
Myers Briggs Type Indicator 
(MBTI)

‘Why aren’t you more like me?’
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Why We Use the MBTI

Improved personal and team productivity and success through:

Greater understanding of personal operating style

Recognition of and appreciation for our differences

Recognition of individual contributions to the team

Ability to see things from other perspectives

A framework for understanding and better handling of conflict

Helps individuals understand how different perspectives and 
methods can lead to useful and effective problem-solving
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The Myers-Briggs Type Indicator

The most widely used personality indicator in the world 

Myers-Briggs Type Indicator" is the trademarked name of a 
questionnaire that is published by Consulting Psychologists Press. 

It is based on the theory of Carl Gustav Jung, and was developed
by the mother and daughter team of Katherine Briggs and Isabel 
Briggs-Myers. 

It is called an "indicator" because it helps provide an 'indication' of 
what your personality type might be - you are the only person to 
decide your type.



4 www.iridiumconsulting.co.uk

Ethical Guidelines in 
Using the MBTI

Type preferences are best used to understand oneself first and 
then to understand others

The MBTI indicates preferences, not behaviour; people may use 
behaviours not based on their preferences, but to adapt to specific 
situations

MBTI is not used as the basis of selection for team membership or 
task assignments; it doesn’t measure abilities

No type is better than others – “Gifts differing”

Use the MBTI as a starting point for discussion and understanding, 
not as an end in itself
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The Four Dimensions of the MBTI

DimensionDimension Refers toRefers to Key ActivityKey Activity

EXTRAVERSIONEXTRAVERSION--INTROVERSIONINTROVERSION How a person prefers
to be energised Energising

SENSINGSENSING--INTUITIONINTUITION What a person prefers to pay
attention to in gathering information Attention

THINKINGTHINKING--FEELINGFEELING How a person prefers to 
make decisions Deciding

JUDGMENTJUDGMENT--PERCEPTIONPERCEPTION The way a person prefers to deal 

with the world around them Living
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ENERGISING PREFERENCES:
Where do you prefer to get your energy from?

EXTRAVERSION

Preference to draw your energy 
from the world around you, from 
‘doing’, from involvement in 
external events and contact with 
people.

Prefer to talk through problems

Learn best through doing or 
discussing

Breadth of interests

Tendency to speak and act first, 
reflect later

EXTRAVERSION

Preference to draw your energy 
from the world around you, from 
‘doing’, from involvement in 
external events and contact with 
people.

Prefer to talk through problems

Learn best through doing or 
discussing

Breadth of interests

Tendency to speak and act first, 
reflect later

INTROVERSIONINTROVERSION

Preference to draw your energy Preference to draw your energy 
from your internal world, through from your internal world, through 
quiet reflection, focusing on your quiet reflection, focusing on your 
inner thoughts or ideas.inner thoughts or ideas.

Prefer to think through problemsPrefer to think through problems

Learn best by reflection and mental Learn best by reflection and mental 
practicepractice

Depth of interestsDepth of interests

Tendency to reflect before acting or Tendency to reflect before acting or 
speakingspeaking
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ATTENTION PREFERENCES
What do you prefer to pay attention to 

when gathering information?

SENSING

Enjoy the present

Value practical applications

Factual and concrete, notice 
details

Focus on what is real and actual

Trust experience

Want information to be accurate 
and precise

“Can’t see the forest for the trees”

5 senses

SENSING

Enjoy the present

Value practical applications

Factual and concrete, notice 
details

Focus on what is real and actual

Trust experience

Want information to be accurate 
and precise

“Can’t see the forest for the trees”

5 senses

INTUITIONINTUITION

Enjoy anticipating the future

Value imaginative insights

Abstract and theoretical

Focus on what could be, ‘big 
picture’ possibilities

Trust inspiration

Stimulated by ambiguity

“Can’t see the trees for the 
forest”

6th sense, hunches
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DECIDING PREFERENCES
How do you prefer to make decisions?

THINKING

Preference for making decisions 
from a detached standpoint using;

Head

Logical system

Reason

Critique – look for flaws in logic

Apply consistent principles

Impersonal

Fair to everyone equally

THINKING

Preference for making decisions 
from a detached standpoint using;

Head

Logical system

Reason

Critique – look for flaws in logic

Apply consistent principles

Impersonal

Fair to everyone equally

FEELINGFEELING

Preference for making decisions 
from an involved standpoint using;

Heart

Value system

Caring

Look for Common ground

Empathy with the participants

Personal

Fair to each individual
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LIVING PREFERENCES:
How do you prefer to deal with the 

world around you?

