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The More You Know; The More Empowered You Are
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“Education then, beyond all other devices of human origin, is the great equalizer of the 

conditions of people, the balance-wheel of the social machinery”
Horace Mann



&

 Pre-Workshop: Participants will take the MBTI online prior to workshop and the 
results will be sent via email and brought to the workshop.

 1st Hour: Introduction to the MBTI, the 4 scales and interactive tasks to help 
facilitate understanding of personal results.

 2nd Hour: How personality temperament understanding can help foster 
relationships and lower conflict. Understanding self and others as it relates to 
customer service.

 3rd Hour: Wellness Balance - Applying personality temperament knowledge at 
work and in your life (stress, life balance, interpersonal relationships, etc.)



1st Hour: Introduction to the MBTI, the 4 scales and interactive tasks to help 
facilitate understanding of personal results.



OVERVIEW OF MBTI

1. Self-Report Instrument

2. Nonjudgmental Instrument

3. Preference Indicator

4. Well Researched Instrument

5. Based on Carl Jung’s theory of Personality



 The Myers-Briggs Type Indicator (MBTI ) is a versatile assessment of personality 
type. It describes people’s preferences for interacting with others (energy & 
focus), gathering information, making decisions and organizing their lives. This 
assessment explores individual personality traits and categorizes the results in 16 
different personality types. 

 Understanding your personality temperament is empowering in terms of personal 
management (insight, life balance and optimal functioning) and interpersonal 
skills (navigating relationships).



Extroversion Introversion

Sensing iNtuition

Thinking Feeling

Judging Perceiving



VS.

Where you prefer to focus your energy and attention…



VS

Where you prefer to focus your energy and attention…

Extroversion (E)

I like getting my energy from active involvement in events and 

having a lot of different activities. I’m excited when I’m around 

people and I like to energize other people. I like moving into action 

and making things happen. I generally feel at home in the world. I 

often understand a problem better when I can talk out loud about it 

and hear what others have to say. 



Where you prefer to focus your energy and attention…

Introversion (I)

I like getting my energy from dealing with the ideas, pictures, 

memories, and reactions that are inside my head, in my inner world. 

I often prefer doing things alone or with one or two people I feel 

comfortable with. I take time to reflect so that I have a clear idea of 

what I’ll be doing when I decide to act. Sometimes I like the idea of 

something better than the real thing.

VS



Extraversion Introversion

Attention Orientation

E I1. Attuned to external environment

2. Prefer to communicate by talking

3. Work out ideas by talking them 

through

4. Learn best through doing or 

discussing

5. Have broad interests

6. Sociable and expressive

7. Readily take initiative in work and 

relationships

1. Drawn to their inner world

2. Prefer to communicate in writing

3. Work out ideas by reflecting on 

them

4. Learn best by reflection and 

“mental practice”

5. Focus in depth on their interests

6. Private and contained

7. Take initiative when the situation or 

issue is very important to them

FOCUS OF ENERGY & ATTENTION



ACTIVITY #1
Break into Extraversion and 

Introversion groups and plan your 

ideal party.

E-I Dimension Groups

 Plan a Party!!



VS.

How you prefer to take in information…



How You Prefer to Take in Information…

Sensing (S) 

Paying attention to physical reality, what I see, hear, touch, 

taste, and smell. I’m concerned with what is actual, present, 

current and real. I notice facts and I remember details that 

are important to me. I like to see the practical use of things 

and learn best when I see how to use what I’m learning. 

Experience speaks to me louder than words. 

VS



How You Prefer to Take in Information…

Intuition (N) 

Paying the most attention to impressions or the meaning and 

patterns of the information I get. I’m interested in new 

things and what might be possible, so that I think more 

about the future than the past. I like to work with symbols or 

abstract theories, even if I don’t know how I will use them. I 

remember events more as an impression of what it was like 

than as actual facts or details of what happened.

VS



Sensing iNtuition

Information Processing Preference

S N1. Oriented to present realities

2. Factual and concrete

3. Focus on what is real and actual

4. Observe and remember specifics

5. Build carefully and thoroughly toward 

conclusions

6. Understand ideas and theories 

through practical application

7. Trust experience

1. Oriented to future possibilities

2. Imaginative and verbally creative

3. Focus on the patterns and meaning in 

data

4. Remember specifics when they relate to 

a pattern

5. Move quickly to conclusions and follow 

hunches

6. Want to clarify ideas and theories before 

putting them into practice

7. Trust inspiration

HOW YOU “TAKE IN” INFORMATION



ACTIVITY #2
Break into Sensing and Intuition 

groups and discuss what your 

concept of time is. Be prepared to 

share your findings with the whole 

group.

