variables in the workplace. To achieve career satisfaction, you need to figure out what your preferences are and then find a job that accommodates them. Some jobs provide warmth and stability; some are risky and challenging. Some are structured, some aren’t. One job may require a lot of socializing, while another may require quiet concentration. Do you know exactly what kind of job suits you best? Have you ever even stopped to think about it?

It’s a good thing there are so many different kinds of jobs available, since people are so different in their abilities and priorities. Some people enjoy making high-level management decisions; others simply aren’t suited to making these kinds of choices. For some people, money is a top priority. They want to make lots of it! Others, however, want most to make a contribution to society; the money is less important. Some people are perfectly comfortable with facts and details and statistics, while others get a headache just trying to read a profit-and-loss statement. And so on, and so on!

When we were hired to conduct a series of personal effectiveness training workshops for job placement professionals (also known as executive recruiters or headhunters), we came face-to-face with a dramatic example of how a job that is perfect for one person can be perfectly wrong for another.

We were training several headhunters who worked for the same recruiting firm. Their job was to find applicants to fill positions at a variety of companies by calling people who were already employed and convincing them to apply for these positions. If an applicant successfully switched jobs and stayed with the new company for at least three months, the placement counselor received a generous commission. It was a highly competitive, results-oriented job that required excellent communication skills and the ability to fill as many positions as possible as quickly as possible.

One of the placement counselors we trained, Arthur, couldn’t have been happier. He loved the fast pace of the job. Arthur was a high-energy person, a great talker who enjoyed meeting lots of people over the phone. He used his excellent reasoning skills to persuade other people to make a move to a new opportunity, and he got a lot of satisfaction out of meeting his goal and then some. Arthur knew and understood the formula: for every fifty calls he made, he’d get ten people who were interested, and out of these ten, he might make two or three placements. Arthur’s “thick skin” helped him in the job because he often heard “no” during the day, but he never took the rejection personally. What Arthur found really energizing was closing the sale and moving on to the next challenge. He worked hard all day long and made a lot of money.

For Julie, it was a totally different story. Like Arthur, Julie enjoyed talking to lots of people all day and establishing relationships with them. However, unlike Arthur, Julie wanted to help each person find the job that would be really right for him or her. She liked to look for opportunities that would enable her applicants to grow and experience personal success and satisfaction. Julie had been cautioned repeatedly by her supervisor about spending too much time on the phone with each individual rather than quickly determining whether or not someone was interested in a position and then moving on to the next prospect. Rather than filling jobs, Julie was counseling clients. The fact that she could make a great deal of money did not motivate her. She found little reward in simply filling a job opening with a person who probably wasn’t right for the position but whom she had successfully pressured into giving it a try.

When we returned six weeks later for a follow-up training session, we weren’t surprised to learn that Julie had quit.

People are different in their needs, desires, interests, skills, values, and personalities. Unless you and I have similar personality types, work that you find intrinsically enjoyable is likely to have a different, even opposite, effect on me. Different jobs and even different aspects of jobs satisfy different types of people, a fundamental truth which has, in our view, not been fully appreciated by career advisers or career manuals — until now.

To Suit Yourself, You Must Know Yourself

As we said earlier, the secret of career satisfaction lies in doing what you enjoy most. A few lucky people discover this secret early in life, but most of us are caught in a kind of psychological wrestling match, torn between what we think we can do, what we (or others) feel we ought to do, and what we think we want to do. Our advice? Concentrate instead on who you are, and the rest will fall into place.

Not long ago, a friend called us. She calls all the time — there’s a phone in practically every room of her home — but this was more than a social call. Ellen was mad. A co-worker of hers whom she regarded as “more boring than a turnip” had been given a prime assignment designing a complex computer system for a growing retail chain. Ellen, who had been hired just six months before to do exactly this kind of work, was stunned. Obviously something was wrong — but what?

Ellen had evaluated her new job with the utmost care before accepting it. She had both the analytical ability and the background experience the job required. She was well liked and found the technical aspects of the job challenging. She’d had a series of unsatisfying jobs before, but this one was going to be different. So why was her golden opportunity turning to brass? Worse . . . why was the turnip doing better than she?

We thought we knew the answer. Ellen’s co-worker, as she described him, was absolutely content to work long hours in relative isolation, quietly but steadily getting the job done. He wasn’t a lot of fun around the office, but he was intelligent and dependable, and he never made waves. He was, in fact, the perfect person for the job — and he was happy doing it.

Ellen, on the other hand, loved the stimulation of rallying her staff for an urgent deadline and enjoyed talking to clients about their needs. She was terrific at explaining the intricacies of computer systems and could charm people into doing remarkable things. She liked going to industry conferences, and she didn’t mind spending all day in meetings. Unfortunately, none of these activities were a significant part of her new position.

It was clear to us that even though Ellen could handle her responsibilities adequately, the job required more solitude, concentration, and what we call “task focus” than she liked. As she talked things through (and some people are like that — they like to think out loud), she began to recognize that in all her careful planning she had overlooked just one thing . . . her own personality!

At this point in our conversation, Ellen panicked. She was afraid she had spent eight years in the wrong career. No wonder she’d found her previous jobs less than thrilling! However, she wasn’t actually in the wrong field — she was just working in the wrong end of it. Ellen moved over into the sales division of the same company, and today she is thriving in her new position.

Perhaps a little experiment will clarify what we’re talking about. On a piece of paper, or even in the margin, write your signature. Done? OK. Now do the same thing, using your opposite hand. (If you just groaned, you are not alone; most people have a similar reaction.) How did it feel when you used your preferred hand? Most people use words like “natural,” “easy,” “quick,” “effortless.” How did it feel when you used the opposite hand? Some typical responses: “slow,” “awkward,” “hard,” “draining,” “tiring,” “it took much longer,” “it required more energy and concentration.”

We think that handedness is a good way to think about using your natural strengths in your work. The use of your preferred hand is comfortable and assured. If you were forced to use your other hand, you could no doubt develop your abilities — but using that hand would never be as effortless as using your preferred hand, and the finished product would never be as skillfully executed.

The Traditional Approach — and Why It Doesn’t Work

Career professionals have long been aware that certain kinds of people are better at certain types of jobs, and that it’s important to find as good a match as possible between the person you are and the kind of job you choose. The problem is that the traditional approach doesn’t take enough considerations into account. The conventional analysis looks at only the “big three”: your abilities, interests, and values.

As career counselors ourselves, we recognize the importance of these factors. Certainly you need the right skills to perform a job well. It also helps if you’re interested in your work. And it’s important to feel good about what you do. But this is far from the whole picture! Your personality has additional dimensions that also need to be recognized. As a general rule, the more aspects of your personality you match to your work, the more satisfied you’ll be on the job.

As we saw with Ellen, a vital consideration — often overlooked — is how much stimulation from other people you need in your work. Are you more energized by being around lots of people most of the time, or are you more comfortable in small groups, talking one-on-one, or maybe working alone? You can see what a profound impact this preference can have upon your choice of a job. Other important factors include the kind of information you naturally notice, the way you make decisions, and whether you prefer to live in a more structured or a more spontaneous way. These preferences reflect mental processes that are basic to every human being but that clearly differ from one personality type to another. Trying to find the best job for you without taking these preferences into account is like trying to find a tiny island in the vast ocean without a chart. With luck, you might get there — but you might not!

Joanne was a client of ours who came to us in a career crisis. At the age of thirty, she was at the end of her rope. After seven years of teaching math at the elementary school level she was completely burned out and was wondering if she was in the right career.

Being a teacher had seemed the most natural thing in the world for Joanne. The eldest of four, she had grown up taking care of children. She had excelled in math throughout school and was interested in education. Joanne had received some career counseling early on, and all the signs had seemed to point in the same direction. In high school, and again in college, Joanne had taken the standard career aptitude tests and assessment instruments to determine her skills, her interests, and her values. Each time, career counselors had encouraged her to obtain a teaching degree and to teach math to young kids. Everything seemed perfect.

After her first challenging year, Joanne became increasingly frustrated with the rigid structure of the public elementary school setting. She disliked the endless rules both she and the students had to live by as well as many of the rules she had to enforce. She hated having to prepare lesson plans six weeks in advance that left her unable to respond to the interests of the children and to her own creative inspirations. She found the standard workbooks inane, and the busywork that both she and her students were required to do left her drained and irritated. Joanne felt very isolated because her colleagues all seemed to have interests and values that were not like hers, and she began to discover that she missed the intellectual stimulation of working on challenging projects with her intellectual equals. She had tried switching grades and even changing schools, but nothing seemed to help.

After talking with us, Joanne was relieved to discover that she wasn’t crazy; she was just in the wrong career. As her early counselors had determined, Joanne had many of the right qualifications for teaching. However, the things she found most stimulating — intellectual challenge, opportunities to raise her level of competence, and creative innovation — were totally lacking in her job. Moreover, the public school setting forced her to work in a highly structured and detailed way, which was not at all the way she liked to operate.

Luckily, the solution quickly became clear. We suggested that Joanne return to school and obtain a master’s degree in order to teach math — still a thriving interest of hers — in higher education. In a college setting, she would be able to enjoy much more flexibility in her work schedule and obligations, teach more complicated courses, and be part of an intellectual environment.

Joanne did get a master’s degree, and shortly thereafter she accepted a position in the math department of a small college. Today she teaches graduate-level math courses while continuing her studies toward obtaining a Ph.D.

There’s also another reason why the traditional approach to career counseling is inadequate. The “big three” — your abilities, interests, and values — all change with age. As you gain work experience, you gain new skills. As you live longer, you may pick up new interests and discard old ones. And often your goals are different later in life than they were earlier. You can keep changing your career according to where you find yourself at a particular point in time, or you can base your choice from the beginning on a deeper understanding of who you are (and who you’ll always be!).

Alex is a thirty-nine-year-old internist with a successful practice in a Chicago suburb. While he was growing up it was always assumed that he would follow in the family tradition and become a doctor. Through twelve years of college, medical school, internship, and residency, he never allowed himself to question his decision. After practicing medicine for five years, he has come to a painful conclusion with far-reaching implications for himself and his family: he doesn’t want to be a doctor any more. What’s more, he realizes he probably never did.

Alex’s predicament is not unusual. If you doubt this, pick any ten people you know and ask them, “If you could have any job you wanted, what would it be?” Our experience as career counselors suggests that at least half would rather be doing something else.

Most of us make our most important career decisions when we are least prepared to do so. The decisions we make early in life set into motion a chain of events that will influence our entire lives. Yet when we’re young we have little or no experience making job choices, and we tend to have an overabundance of idealistic enthusiasm, plus a reckless lack of concern for future consequences. We haven’t lived long enough to see ourselves tested in a variety of situations, and we’re highly susceptible to bad advice from well-intentioned parents, teachers, counselors, or friends. No wonder so many people get off to a poor start.

The solution? To achieve as great a degree of self-awareness as you can before making any decision with long-lasting career consequences. Happily, “finding yourself” does not require a guru, a lot of money, or any period of experimentation.


You Can’t Help It — You Were Born That Way!

Since the right job flows directly out of all the elements of your personality type, you need to spend some time figuring out what makes you tick. By making a conscious effort to discover the “real you,” you can learn how to focus your natural strengths and inclinations into a career you can love for as long as you choose to work. This is where Type is so helpful. It provides a systematic, effective way to evaluate both your strong points and your probable weaknesses or blind spots. Once you have these figured out, you’ll know how to make sure you are always operating from a position of strength.

Each one of us has a distinct personality, like an innate blueprint that stays with us for life. We are born with a personality type, we go through life with that type, and when we are laid to rest (hopefully at the end of a long and fruitful life), it is with the same type.

Now you are probably wondering, “Wait a minute. I might be one way sometimes, but at other times I’m a very different person. Doesn’t the situation influence my personality type?”

The answer is no, it doesn’t. Do we change our behavior in certain situations? Certainly! Most human beings have a tremendous repertoire of behaviors available to them. We couldn’t function very successfully if we didn’t. Sure, we act differently at work than we do at home, and it makes a difference whether we’re with strangers, close friends, at a ball park, or at a funeral. But people don’t change their basic personalities with every new door they walk through.

All this is not to say that environmental factors are not extremely important; they are. Parents, siblings, teachers, and economic, social, and political circumstances all can play a role in determining what directions our lives take. Some people are forced by circumstances to act in a certain way until they are literally “not themselves” (more about this later). But we all start off with a particular personality type that predisposes us to behave in certain ways for our entire lives.

