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Foundational understanding of the
MBTI® and the benefits of gaining
this basic understanding

Understand the meaning of the 8
MBTI® preferences and 4 preference
pairs

|dentify type behavior cues
Confirm individual personality type

Gain awareness of how
understanding type can enhance your
leadership style, relationships, and
communication

Understand the meaning of the facets
of each preference

Begin identifying your natural Leamlng Ob_jECtIVES
strengths within your preferences
and how they attract and detract

from the 3 main activities of leaders What will | get out of today?
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* Based off Carl Jung’s behavioral framework
* Behavior is predictable
* Behavior preferences are innate

 MBTI® has been around for more than 60 years
* Based off over 5 million respondents

* Framework to help us have a foundational
understanding of human behavior

* Helps eliminate negative perceptions and
storytelling about others’ intentions

* Helps identify patterns in behavior

Why MBTI®?

So many other assessments, why this one?
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Type s about Preference

Not aptitude, ability, willingness, role, etc...
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Preferences and Their Pairs

Eight preferences with four preference pairs

Property of Learning & Organizational Development, County of Riverside. Not for duplication or use by other organizations or individuals without prior consent.




Interaction & Source of Energy

Way of Gathering Information

Decision Making

Thinking § Feeling

APProuGHNOHNEJVVOTKSHIE

Judging i Perceiving

Preference Pairs

Clarity Spectrum




Extraversion & Introversion

How we prefer to interact and how we gain our energy

Extraversion (E) Introversion (1)

* Sociable * Intimate

* Small talk * Despise small talk, prefer purposeful conversation
* Enjoy interactions * Appreciate quiet time

* Energetic/gregarious * Reserved

* Open * Private

* Focus externally * Introspective

* Multiple relationships/great networkers * Few close friends

* Need to process externally — brain dump * Need to process internally and think through

Property of Learning & Organizational Development, County of Riverside. Not for duplication or use by other organizations or individuals without prior consent.




Sensing & Intuition

How we prefer to take in information

I
Sensing (S)
» Step-by-step

* Sequential

* Use five senses

* Specific

* Factual and must be proven

* Realistic and trust past experience
* Focus on the present

* Literal

e The “how to”’
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Intuition (N)

* Big picture view

* See patterns and make connections
* Sixth sense

* Generalizations

* Strategic

* Visionary / Out of the box thinking

* Focus on future possibilities

* Read between the lines

e The endresult




Thinking & Feeling

How we make decisions

e

Thinking (T) Feeling (F)

* Objective * Personal

* Detach from situation and people involved e Good at putting themselves in someone else’s shoes
* Use cause and effect reasoning e Guided by personal values
* Logical e Empathetic

* C(Critique * Praise

* Task oriented * People oriented

* Matter-of-fact e Tactful

* Clarity * Harmony

* Equal treatment * Individual treatment
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Judging & Percelving

How we orient our lives and our work style

[ —

Judging (J) Perceiving (P)

* Planful * Go with the flow

* Organized e Sporadic

* Closure * Open-ended

e Structured * Ambiguous

* Rigid * Adaptable, flexible
* Scheduled * Spontaneous

* Consistent flow * Bursts of energy

* Difficult to deal with sudden change * Works well under pressure
* Make life happen * Letlife happen
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Executive Leadership Academy Team Chart

Scott, Kyla, Jennifer, Mylene, Yvonne, Marianna James, Sandra, Martin
Megan, Charlene, Bryant, Steven H.,
Danielle, Eva, Mark, Wendy, Tammy,

Cristal, Jason, Sara, Will, Art

ISTJ ISFJ INFJ INTJ

Lisa, Ronak, Jason

ISTP ISFP INFP INTP
Steve A., Douglas, Judith, Jeff

ESTP ESFP ENFP ENTP
Marcus, Angela Brenda, Gina, Elizabeth, Misael
ESTJ ESFJ ENFJ ENTJ
Daniel, Erik, Shawn, Sarah, Michael, Tammi, Natalie Leah Sabrina, Tanya
Bridgette, April, Kelly
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Heart of Type

How we function and our motivation

ST SF
The practical, The
matter-of-fact sympathetic
types. and friendly
types.
Need to get it Need to
right. provide service
to others.

NF

The
enthusiastic
and insightful

types.

Need to
empower.

NT

The logical
and ingenious

types.

Need to
understand.
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MBTI® Step I
Preference Facets

Differences within the same type
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MBTI Step I

Some of the uses of the Step Il Report

* Clarifying an unclear preference

* Affirming your unique way of
expressing your type -
differences within the same

type
* Finding blind spots and

focusing on potential areas for
development

* Identifying your unique
leadership style
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* Made up of 5 facets
M BTI Step I I Fa Ce'tS * Facets are components of the four dichotomies

* They help provide insight into your distinctive ways
of expressing your type

 Particular patterns of facets within a dichotomy may
reflect ways in which less preferred aspects of
personality are expressed
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Facet Scoring

Facet scores from 0-5

In-Preference Midzone Out of Preference
Facet scores in the 2-5 range * Facet scores of 0 or 1 on either Facet scores of 2-5 on the side
are considered to be “in side is no better or worse than opposite your overall
keeping” with the any other result, or neutral preference on the dichotomy
underlying preference * Possible reasons for a midzone Identifies how you may be

: score may include: different from others of your
High levels of agreement are o type
expected with the « Situational use of each of the
behavioral description poles of the facet May reflect long-standing

P » Habitual use of both poles of the individual behavioral habits

associated with that side, or —

pole, of the facet « Ambivalence about which pole
to use

May result from training or
individual development

Property of Learning & Organizational Development, County of Riverside. Not for duplication or use by other organizations or individuals without prior consent.




