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Behavior Intelligence

BEHAVIOR VS. PERSONALITY: YOUR THOUGHTS 

Before we dive into the main subject of this ebook, namely the 
history, theory, and practical applications of behavior science, let’s try a 
short exercise to asses your current knowledge and opinions on the 
topic. Behavior science deals with depersonalizing observed behaviors 
in others in order to determine their strengths and weaknesses, and, to 
evaluate how they tackle problems. Coaches and administrators use the 
results of behavior intelligence surveys to help clients (individuals or 
teams) identify and deal with the causes of their helpful and unhelpful 
behaviors in order to help them make needed behavioral changes to 
increase performance. 

This approach stands in stark contrast to a 
related, yet thoroughly different method of 
assessing a person’s strengths and weaknesses, 
the personality profile. No doubt, you are 
already quite familiar with (and probably use) 
one or more of these tests, such as the Myers-
Briggs Type Indicator, The Caliper Profile, 
The SHL Occupat iona l Persona l i ty 
Questionnaire (SHL OPQ), The Hogan 
Personality Inventory (HPI), and others. 
The oldest and most well-known of these, 
the Myers-Briggs Type Indicator (MBTI), 
was developed beginning in the 1920’s, 
based in large part on Carl Jung’s 
conceptual theory. The MBTI was 
designed to assess strengths and 
weaknesses in certain areas, such as 
how someone deals with the world at 
large, how they relate to others, and 
how they make dec is ions . The 
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information obtained from these tests is used to define and categorize a 
person’s personality (Myers-Briggs assigns people to 1 of 16 separate 
profile types to do this, while other assessment tests have their own 
classification systems). A person’s profile type is then used to develop 
suggestions regarding education, occupation, and even a long-term 
romantic partner. The idea is that awareness of their personality type 
will lead a person to align his/her behaviors with that personality type, 
and by so doing, will make their life easier in general. For instance, 
they will enjoy more energy, better health, greater success, and more 
fulfilling relationships. 

Here are a few questions of the type you would likely find on a 
typical personality profile exercise. If you’ve ever given or taken such a 
test, you’ll find them familiar. Answer them, then consider the questions 
that follow. 

1. I make friends easily. 

                      ☐ Yes                    ☐ Maybe                    ☐ No  

2. I like working in an ac6ve and fast-paced job. 

                      ☐ Yes                    ☐ Maybe                    ☐ No  

3. I am usually the first to react to a sudden event, like the telephone 
     ringing or someone asking an unexpected ques6on. 

                      ☐ Yes                    ☐ Maybe                    ☐ No  

4. I think of myself as an average person. 

                      ☐ Yes                    ☐ Maybe                    ☐ No 
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• Did you find the questions relevant? 

• Do you feel the answers you gave define you in any significant way? 

• Do you feel your answers make you easy to classify? 

• Would you have given the same answers 5, 10, or 20 years ago? 

These are important things to consider, because whichever  
assessment tool is used, the results are considered to be set in stone - a 
snapshot of who you are, what your strengths and weaknesses are, 
what you are capable of, perhaps even what jobs, hobbies, and partners, 
etc., will best suit you, not just now, but also in the future. For example: 

The MBTI places subjects in 1 of  
these 16 categories. 

The SHL OPQ rates 32 personality  
characteristics, making up 3  
domains: Relationships, Thinking,  
and Feelings and Emotions 

The HPI measures 13 Primary and  
Occupation scales to predict job  
performance. 
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Now let’s compare the two assessment methods we’ve been 
discussing, behavior intelligence and personality profiles. In particular, 
we’ll address the problems and inconsistencies that have long been 
associated with personality profiles, and how behavior intelligence 
addresses them. We’ll also address how and why behavior intelligence  
surveys create a much more accurate and relevant picture of who a 
person actually is, and what their capabilities truly are. 
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BEHAVIOR VS. PERSONALITY 

Rarely does the study of a particular field progress in a straight line, 
with new information and ideas being added and accepted regularly. 
More often than not, progress - if it comes at all - comes in fits and 
starts, punctuated by long periods in which certain ideas, concepts, or 
methods take hold for an extended period of time, until another 
potential major advance is introduced. Such new opportunities for 
advancement can resemble mini-revolutions or worse in the eyes of 
practitioners in the field. After all, a body of professionals who have 
been performing a function a certain way for some time are comfortable 
with it. They make a living at it, and have worked hard to convince the 
world they have a handle on it. They seldom want to hear about a better 
way of doing things, let alone that they have been wrong all along. 