If you are skeptical about the idea that personality type is inborn, take a look at different children from the same family. These could be your own children, your siblings, or even children from a family you know. Do they have different personalities? You bet they do, and often the differences are apparent from birth (or even in utero).

The concept of “personality type” is not new. People have always been aware of the similarities and differences between individuals, and over the centuries many systems and models for understanding or categorizing these differences have been developed. Today, our understanding of human behavior has been expanded to such a degree that we are now able to accurately identify sixteen distinctly different personality types.

Finding the right job for each of these distinct personalities may seem like an awesome task. However, all sixteen personality types do function in the world. As we will see, it is possible to identify your own personality type and the types of others, to understand why certain types flourish in certain kinds of jobs, and to clarify why people find career satisfaction in different ways.
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JUST WHO DO YOU THINK YOU ARE?

Discovering Your Personality Type



In this chapter you’ll learn how Type works, and, even better, you’ll discover your own personality type. But before we assist you in identifying your type, we think it would be helpful for you to know something about how Type has come to be used by so many people in so many different ways.

A Brief History of Type

The concept of Personality Type owes its existence to the work of Swiss psychologist Carl Jung and two American women, Katharine Briggs and her daughter, Isabel Briggs Myers. Jung, an eclectic psychoanalyst and disciple of Sigmund Freud, realized that behavior that seemed unpredictable could in fact be anticipated if one understood the underlying mental functions and attitudes people preferred.

While Jung was making his discoveries, Katharine Briggs, who had long been intrigued with similarities and differences between human personalities, began to develop her own system for “typing” people. In 1921, Jung’s theory of personality was published in a book called Psychological Types. When Katharine read the English translation published in 1923, she realized that Jung had already discovered what she had been looking for, so she adopted his model and began a serious study of his work. Fortunately for us, she interested her young daughter Isabel in her pursuit.

The study of Personality Type, and the discussion of the subject in this book, owe a substantial debt to the pioneering research and writing of Katharine Briggs and her daughter, Isabel Briggs Myers.* Myers and Briggs built upon the theoretical work related to type done by Carl Jung, and both expanded it and gave it a practical application. Jung posited that there existed three personality preference scales and eight personality types; Katharine Briggs and Isabel Briggs Myers determined, based on their many years of study, that there were four personality preference scales and sixteen distinct personality types. These are the sixteen personality types which we discuss in this book. Much of our discussion derives from the writings of Isabel Briggs Myers and other authors, who, like her, are published by Consulting Psychologists Press, Inc. Certain material and quotations contained in this book are published with the permission of Consulting Psychologists Press, Inc.

Starting in the 1940s, Katharine Briggs and Isabel Briggs Myers began developing the MBTI® test instrument,† a detailed test to measure psychological type, which has been refined and improved over the years. Moreover, data from the MBTI® test has been collected and analyzed from the time the test was first given, providing scientific validation for the MBTI® test and the results it yields.

As Isabel Briggs Myers determined, and as our experience has verified over and over again, there are sixteen different personality types, and every person fits into one of them. This is not to say that people are not all unique, for they certainly are. One hundred people of the same personality type in a room would all be different because they have different parents, genes, experiences, interests, and so on. But they would also have a tremendous amount in common. Identifying your personality type helps you discover and learn how to take advantage of that commonality.

As you become more familiar with Type, you’ll see that all personality types are equally valuable, with inherent strengths and blind spots. There are no better or worse, smarter or duller, healthier or sicker types. Type does not determine intelligence or predict success, nor does it indicate how well adjusted anyone will be. It does, however, help us discover what best motivates and energizes each of us as individuals, and this in turn empowers us to seek these elements in the work we choose to do.

How to Determine Your Personality Type

As we discussed earlier, one way to determine your personality type is to complete the Myers-Briggs Type Indicator (MBTI®) instrument and have the results interpreted by a trained professional. However, since that is not practical for the purposes of this book, we offer another method that we have used to successfully help hundreds of clients discover their true types.

The first of this two-step process begins with reading the following section in which we describe each of the four dimensions of Personality Type.


As you read about each type dimension, think about which preference sounds more like you. Most of what you read about your preference will ring true for you, but remember, the preferences are generalities and represent the extremes. Try to focus not on isolated examples of each preference, but rather on a pattern of behavior that is more consistently like you than its opposite. Even if one example sounds just like you, see how you feel about all the others before making up your mind.

At the end of the discussion of each dimension you’ll find a continuum (or scale). Please place a check mark along the continuum at the point which you think most accurately reflects how strong your preference is. The closer your mark is to the center of the scale (on either side), the less clear your preference is; the farther away your mark is, the stronger your preference is. Even if you are not certain of your preference, try to indicate if you can which side of the midpoint you probably fall on, because what is most helpful in determining your type is which side of each scale you prefer, not how clear or unclear your preference is.

By “estimating” your type preference for each of the four type dimensions in this way, you will end up with a four-letter code. For most of you, that code will represent your personality type, or one that is very close to it. Toward the end of this chapter, we will provide a space for you to record the letters of your type code.

The second step in identifying your type comes after you’ve read the descriptions of the preferences and made your estimates. But that happens just a little later on. Now it’s time to learn about Personality Type.

The Four Dimensions of Personality Type

The Type system of personality assessment is based on four basic aspects of human personality: how we interact with the world and where we direct our energy; the kind of information we naturally notice; how we make decisions; and whether we prefer to live in a more structured way (making decisions) or in a more spontaneous way (taking in information). We call these aspects of human personality dimensions because each one can be pictured as a continuum between opposite extremes, like this:

How we interact with the world and where we direct our energy
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The kind of information we naturally notice
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How we make decisions
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Whether we prefer to live in a more structured way (making decisions) or in a more spontaneous way (taking in information)
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Everyone’s personality falls onto one side of the midpoint or the other on each of these four scales. We call the opposite ends of the scales preferences. If you fall on the extraverted side, for example, then you are said to have a preference for Extraversion. If you fall on the introverted side, your preference is for Introversion.

In reality, you use both sides of each scale in daily life, but you also have an innate preference for one side or the other. Remember the exercise in which you used each hand to write your name? Your preference is generally more comfortable, automatic, and trustworthy; for these reasons, you are most successful while using it. If you don’t have a particularly pronounced preference on one continuum, you may be just slightly to one side of the midpoint. If you have an extreme preference, you’ll find yourself at one end or the other. People with strong preferences who find themselves at the opposite ends of a scale are very different from each other.

For the time being, don’t worry too much about the terms used to describe the four dimensions (for example, “Sensing” versus “Intuition”). In some cases, these terms don’t mean exactly what you think they do. Although they are words you know, they mean something different in this context. We’ll explain them in detail shortly.

You’ll notice that since each continuum has opposite preferences at either end, there are eight preferences in all, each represented by a particular letter. These letters are used in combination to designate the sixteen personality types. Your particular combination of preferences is more meaningful than any one preference by itself.

By now you may be wondering what is magical about sixteen. Why aren’t there twelve personality types? Or twenty? Or two hundred? The answer lies in simple mathematics. If you calculate all the possible combinations of the eight letters (preferences), you end up with sixteen possible types. It’s easier to visualize them when organized in a chart, like the one originally suggested by Isabel Briggs Myers.
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Everyone fits into one of these sixteen categories. Although Type is systematic, it is also flexible; it is limited enough to be useful, but accommodating enough to fit everyone.

(E) Extraversion / Introversion (I)

The first dimension of Personality Type concerns how we prefer to interact with the world and where we direct our energy. Carl Jung originated the concepts of “extraversion” and “introversion” to describe how we live in the world outside ourselves and the world inside ourselves. Each of us has a natural preference for either the outer or inner world, although by necessity we all function in both. Functioning in our preferred world energizes us; functioning in the opposite world is more difficult and can be tiring. We call those who prefer the outer world Extraverts and those who prefer the inner world Introverts.

Most people think that extraverted means “talkative” and introverted means “shy.” This is a good example of how the terms used to describe the Type preferences can be somewhat misleading. There is far more to extraversion and introversion than talkativeness.

Because they focus their energy in opposite directions, there are clear, distinct, and profound differences between Extraverts and Introverts. Extraverts focus their attention and energy on the world outside of themselves. They seek out other people and enjoy lots of interaction, whether one-on-one or in groups. They are constantly (and naturally) pulled to the outer world of people and things. Because Extraverts need to experience the world to understand it, they tend to like a lot of activity. Extraverts get their “batteries charged up” by being with others and usually know a lot of people. Because they like to be at the center of the action and are approachable, they tend to meet new people frequently and with ease. Extraverts look at a situation and ask themselves, “How do I affect this?”

Introverts focus their attention and energy on the world inside of themselves. They enjoy spending time alone and need this time to “recharge their batteries.” Introverts try to understand the world before they experience it, which means a lot of their activity is mental. They prefer social interaction on a smaller scale — one-on-one or in small groups. Introverts avoid being the center of attention and are generally more reserved than Extraverts. They prefer to get to know new people slowly. Introverts look at a situation and ask themselves, “How does this affect me?”

Peter, a true Extravert, puts it this way. “When I return from a trip to the supermarket, my wife always asks me, ‘Well, was it a success?’ You might assume that she’s checking to see if I got everything I needed, but in fact, knowing how Extraverted I am, what she really means is, ‘How many people did you see whom you know?’ To me, interacting with people, especially friends, is fun and energizing. I love the fact that no matter where I go, I’ll almost always run into someone I know.”


Brent, who is quite Introverted, feels just the opposite. “I like people,” he explains, “but I don’t care for quick, superficial exchanges. My wife loves parties, but I just find them exhausting. To me, it’s draining and unsatisfying to have to meet all those people whose names I can’t remember and whom I’ll probably never see again. What’s the point?”

Someone’s preference for Extraversion or Introversion can be seen in practically everything he or she does. For example, take the study habits of Jill, a college sophomore. As Jill explains it, “I always prefer to study with friends. In one class we have a study group which really works out well. If no one is around, I’ll go to the library. I find it much less boring than sitting alone in my dorm room reading by myself. At the library I can always find somebody I know to take a break with.”

We think it’s safe to say that usually most Extraverts don’t really go to the library to study. They go there to be with other people.

If you don’t know what an Extravert is thinking . . . you haven’t been listening, because he or she will tell you. If you don’t know what an Introvert is thinking . . . you haven’t asked, or, in some cases, you haven’t waited long enough for an answer. Asked a question, an Extravert will usually start talking, because Extraverts are most comfortable doing their thinking out loud (in the outer world). In fact, Extraverts often need to talk to think. On the other hand, there will often be a pause before an Introvert answers a question, because Introverts are more comfortable thinking silently (in the inner world). Introverts “bake” their ideas inside, much as cake is cooked in the oven and presented to the outside world only after it is finished. Extraverts only partially “bake” their ideas inside, preferring to finish them out in the world (which, of course, occasionally results in “half-baked” ideas!). However, Extraverts do finish their ideas eventually.

Shawn, another Extravert, recalls, “When I was in elementary school, I used to get all excited when I wanted the teacher to call on me. I would wave my whole arm so vigorously I had to hold it up with my other hand to keep from getting tired! But when the teacher finally did call on me, I often didn’t know the answer. Naturally she would say something very sensitive and understanding, like, ‘If you don’t know the answer, then why did you raise your hand?’ I didn’t know then, but I know now: I needed to talk the answer out. I just couldn’t think it through quietly in my head.”

Unlike Shawn, Introverted students need time to form their answers in their minds before they can respond to a teacher’s question. Since most elementary school teachers are Extraverts, they tend to move quickly from one child to the next. In our workshops, we have trained teachers to wait just a few seconds after asking an Introverted child a question — and we hear from these teachers that their class participation rates have tripled!

Many Extraverts find that their preference helps them at work because they generally can think quickly on their feet. When asked a question, they just start talking. Eventually they come up with an answer, and usually they can persuade others that it makes sense.


Leslie, like most Introverts, had a different experience. “I’ll never forget how frustrating my first job was for me,” she told us. “It seemed as if everybody in the company, including my boss, was a huge Extravert. For one thing, I was always being forced to do group activities, like attending brainstorming sessions and sales conferences — and we were always having meetings! But even worse, my boss wouldn’t give me enough time to answer his questions. I guess he thought I was stupid, or else he figured I was taking so long because I didn’t know the answer.”

