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Meet the author


What is it to have a successful personality? Automatically, we tend to think of the kind of people who excel on game shows. We think ambition, sociability, warmth, optimism, energy and so on.


But, in fact, every personality has its disadvantages as well as its advantages. That extrovert, so popular on the game show, may be quite inept in other kinds of situations.


What it really means to be successful is to know and understand the characteristic pattern of thoughts, feelings and behaviours that comprise your personality and to direct them at suitable targets.


This book will coach you in four areas. The first is measuring personality, so you can know yourself, and others, better. The second is learning how to exploit your personality most successfully to achieve your major life goals, including love, happiness and wealth. The third is understanding why you are the way you are. And finally the book will explain techniques for modifying your personality, if you wish.


You’re about to embark on a fascinating expedition to map the real you. I think some of your discoveries will surprise you. And you’re certainly going to have fun. Enjoy it.


Paul Jenner (Spain, 2011)




In one minute


Your complete personality (the characteristic pattern of your thoughts, feelings and behaviours) can be captured in terms of just five traits. The ‘Big Five’ are Openness, Conscientiousness, Extroversion, Agreeableness and Neuroticism (remembered by the acronym OCEAN).


Your gender is liable to have a significant impact on your personality, from empathy to your risk appetite.


The face is a very poor guide to personality but choosing a similar face to your own is a proven tactic for romantic success.


The most faithful partners are likely to be those high in Conscientiousness and Agreeableness and low in Extroversion and Openness.


Phrenology, the Rorschach ink blot test, birth order, handwriting and star signs are all ‘personality poppycock’.


High Conscientiousness is associated with higher lifetime earnings, while high Agreeableness in couples is associated with lower earnings.


You can increase your creativity (higher Openness) by exercising the right hemisphere of your brain.


Most human beings have a strong urge to conform and to obey authority.


Increased happiness results from a conscious decision to pursue both external sources and internal resources.


Your unconscious mind is responsible for running a huge part of your life…and maybe all of it.


Letting chance into your life increases the possibility of discovering the real you.


High Neuroticism can be tackled using cognitive therapy.


NLP can increase your scores for Openness, Conscientiousness, Extroversion and Agreeableness.
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The Big Five


In this chapter you will learn:




	how to measure personality


	the Big Five personality traits


	your own five-factor personality scores.





 


Most psychologists now agree that your personality, and everyone else’s, can usefully be defined in terms of just five traits. According to this five-factor model, you are the product of various amounts of:




	
Openness


	
Conscientiousness


	
Extroversion


	
Agreeableness


	
Neuroticism.





I’ve stated them in that order because they can then easily be remembered using the acronym OCEAN, but there’s no particular order of importance. Of course, you may wish to argue that your personality is far too complex to be reduced to a web of five dimensions. Raymond Catell (1905–1998), one of the outstanding psychologists of his time, used a framework of 16 traits and the most recent edition of the test that he first introduced in 1949 has as many as 185 multiple-choice questions. His 16 factors are:




	warmth


	reasoning


	emotional stability


	dominance


	liveliness


	rule-consciousness


	social boldness


	sensitivity


	vigilance


	abstractedness


	privateness


	apprehension


	openness to change


	self-reliance


	perfectionism


	tension.





But, in fact, Catell, too, considered that there were five ‘global’ or ‘second-order’ factors that are more or less the Big Five.


At the opposite end of the scale, the specialist in personality theory Hans Eysenck (1916–1997) concluded that no matter how ‘deep’ you think you are, it’s possible to capture your personality with just two factors, Extroversion and Neuroticism. Variations in these two provided four basic personality types (very much as the Greek physician Hippocrates had proposed more than 2,000 years earlier). But in the 1970s Eysenck added a third factor to his model, Psychoticism, which largely corresponded with the traits of Agreeableness and Conscientiousness.


So he, too, came close to the Big Five, and that’s where the consensus is now.
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Insight


In this context, a Big Five trait is a bundle of characteristics that normally come together, so that if you have one characteristic in the bundle you’ll have the others, too. Nobody can say any particular number of traits is right or wrong. There are different ways of measuring personality, just as you can measure a box in centimetres or in inches. The method doesn’t change the box. The beauty of the Big Five is simply that it’s a system on which large numbers of psychologists all over the world have agreed. It makes it easier to carry out research and to standardize therapies. It also means you can now compare yourself with people from the UK to the USA, and from Uruguay to Uzbekistan.
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In a moment I’m going to give you the opportunity to build a comprehensive picture of your personality by answering a mere 20 questions. But first, let’s get an idea of what these Big Five traits mean. Each of them is a continuum on which you will score somewhere between low and high.


