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FOREWORD BY ANNE M. SCHÜLLER


‘You’re like a wild horse. You run off ahead of everyone, don’t even look around. You keep everyone on their toes. You always have something new on the go. Take a break now, keep quiet and give the others a chance.’ The person who said this was presumably describing an extrovert. And it seems that people did have a fair bit of trouble with me! I once ripped a colleague to shreds in front of everybody at a boardroom meeting, someone I valued very much for his sound opinions: ‘Say something for once. You just sit around here and never open your mouth. But you could contribute so much.’ This particular colleague was presumably an introvert!


All this is a very long time ago. And of course it couldn’t happen to me now. I have learned a great deal since then, have written books myself and also read a great deal in the process. I am particularly fond of one book: Sylvia Löhken’s last book (Quiet Impact Hodder & Stoughton, 2014) about quiet people and their strong impact. In it, she tactfully shows the loud ones among us all what the quiet ones have to offer and how useful this is for the community, the working world and our existence together. And she shows this to the quiet ones among us too. However, her greatest achievement is this: she has given the quiet people a stage and placed them in the limelight. The wave of media attention in the press reflects the importance of this for the many, many wonderful introverts out there.


In her latest book, The Power of Personality, Sylvia Löhken takes us deeper into the subject:


1   By highlighting the importance of introversion and extroversion as personality traits, Sylvia Löhken demonstrates their right to a place in the discussion of diversity in the workplace.


2   The book helps readers to analyse themselves from an interesting perspective. It shows what introverts and extroverts need, what they are good at and what they need to watch out for. And because people are rarely 100 per cent one or the other, but mostly a mixture of the two, the middle ground occupied by centroverts is also scrutinized.


3   The book shows how knowledge about introverts, extroverts and centroverts can be used effectively in people management and selling. Success is not determined by the homogeneity of a group but by members having different points of view and these being used correctly – particularly today in our increasingly complex, brave new business world.


As a scientist, Sylvia Löhken explores the various myths about introverts and extroverts in depth. Professionally, she shows how people with very different skills, inclinations and characteristics can interact and benefit from one another. As a human being, she makes a plea for tolerance and esteem for ‘quiet’ and ‘not-so-quiet’ characteristics – in the way we perceive ourselves and the way we perceive others. And almost by the way, she finally makes the implications of ‘status signals’ clear to us all (see Chapter 8). Enjoy.


Anne M. Schüller


Keynote speaker, best-selling author, business consultant




FOREWORD BY HANS UWE L. KÖHLER


‘Sometimes this world is too noisy for me, too agitated, and everything is always so terribly important!’ This highly personal statement will perhaps amaze you as a reader, particularly when you discover that most people who know me (Hans-Uwe L. Köhler) as a speaker think of me as an extrovert.


When I first met Sylvia C. Löhken, we talked about exactly that point. ‘Oh, you know, I’m really not like this – but I so rarely get to be me!’ Sylvia answerd me quite incredulously: ‘But you’re not an introvert either!’


Are extroverts and introverts poles apart, like the colours white and black? Do they stand alone? No. They sit on a spectrum with the most wonderful shades of grey connecting them!


And if I were to give you one reason to read this book, it would be this: this book does not just provide explanations, it enables you to discover the ‘spaces in between’. Anyone who focuses solely on simple opposites sees black-and-white solutions. It’s only, however, possible to mature when considering the grey areas in between.


If you as a reader should find that you tend to go in one direction or the other, then you might be pleased by this insight – or you could, if you wanted to, get really cross about it. In actual fact, the status of your knowledge should encourage you to be curious about understanding the ‘other’ side. Then Sylvia Löhken’s intentions with this book will be fulfilled, and the world in which we all live together might be made a little bit better.


And should it turn out that you don’t fully belong to one side or the other, you won’t be dismissed as some strange ‘hybrid’. This book introduces us to a third group, the centroverts. You might be lucky and belong to that group, the sort that gets on well everyone! And you’ll also know what makes Hans-Uwe L. Köhler tick!


Dear readers, in this book you can look forward to an instructive and inspiring read. Sit back, relax and enjoy this voyage of discovery …


Bon voyage!


Hans-Uwe I. Köhler


Keynote speaker and best-selling author on sales




PREFACE


This book explores how introverts and extroverts can communicate with each other successfully.


