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ABSTRACT
Participants in management education and develop-
ment programs were asked to evaluate themselves on
dimensions of Machiavellianism—a mindset in which it
is acceptable to treat people as a means to an end—and
perceptions of their own skills in office politics.
Although Thinking types generally reported stronger
Machiavellian beliefs than Feeling types, participants
who were younger, male, and under stress reported
stronger Machiavellian beliefs than any other group,
regardless of type. Further, individuals with preferences
for Extraversion and Thinking reported higher levels of

self-efficacy at playing office politics than did individu-
als with preferences for Introversion and Feeling. These
results provide insights about the relationships between
psychological type and political dynamics in the work-
place and suggest directions for future research.

INTRODUCTION
For years, psychological type researchers have been
interested in topics related to managing organizations.
Only recently, however, have researchers begun to
examine the topic of office politics and the role that psy-
chological type plays in this area. Given the significant
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C A P T

Although Thinking types generally reported stronger Machiavellian
beliefs than Feeling types, participants who were younger, male, and
under stress reported stronger Machiavellian beliefs than any other
group, regardless of type.
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impact that office politics have on satisfaction and suc-
cess in work-related endeavors, further research on this
topic seems worthwhile (Ferris, Russ, & Fandt, 1989).
Research insights would seem especially worthwhile 
for practitioners working in leadership coaching, team
building, and career development. Thus, the purpose of
the present study was to examine further the relation-
ship of psychological type to office politics.

Previous research on psychological type and office
politics has looked at (a) the type seen as the office
politician (Boozer, Forte, Maddox, & Jackson, 2000)
and (b) how the four mental function groups tend to
perceive office politics (Boozer, 1999). Both of these
studies focused on individuals’ perceptions of some
external object—either another per-
son (office politician) or a behavioral
mix (office politics). In contrast, the
current study examined individuals’
perceptions of themselves in terms of
Machiavellianism and self-efficacy at
office politics.

Psychological Type and
Machiavellianism. We chose to
examine the relationship between
psychological type and Machiavel-
lianism because this orientation rep-
resents the epitome of the political
person in organizational life. From
Machiavelli’s (1513/1950; 1513/
1966) original writings on political
governance to more current treat-
ments of the concept (e.g., Ledeen,
2000), what has remained constant is that this orien-
tation involves issues of power and politics. Further,
Christie and Geis’s (1970) work, which conceptual-
izes Machiavellianism as an individual differences
construct, has inspired research that provides a rich
literature within which to consider the results from
the current study.

Defining Machiavellianism involves three interre-
lated topics: beliefs, behaviors, and characteristics.
Machiavellian beliefs focus on issues of trust and decep-
tion and essentially reflect a mindset in which it is
acceptable—in certain situations—to treat people as a
means to an end (Lewin & Stephens, 1994). Machia-
vellian behaviors reflect these beliefs; thus, individuals
who score high in Machiavellian beliefs engage in a
variety of persuasive and manipulative behaviors rang-
ing from the use of flattery to deception (McHoskey,

Worzel, & Szyarto, 1998). Given these beliefs and
behaviors, Machiavellians have been characterized by
what Christie and Geis (1970) call the cool syndrome:
emotionally detached, calculating and cynical, yet capa-
ble of being sociable and charming (at least in short-
term encounters). Ethically, the Machiavellian is
characterized as a “pragmatist,” reflecting the Machia-
vellian actor’s ability to pursue self-interests realistically
within a setting in which what is right or wrong behav-
ior is ambiguous (Christie & Geis).

A literature search produced only two studies that
provide any empirical support for possible relationships
between psychological type and Machiavellianism. In
one, Elson (1989) administered the MBTI and a meas-

ure of Machiavellianism to 86 college
freshmen. The only significant result
was that Ts scored higher than Fs in
Machiavellianism.

