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The NT Temperament 
The Strategist or Conceptualizer or Visionary (approx. 15%) 

 
 
Strengths 
Creating strategy 
Casting vision 
Delivering/demanding excellence 
 
Leads by 
Developing strategies 
 
Needs 
To be competent 
To have a challenge (a new hill) 
To know that what they do matters 
To be respected 
To make things better/improve 
To learn and grow (insatiable) 
 
Best environment 
Intellectually stimulating 
Challenging 
Creative/innovative opportunities 
Opportunities for advancement  
Working with people they perceive 

to be competent 
Non-controlling 

 
Stressed by 
Incompetence 
Redundancy 
Stupid errors 
Illogical actions 
Powerlessness 
Status quo 
 
Reaction to stress 
Obsess 
Work harder 
Argue for change 
 
Most important thing in life 
Knowing 
 
Values 
Intelligence 
Ingenuity 
Logic 
Complexity 
Change 
Excellence 
 
Value to the organization 
Great problem solver 

High achiever/Excellent at whatever 
they set out to do 

Big picture person/visionary 
Pick up inefficiencies quickly 
Skilled at seeing flaws in arguments 
Systems creation 
Developing goals and plans (esp. 

strategic planning) 
Building conceptual frameworks 
Creating models, pilots and 

prototypes (innovator) 
Inspiring trust and confidence 
Good at playing the “devil’s 

advocate” (can play both sides) 
 
Demeanor 
Logical/Analytical 
Objective/open-minded 
Independent 
Perfectionistic (usually hard to 

please). Set high standards for 
themselves and others 

Confident (can be arrogant) 
Fair-minded 
Not impressed by titles/credentials 
Like to argue (it’s how they learn) 
Often oblivious to the emotional 

responses of others 
 
Communication Style 
Often use compound sentences that may 

contain several different ideas 
Prefer to use abstract language to 

describe what could be vs. what is 
Prefer to not state the obvious or be 

repetitive (assume others know) 
See data as supportive not primary 
Tend to speak like a lawyer building a 

logical case 
Often use qualifiers like “probably”, 

“likely,” “possibly.” 
Tend to love language and words. 

Usually have a well-developed 
vocabulary. 

 
Questions They Tend to Ask 
What’s the system? 
What’s the strategy? 
Who has the power? 

 
Who on your team is an NT?