When I wrote Quiet Impact (Hodder & Stoughton, 2014) my aim was to fill a gap. Up until then there was no manual to help introverted people discover their strengths and communicate successfully. Because this gap was so wide, I decided initially not to address the perspective and characteristics of extroverts. The ambiverts, or centroverts as we will call them here, who are positioned in the middle, shared this fate: although they were mentioned, I focused mainly on the introvert perspective. I then searched for a long time to learn more about the other personalities, and found that while there are now quite a few manuals and textbooks for and about introverts, centroverts and extroverts haven’t generally been catered for in the same way.


The book you are now reading is intended to fill this second gap. Considering the strengths and inclinations of introverts, extroverts and centroverts alongside one another, as well as the hurdles they face when dealing with each other, isn’t just a matter of fairness, but also a necessity in the real world: because we don’t live in introvert capsules and extrovert capsules. The reality is the hybrid team: in partnerships and the family, with friends and colleagues, with superiors and employees.


Many specialists consider that the degree of introversion or extroversion is one of the key differences between people. Psychologist James Dee Higley speaks of the ‘north and south of the temperament’ (Gallagher, 1994); C.G. Jung, who was the first to use the terms systematically, saw introversion/extroversion as the dominant personality factor. But we are only gradually beginning to think about the needs implied by this other petit différence – around 100 years after it became ‘official’ for the public at large, courtesy of Jung. That’s astonishing, because other distinctions – young and old, local and immigrant, men and women, the disabled and the non-disabled – have been part of our social awareness and the debate on diversity for a long time. But although most personality tests include this distinction, some myths persist about what makes someone an introvert or an extrovert. In addition, interaction between introverts and extroverts still doesn’t form part of the diversity debate, although this may be gradually changing. One indicator of this is the fact that the flagship publication Der Spiegel brought the debate to the public in a cover story (Kullmann, 2012). In addition, I experience this first hand in interactions with readers and clients.1


But the contents of this book are not intended to create a policy on diversity. The primary aim is to be of practical use to you. I will therefore simplify or summarize a lot of the science. If you would like to study individual areas in more detail you will find further explanations and recommended reading in both the notes and bibliography. However, the important points will be easy to understand without referencing these notes.


Part I of the book will give you a good look at the differences, strengths, priorities and needs of introvert and extrovert people – and you will understand what it means to be in the middle as a centrovert.


Part II shows what the differences mean in everyday life and ways in which introverts and extroverts can handle themselves and others. I have selected diverse areas of life, ranging from sport and learning to communication for managers, selling and status communication, but they all have one thing in common: they are the areas that my clients, readers and customers most frequently have in mind when they confront the topic of introversion and extroversion. I hope you will find issues and topics in this selection that are relevant to your own particular interests.


How to use this book


You will find real-life examples and stories throughout the book, but I have hidden the true identity of the people concerned. In order to help you identify the personality type under discussion, two simple methods have been used. First, the following icons have been used to distinguish the three main personality types:


[image: image]


Extroverts
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Introverts


Secondly, the people involved have been given names starting with I or with E. Other icons in the text include:
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Questions for you to work on to help you in your journey of self-discovery
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The key points of the chapter in brief to help you consolidate your understanding of your new learning.




INTRODUCTION


The three factors of personality


Introvert or extrovert – it’s only one motif in the highly complex jigsaw puzzle that makes up the human personality. This jigsaw determines how we develop, what we like, how we experience emotions. And there is a special rule for us when completing this jigsaw: we can only do it together with other people.


Three factors shape us here – our biological heritage, our social environment and the quest for our individuality.
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Factor 1: biological heritage


Our personality is shaped within very different areas. Our biological heritage is what we ‘are given’ when we come into the world. Over the last few years, progress in neuro-science has led to much of the research into personality being devoted to the structure of our brain, its processes and the substances involved in them such as neurotransmitters and hormones.


Studies show that differences between babies at the age of just four months allow reliable predictions as to whether the child will develop into an introvert or an extrovert. An important distinguishing feature here is sensitivity to environmental stimuli: ‘introvert babies’ have a more sensitive nervous system and therefore react more strongly (and more negatively) than ‘extrovert babies’ to bright lights, loud noises or strong odours. This corresponds as life goes on to the risk of over-stimulation for introverts, which drains their energy and significantly disturbs them (see long-term studies in Kagan, 2004)


However, this is just one piece of the complex jigsaw that forms a human being’s personality.