Ramanaiah, Byravan, and
Detwiler (1994) administered the
revised NEO-Personality Inventory
(Costa & McCrae, 1992) and a meas-
ure of Machiavellianism to 185 psy-
chology undergraduates. Machiavel-
lians had significantly lower mean
scores on the Agreeableness and
Conscientiousness scales. Given that
lower NEO-PI scores on Agreeable-
ness and Conscientiousness correlate
significantly with T and P preferences,
respectively (Myers, McCaulley,
Quenk, & Hammer, 1998), the

Ramanaiah et al. results support the hypothesis that T
preferences (as well as P preferences) may be related to
Machiavellianism. In fact, McCrae and Costa (1987)
have proposed that Machiavellianism is a trait associ-
ated with the Agreeableness factor in their Five-Factor
Model of personality (albeit with the pole they labeled
Antagonism).

Although the earlier research suggests that
Machiavellianism is probably associated with T prefer-
ences more than with F preferences, other research sug-
gests caution in making this association. The McHoskey
et al. (1998) research views Machiavellianism as psy-
chopathy and other results from Ramanaiah et al.
(1994) show that Machiavellianism correlates with
Neuroticism, a factor not measured by the MBTI. If we
put these findings together, we might conjecture that
individuals with T preferences tend to be psychopathic
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more than individuals with F preferences. Such an
assertion does not seem consistent with type theory,
which views all preferences as equally valuable and
nonpathological, given good type development (Myers
et al., 1998). What does seem possible, however, is that
type preferences may be expressed in such a way that
they appear pathological under certain conditions, espe-
cially stressful conditions (Delunas, 1992; Quenk,
1993). For example, Pearman and Albritton (1997)
contrasted the normal expression of the INTJ’s auxiliary
ET with its expression under stress as “critical, proactive
and systematic, reasonable and analytical” versus “arro-
gant . . . aggressive, opportunistic,” respectively. These
“stressed-out” characterizations of the
T function—arrogant, aggressive, and
opportunistic—clearly seem more
Machiavellian than the nonstressed
characterizations.

The previous studies showing a
relationship between type preferences
and Machiavellianism have not con-
trolled for factors such as stress level.
Thus, we hypothesized that there
would be no relationship between
type preferences and Machiavellian-
ism when other significant factors—
such as stress-related factors —were
controlled.

Type and Perceived Self-
Efficacy at Playing Office Politics.
We examined the relationship between
type preferences and perceptions of
being skilled at playing office politics
for two reasons: First, this perspective begins to address
the issue of which types see themselves as the office
politicians (and which types do not). Previous research
has looked at the type perceived as the office politician
(Boozer et al., 2000), but no research has looked at how
the different types perceive their own orientations to
political behavior at work. Second, by focusing on per-
ceptions of political skill at work, we hoped to add to
the emerging literature exploring the importance of
these skills (Ferris, Perrewe, Anthony, & Gilmore, 2000;
Perrewe, Ferris, Frink, & Anthony, 2000).

Research on political skills in work organizations
remains largely conceptual and anecdotal. However, the
emerging literature on this topic suggests that certain
type preferences are likely to be associated with percep-
tions that an individual possesses these skills. For exam-
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ple, Ferris et al. (2000) defined political skill as “an
interpersonal style that combines social awareness with
the ability to communicate well,” and added that polit-
ically skilled individuals “behave in a disarmingly
charming and engaging manner that inspires confi-
dence, trust, and sincerity” (p. 25). Further, individuals
with strong political skills “seek out and relish personal
interactions” and are described as “calculating and
shrewd about the social connections they form”
(Perrewe et al., 2000, p. 117).

These characterizations suggest that political skills
are related to preferences for E and T. Such characteri-
zations as “relishing personal interactions” suggest traits

related to a preference for E more
than I. And, such characterizations as
“calculating and shrewd” suggest T
preferences rather than F preferences.
On the other hand, such characteriza-
tions as “charming and engaging,”
and “inspires confidence, trust” and
so on suggest F preferences. For
example, some research suggests that
F types, when perceived to be office
politicians, are rated as more trust-
worthy than T types (Boozer et al.,
2000).

