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Chapter 3

Focusing Multiple Lenses of Type

We have found different lenses that are compatible with the four-letter code that de-
rives from the MBTI® instrument. When we use these lenses together we have a much
better chance of being accurate with best-fit type and also of providing our clients with
more information than we could if we used the MBTI® instrument alone.

Adapted from Linda V. Berens and Victoria Roberts in Career Planning and Adult
Development Network Journal, Vol. 19

GAME PLAN
In this section we will:
Set the Scene
Describe the Cognitive Processes: the eight Jungian function-attitudes

Describe the Hierarchy of Function-attitudes: the pattern for each function-attitude in the
hierarchy

Describe the Temperament Lens

Describe the Interaction Style Lens
Review other Developmental Factors that can affect type development

When most people discuss psychological type, they tend to refer to only the four-letter code origi-
nating from the assessment tool the Myers Briggs Type Indicator (MBTT).

In fact there are two additional lenses associated with type originating from the theories of Carl
Jung and two lenses that are associated with complementary, yet separate theories of personality. By
viewing behaviour through these multiple lenses we obtain greater insight into type choice.
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The lenses are:

e Functions - Attitudes

o Hierarchy of Functions
e Temperament

o Interaction Style

We will be reviewing these lenses briefly in the introduction, and then referring to them in more
detail during the text.

Visual One: Lenses of Type

Temperament
Why?

Interaction Style
How?

Type Code
E/l S/N
T/F J/P

Hierarchy
of Functions
When?

Function-Attitude
What?
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1. FUNCTION-ATTITUDES LENS

Katherine Briggs and Isabel Briggs Myers developed their assessment tool to try to obtain simpler
access to Jung’s theory of functions and attitudes. Unfortunately, over time, the MBTI" has often
been substituted for Jung’s original work.

Carl Jung’s work covered an impressive array of subjects, but the theory that we will refer to for
this book comes from his research and conclusions based around “typical habits of the mind” - similar
patterns of behaviour that explained how individuals take in (perceive) information and make deci-
sions (judge). The MBTT" is used as shorthand for the types of data different individuals gravitate

toward and the varying criteria each person uses to make decisions.

TIMEOUT!
Psychological type can be defined as an inbuilt pattern of information-gathering @

and decision-making processes.

Type helps us to understand What data we perceive and What criteria we use to
make sense of our world.

Type represents the cognitive lens: how we think about things.

Cognitive Processes

Cognitive Processes are the specific ways in which individuals pay attendion to and make decisions
about information. Jung believed that our time is spent ecither gathering information (Perceiving)
and/or making decisions (Judging). He defined the two Perceiving cognitive processes as Sensing
and Intuiting and the two Judging cognitive processes as Thinking and Feeling.

There are two Function-Attitudes associated with each cognitive process:
o For Sensing: Extraverted Sensing (Se) and Introverted Sensing (Si)
o For Intuiting: Extraverted Intuiting (Ne) and Introverted Intuiting (Ni)

o For Thinking: Extraverted Thinking (Te) and Introverted Thinking (T1)
o For Feeling: Extraverted Feeling (Fe) and Introverted Feeling (Fi)

For easier comprehension when working with clients, we defined one word to capture the essence
of that function-attitude. No one word can capture the complete complexity of the process, however
it can aid memory and practical application of the theory.
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Information Gathering: Perceiving

Extraverted Sensing (Se) Experiencing

LET'S SPLIT THE DIFFERENCE

Decision Making: Judging

Extraverted Thinking (Te) Systematizing

Introverted Sensing (Si) Recalling

Introverted Thinking (Ti) Analyzing

Extraverted Intuiting (Ne) Brainstorming

Extraverted Feeling (Fe) Harmonizing

Introverted Intuiting (Ni) Visioning

Introverted Feeling (Fi) Valuing

Visual Two: Function-Attitudes
The following diagram depicts these relationships:

Function: Gathering Information

(Perceiving)

Sensing

RN

Se Si
Experiencing Recalling

iNtuiting

7N\

Ne Ni
Brainstorming Visioning

Function: Decision Making

(Judging)

Thinking

7O\

Te Ti
Systematizing Analyzing

Feeling

7\

Fe Fi
Harmonizing Valuing
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TIMEOUT!

e The way that each individual reacts to any given situation is often the result of a
complex interaction between multiple function-attitudes.

* Rather like a pinball machine, an individual may bounce from using one function-
attitude to another quickly depending on the situation and his/her comfort with each.

Information Gathering Function-Attitudes (Perceiving)

TIME OUT!

* Jung believed that we each have a preference for one function-attitude to gather
information and one function-attitude to make decisions.

* He used the word preference to describe how a function-attitude is easier to use,
takes less energy, is more natural and as a result, more consistently used.

* However, he also recognized that every individual potentially has access to all eight
function-attitudes to a greater or lesser extent.

There are four ways of gathering information from which to make decisions. Every individual can
use all four ways, however some are easier for us to use than others, take less conscious thought and
require less energy.

Experiencing (Se): This function-attitude is defined as being drawn outward for the immedi-
Extraverted Sensing ate, acute uptake and exploration of sensory data from the external world
through senses such as sight, sound, touch, taste, and smell.

Recalling (Si): This function-attitude is defined as pulling inward to recall past experiences
Introverted Sensing and compare the present information to an historical data bank of stored
sensory data and internal thoughts, feelings, sensations and memories.

Brainstorming (Ne): This function-attitude is defined as being drawn to the outer world for the
Extraverted unrestrained exploration and interpretation of new ideas, patterns and pos-
Intuiting sibilities that are not inherently obvious.

Visioning (Ni): This function-attitude is defined as pulling inward for the unconscious corre-
Introverted Intuiting lation of conceptual ideas, possibilities and symbols that enter consciousness
as a whole system or idea.
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Let’s share below an overview of each information gathering function-attitude as it may appear

when it is preferred.

