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Tecnología  Administrativa Moderna (TEAM), S.C. in Mexico City and TEAM, Inc. in San Antonio, TX are Network Associates of the Center for Creative Leadership (CCL).  Since 1980, TEAM has collaborated with CCL in Latin America, and since 1983 has offered one or more of CCL’s assessment-for-development programs in Spanish.

In 1984, TEAM began the Leadership Development Program (LDP), CCL’s flagship offering; and by the end of 2000, it had carried out nearly 50 LDP runs in Spanish, enrolling over 800 participants.  In addition, TEAM, S.C. has done a large number of contract programs of various types and lengths throughout Latin America.  Many of these programs have been at the service of such clients as Colgate-Palmolive, Goodyear,  DuPont, and Proctor & Gamble in their Latin American subsidiaries.  However, an increasing number have been done for international, regional, and local organizations such as the Interamerican Development Bank, the Andean Development Bank (Corporación Andina de Fomento), and such clients as CYDSA (Mexico), Molinos Rio de la Plata (Argentina), and INNFA (National Family Institute – Ecuador).  In total, TEAM has had over 4,000 Spanish-speaking participants in these programs.

As a result, we believe that TEAM has the largest existing MBTI database on business leadership styles in Latin America.   The present is a current summary of that data, from 1980 to mid-2000, a 20-year cut of MBTI data collection in Latin America.

Table 1 contains the summary data for 843 executives who have attended the Spanish-language LDP.  Table 2 includes all Latin American managers (n = 3,446) excluding those who have taken LDP.  (These are managers who would, for example, report to LDP participants.)  Table 3 is a summary all-inclusive composite of Tables 1 and 2 (n = 4,289).

The first major apparent difference between U.S. and Latin American styles is one the authors have commented on in previous publications (Osborn & Osborn, 1990; Osborn, Osborn & Twillman, 1996) and at this Symposium in 1993 (Osborn & Osborn, 1993).  The data of the Standard Ratio Type Table (SRTT) in Table 4 confirms the tendency in Latin American manager samples for there to be significant over-representation of STs and especially STJs, compared to a similar large sample of US executives (CCL).  Likewise there is significant under-representation of all other styles, especially NFs and SFs.  (Other under-representations also exist in NTP and NTJ categories.)  As we have stated in the citations above, we believe this ST/STJ phenomenon is associated with selection and educational processes: many top managers in Latin America are trained in engineering and finance areas and are selected for this reality-based preparation.  Moreover, educational systems throughout Latin America have traditionally emphasized fact and quantitative analysis in learning, as well as a rule-based approach.

Perhaps the additional insight this new data gives us is a longer run, longitudinal view of the apparent Latin American bias toward sensing/thinking/judging preferences.  The authors have argued that this bias may limit business development or creative problem-solving.  The SJ approach may also reduce the horizons of Latin executives in searching for possible innovative solutions to old problems and overlooking long-range implications in favor of current realities.  With this data now over a generational period, there is reason to believe that the ST and SJ tendencies are well ingrained in the Latin business culture.

Some additional tables are added for further analysis:

Table 5 is an SRTT comparing the executives of Table 1 with the managers of Table 2.  This comparison presupposes that LDP participants are at a higher hierarchical level than the non-LDP ones.  While not universally true, the great majority of the people in the two samples differ in this regard.  In Table 5, there are significantly more INTJ executives and fewer ESTJs in the LDP sample.  This finding coincides with CCL’s data on U.S. executives: as one goes up the hierarchy, one finds more NTs and fewer SJs in the sample.  (Unpublished data, Center for Creative Leadership, 1988)  However, this tendency appears less prevalent in the Latin American TEAM data than in the U.S. CCL data.  (See Table 6 for CCL data.)

Table 7 is an SRTT that separates the total Latin American sample by gender.  Of the 4,289 total managers in the sample, 715, or 16.7 percent are women.  (This figure is just over ½ of that in U.S. CCL programs – Osborn & Osborn, 1996).  What stands out in the male/female data is the relative similarity of these samples – about 60 percent are also STJs.  There are significant differences, however, in 7 of the 16 styles, mostly in the F columns, with more Fs among female managers.  We have commented before (Osborn & Osborn, 1990) that women  administrative assistants and secretaries in Mexico appear similar to their bosses in MBTI styles, i.e. more STJ (as opposed to their counterparts in the U.S.) who are more SF/NF).  This seems true also for the Latin women managers in the sample – also heavily STJ – but somewhat less so than in the small (n = 100) female secretarial sample from 1990. (See Table 8).

Finally, Tables 9, 10, and 11 are partial data from Table 1, 2, and 3 for some of the largest country samples in TEAM’s files: Mexico, Venezuela, Colombia, Argentina, Ecuador, Chile, and Puerto Rico.  Together, these 7 countries comprise about 90 percent of the total TEAM  Latin American sample.  Here one can graphically see some of the tendencies explicit in the TEAM MBTI database: high concentrations of STJ, fairly low diversification, especially in the F columns and the P rows, compared to a similar sample from a CCL population in the U.S. (Osborn, Osborn & Twillman, 1996; See Table 12 attached below).  We also note that the Mexico data predominates in the “Latin American” sample at 51 percent of the total, giving some Mexican bias to this portion of the total.

There are certain questions and doubts in our minds as regards the data we have collected over the years.  The first is the Form G translation itself.  This Form was originally validated by Albert Inclan (1986) with Hispanic (bilingual) groups in the U.S., and has been used unmodified now for almost a generation.  Whether Inclan’s U.S. sample, small as it was at just over 200, can be held representative for as large an area as all of Latin America is a cause for concern to us.  Moreover, most Latin American managers in our sample, except perhaps at the top executive level (e.g. LDP level), are generally not functionally bi-lingual.  Whether or not they would interpret Form G the same as bi-linguals should be examined.

Another concern is the use of  U.S. keys for scoring the Spanish Form G.  Inclan mentions in his article some of the weighting difficulties in at least 3 of the 4 axes.  We agree with his statement that his study should be replicated with a larger sample.

Nevertheless, even given the above concerns, our experience over the years convinces us that the MBTI data we have collected across organizations are broadly representative of business styles in Latin America.  We await further development of the instrument for Spanish-speaking audiences and further research around validity questions.

References

Inclan, A., (1986).  The development of the Spanish version of the Myers-Briggs Type Indicator, Form G.  Journal of Psychological Type, 11, 35 – 46.

Osborn, T.N. & Osborn, D.B. (1990).  Leadership in Latin American organizations: A glimpse of style through personality measures.  In K.E. Clark & M.B. Clark (eds.), Measures of Leadership (pp. 449 – 454).  West Orange, NJ: Leadership Library of America.

Osborn, T.N. & Osborn, D.B. (1993).  Style and personality differences between United States and Latin American executives. Proceedings of psychological type and culture – East and West: A multicultural research symposium (pp. 281 – 273).  Honolulu, HI: University of Hawaii at Manoa.

Osborn, T.N., Osborn, D.B. & Twillman, B. (1996).  MBTI, FIRO-B, and NAFTA: Psychological styles of not-so-distant business neighbors. Journal of Psychological Type, 36, (pp. 3 – 14).  

