MONEY BEHAVIOR ASSESSMENT™

Name:





Your Personality Type: ESFJ

Overall View of Money

An individual with this personality type typically views money in a way that lends security and stability to life, thereby freeing him up to focus on others.  Pleasing and caring for others is a dominant characteristic for this personality type, so money is often a tool to provide care and support – either directly (i.e. a cash gift) or indirectly (i.e. replacing a tool or book for someone).  Supporting and encouraging others financially is more apt to occur before tending to his own financial needs.  Money is a way to extend support and encouragement to others.  This individual is often the “caretaker” of the world in which he lives.  He is more likely to consider the impact of his financial decisions on others before considering the impact on himself.  
Spending Behavior

Spending is almost always based on either providing care for others or as a means to make others feel good about themselves.  If an ESFJ’s need to be liked is strong, over-spending on others to gain approval can easily occur.  An ESFJ may spend when someone else accuses him of doing something unkind or unsupportive.  Guilt can be a strong motivator to spend.  Also, because this personality type takes responsibilities seriously, he is prone to finish what he starts even if spending goes beyond the budget.  

Suggestions for Change:

Have a person of this type put into words what he is trying to do with spending.  If a person of this type can, have him try using the words first before spending.  He may receive enough feedback that the other person was encouraged by his words to resist the urge to spend.  Also, a person of this type can curb spending by clearly defining amounts to spend on any particular situation and keeping that amount foremost in mind.  An envelope system is useful with this technique.  Spending is curbed because the person wants to avoid the guilt that can occur from overspending on a clearly-defined budgeted amount.  

Also, he needs to understand that he cannot meet financial needs of others without meeting his own money needs first.  This can be a difficult skill to develop.  A good analogy is when the flight attendant on an airplane tells you to secure your own oxygen mask before that of your child’s – the reason is so you are in a better position to help.  Money matters are no different.

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.  Because focusing on details is a natural strength, shopping is usually about finding the least expensive item or service to accomplish whatever task is at hand regardless of how much effort is needed to make it work.  Making one trip to the store for a minimal number of items is preferred, but if additional items are needed, additional trips will occur.  This type of person shops in the smallest way possible for the least expensive or least number of items needed.  Smaller changes are preferred to big changes when shopping.  The kinds of products shopped for are usually items that bring harmony to a situation or relationship.  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).  Don't expect others to shop as frugally as yourself.  If you expect others to be as informed as yourself on cost and savings while shopping, you may quickly find conflict that could detract from your shopping experience.  To help keep from overspending while shopping, remember your tendency is to bring harmony to others.  This can be just as easily accomplished by shopping for something small in value, but high in thoughtfulness of the other person.  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 hurtful or unkind to another.  Failing to recognize budget items that provide for his own needs may occur because of his desire to care for someone.  Because he wants others to like him, he may display remarkable flexibility during the budgeting process.  Asserting his own opinions about budget items may not come easily when he could conflict with the person he wants to please.  

Suggestions for Change:

Fortunately, a person of this type often sees the practicality of a budget as a means to provide support and care.  The ESFJ should encourage the one he cares about to voice opinions, reassuring the other that he will listen without conflict.  Also, if tough financial times are afoot, helping this person recognize that reducing or even eliminating certain budget items (that ordinarily would go towards supporting or encouraging others) can help teach discipline to the other person.  The ESFJ can view this quality as supportive in and of itself since it is necessary to maintain financial health.

Saving Behavior

Saving behavior is best characterized as a means to provide care and support over the long term for others.  It is not usually done for the ESFJ personally.  Understanding the need for personal savings before saving for others may take some discussion.  Saving is more apt to occur if the person he cares for encourages this person’s opinions and supports good ideas.

Suggestions for Change:

Because social pressure can significantly influence a person of this type, surrounding this person with others who strongly advocate saving can increase saving behavior.  Also, providing this person with clear, external structure for saving will help (i.e. money jar, safety deposit box, etc.).  Written policies and procedures also help the ESFJ feel more secure about saving since he has something external to reference.

Communication About Money Issues

Others may view a person with this personality style as one needing reassurance or approval more than the average person.  Money issues are often discussed practically with a desire to avoid conflict.  Such avoidance often comes easily since an ESFJ is extremely good at reading others, and understanding their points of view.  If money is a source of conflict, then that special gift of making people feel good about themselves may be a tool he uses to avoid painful decisions.  If posed with a problem or idea for which he has no ready answer, a person of this type will typically begin saying what he’s thinking in order to arrive at an answer.

Suggestions for Change:

Before discussing an answer, an ESFJ should tell 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.

Emotional acknowledgement of the other person’s communication is good, but it is equally important to acknowledge the facts and practicality they present.

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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