Characteristics

Concrete or
Abstract Language

Description

Time Orientation

(credit to Interstrength
Associates Facilitators
Guide)

Characteristics

Concrete or
Abstract Language

Description

Time Orientation

(credit to Interstrength
Associates Facilitator’s
Guide)

Experiencing (Se)
Extraverted Sensing

Concrete
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Recalling (Si)
Introverted Sensing

Concrete

e Gathering concrete data in
the here and now

® Seeing options in the
moment

¢ Reading sight, sound, smell,
taste and body language
cues immediately

e Gathering sensory data and
using it to compare and
contrast with past sensory
experiences

¢ Past data can be viewed
almost like a videotape

e Know what's real

Present:
What is here and now?

Past:
What was?

Brainstorming (Ne)
Extraverted iNtuiting

Abstract

Visioning (Ni)
Introverted iNtuiting

Abstract

* Implying patterns and mean-
ings from current information

¢ Reading between the lines to
what is not obvious

¢ Think out loud hypothesizing
and exploring possibilities

e Data assimilated un-
consciously comes into
consciousness as a complete
picture

¢ Needs time to incubate
before the idea is clear

e Associated with “ahas” and
shower solutions

Unlimited:
What could be?

Future:
What will be
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Characteristics

Work Signals

Advantages at work

Possible Challenges

Characteristics

Work Signals

Advantages at work

Possible Challenges

Experiencing (Se)
Extraverted Sensing

Jumping into action
¢ Reading and commenting
on minute changes in body
language

Recalling (Si)
Introverted Sensing

® Appearing more cautious as
data is processed

¢ Talk about what worked and
didn’t work in the past

e Alert to small changes in the
environment

* Able to seize opportunities

® Protector of group memory

® Prevent the reinvention of
the wheel and repeating the
same mistakes

e May jump in too quickly
without the big picture

¢ May constantly seek new
sensory stimuli when bored

® May struggle when begin-
ning new tasks or projects
for which they have no
experience

* May appear negative as they
talk about what cannot be
done

Brainstorming (Ne)
Extraverted iNtuiting

Appearing positive and
upbeat about possibilities
e Constantly suggesting
“What if? What if?”

Visioning (Ni)
Introverted iNtuiting

e Appearing to step back
before suggesting the total
idea or solution

e Will say things such as “l just
know”

e Stimulator of new ideas and
possibilities

® Energy can help achieve
breakthroughs

e |nitiator of innovative
solutions

¢ Able to simplify the complex

¢ May be reluctant to settle
on one solution as multiple
possibilities emerge

¢ May seek continual change

* May be reluctant to accept
other’s viewpoints

¢ Waiting for the solution to
come to mind could delay
projects
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EXERCISE 2: YOUR INFORMATION GATHERING FUNCTION-ATTITUDES
Looking at the descriptions of the function-attitudes:

e Which information gathering function-attitude did you most identify with and Why?
Experiencing (Se), Recalling (Si), Brainstorming (Ne), or Visioning (Ni)?

e Which information gathering function-attitude did you least identify with and Why?
Experiencing (Se), Recalling (Si), Brainstorming (Ne), or Visioning (Ni)?

TRY IT ON!

Which information gathering function-attitude did you most identify with and why?

Which information gathering function-attitude did you least identify with and why?
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Decision Making Function-Attitudes (Judging)

There are four ways of making decisions from the information gathered. Every individual can use all
four ways, however some are easier for us to use than others, take less conscious thought and require

less energy.

Systematizing (Te): This function-attitude is defined as making decisions using logical, objective
Extraverted criteria to structure the external world in the most efficient way to achieve the
Thinking end goal. The output can appear as a structured plan.

Analyzing (Ti): This function-attitude is defined as making decisions where the information
Introverted Thinking gathered is categorized and evaluated against a model using internal logical
criteria. The output can appear as a new frame of reference.

Harmonizing (Fe): This function-attitude is defined as making decisions using subjective criteria
Extraverted Feeling to optimize interpersonal harmony considering what is appropriate. The out-
put can appear as a supportive environment.

Valuing (Fi): This function-attitude is defined as making decisions based on subjective
Introverted Feeling internal values and a belief system to validate individual differences. The
output can appear as a fair and unbiased environment.

Characteristics Systematizing (Te) Analyzing Ti

Extraverted Thinking Introverted Thinking

Objective or Objective Objective

Subjective

Description * Making decisions using * Making decisions where
logical criteria to sequence information gathered is
and organize resources to evaluated and sorted against
achieve goals in the external an internal mental model
world ¢ Analyzing data for what is
¢ Using causal- effect logic logical
Work Signals e Push for closure ¢ Comfortable with gathering
¢ Clear boundaries in actions: new data
who is responsible for what ¢ Using questioning of ideas

and when and data to clarify logic
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Characteristics

Harmonizing (Fe)

Extraverted Feeling

Objective or
Subjective

Subjective

Valuing (Fi)
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Introverted Feeling

Subjective

Description .

Making decisions using
subjective criteria to opti-
mize interpersonal harmony
and achieve consensus

Understanding what is
appropriate in a situation

¢ Making decisions based on
subjective values and an
internal beliefs system to be
tolerant of differences

e Comprehending what is fair
in a situation

Work Signals J

Push for closure
Demonstrate warmth and
openness creating a safe
inclusive environment

* Flexible and adaptable

* Appear easy going and listen
to and value diverse points
of view

Characteristics

Systematizing (Te)

Extraverted Thinking

Advantages at work

Organised and able to plan
and prioritise work output

Assertive and to the point

Analyzing Ti
Introverted Thinking

e Able to disengage and ask
questions to clarify logicin a
given situation

¢ Ability to repackage and re-
frame models and thoughts

Possible Challenges o

May push for closure too
quickly and want to control
too many decisions

May appear too rigid or
blunt

* May be difficult to change
their mind - “Not Invented
Here"” syndrome — want to
win in debate

