
  

Personality Type Leadership: How to Lead People  
Who Don’t Think, Feel and Act Like You  

 
 
Introduction 
 

§ At its core, leadership is about    . It’s about influencing a group of people to go 
somewhere. And in business, it’s about leading them to produce some kind of    in the 
process of going to that somewhere.  
 

§ The problem, of course, is that the people you’re leading don’t always want to go where you 
want to go, which then creates conflict between them and you. 

 
§ The two main causes for why this conflict exists, that are relevant to our conversation are that  

 
1. Most leaders try to lead everyone      
2. Most leaders tend to lead others the way  ______________________  

 
§ However, no matter who you are, and no matter what your personality type, the vast majority of 

people on planet earth are    !  
 

§ Furthermore,     is elusive. Treating everyone the same isn’t actually fair. 
 

§ So, how can you effectively lead all of these people who are so different than you? 
 

§ This is a critical question because leadership is not about what you do; it’s about what your 
people do. It’s not about what you think or feel; it’s about what your people think and feel.  

 
§ That’s why great leaders work diligently at understanding what makes the people they’re 

leading   .  
 

§ The reason great leaders take the time to do this is because they understand that their job as the 
leader isn’t to be the leader, their job is to    through the people they’re leading. 

 
§ Even though everyone on planet earth is unique, there are certain    or 

characteristics that are true of large groups of people. And once you get a handle on what those 
tendencies are, in what are known as personality   , then you’ll have a short hand 
way of knowing pretty quickly how someone will most likely respond to a task or project or idea 
or communication or event or ask. 

 
§ Wouldn’t it be pretty cool if you could do that? Wouldn’t it be great if you could meet someone 

and almost immediately know 
 

o What their most likely strengths and weaknesses are 
o What they’re most likely driven by 
o What they most likely want out of life 
o What most likely motivates them 
o What most likely de-motivates them 
o What most likely stresses them out 
o What they most likely value 
o What their most likely value to your organization might be 
o And how you should most likely work with them 
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§ But that’s not all. It gets even better, because not only will this tool help you become a better 
leader of people and increase the productivity of your people, it’ll also greatly reduce the amount 
of    on your team. 

 
§ Just think about the value of what this could mean for you. If you could reduce the amount of 

conflict you have with you team--and the number of hours you have to spend fixing relationships 
because of conflict, what would that be worth to you?  
 

§ It’s also valuable in selling whatever you’re offering? Why? Because different personality types 
value different things and prefer to be talked to in different ways. So, what would it be worth to 
you to know how to automatically connect with anyone you want to sell to? 
 

§ Finally, even though the purpose of this session is to help you learn how to lead your business 
more effectively; the reality is that the tools you’re about to acquire through this course are very 
_____________ and can be used anywhere (like say your family J). 

 
 
 
Personality Essentials 
 

1. There is no one    personality type.  
 

2. Every type has its strengths and weaknesses.  
 

3. Personality typologies aren’t meant to be prescriptive, but   .  
 

4. However, personality type can be one of the best predictors of behavior. Why? 
 

5. Personality typologies aren’t meant to stereotype or “pigeon hole” people. Rather they’re 
designed to be a tool for     them. 

 
6. Personality types shouldn’t be used as    . 

 
7. Most personality typologies break down into four main categories.  

 
Hippocrates Plato DiSC Profile MBTI 
Choleric Rationalist Dominant  (D) NT 
Sanguine Idealist Influencing (i) NF 
Melancholic Artist Steady (S) SP 
Phlegmatic Guardian Compliant (C) SJ 

 
However, one of the reasons why I prefer the Myers-Briggs is because, while it breaks the 
temperaments down into four major categories (which makes the system operative), there are 
two other letters that help modify the behavior of that temperament type.  
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Teambuilding Essentials 
 

1. Essential Team Beliefs 
 

a. ______________________ is better than homogeneity. 
 

b. Working from     is better than working out of    . 
 

c. Understanding is    important than being understood. 
 

d. Working together outpaces working independently. 
 

e. _______________________ are a natural by-product of working together. 
 

f. Major relational conflicts arise when misunderstandings    dealt with. 
 

g. Everyone has    . And everyone has    . 
 
h. Organizational effectiveness occurs when individual strengths are    with 

the appropriate tasks. 
 