Extraverts tend to be much more public than Introverts and share personal information freely. Introverts are more private, as is demonstrated by a situation that Gerry, an Introvert, experienced. “A new co-worker in our department had heard that I was a good cook,” reported Gerry, “so she kept badgering me to invite her over for dinner. Finally I did, and the meal went fine. But the next day, she began telling everyone at our weekly staff meeting about the great meal I’d made. Her effusive compliments were bad enough, but then she went on to describe, in great detail, the contents of my entire house! She talked all about the personal treasures I’ve been collecting for the past thirty years. I was furious. If I’d wanted all my co-workers to know that much about me, I’d have invited them over myself and conducted a tour!”

The Extraverted co-worker, incidentally, was mortified to learn that she had violated Gerry’s privacy. She’d had the best of intentions and thought she’d only been sincerely complimenting Gerry’s good taste.

It’s important to recognize that the gift of Extraversion is breadth, and the gift of Introversion is depth. Usually Extraverts are interested in many things, but not necessarily at a very deep level. Introverts have fewer interests, but they pursue them in much greater depth. Once you get an Introvert talking about his or her interest, he may go on forever.

Despite their best efforts to get out of it, Larry and Mark found themselves at the annual holiday party given by the company where both their wives worked. Since both men are Introverts, you can imagine the joy each felt as he anticipated spending the next four hours with 120 total strangers. Fortunately for both, they met early on while ordering drinks at the bar. After some uncomfortable small talk, they learned (by accident) that each was an avid sailor. They spent the entire party talking boats, equipment, and cruising spots, and telling near-disaster stories.

Bill, whose wife works for the same company, couldn’t wait to get to the party. He’d met many of the employees’ spouses last year and he was eager to rekindle these acquaintances. As soon as they arrived, Bill and his wife — who was also an Extravert — went their separate ways, and by the end of the evening Bill had talked with a dozen and a half people, covering about twice as many topics. He and his wife were so “charged up” by all the stimulation that they moved the party down to the hotel lounge with another group of late-nighters (more Extraverts) after everyone else left.

Although there is some controversy as to how many Extraverts and Introverts there are in the world, the latest research suggests that the American population is about equally divided between Extraverts and Introverts. However, because Extraverts tend to talk more and louder than Introverts, there seems to be a fairly strong bias toward Extraverts in our culture.
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Now that you’ve read about Extraverts and Introverts, can you guess which one you are? Sometimes it’s hard to decide between these two preferences because of the way we change with age (for example, you may be more interested in your inner world now than you once were) or because of the demands made upon us by our jobs (for example, you may have learned how to function well in the outer world because that’s what your job requires of you). If you are still undecided between Extraversion and Introversion, ask yourself this question: “If I had to be one way or the other for the rest of my life, which would I choose?” A thoughtful answer will often nudge the most ambivalent person in the direction of his or her true preference.

Please indicate your preference on the continuum below.
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(S) Sensing / Intuition (N)

The second dimension of personality type concerns the kind of information we naturally notice. Some people focus on “what is,” while others focus on “what could be.” These approaches — both valid — are fundamentally different.

Again, some definitions are in order. We use the term “Sensing” to describe the process of gathering data by means of the five senses. People who prefer sensing — we call them Sensors — concentrate on what can be seen, heard, felt, smelled, or tasted. They trust whatever can be measured or documented and focus on what is real and concrete. Sensors trust their five senses to give them accurate information about the world, and they also trust their own personal experience. They are oriented to the present and concentrate on whatever is happening at the moment. A Sensor will look at a situation and want to determine exactly what is going on.

While it’s obvious that we all use our five senses to take in information, some people are more interested in meanings, relationships, and possibilities based on facts than in the facts themselves. You could say these people trust their “sixth sense” (Intuition) more than their other five. Those who prefer Intuition — we call them Intuitives — naturally read between the lines and look for meaning in all things. (Intuition is abbreviated by the letter N.) Intuitives focus on implications and inferences. Unlike Sensors, they value imagination and trust their inspirations and hunches. Intuitives are oriented toward the future; they tend to anticipate events and generally try to make things different rather than maintaining them the way they are. An Intuitive will look at a situation and want to know what it means and what its consequences might be.

Everyone uses both Sensing and Intuition in daily life. Intuitives are well aware of the data their five senses bring in, and Sensors can interpret the meaning of someone’s words, figure out a new way to handle a problem, or guess “who done it.” Even so, everyone has a preference for either Sensing or Intuition. We all use one process more naturally, more often, and with more success than the other.

Sensors are especially good at noticing and remembering a great many facts, and Intuitives are best at interpreting facts or gleaning insights, as the following story illustrates.

Elizabeth, a Sensor, and Jim, an Intuitive, work together at a cosmetics-manufacturing company. One day the president hastily called all department heads together for a rather tense meeting. He proceeded to run through some figures that painted a grim economic picture for the company. If things didn’t improve, he said, employees would have to be laid off and other cost-cutting measures taken.

The meeting ended abruptly, and the department heads left in some confusion. Jim and Elizabeth immediately went behind closed doors to compare notes. Elizabeth recognized that the company was truly in financial trouble because she understood the figures the president had quoted. As Elizabeth made additional calculations on a memo pad, her results — clear as could be in black and white — alarmed her even more than the meeting had.

Although Jim didn’t have a “head for numbers,” he, too, was quite alarmed. He had known something was wrong as soon as he’d walked into the meeting, and he now had a sense that there was more going on than the president had indicated. Jim had noticed immediately that their usually easygoing president was agitated, and he’d also seen several department heads exchange furtive looks. He now remarked to Elizabeth that relations seemed particularly strained between the president and the vice president for research and development. Although nothing had been said about it at the meeting, Jim wondered if the company’s greatly anticipated new skin-care line that was still being developed might be in trouble, which would have a drastic effect on the bottom line.

As it turned out, both Jim and Elizabeth were correct. A few days later the president broke the bad news — and for completely different reasons, as we’ve seen, neither Jim nor Elizabeth was surprised. Although they each had focused on different kinds of data, they both had arrived at the same conclusion.

While Sensors like details and see clearly what is actually before them, Intuitives have little interest in details and tend to look for underlying patterns or go for the “big picture.” A Sensor and an Intuitive can see exactly the same situation very differently, which means they’ll recollect things differently, too.

Steve and Karen were standing near a busy intersection when they witnessed a car accident. Shortly after the incident, the police interviewed each of them.

“I saw a late-model blue Chevrolet station wagon approach the intersection while the light was green,” reported Karen, a Sensor. “I also noticed an old red Mustang coming out of a side street much too fast — I’d say at least fifty miles per hour. I heard the screech of the Mustang’s brakes, then a loud bang as the Mustang struck the driver’s side of the station wagon. The impact made the wagon spin around two complete times before it smashed into a street sign on the opposite corner.”

Steve, an Intuitive, told the police that he, too, had seen and heard the two cars collide. He thought the Mustang might have gone through a red light, but everything had happened so quickly he really couldn’t be sure. Actually, Steve could offer the police few details about what had occurred. He remembered wondering where the red Mustang was going in such a hurry — he knew it was a Mustang because he used to have a car like it — and he remembered thinking that someone should call an ambulance quickly. He hoped everybody had insurance, and he was concerned about the driver, who looked a little like someone he knew.

Intuitives approach tasks very differently from Sensors. For example, an Intuitive would rather rely on his or her sense of direction than use a map, or might try to figure out how to operate a new air conditioner without reading the manual. A Sensor would almost certainly take a more practical approach.

For their first anniversary, Sharon gave George a gas barbecue grill. It had to be assembled and came with ten pages of detailed instructions and diagrams. Being the clear Intuitive that he is, George started to assemble his grill based upon “which parts seemed like they should go together.” When he had finished two hours later, what he’d made looked more like a bicycle than a gas grill. Plus, he had a handful of parts left over, and he frankly had no idea where they belonged! It took Sharon, a Sensor, one hour to disassemble George’s work and reassemble the grill correctly. “Naturally,” she followed the directions. She wouldn’t consider doing it any other way!

Sensors have a great capacity for enjoying the here and now. Often they are content to let things be. Intuitives, on the other hand, anticipate the future and tend to agitate for change.

Phil, a Sensor, and Jessie, an Intuitive, frequently take long walks near the town reservoir. Phil loves these walks because they put him back in touch with nature. He loves the smell of the woods, the feel of the breeze on his face, the deep blue of the sky in contrast to the multicolored leaves on the trees. Plus, he just likes exercise. Jessie likes being outdoors, too, but during their walks she spends so much of her time thinking or talking about new ideas for her current project that often she’ll reach the end of the walk without ever really stopping to notice where she’s been.

Both Intuitives and Sensors have important roles to play in organizations. Intuitives naturally focus on possibilities; Sensors naturally focus on realities. Variations on the same scenario are played out thousands of times daily across the country whenever the two types meet. Sensors and Intuitives see the world in fundamentally different ways and often fail to appreciate the value of each other’s perspective.

As James, an Intuitive, expresses it, “I’m an idea man. Nothing feels better to me than to take a troublesome situation and figure out a new approach that will make it work better. The problem with this company is that no one has any vision — especially my boss, Warren. He can’t see beyond the end of his desk. I come to him with a terrific idea that can have a significant impact on the future of this company, and all he wants to know is, ‘What will it cost? How much time will it take? Who’s going to do your job while you’re out doing this new “job du jour”? ’”

Now Warren, a Sensor, sees things differently, as you might expect. “Maybe it’s because Jim is a more creative guy than I am, but frankly, I don’t know where he comes up with half of his ideas. It’s not that they’re bad ideas, it’s just that most of them are totally unrealistic. Jim doesn’t understand what it takes to get things done around here. This place runs on the bottom line. To recommend a plan to my boss, I have to present a well-thought-out cost/benefit analysis, which means I need to have realistic data concerning expenses, time frames, and the anticipated impact on the company. This all takes the kind of careful, methodical research that Jim doesn’t seem to be interested in doing.”

Like Extraverts, Sensors have something of an advantage in our society because there are more of them. About 65 percent of the American population are Sensors, which puts Intuitives clearly in the minority.




	
Sensors


	
Intuitives





	
Trust what is certain and concrete


	
Trust inspiration and inference





	
Like new ideas only if they have practical applications


	
Like new ideas and concepts for their own sake





	
Value realism and common sense


	
Value imagination and innovation





	
Like to use and hone established skills


	
Like to learn new skills; get bored easily after mastering skills





	
Tend to be specific and literal; give detailed descriptions


	
Tend to be general and figurative; use metaphors and analogies





	
Present information in a step-by-step manner


	
Present information through leaps, in a roundabout manner





	
Are oriented to the present


	
Are oriented toward the future






By now it should be clear that people really do take in information in two very different ways. Please indicate your preference on the continuum below.
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(T) Thinking / Feeling (F)

The third dimension of Personality Type concerns the way in which we make decisions and come to conclusions. Just as there are two different ways of interacting with the world and two different ways of taking in information, so are there two different ways of making decisions: by means of Thinking or Feeling.

In the context of Type, Thinking refers to making decisions impersonally, and Feeling refers to making decisions based on personal values. Although emotions can play a part in decision making, Feeling here simply means making decisions based upon what is important to you and others.

Thinkers prefer decisions that make sense logically. They pride themselves on their ability to be objective and analytical in the decision-making process. They make decisions by analyzing and weighing the evidence, even if that means coming to unpleasant conclusions. Feelers make decisions based on how much they care or what they feel is right. They pride themselves on their ability to be empathetic and compassionate. Obviously, Thinkers and Feelers have very different priorities.

Some people find it especially difficult to decide between Thinking and Feeling. Sometimes the terms carry certain connotations that may make one choice seem less desirable than the other. Also, in our culture there is a very strong gender bias regarding certain kinds of behavior. Different sex role expectations can cause some people to “falsify” their preference. A woman who is naturally a Thinker may be socialized to behave more like a Feeler (the life-giver, the mother, and the nurturer, ever sympathetic and supportive), and a man who is naturally a Feeler may be socialized to behave more like a Thinker (the hunter, the competitor, cool-headed, detached, and unemotional). When you read the following paragraphs, think about which preference suits the real you, not necessarily how you were raised or encouraged to be. For people who have been acting “out of type” for a long time, clarifying this preference can be an especially enlightening and liberating experience.

As we have said before (and will no doubt say again, because it is so important), everyone uses both preferences. Thinkers do have emotions and personal values, and Feelers can be perfectly logical. However, each of us uses one process more naturally, more often, and more successfully than the other.