¢ Internal decisions may be
difficult to quantify

Aim is to °

Accomplish goals in a
structured manner

* Improve a system or theory
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Characteristics Harmonizing (Fe) Valuing (Fi)
Extraverted Feeling Introverted Feeling

Advantages at work Able to recognise group e Act as the conscience of the
dynamics & ensure all team group
members are involved in e Tolerant and supportive of
decisions individual differences — work
* Build bridges between team well with all types
members
Possible Challenges ® May show all the emotions e When values are crossed
on face and in their body may appear stubborn
language: sudden outbursts e May lose enthusiasm for
of emotion work when values are
¢ Find it hard to function disappointed
when there is severe conflict
present
Aim is to ¢ Make everyone comfortable e Achieve alignment between
and achieve consensus external world and internal
beliefs

EXERCISE 3: YOUR DECISION MAKING FUNCTION-ATTITUDES
Looking at the descriptions of the function-attitudes:

* Which decision making function-attitude did you most identify with and Why?
Systematizing (Te), Analyzing (Ti), Harmonizing (Fe) or Valuing (Fi)?

e Which decision making function-attitude did you least identify with and Why? Systematizing
(Te), Analyzing (Ti), Harmonizing (Fe) or Valuing (Fi)?
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TRY IT ON!

Which decision making function-attitude did you most identify with and why?

Which decision making function-attitude did you least identify with and why?

3.1 If you want to learn more about Function-Attitudes please refer to the Resource Guide in the appendix.

The Hierarchy of Function-Attitudes: Conscious

The Hierarchy of function-attitudes provides an explanation of which cognitive processes each indi-
vidual type tends to use, and to what degree of ease they are used. As all individuals can potentially
access all eight function-attitudes, each type code is a short hand for the hierarchy of function-
attitudes for that specific type.
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TIME OUT!
Each function-attitude can look a little different depending on where it fits in our
hierarchy.

Much of the work that has been done on the hierarchy of function-attitudes has
been completed by John Beebe.

He has developed a model of archetypes which show how the function-attitudes are
expressed in an individual psyche.

The function-attitudes are carried into consciousness on the back of the archetypes.

Our top four function-attitudes tend to be more in our conscious control, the bottom four
more unconscious.

Here is a brief description of the “flavour” that each function-attitude might have depending
on its location. (For an overview of the hierarchy of function-attitudes for all 16 types, please go to

Appendix Two.)

FOUL!
Please note that the words First, Second etc. do not indicate their strength, they

simply describe the sequence in which you tend to naturally develop each of the
top four function-attitudes.

Visual Three: The Hierarchy of Function-Attitudes: Conscious

First / Adult

Second / Parent Third / Child

-~
M

Fourth / Balancing
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First Function (Adult)
+ Leading
- Dominating

Second Function-
(Parent)

+ Supporting
- Overprotective

Third Function (Child)
+ Relief
- Unsettling

Fourth Function
(Balancing)

+ Aspirational

- Projective

TIME OUT

* The words under each function-attitude (originating from Linda Berens) provide

brief descriptors for the positive and possible negative associations with each
archetype.

Each archetype can have both positive and negative influences on the personality.
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Conscious Function-Attitudes

This is your most reliable, dependable and best-developed function-attitude.
This is like your preferred hand: effortless to use, smooth, quick and easy. We
also call this your Adult or Hero Function because it develops first and naturally
comes to the forefront in a controlled manner. This is the function-attitude
that we tend to lead with and with whose use we are the most effective.

This function-attitude is still relatively easy to access, but tends to develop a
little later. It is not as consistently or reliably available as your Adult Function,
but serves to support it. For instance, if your first function-attitude is a
Perceiving process (Se, Si, Ne, Ni,) your second function-attitude will be a
Judging process (Te, Ti, Fe, Fi) and vice versa. For this reason we call it the
Parent function because it “looks after” the Adult function. For instance: an
individual with preferences for ESTJ will use Systematizing (Te) as his/her
Adult function to make rapid decisions, will rely on Recalling (Si) as a Parent
function to ensure the decisions are grounded in reality.

This function-attitude is generally more difficult to access when we are younger
and somewhat inconsistent when used. We will call this your Child function
because, when used, we tend to see a less developed, more playful manifesta-
tion of behaviour, which means that on a good day it appears fun and helps
you reenergize, but on a bad day it can appear more awkward. When using this
function-attitude there is a perception of highs and lows.

This function-attitude plays a critical role in individual development. The Adult
and Balancing functions can act as the “spine” of your personality. John Beebe
named this the Axis of Integrity. If you develop a skilful use of this function-
attitude, it can provide resilience and grounding to your behaviour. If this
function-attitude does not develop, when you try to use it, it may appear
"distorted” or “larger than life.” A Fourth function appearing in stress mode
appears more uncontrolled and “jagged.” The Fourth function represents the
link between your conscious personality and your shadow function-attitudes.

3.1 Adapted from John Beebe's type and archetype model: for more references on this model see the resource guide in
the appendix.

3.2 If you want to review more about the archetypes and the one-word descriptors please refer to the Resource Guide in
the appendix.
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Visual Four: The Hierarchy of Function-Attitudes: Unconscious

Fifth / Opposing

Sixth / Critical Parent

[ Seventh / Trickster

|
J l

Eighth / Demonic

Conscious Function-Attitudes

Fifth Function-
(Opposing)

- Opposing

+ Back up

Sixth Function-
attitude (Critical
Parent)

- Critical parent
+ Discovery

Seventh Function-
(Trickster)

- Deceiving
+ Comedic

This function-attitude provides the anchor to your shadow side. When you
have to use this function-attitude, or it is “hooked” in some way, then we tend
to use our four shadow side function-attitudes and appear unlike our normal
self. This function-attitude can appear in an oppositional perspective: passive
or aggressive. It speaks the same language as the adult but with the opposite
approach. This is where we tend to demonstrate stubbornness. When devel-
oped this can provide depth to our Adult function.