 
 

Individual        Tasks 
Strengths 

 
 
 

 
 

i. Team effectiveness is directly related to your team’s ability to understand,    
and work with the individual differences of your different team members. 

 
j. ___________________ struggles with this. You are not alone!!! 

 
2. Essential Team Applications (so what should you do with this information?) 
 

a. Seek to     the different personalities that make up your team. 
 

b. Learn to    those differences 
 

c. _______________ those differences 
 
d. Work with and     each person’s strengths, not weaknesses 
 
e. When conflict arises,    look at the issue through the other person’s eyes 

(chances are the conflict isn’t over what you think it is) 
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Myers-Briggs Essentials 
 
 
I. History 
 

§ Carl Jung’s book, Psychological Types, was first published in 1921 and then translated into 
English in 1923. His essential conclusion was that the differences we observe in people are a 
result of innate tendencies of people to use their minds in different ways.  
 

§ A few years later, two women, Katherine Cook Briggs and her daughter, Isabel Briggs Myers, 
were fascinated by Jung’s work and sought to further develop his ideas in such a way that they 
would be understandable and accessible for ordinary people.  

 
§ Over a series of years, their questions were refined until the first official Myers-Briggs Type 

Indicator (MBTI®) was published in 1962 
 

§ The phrases MBTI® and Myers-Briggs Type Indicator® are registered trademarks of Consulting 
Psychologists Press (CPP, Inc.) 

 
§ Approximately two million people per year take the official MBTI® (93 questions about an 

individual’s preferences). Also, the MBTI is an instrument, not a test. 
 

§ While there is some controversy over whether personality preferences are fixed or acquired, my 
personal opinion is that people are born with an innate personality. They are who they are. 
However, over the course of a lifetime an individual can take on different traits, functions and 
roles, plus, they can always function outside of their type when required.  

 
§ Finally, while some people do come out with different results on personality tests, that has 

nothing to do with the theory of personality preferences. It has everything to do with the way 
someone answered the questions on the MBTI (or other personality instrument).  

 
 

II.  How the MBTI® Works 
 
 The MBTI seeks to answer the question, “What makes people tick?” And it does this by looking at 
four primary personality preferences, which can be formulated into four main questions. 
 

1. How does someone gain energy (i.e. how do they recharge intellectually and emotionally)? 
a. Extroversion (E) – Prefers drawing energy from    and activities. 
b. Introversion (I) – Prefers drawing energy from   . Note: this is not about shyness 
 

2. How does someone gather and process information? 
a. Sensing (S) – Prefers taking information in through the     (what is). 
b. iNtuitive (I) – Prefers taking information in through the “ ” sense (what could be). 
 

3. How does someone make decisions? 
a. Thinking (T) – Prefers to make decisions based on   and objective data (logic first) 
b. Feeling (F) – Prefers to make decisions based on    and values (people first) 
 

4. How does someone order their world? 
a. Judging (J) – Prefers to live a     and organized life (get things decided) 
b. Perceiving (P) – Prefers to live a     and flexible life (keep things open) 
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III. The MBTI® Scales 
 
   VC C M S S M C VC 
 Extravert         Introvert 
 
 iNtuitive         Sensing  
 
 Thinking         Feeling 
 
 Judging          Perceiving 
 

Note: When we’re measuring preferences, virtually everyone has some of both types. So, an 
introvert can have a good time at a party and an extrovert can enjoy some time alone 
 

 
IV. The MBTI Types 
 

ISTJ   (11 - 14%) ISFJ   (9 - 14%) INFJ   (1 – 3%) INTJ   (2 – 4%) 
ISTP   (4 – 6%) ISFP   (5 – 9%) INFP   (4 – 5%) INTP   (3 – 5%) 
ESTP   (4 – 5%) ESFP   (4 – 9%) ENFP   (6 – 8%) ENTP   (2 – 5%) 
ESTJ   (8 – 12%) ESFJ    (9 – 13%) ENFJ   (2 – 5%) ENTJ   (2 – 5%) 

 
http://www.myersbriggs.org/my-mbti-personality-type/my-mbti-results/how-frequent-is-my-
type.asp  
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Diagnosing Your Type 
 
 
I. Where You Get Your Source of Energy 
 

Extrovert Introvert 
50% (49.3%) 50% (50.7%) 

Energized by being with people Energized by solitude 

Think out loud (talk first) Think in head (rehearse before talking) 