Thinking is usually considered a rational way of making decisions, while a Feeling approach is considered irrational. This is not the case. Thinking and Feeling are both rational methods; they just use different criteria in the decision-making process.

Take the example of Robert, a Feeler, who is the assistant dean of students at a small liberal arts college. Robert is responsible for conducting disciplinary hearings for students accused of violating the college’s rules. He also decides the appropriate punishments as needed. A student, Henry, was caught smoking marijuana in his dormitory, a violation that usually carries a penalty of suspension for one semester, followed by two semesters of probation. Looking into the case, Robert discovered that Henry, a freshman, had been assigned to a room with two upperclassmen who had both been in and out of trouble. Robert also learned that Henry had an excellent academic record, and he had never been in any trouble before. Henry appeared to be genuinely contrite, and he was terrified about how his parents might react if he were suspended, since they had made real sacrifices to send him to school. Taking all these things into consideration, Robert fixed Henry’s punishment at mandatory attendance in a six-week campus drug awareness program, followed by one semester of probation.

The dean, a Thinker, thought this punishment was too lenient and made no sense. She thought that failing to hold all students to the same standard set a dangerous precedent, and she asked Robert to justify his decision.

As Robert put it, “I know I could have suspended Henry. But I looked at the situation this way: We never should have assigned him the roommates we did, especially knowing how eager freshmen are to be accepted. As far as I’m concerned, we created the problem. Henry is a good kid, a good student, and an asset to the school. And after all, we are first and foremost an educational institution. I feel Henry has learned a valuable lesson from this experience, and I see no need to punish him for a relatively minor offense in a way which could affect his whole life.”


Although Robert’s decision was based on his own personal values and interpretation of the situation, you can see that he certainly did not make his decision irrationally.

Lauren, a Feeler, and Bert, a Thinker, are a good example of how people who are different on this preference can provide important balance for one another. They work together in the editorial department of a health and fitness magazine, and they have come to appreciate each other’s values. “Lauren is very perceptive about people,” explains Bert. “When I have trouble with a particular writer, or when I can’t understand why someone is acting a certain way, I’ll discuss it with Lauren. She’s always able to see why the person is feeling the way he or she is — and sometimes how I’ve been responsible. Lauren’s insights and suggestions about how to handle specific situations have bailed me out on many occasions.”

For her part, Lauren says, “Bert is probably the most honest person I know. Not always the most tactful or diplomatic . . . but the most honest. I always go to him when I want to know what the logical thing to do is, instead of just going with what feels right to me. I don’t always like what Bert has to say, or the blunt way he says it, but I know I’ll always get a truly objective view — something I need and appreciate!”

Thinkers can be analytical to the point of seeming cold, and Feelers can be personally involved to the point of seeming overemotional. When Thinkers and Feelers clash, more often than not the Feeler ends up hurt and angry, while the Thinker is confused about what went wrong.

Tony, a Feeler, is a salesman for a large office-furniture manufacturer. He booked a morning flight to Chicago to attend a lunch meeting with some representatives from a company that was refurbishing its offices. Tony’s boss had flown in the night before in order to wine and dine these important prospective clients.

When Tony arrived one and one half hours late to the important ten o’clock meeting, his boss was clearly irritated. Tony explained that one of the engines on his first flight had burst into flames en route, necessitating an emergency landing — complete with waiting firetrucks — in Detroit. After he’d waited for two hours, the airline finally found Tony a seat in the first-class section of another flight so he could complete his trip.

When his boss’s first question was how much the extra first-class accommodation had cost the firm, Tony stared at his boss with astonishment, hurt at his apparent lack of appreciation for what Tony had just been through.

Tony’s boss was baffled and said, “I don’t understand why you’re upset with me. It’s not that I don’t care about your safety. But it’s obvious that you’re all right so now I’m simply curious about the added cost.”

To help you decide which preference suits you, see which side you would take in the following disagreement.

Tom, a Feeler, has a tough decision to make. Because of a restructuring of his company, he is being forced to lay off one employee from the marketing department. The choice has come down to Ted, a fifty-seven-year-old with twenty-two years at the company, or Alan, thirty-six, who joined the firm two years ago. Both men have similar job descriptions and satisfactory performance.

At a meeting with his boss, Ernie, Tom explained why he would like to keep Ted and let Alan go. “Ted has been a loyal employee, and I appreciate the fact that he is always willing to go the extra mile to get a job done right and to help others succeed. As far as his personal situation is concerned, Ted has one son in college and another starting next fall. His wife, Mary, is in poor health. I’m concerned that a man his age who has worked exclusively for one company this long would have a hard time finding a comparable job. Alan is young, ambitious, and mobile; he’ll have no trouble finding a good job. Besides, I feel that by rewarding loyalty and hard work, we make all of our employees feel better about working here.”

Ernie, a Thinker, sees the situation differently. “No one’s saying that Ted isn’t a great guy and a good employee. Personally, I’ve always liked him. But this decision has to be based on what’s best for the company, not what’s best for one individual. Ted’s best years are behind him, and it’s unlikely that he will ever move up. Alan’s best years are ahead of him. He is senior management material; with proper grooming, he could become a very important asset to the company. Also, because of his seniority, we pay Ted twenty thousand dollars more than we pay Alan, and there is a greater likelihood of significant health care costs down the road for Ted than there is for Alan. It’s an unfortunate situation, but it just doesn’t make sense to keep Ted and let Alan go.”

If you vote to keep Ted, chances are you’re a Feeler. If you vote to keep Alan, you’re probably a Thinker.

The American population is evenly split between Thinkers and Feelers. However, this is the only type dimension in which clear gender differences show up. About two-thirds of men prefer Thinking, and about two-thirds of women prefer Feeling. We aren’t sure to what extent these results are due to socialization.




	
Thinkers


	
Feelers





	
Step back; apply impersonal analysis to problems


	
Step forward; consider effect of actions on others





	
Value logic, justice, and fairness; one standard for all


	
Value empathy and harmony; see the exception to the rule





	
Naturally see flaws and tend to be critical


	
Naturally like to please others; show appreciation easily





	
May be seen as heartless, insensitive, and uncaring


	
May be seen as overemotional, illogical, and weak





	
Consider it more important to be truthful than tactful


	
Consider it important to be tactful as well as truthful





	
Believe feelings are valid only if they are logical


	
Believe any feeling is valid, whether it makes sense or not





	
Are motivated by a desire for achievement and accomplishment


	
Are motivated by a desire to be appreciated






Once again we’d like you to estimate where you think you belong on the continuum below.
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(J) Judging / Perceiving (P)

The fourth dimension of Personality Type concerns whether we prefer to live in a more structured way (making decisions) or in a more spontaneous way (taking in information). Again, there is a range between opposite extremes of behavior.

People with a preference for Judging — we call them Judgers — tend to live in an orderly way and are happiest when their lives are structured and matters are settled. They have a judging attitude and like to make decisions. Judgers seek to regulate and control life. People with a preference for Perceiving — we call them Perceivers — like to live in a spontaneous way and are happiest when their lives are flexible. They have a perceiving attitude and like to stay open to all kinds of possibilities. Perceivers seek to understand life rather than control it.

Judgers are not necessarily judgmental (opinionated); they just like to have issues resolved. Perceivers are not necessarily perceptive (astute about seeing things accurately); they simply like perceiving options.

An important distinction between Judgers and Perceivers is the issue of closure. Judgers experience tension until closure is reached and are constantly drawn toward making a decision. Perceivers, on the other hand, experience tension when they are forced to make a decision; they avoid closure and prefer to keep their options open.

Everyone uses both Judging and Perceiving in daily life. As with the other preferences, no one behaves strictly one way or the other. It’s good to seek a balance of Judging and Perceiving, since Judgers run the risk of becoming rigid, dogmatic, and inflexible, and Perceivers run the risk of leaving things open-ended to the point that they procrastinate their lives away.

When Cynthia, a Perceiver, volunteered to put together a monthly newsletter for a local bookstore, the other employees were enthusiastic. Cynthia seemed natural for the job: she was easygoing and well known in the community; she also was artistically talented and had done newsletters before. Cynthia set about gathering articles and important dates, but the first of the month came and went and no newsletter appeared. When pressed for an explanation, Cynthia was unperturbed. She explained that her mother had come to visit, one of her children had gotten sick, plus she and her husband had gone skiing one weekend and she hadn’t gotten as much done as she’d hoped. In addition, she was having trouble gathering some of the facts she needed, and she hadn’t yet been able to reach a few people by phone. Eventually Cynthia assembled a nice little newsletter, and the process began all over again. In six months the bookstore published two entertaining, informal newsletters of which Cynthia was very proud.

This all drove Betsy, a manager at the bookstore, absolutely wild. Betsy, a Judger, expected a newsletter to appear on the first of every month, and she expected it to include a calendar of all the important dates for that month. Betsy was so irritated by Cynthia’s performance that she eventually took over the newsletter herself. She had no trouble whatsoever gathering the information she needed, and if for some reason an article was missing, she simply published the newsletter without it. Betsy turned out professional, succinct, occasionally dry newsletters, and they were always on time.

Judgers prefer a planned and orderly world, living with structure that has a beginning, middle, and end. They like to be in control of what is happening and they like to make decisions. Judgers tend to see things in black and white and like to come down on one side or the other of an issue. They are more comfortable when issues are settled rather than being left up in the air — even if they aren’t the ones making the decision! Judgers may not be particularly adaptable, and they generally don’t like surprises.

Perceivers like their world to be flexible, allowing for lots of opportunities for spontaneity. They feel constrained by structure, and prefer things to be free-flowing. Perceivers enjoy adapting to new and changing situations and tend to delay making decisions. They leave things open-ended whenever they can, wanting to suspend judgment as long as possible. Perceivers see issues in shades of gray and enjoy the unexpected in nearly all areas of their lives.

Jeff and Amy decided it was time to finally get in shape, so they went together to the sporting goods store to buy bicycles. Jeff, a Perceiver, found a salesman, and over the next half hour asked him about a hundred questions. He wasn’t sure which bike was best for him, and he was troubled by the store’s returns policy (you could return a bike, but only for store credit). Jeff finally left, saying he’d have to think over his decision. On the way home, he stopped at two other sporting goods stores to “get a little more information.”

Amy, a Judger, looked over all the bikes on display for a few minutes, then found a salesman and asked, “Which bike do you recommend?” When the salesman showed her the store’s top-selling bike, she said, “Fine. I’ll take it.”

In the work world, these two different styles can create conflicts, especially when Judgers and Perceivers are under pressure together. As is always the case, it helps to be aware of other people’s preferences. Knowing that people naturally behave differently can make irritating behavior not only easier to tolerate but also easier to anticipate.


Irene and Suzanne, both employees of a corporate training department, were assigned to co-train a one-day management development program. Each of them had conducted this program individually many times before, but this was the first time they had worked together. They divided up the portions of the program each would be responsible for: Irene, a Perceiver, was to start the program at 8:00 and conduct a thirty-minute introduction; then Suzanne, a Judger, would present the first section, which would last one and a half hours until the morning break at 10:00.

At 8:00, seven of the twenty-five participants had not arrived. Suzanne wanted to get started anyway, but Irene opted to wait until all were present, which took about fifteen minutes. During Irene’s introduction, several people had questions about the program. Suzanne diplomatically tried to interject that many of the questions would be answered as the day progressed, but Irene decided it was important to address them at that moment. By the time Irene finished, it was 9:00, which meant that Suzanne had only one hour in which to make her ninety-minute presentation. She raced through her presentation, barely covering all the necessary information, and ended the segment feeling disorganized and very stressed.

At the ten o’clock break, Suzanne was furious and confronted Irene. They soon found themselves in a heated conflict. Suzanne accused Irene of having poor time-management skills and said she’d acted irresponsibly. She pointed out that Irene’s mismanagement of the morning had put her in the position of having to scramble through her presentation. Suzanne felt that it had been ridiculous to make eighteen people who had come on time wait for seven who hadn’t, and she said that rushing through her notes had made her look ridiculous. She felt that she had not had enough time to present her part of the program effectively, and she resented the fact that all of her careful planning had been ruined for no good reason.