Factor 2: social environment


For many years, scientists have argued over whether personality is influenced more by biological predisposition (nature) or social environment (nurture). Today, we know that the two areas are interconnected. More specifically, our biological predisposition influences the way we communicate with our environment. Yet this process is a two-way street like any other communication, because our environment, in turn, changes our brains throughout our lives. Although the development of a young brain is exposed to more and stronger change processes than that of an older one, we can all change. Our life experiences continuously alter both the structures and the metabolism of our ‘thinking equipment’.
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Key idea










We don’t arrive in this world as the finished article.
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None of us is born with our ‘equipment’ complete. Part of what we’re made up of, our ‘second nature’, comes from living with other human beings. We are all born into a social group and cultural context. The relationships with which we grow up constitute the second part of our equipment. They influence the way in which a growing child’s brain develops. Relationships shape not only our language but also our preferences and the decisions we make. In short, it isn’t enough to have a brain. A personality with all its facets can only develop in an exchange with other people – even purely biologically, because the neural connections in the brain are not formed until after birth. This only happens when we have mentors and they communicate with us, and is effected by the enormous adaptability to very different environments that characterizes humans. David Brooks (2011, p. 77) says that it is not the case that we first develop and then enter into relationships, we are born into relationships and these relationships are predominantly what make us into people in the first place.


Our social and cultural environment on the one hand and biological make-up on the other interact. So the question is not ‘nature or nurture?’ but more ‘how do nature and nurture interact in the course of a person’s development in such a way that a personality develops from it?’ Our adaptability to our environment is a particular strength of our biological make-up. It enables us to thrive in all kinds of environments.
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Key idea










Our social and cultural environment on the one hand and biological make-up on the other interact: we have an effect on our environment and in turn the environment changes the structure and metabolism of our brains.
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We are all born with introversion and extroversion as biological and measurable characteristics. But this is only the beginning of a person: at a specific time at a specific place and with specific people. It is the interaction between natural processes and social and cultural influences that shapes our personality – and therefore our introversion and extroversion as well. Our mentors, models, cultural expectations, the things that people expect of us – all these factors help to determine whether we live ‘from the outside inwards’ or ‘from the inside outwards’.


Factor 3: the quest for meaning


The third factor that shapes our personality is also the one that exerts the strongest pull on us: it is our ability to make decisions about our lives, that appear to us meaningful and significant, of our own free will. These decisions are quite likely to result in introverts displaying extrovert behaviours or extroverts experiencing introvert periods. This can lead to a harmony-loving introvert reacting to a personal attack during a meeting by putting a colleague in his place. It may lead to an extrovert going on a week’s silent retreat in a monastery. It may even mean that we pursue a career which on the face of it does not match the personal characteristics that have resulted from our predispositions or our ‘second nature’ – because the job in question fits better with our own image of ourselves. In other words, we should and must bond with others during our development in order to become people. However, we become true personalities through self-realization: finding our own values and goals.
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Our personality develops and changes through the interaction of our biologicial make-up, social environment and the decisions we make.
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It is this third factor that gives the development of our personality that certain something: the ability to make our own decisions gives us what we call freedom. We cannot choose either our biological make-up or our social environment. However, there is one thing we can do: choose for ourselves what gives our lives meaning and value. This may mean that in certain situations we opt to behave in one particular way when our personalities would normally suggest a different course of action.2


Yet in spite of all the freedom we enjoy, we cannot entirely shed our innate characteristics and the social conditions that have shaped our personalities. The different areas interact: for example, we know nowadays that social ties play a major role in our decision making because they influence our unconscious minds. What we ultimately do is only partly the result of deliberate consideration.3


You will discover in the first part of this book how you can handle challenges that might seem ‘unnatural’ to your type as an introvert or extrovert. You will also find a more detailed explanation of all three factors – biological predisposition, social environment and meaning-related decisions as you read through.


I hope that one thing in particular from what I have said so far is clear: personality has many facets. Neither introverts nor extroverts are controlled entirely by their biological predispositions – just as the behaviour of men and women is not controlled by their gender. What makes us people is the interplay of innate and acquired characteristics – and the freedom to go against our inclinations at times and ‘steer against the wind’ when we think it’s important.
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Key idea










Introversion and extroversion may shape us, but they’re not a straitjacket. That’s why successful introvert and extrovert personalities are to be found in every walk of life.
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The following table takes a cross-section of nationalities across the ages to show people who have decided to do what’s important to them – introverts or extroverts who have successfully followed a vocation, shaped it and become influential in their chosen field. This overview is intended to encourage you: personality traits like introversion and extroversion may have a deep influence on us, but they’re the whole story. It is our privilege to decide how we use our personalities.


