Learn the four personality types to better understand yourself and others


In 1923, Carl Jung started the on-going studies of the 4 personality types.  Usually the test results and terminology are complicated, not easy to remember, copyrighted, used as a put down to others, or in general simply not very helpful or easy to apply in our everyday lives.  The goal here is to help eliminate these shortcomings.

The four personality quadrants are given many different names, but the easiest to understand are: comprehender, controller, supporter, and entertainer.  Our tests with hundreds of people have shown that 42% test as entertainer, and the other 58% divide about equally into the other 3 quadrants.

We use 9 simple questions for each of the two psychological behavior lines and ask people to choose one of two answers on how they usually interact with others in everyday situations.  The odd number of questions forces people to fall to one side or the other of the behavior types.  Realize that about 5% of the people are so close to the middle of both behavior lines that it is sometimes difficult to clearly know what personality type they are.

The compete versus the cooperate behavior line changes as stress levels rise.  This fascinating feature sometimes helps convince someone what personality type they are.  As tension rises the controllers and entertainers become more aggressive and the comprehenders and supporters withdraw more.  But as stress levels max out, everyone flips - - controllers avoid while comprehenders demand, and entertainers comply while supporters attack.

From over 20 years of study and application in this area, the main benefits of understanding the 4 personality types are (in order of importance):

1. Understand yourself and how you can better interact with others, and so you can better handle potentially uncomfortable situations.

2. Understand your spouse  and learn how to work better with each other as a team.

3. Understand your kids or a few other key people in your life so that you can communicate better and help them.

4. Understand how behaviors can shift with increased tension and then temporarily “flip out” in highly stressed situations so as to help weather family or team turmoil’s without creating long term or permanent splits.

5. Finally, and to a lesser extent, you can apply this to work and community relationships.  This is less useful at times because you might be guessing what personality types are involved and also you may be dealing with some unknown group dynamics or dozens of other factors not related to personality types.

Learning and applying this information can be fun and easy.  Bottom-line, this can be one of the most important yet simple things you can learn, because it will help you understand yourself and then help you make an important relationship even better.

DIFFERENT KEY WORDS TO DESCRIBE THE TWO PSYCHOLOGICAL BEHAVIOR LINES AND THE RESULTING FOUR PERSONALITY TYPES OR QUADRANTS.
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BEHAVIORAL STYLE SELF-EVALUATION


     This is an informal survey, designed to determine how you usually interact with others in everyday situations.  The purpose of this questionnaire is to get a clear description of how you see yourself, so please be as candid as possible.

       Compare each set of statements.  Then circle the letter S (Self-Contained/Assessing), O (Open/Accepting), 
I (Indirect), or D (Direct) to the left of the statement that best describes you most of the time, in more situations, and with most people.  Please make a choice for every set of statements.

	1.
	O
S
	Easy to get to know personally in business or unfamiliar social environments
More difficult to get to know personally in business or unfamiliar social environments

	2.
	S
O
	Focuses conversation on issues and tasks at hand, stays on subject
Conversation reflects personal life experiences, may stray from “business at hand”

	3.
	I
D
	Infrequent contributor to group conversations
Frequent contributor to group conversations

	4.
	I
D
	Tends to adhere to the Letter of the Law
Tends to interpret the Spirit of the Law

	5.
	S
O
	Makes most decisions based on his/her goals, facts, or evidence
Makes most decisions based on his/her feelings, experience, or relationships

	6.
	I
D
	Infrequent use of gestures and voice intonation to emphasize points
Frequently uses gestures and voice intonation to emphasize points

	7.
	D
I
	More likely to make empathetic statements like “This is so!,”  or  “I feel . . . “
More likely to make qualified statements like “According to my sources . . .”