Irene felt that Suzanne was overreacting and was being too rigid. She thought it was entirely appropriate to wait for the missing third of the participants. Moreover, she regarded interruptions as a typical and often necessary part of the program. She felt it was important to address questions early on in order to set the right tone for the day and knew they could make up the rest of the program later. Irene didn’t appreciate the fact that Suzanne had tried to cut her answers short, and said she felt that Suzanne had undercut her authority in front of the group.

Since the two women still had a full day’s program remaining, they ultimately realized that they had better figure out how to work together more smoothly. Irene promised to watch the clock more carefully, but was still committed to keeping the lines of communication open between herself and the program participants. Suzanne promised to try to be more flexible about what was discussed when, but she reserved the right to remind Irene of their schedule in front of the group. Fortunately the rest of the program went without incident.

One indication of your preference between Judging and Perceiving may be the condition of your desk. Typically (but not always), a Judger’s desk is fairly neat. It is well organized. There are spots for pencils, pads, paperweights, and so forth, and these items can usually be found — at least at the beginning and end of the day — in their proper places. The IN basket contains information to be reviewed, and the OUT basket is reserved for completed work. Important information is filed away in a manner that allows for easy retrieval. It is not unusual to see on a Judger’s desk a list of “things to do” with a line drawn through most, if not all, the items on the list at the end of the day.

A Perceiver’s desk, on the other hand, is often (but not always) considerably less organized. It might contain several “works in progress,” messages that need to be answered, toys, malfunctioning ball-point pens, and perhaps the best indicator of all . . . the “just for now” pile (or piles). When put on the defensive, Perceivers will always claim that they can find anything they need in their office. (They just don’t admit how much time it will take to do it!)

The condition of your desk (and possibly the inside of your closet, purse, or car) reflects how your mind works. Let’s say a Judger and a Perceiver both receive a brochure announcing an upcoming conference that is to take place in four months. The Judger is likely to do one of the following: 1) Throw the brochure away because she went last year or already has a prior commitment; 2) Fill out the application, write out the check to cover the registration fee, and send them in; or 3) Pass the brochure along to someone else who might be interested. The Judger makes a decision and gets the brochure off her desk.

The Perceiver in the same situation is likely to behave differently. First of all, four months into the future is a long time from now. Recognizing that a lot could happen between now and then (and that maybe something better will come along), the Perceiver believes it’s too soon to make a decision. She realizes she should file the brochure someplace, but if she does, she’ll probably forget all about it, so instead she adds it to her substantial “just for now” stack of papers and folders already occupying space on her desk. Unless it is truly important, the brochure is apt to get lost in the pile, only to be discovered after the deadline for registration (or even the conference itself) has come and gone. The Perceiver doesn’t make a decision, so the brochure hangs around on her desk until the time for decision making has passed.

Everyone has a “to do” list or a “just for now” pile. That’s not unusual. But Perceivers are likely to have all kinds of items in their “think about” pile, and they can probably recall several opportunities they missed because they procrastinated too long.

In the American population, about 60 percent are Judgers and 40 percent are Perceivers. There are no gender differences.




	
Judgers


	
Perceivers





	
Are happiest after decisions have been made


	
Are happiest leaving their options open





	
Have a “work ethic”: work first, play later (if there’s time)


	
Have a “play ethic”: enjoy now, finish the job later (if there’s time)





	
Set goals and work toward achieving them on time


	
Change goals as new information becomes available





	
Prefer knowing what they are getting into


	
Like adapting to new situations





	
Are product oriented (emphasis is on completing the task)


	
Are process oriented (emphasis is on how the task is completed)





	
Derive satisfaction from finishing projects


	
Derive satisfaction from starting projects





	
See time as a finite resource and take deadlines seriously


	
See time as a renewable resource and see deadlines as elastic






As you think about which preference suits you, keep in mind that circumstances often force us to behave in certain ways that don’t necessarily reflect our true selves. Most of us have to behave like Judgers at least part of the time, particularly at work. If you have a demanding job, you have to get there on time, meet deadlines, and make lots of decisions. To complicate things further, as your personal and work lives get more and more intertwined, it may become increasingly difficult to tell which is the “real you.” In this case, try to step back and see which preference would give you the most satisfaction if you could behave any way you wished.

It’s time again to estimate your preference on the continuum below.
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Now that you have estimated your preference for all four type dimensions, please write those letters in the spaces below.
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KEY



	
E = Extraverted


	
I = Introverted





	
S = Sensing


	
N = Intuitive





	
T = Thinking


	
F = Feeling





	
J = Judging


	
P = Perceiving






Congratulations! By going through this exercise, you have more than likely identified your personality type. However, the process of making sure that you have identified your type correctly requires one more step, which we call “verification.”

Verifying Your Type

Chapter 3 contains “Verifying Type Profiles” for each of the sixteen types. After reading the brief introduction to the chapter, we will ask you to find the profile for the type that you feel reflects the code you came up with in step one.

For example, suppose you estimated your type preferences to be: Extravert, Sensing, Thinking, and Judging (or ESTJ in Type language). You would first find and read the ESTJ profile.

If ESTJ is really your personality type, then you will probably think that it describes you very well. In fact, most people are taken aback at just how well their type profile describes them! If you feel this way, then you have very probably verified your type. We say “very probably” only to discourage those of you with the tendency to make quick decisions (and you know who you are!) from foreclosing any other possibilities which might be better fits. So until you have read several other chapters which describe Type more thoroughly, we suggest you think of the type you come up with by doing this exercise as a sort of “working hypothesis.”

On the other hand, if you read ESTJ and you think it sounds somewhat like you, but not very much like you, then you probably haven’t yet identified your one “true” type.

If you find yourself in that situation, here’s what to do. Go back to the continuums (scales) for each of the preferences. Note which ones you marked closer to the center line (in other words, the less-clear preferences). Then see which ones you marked farther away from the center lines (the ones that seemed clearer to you).

Using the ESTJ again for an example, suppose that by going back you discover that you felt pretty clear about your preferences for Extraversion (E), Sensing (S), and Thinking (T), but less clear about your preference for Judging (J). Well, it’s possible that you may really be an ESTP rather than an ESTJ. As you will learn shortly, these two types, while identical on three letters, are very different from each other in many ways. Therefore, you will want to read the ESTP profile as well.

If it turns out that your preference really is for Perceiving rather than Judging, then the ESTP profile should fit you much better. Thus you may have to go through this process of examining a few (and in rare instances, several) types to find your true type.

You may ask: “But shouldn’t I be able to identify my type right away?” Not necessarily. Often circumstances just don’t permit people to “be themselves.” For example, you may have had parents who encouraged only certain kinds of behavior, or you may have been obliged to do what was expected of you (say, run the family business) instead of what interested you (studying architecture). Some people who experienced very difficult childhoods were forced to adopt certain kinds of behavior as a form of self-defense. This, too, can affect how you see yourself and can place a barrier between the “you” who survived and the “you” you were meant to be. This is the time to try to determine who you really are deep down.

It is important to carefully pin down all four of your preferences because your personality is in large part determined by the unique way in which your preferences interact with each other. Perhaps you’re familiar with the concept of “synergism.” Basically, synergy occurs when the whole of something is greater than the sum of its individual parts. This is certainly true of Type. And as useful as it is for people to know that they prefer Sensing to Intuition, for example, no one is just a Sensor. People who prefer Sensing come in eight different varieties, depending upon their other preferences — and it is the combination of preferences (indicated by letters) that results in such useful information.

Although you don’t have to know your personality type in order to benefit from the rest of this book, you’ll certainly get more out of Do What You Are if you can successfully identify your personality type before going on to Part 2. As you review this chapter and read the next one, please keep in mind that there is no time limit for discovering your true type. The Type Police will not come crashing through your door if you haven’t verified your type after finishing Part 1. In this fast-paced world of ours we often feel pressured to decide everything quickly. We don’t believe in “McTyping,” so take your time and review this material as much as you need. Keep refining your working hypothesis until you have identified the personality type that most accurately reflects you. Then have a little celebration — you’ve found the real you!

Descriptions of the sixteen personality types in the next chapter draw substantially upon the following works: Introduction to Type: A Description of the Theory and Application of the Myers-Briggs Type Indicator, by Isabel Briggs Myers (1987); Introduction to Type in Organizations, by Sandra Krebs Hirsh and Jean M. Kummerow (1990); Manual: A Guide to the Development and Use of the Myers-Briggs Type Indicator, by Isabel Briggs Myers and Mary McCaulley (1985); and Gifts Differing, by Isabel Briggs Myers (1980). All of these books are published by Consulting Psychologists Press, Inc., and certain material in the next chapter is reprinted with permission of Consulting Psychologists Press, Inc.

Note: For each profile, we provide an approximation of the percentage of this type found in the American population. These percentages were developed by Dr. Charles K. Martin of the Center for Applications of Psychological Type (CAPT), Gainesville, Florida.
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MIRROR, MIRROR

Verifying Your Personality Type



Included in this chapter are the sixteen Verifying Type Profiles. Your true type profile is among them.

Your type profile is not meant to be a totally comprehensive, all-encompassing description of your innermost thoughts and feelings. However, in a general way, it should ring true for you — perhaps not every word, but overall you ought to recognize a great deal of yourself in it.

The Verifying Type Profiles don’t attempt to explain why different personality types behave the way they do. We’ll get into these kinds of explanations in Part 2. For now, just concentrate on finding the type profile that best suits you.

In these profiles, we have deliberately avoided using descriptions from the workplace. This may strike you as a little odd, but remember, you are trying to pinpoint the “real you.” How you are obliged to act at work may be very different from how you wish you were free to be. In Part 3 you’ll find a list of the work-related strengths and weaknesses that are commonly associated with your personality.

You may read through several of the Verifying Type Profiles and think, “Wait a minute. I can see something of myself in all of these descriptions.” Actually, this isn’t unusual, but the point is to find your true type profile, not bits and pieces that sound like you. Most people find that their type profile is very accurate and extremely insightful.

We hope that by now we’ve convinced you of the validity of Type. However, if you are a skeptical sort who suspects that the personality types are all interchangeable, we suggest that you read both a type profile and its opposite (for example, INTP and ESFJ). You’ll see that the two profiles describe two very different kinds of people.

In the Verifying Type Profiles we’ve included not only descriptions of personality strengths but also information on possible blind spots. You’ll find that sometimes the flip side of your greatest strength is your worst shortcoming. For example, excellent reasoning power can be coupled with a tendency to overlook the feelings of others. By being aware of the weaknesses associated with your personality type, you can seek balance in your behavior — both on and off the job.

ENFJ

Extraverted, Intuitive, Feeling, Judging

Approximately 3–5 percent of the American population

ENFJs are people-lovers. They place the highest importance on people and relationships and are naturally concerned about others. They take a warm approach to life and feel personally connected to all things.

Because they are idealistic and live by their values, ENFJs are very loyal to the people, causes, or institutions they respect and admire. They are energetic and enthusiastic, as well as responsible, conscientious, and persevering.

ENFJs have a natural tendency to be self-critical. However, because they feel responsible for the feelings of others, ENFJs are seldom critical in public. They are acutely aware of what is (and isn’t) appropriate behavior, and are gracious, charming, personable, and socially adept. Even-tempered and tolerant, ENFJs are diplomatic and are good at promoting harmony around them. They are natural leaders, popular and charismatic. They tend to be good communicators, and usually use their expressive gift verbally.

ENFJs make decisions based upon how they feel about a situation, rather than how the situation actually stands. They are interested in possibilities beyond what is already obvious, and in the ways these possibilities might affect others.

Being naturally orderly, ENFJs prefer an organized world and expect others to be the same way. They like to have matters settled, even if someone else is making the decisions.

ENFJs radiate sympathy and understanding and are nurturing and supportive of others. They read people well and are responsible and caring. Since they are idealists, they generally look for the good in others.

Possible Blind Spots

ENFJs are so empathetic and caring that they can become overly involved with the problems or feelings of others. Sometimes they choose causes that aren’t worthy of all the time and energy they pour into them. When things don’t work out well, they can become overwhelmed, disappointed, or disillusioned. This can lead them to withdraw, feeling they weren’t appreciated. ENFJs need to learn to accept their own limitations as well as those of the people they care about. They also need to learn how to “pick their battles” and how to maintain realistic expectations.

Because of their strong desire for harmony, ENFJs can overlook their own needs and ignore real problems. Because they avoid conflict, they sometimes maintain relationships that are less than honest and equal. ENFJs are so concerned about the feelings of others that they can be blind to important facts when the situation involves criticism or hurt feelings. It’s important that ENFJs learn how to accept and deal with conflict as a necessary part of relationships.