Successful introverts and extroverts






	 

	
[image: image] Introvert

	
[image: image] Extrovert






	World changers

	
Eleanor Roosevelt​, USA


Mother Teresa​, Albania




	
Martin Luther King Jr.​, USA


Socrates​, Greece









	Intellectual stars

	
Simone de Beauvoir​, France


Isaac Newton​, United Kingdom




	
Johann Wolfgang​ von Goethe​, Germany


Karl R. Popper​, Austria/​United Kingdom








	Writers

	
Franz Kafka​, Czech Republic


Joanne K. Rowling​, United Kingdom




	
Karen Blixen​, Denmark


Thomas John Boyle, USA









	Scientists

	
Niels Bohr, Denmark


Jane Goodall, United Kingdom



	
Alexander von​ Humboldt​, Germany


Daniel Goleman​, USA









	Politicians

	
Angela Merkel, Germany


Barack Obama, USA




	
Gerhard Schröder​, Germany


Boris Johnson​, United Kingdom









	Business​people

	
Mark Zucker​berg​, USA


George Soros​, Hung​ary



	
Richard Branson​, United Kin​gdom


Steve Jobs, USA









	Fashion profess​ionals

	
Anna Wintour​, USA


Tom Ford​, USA



	
Heidi Klum​, Germany


Karl Lager​feld​, Germany









	Music​ians

	
Ludwig van Beethoven​, Germany


Annie Lennox​, Scotland




	
Franz Liszt​, Austria-​Hungary


Udo Lindenberg​, Germany









	Visual artists

	
Vincent van Gogh​, The Netherlands


Leonardo da Vinci​, Italy




	
Frida Kahlo​, Mexico


Pablo Picasso, Spain









	Stars of the cinema​, TV and stage

	
Woody Allen​, USA


Tilda Swinton​, United Kingdom



	
Jack Nicholson​, USA


Oprah Winfrey​, USA








	Athletes

	
Lionel Messi​, Argentina


Nico Rosberg​, Germany



	
Usain Bolt​, Jamaica


Christiano Ronaldo​, Portugal








	Entertainers

	
Jerry Seinfeld​, USA


Terry Gilliam​, USA/UK



	
Eddie Murphy​, USA


Mel Brooks​, USA








	Fictional figures

	
Charlie Brown​, Peanuts, USA


Hamlet​, Hamlet​, (Shakespeare)​, United Kingdom



	
Lucy van Pelt​, Peanuts​, USA


Papageno​, The Magic Flute​, (Mozart/​Schikaneder)​, Austria











PART I


Introverts – centroverts – extroverts
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1.


Introversion and extroversion: facts and myths


Introverts and extroverts: the biological differences


The first big difference between introverts and extroverts derives from neurobiological factors: extroverts usually cope well with impressions received from the outside world; i.e. stimuli perceived by their sensory organs. What is more, extroverts also derive much of their energy and quality of life from these external stimuli and from exchanges with other people.
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Key idea










Different brain structures are the cause of the difference between extroverts and introverts. Extroverts place greater value on external impressions, while introverts place greater value on intense inner processes.
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Extroverts like activity and initiative; many extroverts are enthusiastic travellers and love variety. They are generally sportier and have more contacts and more sexual partners than introverts (see Cain, 2011, p. 231). Introverts become engaged without these external stimuli. Their activities are different from their extrovert counterparts as they are more reflective. Even an apparently inactive person can be operating at full speed inside. The result of this difference is that introverts are more easily overstimulated than extroverts.


Introverts value and need quiet periods for themselves – quite literally. Not too loud, not too bright, preferably without anyone else, at most with very few people. They derive their energy from periods of low stimulation without company. Extroverts can also behave like this after stressful periods. However, introverts are inherently dependent on this need to escape and quietly recharge their batteries.


Hypersensitivity is closely associated with this. Hypersensitive people are also easily overstimulated – and although the majority of them are introverts, American psychologist Elaine Aron (1999) concludes that 30 per cent of extroverts are also hypersensitive.


Space doesn’t permit a close look at this here, but what is certain is that overstimulation can be a problem for both introverts and the hypersensitive.


The second difference between extroverts and introverts is that extroverts like to take a chance and while introverts prefer to play it safe.


This can also be attributed to neurobiologically measurable differences. In the brains of introverts and extroverts, different parts of the neural emotional centre are active. Introverts have a more sensitive anxiety centre, while extroverts react more strongly to the prospect of reward. The concentrations of the different neurotransmitters also vary. Introverts have a higher level of acetylcholine, which is responsible for concentration, memory, learning and assessing.4 Extroverts on the other hand have a higher level of dopamine in their brains. This neurotransmitter promotes exercise, curiosity, the search for variety and striving for reward and exciting activities.
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Key idea