So let’s see where you lie along each of these scales and what that implies in terms of your personality.
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The quick Big Five test


Simply rate the extent to which each of the following statements is an accurate description of you:
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Scoring


For every ‘very inaccurate’ score 1.


For every ‘moderately inaccurate’ score 2.


For every ‘neither’ score 3.


For every ‘moderately accurate’ score 4.


For every ‘very accurate’ score 5.


(This is a short version of the International Personality Item Pool (IPIP), adapted by me. If you would like to take a more detailed 50 or 100 item questionnaire you will find it online at http://ipip.ori.org.)


So in any Group you could score anything from a low of 4 up to a high of 20, with a median of 12. Now let’s take a look at what your scores mean.
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Group 1 – Openness


Group 1 measures the personality dimension that, at its highest, is associated with creative people such as poets, artists and composers. Some psychologists use the term ‘Intellect’ and some ‘Culture’ but the most common tag is ‘Openness to experience’ or just ‘Openness’.


If you scored high on Openness, you almost certainly enjoy not just some but more or less all cultural activities such as going to concerts, plays and art galleries, and probably are very creative yourself, either professionally or in an amateur way. You’re probably unconventional and individualistic; other people may consider you eccentric. You may ignore or oppose taboos and you’ll probably have more lifetime sexual partners than average. You probably spent longer in education than the norm and, according to some psychologists, Openness is a reflection of greater efficiency in the cognitive circuits in the frontal lobes of the brain. In other words, you should be of above average intelligence.


Your Openness also probably extends to what are known as ‘unusual experiences’, which means you’re likely to experience hallucinations or something close to them, to believe in the supernatural, to have unusual religious beliefs, to be susceptible to hypnosis, and to use language and images in unusual ways. At the most extreme all of this may add up to psychosis, that’s to say, being out of touch with reality.
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Self-coaching tip


It’s important to understand that there’s no ‘right’ or ‘wrong’ amount of Openness or of any of the other Big Five traits. Each point on the continuum has its advantages and disadvantages. But if you want to change your degree of Openness, then you probably want to increase it (while falling short of psychosis) and we’ll be looking at how to do that later in the book.
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Group 2 – Conscientiousness


Group 2 measures Conscientiousness which, in this context, means self-discipline and self-control. If you’re very low in Conscientiousness, you may find it hard to focus on one thing for any length of time and as a child you may have been diagnosed with attention-deficit hyperactivity disorder (ADHD). If you were, you’re probably male because the condition occurs five times more often among boys than girls. As a person low in Conscientiousness, you’ll also be highly impulsive and prone to become addicted to whatever gives you a buzz, such as adrenaline sports, gambling, alcohol, and drugs.


At the other end of the scale, if you’re high in Conscientiousness you may get the same buzz but you’ll easily be capable of controlling it. In tests of people’s ability to inhibit their responses to stimuli, those who were the most successful (the most Conscientiousness) showed considerable activity in the dorsolateral prefrontal and orbit ofrontal brain areas. Those who were the least successful (the most impulsive) had far lower activity in these areas.


As someone high in Conscientiousness, you’ll be good at making plans and sticking to them, at paying attention to details, and at dealing with repetitive tasks. At its upper extreme, Conscientiousness becomes obsessive-compulsive personality disorder. (Note that OCPD is not the same as obsessive-compulsive disorder, in which sufferers feel compelled to repeat certain thoughts and actions such as hand-washing.) In OCPD, sufferers don’t necessarily feel any need to repeat things, but are obsessed with doing things in a very precise and particular way. An OCPD sufferer might always get up at exactly the same time, eat exactly the same thing for breakfast, insist on everything being in exactly the ‘right’ place on the desk at work, apply rules to the letter, pursue perfection and become irritable and even disorientated if there’s any deviation from the routine.
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Self-coaching tip