Another argument for seeing E
and T preferences as positively related
to perceptions of political self-efficacy
at work involves the view of organiza-
tional life as inherently political
(Mintzberg, 1985) and biased gener-
ally toward E and T preferences

(Reynierse, 1993). To the extent that these assumptions
are true, we might expect individuals with preferences
for E and T to feel more confident in their ability to play
the organizational politics game, largely because it is an
E and T kind of politics. Golden (1997) used a similar
line of reasoning in discussing her work on type and
self-esteem, a construct that involves issues of self-effi-
cacy. In particular, she proposed that “North American
dominant cultural bias toward an extraverted thinking
style” (p. 42) would impact self-esteem. Her research
tended to support this view, with lower self-esteem lev-
els reported by individuals with I and F preferences.
Given the assertions that political skill may be related to
E and T preferences, we hypothesized that individuals
with preferences for Extraversion and Thinking would
report higher levels of self-efficacy in political behaviors.
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METHOD
Participants. Participants were selected from both
corporate and university educational programs. One
portion of the sample came from two private univer-
sities in the Southeast and contained both graduate
and undergraduate students. Another portion came
from the staff of a corporate training organization and
their clients from a U.S. Government agency who
attended the organization’s management development
programs. Participants were selected from these
sources, in part, because each source had a strong
commitment to using the MBTI in their training and
education programs. Thus, sample members not only
completed the MBTI and received feedback, but they
also were exposed to type concepts in a variety of
their courses.

Measurement. Participants were administered a
two-page questionnaire containing items used to
measure study variables. The first 20 questions came
from Christie and Geis’s (1970) measure of Machia-
vellianism—the Mach-IV. These questions use a
Likert format with a seven-step response scale ranging
from 1 (disagree strongly) to 7 (agree strongly). The
Mach-IV measures an individual’s endorsement of
various Machiavellian beliefs, such as “Never tell any-
one the real reason you did something unless it is
useful to do so.”

The next items on the questionnaire also were
seven-step, Likert-format items. Three items were used
to measure perceptions of self-efficacy at office politics,
and three measured perceptions of general life stress.
The stress items were included as control measures,
given the previous discussion of the possible effect of
stress on the expression of type preferences. Example
items were “I am skilled at playing office politics” and
“My life is stressful,” respectively.

The final questions asked for age, gender, psycho-
logical type, and the participant’s level of confidence for
each type preference. Age and gender questions were
included for control purposes, because of earlier
research showing their relationship to Machiavellianism
(Mudrack, 1989, 1993). For the psychological type
preferences, participants were asked to circle their pref-
erence (E or I, S or N, etc.) and then indicate their level
of confidence for each preference on a 5-point scale
ranging from 1 (not confident) to 5 (very confident).

Procedures. In both the university and corpo-
rate settings, course instructors administered ques-
tionnaires. In the case of the corporate training staff,

the immediate supervisor administered the question-
naires. In all cases, participants were told that partici-
pation was voluntary, and their responses were
anonymous.

RESULTS
Participants. Of 225 questionnaires administered
and returned, 187 contained complete results and
thus were used for analysis. Fifty-one percent of the
respondents were female, and the mean age was 28.6
(s = 11.9). The participants reported strong confidence
in their type preferences, with mean levels for confi-
dence scores ranging from 4.1 (s = 0.98) for the J–P
preferences to 4.3 (s = 1.02) for the E–I preferences.
Participants also reported preferences for E (60.4%), S
(55.1%), T (52.4%), and J (69.5%). As might be
expected from this distribution, the participant sample
was quite similar to a sample of administrators from
the Atlas of Type Tables (Macdaid, McCaulley, & Kainz,
1986), although F preferences were overrepresented.
(SEE TABLE 1, PAGE 5) The results seem reasonable
given that the participants largely were engaged in
administrative practice and study.