The long-term use of personality profiles to assess a person’s abilities 
and character traits exemplifies this tendency for inertia. The  first 
such test, the Myers–Briggs Type Indicator, was introduced into the 
American education system and business community more than a half-
century ago. Although it has never enjoyed universal approval, Myers-
Briggs and tests like it have been used extensively to assess the 
decision-making and communication skills, attitudes, and over-all 

character of children and 
adults alike. The idea 
that only the information 
gathered from these tests 
was needed to handily 
match subjects with just 
1 of 16 clearly defined 
personality types was 
easy to understand, and 
easy to believe. And the 
idea that a subject could 
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live a happier, healthier, and more successful life armed only with what 
they learned about their personality, was a very attractive notion in 
post-WW II America. 

But another school of thought, behaviorism, which grew up alongside 
this, had a very different focus. Behaviorism holds that behavior (what 
we do), is more important to success than personality (what we are). 
Behaviorism is concerned with observable behaviors, which are the 
result of interactions with the environment, learned responses, or 
conditioning. The belief is that while personality can and does influence 
behavior, behavior can change independently of personality, such as 
when life-changing events occur, when social roles change, or when 
people become first-time parents. Even the way we react to other 
people, or how we handle challenging circumstances will change over 
the course of a lifetime. So do our capabilities, skills, and interests. For 
this reason alone, determining at a young age (or any age) what 
occupations or types of partners suit you based on your personality, 
doesn’t seem to work. As a result, the neuroscience of behavior 
intelligence was developed to focus on how behaviors fit into the picture. 

Behavior science asserts that 
rather than simply reacting 
to things based on our 
p e r s o n a l i t i e s - w h i c h 
personality profiles would 
seem to imply we do - we 
think and make decisions by 
using our abilities and skills 
to determine, and then carry 
out the best course of action 
when dealing with different 
people and situations. A 

whole host of skills are called into play in all decision-making, such as 
being able to properly assess what is happening around you, being able 
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to identify the verbal and non-verbal behaviors of others, and being able 
to analyze and interpret that behavior. Decision-making also requires 
recognizing and understanding personality traits in others, such as 
hostility or shyness, moods such as apprehension or euphoria, and 
emotions such as anger or fear. 

Despite their many decades of widespread use, personality profiles 
have always had their critics, especially outside the business 
community. Study after study of both the testing methods and the 
results of such tests have been carried out over the years, and have 
always failed to reach a consensus as to their accuracy or their benefits. 
What’s more, many researchers point to unforeseen and unintended 
negative consequences of these tests, such as the fact that they don’t 
always deliver wanted or welcome news, which can be troublesome to 
the subject. Take for instance, someone who dreams of a career in 
business and a fast-paced city lifestyle. If that person takes a 
personality test, then hears that his profile suggests he should pick an 
altogether different future because the one he has mapped out doesn’t 
suit his personality, that news probably won’t be received too well. And 
if he buys into that idea, he also has little reason to continue dreaming 
his original dream or even make any further effort to follow that path. 

None of this is to suggest that studying and knowing one’s 
personality is not an important part of character development, or that it 
isn’t beneficial. It is. It simply isn’t enough. And it is detrimental to 
believe that anything learned about one’s personality is set in stone. It 
isn’t. 
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BEHAVIOR: 
CAN WE CHANGE WHO WE ARE? 