Not surprisingly, those with high Conscientiousness tend to be the most successful in more conventional careers. But, interestingly, the most Conscientious people are not necessarily the most intelligent. In fact, the cleverer anyone is, the less Conscientious they’re likely to be. That’s because they can ‘get away with’ more. Conscientiousness can be a way of making up for being less bright (which is another way of saying that genius is 90 per cent perspiration and only 10 per cent inspiration). If you’re not very high in Conscientiousness, it helps to be clever. Or you need to seek occupations that generate enough excitement to maintain your interest – but make sure someone else is paying attention to the details (especially to do with safety).
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Group 3 – Extroversion


Group 3 measures the extent to which anybody prefers action to reflection, and company to solitude, that’s to say, Extroversion. It was the Swiss psychiatrist Carl Jung (1875–1961) who first developed the idea of the extroverted and introverted personalities. The Big Five trait of Extroversion with a capital E explores very much the same continuum but is not quite the same.


If you scored high in Extroversion, you’re talkative and like social occasions at which you aim to be the centre of attention. You’re open to new friendships but they don’t necessarily go well. You’re probably ambitious and crave status, so you work hard but also play hard, enjoying travel, adventurous activities and new sensations. You’re also likely to enjoy sex and romance more than average.


Given all the attributes associated with scoring high on the scale of Extroversion, who would wish to be low (that is, Introverted) if they could possibly help it? Apart from anything else, a low score is associated with anhedonia, which means deriving less pleasure from things than other people (or no pleasure at all). But Introversion is not without its own rewards. Let’s say that things are simply enjoyed in a quieter, more measured way. Nor is the commonly held belief that Introverts are shy necessarily correct. Shyness is related to high Neuroticism, not low Extroversion. If you’re an introvert, it may just be that you don’t derive as much pleasure from social events and parties as you do from, say, reading. The introvert is not the puppet of either unconditioned (natural) stimuli, such as food, nor of conditioned stimuli, such as luxury brands, but is more in control of life.
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Insight


Although Extroverts respond powerfully to positive things, they don’t have a similarly powerful response to negative things. It’s entirely a matter of reactivity to rewarding stimuli. Magnetic Resonance Imaging has shown that when a reward is anticipated, the regions of the brain known as the nucleus accumbens and the ventral tegmental area become more active. These regions contain neurons that respond to the neurotransmitter dopamine. It seems that Extroverts are highly responsive to dopamine, while those low in Extroversion are less responsive.
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Self-coaching tip


Although high Extroversion may sound attractive, it doesn’t come without risks. Research suggests that Extroverts die younger, almost certainly because they’re more likely to engage in risky activities such as drinking, smoking, driving fast, and going places others don’t dare. So if you’re high in Extroversion you may want to rein yourself in a bit.
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Group 4 – Agreeableness


Group 4 measures how considerate, empathetic, trusting and co-operative you are, a group of qualities coming under the heading Agreeableness. It also measures to what extent you have what psychologists call a ‘theory of mind’. It’s a rather confusing term because it doesn’t mean what most people would think. If you have a highly developed ‘theory of mind’, it means you have the ability to guess fairly accurately what other people are thinking and, in addition, to understand what other people are feeling and, to some degree, to feel it, too. So theory of mind comes in two parts, ‘mentalizing’ and ‘empathizing’.


It’s possible to be good at one but not the other. Psychopaths, for example, can be good at working out how other people will think, but without feeling any concern for the anguish and pain they may inflict on them. Autistic individuals are the reverse. They struggle to understand what other people are thinking, but when they see clear physical evidence that someone is suffering in some way they can respond sympathetically.


A theory of mind has already developed to some extent by the age of 18 months. Such toddlers do not imitate indiscriminately. For example, if an adult tries to do something and fails (or pretends to fail), an 18-month-old will copy what the adult tried to do, not what he or she actually did do. Nevertheless, the theory of mind is not fully developed until about the age of four. That’s why an infant can put a box over their head and imagine that they have become invisible. Because they can’t see, they believe that no one else can see.


This has been demonstrated a little more scientifically using a puppet show known as Sally-Anne. Two puppets, Sally and Anne, play with a ball. Sally then places the ball in a basket and leaves the room. Anne takes the ball out of the basket and hides it in a box. Sally returns. The children are then asked: Where will Sally look for the ball?


Children under four think Sally will look in the box. They know the ball is in the box and assume Sally must know it, too. It’s only after the age of four, approximately, that children understand that Sally will still expect the ball to be in the basket.


