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      IF YOUR LIFE IS NOT WHAT YOU’D LIKE IT TO BE, YOU MAY BE FIGHTING YOURSELF…


      [image: art]


      Every person is different—but psychologists around the world agree that all people can be divided into sixteen basic personality

         types. In LIFETypes consultant Sandra Krebs Hirsh and psychologist Jean Kummerow bring you a complete, step-by-step system for discovering and

         recognizing:

      


      

         	why you may be drawn to being a teacher or a writer rather than a doctor or an accountant


         	how your personality type reacts to specific situtions using actual case histories


         	the way different LIFETypes interact with each other—even when they’re in love

         


         	the inner-dynamics that go into every decision you make


      


      By knowing and and understanding your personality preferences—and those of the people around you—you can make the right choices

         for your life.

      


   

      SANDRA KREBS HIRSH, M.A, M.A.I.R, is a Human Resource Development Consultant. Her Minneapolis-based firm provides organizational, leadership,

         and career development consultation and workshop design and delivery. Sandra is the author or coauthor of more than ten books,

         and audio- and videotapes, including, most recently, Work It Out! and LifeKeys. Sandra works internationally with small businesses, governmental agencies, nonprofit organizations, and educational institutions.

         She is a former assistant professor of management at the College of St. Catherine in St. Paul, MN. She is the recipient of

         the Stoney Career Development Award, a national honor of the American Society of Training and Development.
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         local leaders from rural Minnesota communities. She trains professionals internationally in the use of several psychology

         instruments and is the coauthor WORKTypes, MBTI Step II materials, and career-related publications. She is editor of New Directions in Career Planning and the Workplace.
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      Part One


      THE PREFERENCES


   

      Introduction


      

      This is a book about you. Although you are unique, you have probably noticed that you have some behaviors in common with other

         people. Conversely, some people have behaviors different from yours. Patterns exist in your behavior, and they are not random.

         You have a particular type of life because of these patterns—your LIFEType. Other people with patterns similar to yours share

         your LIFEType. Learning more about your patterns can lead to understanding yourself and others better.

      


      Throughout history, people have developed systems and categories in order to understand one another and to help explain the

         obvious similarities and differences in people. You may have developed your own way of labeling the patterns you see. Astrology,

         through the use of birth signs, has long been a popular way of categorizing people. The ancient Greeks had a four-part system

         by which they characterized individuals: the label “sanguine” described the cynical person; the label “choleric” described

         the mystical and/or idealistic person; the term “phlegmatic” was applied to the skeptic; and “melancholic” described the pessimist.

         American Plains Indians categorized people according to the directions of the compass. Each direction was related to a specific

         behavior type: North meant innocent; South meant wisdom; East meant imagination and new ideas; and introspection was the quality

         of the West.

      


      In this book, you will be introduced to still another system. This system is based on a theory about personality types developed

         by Swiss psychiatrist Carl Jung. Two American homemakers, Katherine Cook Briggs and Isabel Briggs Myers, expanded and elaborated

         on Jung’s theory and developed an inventory to help people determine their psychological type. The Myers-Briggs Type Indicator,

         ™ which had a humble beginning in the 1920s, is today the most widely used psychological inventory in the world. It is that

         psychological type theory that we will explain here.

      


      Psychological type is based on the idea that people have preferences. On a very simple level, some people prefer chocolate

         ice cream and others, vanilla. To get a bit more complex, within each one of us, physical and mental preferences are present.

         Our physical preferences include such things as our preferred hand, our dominant eye, or the foot with which we generally

         lead.

      


      To illustrate this graphically, conduct the following simple experiment. Write your name on a piece of paper, first with your

         preferred hand and then with the other. Compare your thoughts, feelings, and impressions as you carry out these two simple

         tasks. What differences did you note in your writing?

      


      Although you have two hands, you do prefer to use one over the other. When you used your preferred hand, most likely you found

         that your writing was easy and natural, and took little effort. Chances are that the resulting writing was what you expected.

         Writing with your nonpreferred hand most likely was awkward, and took more effort, concentration, and time. Perhaps the result

         was not what you would have desired. Note, however, that you were able to write your name with either hand when you wanted.