The simple answer to that 
question is, sort of. It is 
widely agreed that a person 
can not change h is /her 
personality type, wholesale, 
e i t h e r t h e i r b a s i c 
t e m p e r a m e n t , o r t h e i r 
character, which was shaped 
by their early environment 
and experiences. And yet, 
over time, people can and do 
sometimes take on new traits 
and develop new habits that 
differ greatly from what they 
had previously, even traits 
and habits that seem to run 
counter to their accepted 
personality type. 

Sometimes such changes can occur naturally as people mature with 
age, but other times these changes are the result of conscious effort. 
Often, in an effort to better themselves, people make a conscious choice 
to fine tune some aspect of their behavior they have identified as 
problematic or unhelpful. The changes people seek usually center on 
some observable behavior that they want to be better at, or do away 
with. So maybe a better answer to the question is, yes. Sometimes. In 
some ways. 

Of course, most people find it very difficult to change long-standing 
behaviors, leading many to believe it’s impossible. But as we’ve pointed 
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out, our behaviors, the outward expression of our personalities, can and 
do change. 

And although many of our behaviors seem like nothing more than 
automatic responses, especially when we repeat them often, they are 
not actually so automatic at all. Rather, they are the result of verbal 
and non-verbal thoughts which precede each decision we make, 
dictating our verbal and physical responses. In other words, we do 
choose our behaviors… but we do it somewhat automatically. And after 
repeating the same behaviors many times, we have more or less 
programmed them to be our first choice in any relevant situation. 

When it comes to making changes (not to our entire personalities, as 
we’ve said, but to our behaviors) understanding what is behind our 
programmed (but not locked in) responses is the necessary first step. 
After that, a person can begin to consider what behavioral changes are 
needed in order to be more effective at a job or an activity, or make any 
sort of difference. 

And we aren’t speaking only of big, sweeping changes. Couldn’t even 
a small change in behavior result in a different outcome? Of course it 
could. For instance, if you speed regularly, you’ll eventually get a ticket. 
But if you slowed down a little, you would lessen the likelihood of 
getting pulled over. A tangible, beneficial change. And if you are in the 
habit of interrupting people who are talking when you get an idea 
you’re bursting to share, you are no doubt seen as rude or selfish. But if 
you kept paying attention and listening, and made a note to share your 
idea later, that would result in others seeing you as a thoughtful person 
and even a good listener. Many small shifts such as these in learned 
behaviors can bring about a significant change in the outcome. 
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BEHAVIOR INTELLIGENCE: 
WORKING TO IMPROVE BEHAVIOR 

Coaches use the science of Behavior Intelligence to help clients 
understand and move beyond their own limiting behaviors by showing 
them that how they approach a task is no less important than knowing 
the proper way to do it. Utilizing behavior intelligence, coaches 
depersonalize the behaviors they observe in their clients, rather than 
judging the behaviors. They work to understand the their importance, 
and the value they hold for their clients. 

The question of what a 
client does and how 
and why they do it is 
the focus of behavior 
intelligence. For a 
behavior intelligence-
trained coach, the 
s u b j e c t i s a l w a y s 
behavior, which is 
observable and more 

easily changeable than personality, or who a person is, which changes 
much more slowly over time, as a result of changing behaviors. 
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AT THE HEART OF IT: 
ACCUMATCH BEHAVIOR RESPONSE MAP (BRMap) 

With behavior intelligence, coaches can help their clients achieve 
results faster by helping them to understand their neural habits, or 
their behavior responses which manifest as unconscious bad habits, or 
unhelpful behaviors. 

In order to get the 
clearest understanding of 
these behaviors, the 
AccuMatch Behavior 
Response Map (BRMap) 
was deve loped . The 
BRMap enables coaches 
to take these observed 
behaviors, or automatic 
responses, and use the 
map to get a clear visual 
representation of them 
for their clients. The map 
translates the raw data 
i n t o a n e a s y - t o -
understand, judgement-
free guide that can be 
used to chart progress. 

