
FACT SHEET - OCEAN'S FIVE  

 
Companies and organisations often employ a battery of psychological tests to determine a 
candidates suitability for the work being offered. Prime among them at the Myer’s Briggs 
personality tying. The problem with the typology approach is that, under certain 
circumstances, people behave differently. At times they are extroverted, at times 
introverted. Some days they prefer the company of people and at other times want to be 
left alone. They can be creative one day and, due to depression or anxiety, very closed 
minded on another day. 
 
A more nuanced approach is to separate out basic personality characteristics. Certain 
traits tend to go together, for example talkative people tend to be more energetic, but no 
more or less dependable than quiet people. Creative people tend to be more 
philosophical, but no more or less anxious than other types. 
 
Psychologists prefer to use the “big five” characteristics of personality in their analysis of 
personality and its expression. Here they are in summary. Each of the five traits appears in 
a spectrum – from strongly present to weakly present. When the trait is weak it is more 
often described in terms of its opposite: 
 
Openness   Conscientious      Extroversion Agreeableness Neurotic 

 
Closedness Not conscientious   Introversion   Nonagreeable Relaxed 
 
You can administer this simple ten question test to get a quick handle on the client’s big 
five, which can then be used in one of three ways (more below)(1) A more exhaustive 
version of this short ten question test has been prepared by John Johnson and it is 120 
questions.(2)  Answer the following ten questions by using a number from the following 
scale: 
 
Disagree  Disagree Disagree  neither agree Agree  Agree  Agree 
strongly  moderately mildly   nor disagree mildly  moderately strongly 

1  2  3  4  5  6  7 
 
I see myself as: 
1. Extroverted, enthusiastic  __ 2. Critical, quarrelsome  __ 
3. Dependable, self disciplined  __ 4. Anxious, easily upset  __ 
5. Open to new experiences, complex __ 6. Reserved, quiet   __ 
7. Sympathetic, warm   __ 8. Disorganised, careless  __ 
9. Calm, emotionally stable  __ 10. Conventional, uncreative __ 
 
Now calculate your own score: 
Openness   = 8 - score on item 10 + score on item 5 
Conscientiousness  = 8 - score on item 8  + score on item 3 
Extroversion   = 8 - score on item 6  + score on item 1 
Agreeableness  = 8 - score on item 2  + score on item 7 
Neuroticism   = 8 - score on item 9  + score on item 4 



 
These scores are useful in three ways.  
 
Firstly, we can compare the individual scores with national averages, so see where they 
rate compared to the population... 
 
Comparison:   women men 
Openness   10.8  10.7 
Conscientiousness  11.0  10.4 
Extroversion   9.1  8.5 
Agreeableness  10.6  10.1 
Neuroticism   6.7  5.7 
 
Secondly, we can compare the five levels of one individual with the levels of another 
person's and see how they compare. This would be helpful in a job interview situation 
(sales people need to be higher in extroversion, truck drivers need to be more introverted). 
Or when thinking about how someone will react under certain conditions.  
 
Thirdly, we can compare the traits to themselves, and see how a person is, overall, within 
themselves. This is useful when describing one person to another, such as summarising 
them up in a report, or telling a mutual friend about them. 
 
When put together with information about character or personality type, and further with 
body language, facial expression and analysis of their stuff... You can start to draw fairly 
strong conclusions about the person. 
 
So here in more detail are the big five, with both ends of the spectrum contrasted side by 
side: 
 



 
 
Meta analysis of the studies using the OCEAN model have shown that people further 
cluster into two broader, simpler categories of behavioural interaction with others: the giver 
and the taker.(3)  
 
Giver and taker patterns are fundamentally based on what feels positive and what feels 
negative to the perceiver. They are emotional reactions based on very subjective feeling. 
These patterns were learned early on in life – often pre-verbal and are right brained 
filtering heuristics. 
 
 



Givers activate positive feelings by giving in relationships, but have problems comfortably 
taking from others. If someone does something nice for them, givers feel the need to 
repay, often giving more than what was received. They play by the basic rule of “I get to be 
the good guy and cannot stand to feel like the bad guy.” As discussed in the article, both 
patterns can be maladaptive and no one has a choice as to the pattern they have 
developed. The giver is marked by a profound drive to avoid being indebted to anyone. 
They tend to be fixed thinkers, who become more and more committed to a task, ideology 
or objective. 
 
Takers activate positive emotions by taking power, control, attention, or material things in 
relationships, experiencing negative emotions if they must give. This is the reason that a 
taker who is doing something nice is only doing so to get something in return. They play by 
the basic rule of “I win, I get my way.” The taker is marked by a very fluid way of 
responding and reacting, moulding to fit it, giving answers that are required to get their 
way. They tend to be survivors, creative in their solutions to life's problems. 
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