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Excerpted with permission from the MBTI® Manual: A Guide to the Development and Use of
the Myers-Briggs Type Indicator®

Favorite world: Do you prefer to focus on the outer world Or on your own inner world? This is
called Extraversion (E) or Introversion (1).

Information: Do you prefer to focus on the basic information you take in or do you prefer to
interpret and add meaning? This is called Sensing (S) or Intuition (N).

Decisions: When making decisions, do you prefer to first look at logic and consistency or first
look at the people and special circumstances? This is called Thinking (T) or Feeling (F).

Structure: In dealing with the outside world, do you prefer to get things decided or do you
prefer to stay open to new information and options? This is called Judging (J) or Perceiving

{B).

Your Personality Type: When you decide on your preference in each category, you have
your own personality type, which can be expressed as a code with four letters.

By Eric Jorgenson
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Introduction
This is a personality test that will give you a result equivalent to the Myers-Briggs
Type Indicator, although this test is not the MBTI and has no affiliation with  it.

Instructions

On the next page are 32 pairs of personality descriptions connected by a five
point scale. For each pair, you must choose where on the scale between them
you think you are. For example, if the pair s “angry" versus "calm", you should
circle a 1 if you are always angry and never calm, a 3 if you are half and half,
etc. On the page after that there are scoring instructions.

licence

The items of the Open Extended Jungian Type Scales 1.2 are licensed under g
Creative Commons Attribution -on Commercial-ShareAli.ke 4.0 International
License. The OEJTS come with no guarantees of reliability or accuracy of any
kind.



Ql makes lists) 1| 2| 3 | 4 | 5 |relies on memory
Q2 sceptical| 1 | 2|3 | 4 5 wantsto believe
Q3 | ~ bored by time alone| 1 | 2 3 | 4 5 |needs time alone
Q4 accepts things as theyare, 1 | 2 | 3 | 4 | 5 |unsatisfied with the ways things
are
QS ...... keepsacleanroom| 1 | 2 | 3 | 4 | 5 |justputs stuff where ever
06 ~ thinks “robotic" isaninsult) 1 | 2 | 3 | 4 | 5 |strivestohavea mechanical mind
Q7 1 energetic, 1 2 3|45 mellow
Q8 prefer to take multiple choice test| 1 2 | 3| 4 5 |prefer essay answers
Q| chaotic| 1 | 2 | 3 | 4 | 5 |organized
Qo casilyhurt| 1 | 2 | 3 | 4 | 5 |thick-skinned
:Ql 1 works bestin groups| 1 | 2 | 3 | 4 | 5 |works best alone
Q12 focused on the present| 1 | 2 | 3 | 4 | 5 |focused on the future
Q13 ' plans farahead| 1 | 2 | 3 | 4 | 5 |plansat the last minute
.QI4 wants people'srespect| 1 2 | 3 | 4 | 5 |wants their love
Qis gets worn out by parties| 1 | 2 | 3 | 4 5 | gets fired up by parties
Q16 fitsin| 1|2 | 3| 4| 5 standsout
Q17 keeps optionsopen| 1 | 2 | 3 | 4 | 5 |commits
'QI8 wants to be good at fixing things| 1 | 2 | 3 | 4 | 5 |wantstobegoodat fixing people
Qe talksmore| 1| 2 | 3 | 4 | 5 |listens more
Q20 when describing an event, willtell] 1 | 2 | 3 | 4 |5 when describing an event, will tell
people what happened people what it meant
Q21 sets work done rightaway| 1 | 2 | 3 | 4 | S |procrastinates
Q22 “ follows the heart| 1 | 2 | 3 | 4 | 5 |follows the head
023 staysathome| 1 | 2 | 3 | 4 | 5 |goesouton the town
624 ) wants the bigpicture; 1 | 2 | 3 | 4 | 5 |wants the details
Q25 improvises| 1 | 2 | 3 | 4 | 5 |prepares
Q26 bases morality on justice| 1 | 2 |3 | 4 |5 bases morality on compassion
Q27  finds it difficult to yell very loudly| 1 2|3 4| 5 |yelling to others when they are far
away comes naturally
Q28 theoretical| 1 | 2 | 3 | 4 | 5  empirical
Q29 workshard| 1 | 2 | 3 | 4 5 |plays hard
Q30 u;xcomfortable withemotions| 1 | 2 | 3 | 4 | 5 |values emotions
Q31 likes to perform in front of other people| 1 | 2 | 3 4 | 5 avoids public speaking
Q32 likes to know "who?", "what?",| 1 | 2 | 3 | 4 | 5 |likes to know "why?"
“when?"