JUDGEMENT

Preference for coming to 
closure on decisions - living 
life by being;

Organised and Structured

Decisive and enjoying 
decision making

Deliberate

Planned and sticking to the 
plan

JUDGEMENT

Preference for coming to 
closure on decisions - living 
life by being;

Organised and Structured

Decisive and enjoying 
decision making

Deliberate

Planned and sticking to the 
plan

PERCEPTIONPERCEPTION
Preference for keeping open 
to new experiences and 
information – living life by 
being;

Flexible, going with the flow

Able to enjoy the process  -
no decision before its time

Spontaneous 

Open to options and 
allowing plans to evolve
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Predicting Preferences

Place an X on the side of the midpoint where you think you belong.  If the characteristics 
for extraversion, for example, really seem to be accurately descriptive of you, then the X 
should be close to the word extraversion.  If you have difficulty in choosing the stronger 

preference, put the X close to the midpoint, but on one side or the other.

EXTRAVERSION INTROVERSION

SENSING INTUITION

THINKING FEELING

JUDGEMENT PERCEPTION
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Using MBTI to improve communication

How can you use MBTI to improve 
communication?

How can you use MBTI to improve 
communication?

How can you use MBTI to improve 
communication?
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ENERGISING PREFERENCES:
Using MBTI to improve communication

EXTRAVERSION
Communicate energy & 
enthusiasm
Respond quickly without long 
pauses to think
Focus of talk on people & things in 
external environment
Need to moderate expression
Seek opportunities to 
communicate in groups
Prefer face-to-face over written 
communication
In meetings, like talking out loud 
before coming to conclusions

EXTRAVERSION
Communicate energy & 
enthusiasm
Respond quickly without long 
pauses to think
Focus of talk on people & things in 
external environment
Need to moderate expression
Seek opportunities to 
communicate in groups
Prefer face-to-face over written 
communication
In meetings, like talking out loud 
before coming to conclusions

INTROVERSIONINTROVERSION
Keep energy & enthusiasm 
inside
Like to think before 
responding
Focus is on internal ideas & 
thoughts
Need to be drawn out
Seek opportunities to 
communicate one-on-one
Prefer written over face-to-
face communication
In meetings, verbalise well 
thought-out conclusions
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ATTENDING PREFERENCES:
Using MBTI to improve communication

SENSING
Like evidence (facts, details & 
examples) presented first
Want practical and realistic 
applications shown
Rely on direct experience to 
provide anecdotes
Use an orderly step-by-step 
approach in presentations
Like suggestions to be 
straightforward & feasible
Refer to a specific example
In meetings, inclined to follow 
the agenda

SENSING
Like evidence (facts, details & 
examples) presented first
Want practical and realistic 
applications shown
Rely on direct experience to 
provide anecdotes
Use an orderly step-by-step 
approach in presentations
Like suggestions to be 
straightforward & feasible
Refer to a specific example
In meetings, inclined to follow 
the agenda

INTUITIONINTUITION
Like global schemes, with broad 
issues presented first
Want possible future challenges 
discussed
Rely on insights and imagination 
to provoke discussion
Use a round-about approach in 
presentations
Like suggestions to be novel & 
unusual
Refer to a general concept
In meetings, inclined to use the 
agenda as a starting point
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DECIDING PREFERENCES:
Using MBTI to improve communication

THINKING
Prefer to be brief & concise
Want the pros & cons of each 
alternative to be listed
Can be intellectually critical & 
objective
Convinced by cool, impersonal 
reasoning
Present goals & objectives first
Consider emotions & feelings as 
data to weigh
In meetings, seek involvement 
with tasks

THINKING
Prefer to be brief & concise
Want the pros & cons of each 
alternative to be listed
Can be intellectually critical & 
objective
Convinced by cool, impersonal 
reasoning
Present goals & objectives first
Consider emotions & feelings as 
data to weigh
In meetings, seek involvement 
with tasks

FEELINGFEELING
Prefer to be sociable & friendly
Want to know why an alternative is 
valuable & how it affects people
Can be interpersonally appreciative
Convinced by personal 
information, enthusiastically 
delivered
Present points of agreement first
Consider logic & objectivity as 
data to value
In meetings, seek involvement 
with people
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LIVING PREFERENCES: 
Using MBTI to improve communication

JUDGEMENT
Want to discuss schedules 
& timetables with tight 
deadlines
Dislike surprises & want 
advance warning
Expect others to follow
through & count on it
State their positions & 
decisions clearly
Communicate results & 
achievements
Talk of purpose & direction
In meetings, focus on the
task to be done

JUDGEMENT
Want to discuss schedules 
& timetables with tight 
deadlines
Dislike surprises & want 
advance warning
Expect others to follow
through & count on it
State their positions & 
decisions clearly
Communicate results & 
achievements
Talk of purpose & direction
In meetings, focus on the
task to be done

PERCEPTIONPERCEPTION

Willing to discuss schedule but 
uncomfortable with tight 
deadlines

Enjoy surprises & like adapting to 
last-minute changes

Expect others to adapt to 
situational requirements

Present their views as tentative & 
modifiable

Communicate options & 
opportunities

Talk of autonomy & flexibility

In meetings, focus on the
process to be appreciated
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