Have lots of “close” friends Have a few “close” friends 

Prefer group interaction Prefer working alone 

Tend to accept people quickly Tend to be slow to accept new people 

Outgoing, relate easily to new people Tend to hold back meeting new people 

Tend to act before thinking Tend to think before acting 

Enter group activities readily Frown on group activities 

Enjoy networking events Tend to avoid networking events 

Like parties Like being home 

Find listening more difficult than talking Find talking more difficult than listening 

Enjoy phone calls Endure phone calls 

More gregarious More reflective 

 
 
II. How You Gather and Process Information 
 

Sensing iNtuitive  
75% (73.3%) 25% (26.7%) 

Check your senses (feel, see, hear, etc.) Go by your “gut” 

Past to present-oriented Future-oriented 

Prefer rules Prefer guidelines 

Think about realities Think about possibilities 

Let people complete their own sentences Complete other people’s sentences 

See the trees See the forest 

Use straightforward sentences Use compound sentences 

Have sequential thoughts Have roundabout thoughts 

Think details and specifics Think big picture and generalities 

Prefer consistency Prefer variety and change 

Enjoy doing what you know how to do Easily bored doing anything the same way 

Prefer facts Prefer theories 

Like ideas only if they have practical value Like ideas simply because they’re ideas 



How Great Leaders Use the Myers Briggs 

© Bruce D Johnson and BizScalers www.BizScalers.com      p. 7 

III. How You Make Decisions 
 

Thinking Feeling 
40% (40.2% -- though 65% male) 60% (59.8% -- though 65% female) 

Decide logically and objectively Decide sensitively and subjectively 

Prefer clarity of thought Prefer harmony of relationships 

Able to detach emotionally Want to attach emotionally 

More analytical More empathetic 

Desire reasons Desire to please 

Often oblivious to feelings Always in touch with feelings 

Talk about principles Talk about values 

Give praise sparingly Give praise generously 

Persuaded by logic Persuaded by emotion 

Appreciate conflict Avoid conflict 

Want the truth Want to be liked 

Tend to remain calm in crisis Tend to lose control in crisis 

Ask, “What’s the best decision here?” Ask, “How will this affect those involved? 

 
IV. How You Orient Your Way of Living 
 

Judging Perceiving  
55% (54.1%) 45% (45.9%) 

Organized/Planned Spontaneous/Flexible 

Prefer structure Prefer to keep your options open 

Love to make “to do” lists Hate to even see a “to do” lists 

Decide quickly Decide slowly 

More formal/serious More casual/playful 

Prefer to plan for vacations Prefer to make it up as you go 

Live by deadlines Live for fun 

Prefer to control what’s happening Fine with others calling the shots 

Hate surprises (related to schedule) Love surprises 

Very time conscious Time seems to slip away 

Like goals Avoid goals 

Tend to take action quickly Tend to procrastinate 

Proactive Reactive 

 
 
V. Your Most Probable Myers-Briggs Type 
 
 Circle:  E or I;    S or N; T or F;  J or P; =       (NT, NF, SJ, or SP) 
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The SJ Temperament 
The Traditionalist or Guardian or Cornerstone or Stabilizer of Society (approx. 40%) 

 
 

Strengths 
Managing 
Serving 
Establishing policies, rules and 

procedures 
 
Leads by 
Giving cautions 
Focusing on standard operating 

procedures 
 
Needs 
To do things right 
To belong 
To be appreciated 
To serve 
 
Best environment 
Organized/Structured 
Clear hierarchy and chain of command 
Clearly laid out expectations 
Stable and predictable (i.e. not big fans 

of change) 
Likes to be evaluated and rewarded 

for getting things done in an 
efficient and organized way. 