Fill in the below equations using the values (1-5) you gave on the previous page.
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If 1E is more than 24, you are extroverted (E), otherwise you are introverted (I).
If SN is more than 24, you are intuitive (N), otherwise you are sensing (S).

If FT is more than 24, you are thinking (T), otherwise you are feeling (F).

If JP is more than 24, you are perceiving (P), otherwise you are judging (J).

Combine the four letters to get your personality type (e.g. L, S, F, P =>ISFP).



Thomas-Kilmann Conflict Mode Instrument

This instrument is designed to measure a person's behavior in conflict situations. "Conflict
situations" are those in which the concerns of two people appear to be incompatible. In such
situations, we can describe an individual's behavior along two basic dimensions:

A. Assertiveness: the extent to which the person attempts to satisfy his own concerns,
B. Cooperativeness: the extent to which the person attempts to satisfy the other
person's concerns.

These two basic dimensions of behavior define five different modes for responding to conflict
situations:

I

Competing is assertive and uncooperative—an individual pursues his own concerns at
the other person's expense. This is a power-oriented mode in which you use whatever
power seems appropriate to win your own position—your ability to argue, your rank, or
economic sanctions.

Accommodating is unassertive and cooperative—the complete opposite of competing.
When accommodating, the individual neglects his own concerns to satisfy the concerns
of the other person; there is an element of self-sacrifice in this mode.

Avoiding is unassertive and uncooperative—the person neither pursues his own concerns
nor those of the other individual. Thus he does not deal with the conflict.

Collaborating is both assertive and cooperative—the complete opposite of avoiding.
Collaborating involves an attempt to work with others to find some solution that fully
satisfies their concerns. It means digging into an issue to pinpoint the underlying needs
and wants of the two individuals.

Compromising is moderate in both assertiveness and cooperativeness. The objective is to
find some expedient, mutually acceptable solution that partially satisfies both parties. It
falls intermediate between competing and accommodating. Compromising gives up
more than competing but less than accommodating. Likewise, it addresses an issue
more directly than avoiding, but does not explore it in as much depth as collaborating. In
some situations, compromising might mean splitting the difference between the two
positions, exchanging concessions, or seeking a quick middle-ground solution.

Each of us is capable of using all five conflict-handling modes. None of us can be characterized
as having a single style of dealing with conflict. Your conflict behavior is a result of both your
personal predispositions and the requirements of the situation in which you find yourself.



SELECT THE ANSWER THAT BEST DESCRIBES HOW YOU DEAL WITH CONFLICT. CIRCLE IT HERE AND
ON THE CHART BELOW. THEN TOTAL EACH COLUM OF THE CHART.

15

13.

14.

15.

16.