To make the most of the BRMap technology, AccuMatch provides 
coaches with the training that develops their Coaching Intelligence, or 
the expertise to interpret their clients’ neural behaviors, as shown on 
the map. In this way, AccuMatch takes behavior intelligence beyond just 
helping coaches deal with what can be observed and learned from their 
client’s behaviors. By sharing clients’ BRMaps with them, and 
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explaining the significance of their mapped-out neural programming, 
coaches can lay the foundation for their clients’ achievement, and 
provide for them the methods and tools needed to get there. Utilizing 
their mapped-out neural patterns, coaches are also able to show clients 
how they have been reinforcing their own unhelpful behaviors, and how 
adapting different behaviors can lead to different results. 

By learning about their BRMap, clients also have a greater 
opportunity to gain their own valuable insights into the reasons they do 
what they do, and a better understanding of their own learned 
behaviors and how they can be changed. 
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DO NO HARM: 
BEHAVIOR INTELLIGENCE AND COACHING 

There are other important reasons for ending the reliance on 
personality profiles in lieu of the more science-based behavior 
intelligence assessment as a means of assessing a person’s strengths 
and weaknesses, ability to tackle problems, interact with others, etc. 
The fact is, beyond their being ineffective, personality tests are likely 
doing more harm than good to some. 

One reason is that they 
are still based on the 
1920s psychology that 
spawned them. While the 
field of psychology has 
grown immensely in the 
last century, (in the last 
half-century in particular) 
most personality profile 
tests have gone largely 
unimproved or updated in 
a l l t h a t t i m e . T h e 
outdated assumptions 
they are based on made 
them good for their time 
(to a degree), but not for 
today’s clients, who are 

several generations more advanced. And yet, since personality profiles 
have been used to test individuals literally millions of times, they have 
an air of credibility, authority, and even trustworthiness.  

Another reason is that the information gathered from them is not 
specific enough to be effective for coaching. This is partly because in 
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order for that information to be easy understandable and explainable, 
personality tests use one formula or another to group subjects under 
obvious labels, of which there can only be so many, like Myer-Briggs’ 16. 
These labels have to encompass a number of traits in order to form a 
“personality”, even if those traits are contradictory, or can just as easily 
belong in several groups. 

But by far, the most important reason that personality profiles can 
not, and do not work as assessment tools, is that people change. Despite 
the assumptions developed in the 1920’s and adhered to even today by 
some, personalities do change. Therefore, assessing someone based on 
his/her personality could only be effective, even if there was some value 
to it, for some limited period of time. After that, it would be irrelevant. 
The constant changes that take place during the course of our lives are 
not only physiological, but they also are the product of our experiences, 
and an accumulation of knowledge. Our internal programming, the 
collection of behaviors we consider automatic, is constantly being 
evaluated based on our good and bad experiences. 

To be fair, it wasn’t possible to study or understand all of this when 
the first personality tests were being created and accepted. Even at the 
tail end of the industrial age in America and Europe, when many 
inventions we take for granted today were just being introduced, there 
were no MRI machines in existence to study the brain. Today, of course, 
we can observe the parts of the brain being triggered by different 
emotions, thoughts or actions, and this ability has changed psychology 
forever. Through neuroscience, we have learned that the brain is not 
fixed. Rather, it is one of the most flexible of all our muscles, and can 
learn new tasks and place them on auto-pilot - like driving a car down a 
familiar street.  

Take, for instance, a woman who feared driving all her life, and never 
learned to drive… when her husband passed-away, she learned to drive 
and get around freely on her own. 

�14



Behavior Intelligence

Or a man who had major brain surgery that removed a part of his 
brain dealing with motor skills such as walking and writing… he 
relearned to perform these task by activating other parts of his brain 
through physiotherapy. And what is physiotherapy, if not a practice of 
new behavior, or repeating a conscious effort until it becomes automatic 
unconscious?  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ON THE JOB: 
OBSERVED BEHAVIOR AND PERSONALITY PROFILES 

At work, most people would agree that behavior, or how an employee 
acts, drives performance. This applies to all behaviors, all the actions 
taken and decisions made by an employee while on the job. These are 
all things which we observe, and which we are able to control. Making 
good decisions about what to do in any given situation is what good 
work performance is all about. Acting out a behavior is what others 
observe and judge. 