‘No risk – no fun!’ or ‘Safety first!’ The biological differences between extroverts and introverts mean that they also need different experiences to make them happy.
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This small difference has definite consequences for the personal inclinations of introverts and extroverts. Introverts prefer to distance themselves, need space to process their impressions and also have a strong self-preservation instinct. Acetylcholine especially ensures a relatively high need for safety. Introverts actually have fewer accidents and are more alert than average. Extroverts on the other hand value variety and activities which promise a reward. Dopamine means that extroverts accept challenges, take risks and sometimes even put themselves in danger to reach their desired reward. The need for stimulating variety and rewards is so strong that some extroverts will put relationships or possessions on the line that are actually really precious to them. Extroverts certainly have a bigger social and professional network but they are more inclined to put long-term partnerships at risk by engaging in other sexual relationships; they also have more of a tendency to gamble and even commit more crimes.5


Our choice of clothes is a clear example of how we express our tendency towards safety or risk. After all, we choose them to reflect our personalities. According to fashion expert Susanne Ackstaller, there are definite differences between introverts and extroverts.
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Your appearance shows what sort of person you are










Susanne Ackstaller, texter and blogger


When it comes to questions of fashion and style, reality in fact matches our expectations. Introverts tend to dress in a classical, simple style, choose subdued colours and patterns and use make-up discreetly. But extroverts go the whole hog. They dress to impress, their business outfits are pepped up with striking accessories and instead of lip gloss they wear bright red lipstick. As for brand names, introverts prefer Jil Sander while extroverts are more likely to choose Escada.
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Although I have certainly seen introverts with really wild shoes, the basic idea seems valid!


The impressive thing about extroverts is their capacity for enthusiasm and delight: this may range from deep longing to euphoria. These positive feelings are also a consequence of the high dopamine concentration in the brain and the very active nucleus accumbens (see later in this chapter). Enthusiasm and euphoria are reactions when something important has been achieved or an attractive target has been reached, resulting in a kind of reward doping in the brain.6 Introverts rarely tend towards exuberant feelings such as extreme excitement or wild joy. For those extroverts looking on pityingly, this does not in any way mean that their quality of life is any lower. It is just different. For example: where an extrovert might light a firework, an introvert will warm up in front of a coal fire.
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Key idea










Where an extrovert enthusiastically lights a firework, an introvert warms up contentedly in front of a coal fire.


[image: image]


The flip side is that if there is no stimulus from the outside world, boredom and tedium can set in more quickly for an extrovert than for an introvert. This can lead to the under-stimulated extrovert taking unnecessary or excessive risks and suffering harm in order to reach a dopamine high – and other people usually suffer along the way. Overestimating yourself and behaving in a socially damaging way are also believed to be dopamine side-effects. Criminal behaviour or devastating financial crises are two key effects which give you an idea of the range of possible risks.


But the introvert’s neurotransmitter, acetylcholine, also has its disadvantages: caution, reflection and evaluation, which are encouraged by this neurotransmitter, often lead introverts to delay or to forget to act. Many brilliant ideas remain unrealized because the introvert brain baulks at the risk of putting ideas into action or has too many doubts.


Biological differences and their consequences: overview
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Introverted: inward-looking
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Extrovert: outgoing








	Higher inner activity level, relatively high sensitivity to stimuli, little need for external impulses for energy or quality of life

	Higher outer activity level, relatively low sensitivity to stimuli, more need for external impulses for energy or quality of life






	Greater need for safety

	Greater need for reward







Strengths – and hurdles


Now that you know something about the differences between introverts and extroverts, one question suggests itself: exactly what use is this knowledge? This question is both justified and important. The answers are the key to leading a ‘natural’ life where we value and benefit from the differences between introverts and extroverts in all areas.


Neither introverts nor extroverts are ‘better’ people. They are just plain different in what they can do well and what stresses or challenges them. This means that an extrovert approaches a goal or network-building differently from an introvert, whether that be taking a specific career step or even just organizing an everyday routine.
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Introverts and extroverts are not the same – but they are worth the same, and they can each enjoy success in their own right.
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The differences make introverts particularly strong in certain areas and extroverts in others. But they also bring with them certain hurdles and specific needs and difficulties. In this section you will become familiar with ten typical strengths and ten typical hurdles. You will also get a first glimpse of how introverts and extroverts sometimes perceive each other in terms of their strengths and hurdles. Anything ‘different’ is not always attractive, even if it is actually a strength. First of all, there are two important points which you should bear in mind as you read on.


1   The following two lists detailing strengths and hurdles are neither exhaustive nor are they intended to offer a complete psychological profile of introvert and extrovert personalities. They include characteristics which can be important for interpersonal communication. In other words, they provide a basis for getting along with both introverts and extroverts in your professional and private everyday life. And yes, you can also learn something about your own ability to communicate with the outside world.