A. There are times when | let others take responsibility for solving the problem
B. Rather than negotiate the things on which we disagree, | try to stress those things on which
we both agree

A. | try to find a compromise solution
B. | attempt to deal with all of his/her and my concerns

A. | am usually firm in pursuing my goals
B. I might try to soothe the other’s feelings and preserve our relationship

A. | try to find a compromise solution
B. | sometimes sacrifice my own wishes for the wishes of the other person

A. | consistently seek the others help in working out a solution
B. | fry to do what is necessary to avoid useless tensions

A. | try to avoid creating unpleasantness for myself
B. | try to win my position

A. | try to postpone the issue until | have had some time to think it over
B. | give up some points in exchange for others

A. |l am usually firm in pursuing my goals
B. | attempt to get all concerns and issues immediately out in the open

A. | feel that differences are not always worth worrying about
B. | make some effort to get my way

. A.l am firm in pursuing my goals

B. | try to find a compromise solution

. A. |l attempt to get all concerns and issues immediately out in the open

B. I might try to soothe the other's feelings and preserve our relationship

. A. | sometimes avoid taking positions that would create controversy

B. | will let the other person have some of his/her positions if he/she lets me have some of
mine

A. | propose a middle ground
B. | press to get my points made

A. | tell the other person my ideas and ask for his/hers
B. | try to show the other person the logic and benefits of my position

A. I might try to soothe the other's feelings and preserve our relationship
B. | fry to do what is necessary to avoid tension

A. | fry not to hurt the other’s feelings
B. | try to convince the other person of the merits of my positions



17. A.l am usually firm in pursuing my goals
B. | try to do what is necessary to avoid useless tensions

18. A. If it makes other people happy, | might let them maintain their views
B. | will-let the other person have some of his/her positions if he/she lets me have some of
mine

19. A. | attempt to get all concerns and issues immediately out in the open
B. | try to postpone the issue until | have had some time to think it over

20. A. | attempt to immediately work through our differences
B. | try to find a fair combination of gains and losses for both of us

21. A. In approaching negotiations, | try to be considerate of the other person’s wishes
B. | always lean toward a direct discussion of the problem

22. A. | try to find a position that is intermediate between his/hers and mine
B. | assert my wishes

23. A. | am very often concerned with satisfying all our wishes
B. There are times when | let others take responsibility for solving the problem

24. A. If the other's position seems very important to him/her, | would try to meet his/her wishes
B. | try to get the other person to settle for a compromise

25. A. | try to show the other person the logic and benefits of my positions
B. In approaching negotiations, | try to be considerate of the other person's wishes

26. A. | propose a middle ground
B. | am nearly always concerned with satisfying all of our wishes

27. A. | sometimes avoid taking positions that would create controversy
B. If it makes other people happy, | might let them maintain their views

28. A. | am usually firm in pursuing my goals
B. | usually seek the other's help in working out a solution

29. A. | propose a middle ground
B. | feel that differences are not always worth worrying about

30. A. | try not to hurt the other’s feelings
B. | always share the problem with the other person so that we can work it out



Competing | Collaborating | Compromising | Avoiding Accommodating |
1 A B
2 B A
3 A B
4 A B
5 A B
6 B A
7 B A
8 A B
9 B A
10 A B
11 A B
12 B A
13 B A
14 B A
15 B A
16 B A
17 A B
18 B A
19 A B
20 A B
21 B A
22 B A
23 A B
24 B A
25 A B
26 B A
27 A B
28 A B
29 A B
30 B A
TOTALS

Competing Collaborating Compromising Avoiding Accommodating



The Nine Most Common “Hot Buttons”

Center for Conflict Dynamics, at Eckerd College
Home of the Conflict Dynamics Profile

. Unreliable

e People who miss deadlines, and cannot be counted on

. Overly Analytical

e People who are perfectionists, overanalyze things, and focus too much on
minor issues

. Unappreciative

e People who fail o give credit to others and seldom praise good
performance

. Aloof

e People who isolate themselves, do not seek input from others, or are hard
to approach

. Micro-Managing

e People who constantly monitor and check up on the work being done

. Self-Centered

e People who believe they are always correct

. Abrasive

e People who are arrogant, sarcastic, and generally rude

. Untrustworthy

e People who exploit others, take underserved credit, or cannot be trusted

. Hostile

e People who lost their tempers, become angry or yell at others






