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A STUDY OF TRAITS RELATED TO PERFORMANCE OF ROUTE SALESHMEN
IN THE BAKING INDUSTRY

PURPOSE OF THIS RESEARCH

The purpose of this research was to determine whether or not there

are any traits measursble by psychological test whereby successful

route salesmen in the baking indusiry can'be differentisted from un-
successful route salesmen. If significant differences in trait standings
can be found which are associated with significent differences in
&agree'0£ success attained as route salesmen, there is the possibility
that such traits are associated casually with the differences in degree

of success attained.
BACKGROUND FOR THIS RESEARCH

Yaring the past twenty-five years there have been various research
projects carried on to determine patterns of traits whereby probabil-
ities of success after training anﬂ‘exgerienca could be predicted in
éﬁvance of, or at the time of, employment of the applicant. It is our
purpose here to review some of these approaches which appear to be
relevant to the purposes af‘th@ present research, and to indicate what
some of the outcomes of previous research have been. One of the major
focal points for research directed toward predicting success of salesmen
hes been the application blank., The application blank gives facts and
personal history data concerning the individual., The insurance
companies, particularly, have applied actuarial statistical metheds to
the application blank to determine which, if any, personal data items

have prognostic significance, However, the insurance companies are



not the only organizations which have tried this approachs Typical

of the research directed toward the setiing up of a weighted appli~
cation tlank is that performed by the following: ~McMurray (10},
Russell (1h), Cope (6), Manson (9), Steward (15), Goldsmith (7),

Swntz (16}, Andrews (1), Rosenstaiﬁ.{&3), and Rurtz (8). In some of
the studies reported hy‘théae aﬁxhors; it is claimed that high disw
cerimination values have been fauhd for certain items, However, the
items which are significant in one study do not possess the same degree.
of significance in enother study where different criteria of success
have b@¢n us¢d¢ Same of the items have been found to possess dis-
eriminating value in all of the experiments, Examples of these signifi-
cant items are age, education, marital status, number of previous jobs
held, yecars of experience in sales work, number of clubs or social
QrganizatiQns to which tﬁe individual belongs, and the mumber of offices
héld in such organizations.

The method in these studies, in generél; has been to determine the
relationship between standings in a partiauiar category of an item

{age, for example)} relate this to standings in some criterion of sales
SuUCCess, and upon the basis of tb@ degrea gf association foand, to
assign nunerical weights to sﬁandmnga in the personal data factor.
After saaﬁter~diagrams and correlations have been dbta&naé, those items
have been selected which show some degree of assoclation and numerical
weights assigned proportionate to discriminating powers for differential
standings in item category: Then, each individuel in the experimental
sample has been asaigﬁ@d‘a tgtalﬁwwighﬁed score. This total weighted
se¢ore is derived from numerical.%eights received in each of the

separate items. These total weighted scores have then been scatter-
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diapramed, and the trend noted, Correlations have been run to dstarw
mine the precise degree of association between totel weighted scores
and criterion of success. Some studies (those in which fair-sized
correlations have been found) show that regression equations have been
run and prediction tebles set up. These prediction tebles show, for
every totsl weighted score it is possible to obtain in the personal
hietory items, the most probeble standing in the criterion, OSome studies
have resulted in charted profiles which $ha§-the median or average
standing in each item for successful salesmen, and the charted limite
mithin;whieb;aﬂ individuel.ca§ vary and etill spproximate the general
pattern of the successful individual., By these prediction-table and
profile~chart methods, it has been claimed by some organisations that
they have been able to pick twice as many sucecesses as fallures from the
aveilable applicants. Others (8} bave claimed that an individusl who
possesses the profile pattern which characterizes the successful sales—
man has four times the probability of success as does an individual
who does not match the profile pattern.
Another type of approach is represented by ressarch to determine whether
or not there are certaln interest patterns or personality trait patterns
by which patentia&ly successful salesmen could be spotted, Marion Bills
{3) and Otis {11} found that the Streng Vocational Intervest Blank
neasures the degree to which an individual éesse&ses interests which are
similar to those of individuals successfully engaged in various fields
at the professional level, However, these same aubthors found that it
does not tell whether or not the individual has the personality itraits
and abilities to be successful in the work itself. In both of the