Measures. Descriptive statistics (means and
standard deviations) and reliability coefficients (coef-
ficient alpha) were calculated for each of the scales
used in the study. The results were as follows: Mach-
IV (M = 70.12, s = 13.17, α = .73), Political Self-
Efficacy (M = 12.72, s = 4.01, α = .81) and General
Life Stress (M = 14.74, s = 4.64, α = .89). The results
for the Mach-IV were consistent with other research
findings (e.g., Valle & Perrewe, 2000).

Type and Machiavellianism. We used hierar-
chical multiple regression analysis to examine the rela-
tionship between type and Machiavellianism. Partici-
pants’ scores on the Mach-IV scale were designated as
the dependent variable, and type preferences (dummy
coded) were designated as independent variables.
Participants’ age, gender (dummy coded), and stress
scores were used as control variables. The hierarchical
analysis involved entering, as blocks, the type variables
first, and then the control variables. This two-step
approach allowed us to produce results for comparison
with earlier studies, as well as to examine the effects of
variables not included in earlier work (e.g., stress level).

The results (SEE TABLE 2, PAGE 6) were similar to
previous studies (e.g., Elson, 1989); when considering
only type preferences, Machiavellian scores were associ-
ated with T–F preferences only (ß = -.19, p < .01).
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The Sixteen Complete Types

ISTJ ISFJ INFJ INTJ
n = 20 n = 15 n = 8 n = 12
(10.7%) (8.0%) (4.3%) (6.4%)
I = 0.67* I = 1.31 I = 1.59 I = 1.19
+ + + + + + + + + + + + + + + + + + +
+ + + + + + + + +
+

ISTP ISFP INFP INTP
n = 7 n = 4 n = 2 n = 6
(3.7%) (2.4%) (1.1%) (3.2%)
I = 1.23 I = 0.76 I = 0.25* I = 0.79
+ + + + + + + + + +

ESTP ESFP ENFP ENTP
n = 4 n = 11 n = 13 n = 10
(2.1%) (5.9%) (7.0%) (5.4%)
I = 0.73 I = 1.91* I = 1.08 I = 1.09
+ + + + + + + + + + + + + + + + +

+ + +

ESTJ ESFJ ENFJ ENTJ
n = 24 n = 18 n = 18 n = 15 
(12.8%) (9.6%) (9.6%) (8.0%)
I = 0.73 I = 1.46 I = 2.34***  I = 0.79
+ + + + + + + + + + + + + + + + + + + +
+ + + + + + + + + + + + + + + + + +
+ + +

Dichotomous Preferences

E 113 (60.4%) I = 1.08
I 74 (39.6%) I = 0.89

S 103 (55.1%) I = 0.95
N 84 (44.9%) I = 1.07

T 98 (52.4%) ***I = 0.82
F 89 (47.6%) ***I = 1.32

J 130 (69.5%) I = 1.02
P 57 (30.5%) I = 0.97

Pairs and Temperaments

IJ 55 (29.4%) I = 0.98
IP 19 (10.2%) I = 0.72
EP 38 (20.3%) I = 1.17
EJ 75 (40.1%) I = 1.05

ST 55 (29.4%) **I = 0.75
SF 48 (25.7%) *I = 1.38
N F 41 (21.9%) I = 1.25
N T 43 (23.0%) I = 0.94

S J 77 (41.2%) I = 0.89
S P 26 (13.9%) I = 1.17
NP 31 (16.6%) I = 0.84
NJ 53 (28.3%) *I = 1.27

TJ 71 (38.0%) **I = 0.78
TP 27 (14.4%) I = 0.97
FP 30 (16.0%) I = 0.97
FJ 59 (31.6%) ***I = 1.62

IN 28 (15.0%) I = 0.91
EN 56 (30.0%) I = 1.17
IS 46 (24.6%) I = 0.88
ES 57 (30.5%) I = 1.01

ET 53 (28.3%) I = n.a.
EF 60 (32.1%) I = n.a.
IF 29 (15.5%) I = n.a.
IT 45 (24.1%) I = n.a.

