MONEY BEHAVIOR ASSESSMENT™

Name:





Your Personality Type: ENTJ

Overall View of Money

Individuals with this personality type typically view money in a “take charge” manner.  Money is the means to overcome obstacles and turn problems into solutions for persons of this type.  Financial decisions usually get made quickly because information and situations are often sized up quickly.  Money can also provide the means to exert personal power over others to accomplish their goals.  Acting like an executive, a person of this type may see money as the symbol for their own power, presence, charisma, and leadership.  Others can view the quick, decisive nature of financial matters a person of this type makes as intimidating, overbearing, or even bullying.  Therefore, a person of this type would do well to train themselves to identify opinions and emotions in others about any money matter and incorporate such into the decision before making it.  It’s easy to equate a soft approach with weakness; therefore, a person of this type could do well to learn to “walk softly (show kindness and thoughtfulness) and carry a big stick (remain decisive)”.

Spending Behavior

Spending is almost always based on overcoming obstacles that get in the way of efficiency and long term plans.  Frivolous spending or impulsive spending usually does not occur, unless said purchases are on sentimental items or if this person has not completely thought through the pros and cons of the purchase.  Usually, though, such spending is either kept secret or minimally displayed as persons of this type are apt to view sentiment as a sign of emotional weakness.  Spending also is likely to occur only on themselves or their own plans unless they can maintain an awareness of others’ feelings and situations.

Suggestions for Change:

Consider revisiting long range plans and make changes if needed to keep spending down on removing obstacles – some obstacles are not going to change.  Selfishness about one’s agenda without regard to its impact on those close to a person of this type can lead to generating many good reasons to stay on an adverse course of spending.  What you may consider “frivolous” may be in line with someone’s personal values.  Remember, it’s not about you.

Shopping Behavior

When shopping, this type of person usually seeks out the busiest stores or stores where they expect many people to shop.  To this type of person, shopping can be synonymous with socializing.  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".  Although internet or catalogue shopping may occur, this type of person will prefer shopping with others in stores.
Suggestions for Change:

It's easy to associate socializing with shopping and spending.  But when money is tight and the urge to shop becomes strong, remind yourself that you want to socialize.  Therefore, try to meet that need in a different way (i.e. instead of walking with friends at the mall, walk with them in the park or neighborhood).

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 inefficient or unrelated to achieving their goals.  Long-term budgeting is easiest for persons of this type and most often quite successful.  However, the routine matters in budgeting usually are left to those with more patience for such things.  Controlling or forceful behavior when budgeting easily can occur as a person of this type is usually very skilled with words and convincing in debates – even if they have incomplete or wrong information.

Suggestions for Change:

Be patient.  Be willing to admit errors.  Ensure you are getting correct information before budgeting.  Pay attention to routine matters because one never knows when or if the long term goal gets affected by such.  Reward yourself in some small way right after attending to routine matters.  Budgets are not just about yourself or your goals.  As important as such may be, remember that you need others to achieve such and therefore their budget goals and ideas have inherent merit.  This may take the form of some kind of inefficiency to you; but if allowed, may yield considerable good will and morale from others that could enhance the outcome of your goals.

Saving Behavior

Saving behavior is best characterized as an efficient means to achieve long-term goals.  Valuing others opinions on what to save for may challenge persons of this type unless they are sensitive to their needs.  Such sensitivity usually is not at the forefront of saving behavior.  However, once they understand that increasing efficiency can result from being sensitive and responsive to how others want to save, they usually make a quick decision to save in a manner different from their plan.

Suggestions for Change:

If others close to a person of this type do not share the same vision or goal, much conflict can develop over a savings plan.  This person would do well to develop empathic skills to acknowledge the importance of someone else’s vision or goal and work to fit their plan into your own.  Remember, it’s not about you.

Communication About Money Issues

Others may view a person with this personality style as overbearing, commanding, confident, or forceful when discussing financial matters.  If a person of this type is sensitive to others’ needs and interests, they can effectively communicate and charismatically persuade others to fall in line with the financial plan.  If not, others may not communicate to them important information that can have serious consequences to the plan’s success.  When such a thing happens and financial situations are spiraling out of control, a person of this type can easily resort to intimidation or other destructive controlling tactics to try and prevent a crash.

Suggestions for Change:

Before discussing an answer, announce to the other person your intentions of needing to verbalize your logic as you work through the presented problem or issue.  Inform them that as you verbalize, you will say some things that won’t work.  You will need to talk through wrong solutions before getting to the one you believe is right.

Remember that some people fall silent into introspective thinking to arrive at a conclusion.  These individuals are not ignoring you though they may appear that way.  It’s important to give them time to think to themselves, but do ask them for an idea of how much time they will need.  Carefully consider their response as it almost always has been thought through to a conclusion once verbalized.

Practical communication is good, but verbally acknowledging the other person’s emotion about the matter is better.

If you find yourself arguing, it’s usually because the other person is trying to make an important point and may not have the words to fully express such.  Make sure you are clear on that point and its importance to that person.  You can do so by rephrasing back to them what they say and getting their 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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