         If something were to happen to your preferred hand, you probably would begin to use the nonpreferred hand. Through the use

         of concentration and greater time and effort, the writing could eventually approach that achieved with your preferred hand.

      


      In a similar way, we have mental or psychological preferences for performing certain tasks. The four basic preferences, or

         psychological dimensions, are:

      


      Energizing—how and where you get your energy

      


      Attending—what you pay attention to when you gather information

      


      Deciding—what system you use when you decide

      


      Living—what type of life you adopt

      


      There are two possible choices for each of the four preferences, for a total of eight preferences. While we use all eight,

         we generally favor only one from each of the four basic preferences. The combination of these four preferences results in

         our psychological type. While these four psychological preferences were intuited by Jung, Briggs, and Myers, four-part frameworks

         describing the differences in human behavior have been found in many cultures in their myths and religious symbolism. For

         Jung, the interest in the differences between people came about when he was trying to understand the breakup in his personal

         and professional relationship with Sigmund Freud. Part of the Briggs’ family interest in individual differences came when

         Isabel Briggs introduced her young suitor, Clarence Myers, to her parents. Clarence Myers was fascinating to the Briggs’ because

         his behavior was quite different from theirs.

      


      Thus, the work on psychological type came about because these curious people, quite independently of one another, had a need

         to understand some of the personal differences which existed in their own important relationships. Briggs and Myers, upon

         reading Jung, found that his framework encompassed their work. They adopted his terminology and added to it as they continued

         their studies for the next forty years.

      


      In this book, the preferences, which are based on the work of Jung, Briggs, and Myers, have their own psychological meanings

         and are even spelled according to psychological understandings rather than customary usage. Let’s examine some of these meanings.

      


      The Energizing Preferences: Extroversion and Introversion


      There are two ways a person can be energized. Extraversion is the preference that relates to drawing energy from outside of

         oneself in the external world of people, activities, and things. Introversion is the preference that relates to drawing energy

         from one’s inner world of ideas, emotions, and impressions.

      


      The Attending Preferences: Sensing and Intuition


      The two preferences for attending are Sensing and Intuition. Sensing relates to the preference for paying attention to information

         that is perceived directly through the five senses and for focusing on what actually exists. Intuition refers to the preference

         for paying attention to information that is taken in through a “sixth sense” and for noticing what might or could be, rather

         than what actually exists.

      


      The Deciding Preferences: Thinking and Feeling


      The deciding preferences are Thinking and Feeling. Thinking is the preference that relates to organizing and structuring information

         to decide in a logical and objective way. Feeling is related to the preference for organizing and structuring information

         to decide in a personal, values-oriented way.

      


      The Living Preferences: Judgment and Perception


      Judgment and Perception are the two preferences that relate to how one likes to live one’s life. Judgment is the preference

         that relates to living a planned and organized life, while Perception refers to the preference for living in a more spontaneous

         and flexible way.

      


      According to psychological type theory, you are born with your particular psychological preferences. You generally rely on

         your preferred preferences, which you use almost automatically. Your family background and work environment may affect how

         you use those preferences. When situations demand, you can choose to use those preferences that come less naturally. All eight

         preferences are available for your use, but four of them will be more accessible and comfortable for you.

      


      Psychological preference does not represent an all-or-nothing concept. Remember that you were able to write with both hands.

         Similarly, you have all eight of the psychological preferences within you, four of which you use more naturally. Although

         these four preferences come more easily, this does not necessarily imply that you have more skill or ability in the use of

         those preferences. It will be important to remember that your preferences are dynamic and fluid, not cast in concrete. They

         relate to your selected way of behaving in most situations.

      


      You are probably curious about your LIFEType. In the first four chapters of this book, you will determine your favorite four

         of the eight psychological preferences. Once you have identified your four preferences, you can turn to the specific chapter

         in Part Two that describes your LIFEType. For further confirmation of your type, you may wish to take the Myers-Briggs Type

         Indicator,™ a well-respected and documented psychological tool which measures Jungian personality types. The MBTI™ has carefully

         researched questions and word pairs which are arranged in a forced-choice format that asks one to choose between mutually

        viable options. A listing of type-related organizations can be found on page 277.