 
Stressed by 
Insubordination 
Others not doing things the “right” 

way or ignoring deadlines 
Being asked to design something from 

scratch 
Disorganization 
Lack of SOPs 
 
Reaction to stress 
Complains (or attacks) 
 
Most important thing in life 
Serving 
 
Values 
Duty/responsibility 
Service to society  
Trust and respect for authority/titles 
Loyalty 
Rules and laws/order 
Accuracy 
Stability 
 
 

Value to the organization 
Establishing or paying attention to 

policies, rules, schedules 
Follow through/getting it done 
Hard-working 
Dependable 
Reliable/Responsible 
Trustworthy 
Thorough 
Careful/Accurate/Detailed 
Cautious 
Practical 
Maintaining systems and traditions 
 
Demeanor 
Serious 
Responsible 
Straightforward 
Formal 
Polite 
Differential to elders and people in 

authority 
Well-mannered 
Respectful 
Won’t deviate from “appropriate” 

behavior very easily. Have strong 
boundaries 

Tend to be pessimistic (what can go 
wrong) 

They tend to be demanding of 
themselves  

 
Communication style 
Prefer direct and clear communication 
Think in concrete terms (vs. theoretical) 
Tend to leap from topic to topic by 

associating with past experiences 
Talk in shoulds and oughts 
Communicate in facts and details 
Use very conventional vocabulary and 

phrasings 
Not big on brainstorming 
Prefer to talk about real things using 

specific examples. 
 
Questions They Tend to Ask 
Why do we need to change? 
What’s the evidence for this? 
Who’s responsible for what? 
What if this doesn’t work? 

 
Who on your team is an SJ? 



How Great Leaders Use the Myers Briggs 

© Bruce D Johnson and BizScalers www.BizScalers.com      p. 9 

  
 

The SP Temperament 
The Experiencer or Artisan or Troubleshooter (approx. 30%) 

 
Strengths 
Risk-taking 
Creativity 
Performance 
Producing/Getting it done 
 
Leads by 
Taking over/fully engaging 
 
Needs 
To experience 
To be free to act (esp. on impulses) 
To be spontaneous and flexible 
To generate immediate results 
 
Best environment 
Lots of variety and change (they like 

options) 
Work where they can take action 
Relaxed environment with few rules 
Chance to have fun/play 
Where they can be evaluated on their 

skillfulness and ability to get the 
job done without a lot of help 

Crises/adventure (the greater the 
emergency/risk the better) 

 
Stressed by 
Rules and regulations (i.e. hate being 

constrained or obligated) 
Standard operating procedures (i.e. 

being told how to work) 
Theory 
The status quo 
Practice (prefers to do than practice) 
Planning (thinking about the future) 
 
Reaction to stress 
Retaliates or shuts down 
 
Most important thing in life 
Doing/Acting 
 
Values 
Freedom to respond to life as it 

unfolds/flexibility 
Experience 
Excitement/The thrill 
Competition 
Action (not planning) 
 

Value to the organization 
Pragmatic 
Great short-term problem solver 
Responds immediately to the need 
Exhibits an open and flexible style 
Morale builder 
Agile at seizing opportunities 
Crisis helper. Thrives in situations 

where the outcome isn’t certain 
Relaxed/Casual/Relational 
Extremely adaptable 
Natural risk-taker 
Easy to be around/team builder 
Very observant 
Good at negotiating 
Very high levels of endurance over 

pain and obstacles 
 
Demeanor 
Laughs a lot 
Smiles/Cheerful 
Causal dresser (though sensitive to 

color, lines and textures) 
Impulsive 
Free-spirited/Easy-going 
Playful/Fun-loving 
Not impressed by authority 
Loves tools (cars, tech, shortcuts, etc.) 
Doesn’t worry about tomorrow 
Optimistic that it will all work out 
Shares resources freely 
Loses enthusiasm quickly 
 
Communication Style 
Tends toward informal communication 
Tends to focus more on concrete issues 

and what’s going on at that moment 
Tends to take things literally 
Tends to fill their speech with details 

(though not planning details)  
Prefers simple straightforward talk 
Prefers to talk about “real” things vs. 

pondering about philosophical 
questions or possibilities. 

 
Questions They Tend to Ask 
What is the need right now? 
What are the stakes? 
Where is the crisis? 

 
Who on your team is an SP? 
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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?



