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Temperament, Character. and Spiritual Gifts – Part 6           Dr. Lamar Allen 

1. Introduction: The concept that people fit neatly into one of four Temperament Groups is 
very old, going back at least to the ancient Greeks. The MBTI accurately reveals a person’s 
Temperament. Each Temperament Group consists of 4 MBTI types. 

David Keirsey (Please Understand Me II) spells out the link between the Temperament 
Groups and the MBTI and provides good descriptions. The view presented here is a 
combination of MBTI and Keirsey views modified by a Christian viewpoint. 

 

2. Temperament Groups: There are 4 Temperament Groups with a total of sixteen individual 
Types. The four Temperament Groups using a combination of MBTI and Keirsey terms are 
SJ’s (Guardians or Traditionalists), SP’s (Artisans or Experiencers), NF’s (Idealists), and 
NT’s (Conceptualists or Rationals).  
• SJ Group = ISTJ’s, ISFJ’s, ESTJ’s, and ESFJ’s. 
• SP Group = ISTP’s, ISFP’s, ESTP’s, and ESFP’s. 
• NF Group = INFP’s, INFJ’s, ENFP’s, and ENFJ’s. 
• NT Group = INTP’s, INTJ’s, ENTP’s, and ENTJ’s. 

 

3. Relation Between 4 Temperaments And 16 Types: The 4 fundamental 
Temperament Styles differentiate into 16 types as follows:  

  
 

 

4. SJ’s (Guardians or Traditionalists): SJ’s prefer a traditionalist view of the world. They are 
society’s foremost guardians, overseers, and providers.   
• For SJ’s life is keeping things simple, comfortable, secure, and doing your duty.  
• They prefer to maintain the best of the past, improve what makes sense to improve, hope 

for the best, and prepare for the worst. 
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• SJ’s prefer to communicate in concrete terms about real events, specific persons, things, 
products, times, and places. 

• Direct comparisons are important. A is right, B is wrong. Too much of C, too little of D. 
• SJ’s tend to admonish and warn as they deem necessary. They take positions they call 

realistic, but others may call pessimistic. They are dependable, responsible, cooperative.   
• SJ’s prefer to obey laws even when no one is looking and are usually obedient to rules.   
• They prefer doing what is right, doing their duty. 
• They excel in establishing and articulating the rules, standard operating procedures, 

timelines, routines, and etiquette that are fundamental to a civil society. 
• SJ’s prefer to be useful, to feel they belong, and to know they are of service to social units. 
• Their preferences incline them toward taking responsibility. They often become the 

backbone of organizations.  
• In general, they prefer to be givers not receivers, caretakers not the cared for. They are 

loyal and tend to have a low tolerance for risk-taking. 
• SJ’s tend to be concerned about issues, trust authority, want to belong, seek security, and 

prize gratitude. They prefer activities to be closely supervised, products to be thoroughly 
inspected, legitimate needs met, and striving to complete worthy activities. 

• SJ’s administer, preferring everything in its proper place, everyone doing what they should 
do. SJ’s conserve, preferring to ensure that goods and services are properly distributed, 
people’s needs are met, and people are kept from harm. 

• By preference they are keen observers of their immediate surroundings and prefer things 
to be structured, scheduled, and controlled. SJ’s excel in “applications” areas.   

• Consider four general areas of life competence: Strategy, Tactics, Logistics, & Diplomacy. 
• Preference for these 4 areas differ between Temperament groups. 
• SJ’s are inclined toward (hence do well) first in Logistics, next Tactics, next Diplomacy, 

and last Strategy. As leaders SJ’s are oriented toward logistics. They are great stabilizers 
of organizations. They are good at establishing schedules, routines, rules, and protocols. 