      


      In each of the next four chapters, you will learn about the eight preferences and determine the four that best describe you.

         Each preference chapter gives a general description and includes information about communications, relationships, and work

         styles. There is also information about careers and the percentages of each preference that might be found in the United States

         population.

      


      At the end of each preference chapter, there is a space for you to note the preference that best describes your pattern of

         behavior. Using the following letter codes, you will come up with the four letters that describe your personality type. E

         is used for Extraversion, I for Introversion; S stands for Sensing, N for iNtuition (because the letter I has already been

         used for Introversion); T stands for Thinking, F for Feeling; J stands for Judgment, and P for Perception. All possible combinations

         of the preferences result in sixteen personality types. The letters that you select will indicate your type and will guide

         your reading through the chapters in Part Two on the sixteen types. By determining which four of the preferences describe

         you best and by reading about your LIFEType, you will gain much self-awareness and understanding of your own behavior. Once

         you understand yourself better, you can go on to learn about others in your life, gaining considerable insight on how they

         think and how you can get along with them.

      


      People have used this knowledge of psychological type to:


      

         	determine their life mission,


         	follow an educational and occupational path which provides the most interest, enjoyment and satisfaction,


         	help them learn how to relate to other important people in their lives—their mates, families, employers, and colleagues,

            and

         


         	most importantly to understand themselves and their LIFE-Types.


      


   

      Chapter One


      

      THE EXTRAVERT AND INTROVERT PREFERENCES


      This chapter focuses on the first set of personality preferences, Extraversion (E) and Introversion (I). The Extraversion

         and Introversion preferences have to do with how people are energized. Extraversion is the preference that relates to gathering

         energy from the world of action and interaction. An Extravert (a person who prefers Extraversion) gets energy from people,

         activities, and things. Extraverts look for stimulation outside of themselves. They tend to have a breadth of interests and

         to keep an active involvement with people and things. Extraverts talk about what is on their minds, and if you want to know

         what they are thinking, just listen.

      


      Introversion is the preference that relates to getting energy from internal sources. Introverts (people who prefer Introversion)

         get energy from inside themselves, using their internal world of ideas, emotions, and impressions. Because of their internal

         focus, they are inclined to keep their thoughts and ideas to themselves. If you want to know what an Introvert is thinking,

         you may need to ask, because Introverts prefer to keep their thoughts inside. Introverts function best when they have time

         for themselves and for reflection. As a rule, they like to think carefully before acting on their thoughts.

      


      Extraversion and Introversion have specific meanings (and even spellings) in the context of this book—meanings related to

         how people get energy. While the word extravert, in popular understanding, often means that one is outgoing, this meaning reflects only a part of the understanding of Extraversion

         as presented here. The word introvert, in popular language, generally means a person who is withdrawn; however, the concept of Introversion is more widely defined

         in this book.

      


      At their worst, Extraverts may act superficially and make “off the cuff” statements without thinking about their implications.

         If Extraverts take more time to reflect—that is, to introvert—these wayward remarks might not happen. At their worst, Introverts

         may defend themselves against the external world and withhold their contributions, thus missing the appropriate time for stating

         their ideas. They may need to extravert their thoughts more.

      


      GENERAL CHARACTERISTICS


      In order to gain further understanding of the general characteristics of Extraversion and Introversion, read through the following

         lists of paired statements and select those that apply to you.

      


      

         

            	I am more likely to act like an Extravert and:

            	I am more likely to act like an Introvert and:

         


         

            	Project my energy outward, making my actions easy for all to see.

            	Keep my energy inside, making it difficult for others to know me.

         


         

            	Absorb myself in activities.

            	Absorb myself in thought.

         


         

            	Focus outwardly toward activity and action.

            	Focus inwardly toward thoughts and ideas.

         


         

            	Speak freely and vocally.

            	Hesitate before speaking and proceed cautiously.

         


         

            	Tolerate crowds and noise.

            	Avoid crowds and seek quiet.

         


         

            	Be distracted easily.

            	Concentrate well.