This function-attitude tends to emerge under stress, and discourages and
casts doubts. It can sound like a voice inside highlighting the negative. This
voice can sound authoritarian and arbitrary. It criticizes, condemns, immobi-
lizes and demoralizes. When developed this function-attitude can provide a
profound sense of wisdom.

This function-attitude plays the role of the rebellious mischievous child. The
Trickster tends to put either you or another person in a double bind: two con-
tradictory statements that have no positive resolution. If this function-attitude
is developed it can help us overcome unreasonable obstacles and survive the
Child function. It helps you get what you want in an untraditional way.

29
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Eight Function This function-attitude represents the most destructive and undermining as-
(Demonic) pects of our personality both to ourselves and to others. It tends to cause
- Devilish regrets later by creating confusion and disrupting trust. This can be the most

+ Transformative rejected aspect of personality but the one that can bring enormous growth.

Hierarchy of Function-Attitudes: Summary

EXERCISE 4: YOUR HIERARCHY OF FUNCTION-ATTITUDES
* Map your hierarchy of function-attitudes (see appendix two for your type)
* Consider how each archetype might “colour” each function-attitude

Try It On!

Function-Attitude Archetype What this might mean to me

Adult ¢ Easiest to use: auto focus/
home base

¢ Things we know that we have
not been taught

e Capable of doing things in
an outstanding way

e Brings with it high energy

¢ Have high ego if Adult func-
tion is strong

e Have to "turn it down” to let
others develop

* We use this process to take
care of our ambitions and
goals.
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Function-Attitude

Parent

Balancing

31

Archetype

What this might mean to me

¢ In Service Of - takes care of
the Adult function

¢ Guides the Adult in a non-
obvious way

® Supportive, shepherding,
helpful and nurturing

e Focus can be on the other
person

® More mature: stable parent
figure

¢ Dynamic is different for
Introverts and Extraverts

e Develops after the Adult
function

¢ Brilliant but volatile: highs
and lows

e Divine child or wounded boy
or girl

e Self-nurturing or self-
indulgent

e Lightens up the personality:
allows self to feel comfort-
able and valued

¢ Less mature — never grows
up

¢ Delusional about abilities

® Punctures pretensionsin a
light-hearted way

¢ Axis of integrity provides
stability to the personality

e Provides a bridge to the
shadow side

e Can have a sense of inferior-
ity around the function:
hence inferiority complex

® Provides maturity, balance,
passion and perseverance

e Tends to ask questions

e Can give energy and help us
to get unstuck

e Provides colour to the
unconscious
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Try It On!

Function-Attitude Archetype What this might mean to me

Opposing ¢ Anchor to shadow side

* Appears in an oppositional
perspective

¢ Can be passive, aggressive,
suspicious, seductive or
avoidant

e Starts from scarcity and fear

® Speaks same language but
with the opposite approach

¢ How we get stubborn and
argumentative

¢ Provides defence of the self
by challenging a point of
view and seizing control

Critical Parent e Emerges under stress

e Casts a spell: stops you from
what you or others are doing

e Can be authoritarian and
arbitrary

e Condemns, immobilizes and
demoralizes

¢ Discourages and casts
doubts

* Provides unhelpful criticisms
of others

* Puts a finger on weak spots
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Function-Attitude Archetype What this might mean to me

Trickster e Rebellious, mischievous child

¢ Puts you and others in a
double bind: two contradic-
tory messages provided
when stuck in a situation

® Springs the double bind but
also helps you to get out of it

e Trick or treat — Terrible Twos

* Helps you get what you want
in an untraditional way

¢ Shape shifting — mercurial/
paradoxical

e Enables us to manage the
child function

Demonic ¢ Destructive and undermining
aspects

® Operates in the shadow to
undermine ourselves and
others

e Pulls the rug out from others
e Causes regrets later

e Causes confusion and
disrupts trust

* Most rejected aspect of
personality

¢ Can bring enormous growth

2. TEMPERAMENT LENS

TIMEOUT!

* Temperament can be defined as a pattern of needs, values, talents and behaviours
that underlies our way of acting and being in the world.

* Temperament helps us to understand WHY we do what we do.

* The four temperaments are Improviser, Stabilizer, Theorist and Catalyst.

Four temperament patterns have been recognized and described for over 25 centuries and were pop-
ularized alongside psychological type by David Keirsey in his original book (written with Marilyn
Bates), “Please Understand Me” and expanded for the 21st century by Linda Berens.
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Temperament is a separate, yet complementary theory to type, which happens to relate to certain
combinations of preferences. These four temperaments map onto the type code in the following way

Improviser (SP), Stabilizer (S]), Theorist (NT) and Catalyst (NF).

FOUL!
Temperament shows up in the type code by a combination of preferences but it is

more than that. It is a separate theory that provides additional depth of perspective
to type knowledge.

Each of us views the world through our own set of lenses distorting reality to match our own
mental picture. We are all unique individuals with our own complexities and idiosyncrasies, but for
25 centuries four basic patterns have been consistently and cross-culturally recognized in the human
personality.

Temperament theory is based on four sets of themes. People with the same temperament share
the same core needs and values. This similarity does not mean that these people are all the same!
There are wide varieties, but with strong shared needs. For example, string instruments are a family

of musical instruments, but there are huge differences between a guitar and a double bass.