  

The NF Temperament 
The Idealist or Catalyst or Energizer or Spokesperson (approx. 15%) 

 
 
Strengths 
Relating to others (they possess great 

empathy) 
Motivating and affirming others 
Training/Equipping others 
 
Leads by 
Giving praise 
 
Needs 
To be in relationship/connected 
To be authentic 
To find and have meaning  
To be affirmed/approved 
 
Best environment 
Growth-oriented 
Relationally rich 
Tension-free 
Encouraging/Fun 
Variety and Challenge 
Work with is personally meaningful 

and satisfying 
 

Stressed by 
Betrayal 
Insincerity/Lack of authenticity  
Tension in the workplace (the tend to 

be conflict averse) 
Impersonal treatment 
Criticism 
Lack of positive feedback 

 
Reaction to stress 
Disassociates (i.e. shuts down/ 

withdraws) 
 
Most important thing in life 
Becoming (self-actualization) 
 
Values 
Autonomy 
Harmony 
Cooperation 
Self-discovery 
Being true to one’s beliefs/values 
Being connected 
Developing other people’s potential 
Making a difference in the world 
High morale 
 

Value to the organization 
Extremely perceptive and sensitive to 

people’s feelings. They’re the 
most empathetic of the 4 types 

Passionate 
Creative 
Attracted to the unusual or different 
Good spokesperson.  
Bring out the best in others 
Help people work together better 
Bring lots of energy to the group 
Very friendly. Good networkers. 
Good at sales, marketing and 

customer service 
 
Demeanor 
“Artsy” (Love the arts and drama) 
Pleasant  
Kind 
Empathetic 
Caring/Compassionate 
Always encouraging 
Very sensitive 
Enthusiastic 

 
Communication Style 
Extremely sensitive to subtleties of 

communication 
Can be overly sensitive (and wrong) 
Likes playful conversations about 

abstract things and ideas 
Tends to overstate and make sweeping 

generalities 
Moves quickly from the parts to the 

whole 
Tends to read between the lines 
Usually focuses on personal concerns 

and relationships 
Asks more personal questions 
Can be offended easily—especially 

when people are insensitive or 
demean others 

 
Questions They Tend to Ask 
How will this affect morale? 
What’s most important to our 

people? 
What kind of impact will this have 

on our values? 
 

Who on your team is an NF? 
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Myers-Briggs and Conflict 
 
 
 

Thinkers Feelers 
“Let’s fix the problem!” “How’s this going to affect each person who’s 

involved in this conflict?” 

Use an objective and information-driven process Use a relational, “who’s involved?” process 
Focus on facts Focus on people 
Tend to be more succinct in making comments Tend to be more tactful in making comments 
Tend to maintain a firm position in resolving 
conflict 

Tend to make sure there’s some give and take in 
resolving conflict 

Look for a logical decision based on sound agreed 
upon principles 

Look for a decision based on values—on what’s 
important to them and to others 

Enjoy or appreciate conflict Prefer to avoid all conflict 
Tend to be unaware of how the other people are 
processing the conflict 

Tend to be too sensitive to what the other people 
are feeling 

 
 
 

Judgers Perceivers 
Seek resolution (a decision) Seek clarification (understanding) 

“Let’s sort this out!” “Let’s work this through!” 

Focus on the present and future Focus on the present/now 

Tend to take a more detailed approach  Tend to take a more open approach 

Like to get to the bottom line Like to explore and keep their options open 

Want things to be resolved ASAP Want to go at their own pace and hold off 
decision making until they’re ready (or feel they 
have enough information) 

 
 
 
Four Conflict Pairs 
 

TJs – Tend to look decisive and organized. However, they often seem critical and blunt to others 
TPs – Tend to appear objective, always searching for what is right. However, they can also be stubborn. 
FJs – Tend to be warm and seek harmony. However, they can also smother with kindness. 
FPs – Tend to be sensitive and attuned to people’s needs. However, they can also worry too much about 

others. 
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Appreciating the Different Temperaments 
 
 
 

Appreciating SJs Appreciating SPs 
For their carefulness For their cleverness 

For their thoughtfulness For their grace under fire 
For their service to your organization For how much work they got done (quickly) 
For meeting what was expected of them For the risk they took to get something done 
For their accuracy For their boldness 
For their loyalty (and longevity) For their ability to endure pain to complete 

For being prepared in case something goes wrong For their problem-solving abilities 
For following the rules and doing what was asked For their creativity 
For their hard work (and helping out the team) For their keen skills of observation 
For their sense of duty For their ability to entertain/perform 
For being responsible/dependable For their fun-loving, playful personality 
For not compromising For their willing to drop everything to help 
For respecting the chain of command For their ability to adapt and change 

 
 
 

Appreciating NTs Appreciating NFs 
For their brilliance/mind/intellect For their ability to connect deeply with people 