         


         

            	Meet people readily and participate in many activities.

            	Proceed cautiously in meeting people and participate in selected activities.

         


         

            	Enjoy a public arena with lots going on.

            	Enjoy a private arena where I can be alone.

         


         

            	Get restless without involvement with people or activities.

            	Get agitated without enough time alone or undisturbed.

         


         

            	Skim the surface and act quickly, in an expedient way.

            	Reflect and act in a careful way.

         


         

            	What others might say when you’ve overused your Extraversion:

            	What others might say when you’ve overused your Introversion:

         


         

            	“Can’t you be still and be quiet!”

            	“I never hear from you about anything. What’s going on?”

         


         

            	“Mind your own business!”

            	“Why don’t you come out of your shell?”

         


         

            	“Shut up and listen!”

            	“Let’s get busy and talk this over now!”

         


         

            	“Slow down! Give me a minute!”

            	“Let’s get on with it!”

         


         

            	“Stop! Next time, think before you speak!”

            	“Don’t just sit there; do something!”

         


      


      Here are two vignettes to illustrate further the difference between Extraversion and Introversion. Which individual seems

         more like you?

      


      Free Time


      One Extraverted woman is always busy and forever “on the go.” She has many friends with whom she talks as often as possible.

         When she is not at work, the phone at her house rings “off the hook.” She spends long periods of time talking to her friends,

         going to parties, and discussing work events. When she is at home alone for longer than an hour, she gets restless for company.

         She has lots of interests—sports, politics, bicycle trips, music, and dancing. Her friends describe her as outgoing, friendly,

         and talkative. Sometimes her friends complain that they “can’t get a word in edgewise,” and her boss worries that she’ll wear

         herself out to the detriment of her work with her continual round of social activities.

      


      An Introverted woman has a sense of deliberateness about her. She has two close colleagues, one of whom she has known since

         grade school. When she is home from work, she enjoys being away from all the demands of the office. Home is where she is able

         to relax, read, think, and listen to her favorite classical music without interruption. These activities rejuvenate her. She

         enjoys jogging in the quiet countryside and has been a runner for as long as she can remember. She dislikes attending most

         parties, especially large and noisy ones, even when they are occasionally required by her work. She feels drained when she

         spends too much time in those situations. Her colleagues describe her as pleasant, reserved, and quiet; however, they complain

         some-times that they do not really know what she thinks about things. Her boss worries that she may not be spending enough

         time interacting with others, to the detriment of her career.

      


      Home Alone


      An Extravert and an Introvert are happily married to each other. Both have busy schedules, which include independent travel.

         This often leaves each of them at home alone with time on their hands.

      


      The Introvert finds that when the Extravert is “on the road,” the house becomes serene and quiet. He likes having this alone

         time to reflect and appreciate the wooded setting where they live. This time also gives him an opportunity to tinker with

         his computer or to watch an entire football game without interruption. Because he enjoys being alone, he seldom invites anyone

         over, nor does he venture far from home base when his Extraverted spouse is out of town.

      


      Things change, however, when the Introvert takes a business trip and the Extravert is home alone. Very little time elapses

         before the Extravert begins to feel lonely and in need of activity. She finds all the quiet and solitude uncomfortable. Because

         of this, she typically arranges to be with friends—going to the movies, to dinner, or to exercise. She enjoys the time “alone”

         because it gives her a chance to be with her friends, whom she sees less frequently when the Introvert is in town.

      


      The Introvert comments that when he is away on business, it is hard to reach the Extravert by telephone because the Extravert

         is usually out on the town. On the other hand, the Extravert knows that when she is away on business, she can count on reaching

         the Introvert at home at almost any time of the evening because he enjoys being at home alone. The Introvert may not define

         it as being alone because he is his own best companion.

      


      Now that you have read something about the general characteristics of Extraversion and Introversion, which preference seems

         to be more like you?

      


      

         

            	________ Extraversion

            	________ Introversion

         


      


      COMMUNICATION STYLES


      The Extraversion and Introversion preferences are revealed in the way people communicate with each other. In general, Extraverts

         communicate readily and are at home in the outside world. They are less comfortable keeping their thoughts to themselves,

         preferring to talk matters over with others. In general, Introverted types do not have the need to communicate as much with

         the external world and are more interested in “the life of the mind.” Introverts want privacy. They prefer having time to

         think and reflect before speaking.