2   In real life, there is no neat division between introvert and extrovert characteristics. First of all, we are all a mixture of introvert and extrovert. Secondly, there are no exclusive rights to strengths and hurdles. However, trends can be observed – such as the way very many introverts enjoy writing, an introspective activity which fosters an inner discussion on content. Conversely, many extroverts will prefer talking to writing because it is quicker, more direct and spontaneous and allows direct contact with other human beings. Nevertheless, there are of course excellent extrovert authors and excellent introvert speakers. Just not quite so often …


Now to the characteristics themselves. For clarity you will find them paired side by side as introvert and extrovert characteristics in two summary lists (strengths and hurdles) with a brief explanation. As you read on, you will be able to glance back at the lists.


You will also be encouraged to ask yourself questions as you read.
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Strengths and hurdles










Q. What strengths and hurdles do you observe in yourself?


This question will be revisited at the end of this chapter – with space for your notes.
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Introvert and extrovert strengths


Strength pair 1: caution and courage






	Many introverts tend to be cautious, i.e. they have an ability to perceive and weigh up risks. The cautious avoid risks that cannot be calculated and where the outcome is uncertain.

	Many extroverts are bold. They are prepared to take risks to achieve an attractive goal. They prefer to take a gamble rather than hang around.







The high concentration of acetylcholine (for safety) in introvert brains and dopamine (for reward) in extrovert brains is the biological basis for caution or boldness. The two strengths directly correspond with the concentrations of these neurotransmitters, assisted by the different activities in the anxiety centre (amygdala, more active in introverts) and the reward centre (nucleus accumbens, more active in extroverts).7


Many introverts are for this reason consistent, plan ahead and think carefully before acting. This is advantageous in stress-free periods when it’s not necessary to fight. Caution is also an important early warning system when handling risks that creep up on you – dangers that do not make their presence felt immediately, but can have enormous effects in the long term. Examples here are climate change, global distribution of resources, food quality and data security.


On the other hand, boldness causes many extroverts to act decisively and energetically, even to the extent of taking a risk with regards to comfort or safety if it seems necessary. They take a chance or gamble with money or relationships if it seems important for their purpose. Avoiding pain is less important for them, with their lower sensitivity, than for introverts who tend to be sensitive to stimuli. Extrovert boldness can be useful for example in uncertain, dangerous times when it is necessary to open up new territory and find new resources.


Consequences for communication: Cautious people communicate carefully the information they want to pass on. They are discreet and use what they have seen and heard to gauge correct the words and behaviour to use as best they can. They are often diplomatic.


Bold people break out of accepted rituals and shake things up. They dare to speak out and fight for a cause. They take a chance on the consequences, which may not always be good for their relationships.


Cautious people prefer to avoid pain, risk and difficulty more than bold people. In exchange with others, the cautious may easily mistake bold for reckless. And to bold people, cautious people can appear to be scaredy-cats or at least doubting Thomases.


Strength pair 2: substance and enthusiasm






	Introverts are always busy processing their impressions by comparing, filtering and evaluating. This is the basis of substance: when an introvert says something, it often has a specific significance, depth or quality

	Extroverts are often inspired and enthused by impressions. They can become euphoric and carry others along in their enthusiasm.







People with substance strive to extrapolate a deeper dimension to subjects, events or questions. The preferred inner activity of introverts is the consideration, evaluation and comparison of information, and is a good basis for exploring issues indepth.


As an introvert, a compelling reason for wanting to be an extrovert is their enthusiasm, which can sometimes escalate to euphoria. The introvert neurotransmitter acetylcholine is less conducive to this heady emotion – the extrovert neurotransmitter dopamine is much more so! Extroverts are more likely than introverts to become enthusiasts who infect others with their energy and may spur them into action.


Consequences for communication: You will have realized by now that one of the main reasons why many introverts have an aversion to small talk is that they find it too shallow. Even though an introvert may be fully aware that small talk is predominantly a means of building up basic trust and good relationships, it provides too little stimulation for the abundant inner life of a typical introvert. On the other hand, most introverts very much appreciate a conversation with depth. In such a conversation their strength of ‘substantial thinking’ can be indulged. Sophia Dembling (2012, p. 26f) mentions another reason for cherishing true conversation:




Studies show that a deep conversation with an argument about the content is better than small talk for a sense of wellbeing; small talk merely serves as reassurance of the relationship level but it is rather threadbare in terms of subject matter.