TABLE 1. Psychological Types of Respondents and SRTT Comparison With Administrators.
N = 187      + = 1% of N I = Selection Ratio Index      *p < .05      **p < .01      ***p < .001

Robert W. Boozer, Monique Forte, & James R. Harris: Type, Machiavellianism, and Perceived Self-Efficacy at Playing Office Politics.

Jungian Types  (E) Jungian Types  (I) Dominant Types

n % Index n % Index n % Index
E–TJ 39 20.8 n.a. I–TP 13 7.0 n.a. Dt. T 52 27.8 n.a.
E–FJ 36 19.3 n.a. I–FP 6 3.2 n.a. Dt. F 42 22.5 n.a.
ES–P 15 8.0 n.a. IS–J 35 18.7 n.a. Dt. S 50 26.7 n.a.
EN–P 23 12.3 n.a. IN–J 20 10.7 n.a. Dt. N 43 23.0 n.a.



Thinking types, on average, scored higher than did
Feeling types on Machiavellianism. However, the effect
of T–F preferences was lessened (ß = -.13, p < .10) with
the addition of the control variables in Step 2. Each of
these variables was related significantly to Machiavellian
scores, with age producing the largest effect (ß = -.40, p
< .05), followed by gender (ß = .17, p < .05), and per-
ceived stress (ß = .16, p < .05). Participants who
reported higher levels of stress, were younger, and were
male achieved higher Machiavellianism scores.

Although T types scored higher than F types on
Machiavellianism, this finding does not indicate an
absolute statement by type about the level of endorse-
ment of Machiavellian beliefs. Thus, we compared the
mean scores for the T and F groups to a theoretical mid-
point/mean = 80 using one-sample t-tests. The results
indicated that mean scores for both T and F groups
were significantly (p < .01) lower than the theoretical
mean. Thus, it appears that both F and T types on aver-
age reported that they disagreed with the Machiavellian
beliefs contained in the Mach-IV scale.

Type dynamics theory suggests that psychological

type effects should be explored by examining interac-
tion effects among type preferences (Myers et al., 1998).
Thus, for exploratory purposes, we conducted an analy-
sis of covariance (ANCOVA). Mach-IV scores were the
dependent variable, type preferences were the inde-
pendent variables, and age, gender, and stress level were
the covariates. Interaction effects were examined only for
the four sets of type preferences, and interactions with
covariates were not examined. As with the regression
analysis, no significant interaction effects were found.

Type and Perceived Self-Efficacy at Playing
Office Politics. We also used hierarchical multiple
regression analysis to examine the relationship between
type and self-efficacy perceptions. Participants’ scores on
the self-efficacy scale were designated as the dependent
variable and, again, type preferences (dummy coded)
were designated as independent variables. Participants’
age, gender (dummy coded), and stress scores again
were used as control variables in a two-step analysis.

Shown in TABLE 2, the results generally supported
our hypothesis. On average, E and T types scored
higher on self-efficacy (Step 1) than did I and F types 
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Table 2. Hierarchical Multiple Regression Results for Predictors of Machiavellianism 
and Perceived Self-Efficacy at Office Politics.

Dependent Variables—ß

Independent Machiavellianism Self-Efficacy
Variables Step 1 Step 2 Step 1 Step 2

Type
E–I -.12 -.01 -.22** -.20**
S–N .00 .04 .00 .02
T–F -.19** -.13 -.33** -.30**
J–P .10 .06 .18 .12

Control
Age -.40** -.06
Gender .17* .09
Stress .16* .10

Summary Statistics
Step 1

R2 .05* .16**

Step 2
R2 .23** .17**
∆R2 .18** .01

Note. *p < .05; **p < .01

Journal of Psychological Type, Volume 64, January 2005
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(ß = -.22, p < .01, and ß = -.33, p < .01, respectively).
The results also indicated an effect for J-P preferences
that approached significance, with P types, on average,
scoring higher on self-efficacy (ß = .18, p < .10). In con-
trast to the analysis for Machiavellianism, however,
none of the control variables had any
significant relationship with self-effi-
cacy, when they were entered in Step
2. Furthermore, the effects for the
type preferences remained essentially
unchanged, when examined along
with control variables.