      


      As you read through the following statements about the preferences, choose the preference that better matches your communication

         style.

      


      

         

            	I am more likely to communicate like an Extravert and:

            	I am more likely to communicate like an Introvert and:

         


         

            	Communicate outwardly with energy, excitement, and enthusiasm with almost anyone in the vicinity.

            	Keep my energy, enthusiasm, and excitement to myself, unless I am sharing it with someone I know well.

         


         

            	Respond quickly to questions and outward events.

            	Take time to think before responding to questions and outward events.

         


         

            	Communicate one-to-one or in groups with equal ease and enjoyment.

            	Prefer communicating one-to-one.

         


         

            	Need to moderate myself in order to allow others a chance to speak.

            	Need to be drawn out and invited by others to speak.

         


         

            	Prefer face-to-face, verbal communication over written communication.

            	Prefer written communication over verbal, face-to-face communication.

         


         

            	Think out loud, interact with others, and in the process reach my conclusions.

            	Reflect and think for a time before presenting my conclusions to others.

         


         

            	Need to share my experiences with others almost as soon as they happen, in order to make them come alive.

            	Need to internally review my experiences before sharing them with others.

         


         

            	Share personal information easily.

            	Hesitate about sharing personal information.

         


      


      Here is a vignette that illustrates the differences between the communication styles of Extraversion and Introversion. Which

         individual in the vignette, the Extravert or the Introvert, seems more like you?

      


      Technical Writers


      Two Extraverts and two Introverts were assigned to work together on a writing project announcing a new product for their company.

         They decided to split into two teams, the two Extraverts focusing on the external market, the two Introverts concentrating

         on an internal marketing announcement.

      


      In the beginning of their project, the Extraverts talked about it extensively. They decided that they would visit and interview

         as many marketing people as possible. They would also talk to customers to find out what they needed to know about the new

         product. The team’s information would be checked out with the engineers. Only after doing these steps would they begin their

         writing project. They would talk through their ideas before writing them down, and once their ideas had jelled, they would

         “write” their first draft, together, by talking into a dictaphone.

      


      The team of Introverts, on the other hand, met initially and briefly shared their thoughts on how to begin the project. Because

         they each felt more comfortable working alone, they planned to each individually draft an outline. They would then meet to

         compare their outlines before beginning on the assignment because they wanted their thoughts to be well organized, even in

         the early stages. Each would first work on the project alone. Only after they each had completed a draft and had their own

         ideas clarified would they meet again to discuss each other’s work and to merge their separate ideas into a unified announcement.

      


      Now that you have read something about the communication styles of Extraversion and Introversion, which preference seems to

         be more like you?

      


      

         

            	_________ Extraversion

            	_________ Introversion

         


      


      RELATIONSHIP STYLES


      The Extraversion and Introversion preferences also apply to the way people behave in relationships. Extraverts tend to relate

         to a number of people in a general and sometimes superficial way. Introverts tend to relate to a few selected people and gradually

         build an in-depth relationship over a longer period of time. As you think about your relationships, read through the following

         statements and select the preference that better matches your relationship behavior.

      


      

         

            	I am more likely to relate like an Extravert and:

            	I am more likely to relate like an Introvert and:

         


         

            	Like having many acquaintances and friendships in addition to my primary one.

            	Like knowing a few select people and favor relating to only one individual deeply.

         


         

            	Enter a new relationship easily and throw caution to the wind.

            	Show caution in beginning new relationships.

         


         

            	Talk about my relationship to others.

            	Keep my thoughts about my relationship to myself.

         


         

            	Feel in my element in the dating process.

            	Feel out of my element, needing to push myself to date.

         


         

            	Make contact with almost everyone at social events.

            	Stick with a few people at social events.

         


         

            	Discuss any and all of my thoughts readily with my partner.

            	Sort through my thoughts first, before sharing my conclusions with my partner.

