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Feedback Summary Report

Type Dynamics Indicator Form C - Version IW

Susan Sample

Introduction

This report gives an indication of your style and preferences based on the answers you gave when completing the
Type Dynamics Indicator. The questionnaire is designed to identify fundamental differences in the way people
interact, become energised, absorb information, think, make decisions, communicate and learn.

Your Results

Your answers to the questionnaire have been scored and the result suggests that your most likely preferred style
is The Investigator - the white box with a number “1” printed in it below.

Inspector
ISTJ

 

Protector
ISFJ

 

Guide
INFJ

 

Investigator
INTJ
(1)

Surveyor
ISTP

 

Supporter
ISFP

 

Idealist
INFP

 

Architect
INTP

 

Trouble-Shooter
ESTP

 

Energiser
ESFP

 

Improviser
ENFP

 

Catalyst
ENTP

 

Co-ordinator
ESTJ

 

Harmoniser
ESFJ

 

Adviser
ENFJ

 

Executive
ENTJ

 

The Investigator is your most likely preferred style based on the questionnaire. Whilst this may be your most
natural or characteristic style, it does not mean it is the only style you use. Everyone shows some variety and
flexibility. To understand the result consider an analogy with sport where some people are very good at several
sports and others are more specialist. This questionnaire did not measure your flexibility and range in style but
only your most likely preferred style. How flexible you are is a separate question for you to consider.

If there are no other numbers in the boxes above, then your answers indicate a relatively clear preferences for the
style indicated. Such clarity can still mean that you use other styles flexibly. If the numbers 2, 3 and 4 appear in
other boxes, this means that your scores were near the borderline between the different styles and so your
preference is less clear cut. The box with a “2” indicates the second most likely preference – and similarly for a
“3” and a “4”. Unclear or borderline scores occur for a number of possible reasons :
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•  Perhaps you do not have any real preference and you can adopt different styles
for different occasions

•  You may have conflicting pressures in your life which make it hard to decide
which style you really prefer

•  You may be in the process of changing or your real preferences may still be
developing

•  You are a bit unsure about your natural style and identity

As well as asking how you see yourself now, each item in the questionnaire also asked you to indicate how you
would like to be. You responses indicated that the style you would most like to be was the Investigator. This was
the same as your current style and this suggests that you you do not feel any wish or pressure to be different.

Whatever the results and whatever the reasons, there is neither good nor bad. The results can be used to
consider whether they truly reflect how you see yourself or how others see you. If your most likely style is clear,
you can read the full description on the attached pages. This may help you with some insights and suggestions.
You may also find it useful to discuss your results with someone who can help you clarify what you do, why you
do it, how you might come across to others and what might be the most natural and enjoyable way to be. People
often find that this helps them in many aspects of their lives - in relationships, at work, at home.

If you have some borderline preferences, turn to the page headed “Summary Description of the 16 Types” and
begin by reading the style which corresponds to the number 1 style as indicated above. Then read the other
styles which correspond to the numbers 2, 3 and 4 (whichever are indicated above). See if you can identify the
style which seems to fit best. The fuller narrative report for your most likely preference then follows. If you are
unsure whether it fits, consider discussing the results with the person who introduced you to the questionnaire.
They should be able to refer you to people who are trained in understanding Psychological Type who could
discuss the issues in more depth.
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Summary Descriptions of the 16 Types

INSPECTORS (ISTJ): 
Inspectors are careful, 
thoughtful and systematic.  
Outwardly composed and 
matter-of-fact, they can be 
people of few words.  
However, they are 
dependable, loyal and 
precise, making sure that 
responsibilities are taken 
seriously and that work is 
completed steadily and 
systematically. 

PROTECTORS (ISFJ): 
Protectors are patient, 
modest and diligent.  They 
show great compassion and 
support for others - often by 
taking care of the day-to-day 
practical details.  They are 
not particularly interested in 
logical or technical things, 
preferring a more personal 
touch and they enjoy being 
helpful, persistent, 
organised and thorough. 

GUIDES (INFJ): Guides 
are warm, imaginative and 
amiable.  They can be 
guarded in expressing their 
own feelings but they show 
high levels of concern and 
support for others. They 
also like to get things 
organised and completed.  
In fact, when their values - 
often involving people and 
social improvement - are 
aligned with their work they 
can become extremely 
persistent but without losing 
the personal touch. 

INVESTIGATORS (INTJ): 
Investigators are innovative 
visionaries with a 
determination to achieve 
results. They can be highly 
independent, needing a 
great deal of autonomy. 
Their clear-sightedness and 
willingness to take decisions 
makes them conceptual, 
goal-focussed and visionary 
leaders. They come across 
as tough and incisive but 
perhaps lacking the 
personal touch. 

SURVEYORS (ISTP): 
Surveyors enjoy roles 
requiring action and 
expertise. Socially reserved 
but loving action, they can 
be highly energetic when 
their interest is aroused. 
They work towards tangible 
goals in a logical and 
practical way. They deal 
well with the unexpected but 
can become impulsive and 
detached. 

SUPPORTERS (ISFP): 
Supporters are quiet, 
friendly people who do not 
need to force themselves, or 
their views, on others.  
Caring and sensitive, they 
accept people and life's 
realities as they are.  They 
do not need to over-analyse 
but live for the present, 
being personable, adaptable 
and sometimes 
disorganised. 

IDEALISTS (INFP): 
Idealists are drawn towards 
others who share their 
values and who feel deeply 
about certain issues.  These 
issues guide them in their 
life and relationships.  When 
all is going well they are 
seen as warm and gracious 
individuals who care deeply 
and who contribute 
interesting ideas and values. 