This becomes less surprising when we realize that other animals, even the highest, don’t have a very developed theory of mind, if at all. Chimpanzees, for example, give a rather disappointing account of themselves in an experiment that almost all humans ‘pass’ easily. Two chimps (or humans) sit facing one another. Chimp A has access to two levers. Pulling the first lever brings chimp A some tasty food. Pulling the second lever not only brings chimp A the same food, but also produces food for chimp B. So what happens?


Almost all humans pull the second lever. It’s what we’ve come to call a ‘win-win situation’. Why wouldn’t you pull it? It costs you nothing and another person also benefits. But chimps don’t think like that, even if the other chimp is a relative. Their only concern is their own meal.


So chimps and, it seems, most non-human animals are pretty low on empathy. But that doesn’t mean they’re no good at the other aspect of theory of mind, that is, the mentalizing. Assessing the mentalizing ability of animals is no easy thing but I’ve many times seen behaviours that convince me it’s more highly developed than many scientists allow. I’ve seen ponies hiding from one another and I’ve seen them deliberately galloping off when an unpopular pony was busy with its head down. Scientists tell me horses don’t have the ability to play practical jokes. They point to Nim Chimpsky, one of the world’s most educated chimps, who would copy the way a human companion washed dishes but never actually cleaned them. Nim could emulate the movements but didn’t understand – couldn’t mentalize – why someone was doing it.


Nevertheless, I continue to believe that the mentalizing abilities of animals are underrated. Assessing the mentalizing abilities of humans is somewhat easier. In one set of experiments, participants were asked to listen to stories and then say whether or not certain statements about the beliefs of the characters in the stories were true or not. Sounds easy enough. But the questions required a fairly complex ability called ‘nesting’. If you’re good at nesting, you can not only understand someone else’s beliefs, but you can also understand their beliefs about someone else’s beliefs…about someone else’s beliefs…and so on. Some people (those with lots of friends) are generally very much better at it than others (those with few friends). See if you can keep track of this:




	Peter thought that Charlene thought Esther believed that Sam wanted to go on holiday with Mark because Sam thought Esther wanted to go on holiday alone.





So that’s clear, then.


The advantages of being low on Agreeableness seem compelling in evolutionary terms. You can ruthlessly exploit others to your own advantage. But is it really true that nice guys finish last? Actually, it’s not, neither in evolutionary terms nor in terms of human society today. Co-operation can be a much better strategy, as a game known as the Prisoner’s Dilemma illustrates. Here it is.


THE PRISONER’S DILEMMA


You and the other player each have two cards, one labelled ‘Co-operate’ and the other ‘Defect’. You each make your choice and place your card face down on the table (to be turned over after you’ve both played). That means there are four possible outcomes. For each outcome a banker would pay out as follows:




	You both played ‘Co-operate’. You each win 300 units (pounds, dollars, ounces of gold or whatever).


	You both played ‘Defect’. You are each fined 10 units.


	You played ‘Co-operate’, the other person played ‘Defect’. You are fined 100 units; the other person wins 500 units.


	You played ‘Defect’, the other person played ‘Co-operate’. You win 500 units; the other person is fined 100 units.





What would you do? What should you do? It’s more than an entertaining puzzle because in life there are many situations in which it’s necessary to choose between co-operating or not.


Well, if your opponent has played ‘Defect’, the best you can do is also play ‘Defect’, which incurs a fine of 10 units (if you played ‘Co-operate’ the fine would be 100 units). But if your opponent has played ‘Co-operate’, the best you can do is play ‘Defect’, which wins 500 units (as opposed to 300 units if you also played Co-operate). So the best strategy for a single game is that you play ‘Defect’.


But supposing you play the game repeatedly, which is how things tend to be in real life? In that case, you have the opportunity to feel out your opponent, which changes things a bit. Obviously, you’d win the most money if you always played ‘Defect’ and the other person always played ‘Co-operate’, but that would never actually happen because of the fine of 100 units. Being realistic, it turns out that the best strategy is ‘Tit for Tat’. You play ‘Co-operate’ on the first hand and on subsequent hands you simply copy whatever your opponent did on the previous hand. Don’t just take my word for it – it’s been tested on computer models. (You can read more about it in Chapter 8.)
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Self-coaching tip


The point of all this is that being co-operative – being a ‘nice guy’ – can pay off in nature as well as in human society. If you want to be a success, don’t assume you always have to be ruthless.
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Group 5 – Neuroticism


Group 5, measures how worried, upset, ashamed, guilty, sad or frightened you become in response to a negative stimulus, that’s to say, Neuroticism.