         


         

            	Become lonely quickly when my partner is absent.

            	Tolerate my partner’s absence well.

         


         

            	Share my personal space and time easily with others.

            	Require my own personal space with plenty of private time.

         


      


      Here is a vignette about an Extravert and an Introvert in a relationship, and the way that they prefer to spend their Friday

         nights. Which person in the couple more closely resembles you?

      


      Friday Nights


      After a tiring and busy week, an Extravert and an Introvert separately thought about their “ideal” Friday night. The Extravert,

         who raced home, was very anxious to tell her partner, the Introvert, about her plans for them for Friday night. Her plans

         included dinner and some dancing with another couple from her office. The other couple were newly engaged and were looking

         forward to questioning her and her husband about the secrets of happily married life.

      


      At the end of his work week, the Introvert often felt “washed out” and in need of time to “recharge his batteries.” On this

         particular Friday, he gave a presentation on a new line of computers to a group of insurance agents. He was looking forward

         to relaxing in his favorite chair, with time to unwind and think. He wanted a quiet dinner and expected to watch television

         or putter around in his shop; he hoped that his Extraverted wife would become interested in telephoning friends or visiting

         neighbors.

      


      On hearing the Extravert’s plans, the Introvert wondered to himself why anyone would want to spend Friday evening out running

         around instead of relaxing at home. He gave his wife a pained look that implied that they needed to discuss their different

         plans.

      


      Now that you have read about the differences in relationship styles of Extraversion and Introversion, which preference seems

         more like you?

      


      

         

            	________ Extraversion

            	________ Introversion

         


      


      WORK STYLES


      The Extraversion and Introversion preferences are applicable to the work that people choose, the work setting that maximizes

         their strengths, and the kinds of workers with whom they feel most congenial and productive. Extraverts enjoy a work setting

         that is activity oriented, has variety, and allows for frequent interactions with others. Introverts enjoy a work setting

         that is quiet and private, and that allows for concentration on the task.

      


      As you read through the following paired statements, choose the one that better matches your preferred work style.


      

         

            	I am more likely to work like an Extravert and:

            	I am more likely to work like an Introvert and:

         


         

            	Become impatient and bored when my work is slow and unchanging.

            	Become impatient and annoyed when my work is interrupted and rushed.

         


         

            	Seek a variety of action-oriented tasks.

            	Seek quiet to concentrate.

         


         

            	Be focused equally on what is going on in the work site as well as with my work.

            	Be focused more on the work itself than on what is going on in the work site.

         


         

            	Respond quickly to requests and spring into action without much advance thinking.

            	Think through requests before responding, even to the point of delaying action.

         


         

            	Enjoy phone calls as a welcome diversion.

            	Find phone calls intrusive, especially when concentrating.

         


         

            	Develop my ideas through discussion.

            	Develop my ideas through reflection.

         


         

            	Use outside resources to complete my tasks.

            	Use myself as my basic resource to complete my tasks.

         


         

            	Need frequent changes in pace and seek outside events.

            	Get caught up in my work and disregard outside events.

         


      


      Here is a vignette to illustrate further the differences between Extraversion and Introversion. Which individual, the Extravert

         or the Introvert, seems more like you?

      


      Ideal Job


      An Extravert has what he considers to be an ideal work situation. His job duties include many current marketing projects that

         involve relaying information between the home office and the field. In addition, he has a wide variety of assignments relating

         to training new sales representatives, interviewing customers, and discussing marketing reports with senior management. He

         describes his work as a whirlwind of activity, with many chances to interact with all levels both inside and outside of the

         corporation. His workday consists of frequent interruptions and discussions with co-workers, which he finds stimulating. His

         office is located next to the reception desk where he can see customers and co-workers entering and leaving. The Extravert

         feels in the “thick of things” at work. He feels fortunate to have a job that allows him as much variety as this one does.