S-N Dimension Groups

 Describe the concept of Time

 You have 10 minutes. 



VS.

How you prefer to make decisions…



How You Prefer to Make Decisions…

Thinking (T) 

When I make a decision, I like to find the basic truth or principle to 

be applied, regardless of the specific situation involved. I like to 

analyze pros and cons, and then be consistent and logical in 

deciding. I try to be impersonal, so I won’t let my personal wishes, or 

other people’s wishes, influence me.

VS



How You Prefer to Make Decisions…

Feeling (F)

I believe I can make the best decisions by weighing what people 

care about and the points-of-view of persons involved in a situation. I 

am concerned with values and what is the best for the people 

involved. I like to do whatever will establish or maintain harmony. In 

my relationships, I appear caring, warm and tactful.

VS



Thinking Feeling
Decision Orientation

T F

HOW YOU MAKE DECISIONS

1. Analytical 

2. Use cause-and-effect reasoning

3. Solve problems with logic

4. Strive for an objective standard of 

truth

5. Reasonable

6. Can be “tough-minded”

7. Fair – want everyone treated equally

1. Empathetic

2. Guided by personal values

3. Assess impacts of decisions on people

4. Strive for harmony and positive 

interactions

5. Compassionate

6. May appear “tenderhearted”

7. Fair – want everyone treated as an 

individual



ACTIVITY #3
What factors or circumstances do 

you need to make the best possible 

decisions? What factors influence 

the outcome?

T-F Dimension Groups

 Think for a minute about a decision in your life about 
which you might say…

 “I wish I would have done it differently” or “That was the 
best decision I ever made”

 What circumstances or strategies made it the best or the 
worst decision?



VS.

How you prefer to interact with the outside world…



VS

How you prefer to interact with the outside world…

Judging (J) 

I prefer a planned or orderly way of life, like to have things settled 

and organized, feel more comfortable when decisions are made, and 

I like to bring life under control as much as possible. 



VS

How you prefer to interact with the outside world…

Perceiving (P) 

I prefer a flexible and spontaneous way of life, and I like to understand 

and adapt to the world rather than organize it. Others see me staying 

open to new experiences and information.



Judging Perceiving

Environment Orientation

J P

INTERACTION WITH THE OUTSIDE WORLD

1. Scheduled

2. Organize their lives

3. Systematic

4. Methodical

5. Make short-term and long-term 

plans

6. Like to have things decided

7. Try to avoid last-minute 

pressures

1. Spontaneous

2. Flexible

3. Casual

4. Open-Ended

5. Adapt, change course

6. Like things loose and open to change

7. Feel energized by last minute 

pressures



ACTIVITY #4
Stress and the  J-P dimension.

J-P Dimension Groups

 How do you define/describe stress? What causes you 
stress in the workplace? At home? Other 
environments?
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THE PHRASES THAT DESCRIBE THEIR WAY OF OPERATING

1. ENTP: Progress is the Product “Be an entrepreneur in your life”

2. ISTJ: Life’s Natural Organizers “Take Your Time and Do It Right”

3. ENFJ: Smooth Talking Persuaders “Relationships are Important”

4. ISFJ: Committed to Getting the Job Done “On My Honor, to Do My Duty…”

5. ISFP: Action Speaks Louder than Words. “It’s the thought behind the behaviour
that counts”

6. ISTP: Just Do It “Doing the Best I Can With What I’ve Got”

7. INTJ: Life’s Independent Thinkers “Competence + Independence = Perfection”

8. INFJ: An Inspiring Leader and Follower “Catalyst for Positive Change”



THE PHRASES THAT DESCRIBE THEIR WAY OF OPERATING

9. INTP: Life’s Problem Solvers “Seek Ingenious Solutions”

10. INFP: Making Life Kinder and Gentler “Still Waters Run Deep”

11. ESTP: Making the Most of the Moment “Let’s Get Busy!”

12. ESTJ: Life’s Natural Administrators “Taking Care of Business”

13. ENTJ: Life’s Natural Leaders “Everything’s Fine…When I’m in Charge”

14. ENFP: People are the Product “Anything’s Possible”

15. ESFP: Let’s Make Work Fun “Don’t Worry, Be Happy”

16. ESFJ: Everyone’s Trusted Friend “What Can I Do For You?”



2nd Hour: How personality temperament understanding can help foster 
relationships and lower conflict. Understanding self and others.



 Patience – Before any other skill is possible, a company representative must be patient 
and able to listen attentively.

 Tact – Customers are easily displeased or disappointed; a company representative 
should always be tactful, never aggressive or defensive, and never blame the customer.

 Tact also implies positive language – using yes-words rather than no-words.
 For example, it is better to say that a service or product will be available in the foreseeable 

future, rather than saying that it is not available now.