If you’ve ever ridden a horse, you’ll know it’s an animal that could very well be labelled Neurotic. It flees, or tries to, at the merest hint of possible trouble. A strangely shaped piece of wood, a white boulder, leaves moving in the wind, something that’s not where it used to be… These are all things to which horses can respond very dramatically. Horses are prey animals. It was high Neuroticism that kept the species going. Unfortunately, even though most horses today have never seen a predator capable of bringing them down, they can’t easily overcome the response that evolution has programmed into them. Humans, too, could be prey at one time. Now we’re the top predators on the planet. But many humans, like horses, struggle to control their Neuroticism.


At its extreme, high Neuroticism is associated with a whole range of problems including insomnia, phobias, eating disorders, post-traumatic stress disorders, depression and obsessive compulsive disorder or OCD. (Remember that OCD is not the same thing as obsessive-compulsive personality disorder, which was discussed in connection with Conscientiousness above.)


The really devastating aspect to very high Neuroticism is that it becomes a self-fulfilling prophecy. Although the majority of worries never materialize, Neurotics nevertheless tend to suffer more negative life events than other people. They tend to have more health problems brought on by stress (which depresses the immune system), depression and insomnia. They tend to have more life problems because they’re difficult to live with. They may have career problems because they suffer low self-esteem.


Are there no benefits to high Neuroticism? Well, yes. Although Neurotics tend to have more health problems, they seem to suffer fewer accidents because they take fewer risks. They tend to be more realistic, which probably makes them more dependable in many aspects of life. And because they’re always worried about failing and losing their jobs, they tend to work harder.
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Self-coaching tip


So, assuming it was within your power, where on the scale of Neuroticism would you want to be in order to be successful? Given that the majority of the things we all worry about never actually happen (or are far less terrible than we imagined), high Neuroticism wastes a lot of time and energy. Of all the Big Five, it’s possible to argue that Neuroticism is the trait for which you’d like to score the lowest. But remember that high Neuroticism also has its career advantages. Paradoxically, if you’re very Neurotic, you could do well wherever potentially high-risks need to be reduced.
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Is there any point in personality tests?


Although the Big Five model has become widely adopted, it’s not without its problems. There’s an apparent contradiction at the very heart of the Openness trait, for example. It’s this: people who score high in Openness also score high in terms of Unusual Experiences and in IQ tests. But when people who score high for Unusual Experiences are given IQ tests, their scores are lower than average. This is something psychologists are still arguing about.


As regards the Extroversion continuum, Eysenck proposed that introverts actually have naturally higher levels of cortical arousal than Extroverts, rather than lower levels, as many suppose. As a result, they don’t seek out the ‘artificial’ arousal that extroverts require to feel ‘normal’. Another problem with the theory of Extroversion is that it takes no account of motive. Introverts may be highly sexed with one person, for example, and they can and do take part in adventure sports, but they may do so in pursuit of spiritual experiences or solitude rather than an adrenaline rush. (Not surprisingly, though, those who take part in adventure sports are almost always low in Neuroticism.)


Criticisms are not confined to Big Five tests. The Myers-Briggs Type Indicator, long the most widely used system among employers, has been attacked for being too rooted in Swiss psychologist Carl Jung’s book Psychological Types. Developed by Isabel Briggs Myers and her mother Katharine Cook Briggs (and now belonging to Consulting Psychologists Press Inc.), the Myers-Briggs uses four basic traits: extroversion/introversion, sensate/intuitive, thinking/feeling and judging/perceiving. There are therefore 16 broad personality types possible, each indicated by a four-letter code. For example, ENFP stands for extroversion, intuitive, feeling, perceiving. But Jung (1875–1961) was a man who worked very much from his clinical experience and from anecdotes and who had a strong distrust for statistical methods. Later in the book, we’ll see why he should have paid more attention to the discipline.


But there’s a much wider criticism of these kinds of personality tests. Of course, we all like to do them. If we come across a personality test in a magazine, we’re drawn to it as if by a magnet. We tick the boxes, add up the points and enjoy reading how wonderful we are. But no matter how serious the tests, they only tell us what we already know.