For their ability to cast vision and inspire people For their caring or compassion 
For their ability to solve problems For their enthusiasm and energy 

For their ability to see the future  For their sacrifice for others 
For their ability to see the parts and the whole For their authenticity and “real-ness” 
For a job well done—and done with excellence For their ability to make others feel good 

For their logic (and argument) For their ability to help other succeed 
For their ability to create systems For who they’re becoming 

For their high level of competency For their loyalty 
For their ability to see flaws in arguments For their teambuilding/leadership abilities 
For their ability to handle complexity For their ability to help others get along 

For their ideas, solutions, and strategies For their ability to close deals and make sales 
For attaining the results that were desired For their creativity 

For keeping their cool in a hot situation For the difference they’re making in the world 
For their leadership ability For their playfulness 
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Leadership Implications of the Temperaments 
 
 
 

When Leading SJs When Leading SPs 
Clearly lay our your expectations in detail Don’t ask them to do a lot of planning 

Don’t ask them to brainstorm on the spot Focus in on the next action (what to do now) 
Create lots of systems, policies, and procedures Give them lots of freedom to fill in the details 
Give them time to process change Don’t waste a lot of airtime on theory 
Praise them for what doing what’s expected Give them deadlines before the deadline 
Be loyal Put them on high impact/risky projects 

Stick to your deadlines (and follow through) Give them space to play and have fun 
Don’t ask them to create from scratch Don’t put them on repetitive tasks 
Give them lots of opportunities to serve Speak to them in clear straightforward language 
Speak in clear, concrete, straightforward language Keep moving them around to new projects 
Don’t ask them to break the rules Use them on turnarounds 
Give them lots of data, proof, and details Don’t put many constraints on their 

performance 
Help them to be more optimistic Help them to live beyond the moment 

 
 
 

When Leading NTs When Leading NFs 
Don’t try to control them. Give them space to lead Praise. Praise. Praise. 
Communicate at a high intellectual level Praise. Praise. Praise. (i.e. feed their self-esteem) 

Use them for developing strategies and plans Remember they’re hyper sensitive to critique 
Make sure they’re working with competent 
people 

Don’t play games. Be real and honest. 

Give them general directions and let them fill in Connect with them on a relational level (be 
open) 

Put them in challenging situations and roles Use them to coach and help others 

Don’t assign them routine work Use them to sell (ideas or products) 
Give them a large education allowance Remember they use feelings to make decisions 

Use their natural abilities to see problems Don’t put them on projects all by themselves 
Learn to be a great debater Create opportunities for growth 
Let them win if their idea is better Reduce conflict as much as possible 

Don’t pull the rank or position card Call them on their exaggeration  
Let them know that their work matters Use them to build teams (love collaboration) 

Communicate like a lawyer with them Always have their back (i.e. don’t betray) 
Help them to see how they affect others Help them to deal with things they don’t want 

to 
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The Top Speed Reading Questions  
 
 
I. Their Source of Energy 
 

Extroversion Introversion 

Do they gain their energy from people? Or do they gain their energy from solitude? 

Do they talk first and then think? Or do they think first, then talk? 

Do they like group interaction? Or do they prefer to be alone? 

 
II. How They Process Information 
 

Intuition Sensing 

Do they go by their gut? Or do they prefer data? 

Are they oriented toward the future? Or are they oriented from the past to the 
present? 

Are they a big picture person? Or do they prefer details and specifics? 

 
III. How They Make Decisions 
 

Thinking Feeling 

Do they make decisions objectively?  Or do they factor in how others will feel? 

Do they think first, and then feel? Or do they feel first and then think? 

Are they often oblivious to people’s feelings? Or always in touch with other people’s feelings? 

 
IV. How they Order Their World 
 

Judging Perceiving 

Do they prefer to organize and plan their life? Or do they prefer to live more spontaneously? 

Do they like to make “to do” lists? Or do they revolt at making lists? 
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Are they very time conscious? Or are they often oblivious to time? 
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My Team Member’s MBTI Form 
 
 
Name: ________________________________________________________ MBTI Type: _________________ 
 
Position/Title: _________________________________________________ 
 
Strengths: What is this person really good at?  
 
 
 
Weaknesses: What aren’t they really good at? 
 
 
 
Needs: What do they need to be successful? What kind of environment do they function best in? 
 
 
 
Stressors:  What really stresses them out? How do they respond to stress? 
 