Although E and T types scored
higher on the self-efficacy scale rela-
tive to I and F types, this finding does
not indicate an absolute statement by
type about the level of self-efficacy 
at playing office politics. Thus, we
compared the mean scores for the E,
I, T, and F groups to a theoretical
midpoint/mean = 12 using one-sam-
ple t-tests. The results indicated that
mean scores for the E and T groups
were significantly (p < .05) larger than
the theoretical mean (= 12), whereas
the group means for the I and F groups did not differ
significantly. Thus, it appears that E and T types on
average reported a positive self-efficacy at playing office
politics, whereas the I and F groups on average reported
that they “neither agree nor disagree” with the self-
efficacy statements (e.g., “I am skilled at playing office
politics”). Further exploratory analysis, again using
ANCOVA, produced no significant interaction effects
for type variables relative to self-efficacy scores.

SUMMARY AND DISCUSSION
The present results provide further insight into the rela-
tionship between psychological type and political
dynamics in the workplace. In particular, the results
suggest at least three questions that deserve further con-
sideration.

The first question for future research concerns the
salience of specific type preferences to the domain of
political dynamics at work: Are some psychological type
preferences more salient than others in understanding
office politics and the office politician? The results of
this study and others focusing on type and office poli-
tics (e.g., Boozer et al., 2000) suggest that E–I and T–F
preferences are highly salient and that S–N and J–P

preferences are less salient or nonsalient. The current
study clearly indicates that E–I and T–F preferences are
related to perceptions of self-efficacy at playing office
politics. Previous research suggests that the office politi-
cian is perceived as E, T, (and J). Moreover, the salience

of the E–I and T–F preferences seems
supported by research into the related
topic of type and conflict-handling
styles, which consistently indicates
that the E–I and T–F preferences have
statistically significant relationships
with scales for measuring conflict-
handling styles, whereas the S–N and
J–P preferences exhibit only sporadi-
cally significant correlations (e.g.,
Chanin & Schneer, 1984; Kilmann &
Thomas, 1975; Mills, Robey, & Smith,
1985).

In part, these results portray a
picture of organizational life that
researchers into type, conflict han-
dling, and office politics have painted
for years: that organizational life is a
political arena involving the pursuit of
self-interests, often in conflict against

the interests of others, and that this organizational life
largely reflects the predominant cultural bias toward E
and T preferences. Thus, we might find that E and T
types—because they are more confident in this arena—
actually engage in more political activity and thus are
seen as the office politician. While the results of this and
other studies cannot methodologically support this
cause and effect logic, the conceptual relationships are
intriguing.

On the other hand, these results suggest a second
question for consideration:  Does the lack of salience for
certain type preferences suggest that only certain types
may behave politically at work? Indeed, if office politics
largely is the pursuit of self-interest at work, then should
not all types behave politically—assuming that all types
work in their own self-interest, at least to some extent?
The current results do not seem to rule out this possibil-
ity. For example, the results for I and F groups indicate
something of a neutral perception of their political skills,
not an endorsement of a negative perception. Thus, the
I and F groups do not indicate that they lack these skills
nor do they deny that they engage in political activities.
Rather, it seems possible that all types may have their
own “political styles” and dynamics that serve to elicit

”

“The current study
clearly indicates that 

E–I and T–F preferences
are related to

perceptions of self-
efficacy at playing 

office politics. Previous
research suggests 

that the office politician
is perceived as E, 

T, (and J).

07



Journal of Psychological Type, Volume 64, January 2005

their political behavior. Further research should help
elucidate this issue.