      


      An Introvert feels he has the perfect job. He was hired by a large company to do a long-term, in-depth analysis of their educational

         programs. He was to develop criteria for evaluating the overall results of these programs. In order to accomplish this major

         task, he was given a copy of a corporate file that listed employees’ names, their educational history, and their accomplishments

         over a three-year period. He was told that he need not interact personally with nor interview any of the employees on the

         list; he need only study and generalize from the file about the effectiveness of each employee’s training from that person’s

         three-year history. He could, however, reach them by electronic mail, if this proved necessary. He preferred this approach

         since he did not like interacting personally with many people in a short time period.

      


      In addition to his job duties, the Introvert’s work setting allowed him to meet his needs for quiet and concentration. His

         office was located away from the “beaten track” and was closely guarded by a secretary. There were few other people in this

         wing of the building; the researchers each had their own offices. His telephone rarely rang, and drop-in visitors were minimal.

         He felt lucky to have the necessary space and solitude to research the project. Even at lunchtime, he chose to interact only

         with a select few of the other researchers and employees.

      


      Now that you have read something about the work styles that relate to Extraversion and Introversion, which preference seems

         more like you?

      


      

         

            	________ Extravert

            	________ Introvert

         


      


      CAREER INFORMATION


      To perform well at work, individuals may need to use all of the eight preferences at the appropriate time and when required

         by the situation. Knowing this, people tend to select occupations that allow them to use the preferences that are most natural

         to them.

      


      Extraverts frequently choose occupations that encourage activity and interaction with others on a regular and frequent basis.

         Introverts frequently choose occupations that encourage reflection and in-depth concentration on concepts and ideas.

      


      While Extraverts can and do enter all occupations, some are more appealing to them than others. According to available research,

          

            1

         

         

 some occupations (in alphabetical order) seem to be especially attractive to Extraverts: consultant, dental assistant, food

         service worker, home economist, insurance agent, marketeer, receptionist, restaurant manager, sales manager, sales clerk,

         and other occupations in which they can put their energy to active use. These occupations are not meant to be an exhaustive

         list but serve to illustrate some areas that an Extravert might enjoy.

      


      While Introverts can and do enter all occupations, some are more appealing to them than others. According to available research,

         some occupations (in alphabetical order) seem to be especially attractive to Introverts: chemist, computer programmer, electrical

         engineer, lawyer, legal secretary, librarian, math teacher, mechanic, surveyor, technician, and other occupations in which

         their energy is focused internally on facts or ideas. These occupations are not meant to be an exhaustive list but serve to

         illustrate some areas that an Introvert might enjoy.

                  

            2

         

         



      


      If your specific occupation or one that you are interested in is not listed here, think instead of its general characteristics

         and ask yourself how those fit the profiles we’ve drawn of Extraverts and Introverts.

      


      POPULATION STATISTICS


      Based on the best current research available, there seems to be a predominance of Extraverts to Introverts in the United States

         population, with possibly 70 percent preferring Extraversion and 30 percent preferring Introversion. There also appears to

         be more females who are Extraverted than males.

                  

            3

         

         



      


      IN A NUTSHELL


      ENERGIZING


      (Orientation of Energy)

                  

            4

         

         



      


      

         

            	Extravert (E)

            	Introvert (I)

         


         

            	External

            	Internal

         


         

            	Outside thrust

            	Inside pull

         


         

            	Blurt it out

            	Keep it in

         


         

            	Breadth

            	Depth

         


         

            	Work more with people

            	Work more with ideas

         


         

            	and things

            	and thoughts

         


         

            	Interaction

            	dConcentration

         


         

            	Action

            	Reflection

         


         

            	Do-think-do

            	Think-do-think

         


      


      MY PREFERENCE


      Now that you have sorted through your preferences for Extra-version and Introversion as they relate to general characteristics,

         communication styles, relationship styles, and work styles, it is time to summarize what you have discovered so far. Indicate

         with a check mark the preference that you have selected in each of the sections.

      


      

         

            	General Characteristics

            	_________ Extravert

            	_________ Introvert

         


         

            	Communication Styles

            	_________ Extravert

            	_________ Introvert

         


         

            	Relationship Styles

            	_________ Extravert

            	_________ Introvert

         


         

            	Work Styles

            	_________ Extravert

            	_________ Introvert

         


      


      Overall my preference seems to be for ________________________________________.

      


      Write in “Extraversion (E)” or “Introversion (I).”