Because they are enthusiastic and in a hurry to get on with their next challenge, ENFJs sometimes make incorrect assumptions or make decisions too quickly, without gathering all the important facts. They need to slow down and pay closer attention to the details of their projects. By waiting until enough information is known, they can avoid making mistakes.

ENFJs focus on emotions to the point that they can fail to see the logical consequences of their actions. Trying to focus on the facts, not just the people, involved in their decisions can be helpful.

ENFJs respond well to praise, but are easily hurt by criticism, which can make them appear touchy. They take even the most innocent or well-intentioned criticism personally, and they often respond by becoming flustered, hurt, or angry. Their responses can be illogical to the point that they appear downright irrational to others. ENFJs do well to stop, take a step back, and try to see a situation objectively before reacting. Trying to be less sensitive will enable an ENFJ to hear the important and helpful information that is contained in constructive criticism.

ENFJs are so idealistic that they tend to see things the way they wish they were. They are vulnerable to idealizing relationships, and they tend to overlook facts that contradict what they believe. ENFJs who don’t learn to face facts they find disagreeable end up ignoring their problems instead of finding solutions for them. In general, ENFJs need to try to keep their eyes open as well as their hearts.

INFJ

Introverted, Intuitive, Feeling, Judging

Approximately 2–3 percent of the American population

INFJs inhabit a world of ideas. They are independent, original thinkers with strong feelings, firm principles, and personal integrity.

INFJs trust their own ideas and decisions even in the face of skepticism. They are motivated by an inner vision that they value above all else, including prevailing opinion or established authority. INFJs often see deeper meanings and have intuitive insights into situations. Their inspirations are important and valid to them even if others don’t share their enthusiasm.

INFJs are loyal, committed, and idealistic. They are quietly forceful in having their ideas accepted and applied. They value integrity and can be determined to the point of being stubborn. Because of the strength of their conviction and their clear vision of what is best for the common good, INFJs can be great leaders. They are often honored or respected for their contributions.

Because they value harmony and agreement, INFJs like to persuade others of the validity of their viewpoint. They win the cooperation of others by using approval and praise, rather than argument or intimidation. INFJs will go to great lengths to promote fellowship and avoid conflict.

Generally thoughtful decision makers, INFJs find problems stimulating and usually reflect carefully before they act. They prefer to focus in great depth on one thing at a time, which can result in periods of single-mindedness.

Empathetic and compassionate, INFJs have a strong desire to contribute to the welfare of others. They are aware of other people’s emotions and interests, and often deal well with complicated people. INFJs themselves tend to have deep, complex personalities and can be both sensitive and intense. They can be reserved and hard to get to know, but are willing to share their inner selves with people they trust. They tend to have a small circle of deep, longstanding friendships, and can generate plenty of personal warmth and enthusiasm in the right circumstances.

Possible Blind Spots

Since they tend to be so absorbed with “the idea,” INFJs can sometimes be impractical and are capable of neglecting routine details that need attention. Becoming more aware of what is around them and relying more on proven information helps INFJs anchor their creative ideas in the real world.

INFJs can be so committed to their own principles that they develop tunnel vision. They can be stubborn about change, and may resist changing a decision once it has been made. Sometimes they overlook important facts that don’t support their position, or resist ideas that conflict with their values. They may not hear the objections of others because, to them, their position seems unquestionable. INFJs need to attempt to look at themselves and at their work more objectively, as others might.

Because they are so protective of their own vision, INFJs tend to overregulate. They are often perfectionists, and they can be hypersensitive to criticism. Although they are strong-willed, they also have difficulty dealing with conflicts in relationships and can become disappointed or disillusioned if conflicts develop. The more objective INFJs can be about themselves and their relationships, the less vulnerable they will be to these kinds of hurts.

ENFP

Extraverted, Intuitive, Feeling, Perceiving

Approximately 6–7 percent of the American population

ENFPs are full of enthusiasm and new ideas. Optimistic, spontaneous, creative, and confident, they have original minds and a strong sense of the possible. For an ENFP, life is an exciting drama.

Because they are so interested in possibilities, ENFPs see significance in all things and prefer to keep lots of options open. They are perceptive and keen observers who notice anything out of the ordinary. ENFPs are curious; they prefer to understand rather than judge.


Imaginative, adaptable, and alert, ENFPs value inspiration above all else and are often ingenious inventors. They are sometimes nonconformists, and are good at seeing new ways of doing things. ENFPs open up new avenues for thought or action . . . and then keep them open!

In carrying out their innovative ideas, ENFPs rely on their impulsive energy. They have lots of initiative and find problems stimulating. They also get an infusion of energy from being around other people, and can successfully combine their talents with the strengths of others.

ENFPs are charming and full of vitality. They treat people with sympathy, gentleness, and warmth and are ready to help anyone with a problem. They can be remarkably insightful and perceptive, and they often care about the development of others. ENFPs avoid conflict and prefer harmony. They put more energy into maintaining personal relationships than into maintaining objects, and they like to keep a wide assortment of relationships alive.

Possible Blind Spots

Since they find it so easy to generate ideas, ENFPs have difficulty focusing on just one thing at a time and can have trouble making decisions. They see so many possibilities that they have difficulty selecting the best activity or interest to pursue. Sometimes they make poor choices or get involved with too many things at once. Carefully choosing where they will focus their energy helps ENFPs avoid wasting their time and squandering their considerable talents.

To an ENFP, the fun part of a project is the initial problem solving and creation of something new. They like to exercise their inspiration on the important and challenging parts of a problem. After this stage, they often lose interest and lack the self-discipline necessary to complete what they’ve started. They are likely to start many projects but finish few. ENFPs have more to show for their efforts when they follow through with the necessary but tedious parts of a project until it is completed. Often writing important facts or steps down on paper helps them keep from getting sidetracked.

Often ENFPs are not particularly well organized. They can benefit from learning and applying time management and personal organizational skills. They do well when they team up with other more realistic and practical people. This usually suits them fine anyway, since ENFPs don’t like working alone, especially for extended periods of time. They find working with another person, even on a less interesting phase of a project, far preferable to working alone.

ENFPs are not much interested in details. Since they are more excited about using their imagination and creating something original, they may not bother to collect all the information they need in order to carry out a particular activity. Sometimes they just improvise on the spot, instead of planning and preparing ahead. Because they find information gathering tedious, ENFPs run the risk of never getting past the “bright idea” stage or, once started, never finishing. Always restless, they’d rather put off dealing with troublesome details and move on to something else new or unusual. ENFPs are more effective when they consciously attend to the actual world around them and gather more realistic impressions to make their innovations workable.

INFP

Introverted, Intuitive, Feeling, Perceiving

Approximately 3–4 percent of the American population

INFPs value inner harmony above all else. Sensitive, idealistic, and loyal, they have a strong sense of honor concerning their personal values and are often motivated by deep personal belief or by devotion to a cause they feel is worthy.

INFPs are interested in possibilities beyond what is already known and focus most of their energy on their dreams and visions. Open-minded, curious, and insightful, they often have excellent long-range vision. In day-to-day matters they are usually flexible, tolerant, and adaptable, but they are very firm about their inner loyalties and set very high — in fact, nearly impossible — standards for themselves.

INFPs have many ideals and loyalties that keep them occupied. They are deeply committed to whatever they choose to undertake — and they tend to undertake too much but somehow get everything done.

Although they demonstrate cool reserve on the outside, INFPs care deeply inside. They are compassionate, sympathetic, understanding, and very sensitive to the feelings of others. They avoid conflict and are not interested in impressing or dominating others unless their values are at stake. Often INFPs prefer to communicate their feelings in writing, rather than orally. When they are persuading others of the importance of their ideals, INFPs can be most convincing.

INFPs seldom express the intensity of their feelings and often appear reticent and calm. However, once they know you, they are enthusiastic and warm. INFPs are friendly, but tend to avoid superficial socializing. They treasure people who take the time to understand their goals and values.

Possible Blind Spots

Since logic is not a priority for INFPs, they sometimes make errors of fact and can be unaware that they are being illogical. When their dreams become out of touch with reality, others may see them as flighty and mystical. INFPs do well to ask the advice of more practical people to find out if their ideas are workable and useful in the real world.

Because they are so committed to their own ideals, INFPs have a tendency to overlook other points of view and can sometimes be rigid. They are not particularly interested in physical surroundings, and often are so busy that they fail to notice what is happening around them.

INFPs may reflect on an idea much longer than is really necessary to begin a project. Their perfectionistic tendencies can lead them to refine and polish their ideas for so long that they never share them. This is dangerous, since it is important for INFPs to find ways of expressing their ideas. To keep from getting discouraged, they need to work toward becoming more action-oriented.

INFPs are so emotionally entangled in their undertakings that they are very sensitive to criticism. To complicate things further, they tend to demand too much of themselves as they aspire to their own impossibly high standards. This can lead to feelings of inadequacy, even though they in fact are capable of accomplishing a great deal. When INFPs are disappointed, they tend to become negative about everything around them. Trying to develop more objectivity about their projects will help keep INFPs less vulnerable to both criticism and disappointment.

Because INFPs tend to try to please many people at the same time, it can be hard for them to stand up for an unpopular position. They hesitate to criticize others, and they have a hard time saying no. When INFPs don’t express their negative opinions about ideas or plans, others can be misled into thinking they agree with them. INFPs need to develop more assertiveness, and can benefit from learning how to offer honest criticism of others when needed.

ENTJ

Extraverted, Intuitive, Thinking, Judging

Approximately 3–5 percent of the American population

ENTJs are great leaders and decision makers. They easily see possibilities in all things and are happy to direct others toward making their vision become a reality. They are ingenious thinkers and great long-range planners.

Because ENTJs are so logical and analytical, they are usually good at anything that requires reasoning and intelligence. Driven to achieve competence in all they do, they can naturally spot the flaws that may exist in a situation and see immediately how to improve them. They strive to perfect systems rather than simply accept them as they are. ENTJs enjoy working with complex problem solving and are undaunted in their pursuit of mastery of anything they find intriguing. ENTJs value truth above all else and are convinced only by logical reasoning.

Eager to continually add to their base of knowledge, ENTJs are systematic about planning and researching new things. They enjoy working with complex theoretical problems and work toward the pursuit of mastery of anything they find intriguing. They are much more interested in the future consequences of actions than the present condition of things.

Natural leaders with a hearty and frank style, ENTJs tend to take charge of any situation they find themselves in. They are good organizers of people because they have the ability to see ahead and then communicate their vision to others. They tend to live by a rather strict set of rules and expect others to do so as well. Therefore, they tend to be challenging and push others as hard as they push themselves.


Possible Blind Spots

Owing to their desire to move on to the next challenge or toward their larger goal, ENTJs sometimes make decisions too hastily. Slowing down occasionally will give the chance to gather all relevant data, and consider both the practical and personal ramifications of their actions. Their action orientation propels them to act on their decisions as soon as they are made rather than stopping to double check their facts and the realities of the situation.

Because ENTJs take a logical approach to life, they can be tough, blunt, impatient, and insensitive to the needs and feelings of others when they don’t see the logic of those feelings. ENTJs can be argumentative and difficult to approach and don’t often welcome the commonsense advice of others. Rather than automatically being critical, they need to listen to the input of those around them and express their appreciation for their contributions. ENTJs need to make a conscious effort — in fact to make it a rule — to stop and listen to others before charging ahead with their own ideas, and avoid acting domineering and dictatorial.

ENTJs’ impersonal approach to life leaves little time, tolerance, or compassion for emotions, even their own. When they allow their feelings to go ignored or unexpressed, they can find themselves overreacting emotionally. They are particularly prone to this if they perceive someone to be questioning their competence, especially someone they respect. They can have explosive reactions to seemingly insignificant situations, and these outbursts can be hurtful to those close to them. ENTJs are more effective and happy when they give themselves time to consider and understand how they really feel. Giving their emotions a constructive outlet, rather than allowing them to take over their personalities, will actually allow them to stay more fully in control, a position they enjoy and strive for. Surprisingly, ENTJs may actually be less experienced and competent than their confident style indicates. They will increase their personal power and rate of success by allowing themselves to take some reasonable and valuable assistance from others.

INTJ

Introverted, Intuitive, Thinking, Judging

Approximately 2–3 percent of the American population

INTJs are perfectionists. Their strong need for autonomy and personal competence, as well as their unshakable faith in their own original ideas, drives them to achieve their objectives.