• They excel at establishing lines of communication and following tasks until completion. 
• They value contracts, administrative regulations, and standard operating procedures. 
• SJ leaders are careful to identify their own duties and those of their subordinates.  
• SJ’s are conservative, stable, factual, consistent, sensible, patient, dependable, thorough, 

hard-working, detailed, stick-to-it, accept routine, and strive to do their duty. 
• Some SJ’s are tough-minded and objective (T), some sympathetic and personal (F), some 

are expressive (E),  and some reserved (I).   
• But all are duty-oriented guardians/traditionalists. 
• SJ’s are about 45% of the population. 
• Famous SJ’s include Queen Elizabeth I, George Washington, Stonewall Jackson, Harry 

Truman, Gerald Ford, Jimmy Carter, George Bush, Mother Teresa, John D. Rockefeller, 
Queen Elizabeth II, Collin Powell.  
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5. SP’s (Artisans or Innovators): SP’s prefer a flexible view of the world. They are action-
oriented and enjoy roles in which innovation is necessary.  
• They prefer to be engaged, involved, doing things right now. They much prefer doing the 

“real thing” to practicing.  On-the-job learning is great for them.     
• They enjoy having flexibility to enable them to take advantage of favorable opportunities. 
• They are constantly observing & probing their environment seeking favorable options.  
• They do well in a crisis, managing it in practical, down-to-earth ways, preferring to focus 

attention on tactics or the art of choosing actions to improve the “here and now” situation. 
• SP’s are keen observers of concrete specifics. Their flexibility enables moving easily from 

one thing to something very different. They excel at improvisation, fitting things together, 
blending, meshing, remodeling, and making the unworkable – work. 

• SP’s prefer to communicate in concrete terms, focused on what is going on at the moment 
and that which is immediately at hand. Most SP’s have little inclination to consider things 
that cannot be observed or handled and are inclined to be more literal rather than figurative.  

• They are inclined to be specific rather than to generalize. Their everyday speech tends to 
be filled with details with very little talk about broad plans. 

• SP’s tend to be tolerant and easy-going in most situations, often relying on the situation 
itself to structure their time and responses. 

• They are inclined to adapt quickly to fast-changing situations and usually are good at it.  
• Their perspective is utilitarian and pragmatic, so that they do whatever makes sense to get 

the greatest result with the least effort. 
• SP’s will tackle situations that seem impossible, overcome difficulties one by one as they 

improvise tactical solutions that lead to a successful outcome. 
• SP’s are excellent in crisis situations. Routine and structure are difficult for SP’s. 
• SP’s prefer activities with immediate payoff.  Focus on what is, not what may never be. 
• Wordiness, abstraction, uneventful routine, and lock-step procedures stress SP’s. They are 

risk tolerant. They are best at tactics, next logistics, then strategy, and last diplomacy. 
• SP preferences are most successful in an open atmosphere. If there is structure it is best if 

it affords freedom, competition, opportunity, variation, and change. 
• They prefer to use resources rather than save. Use equipment, enjoy people. 
• SP’s seem happiest when working with all sort of equipment. From bulldozers to 

computers, from a surgeon’s scalpel to a painter’s brush.   
• They prefer to be where the action is and tend to be bold and venturesome. 
• SP’s are exciting, optimistic, cheerful, generous, light-hearted, full of fun, and inclined to 

have a large repertoire of stories and jokes. 
• As leaders, SP’s are oriented toward tactics and trouble-shooting. They are supremely 

practical, working on concrete problems, and doing whatever it takes to solve them. 
• SP leaders typically choose to not fight the system openly but will use whatever is at hand 

to keep things on track. They’re at their best in verbal on-the-spot planning and decisions.  
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• SP’s tend to be persuasive, to act with effortless economy, easy going, gifted with machines 
and tools, prefer first-hand experiences, and sensitive to color, line and texture.   

• SP’s tend to be adaptable, artistic, athletic, aware of and willing to live with reality. They 
watch for workable compromises, are tolerant, unprejudiced, and in general enjoy life.  

• Some SP’s are tough-minded and objective (T), some sympathetic and personal (F), some 
are expressive (E), and some reserved (I). 