researches Just mentioned, neither Bills nor Otis found thet the
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Bernreuter Personality Inventory trails were associated with degree
of success in sales work. Bills found that a Name and Number Checking
Test, the measure of Deminance on the Bernreuter, the measure of
Extroversion on the Bernreuter, and the temperament traits measured by
the Humm-Wadeworth Temperament Scale were not predictive of sales success
in the particular study reported, 7This does nob necesparily mean that
personality and temperament traits are not associated with success in
sales works It ¢could meen several things. For szample, it could mean
that the criterion of sales success used was not one which is related
to or dependent upon these particular“peraanaliﬁy and temperament traits.
It could mean that differences which might have shown up betmaen
extréﬁely successful and extremely unsuccessful sales people in person-
allity traits did not show up when a raﬁge!@f salesmen representing all
gradés from very poor to excellent was used.
In view of the results reported by Bills, it should be noted that in a
baoklhy Je L. Rosenstein (13), YScientific Selection of Saleemen", the
following statement is made on Pages 161-162: "The personality test
recommended is the Personality Inventory by Robert G. Bernreuter, Four
factéis described and ewn&iﬁaréd~by this qﬁgetionnaire have been found
to be of value in the selection of salesmen. These are termed Exiro-
version, Dominance, Self-Confidence, and Social Independence or Self-
- Bufficiency.” Though the bmakmby“Ras&nsﬁeinv@nrpar%a to bring together
into one wolume the significant research, methods, and techniques of
value in selecting salesmen, he does not present the evidence to
support the statement just quoted. On Paga‘léz;af the book, Rosenstein
soys, "According to the research of A, F. Dodge, ten personality traits

are characteristic of the successful sales person. They are, Emotional



Stability, SeliwConfidence; Self-Sufficiency, Aggressiveness, Sociablle
ity, Non-Self-Consciousness, Little Tendency to Talk About Selfy Lack
of Resentfulness Toward Criticism, & Tendency to be Radical and Unw
conventional, and Willingness to Teke Responsibility.”

After summarizing and evaluating all of the methods, principles, and
techniques which have been developed up to 194L in the selection of
salesmen, Rosenstein recommends the following tests as predictive of
sales ability: the Otis Self-Administering Test of Mental Ability, the
Bernreuter Personality Inventory, the Detroit Sellimg Inventory, and
the Moss Social Intelligence Test.

A third approach to the provlem of selecting salesmen has been tﬁrough
the use of rating seales (L), The situation here is pretty much the
seme a8 it is with respect to the use of personality inventordes, It

is dﬁﬂmlt to make cross-comparisons between different studies because
different criteria of sales success were used, In additlon, the repre-
ssantétiven%s of samples differed from one plece of research to another,
groups widely enough different in ability were not selected, or particu~
larly in the use of the rabting sceles, oplnion and jJudgments which are
gualitative in character were used as the criteria of success, without
an snalysis of actual sales records in terms of dollar volume, Noticeable
in some of bthese studies is a lack of adherence to scientlific methodology
and procedures. There ls evidence that proper control of criteria used
was not exercised. Therefore, when these factors are considered, it is
not surprising that there are conflicting resulis r-epart.éd, and that the
same pa;'sonaiity, interest, or temperament measures do not. show the same

degree of predictability from one study to another.
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In addition to the approaches just noted, there have been dozens of sow
called "systems® dealing with differences in hesd strueture, facial
features, and bodily tnild. They all come under the category of physi-
ognomy.. Research on the elaims for these systema has persistently and
consistently shown that, in actuslity, there is 11%%}.3 sx any maciaﬁm
between physiognonic charscteristics and behavior mnitesﬁaﬁm, espaci&any
so far as predicting occupational success is cmesrm&‘ Typical rameh
evaluating the claims of these systems is that done hy Paterson and Lmlg,au
{12) end Cleeton and Knight {5). To the extent that %‘.he principles of -
. eﬂnml necesaary in sclentific research are not followed, there will !a
mvaliﬁatiaﬁ of the results.of such sm'}:iau at mesent m asre mterested
\ nnly in thwe research projects which have defined; isolateé and mmﬁ,
by use of the instruments giving the greatest apprcaes to objectivity,

the traits vhich bave been determined fram actual Job amlysia to be |
‘apsociated with differonces in ﬁegrae of perfomm on the ga‘tn

Thompsoh il‘?} has made seversl studies whiéi: seem to provide & methods -
ology which could be followed in the present studys Though thess
studies vere directed at determining the ehars,etariazm- and traits
~vhich differentiate. good from poor exscutives; the methods and pi*mxeduré&
are thought to bo those which would be most productive in determining
the differences, if any,baweaa very poor and excellent salesmen,

The purpose of the Thompson research wae to determine vhat contribution.
payahs;lagizal tests could make to executive peorsonnel procurement. ’
procedures in oﬁa of the five larpgest management engincering firms in
the United Statea. This ﬁmm interested in the selemtiffc sclsction