The four temperaments are listed below with their equivalents through history:

IMPROVISER (BERENS)
Sanguine (Hippocrates)
Hedonic (Aristotle)
Innovative (Adickes)

STABILIZER (BERENS)
Melancholic (Hippocrates)
Proprietary (Aristotle)
Traditional (Adickes)

Changeable/Salamander/Fire (Parcelsus)
Aesthetic (Spranger)

Eagle (North American Indians)
Mistaken goals: Revenge (Adler)
Dionysian (Keirsey/Bates)
Sensing/Perceiving: SP (Myers)

Artisan (Keirsey)

Industrious/Gnome/Earth (Parcelsus)
Economic (Spranger)

Mouse (North American Indians)
Mistaken goals: Service (Adler)
Epimethean (Keirsey/Bates)
Sensing/Judging: SJ (Myers)
Guardian (Keirsey)
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THEORIST (BERENS)
Phlegmatic(Hippocrates)
Dialectical (Aristotle)
Skeptical (Adickes)
Curious/Sylph/Air (Parcelsus)
Theoretic (Spranger)

Buffalo (North American Indians)
Mistaken goals: Power (Adler)
Promethean (Keirsey/Bates)
Intuiting/Thinking: NT (Myers)
Rational (Keirsey)

CATALYST (BERENS)

Choleric (Hippocrates)

Ethical (Aristotle)

Doctrinaire (Adickes)
Inspired/Nymph/Water (Parcelsus)
Religious (Spranger)]

Bear (North American Indians)
Mistaken goals: Recognition (Adler)
Apollonian (Keirsey/Bates)
Intuiting/Feeling: NF (Myers)
Idealist (Keirsey)

* Adapted from information from Linda V. Berens Ph.D. and David Keirsey Ph.D. presented in Linda V. Berens Introduction

to Temperament 3.0

A definition and overview of each temperament is provided on the following pages.

IMPROVISER

Improvisers are driven by the need to live
one day at a time, seizing the day and all
the freedom they can get. They are oppor-
tunistic, act in the moment and want to see
the immediate concrete tangible results of
their actions. Improvisers gravitate to roles
as crisis managers, problem solvers and
performers. They enjoy work that is fast-
paced and dynamic, with few “rules.” With
their present orientation, they possess
acute sensory awareness and observation
of physical clues (tactical intelligence),
which enables them to respond quickly
and tune into what other team members
want.

STABILIZER

Stabilizersare drivenbythe needtobehave
responsibly, wishing to serve and protect
those that they care about. They are the
pillars of society and need membership
and belonging within a group. Stabilizers
gravitate to roles where they are able to
build and be part of a team. They enjoy a
more structured formalized approach and
want to contribute to concrete tangible
outcomes. With their historic orientation
they are able to translate learning from
the past into current activities. Their abil-
ity to manage large amounts of sensory
data (logistical intelligence) enables them
to organize and institute repeatable
processes.
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THEORIST

Theorists are driven by the need to be
knowledgeable and competent in all of
theirendeavours. They seek to understand
the operating principles of the universe
around them in order to create their own
destiny. Theorists gravitate to roles that
allow them autonomy and independence
and call for use of their strategic vision-
ing and critical thinking skills. They like
designing and analyzing new abstract ap-
proaches to problems and systems. With
their infinite time orientation and big pic-
ture thinking (strategic intelligence), they
are able to provide clearly articulated
frameworks and models to improve team
performance.

CATALYST

Catalysts are driven by the need to be
unique and develop potential in them-
selves and others. They are soul-searchers
who are constantly on a quest for purpose
and significance in their lives. Catalysts
gravitate to roles that allow them to do
something meaningful for this world and
enable them to make a difference. They
like roles where there is strong open com-
munication and where they can achieve
their quest. With their future time orienta-
tion and empathy, they are able to build
bridges between disparate viewpoints
(diplomatic intelligence), and create a
cohesive team culture.

Characteristics

Improviser

Stabilizer

Estimated percent-
age of World
Population

Driving Forces/
Core Needs

Work Approach

Time Preference/
Focus

e Approximately 40%

e Approximately 40%

* Be noticed or make an
impact
e Get aresult

* Act swiftly and practically in
the moment

* Be part of a group or team

e Contribute to a concrete
goal or accomplishment

e Act responsibly and dutifully

¢ Seek to make a impact with
their style and skills

e Able to do tactical trouble-
shooting and fire fighting

¢ Get the right thing, to the
right place, in the right
quantity at the right price at
the right time

* Putin repeatable processes

® The present: here and now

* The past: what was done
before




Characteristics

Estimated percent-
age of World
Population

Driving Forces/
Core Needs

Work Approach

Time Preference/
Focus

Characteristics

Thinking Style

Communication
Style

Language

Relationships
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Theorist

* Approximately 10%
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Catalyst

e Approximately
10%

* Be an expert

e Retain autonomy and control
in activities

e Demonstrate knowledge and
competence

* Be special
* Have a greater purpose and
meaning for actions

e Develop their own and
others potential

* Seek to improve systems
and redesign processes Able
to think logically and see
strategic connections

¢ Build bridges between
groups

¢ Provide connection and
enthusiasm

¢ Infinite time orientation:
scanning past, present and
future

e The future: life is a journey
forward

Improviser

e Contextual Thinking:
reference all data to present
context

Stabilizer

e Sequential Thinking:
Reference data step-by-step
from start to finish

e Net it out/get to the point

e Concise communication —
less is more

e Linear and sequential: 1,1a,
1b, 2, 2a, 2a.1 etc.

e Structured: beginning,
middle end

e Informal/casual with occa-
sional slang

e Creatively and humorously
economical

¢ Respectful and appropriate
to the group

e Conventional

e Physical, tactile humour, e.g.,
Jim Carrey/Mike Myers

e Dry/tongue in cheek, e.g.,
Monica on Friends.

* Fraternal: associated with
buddies all on the same level

* Group bonding: associated
with the family, team or
interest
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Characteristics

Thinking Style

Communication

Style

Language

Humour

Relationships

Expanded and adapted from the Temperament Targets Linda V Berens :

Theorist

¢ Differential Thinking: where
distinctions in points of view
are seen first.
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Catalyst

¢ Integrative Thinking: where
similarities behind different
data or points of view are
naturally connected.