Logical, critical, and ingenious, INTJs can see the consequences of the application of new ideas and live to see systems translated into real substance. They are demanding with themselves and others, and tend to drive others almost as hard as themselves. They are not particularly bothered by indifference or criticism. As the most independent of all types, INTJs prefer to do things their own way. They are usually skeptical, decisive, and determined in the face of opposition. They are not impressed with authority per se, but can conform to rules only if they see them as useful to their greater purpose.

With original minds, great insight, and vision, INTJs are natural brainstormers. They are naturally theoretical and work well with complex and global concepts. They are good strategic thinkers and can usually see with clarity the benefits and flaws of any situation. In subjects that interest them, they are fine organizers with insight and vision. If the idea or project is of their own making, they can invest incredible concentration, focus, energy, and drive. Their many accomplishments are achieved through determination and perseverance toward reaching or exceeding their high standards.

Possible Blind Spots

Being visionaries with sometimes unrealistically high standards, INTJs may expect too much from themselves and others. In fact, they tend not to care how they measure up to others’ standards; it is their own that are important. They may lack an understanding of how their behavior affects others and can be critical and blunt in giving recommendations for improvement. They don’t often encourage others to challenge their views or express any personal feelings. Because INTJs have a rather impersonal style, they may erroneously assume others wish to be treated in the same manner. They need to learn to understand the seemingly “illogical” feelings of others, and accept that they are rational and valid. This will help keep them from alienating and offending those around them.

Because INTJs place so much value on their own visions and ideas for the future, they are vulnerable to missing some important realities and facts of the present moment. They may also fail to recognize practical weaknesses in their ideas that may make their execution more difficult. Gathering all the relevant and factual data will help ensure that their ideas are workable. INTJs need to simplify their often theoretical and complicated ideas so they can communicate them to others.

Because INTJs often choose to be alone and are single-minded in their efforts, they can neglect to invite others to participate or assist in their activities. Soliciting the input and suggestions of others can help them recognize an impractical idea earlier in the process, or help them make the necessary changes and improvements before investing huge amounts of time.

Increased effectiveness for INTJs lies in making an effort to yield on less important points to win the more important ones. This will also decrease the likelihood of the INTJ becoming too stubborn and controlling. When they make an effort to adopt a more accepting approach to life and their dealings with others, INTJs will achieve more balance and competence, and succeed at having more of their innovations accepted by the world.


ENTP

Extraverted, Intuitive, Thinking, Perceiving

Approximately 4–6 percent of the American population

ENTPs love excitement and challenge. Enthusiastic and ingenious, they are talkative, clever, and good at many things and constantly strive to increase their competence and personal power.

ENTPs are born enterprising. They are fascinated with new ideas and are alert to all possibilities. They have strong initiative and operate on creative impulse. ENTPs value their inspiration above all else and strive to turn their original ideas into reality. They are inquisitive, versatile, adaptable, and resourceful in solving challenging and theoretical problems.

Alert and outspoken, ENTPs can easily see the flaw in any position and often enjoy arguing for fun on either side of an issue. They have excellent analytical abilities and are great strategic thinkers. They can almost always find a logical reason for the things that they want.

Most ENTPs like to test the limits around them and consider that most rules and regulations are meant to be bent, if not broken. They are sometimes unconventional in their approach and enjoy helping others to push past what is accepted and expected. They like to live freely and look for fun and variety in everyday situations.

ENTPs deal imaginatively with social relationships and often have a great number and variety of friends and acquaintances. They can display great humor and optimism. ENTPs can be charming and stimulating company and often inspire others to become involved in their projects through their infectious enthusiasm. They prefer to try to understand and respond to people rather than judge them.

Possible Blind Spots

Because ENTPs value creativity and innovation above all else, they sometimes ignore the standard way of doing something simply because it is not original. Their intense dislike for the routine and predictable can make it difficult for them to notice the necessary details. They sometimes neglect the needed preparation when, in their zeal to take on something fresh, they dive in too quickly. And once major problems are solved, they are often off to the next exciting adventure rather than sticking around to see the original project through. They need to work toward making commitments to fewer projects so they will complete more of the ones they start.

Often, ENTPs talk so quickly, and so much, they don’t allow others to contribute. They are honest and fair but can be blunt and tactless in their ready criticism of others. ENTPs need to consider the feelings of others as valid and important, even if they don’t share them. While they can be charming, funny, and entertaining, they can also be insincere. ENTPs need to resist the urge to simply adapt and perform, and instead share their genuine emotions.


ENTPs’ reluctance to commit to one thing stems from the fear that they may miss other, more appealing opportunities. Their desire to remain open and responsive to new challenges can make them undependable and inconsiderate of the plans and schedules of others. Thinking through how their actions affect others will help them be more dependable.

ENTPs’ natural quickness and ability to anticipate what is coming means they occasionally assume erroneously that they knew what the person was going to say, and may jump in to finish their sentences. Taking the time to pay closer attention to what is actually going on in the real world around them and listening carefully to the input and reactions of others will help them avoid appearing arrogant and rude.

INTP

Introverted, Intuitive, Thinking, Perceiving

Approximately 3–4 percent of the American population

INTPs are conceptual problem solvers. They are intensely intellectual and logical, with flashes of creative brilliance.

Outwardly quiet, reserved, and detached, INTPs are inwardly absorbed in analyzing problems. They are critical, precise, and skeptical. They try to find and use principles to understand their many ideas. They like conversation to be logical and purposeful and may argue to the point of hairsplitting just for fun. INTPs are convinced only by logical reasoning.

INTPs are usually ingenious and original thinkers. They prize intelligence in themselves, have a strong drive for personal competence, and are interested in challenging other people to become more competent as well. INTPs are primarily interested in seeing possibilities beyond what is currently known, accepted, or obvious. They like to develop models for improving the way things are or solving difficult problems. They think in extremely complex ways and are better able to organize concepts and ideas than they are able to organize people. Occasionally, their ideas are so complex they have difficulty communicating and making others understand them.

Highly independent, INTPs enjoy speculative and imaginative activities. They are flexible and open-minded and are more interested in finding creative yet sound solutions to problems than they are in seeing those solutions made into reality.

Possible Blind Spots

Because INTPs rely so heavily on their logical analysis, they can overlook what matters to others. If something is not logical, INTPs run the risk of dismissing it, even if it is important to them. Admitting to themselves what they really care about will help them stay in touch with their true feelings.

INTPs are excellent at detecting the flaws in an idea but are more reticent about expressing their appreciation. They can get bogged down on a minor flaw in one part of a plan and keep the entire project from moving toward completion because they refuse to let one illogical point remain within the whole. When they turn their highly honed critical thinking skills on the people around them, their naked honesty may translate into unintended hurtfulness. They need to be told, and need to learn to ask, what matters emotionally to others.

Because INTPs are fascinated with solving problems, they tend to be impatient with routine details and may lose interest in a project and never complete it if it requires too much follow-through or detail. Turning their energy outward will enable them to gain sufficient practical knowledge to make their ideas workable and acceptable to other people.

INTPs sometimes feel inadequate when they try to live up to their own high standards of perfection. Learning to share those feelings with someone else can help them get a more realistic and objective view of themselves.

ESTJ

Extraverted, Sensing, Thinking, Judging

Approximately 12–15 percent of the American population

ESTJs are great at getting things done. They like to run the show and make things happen. They are responsible, conscientious, and faithful to their commitments. They like structure and can remember and organize many details. They systematically set about achieving their goals on schedule and as efficiently as possible.

ESTJs are driven to make decisions. Often they base their decisions on their own past experience. They are logical, objective, and analytical and have great reasoning power. In fact, they are unlikely to be persuaded by anything but logic.

ESTJs are realistic, practical, and matter-of-fact. They are more interested in “real things” than in intangibles, such as abstract ideas and theories. They tend to not be interested in subjects for which they see no practical application. They know what’s happening around them and are concerned primarily with the here and now.

Because they live by a certain set of rules, ESTJs are consistent and dependable. They tend to be traditional and interested in maintaining established institutions. They are consistent in their relationships, although their emotional and social life is not as important to them as other aspects of life. They are comfortable judging others, and can be crisp disciplinarians.

ESTJs are outgoing, sociable, direct, and friendly. They are usually easy to get to know, since “what you see is what you get.”

Possible Blind Spots

Because ESTJs adopt a strict code of ethics for both themselves and others, they can be seen as dictatorial when they attempt to impose their standards of behavior on others. Attempting to be more flexible and open-minded will prevent an ESTJ from becoming rigid.

Being logical and impersonal analysts, ESTJs don’t naturally consider the impact their decisions have on others. They can be seen as cold and uncaring, and often need to become more aware of their own feelings as well as more respectful of the thoughts and feelings of others.

Since they are naturally critical, ESTJs usually don’t demonstrate their appreciation of the positive attributes or contributions of those around them. They need to try to become more aware of the talents and efforts of others, and then offer compliments and praise.

Sometimes ESTJs are so intent on their own plans that they don’t stop to listen to what others have to say. They don’t naturally ask “what if,” so they often miss possible meanings, implications, connections, and patterns. An easy way to protect against being closed-minded is to wait a few seconds before speaking, giving others a chance to offer input.

ESTJs often jump to conclusions without gathering all the necessary information or taking the time to fully understand a situation. They need to learn to consciously delay making decisions until they have considered more information, especially alternatives they may have overlooked.

ESTJs who have been able to relinquish some of the control they seek and who have learned to see that there are gray areas in life (rather than seeing things only in black and white) become more adaptable and successful.

ISTJ

Introverted, Sensing, Thinking, Judging

Approximately 7–10 percent of the American population

ISTJs are the serious, responsible, and sensible stalwarts of society. They are trustworthy and honor their commitments. Their word is their solemn vow.

Practical and realistic, ISTJs are matter-of-fact and thorough. They are painstakingly accurate and methodical, with great powers of concentration. Whatever they are doing they accomplish with orderliness and reliability. They have unshakable, well-thought-out ideas and are difficult to distract or discourage once they have embarked on what they believe to be the best course of action.

Characteristically quiet and hardworking, ISTJs have great practical judgment and memory for details. They can cite accurate evidence to support their views and apply their past experiences to their present decisions. They value and use logic and impersonal analysis, are organized and systematic in their approach to following things through and getting them done on time. They follow necessary systems and procedures and are impatient with those who do not.

ISTJs are cautious and traditional. They listen well and like things to be factual and clearly stated. They are said to “Say what you mean and mean what you say.” Private by nature, ISTJs appear calm even during times of crisis. They are duty bound and steadfast but beneath their calm facade, they may have strong yet rarely expressed reactions.


Possible Blind Spots

A common problem for ISTJs is their tendency to lose themselves in the details and daily operations of a project. Once immersed, they can be rigid and unwilling to adapt or accept another point of view. They tend to be skeptical of new ideas if they don’t see their immediate and practical application. They need to take time to look at their overall objectives and consider alternatives they may not have considered. Gathering a wider range of information and consciously trying to anticipate the future implications of their behavior will increase the ISTJ’s effectiveness in all areas.

ISTJs sometimes have trouble understanding the needs of others, especially those that are different from their own. Because they keep their reactions private, they can be perceived as cold and unfeeling. They need to express their appreciation for others directly, rather than keeping it to themselves.

Because they are logical, ISTJs tend to expect others to be so as well. They run the risk of imposing their judgments on others and overriding the opinions of less assertive people. They can demand conformity to their way of doing things and discourage more creative or innovative approaches. By staying open to untested or unconventional methods, they will develop more tolerance for differences in people, and also end up with more effective alternatives and options.

ESFJ

Extraverted, Sensing, Feeling, Judging

Approximately 11–14 percent of the American population

ESFJs are motivated to help other people in real and practical ways through direct action and cooperation. They are responsible, friendly, and sympathetic.

Because ESFJs place such importance on their relationships with other people, they tend to be popular, gracious, eager to please, and talkative. They need harmonious relationships with others and work hard to achieve and maintain them. In fact, they often idealize whatever or whomever they admire. ESFJs need to be appreciated for themselves and their service, so they are highly sensitive to indifference or criticism. They usually express strong opinions and are decisive, and they like to have things settled.

Practical and realistic, ESFJs tend to be matter-of-fact and organized. They attend to and remember important facts and details and like others to be sure of their facts as well. They base their planning and opinions on their own personal experience or that of someone else they trust. They are aware of and involved with their physical environment and like to be active and productive.