• But all are flexibility desiring artisan/innovators, good with machines and tools. 
• SP’s are about 35-40% of the U.S. population. Famous SP’s include Amadeus Mozart, 

Winston Churchill, Theodore and Franklin Roosevelt, George Patton, Erwin Rommel, 
Pablo Picasso, Elizabeth Taylor, Johnny Carson. 
 

6. What is Next: “NF’s” and “NT’s.” 
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7. NF’s (Idealists): NF’s prefer an idealistic view of the world. They incline toward a diplomatic 
perspective on events. They enjoy mentoring roles such as teacher and counselor, as well as 
active advocate roles such as championing a cause or functioning as a healer. 
• They prefer to spend time cultivating relationships, pursuing self-development, and helping 

others develop their potential. 
• They incline toward abstract, global, and personal. meaningful activities. They tend to 

focus on human potential, ethics, culture, quality of life, metaphysics, and personal 
development. NF’s tend to be future oriented and people focused.  

• NF’s tend to relate to others empathetically. They often have a keen ability to anticipate 
and reflect unspoken issues and intentions. They are good at praising and rewarding people. 

• They excel at enthusiastic interactions, participatory leadership, personalizing the 
impersonal, motivating and facilitating growth in those around them. They appear to be 
natural catalysts of group formations and interaction.  

• They yearn to live a life of significance, making a difference in the world, while 
maintaining a unique, whole-person identity. 

• NF’s prefer abstract interpretive communication. Abstract refers to things that cannot be 
observed by the 5 senses but only imagined. Interpretive refers to explaining the “true” 
meaning of something.   

• NF’s desire to uncover meaning and significance in the world around them by finding and 
interpreting the truth “behind the facts”. 

• They tend to focus on things like love and hate, belief, possibility, symbols, intellect, 
emotions, temperament, will, character, and personality. 

• There are concrete consequences associated with most of these concepts, but the things 
themselves are not concrete. NF’s seem to have a sixth sense about people.  

• NF’s often feel they just know what people are up to, or what they truly mean. They think 
they are extraordinarily sensitive to mere hints of things. 

• To others, NF’s sometime seem to arbitrarily transform one thing into another, joining 
opposites, eliminating distinctions, and combining categories. 

• NF’s are naturally inductive in thought and speech and tend to move quickly from the part 
to the whole, from a few particulars to sweeping generalizations, from the smallest sign of 
something to its entirety. These “intuitive leaps” can be astonishing to others. 

• NF’s place high value on authenticity in people, relationships, and organizations. 
• NF’s seek affiliation, harmony, and cooperation in social situations and often adopt a 

nurturing role toward those around them. 
• As leaders, NF’s are oriented toward diplomacy, good in roles of Mentor or Advocate. 
• They prefer to be a catalyst facilitating, motivating, and energizing people to cooperatively 

work together, all the while maintaining high morale. 
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• The impersonal is stressing to them. They tend to suffer in situations where their 
preferences for esteem, relationship, and significance are not met. 

• They prefer to avoid, if possible, argumentative, or competitive atmospheres. 
• NF’s are enthusiastic, sympathetic, benevolent, imaginative, insightful, spiritual, and 

subjective. Only about 12-15% of the U.S. population are NF’s, but their influence is great.   
• Most non-technical writers and many teachers and counselors come from this group – 

novelists, dramatists, TV writers, playwrights, journalists, poets, biographers.   
• Technical and scientific writers tend to be NT’s. Writers who wish to inspire and persuade, 

who produce literature, most often are NF’s. 
• The questions NF’s ask about the meaning of life, of their own lives, and what is significant 

for humankind, saturate fictional literature. NF’s believe the pen is mightier than the sword. 
• NF’s are best at Diplomacy, next Strategy, next Logistics, and last Tactics. 
• Some NF’s are expressive (E), some are reserved (I), some are structured and orderly (J), 

and some are flexible and spontaneous (P). 
• But all are idealists focused on relationships and searching for meaning and authenticity. 
• Famous NF’s include Leo Tolstoy, Pearl S. Buck, James Joyce, Mohandas Gandhi, Eleanor 

Roosevelt, Leon Trotsky, Vladimir Lenin, Mikhail Gorbachev, Jane Fonda, Alexander 
Hamilton, Thomas Paine, Plato, Soren Kierkegaard. 
 