¢ Abstract around models
e Critical questioning to
examine a point of view

e Empathetic
¢ Flowing and effusive

® Precise and articulate
* Avoids redundancy

* Generalizations and
impressionistic
e Employ hyperbole

e Play on words/cerebral
humour, e.g., Steve Martin

¢ Self deprecating, often at
their own expense, e.g.,
Bridget Jones

e Expert: associated with any
type of specialised knowl-
edge or expertise

e Empathic: associated
with genuine, authentic
connections

Introduction to the 4 Temperaments 3.0

Temperament Lens: Stress

Understanding Yourself and Others, An

Another key benefit about understanding temperament is the insight that this might provide to us

on our stress response.

TIMEOUT!

T
G2
Each temperament may experience stress when its core needs are not being met. @

o,

&

As a result, each temperament tends to react unconsciously in a certain way to try
to get these core needs met.

Eve Delunas developed a model to describe these unconscious responses or psychological
games. (For more detail see Survival Games Personalities Play by Eve Delunas).

These games can cause each temperament to react diametrically different from their core.
The games in reality exacerbate the stress.
The only way to regain balance is to find alternative ways, for each temperament, of getting
their core needs met.
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Improviser - Blackmail Game (Credit to Eve Delunas)

Paradox: Move from Graceful to Disgraceful

Purpose

e To get them-
selves excited

* To get even
with you

Triggers

¢ Monotony/
Boredom

e Too many rules
or no freedom

¢ Not seeing
concrete
results - unable
to make an
impact

e Want to show
off something
and feel good
about it, but
not getting
the desired
response

e Experiencing
redundancy
and waiting

Signals

e Actively
competes for
attendion

e Uses behaviour
to get noticed

* Leaves proj-
ects until the
last minute

e Doesn't do
what they say
they will do

e Tells only part
of the story

e Stirs things up

Solutions

¢ Find short-
term success

¢ Do something
fun and
exciting

® Begin some-
thing creative,
concrete and
competitive

e Give a new
challenge

¢ Provide “Cool
tools”

e Restore
freedom

e Reframe
situations

e Use more
action and less
talk

e Stop all
nagging and
lectures

39
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Stabilizer - Blame and Complain Game (Credit to Eve Delunas)

Paradox: Move from Responsible to Irresponsible

Purpose

e Excuse them-
selves so they
don't have to
be responsible

e Entangle
others

Triggers

¢ Fear aloss of
security or
stability

e Feel they can't
say “no”

o Feel like
they are not
needed/part of
the team

¢ Do not feel
responsible

¢ Believe there
are chal-
lenges to their
authority

Signals

e Announces all
of the reasons
why something
won't work

¢ Includes words
full of “shoulds
and ought tos”

e Doesn’t ask for
help

e Blames &
complains

¢ Internalizes self
deprecatory
judgments -
may get sick

e Gets worried
and forecasts
doom

LET'S SPLIT THE DIFFERENCE

Solutions

e Give inclusion
in new teams

e Teach "I"
messages

e Redefine
responsibili-
ties — reduce
overload

¢ Provide secu-
rity in other
contexts

e Teach them
to be good to
themselves

¢ Identify
concrete
achievements

¢ Encourage
ownership of
solution

* Create op-
portunities for
“play”

e Teach relaxa-
tion skills
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Theorist - Robot Game (Credit to Eve Delunas)
Paradox: Moves from Rational to Irrational

Purpose Triggers Signals Solutions

® Preoccupy self
e Distract others

e Perceive
themselves to
have failed in
two or more
areas

e Viewed as
incompetent
by others

e Fear they will
fail again if
they try to
succeed

e Fear about
not being
able to meet
standards set
by self

® Having to
work with
others that
are lower in
expertise and
competence

* Replays
“perceived
failures” over &
over again

e Does things to
avoid failure
rather than to
be successful

* Nit-picks - will
obsess about
making proj-
ects perfect

e Engagesin
unnecessary
debate

e Takes up air
time with
pedantic,
long winded
paragraphs or
can't find the
right words

¢ May intel-
lectualize, use
sarcasm, or
dismiss others
as illogical

e Reaffirmation

of competence
New intellec-
tual challenge
Refocus them
into other
areas

Give things to
do they are
good at
Consult with
them in their
areas of
expertise

Stop all
nagging and
lectures

Give them
maximum
autonomy
Prescribe poor
performance
Look for
opportunities
for success and
mastery
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Catalyst - Masquerade Game (Credit to Eve Delunas)
Paradox: Move from authentic to inauthentic

Purpose Triggers Signals Solutions

e To alienate self

e To deceive
others

No meaning

in task/no
purpose
Betrayal,
phoniness,
disappointment
Feel they have
not been true
to themselves

Pain of others
Loss of identity

e Disconnects
from others
(but not
obvious)

e Jumps from
one topic to
another - gets
off course

* Uses selective
interpretation

¢ Gets
upset with
little things and
makes “biting
comments”

e Becomes
inauthentic

e Over-
generalizes
the situation
and involves
everyone in the
persecution

Look for a

new cause or
purpose
Obtain support
from key
people

Help them

to be true to
themselves

Frame as

a growth
experience
Present

reality check
to minimize
generalizations
Provide reaf-
firmation of
uniqueness
Present genu-
ine positive
feedback
Encourage
nurturing of
self

Find and assert
true identity

3. 3 Adapted from Eve Delunas Survival Games Personalities Play: for more references on this model see the Resource

Guide in the Appendix.
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FOUL!

® Remember the stress “game” is unconscious — you cannot tell the person “Oh you
are playing the Blame and Complain Game.”
The only way to intervene successfully is to help an individual get their core
needs met.

EXERCISE 5: YOUR TEMPERAMENT

* Which temperament do you most identify with and Why? Improviser, Stabilizer,
Theorist or Catalyst?

* Which temperament do you least identify with and Why? Improviser, Stabilizer, Theorist or
Catalyst?

TRY IT ON!

Which temperament do you most identify with and why? Improviser, Stabilizer, Theorist or
Catalyst?