      If your check marks do not indicate a clear preference for Extraversion or Introversion and you are still undecided about

         your preference, keep track of your need to replenish your energy over the next few weeks. See whether you are more likely

         to be energized by activity and interchange with others (Extraversion) or by solitude with time for reflection (Introversion).

      


   

      Chapter Two


      

      THE SENSING AND INTUITION PREFERENCES


      This chapter focuses on the second set of personality preferences, Sensing (S) and iNtuition (N).

         

            *

         

          The Sensing and iNtuition preferences have to do with what people pay attention to or what kind of information they gather

         and how they gather it. Sensing is the preference that relates to paying attention to information received directly through

         the five senses. For a Sensor (a person who prefers Sensing), it is the actual facts and details of situations that are noticed

         and believed. Sensors rely on information that is practical and has useful applications. Sensors are oriented to the present

         and focus on living life as it is.

      


      INtuition is the preference that relates to paying attention to the world through a “sixth sense,” “gut feel,” or “hunch.”

         For an iNtuitive (a person who prefers iNtuition), it is the possibilities of a situation and its various meanings that are

         noticed and believed. INtuitives pay attention to their insights and look for underlying meanings or relationships. INtuitives

         are future oriented, and they focus on making changes. Both Sensing and iNtuition are equally valid and necessary ways for

         taking in information.

      


      Sensing and iNtuition have specific meanings in the context of this book. The Sensing preference is best understood as gathering

         information directly, via the five senses. The iNtuition preference is best understood as gathering information indirectly,

         via inspiration and interpretations.

      


      While Sensors have and may pay attention to their insights, these insights are used to support the data gathered through the

         five senses. When iNtuitives pay attention to the facts and details, it is because these facts and details primarily support

         an iNtuitive understanding. Sensors use a realistic, pragmatic, and exact standard for the information they accept. INtuitives

         use an imaginative, insightful, and approximate standard when accepting information.

      


      Using only Sensing or iNtuitive information can lead to inaccuracies. Sensing information may be inaccurate when Sensors concentrate

         only on the details; for example, the Sensor who “can’t see the forest for the trees.” INtuitive information may be flawed

         when iNtuitives focus only on the big picture and ignore the details; for example, the iNtuitive who “can’t see the trees

         for the forest.”

      


      GENERAL CHARACTERISTICS


      To gain further understanding of the general characteristics of Sensing and iNtuition, read through the following lists and

         select those statements that most apply to you.

      


      

         

            	I am more likely to act like a Sensor and:

            	I am more likely to act like an iNtuitive and:

         


         

            	Use direct observation and first-hand experience.

            	Use “intuitive flashes.”

         


         

            	Learn new things through imitation and observation.

            	Learn new things through general concepts.

         


         

            	Value solid, recognizable attainments, achieved in a step-by-step manner.

            	Value different or unusual attainments, achieved via inspiration.

         


         

            	Focus on actual experience, discounting information that comes through the imagination.

            	Focus on possibilities and inferences, discounting information that comes through direct observation.

         


         

            	Trust my five senses and my own experience to know what is, and be governed by that.

            	Trust my inspirations and hunches to reveal what might be, and be governed by that.

         


         

            	Be content, accepting life as it is and making changes as reality dictates.

            	Be restless, seeing how life can be different and trying to modify it.

         


         

            	Get annoyed when things are left too much to chance, preferring precise and exact information.

            	Get annoyed when things are too clearly defined, preferring approximations and generalizations.

         


         

            	Appreciate and enjoy traditional and familiar ground.

            	Appreciate and enjoy new and different experiences.

         


         

            	Behave practically.

            	Behave imaginatively.

         


         

            	Become creative through effort and perspiration.

            	Become creative through insight and inspiration.

         


         

            	What others might say when you’ve overused your Sensing:

            	What others might say when you’ve overused your iNtuition:

         


         

            	“Didn’t you catch the overall meaning?”

            	“Didn’t you read the fine print?”

         


         

            	“You’re a stick in the mud!”

            	“You’ve got your head in the clouds!”

         


         

            	“Why do you always want to do it the same way?”
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