 
 
Values: What do they really value? What’s important to them? 
 
 
 
Value to the organization: How does this person make your team better? 
 
 
 
Motivation: What motivates or inspires them to perform at a higher level? 
 
 
 
De-motivation: What hinders their performance? What takes the wind out of their sails? 
 
 
Communication: What’s the best way to communicate with this person? 
 
 
Conflict: How does this person respond to conflict? 
 
 
Differences: Where on the four letters are you different? And how does that affect your relationship? 
 
 
Conclusion: Based on the information above (and their MBTI type), how should you lead/manage this 

person for maximum success (that is, for them, for you, and for your organization)? 
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Making it Real: Where to From Here? 
 
 

1. Who on your team do you have the hardest time leading? Based on what you’ve learned 
in this session, why do you think that is?  
 
  
 
 
 
 

2. How can you reduce the conflict you have with this person and lead them more 
effectively? 

 
 
 
 
 

3. Do you own the premise that the goal of leadership is to produce results through people 
and that your success as a leader is based, not on what you do, but what they do? If not, 
why not? 

 
 
 
 
 

4. Do you wrestle with any of the personality essentials we talked with at the beginning of 
the session? If so, which ones and why? 

 
 
 
 
 

5. Do you wrestle with any of the teambuilding essentials we covered early in the session? 
If so, which ones and why? 

 
 
 
 
 

6. List the names of the people on your team/direct reports and their Myers Briggs type 
 

a. ____________________________________________________  _________________ 

b. ____________________________________________________  _________________ 

c. ____________________________________________________  _________________ 

d. ____________________________________________________  _________________ 

e. ____________________________________________________  _________________ 

f. ____________________________________________________  _________________ 

g. ____________________________________________________  _________________ 
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7. Where are you different? 

 
 
 
 
 
 
 
 

8. Do you appreciate those differences? If not, why not? How can you move to the place of 
appreciating them? 

 
 
 
 
 
 

9. How can you affirm those differences to the people on your team? 
 
 
 
 
 

10. What did you learn about you, as a person and as a leader, as you went through this 
content? 

 
 
 
 
 

11. What did you learn about the people on your team? 
 
 
 
 
 
 
 

12. How have your personality differences contributed to some of your team conflicts? 
 
 
 
 
 

13. Reflect back on your last team conflict. How did you each see the conflict differently 
because of your personality differences? Based on what you know now, how would you 
have handled that situation differently? 

 
 
 
 

14. What’s the best way to communicate with each of the people on your team? 
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15. How do you need to change the way you lead each of the people on your team? 

 
 
 
 

16. If you haven’t already filled out the, “My Team Member’s MBTI Form,” for each of your 
direct reports, make sure you do so ASAP.  

 
17. When will you have those forms filled out for each person? __________________________ 

 
18. Make sure you follow through and appreciate each person on your team this week by 

focusing on something that’s true of them because of their personality type or 
temperament. 

 
19. How do you think you’ve hindered your team’s productivity by not paying attention to 

their personality types and playing to their strengths? 
 
 
 
 
 
 

20. Use the Strength Bombardment Exercise (on the next page) within the next two weeks in 
order to build morale on your team. 

 
21. With whom can you share what you learned in this session—within the next 48-72 hours 

(we retain more when we internalize and pass along what we’ve learned)? 
 

Name: ___________________________________________________   When: ______________ 
 
 

22. What is one thing you can do within the next 24 hours as a result of what you’ve learned 
in this session on Personality Type Leadership? 
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Team Exercise: Strength Bombardment 
 
 

 
1.  Write down the name of each person on your team (or at your table). 
 

§ ____________________________________       

§ ____________________________________       

§ ____________________________________       

§ ____________________________________       

§ ____________________________________       

§ ____________________________________       

§ ____________________________________       

§ ____________________________________       

 
2.  Next to their name, write down at least one thing you appreciate about them. 
 
 
3.  Then write down one thing about their Myers-Briggs Personality Type that you appreciate and 

that that you know this team needs in order to be more successful. 
 
4.  Finally, go around the room (or table), TAKING ONE PERSON AT A TIME, and have the 

others say what they wrote down for questions two and three. In other words, everyone 
should “strength bombard” one person at a time until everyone has had the whole team 
speak words of encouragement into their lives. 

 
 