Which temperament do you least identify with and Why? Improviser, Stabilizer, Theorist or
Catalyst?
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Visual Five: Temperament through Functions to Type

Improviser (_s_p) Stabilizer (_s.y)
E[ﬂ T
S= Experiencing (Se) =S S= Recalling (Si) =S
T= Analyzing Valuing =F T = | Systematizing Harmonizing | - g
- (Ti) (Fi) - - (Te) (Fe) -
P P Jd d
E/l STP E/l SFP E/l STJ E/l SFJ
Theorist (_NT) Catalyst (_NF)
./EK. ./EK
N= Visioning Brainstorming | - N Visioning Brainstorming | _ N
= (Ni) (Ne) = 7= (Ni) (Ne) =
T= Systen:atizing Anal‘;zing =T E Harmt:nizing ‘ Val:xing =E
- (Te) (Ti) - - (Fe) (Fi) -
. P f P
E/INTJ E/INTP E/I NFJ E/I NFP
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3. INTERACTION STYLE LENS

Another lens that can help in deciding best-fit type is the lens of Berens Interaction Style. Interaction
Style is another SEPARATE yet complementary theory to type.

TIMEOUT!
Berens Interaction Style has been defined by Linda Berens as an innate pattern
of physical drives, mental aims and beliefs, talents and outward behaviours that
underlie the ways in which we engage and interact with others to achieve our goals.

Interaction Style helps us to understand HOW we prefer to relate to and persuade others.

Interaction Style represents a psycho-physiological drive: the affective lens.

The concept of Interaction Style originates from William Marston’s work on the emotional basis
for our behaviour. Linda Berens defined these holistic frameworks as the four Interaction Styles and
has linked this model to psychological type patterns. Each of us has an innate preference for one of
four styles, although the style we use can be influenced by the context in which we are operating.
Despite the fact that Interaction Style varies with the communication context, there is one of the
four styles that we are naturally inclined to use.

The four styles have been called:
e In Charge
e Chart the Course
e Get Things Going
e Behind the Scenes

A definition and overview of the four Berens Interaction Styles is listed on the following pages.
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In Charge Chart the Course

¢ Like to move quickly towards a goal.

e Believe that it is worth taking a risk to
decide and correcting later.

e Tend to appear quick moving, confident
and determined.

¢ Have a fast-paced tone of voice and
energy.

¢ Tend to naturally take action and lead a
group to an objective.

¢ Innately focus on executing tasks and
removing obstacles.

¢ Help to get things accomplished (often
through people).

¢ Are stressed by the appearance of noth-
ing happening.

e Executing actions as required in the
current moment. (Improviser)

¢ Making rapid decisions to organize and
structure current reality. (Stabilizer)

* Mobilizing resources to accomplish a clear
future goal. (Theorist)

* Mentor convincingly to achieve develop-
ment goals for people. (Catalyst)

FOUR VARIETIES (ONE PER TEMPERAMENT):

e Like to think ahead and predict the goal.

¢ Believe that it is worth taking time to
anticipate what might happen.

* Tend to appear calm, intense and
focused.

¢ Have a measured tone of voice and
energy.

¢ Tend to naturally define the goal and
then chart the key milestones required to
reach the goal.

¢ Innately focus on defining a sensible plan.

¢ Help to keep projects and teams on track
by comparing ideal achievement with
current position.

e Are stressed by not knowing what will
happen.

FOUR VARIETIES (ONE PER TEMPERAMENT):

¢ Evaluating the most logical plan of attack
based on the current reality. (Improviser)

* Reviewing previous experience to
create the most systematic plan.
(Stabilizer)

¢ Envisioning a future and creating a
systematic plan to achieve the goal.
(Theorist)

¢ Having insights on future potential and
working with an individual to develop
talents. (Catalyst)
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Get Things Going Behind the Scenes

e Like to facilitate involvement from the
group.

¢ Believe that it is worth the time spent to
engage others.

e Tend to appear expressive, up beat and
casual.

¢ Have an enthusiastic tone of voice and
energy.

¢ Tend to naturally involve others in the
decision to achieve buy-in.

¢ Innately focus on motivating others and
raising energy levels.

¢ Help to raise commitment by focusing on
exploring options.

e Are stressed by not being involved or
being left out.

e Using playfulness to help others feel
valued and involved. (Improviser)

e Sequencing tasks to make life harmonious
and easier. (Stabilizer)

¢ Brainstorming possibilities to originate
new models or points of view. (Theorist)

* Imagining options to advocate a cause
and help people develop. (Catalyst)

FOUR VARIETIES (ONE PER TEMPERAMENT):

¢ Like to invest in reconciling many inputs.

¢ Believe that multiple points of view can
be resolved.

e Tend to appear approachable, friendly
and patient.

e Have a gentle tone of voice and energy.

e Tend to naturally gather input from vari-
ous sources and then repackage that data
to a unique point of view

¢ Innately focus on listening to others.

¢ Help to avoid mistakes by gathering as
much information and data on a subject
as possible.

e Are stressed by not having enough time
or being given credit.

FOUR VARIETIES (ONE PER TEMPERAMENT):

® Supporting those that they care about
through actions. (Improviser)

* Reviewing previous experience to sup-
port the team in the most realistic way.
(Stabilizer)

¢ Analyzing and integrating multiple
models to define new concepts.( Theorist)

* Valuing diversity and highlighting oppor-
tunities for developing others. (Catalyst)




48

Interaction Style

Aim
Drive

Core Belief

Decisions
Energy

Style

Interaction Style
Aim
Drive

Core Belief

Decisions

Energy

In Charge

¢ Get an achievable result
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Chart the Course