 Empathy – This is the ability to understand the customers, his/her needs and mood. 

 Assessment – Good assessment works together with effective empathy. To assess is to 
ask questions and gather customer-related information through observation to gauge 
the needs and potential of a customer.

 Negotiation – All of these skills come together in effective negotiation. To negotiate 
well, you need patience and tact, empathy and assessment. You need to be able to make 
quick and shrewd decisions regarding customer needs and company policy to satisfy 
both ends.



ACTIVITY #5
MBTI and Conflict: Exploring the 

personality dynamics of conflict.

Mixed Teams: 

Define “Conflict”

 Things I wish others knew about me when there is a 
conflict

 What are your worst fears about conflict?

 When there is a conflict I tend to…

 With the personality knowledge you have now, why do 
you think you react to conflict this way?



VS

Tips for Interacting with the world



MAINTAINING YOUR ENERGY LEVEL

 Don’t interrupt when people hesitate in the middle of a sentence. They may be 
mentally focused on finding the most precise way to express their thoughts.

 When speaking, pause frequently to give others the opportunity to comment.

 When introducing a new idea to co-workers, don’t expect an immediate response. 
Give them time to think it over, then schedule a meeting to discuss it.

 When assigning new tasks to team members, understand that they may need time 
to develop an approach before acting.

 Respect the needs of Introverts for quiet time alone to reflect and recharge. They’re 
drained by social activity.



MAINTAINING YOUR ENERGY LEVEL

 Be patient with people who try to finish your sentences. Gently point out that you need a 
moment to think. If you feel put on the spot, think out loud to avoid the pressure of an 
awkward silence.

 Don't assume that people who seem to be dominating a conversation aren’t interested 
in your input. They may be working through an idea by talking about it, or they may 
expect you to jump in when you have something to say.

 Maintain eye contact with someone who’s speaking, and use other non-verbal cues to 
signal that you’re engaged by what they’re saying.

 Recognize that sometimes, the only way to understand a new situation is to jump into it 
and learn from experience. If you make a mistake, most people won’t care or even 
notice.

 Remember that Extraverts are energized by social interaction. They may want to meet 
face-to-face to make sure everyone’s on the same page, even if you don’t consider a 
meeting necessary.



ACTIVITY #6
E-I Personality Dynamics & 

Compromise.

Mixed Teams: 
Extravert & Introvert

 Team members… highlight the portions of your 
profiles that you think other team members may find 
helpful when dealing with you.



VS

Tips for Gathering Information 



GATHERING INFORMATION

 Tolerate the need of others to brainstorm; but if the discussion goes off topic, gently 
bring it back to the task at hand.

 If you believe that a proposed change isn’t in the best interest of the team, express 
your reasons. Sensing types are more realistic about the chances of failure than 
Intuitive types.

 Remember that when people propose change, they’re not trying to turn your world 
upside-down. Intuitive types think in terms of possibility and may not understand 
your focus on actuality.

 If you need more details when the rest of the participants in a discussion are ready 
to move on, plan a follow-up discussion with just the involved parties so you can get 
the information you need.



GATHERING INFORMATION

 Stay on task while discussing specific, concrete issues. Don’t indulge in tangential 
topics and how they might relate to the current situation. Do that on your own time, and 
then discuss your conclusions with the team.

 If you believe a procedure isn’t working as well as it could, evaluate whether the benefit 
of change outweighs the cost. Remember that small changes are easier to implement 
than big ones. When formulating your battle plan, make sure you know what’s going on 
in the trenches.

 If others seem resistant to change, assume that they have valid concerns, and 
encourage them to express those concerns. During the change process, look for ways 
to build on existing expertise.

 Make sure you provide enough detail for Sensing types on the team to understand and 
feel comfortable with their tasks. Be patient with their need to have details stated 
explicitly.

 Indulge your senses. Take time to appreciate what is, not just what could be.



ACTIVITY #7
Gathering Information

Mixed Teams: 
Sensing & Intuition

Team members… highlight the portions of your profiles 
that you think other team members may find helpful 
when sharing information or exploring a problem.

 What level of detail do you find helpful?

 What is the best way to answer your question?



VS

Drawing Conclusions



DRAWING CONCLUSIONS 

 Avoid blunt communication unless the situation requires it. Express the positives 
before expressing the negatives.

 When approached with a new idea, discuss the potential benefits before raising 
potential pitfalls. Otherwise, Feeling types may think you’re unreceptive and may 
disengage.

 When making an argument, be sure to include subjective data along with the 
objective data. Feeling types are more likely to be persuaded by arguments that 
consider the effect on people.