But extroverts bring a glow to communication. They can create inspiring, amusing and motivating moments by infecting others with their pleasure in their surroundings, in new ideas and in interesting activities. That often makes them irresistible.


Those who prefer substance may easily consider enthusiastic people superficial or over-emotional. Enthusiasts often consider people of substance dull or cold. In their view, any emotional sparkle is missing.





Strength pair 3: concentration and flexibility






	Introverts seem to find it easy to focus intensely and pour their energy into the matter in hand.

	Flexible extroverts find it easy to adjust their thinking and actions or react quickly to new situations.







Introverts like getting to the bottom of things and going the extra mile. If they can avoid overstimulation and sudden interruptions, they will work on a project for hours. They best use their energy by focusing on what they consider to be meaningful (see Strength pair 2). This can produce astounding results, especially in combination with their perseverance (see Strength pair 8). Almost all successful scientists and inventors have strong powers of concentration.


But extroverts have flexibility on their side. They not only tolerate but even value a variety of outside stimuli, so it does not matter to them if their everyday life is fast moving, taking surprising twists and turns or entailing unexpected appointments and tasks. This agility allows them to be less sensitive to interruptions than introverts. What is more, extroverts draw energy from flexibility, as this supplies additional stimulation.


Consequences for communication: In exchanges with others, introverts are able to give all their attention to their counterparts. This is probably the most valuable currency in human communication (apart from trust) and can lend an introvert a very intense presence. Introverts are especially convincing when they show how thoroughly they know their subject and can deal with questions and comments – even in public situations such as lectures or discussions.


With nimble-footed agility, extroverts are able to lend a conversation wit and pace. They can change tack effortlessly and spontaneously and include new information in their thought processes. This is particularly useful in negotiations and wherever improvisation is needed; an extrovert will make reference to something someone else has said or something that has happened in the interim. For extroverts, written drafts are often a bit like trampolines: they bounce off them in whichever direction takes their fancy.


Focused people who like to concentrate tend to consider flexible people inconsistent, unreliable or vague. Flexible people sometimes find focused people inflexible, fixated or boring.


Strength pair 4: listening and presenting






	Many introverts filter out important information from what they see or hear in dealings with others, managing to extrapolate points of view and requirements.

	Many extroverts are especially successful in putting forward their own position and presenting themselves as skilful, assertive and effective.







With their capacity for putting themselves and their position forward, extroverts are good advocates for their own point of view and requirements. This is especially true if they are good speakers (Strength pair 9). Because they are less sensitive to external stimuli, extroverts often appear more ‘cool’, i.e. more relaxed and laid-back, than easily overstimulated introverts. That gives them another advantage in (self-) presentation, as they radiate power and authority.


While many introverts are masters of the underestimated craft of genuine listening, extroverts are able to find the right words and deliver them. If necessary, they can usually do this very quickly as well!


It is worth mentioning one particular type of listening here: most introverts are particularly practised in listening to and observing themselves. They use this ‘self-monitoring’ to adjust to the social demands of specific situations.8


Consequences for communication: Many introverts actually listen and observe well. They are experts in processing and absorbing the resulting information. They can filter out important messages from the material gathered through their eyes and ears to feed into further dialogue. Like concentration, listening gives the impression to the communication partner that the other person is extremely approachable and highly attentive. Many introverts follow up to get more detail and ask for explanations, referring to what they have just heard. This usually has a very positive effect. Introverts also often recognize subtleties or nuances in what they hear or observe, and notice unvoiced conflicts between those present or a sudden change in mood or atmosphere. This can be invaluable when diplomacy and tact are needed.


The strength of extroverts relates to the other part of this communication. Extroverts often manage to convey meaning confidently and convincingly and are energetic advocates. They are also quick to include what they have just heard in new strategies, particularly by drawing on their great flexibility (see Strength pair 2).


A good listener may consider such a ‘speaker’ type as egocentric or lacking in substance. A good speaker may consider a ‘listener’ type as passive or lacking in momentum. But don’t forget that extroverts need stronger stimuli than introverts to be able to listen well – introvert masters in this field should take that into account (see Cain, 2011, p. 235)!


Strength pair 5: calm and speed






	Inner calm in introverts leads in the best cases to concentration, relaxation and clarity.

	For extroverts, speed in the best case leads to speedy action without lengthy consideration.







For introverts, outer calm is important, as it ensures protection against the risk of overstimulation. But calm is not just an aid – it is also a strength. If you manage to achieve inner calm – as introverts frequently do by avoiding overstimulation – you will gain several advantages. The main positive consequences are the ability to differentiate between important and insignificant stimuli, a feeling of inner peace, better concentration and therefore greater performance capabilities, consequences which can be measured in people who meditate regularly.


