MONEY BEHAVIOR ASSESSMENT™

Name:





Your Personality Type: INTJ

Overall View of Money

An individual with this personality type typically views financial matters in a novel and original manner.  Often preferring to generate his own ideas about money, an INTJ may gravitate away from tried and true principles of money management to alternative methods.  A person of this type is also usually very driven, with a tendency toward perfectionism.  His approach to money overall is like a “scientist” – a person willing to experiment, but with a need to control.

Spending Behavior

Spending is almost always based on moving an original or novel concept forward.  Because he tends to have strong organizational skills, spending on items that promote organization of his original idea is likely.  Day planners, containers, or any type of organizing tool often will tempt him to spend.  A person of this type is usually stubborn and determined to spend money to advance his agenda(s).  Ironically, if this type of person is determined to curtail spending, debt accumulation is unlikely or minimal.  If spending is out of control and a financial counselor is involved, submitting to such authority may be tough – especially when a person of this type has a stronger need than usual to control.  

Suggestions for Change:

Recognizing and submitting to an authority (i.e. financial counselor) may be easier for an INTJ if he can keep in mind how submission does not diminish control.  He should remember that the word “submit” also means to present something.  If a person of this type can reframe the concept of submission from giving up control to being a presenter of options, then he has a chance at cooperatively building a unique and reliable financial plan
Also, because every situation has some measure of disorganization, it is an important skill for the INTJ to learn to become comfortable in less than perfect environments.  Spending money to fulfill a drive for perfection can easily lead to increased debt because nothing is perfect.  An INTJ needs to find ways to organize situations with existing resources.  He should learn how to improve his ability to multitask and try to accept that neatness and organization are not the same things.

Shopping Behavior

When shopping, this type of person will reflect internally on products they come across as opposed to seeking opinions from others with them.  The purpose of shopping is usually to see if it can make some kind of big change in their life or way they do things.  Usually, shopping is done in batches (all at once) instead of getting one or two items at a time as needed.  Shopping for the right price is usually considered as important as the product or service for which they are shopping.  Spontaneous shopping is not likely to occur as a person of this type prefers "sticking to the plan".  Internet and catalogue shopping is usually preferred to shopping in busy stores or malls.
Suggestions for Change:

Seeking others' opinions about a product/service is an important skill to develop although it can be draining at times.  Before shopping, let others know what you're looking for and listen to their opinions before shopping.  Shopping all at once has some advantages; however, if money is tight, consider shifting big changes from purchases while shopping to making big changes with previously purchased items with something newly (and affordably) purchased (i.e. instead of buying a living room set of furniture, buy one piece and rearrange existing furniture).  If others are pressuring you to shop out of convenience instead of price, gently explain how "the right price" increases the amount of satisfaction you get from shopping.  Still, it is an important skill to hold off insisting that others shop the way you do.  Others may derive their satisfaction in other ways that may leave this type of person baffled.  While "sticking to the plan" helps prevent impulse shopping, it's important to keep flexibility factored into shopping (i.e. shopping for the best value may require shopping at different stores although your preference is to shop at only one place.).

Budgeting Behavior

A person with this personality type may not include items in the budget that appear mundane, dull, or not in his interest.  If the budget relates to his primary agenda, an INTJ usually can effectively organize and carry through a budget; however, if budgeting is in an area of little interest, an INTJ will view the budget with skepticism, stubbornness, and criticism.  Highly intelligent persons of this type are apt to explain in great and logical detail about how unimportant a budget item is for which they have little or no interest even though that budget item is very important to someone else.
Suggestions for Change:

An INTJ must remember that what he regards as mundane, dull, or boring, is likely considered reliable, steadfast, and functional to others.  He needs to learn to respect others’ agendas and ideas as interesting to them despite his own opinions.  Because a budget item that is unimportant to an INTJ may be very important to another, an INTJ needs to resist the impulse to criticize or skeptically attack such items.  An INTJ can reduce this impulse, in part, by reframing the item as something that is steadfast and reliable.
Saving Behavior

Saving behavior is best characterized as a method to realize his originality and ideas.  An INTJ can do well saving independently from others provided he has clear criteria reflecting rational and objective goals for his ideas.  This person is more apt to save if allowed to organize his or her own plan towards meeting his goals.  If saving is not occurring, it may relate to a perception or belief that saving is mundane, dull, or boring.
Suggestions for Change:

Having clear criteria that reflect rational and objective goals can mean many things to many people.  But to a person of this type, clear criteria could translate into “perfect” criteria.  Other may have less than “perfect” goals.  Therefore, he should become comfortable with less than perfectionism when setting financial goals and budget criteria.  This may take the form of broadening categories in a budget or combining refined categories into a “miscellaneous” category.

Communication About Money Issues

Others may view a person with this personality type as organized and/or controlling.  Seemingly rigid to others, he tends to have difficulty yielding to any financial point not in line with his ideas.  Learning flexibility helps him win major points with others.  If an INTJ is selfish about his agenda without regard to its possible adverse impact on those close to him, he may intensely generate a great number of good reasons to stay on such a course of spending.  This may lead others to withdraw their cooperation and/or resources or hold and/or express resentment.  If posed with a problem or idea for which he has no ready answer, a person of this type will typically fall silent before giving an answer.

Suggestions for Change:

Before thinking about an answer, an INTJ should tell others of his intention to be quiet about the matter.  He should also give others a rough estimate of how long that might be.

He ought to remember that some people must “talk” out their thinking to arrive at a conclusion.  Usually the first things spoken are not full solutions or comprehensive ideas about a problem or situation.  Several different conversations may be necessary, so the INTJ needs to make sure he waits for others’ final thoughts.

Acknowledging factual and logical pieces of financial information is necessary, but it is not sufficient for effective communication about financial matters.  Emotional acknowledgement of the other person’s communication is equally important.  A good skill to practice is to identify the emotion the other person is expressing about any particular financial matter at hand.

If an INTJ finds himself arguing, it’s usually because others are trying to make an important point and may not have the words to fully express it.  He needs to make sure he understands that point and its importance to that person.  He can do this by rephrasing what they say and getting feedback for clarification.

Risk Tolerance for Personality Types
Risk tolerance usually refers to a person’s ability to tolerate a decline in the value of invested money while waiting for such to improve.  Simply put, how long can you wait for your investment to turn around?

Risk tolerance varies according to age, gender, and personality type.  Younger investors tend to tolerate more risk whereas older investors do not tolerate risk as much.  Females are less tolerant of risk than males.  Personalities that are introverted, value imagination, prone to make decisions based on relationships as opposed to facts, and have a need for order and decisiveness usually have a low tolerance for risk.  Personalities that are extraverted, have the need to use their senses to evaluate something, prefer using logic and facts in analysis, and are open to changes and fluid situations usually have a high tolerance for risk.  Exceptions to these findings exist, but generally these factors remain consistent.

Personality type is related to the amount of risk you can tolerate - not necessarily the risk you take.  This personality profile has a Medium Tolerance to risk.  An older female of this personality type has a slightly less than Medium Tolerance for risk.  A younger male has a slightly greater than Medium Tolerance for risk.

The information below shows where your personality type falls on a scale from low to high tolerance.  Keep in mind that differences in risk tolerance between two different types can generate much conflict if not respected.  Open discussion about such differences with a focus on a healthy compromise is suggested.
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