 Remember that Feeling reasoning is a rational process, and that Feeling types tend 
to make better decisions when they consider personal values.



DRAWING CONCLUSIONS 

 Watch for a tendency to communicate indirectly
 for example, saying “Don’t you think” when you really mean “I think.” If you say “Don’t you 

think” to Thinking types, they’re likely to believe that you’re soliciting their viewpoint, and 
answer based on their logical conclusions. You may feel as if they’re dismissing your opinion, 
but technically, you didn’t express your opinion—you asked for theirs.

 If someone challenges your ideas, don’t interpret this as rejection. It’s simply part of the 
evaluation process.

 When making an argument, present objective data before subjective data. If you start 
with subjective data, Thinking types may tune out.

 Remember that Thinking types are skeptical of emotion because it tends to cloud their 
judgment. They may not understand that it tends to clarify yours.

 In areas outside your expertise, don’t make a choice simply because it’s appealing. Be 
sure to think things through, considering objective as well as subjective data.



ACTIVITY #8
Drawing Conclusions & Solving the 

Problem

Mixed Teams: 
Thinking & Feeling

In terms of your personality preference, what you think 
other team members may find helpful to know about 
you in the problem solving process?

 Is adhering to rules & regulations important?

 What is the best way to answer your question?



VS

Structuring Life



STRUCTURING LIFE

 Remember that your way isn’t the only good way.

 Don’t let your desire for closure lead you to make a decision before you’ve 
gathered sufficient information.

 Tolerate the need of Perceiving types to experiment. They don’t mind making 
mistakes as long as they learn something.

 Offer to take on tasks at the end of a project to tie up loose ends after the 
Perceiving types on the team may have run out of energy.

 Don’t become so attached to your plans that you miss out on new opportunities.



STRUCTURING LIFE

 Remember that others may be less tolerant of clutter than you are. Help keep 
shared spaces neat.

 Don’t let your desire to gather information keep you from making a timely 
decision.

 Understand that your drive for experimentation can overwhelm Judging types. 
Give them time to organize and process the information you present to them.

 Offer to take on tasks at the beginning of a project, when your level of enthusiasm 
is at its peak.

 Don’t rely on improvisation to the point that you fail to plan ahead. Remember, 
Judging types take deadlines seriously. Be realistic about the time required to 
complete a task (or take your best guess, then double it.)



ACTIVITY #9
Fostering Relationships with 

Personality Knowledge

Group Feedback: 
Judging & Perceiving

What have you learned about these two different 
approaches to life?

How would you apply this in your job? With customers? 
With colleagues?



Communication:

Sometimes is really is just how you 

choose to say it.

Positive Feedback: 

This is where you would provide positive and affirming comments about their past 
behaviour, what you think that they do very well. 

Negative Feed-Forward: 

This is the part in the conversation that you talk about what needs to be done to correct 
the behaviour. 

Positive Feed-Forward: 

This is where you would provide positive and affirming comments about their ability to 
change. These comments are things that will improve the relationship in the future.



3rd Hour: Applying personality temperament knowledge at work and in 
your life (stress, life balance, interpersonal relationships, etc.)



…is about living your life 

…on your terms…



“Because one believes in oneself, 

one doesn't try to convince others. 

Because one is content with oneself, 

one doesn't need others' approval. 

Because one accepts oneself, the 

whole world accepts him or her.”

― Lao Tzu



BalanceEssential

Social

Physical

Creativity

Coping

Myers, J. E., & Sweeney, T. J. (2004). The Indivisible Self: An Evidence-Based Model of Wellness. Journal of Individual Psychology, 60(3), 234-245.

Essential

• Spirituality

• Gender Identity

• Cultural Identity

• Self-Care

Social

• Friendship

• Love

Physical

• Exercise

• Nutrition

Creativity

• Thinking

• Emotions

• Control

• Work

• Positive Humour

Coping

• Leisure

• Stress Management

• Self-Worth

• Realistic Beliefs



Work

Family

Community

Life

BalanceEssential

Social

Physical

Creativity

Coping



ACTIVITY #?
Personality and Energy

Ideal Weekend

Please spend a few minutes discussing your ideal 
weekend. 

 What did you find that was similar amongst group 
members?

 What did you find that was different amongst group 
members?

 With what you know now about personality, what will you 
do differently?





Quotes that describe the personality 

types and preferences for living.



Follow Me!

 Twitter: 

 @SuccessMohawk

 Blog:

 www.Success-Mohawk.com

Contact Me “Old School”

Dr. Heather Drummond

“The Square” – Fennell Campus – C102

905-575-2102

heather.drummond@mohawkcollege.ca

http://www.Success-Mohawk.com
mailto:heather.drummond@mohawkcollege.ca