Quiet people are often perceived by those who are less calm as docile – but also as considerate if they have an ability to listen (Strength pair 4) or empathize (Strength pair 10).


Extroverts have another trump card up their sleeve: compared to introverts, they have shorter neural pathways in their brains and are more resilient to high doses of stimulation, so they are able to react quickly to external stimuli. In risky or dangerous situations, this inbuilt reflex which causes extroverts to act quickly can be a crucial coping mechanism.


Consequences for communication: A calm communication partner is less aggressive and has greater powers of concentration. Such people also have particular advantages in negotiations or conflicts because they do not rush around frantically but deal with one thing at a time, understanding how to make use of the power of a pause or of silence. In the hustle of our times that is a great, rare and beneficial asset.


Extroverts are able to convert new information and ideas quickly into speech and action in delicate situations such as disputes and in difficult negotiations. As they are generally more prepared to take a risk than introverts, they are less likely to hesitate – although there is of course a greater risk of misjudging such situations.


Quiet people sometimes find fast communicators frenzied and exhausting. Quick people think that quiet communicators may be lacking in drive, or that they are arrogant or unimaginative.


Strength pair 6: analytical thinking and drive






	Introverts with their tendency towards analytical thinking can break down difficult interrelationships, give structure to complicated tasks and plan systematically.

	Energetic extroverts act whenever they consider it necessary. Once an action has been identified they want to implement it straight away and bring about changes in their environment or among their colleagues.







Introverts are different from extroverts in that their mental processes are running continually. They also like to organize their lives to be predictable. Manageable structures and careful planning help them relax, as surprises are tiring, cost energy and easily lead to overstimulation and loss of energy. This lifelong practice provides many of them with a crucial strength: the capacity to think along organized pathways, get to grips with difficulties and save energy.


Their drive is perhaps the main indication of the ‘outward strength’ that many extroverts have in abundance. Many extroverts are known as ‘doers’, pragmatists who tackle things courageously and implement while others are still hesitating and considering. Many extroverts also like trying things out as a form of learning because they like the immediate stimulation of exchange with the environment and are less unsettled by risk than the average introvert. Like speed, an extrovert’s drive can put him on top form in crisis situations, but involves more risks in the event of failure.


Consequences for communication: The analytical thinking of introverts means it is easy for them to come back to the main thrust of an argument and can therefore lend structure to a discussion and ensure results. Introverts feel secure when they have preparatory information available in difficult situations. That information may be the agenda for a meeting, received by email in advance – or even a visit to the room where an important presentation is to be held. If it is possible to avoid surprises and to be able to plan procedures and develop ideas in peace, introverts with their analytical thinking are at their best because they can then invest more energy in the actual communication.


Extroverts with their drive generally have the upper hand where the need in communication is to get things done. It is often they who deal boldly with projects, insist on actual decisions in meetings and speak with a refreshing bluntness in plain terms to bring considered and planned matters to the implementation stage.


People with drive sometimes consider analysers to be worriers or ‘eggheads’. On the other hand, strong analytical personalities often see the behaviour of ‘go-getters’ as being that of a ‘bull in a China shop’ or frantic histrionics.


Strength pair 7: independence and emotional warmth






	Many introverts like being independent and not too dependent on others. They like to live according to their own principles. They are happy to be on their own.

	Many extroverts like working in a team and to be in the company of others. They like to provide and receive positive feedback.







Extroverts are like wind turbines in that they need interaction with their environment. Feedback from their surroundings is usually important. They also like to give something in return in the form of affection for those whose company they value. When extroverts sense the esteem of the team members, they will invest energy in the success of the group and feel generally happy, as will those around them. That has a positive effect on any team. They ‘throw themselves into any campaign in which they are involved’.9


Introverts are similar to batteries, less dependent on feedback from their environment. They are also less receptive to rewards than extroverts. In many cases this independence enables them to distance themselves from the opinions and attitudes of others. Provided they have reached a certain maturity, they are also less likely to focus on themselves, their own impact and their own needs. This distancing effect allows introverts to think ‘outside of the box’ and produce a notable performance. This strength may mean that they can be surprisingly non-conformist and can be liable to question things which appear to be self-evident. Independence can make even cautious introverts into rule breakers who can set off a quiet revolution. One example of this was the great introvert Mahatma Gandhi, who achieved Indian independence by passive resistance. Another example is the quiet Black American Rosa Parks, who in 1955 refused to give up her seat on the bus to a White during segregation – and sparked off the African-American civil rights movement.
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