Our third question for consideration focuses on
the relationship of type to what might be termed “neg-
ative” office politics: Do some preferences predispose
certain types to engage in negative, even pathological,
political behavior more than other types? Previous
research (e.g., Elson, 1989) has indicated that T types
scored higher than F types on a measure of Machiavel-
lianism. Further, some researchers have suggested that
endorsement of these Machiavellian beliefs reflects
psychopathy (McHoskey et al., 1998). Taken together,

these previous findings suggest that T types may be pre-
disposed to pathological political behavior more than F
types. The current results, however, do not support this
line of reasoning. Clearly the addition of relevant con-
trol variables (age, gender, perceived stress level) served
to mitigate the relationship of T–F preferences to Mach-
iavellianism. Moreover, the single-sample t-tests indi-
cated both T and F groups on average disagreed
significantly with the Machiavellian beliefs. On the
whole, the current results seem more supportive of type
theory that suggests that all type preferences—given
good type development—are nonpathological.

REFERENCES

Boozer, R. W. (1999). Political types at work. In Proceedings:
Awakenings—Igniting inner forces (pp. 233–236). Glenview,
IL: Association for Psychological Type.

Boozer, R. W., Forte, M., Maddox, N., & Jackson, W. T. (2000). An
exploration of the perceived psychological type of the office
politician. Journal of Psychological Type, 55, 5–13.

Chanin, M. N., & Schneer, J. A. (1984). A study of the relationship
between the Jungian personality dimensions and conflict-
handling behavior. Human Relations, 37, 863–879.

Christie, R., & Geis, F. L. (1970). Studies in Machiavellianism. New
York:  Academic Press.

Costa, P. T., Jr., & McCrae, R. R. (1992). The revised NEO Personality
Inventory (NEO-PI-R) and NEO Five-Factor Inventory (NEO-
FFI) professional manual. Odessa, FL: Psychological Assess-
ment Resources.

Delunas, E. (1992). Survival games personalities play. Carmel, CA:
Sunink Publications.

Elson, J. E. (1989). Religious orientation, Jungian personality type,
and stage of ego development of the Machiavellian personal-
ity (Doctoral dissertation, Western Michigan University).
Dissertation Abstracts International, 50(8B), 3692.

Ferris, G. R., Perrewe, P. L., Anthony, W. P., & Gilmore, D. C.
(2000). Political skill at work. Organizational Dynamics,
28(4), 25–38.

Ferris, G. R., Russ, G. S., & Fandt, P. M. (1989). Politics in organi-
zations. In R. A. Giacalone & P. Rosenfeld (Eds.), Impression
management in the organization (pp. 143–147). Hillsdale, NJ:
Erlbaum.

Golden, B. J. (1997). Type and self-esteem. Bulletin of Psychological
Type, 20(1), 41–43.

Kilmann, R. H., & Thomas, K. W. (1975). Interpersonal conflict-
handling behavior as reflections of Jungian personality
dimensions. Psychological Reports, 37, 971–980.

Ledeen, M. A. (2000). Machiavelli on modern leadership. New York:
Truman Talley Books.

Lewin, A., & Stephens, C. (1994). CEO attitudes as determinates
of organization design: An integrated model. Organizational
Studies, 15, 183–212.

Macdaid, G. P., McCaulley, M. H., & Kainz, R. I. (1986). Myers-
Briggs Type Indicator atlas of type tables. Gainesville, FL:
Center for Applications of Psychological Type.

Machiavelli, N. (1950). Discourses. London:  Routledge & Kegan
Paul. (Original work published 1513)

Machiavelli, N. (1966). The prince. New York: Bantam. (Original
work published 1513)

McCrae, R. R., & Costa, P. T., Jr. (1987). Validation of the Five-
Factor Model of personality across instruments and observers.
Journal of Personality and Social Psychology, 52(1), 81–90.

McHoskey, J. W., Worzel, W., & Szyarto, C. (1998). Machiavel-
lianism and psychopathy. Journal of Personality and Social
Psychology, 74(1), 192–210.