In the quick version of the Big Five test above, for example, did you agree that ‘Like to be creative’ was a very accurate description of yourself? And, if you did, were you astonished to discover that you are, indeed, creative? Or if you indicated that ‘Am the life of the party’ was a very inaccurate description, were you surprised to be defined as low in Extroversion?


Of course, personality tests are not just undertaken for the entertainment and education of the subjects themselves. Increasingly, nowadays, employers will ask you to take such tests. There you are, applying for a job at the bank, and you mark that ‘Pay attention to details’ is a very inaccurate description of your personality… I think not! Those who design personality tests for employers may make theirs rather less transparent, but it’s not easy to disguise entirely the answers that stand the best chance of getting the job.


Then there are people who consult psychologists because they have problems. You would assume, in pursuit of being helped, that anyone in that situation would complete a questionnaire as accurately as possible. But, for a variety of reasons, people with psychological problems may be unwilling or incapable of being honest.


To overcome these drawbacks, there is a whole different style known as projective testing. We’ll be meeting that later in Chapter 4.


 


10 TIPS FOR SUCCESS






	Just five traits are commonly used to describe personality.


	The five traits are Openness, Conscientiousness, Extroversion, Agreeableness and Neuroticism (remembered by the acronym OCEAN).


	A trait is a bundle of characteristics that normally come together.


	Other famous systems use from 2 to 16 factors.


	If you score high in Openness, you’re unconventional and creative.


	If you score high in Conscientiousness, you pay attention to details and are good at controlling impulses.


	If you’re high in Extroversion, you respond powerfully to pleasurable stimuli.


	If you’re high in Agreeableness, you understand what other people are thinking and readily empathize.


	If you’re high in Neuroticism, you quickly feel negative emotions such as anxiety, fear and guilt.


	The value of personality tests is debatable.
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The Big One


In this chapter you will learn:




	how evolution shaped men’s and women’s personalities differently


	why gender differences are natural


	why women are choosy and men aren’t.





 


I’m now going to tell you how you can understand a huge amount about someone’s personality by knowing not 16 traits, nor five, nor even two, but merely a single fact. This technique is so powerful I call it The Big One. I warn you that some people get very annoyed when I insist on the importance of The Big One, but there’s plenty of scientific evidence for a powerful influence on:




	how empathetic you are


	how emotional you are


	how good you are with language


	how conciliatory you are


	how sensitive you are to sounds and smells


	how often you laugh


	how competitive you are


	how violent you are


	how easily you can manipulate three-dimensional objects in your mind


	how likely you are to have some kind of learning disability


	how much pain you can tolerate


	how likely you are to take risks


	how much time you spend thinking about sex


	how easily aroused you are by an attractive naked body


	how likely you are to engage in one-night stands


	how likely you are to be above average height for a human being.





Yes, you’ve guessed it. The Big One is gender. If you’re a woman, you’re likely to be at the higher end of the scale for the first six and at the lower end for all the rest. If you’re a man, the reverse is likely to be the case.


Your gender is one of the biggest influences on your personality. Some women may be just as violent, just as risk-taking and just as open to one-night stands as some men. But taken as a whole, men and women are different. Why they’re different is controversial. Some feminists have argued that it’s all a matter of cultural influences. But the weight of science is on evolution. Sexual differences exist in the physical structure of the brain and much of that difference exists before birth, as we’ll discover in Chapter 10.


Let’s start with a sperm and an egg. Why are they so very different? Why is an egg so big (relatively speaking) and a sperm so tiny? Why don’t both parents just contribute equal cells? Part of the answer is that if both cells contained mitochondria, the ‘machinery’ that powers a cell, then the result would be mutual destruction. So only one of the cells – the mother’s egg – contains mitochondria. A sperm cell doesn’t and can therefore be much smaller.


There is another line of thinking. Let’s say that in the very distant past gametes (sex cells) were all roughly the same size. Nevertheless, some might have been slightly larger than others for various reasons and those larger gametes would have conferred an advantage by reason of the more generous food supply they contained. As a result of that advantage, there would then have been a trend towards larger gametes. But that in turn would have opened up the possibility for these larger gametes to fuse successfully with much smaller ones, since the combined food supply would still have been adequate. A successful strategy would then have been organisms producing large gametes (eggs) mating with organisms that exploited the new situation by producing generous quantities of small, highly mobile gametes (sperm) that could seek out eggs more quickly.
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Insight


Evidence that this was so lies in the fact that this size difference in gametes is universal. In all plants and animals, one kind produces large sex cells (and is called female) and the other kind produces small sex cells (and is called male). In fact, this is the only way of distinguishing males from females in all plants and animals (not every male animal, for example, has a penis).
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Gender and personality


You may be wondering what all this stuff about the size of gametes has to do with personality. The answer is: just about everything. It’s from this that all else follows.