Because ESFJs are conscientious and traditional, they are bound by their sense of duty and commitments. They nurture established institutions and tend to be active and cooperative members of committees and organizations. Their social ties are important and well maintained. They often go out of their way to do something helpful and nice for someone else and especially enjoy being responsive in times of trouble or great celebration.


Possible Blind Spots

Because ESFJs value harmony so highly, they tend to avoid conflicts rather than deal with problems head-on. They sometimes place too much importance and value on the opinions and feelings of those they care for. During tense or hurtful times, they can become blind to the facts of the situation. They need to learn to deal directly and honestly with conflict, trusting that their natural sensitivity to others’ feelings will provide them with the necessary tact in even the most difficult situations.

ESFJs often overlook their own needs because of their desire to please or help other people. They have a difficult time saying no or asking for help because they don’t want to risk offending or disappointing anyone. They usually have trouble giving or accepting constructive criticism because they take things so personally. They can become pessimistic and gloomy when they don’t see ways to make changes in their lives. Taking a step back from their problems to get some objectivity usually helps them gain a fresh outlook.

In their efforts to help other people, ESFJs sometimes express their strong opinions in ways that are bossy and domineering. They do better to wait to find out if their help or suggestions are really wanted before offering them.

ESFJs often make decisions too quickly, before they’ve had adequate time to gather all the less obvious facts and consider the implications of their actions. They don’t tend to look for new or different ways of doing things and can appear inflexible. Postponing judgments in favor of staying open to novel approaches to problems will give them a better base of information and help them make better decisions.

ISFJ

Introverted, Sensing, Feeling, Judging

Approximately 7–10 percent of the American population

ISFJs are loyal, devoted, compassionate, and perceptive about how other people feel. They are conscientious and responsible and enjoy being needed.

ISFJs are down-to-earth and realistic people and prefer others who are quiet and unassuming. They absorb and enjoy using a large number of facts. With great memories for details, they are patient with the follow-through phase of tasks. ISFJs like things to be clearly and explicitly stated.

Because they have a strong work ethic, they accept responsibility for things that need to be done, if they can see that their actions will actually help. They are painstakingly accurate and systematic in handling tasks. ISFJs tend to be conservative, with traditional values. They use practical judgment in making decisions and lend stability through their excellent commonsense perspective.

Quiet and modest, ISFJs are serious and hardworking. They are gentle, sympathetic, tactful, and supportive of friends and colleagues. They like to care for others and prefer to help in practical and tangible ways. They use personal warmth to communicate, and they relate well to people in need. ISFJs tend not to show their private feelings but have an intensely personal reaction to most situations and events. They are protective and devoted to their friends, service-minded, and committed to meeting their obligations.

Possible Blind Spots

Because ISFJs live so completely in the present, they have trouble seeing events in global terms or anticipating the possible outcomes of a situation, especially when it is unfamiliar. They need help looking beyond the moment and imagining what might or could be if things are done differently.

ISFJs can become mired in the daily grind and the unending work around them, both their own and others’ for whom they feel responsible. They can easily become overworked, doing everything themselves to be sure that tasks are completed meticulously. Because they are not naturally assertive or tough-minded, they risk being taken advantage of. They need to express their frequently bottled-up feelings of resentment so they don’t find themselves in the rescuing role. They also need to let other people know their needs and their accomplishments.

ISFJs often need extra time to master technical subjects. They tend to plan excessively and need to develop strategies that will help them refocus the energy they often expend worrying. ISFJs need to find ways of getting the much-needed enjoyment and relaxation they deserve.

ESTP

Extraverted, Sensing, Thinking, Perceiving

Approximately 6–8 percent of the American population

ESTPs don’t worry — they’re happy! Active, easygoing, and spontaneous, ESTPs enjoy the present moment rather than planning for the future.

Extremely realistic, ESTPs rely on and trust what their senses tell them about their world. They are curious and keen observers. Because they accept things as they are, they tend to be open-minded and tolerant of others and themselves. ESTPs like real things that can be handled, taken apart, and put back together.

ESTPs prefer action to conversation and enjoy dealing with situations as they arise. They are good problem solvers because they can absorb necessary factual information and then find logical and sensible solutions quickly, without a lot of wasted effort or energy. They can be diplomatic negotiators, happy to try unconventional approaches and usually able to persuade other people to give their compromises a chance. They are able to grasp underlying principles and make decisions based upon what is logical, rather than on how they feel about things. Therefore they are pragmatic and can be tough when the situation warrants.

Friendly and charming, ESTPs are popular and at ease in most social situations. They are outgoing, versatile, and funny, and may have an endless supply of jokes and stories for whatever situation they find themselves in. They can be good at easing tense situations by lightening up the atmosphere and getting conflicting parties together.

Possible Blind Spots

ESTPs’ preference for living in the moment and adopting an “emergency” style of responding to unexpected crises can result in a chaotic environment for those around them. They may miss opportunities through lack of planning. They sometimes take on too much at one time and find themselves overloaded and unable to keep their commitments. ESTPs need to look beyond the current moment and their interest in the material world to try to anticipate ways of finishing tasks on time.

ESTPs also tend to overlook other people’s feelings and may be blunt and insensitive in their desire to be honest, especially when they are rushing from one experience to another. Their flamboyance can sometimes be perceived as crudeness and may alienate the people they are trying to entertain. ESTPs become more effective with other people when they direct their keen powers of observation to be sensitive to the people around them. They are more effective when they rein in their boldness, energy, and love of a good time to a level where other people are more comfortable.

More interested in solving problems quickly and effortlessly, ESTPs tend to jump directly into the next crisis and not follow through on the less-exciting portions of current projects. They do well to learn and apply time management and long-range planning techniques to help them prepare for and complete responsibilities. Slowing down to develop standards for their own behavior and considering the ramifications of their actions will make them more effective.

ISTP

Introverted, Sensing, Thinking, Perceiving

Approximately 4–7 percent of the American population

ISTPs are straightforward, honest, and pragmatic people who prefer action to conversation. They are unpretentious and often have a good understanding of the way things work.

Because they are analytical, ISTPs are most interested in the impersonal and underlying principles of things. ISTPs have an innate understanding of how mechanical things work and are usually skilled at using tools and working with their hands. They tend to make logical and private decisions, stating things clearly and directly, just as they see them.

Curious and observant, ISTPs tend to be convinced only by hard, reliable facts. They have a great respect for facts and can be veritable storehouses of information on the things they know well and understand. Because they are realists, they are able to capitalize well on available resources, which makes them practical, with a good sense of timing.

Quiet and reserved, ISTPs tend to appear cool and aloof and are inclined toward shyness, except when with good friends. They are self-leading, egalitarian, and fair. They tend to operate on impulse, so they are quite adaptable and responsive to immediate challenges and problems. Because they thrive on excitement and action, they usually like the outdoors and sports.

Possible Blind Spots

Because ISTPs make judgments privately, they often keep even the most important issues to themselves, which leaves the people in their lives in the dark about what is going on. They have difficulty sharing their reactions, feelings, and concerns with others because it seems unnecessary to them. They need to accept that other people want and need to know what is going on in their lives and realize they are the only ones who can provide an accurate explanation.

ISTPs are so realistic that they can usually see ways of minimizing effort on almost all projects. Because of their desire to have free time, they often don’t prepare more than is absolutely necessary or may not stick with a project to its conclusion. This can lead them to cut corners. Mapping out a plan, complete with all the steps and details, will help them curb their potential lack of initiative and reduce their apparent indifference.

Because ISTPs are constantly on the alert for new sensory information and prefer to keep all their options open, they may be indecisive. Their need for excitement can make them reckless and also easily bored. Setting goals and making serious commitments to people and things will help them avoid the common disappointments and dangers of such a potentially haphazard lifestyle.

ESFP

Extraverted, Sensing, Feeling, Perceiving

Approximately 8–10 percent of the American population

ESFPs enjoy people and have a real zest for living. They are playful and vivacious, and make things more fun for others by their pure and unabashed enjoyment.

Adaptable and easygoing, ESFPs are warm, friendly, and generous. They are extremely sociable and are often “on stage” with others. They enthusiastically and cooperatively join in activities and games and are usually juggling several activities at once.

ESFPs are realistic observers and see and accept things as they are. They tend to trust what they can hear, smell, taste, touch, and see instead of theoretical explanations. Because they like concrete facts and have good memories for details, they learn best from hands-on experience. Their common sense gives them practical abilities with people and things. They prefer to gather information and see what solutions naturally arise.

Tolerant and accepting of themselves and others, ESFPs don’t tend to try to impose their will on other people. Tactful and sympathetic, ESFPs are generally and genuinely liked by many people. They are usually able to get people to adopt their suggestions, so they are good at helping conflicting factions get back together. They seek out the company of others and are good conversationalists. They enjoy helping other people but prefer to assist in real and tangible ways.


Spontaneous and charming, ESFPs are persuasive. They love surprises and finding ways of bringing delight and unexpected pleasure to others.

Possible Blind Spots

Because ESFPs place such a strong priority on experiencing and enjoying life, they sometimes allow their other responsibilities to suffer. Their constant socializing can interfere and get them into trouble and because they are so easily tempted, they have difficulty disciplining themselves. ESFPs’ tendency to become distracted from finishing the tasks they start can make them lazy. By working to prioritize their activities, and finding a balance between work and play, they will gain a broader perspective and longer-range vision for their lives. Using successful and accepted methods of organization and time management helps them overcome this natural predisposition.

Their active life keeps them so busy, they fail to plan ahead. This can leave them unprepared for life’s changes that would be easier to cope with if clues of their approach had been noticed. ESFPs need to try to anticipate what might be coming down the road and develop an alternative plan in case things become unpleasant.

ESFPs also tend to make decisions without considering the logical consequences of their actions. Their own personal feelings are trusted and used to the exclusion of more objective data. Friends are so highly valued by ESFPs that they tend to look only at their positive sides. ESFPs need to take a step back to consider the cause and effect of actions and work toward becoming more tough-minded. Saying no will not be nearly as difficult if they do.

ISFP

Introverted, Sensing, Feeling, Perceiving

Approximately 5–7 percent of the American population

ISFPs are gentle, caring, and sensitive people, who keep much of their intensely personal ideals and values to themselves. They more often express their deeply felt passions through actions than through words.

Modest and reserved, ISFPs are really tremendously warm and enthusiastic people but tend not to show that side of themselves except with people they know well and trust fully. ISFPs tend to be misunderstood because of their tendency not to express themselves directly.

ISFPs are patient, flexible, and easy to get along with and have little need to dominate or control others. They are nonjudgmental and accepting of others’ behavior in a rather matter-of-fact way. They are observant of people and things around them and do not seek to find motives or meanings.

Because ISFPs live completely in the present moment, they do not tend to prepare or plan more than is necessary. Good short-range planners, they are relaxed about getting things done because they are fully engaged in the here and now and like to enjoy the current experience without rushing on to the next.


Interested in what they learn and sense directly from their experiences and senses, they are often artistic and aesthetic, and seek to create beautiful and personal environments for themselves.

Without the need to lead, ISFPs are often loyal followers and good team members. Because they use their personal values to judge everything in life, they like other people who take the time to get to know them and understand their inner loyalties. Basically trusting and understanding, they need harmonious relationships in their lives and are sensitive to conflicts and disagreements.

Possible Blind Spots

The highly sensitive nature of ISFPs allows them to clearly see the needs of other people, and they sometimes work so excessively to fulfill those needs that they neglect themselves in the process. This can result in their becoming physically ill from exhaustion and overwork. They need to take time out from caring for others to take care of themselves.

Because they focus so completely on their experience in the moment, they tend not to look beyond the present, and miss the broader view. They sometimes have difficulty understanding things in a more complex context. Because they don’t usually look for or see possibilities that don’t exist at the present time, they don’t tend to prepare in advance. They often have trouble organizing their time and resources. They may have to work hard to curb their impulse to go off and enjoy a quiet moment, or participate in a favorite activity.

ISFPs are vulnerable to the criticism of others because they tend to take feedback personally and become offended and discouraged. They may be seen as gullible and too trusting because they accept people and things as they are and don’t expect a malicious motive or read anything else into them. They need to become more assertive about their own needs and consider the implications of another’s behavior. By applying some objectivity and skepticism to their analysis, they can become better judges of character.
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