ARCHITECTS (INTP): 
Architects are great thinkers 
and problem solvers.  
Usually quiet and reflective, 
they like to be left to work 
things out at their own pace. 
 They can be complex, 
theoretical, curious and 
prone to seeking underlying 
principles and fundamental 
understanding. 

TROUBLE-SHOOTERS 
(ESTP): Trouble-Shooters 
are sociable, confident and 
adaptable pragmatists.  
They love action and happily 
use their experience to 
make things happen.  Often 
charming, straightforward 
and energetic they live on 
the edge, treating life as an 
adventure. 

ENERGISERS (ESFP): 
Energisers are drawn 
towards others, living their 
life by engaging, interacting 
and bringing optimism, 
hope, warmth and fun to the 
situations they encounter. 
They seek people and 
action, are always ready to 
join in themselves and 
usually create a buzz which 
encourages others to get 
involved. 

IMPROVISERS (ENFP): 
Improvisers are personable, 
imaginative and sociable 
types.  Willing to turn their 
hand to anything, they enjoy 
exploring ideas and building 
relationships.  Their style is 
generally enthusiastic, 
engaging and persuasive, 
tending to be spontaneous 
and flexible rather than 
structured and detailed. 

CATALYSTS (ENTP): 
Catalysts are energetic 
change agents who are 
always looking for a new 
angle.  Often pioneers and 
promoters of change, they 
look for active environments 
where they can discuss and 
debate new ideas.  When 
with people they inject 
energy, innovation and fun 
into their activities. 

CO-ORDINATORS (ESTJ): 
Co-ordinators are 
systematic and 
delivery-focussed.  They like 
to take charge and get 
results.  Their style will 
generally be steady and 
organised and they are 
often described as tough, 
but efficient, leaders.  
Practical, rational and 
efficient they may neglect 
people's feelings and may 
not champion change. 

HARMONISERS (ESFJ): 
Harmonisers are sociable, 
friendly and persevering. 
They bring compassion and 
a focus on others which 
creates a warm and 
supportive environment. 
Generally organised and 
able to attend to practical 
issues, they are nurturing, 
loyal and sympathetic, whilst 
keeping a clear focus on 
getting things done. 

ADVISERS (ENFJ): 
Advisers are enthusiastic, 
personable and responsive 
types who place the highest 
value on building 
relationships and showing 
commitment to people.  
Generally comfortable in 
groups, they can be good 
with words, happy to 
express their feelings and 
strong in the promotion of 
their values. 

EXECUTIVES (ENTJ): 
Executives are direct, 
goal-focussed people who 
seek to influence and get 
results.  They value good 
reasoning and intellectual 
challenges.  They seek to 
achieve results and can be 
tough, visionary leaders who 
make things happen 
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Why use a Type Indicator

This questionnaire is usually used to help people to understand themselves and others better. The basis of the
model on which it is based suggests that people have characteristic preferences which they sometimes use freely
and naturally and sometimes are unclear or unconscious about their preferred style. Using this questionnaire is
only one of many methods for clarifying those preferences. Some of the benefits of so doing can be that people
learn : -

•  to understand themselves better - their preferences, strengths, potential biases
and weaknesses.

•  to become more sensitive to the styles and needs of others. By recognising the
variety of different preferences which are valued, adopted and displayed by
others, people understand each other better and have the opportunity to be
more constructive in their interactions and more effective in building
relationships.

•  that communication depends on what is received as well as what is transmitted.
Type differences can determine the best way to communicate with different
groups.

•  to use more varied approaches to problem solving rather than simply using their
most natural and habitual style

•  to adapt their personal style in recognition of the needs of others

•  to recognise and resolve conflict more easily

Interpretation Issues with Questionnaires

The questionnaire results in Type based on a four letter code. If your choices to the questionnaire have
accurately identified your preferences then your type can be viewed as your natural self which, when fully
appreciated, will enable you to develop your potential, your strengths and a general personal harmony. However,
the questionnaire does not always identify your natural preferences. This may be because you marked
preferences that were highly influenced by past or current experience.

It can be hard to separate natural preference from how you value yourself in your current circumstances. For
example, there are many spontaneous individuals trying to be structured and organised because their boss or
their environment seems to demand it. There are many introverts trying to be sociable or extrovert. Such
pressure from the environment can confuse us in the identification of our natural preference. Type Indicators
cannot by-pass your own perception. However, it can start you thinking about what you really prefer.

As you develop your ideas about what is really your preference and what brings you most satisfaction in life you
may find that your type changes. This is, in type terms, a process of clarification and validation. Once you have
clarified your type it becomes easier to understand what it is you enjoy and might become good at. It helps you to
understand why certain things are harder and less enjoyable. You may then find it easier to choose whether you
wish to develop your less preferred side - your potential weaknesses - or whether you are happy to delegate or
enlist the help of others.

The report you received is based on the assumption that the Type Indicator has identified your natural
preferences. In the end you must decide whether it has or not. If your Type has not come out the way you
expect, please give yourself time to consider why you think it is inaccurate. Entertain the idea that it may be right.
 Think carefully about what it is that you do and what it is that you enjoy. Talk to friends, colleagues and relations
to try to get other views about the way you come across, about the way you behave and, crucially, about the
things that give you most fun and energy in life. After that, if you still think it is different from that presented here
then there is no reason to believe that the Type Questionnaire is more accurate than your considered opinion –
but at least the process has helped you to consider these issues more fully.

Finally, if you would like to find out more about the Type classification, you can read 'Psychological Type –
Understanding yourself and others’ available from Team Focus (e-mail: teamfocus@teamfocus.co.uk).