Any job has specific 
functions which must be 
done in the right way, at 
the right time, etc. While 
one job may require an 
individual ’s detai led 
attention be paid to 
organizing and planning, 
another may require that 
a number of people work 
together to come to 
decisions as one. These are very different types of behaviors, but for a 
supervisor overseeing an employee, all required behaviors must be 
observed. And for the employee who wants to be seen as effective, it’s 
necessary to demonstrate these behaviors. The supervisor must have a 
clear idea that the required actions are being done properly, and at the 
right time - all behaviors which are observed - no matter what the 
employee is “like”. 

Most people would also agree that in order to judge an employee’s 
effectiveness, a supervisor does not need to know their personality - 
what they have a preference for, how they like to communicate, etc. The 
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observable behaviors are all a supervisor needs in order to say whether 
or not the employee is working efficiently. 

As opposed to observing required actions, personality is a very poor 
predictor of an employee’s performance, altogether. Because people are 
highly adaptable and capable of changing when needed, no personality 
profile can determine exactly what they will do in any given situation. 
Profiles also can’t predict how an employee’s behavior might naturally 
change over time. 

Also, most people do things that are to their advantage in any given 
situation. This is done largely unconsciously, using a part of the brain 
called the adaptive unconscious. Because it’s so automatic, it goes 
largely unnoticed. But when someone resists adapting, perhaps because 
they are set in their ways, it is more noticeable. 

People who have had their personality typed can often be more rigid, 
and less open to changes. They often fall back on their profile as an 
reason not to adapt their behavior when needed in the workplace. For 
instance, if their profile says they’re not good with details, they might 
assume they won't do well at a job that requires attention to detail, 
even if it means turning down a good opportunity.  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BEHAVIOR INTELLIGENCE TRAINING: 
HOW IT BENEFITS YOU AND YOUR CLIENTS 

A person’s experiences, no matter their nature, are all centered 
around their own behavior, or the behavior they observe in others. 
Behavior is what connects them all, whether it’s taking action, 
responding to actions, or even deciding to avoid action. Behavior is not 
just observable, it is understandable. 

Coaches who understand and utilize neuroscience to help their 
clients better understand their actions, and therefore, themselves, are 
able to take those clients to a whole new level. They can put the weight 
of the decades of discovery that led to the creation of cognitive, 
behavioral, and humanistic psychologies behind their work. These 
sciences, along with the decades of work that went into developing 
behavior intelligence become the bedrock of this approach. 

It then becomes possible, using this empirical proof, to help clients 
understand that bringing about any kind of change requires first 
understanding what is behind their behaviors. By helping them gain 
insight into their programmed neural patterns, they are better able to 
understand why they do the things they do, and how to go about 
changing behaviors to get different results. And by going beyond just 
observable behaviors, and into that which differentiates action from 
non-action, and getting the desired results from the undesired ones, 
clients are enabled to achieve more consistent positive results, and 
realize more of their desired outcomes. 

One of the greatest benefits of BI training for clients, is that behavior 
is easy to understand, and easy to work with. It provides instant 
gratification because progress is easy to monitor. Personality, on the 
other hand, is nebulous, and must be unravelled and analyzed before it 
can be worked on, if at all, and is probably best tackled on a 
psychiatrist’s couch. 
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If a client changes a 
behavior and sees an 
instant result, a shift in 
beliefs can soon follow. 
B u t n o t s o w h e n 
attempting to change a 
personality, which is not 
observable. A client will 

no doubt ask questions… how long will it take? How will I know? How 
is it measured? There will be no instant gratification for the client. Is 
that really what a coaching client is looking for a coach to do? 
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To learn more about us, and how we empower 
coaches to do more for their clients, visit us online: 

https://accumatchbi.com