MBTI Step I

Extraversion and Introversion

EXTRAVERSION (E) ‘

Directing energy toward the outer Directing energy toward the inner
world of people and cbjects world of experience and ideas

Out-of-Preference Midzone In-Preference

RECEIVING
Reserved, low-key,
are introduced

INITIATING
Sociable, congenial,
introduce people

EXPRESSIVE
Demonstrative, easier to
know, self-revealing

CONTAINED
Controlled, harder to
know, private

GREGARIOUS
Want to belong, broad
circle, join groups

INTIMATE
Seek intimacy, one-on-one,
find individuals

REFLECTIVE
Onlooker, prefer space,
read and write

ACTIVE
Interactive, want contact,
listen and speak

ENTHUSIASTIC
Lively, energetic,
seek spotlight
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QUIET
Calm, enjoy solitude,
seek background




MBTI Step I

Sensing and Intuition

SENSING (S)

Focusing cnwhat can be perceved
by the fve senses

(N) INTUITION

Focuming on percening patterm
and interrelationships

Out-of -Preference Midzone In-Prefererce
CONCRETE ABSTRACT
Exact facts, literal, figurative, symbaic,
targible ntangbie
REALISTIC IMAGINATIVE

Senuble, matter-of-fact,
week effioency

Rezourceful, irwentive,
sk rovelty

PRACTICAL
Pragmatc, results
onented, applned

CONCEPTUAL

Schalardy, dea-coented,
mellectuy

EXPERIENTIAL

Handson, emparcal,
thust expenence

I "l

THEORETICAL

Seck patterra, hypotheticd,

trust theones

TRADITIONAL

Comenticnal customary,
tred-and-true

|

ORIGINAL
Uncenventional dfferent,
new and uresual
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MBTI Step I

Thinking and Feeling

THINKING (7 (P FEEUNG |

Haung conchison on lages Basng candusons on pasond or soay
adyss vath & o an alyedlivly vaues vath a lacs an hamany

Outof Preference Midzone In-Preference

rpearsonal Sesk mosbady
QOpeCive aakhes

EMPATHETIC
Persaond, seek harmacny

ENra vaues

[
===

REASONABLE COMPASSIONATE
Truthiul, Gause-and- Wl sympathelic
efedl, suly prndipes oy
QUESTIONING ACCOMMODATING

Precss, dwwlengng,
van | disousson

Apgrovng, agecadle
v | hamony

CRITICAL ACCEPTING
Skentcsd, wanl groal e, tshng
arbque Qe prave
TOUGH TENDER

Fiern, ough-mnded
ends-arented

Centle, lender-haaned

| rhesnS-onenied
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MBTI Step I

Judging and Perceiving

(P) PERCEIVING
Preferrng dediswenss Prelernng fexbisty
&yl dosure ad spontanety
In-Preference Midzone Out-of-Preference

SYSTEMATIC
Crededy, strudumed,
dishke dversons

CASUAL
Peaxed, exsypgong,
vedcame diversions

PLANFUL
Fuure-onsed, sdvance
plameér, make fien plars

OPEN-ENDED
Preven Haocused, o wath the
faw, make liesble plans

EARLY STARTING
Matreated by sel-dsapine,
sleady progress, late stat stressiul

PRESSURE-PROMPTED
Motvaled by pressume, busk and
Spurts, éxly stat unstemulating

SCHEDULED
Want rautins, make ists,
proceduness help

SPONTANEOUS
Va1 variely, enpoy the
unexpedted, pradedunes hinder

METHODICAL
Plan peaix Bsks, nate
sublasks, onganized

EMERGENT
Aungein, el strateges
energe, adaptabie
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Just remember...

All preferences and facets
work great, and all can be
overused and work against
you.

If things aren’t working, take
a look at how you might flex
to the other side when it s
appropriate.




To achieve an organization’s goals
through the efforts of others,
leaders engage in 3 main activities:

v' Setting direction for the organization

* Requires both creativity and good iud ment, along with
the ability to synthesize substantial information about
the context, generate viable alternatives, set priorities,
and make timely decisions, often with incomplete
information.

v" Inspiring others to work toward that direction

* Draws on abilities to engage and communicate with
people effectively, understand their motivations,
influence their actions, build trustin% relationships, and
bring out the best in others, both individually and in
groups.

v" Mobilizing the effective accomplishment of goals

* Requires that leaders clarify the desired results, focus
efforts on these results, help identify and remove
barriers to action, manage performance, align the
organization’s systems to support progress, make full
use of everyone’s abilities, and have a drive toward
results and the ability to manage change skillfully -
moving individuals and organizations in a timely
manner.
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How mightyou need toflexyour
preferencestobesuccessfulinthe
3mainactivities of leaders?

Shondi Miller, M.Ed. S

951955 0989 N
shomiller@rivco.org b

RIVCO HR
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