We now have one version of a particular organism producing valuable, nutritious eggs, containing their mitochondria power stations. And we have another version specialized for producing simple sperm in large quantities. The strategies these two versions need to follow for breeding success are not identical, albeit they are members of the same species.


Let’s just remind ourselves how natural selection works. Any strategy that increases reproductive success will be selected (since the genes for that strategy will become more widespread). Equally, any strategy that reduces reproductive success is automatically self-destructive and will be deselected. A male who contentedly remains with the female he fertilized gives his offspring a good chance of survival. But the male who spreads his generous supply of sperm far and wide by having sex with numerous females has numerous offspring. True, there is a trade-off. Since he cannot be a good parent to all these children, the survival rate may be lower. But, on balance, the genes of the promiscuous father are likely to be more successful than those of the faithful father.


The psychologist David Buss asked 10,000 men and women, living in all kinds of cultures in 37 countries all over the world, to rate the importance of 18 qualities in a partner. In almost every country, men attached more importance to youth and beauty than women did, and women attached more importance to wealth, status and prospects than men did.


This is exactly as would be expected in terms of evolution (and not what you would expect if everything was down to culture). Women have to make a big investment in their offspring. They carry them for nine months and look after them for years. They need to know that the father is going to stay around to help and that he will be a good provider. And since they can have relatively few children, women also need to know that those children will be healthy and successful and go on to breed in their turn. This makes women very choosy.


A man’s strategy is different. Since he can theoretically father a child every day, he doesn’t need to be choosy at all. His breeding strategy is to have sex with as many women as possible, ‘wasting’ the minimum amount of time on each.
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Insight


Of course, men and women don’t actually think in these terms. They may not want any children at all. But their personalities are nevertheless driven by their genes, and their genes are intent on survival – some have already survived for millions of years. All living things, humans included, are effectively just ‘machines’ built by genes for the benefit of genes.


[image: art]




OEBPS/images/p003_01.jpg
If you score

If you score high

Trait low, you will be you, will be
Openness Conventional Creative, artistic,
eccentric
Conscientiousness Careless, Organized, self-
impulsive disciplined
Extroversion Quiet, Expansive,
withdrawn enthusiastic
Agreeableness Uncooperative, Empathetic,
unfriendly sociable
Neuroticism Stable, Anxious, stressed

confident






OEBPS/images/p003_02.jpg
Inaccurate

Accurate

Very

Moderately

Neither

Moderately

Very

Group 1

Have a rich vocabulary

Easily understand
abstract ideas

Have a vivid
imagination

Like to be creative

Group 2

Am always prepared

Never leave my
belongings around

Pay attention to details

Never make a mess of
things






OEBPS/images/copy.jpg





OEBPS/images/line.jpg





OEBPS/page-template.xpgt
 

   

   
	 
    

     
	 
    

     
	 
	 
    

     
	 
    

     
	 
	 
    

     
         
             
             
             
             
             
        
    

  

   
     
  





OEBPS/images/p004_01.jpg
Very

Moderately

Neither

Moderately

Very

Group 3

Am the life of the party

Talk a lot

Feel comfortable around
people

Keep in the foreground

Group 4

Feel concern for others

Am interested in people

Never insult people

Sympathize with others”
feelings

Group 5

Get stressed out casily

Seldom feel relaxed

Worry about things

Often feel blue






OEBPS/images/border.jpg





OEBPS/images/cover.jpg
BE YOUR OWN
PERSONALITY

COACH

Measure your personality (page 3) How important is

your  appearance? (page  28)

Use  your personality
to be more successful
(page 60) How
rational are  you?
(page 72) Discover
hidden creative
talents (page 92) Increase
y our happiness paL,e 129)

Are you determined by your genes? (pagel br
your true personality (page 165) ]ln

good (page 170) !“





OEBPS/images/title.jpg
o|
Teach
Yourself