8. NT’s (Rationalists or Conceptualists): NT’s prefer an objective strategic view of the world, 
a view based on knowledge and understanding. 
• They enjoy roles involving acquiring knowledge and using it competently, whether for its 

own sake, or for the political, pragmatic, or strategic advantage to self or others. 
• They incline toward abstract enduring concepts – things that were true in the past, are true 

in the present, and will be true in the future. 
• NT’s prefer to communicate in abstract terms and do not usually use many concrete words. 
• Concrete words refer to observable things. Abstract words refer to imaginable things.  
• Everyone can both observe what is before them and imagine things that are not before 

them, but they don’t do the two things equally well. 
• People are inclined either toward language describing observable things or toward 

conceptual things. That is, toward objects or toward ideas. NT’s incline toward ideas. 
• They strive for coherency in debate or arguments. They try to make certain that each set of 

words advance the argument, that nothing is inserted that doesn’t logically belong, and 
nothing left out that is logically necessary. NT’s tend to enjoy words and verbal intricacy. 

• NT’s prefer to appear unemotional when communicating, but often cannot do so. 
• They tend to qualify their statements with modifiers such as “likely,” “probably,” 

“usually,” “maybe,” “to some degree,” “not likely,” and “occasionally.” 
• NT’s define their terms often and clearly. Their prevailing mood is tranquility. 
• NT’s excel in identifying and solving problems and enigmas, in unraveling mysteries,  
• They tend to be competitive, independent, and make friends based on shared interests. 
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• NT’s admire and value competence, coherence, quality, will power, and genius.   
• They dislike incompetence, injustice, weak will, and redundancy. 
• They tend to focus on the patterns and meaning that exist in all things. They enjoy 

strategizing, planning, forecasting, trend analysis, building theories, and recognizing or 
discovering principles. NT’s seek the “why” behind things and events. 

• They prefer to “think systems.” They move with facility from the big picture to the minute 
details of things or situations.  

• NT’s are analytical, competent, complex, curious, efficient, exacting, impersonal, 
intellectual, logical, independent, inventive, systematic, and strategic. 

• These preferences lead NT’s to develop skills in mathematics, science, engineering, 
technology, philosophy, architecture, and indeed, anything complicated and demanding. 

• To NT’s work is pleasure and pleasure is work. They are likely to be a “workaholic.” 
• NT’s are best at strategy, next diplomacy, next tactics, and last logistics. Like NF’s they 

are abstract and conceptual in language and like SP’s are utilitarian in the use of tools.  
• As leaders NT’s are oriented toward strategy. They look far ahead, envision goals, and 

conceive strategic plans to enable those goals to be implemented effectively and efficiently.  
• They can convey to their followers their vision of things that can be achieved in a way that 

motivates the followers to heartily join in making the envisioned future come true. 
• NT’s inclinations typically lead them to be strong in ingenuity and technical know-how. 
• They enjoy using their innate understanding of factors to reduce the complex to the simple. 
• Devising and trying something new stimulates them.  
• Some NT’s are expressive (E), some are reserved (I), some are structured and orderly (J), 

some are flexible and spontaneous (P). But all seek understanding, all look for patterns and 
connections, and all prefer to deal with ideas more than with the objects the ideas represent. 

• Only about 3-5% of the U.S. population is NT. That means in a group of about 32 people, 
it is likely that only one will be an NT. 

• Famous NT’s include Thomas Jefferson, Abraham Lincoln, John Adams, Steve Jobs, 
Thomas Edison, Albert Einstein, Charles Darwin, Napoleon Bonaparte, Dwight 
Eisenhower, Margaret Thatcher, Marie Curie, Aristotle, Mark Twain. 
 

9. What is Next: 