Get a desired result

e Urgent need to accomplish

Pressing need to anticipate

* It's worth the risk to go
ahead and act or decide

It's worth the effort to think
ahead and reach the goal

¢ Quick and expedient

Deliberated and purposeful

e Determined Focused
e Social Formal
e Commanding Reserved
e Confident Intense

¢ Driven & Straightforward

Calm & Composed

e Control over resources

Directed movement

¢ Lead to a goal

e Execute actions

¢ Provide resources
e Mobilize resources

See end result
Monitor progress
Devise a plan
Give guidance

e Get an embraced result

Behind the Scenes

Get the best result possible

e Urgent need to involve

Pressing need to integrate

¢ It's worth the energy to
involve everyone and get
them to want to

It's worth the time to
integrate and reconcile many
inputs

e Consensual and engaged

Consultative and integrated

e Enthusiastic

Receptive
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Want

Talents

Interaction Style

Preference in
Communication

Stressors

How to help
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® Expressive

® Energetic

e Welcoming

e Casual & Persuasive

* Gentle

e Agreeable

e Unassuming

e Patient & Approachable

* Expressed movement

e Control over quality

e Explore options
e Share insights

¢ Facilitate

e Brainstorm ideas

e Support others

® Reconcile inconsistencies
* Encourage participation
¢ Sustain efforts

Chart the Course

Both share Directing Communication which has an unconscious aim for fo-
cusing a discussion on a deadline. As a result, it can sound more like giving
instructions, providing structure, telling and stating direction. The style tends
to be more “stop-start” and can sound more staccato.

Out of control
Nothing is being accomplished

Not knowing what is likely to
happen

Don’t see progress

Tell them the reasons

Help them see something is being
done

Be calm and direct
Let them know what to expect
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Interaction Style Get Things Going Behind the Scenes

Preference in Both share Informing Communication which has an unconscious aim for en-
Communication gaging individuals in a discussion. As a result, it can sound more like making
a statement, describing, suggesting and questioning. The style tends to be
more “flowing” and can sound more open and eliciting.

Stressors Not being involved in what is going Not enough input or credit

on Pressed to decide too quickly
Feel unliked or unaccepted

How to help Listen as they talk things out Be friendly but not too expressive
Encourage their active participation Give time to reflect and integrate

3.4 Credit to Linda V. Berens: The Interaction Style arrows Understanding Yourself and Others: A Introduction
to Interaction Style 2.0. For more information about Interaction Style, please refer to the resource Guide in the
appendix.

EXERCISE 6: INTERACTION STYLE
Looking at the descriptions of the Interaction Style:
® Which Interaction Style do you most identify with and Why? In Charge, Chart the

Course, Get Things Going or Behind the Scenes?

e Which Interaction Style do you least identify with and Why? In Charge, Chart the Course,
Get Things Going or Behind the Scenes?
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TRY IT ON!

Which Interaction Style do you most identify with and Why? In Charge, Chart the Course,
Get Things Going or Behind the Scenes?

Which Interaction Style do you least identify with and Why? In Charge, Chart the Course,
Get Things Going or Behind the Scenes?
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Visual Six: Interaction Style Lens and Type

Get Things Going Behind the Scenes Get Things Going Behind the Scenes

ENFP INFP ESFP ISFP
In Charge Chart the Course In Charge Chart the Course
ENFJ INFJ ESTP ISTP

Get Things Going Behind the Scenes Get Things Going Behind the Scenes

ESFJ ISFJ ENTP INTP
In Charge Chart the Course In Charge Chart the Course
ESTJ ISTJ ENTJ INTJ

Note: The temperaments and Interaction Styles are arranged in this way to match the Connects and Conflicts diagram
from the Teamwork from the Inside Fieldbook Chapter Three & Visual 5.

4. OTHER DEVELOPMENTAL FACTORS LENS

TIMEOUT!
While psychological type is inborn (Nature), many other factors can influence the
development of our character (Nurture).

Personality type preferences tend to be innate, however character develops as we
interact with the environment.

Rather like the ice berg, we only tend to observe initially adapted behaviours.

As these might be specific to the personal or business context, it is important to self reflect
in order to identify what are innate preferences and what is learned behaviour.
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Many of these factors can cause confusion with individuals when they are trying to select best-fit
type.

Factors that can influence our character development include:
e Work experience

o Age

e Upbringing/Family

e Education

e Culture

e DPlaces you have lived/visited

e Intelligence

We use the analogy of an iceberg. We only see the tip of the iceberg: our adapted style for the
context in which we are currently behaving. In reality, many of the influences of our behaviour are
“under the surface.” Some are part of “Nurture”: our life experiences that have coloured our character.
Some are innate and constitute our “Nature”: our core personality preferences including tempera-
ment, Interaction Style and type.

Visual Seven: Iceberg

Experience

Education

Upbringing/family
Culture

Interaction Style,
Temperament and Type
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When trying to identify best-fit type, it is important to try to identify which is learned behaviour
and which is adapted style. For instance, an individual identified best-fit type as ISFJ. Yet, she de-
scribed herselfas also being highly analytical and using critical questions, which sounded a little more
like the Theorist temperament. On further discussion, she recognized that she had been brought up
in a family of academics, and debate over the dinner table was expected! She realized that this was a
learned behaviour rather than a preference related to temperament. In addition, her Child function
was Analyzing (Ti) and this upbringing had hastened the development of this function.

EXERCISE 7: OTHER DEVELOPMENTAL FACTORS LENS o
Thinking of your personality type:
* Which factors may have influenced your character development?

* How might they align with your best-fit type?
* How might these developmental factors have influenced additional talents that might not
be associated with your best-fit type?
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TRY IT ON!

My type is:

Factors that have influenced my character development could be...

They align with the talents of my best-fit type in the following way...

They may have developed additional talents in the following way...

3.5 for more references on development factors please see the Resource Guide in the Appendix.
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SUMMARY

SCORECARD ?%I
. . . . A1)

What were your key learning points about function-attitudes? ‘\'
What did you learn about the hierarchy of function-attitudes for your type? =
What did you learn about temperament? How could this help you in clarifying best-fit type?

What did you learn about Interaction Style? How could this help you in clarifying best-fit
type?
How could developmental factors influence best-fit type?
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