	8.
	O

S
	Greater natural tendency toward animated facial expressions or observable body responses during speaking and listening
More limited facial expressions or observable body responses during speaking and listening

	9.
	S
O
	Tends to keep important personal feeling private, tends to share only when necessary
Tends to be more willing to show or share personal feelings more freely

	10.
	S
O
	Shows less enthusiasm than the average person
Shows more enthusiasm than the average person

	11.
	D
I
	More likely to introduce self to others at social gatherings
More likely to wait for others to introduce themselves at social gatherings

	12.
	O
S
	Flexible about how his/her time is used by others
Disciplined about how his/her time is used by others

	13.
	S
O
	Goes with his/her own agenda
Goes with the flow

	14.
	D
I
	More naturally assertive behavior
More naturally reserved behavior

	15.
	D
I
	Tends to express his/her own views more readily
Tends to reserve the expression of his/her own opinions

	16.
	D
I
	Tends to naturally decide more quickly or spontaneously
Tends to naturally decide more slowly or deliberately

	17.
	S
O
	Prefers to work independently or dictate the relationship conditions
Prefers to work with others or be included in relationships

	18.
	I
D
	Naturally approaches risk or change more slowly or cautiously
Naturally approaches risk or change more quickly or spontaneously 


Total number of circled:   S’s __________    O’s __________       I’s __________    D’s __________

Explanation of Personality Patterns

INSTRUCTIONS:
1. 
Subtract the number of I’s from the number of D’s (D – I = _____).  This determines where you stand on a “direct/fight/compete” versus “indirect/flight/cooperate” horizontal psychological behavior relationship line.

2.
Subtract the O’s from the S’s (S – O = ____) to see where you stand on a vertical line showing 
“self-contained/assessing/self-control/conceal” versus “open/accepting/self-expressive/revealing.”
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       These categories have to do with interpersonal relationships and very little to do with the normal human desire to be useful, to win self-esteem, and to successfully complete a life task.  There is no best place to be on the graph.  However, you do not want to be so extreme in any category that it is hard for other people to accept you or for you to serve them.

     Here is what you can expect from people with the four patterns and (how you deal with them in their comfort zones):

COMPREHENDER
Use self-control and cooperate 



Information specialist



Example: Jimmy Stewart, Eric Sevareid, Katherine Hepburn, Jimmy Carter



Committed to identifying facts



(Be patient and well-prepared with facts)  (Be very, very correct with info)



(Use logic with them)
CONTROLLER
Use self-control and compete



Appear dominant



Example: Lee Ioccoca, Margaret Thatcher, Richard Nixon, George Patton



Do not joke a great deal



Task oriented, command



Tell others what to do



(Allow them to feel in command)  (Give outcomes, not details)  (Give options & probabilities)
SUPPORTER

Express feelings and cooperate



Deeply involved with others’ feelings



Concern specialists



Ask others what they are feeling



Example:  Ed McMahon, Dinah Shore, Ronald Reagan, Dwight Eisenhower



(Be sincere, care about people)  (Give assurances, support them)
ENTERTAINER
Express emotions and compete



Often enthusiastic



Emotive (speaking specialist)



Example:  Johnny Carson, Bev Sills, Douglas MacArthur, Lyndon Johnson



Tell others what they feel



Want to feel great about their decisions



Have short attention span



(Deal quickly & efficiently with them, then deliver quickly)   (Be fun with them) 
                                     (Give incentives &  testimonials)





A person’s success or failure in business, education, or child-rearing has virtually nothing to do with his or her pattern, providing they learn to accept the pattern of others and to adapt to that pattern when they need to.  Be careful of falling into the “liking trap” by dealing only with people who are like you.  The key is to recognize your own traits as well as those of others and learn to adjust so you can deal with them and yourself better.  Work with your strengths and theirs, i.e. with Comprehender use logic; with a Controller give them options, define the task; with Supporters give assurances; with Entertainers give incentives, recognition. 



Personality patterns shift when under tension and again when the situation increases to stress.  It is valuable to know these characteristics so you can recognize the shifts and deal with them both in yourself and the people with which you interact. 


	PATTERN
	COMFORT ZONE
	TENSION
	STRESS

	CONTROLLER
	Tells
	Demands
	Avoids

	COMPREHENDER
	Asks
	Avoids
	Demands

	SUPPORTER
	Asks
	Complies
	Attacks

	ENTERTAINER
	Tells
	Attacks
	Complies


Remember this information is non-judgmental.  It is so you can better deal with yourself and others through understanding.
