
Coaching & Development 
for Thinkers and Feelers



Thinking

Objective 

Cause-effect Logic

Clarity

Analytical

Problem 1st

People 2nd

Critique

Justice 

Feeling

Subjective 

Person-centered Values

Harmony 

Circumstantial

People 1st

Problem 2nd

Appreciate 

Mercy
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How T Contributes:

Logical, non-personal 

decisions—being right is more 

important than being liked

Brings objectivity & analysis to 

problem solving

Approaches conflict as if it were 

routine—another problem to be 

solved

If clarity & harmony are at odds, 

clarity wins

Driven to be right & answer the 

question: Is it true or false?

How T Hinders:

Comes across as cold & detached, 

unconcerned with relational or 

personal issues

Makes people feel devalued—as if 

they were variables in a formula or 

equation

Ease with conflict can be or seem 

provocative and insensitive

Devalues harmony & the benefits of 

human cohesion & buy-in

Overlooks the human side of issues 

& problems



Objective—making decisions independent of personal feelings or attachments
Uncaring—discounting personal concerns in decision-making

Clarity Seeking—believing interactions should result in clear understanding
Brusque—letting the drive to clarity overwhelm harmony

Problem-Focused—solving problems takes precedence over personal issues
Hard-Hearted—giving little consideration in problem-solving to people or 
personal issues

Challenging—questioning and pushing back to resolve disputes
Argumentative—overlooking important shared interests to emphasize 
and clarify contrasting positions

Reasoning—emphasizing reason and logic as primary factors in decision-making
Insensitive—relegating relationships to a management challenge—
mechanistic and dehumanizing



How F Contributes:

Personally connects to issues and 

people—believing that only through 

human connections are solutions 

embraced & engaged

Personalization & empathy

Dislikes conflict, either avoiding it or 

working toward its resolution

If harmony & clarity are at odds, 

harmony wins

Driven to be in harmony with 

important values and answer the 

question: Is it good or bad?

How F Hinders:

Comes across as overly personal & 

soft, shrinking from tough calls that 

involve disappointing people

Too little logic & consistency will 

confuse people

Conflict-avoidance can look weak, 

and (ironically) prolong conflicts

Devalues logic & the benefits of 

disagreement, clash & vigorous 

debate

Circumstantial & overly personal 

considerations cloud clarity



Subjective—making decisions rooted in personal feelings, attachments and relationships 
Illogical—discounting logic in decision-making

Harmony-Seeking—believing interactions should yield harmony with people and values
Conflict-Avoidant—letting the drive to harmony shroud clarity

People-Focused—giving precedence to people and relationship issues over task concerns
Soft-Headed—giving task and objective issues little consideration in problem-solving

Agreeing—accommodating, finding points of commonality to resolve disputes
Yielding—overlooking important disagreements to find trivialities of commonality on 
which to cling

Empathic—emphasizing human values and relationships as primary factors in decision-making
Over-Personalizing—assigning too much personal, subjective meaning to events



Come to a greater understanding of your 

behavior and your performance—what you 

struggle with (and where you are doing well)

Fix what is broken

Increase your competency and vary your toolkit

Become more—and help the organization 

become better and more efficient

Coaching is process that will challenge you and 

provoke growth

Quantify and benchmark your performance



Increase your self-awareness

Find out the impact you have on the people around 

you

Improve relationships with both your manager and 

your direct reports

Explore your values, your potential, and the unique 

contribution you bring to your role

A coach is someone who will support and connect 

with you—advocating for you and your growth

Explore the links between your values and those of 

your organization
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• Regardless of your client’s preferences, their 

developmental path unfolds in such a way that 

they gain comfort—and hopefully skill in all areas 

of Type 

• Effecting coaching using Type includes specific 

proposed next step actions that can help a client 

lean into their Type development with intention 

and focus 
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The Type Development 

Options handout was 

designed to provide you 

with specific skill-building 

actions/exercises for 

each of Type’s behaviors 

and functions
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• When you select the 1 (or 

maybe 2) components you 

want to develop, find that 

function or behavior’s list 

of suggested development 

actions within the handout

• While this short class is 

focusing only on Thinking 

and Feeling, the handout 

covers all aspects of Type
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• Your Type preferences, 

as a coach, have a big 

impact on the direction 

and flow of any coaching 

engagement.

• Select your questions 

carefully—and make sure 

your Type’s impact is 

both neutral and 

intentional
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