Mills, J., Robey, D., & Smith, L. (1985). Conflict-handling and per-
sonality dimensions of project-management personnel.
Psychological Reports, 57, 1135–1143.

Mintzberg, H. (1985). The organization as a political arena. Journal
of Management Studies 22(2), 133–154.

Mudrack, P. E. (1989). Age-related differences in Machiavellianism
in an adult sample. Psychological Reports, 64, 1047–1050.

Mudrack, P. E. (1993). An investigation into the acceptability of
workplace behaviors of a dubious ethical nature. Journal of
Business Ethics, 12(7), 517–524.

Myers, I. B., McCaulley, M. H., Quenk, N. L., & Hammer, A. L.
(1998). MBTI Manual:  A guide to the development and use of the
Myers-Briggs Type Indicator (3rd ed.). Palo, Alto, CA:  CPP, Inc.

Pearman, R. R., & Albritton, S. C. (1997). I’m not crazy, I’m just not
you. Palo Alto, CA: Davies-Black.

Perrewe, P. L., Ferris, G. R., Frink, D. D., & Anthony, W. A. (2000).
Political skill: An antidote for workplace stressors. The
Academy of Management Executive, 14(3), 115–123.

Quenk, N. (1993). Beside ourselves. Palo Alto, CA:  CPP, Inc.

Ramanaiah, N. V., Byravan, A., & Detwiler, F. R. (1994). Revised
NEO Personality Inventory profiles of Machiavellian and non-
Machiavellian people. Psychological Reports, 75, 937–938.

Reynierse, J. H. (1993). The distribution and flow of managerial
types through organizational levels in business and industry.
Journal of Psychological Type, 25, 11–23.

Valle, M., & Perrewe, P. L. (2000). Do political perceptions relate to
political behaviors? Tests of an implicit assumption and
expanded model. Human Relations, 53(3), 359–386.

08



Psychological Type, Machiavellianism, and Perceived Self-Efficacy at Playing Office Politics

09

Bob Boozer is Professor of Management in the College of Business at Stetson University, DeLand, Florida. Bob also
serves as a member of the Association for Psychological Type’s training faculty for the MBTI® qualifying program. He
has served as chapter coordinator for the Memphis, Tennessee chapter of APT and as a member of the Board of
Directors for the Southeast Region of APT. Bob’s teaching and research focus on the relationship of psychological type
to organizational and group dynamics, particularly those dealing with organizational politics. His research also
involves the study of spiritual archetypes in management theory. Bob holds a BSBA degree in finance from the
University of Florida and a DBA degree in management from Mississippi State University.

Monique Forte is Associate Professor of Management and the Chair of the Management Department at Stetson
University. She holds a Ph.D. from Florida State University. Her research interests include psychological type, organi-
zational politics, strategic change, and experiential learning. 

Rob Harris is an Associate Professor of Business Administration at Brenau University in Gainesville, Georgia. He is
currently Past President of the International Information Management Association and is an Associate Editor of the
International Journal of Technology and Human Interaction and serves on the editorial review board of the Journal of
International Technology and Information Management. Rob’s research interests include technological applications to
value systems, psychological type correlates in managerial behavior, and job stress. Rob earned his Ph.D. from Florida
State University.

Dr. Robert W. Boozer
Department of Management

Stetson University
421 N. Woodland Blvd., Unit 8398

DeLand, FL  32723
(386) 822-7433

bboozer@stetson.edu

This Journal is being made available through the collaborative effort of Dr. Tom Carskadon, Editor of the Journal of Psychological Type, and the
Center for Applications of Psychological Type, Inc., CAPT, worldwide publisher.

CAPT is a non-profit organization dedicated to the meaningful application and ethical use of psychological type as measured through the
Myers-Briggs Type Indicator® instrument.

Myers-Briggs Type Indicator, Myers-Briggs, and MBTI are trademarks or registered trademarks of the Myers-Briggs Type Indicator Trust in
the United States and other countries.

Copyright © 2004 by Thomas G. Carskadon, Editor.

C O N TA C T


