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TYPE INTRODUCTION TRAINING 

Variation #5:  Using Type Without the MBTI© Assessment 
 

The fundamental goal of type is better self-management through increased self-awareness. 

For over 30 years, OKA has developed type-based training designs that flow directly from the use of the 
Myers-Briggs Type Indicator© (MBTI) Assessment.  

This write-up is concerned with some practical ideas that allow for the use of type when there is no 
time or money for the use of the MBTI Assessment. 

 

Use OKA’s Type Preference Checklist to introduce one dichotomy only 

One good way to introduce type to a group when time is short or to audition or sample type to a 
potential client or a skeptical group is to introduce a single dichotomy as a trial topic. 

 Select a dichotomy that allows you to shine—one that you can present with competence and 
confidence. 

 Either read that dichotomy’s preference statements from the Type Preference Checklist or distribute 
the statements in written form for participants to answer. When all the dichotomies’ questions are 
responded to, participants can get a preliminary idea of their preference on that scale. 

 With preliminary preferences quickly established on one dichotomy, the group would then be ready 
to receive your presentation on that content and its application, potentially including a type 
exercise, stories and examples, group discussion and even action planning.  

 Conclude with a five minute overview of what type looks like in full (the structure of all four 
dichotomies), what a full type presentation would look like, sound like and the benefits it would 
yield and what their next steps (either as a team or individuals). 
 

Know your audience and speak to their needs 

Remember that type is not—and should not be—the point. Type is a process and a vocabulary through 
which you can deliver on a client group’s needs and challenges. 

When you can and to the degree you can, know your client group and the issues with which they are 
grappling (conflict management, sales, innovation, communication, et cetera). Do what you can in the 
limited time you have to deliver insight and value on a key issue for the group.  