of its own exccutives and in better sclection of executives for its
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client firms. The research centered in the management engineering cone
cern itself., There were 135 executives in this organization, who, on
the basis of their présent duties and responsibilities and thelr past
records, could be considered as top-flight executives.
The criterion was established through interviews held with partners,
account managers, department managers, account supervisors, and with
staff nen. These interviews had the following sims: 1. to get the
consensus concerning demands made on staff men by the work of the firm;
2+ to determine the abilities, personal characteristics, and accomplish-
ments considered necessary for success with the firm. After this wase
done, the seven partners of the firm were asked to analyze the 135 men
and to select those men whb were the best and these men who were the
worst on thes following basis: 1. Those men whose performance records
and unanimous partner evaluations {indepandéntly obtained) placed thenm
as “éuperiar“ constituted one group. There were fifteen wen in this
groups 2+ Those men whose performance records and unanimous partner
evaluations placed them at the botbom of the 135 men were called the "Low®
men. There were ten men in this group who ﬁere clearly at the bottom
of the 135. Therefore, out of the 135 men, it was possible to isolate
twenty-five mon who stood at the extremes, fifteen at one extreme and ten
at the other:. To be noted is that the criterion consisted of performance
records on jobs denme and consensus of partner-evaluabions combined (by
identical standings in both criteria) inte a single criterion expressed
as Ysuperior" or "inferior®. The criterion so obtaeined is a two-category
variable which does not arrange the men in rank order. Therefore, it did
not readily lend itself to the s%atistical technique of correlation.

However, group comparisons could be made which brought cut clearly any
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differences on the tests between the two groups of men who stand at the
extremes. RBight separate tests, comprising thirty-four different
measures, were administered to the 135 staff men of the management engi-
neering concern. The means, standard deviations, and "eritical ratios®
{Eﬁm for all tests wore determined by comparison between the top
fifteen men and the bottom ten men, Significant differences, based on the
eritical ratios, were found on meiw of the thirty-four meawmé. It
was also found that in five of the remgining twenty-two measures both
groups were significantly above the averages of the test norms, though the
two groups did not differ significantly between themselves. This means
that in these five measures, all of the men were distinetly above the
average of the general population. It was found that the superior group
sverage was above the population average in sixteen of the seventeen
measures and average in one. The inferior group sverage was above average
in thirteen of the seventeon measures, average in three, and below average
in one. The superior group had higher percentile standings than the
Ainferior group on thirteen of the seventeen measures. The personnel prow-
curement methods of this fiym, it is to be noted, have been effective
enough to select even "inferior! men for the firm whoe were superior to the
poprlation at large in the traits noted.

The above study is reported in some detail because it is characteristic of
the approach which has been made to the problems of selecting executives
and supervisors. It was thought that this approach was the one which was
likely to prove move frultful for purposes of the present investigation.
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THE CRITERION

This research was carried ont in twelve plants of a bakery chain. These
plants are located in I}iiﬁois,- zndiana, Michigan, Chio, Cennec‘h;'i.cu‘b,
Haﬁth»ﬁarelina, and Floridas Ths plant, set.-.up, the operations s and the
work to be done are very similar throughout this organization of twelve
plants.

With the aid ¢f top management, the entire sales organization for each
plant was thoroughly analyzed. This was done to find cubt exactly of what
the job of route salesmen consisted: In a group conference with the plant
manager, Sales mapager, and sales supervisors, the sales records and
gbilities of the individual members of the sales force were discussed. In
this way it was possible to determine which men constituted the top route
salesmen and which men constibuted the bottom route salesmen in each plant,.
The sales records provided a quantitative criterion. The conference with
‘the plant manager, sales manager and sales aupewisqm led to a congensus
of agreement ﬁ&;&ch, in effect, is a qualitative criterion.

‘In the twelve plants there were 275 route salesmen altogethers Out of
this group it was possible to sslect fertywﬁvéman who, by both qualis
taetive and guantitative criteria, stood at the tops It was also poseible
to pick the forty~five men who, on the basis of both qualitative and
quantitative criteria, were lowest: The only question of disagreement
came in the exact placement of a man in the group. By additional confer-
ence and information, this difficulty was corrected. For the purposes

of this study, the forty-five top men and the forty-five bottom men were
thoge who were so placed unawnimously by the criterion méthad uzed,
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METHOD éﬁg PROCEDURE.
Based upon the analysis of the operations of this company and previous
' studies made In this field, the following tests were selocted to be sdmin--
istered to the salesmen in this organization:’ The Personal Audit; The
Befmuw Pammaiity :iavantaz?; The Johnson T@:pewmnﬁ angam; The
The specifie traits

Porsonality Indéxs The I’eraeﬁnal Pest by wnzxiarﬁa.
measured by all these tests are shown in figures 1~3 inclusive. These
tests were edministered to the salesmen in esch plant. The tests were

then ﬁem&? axz& the means and standard deviations on all sub-tests for the
two groups were then obtained. The £ values were obtained to determins -
whather or not there were any significent differences in test porformance
betuweon the tvo groups.

The traits {Table X and Fipure 1) in which significant differences occur
botusen the two groups are o be found in the Jolmson Temperament Analysis
and the Personel Audit. Before discussing these traits, a statement
should be made concerning whal are considered to be the "normal® ranges

for personality traits as these ere usually defined in personality
inventories., Percentiles between 25 and 75 are ususlly cslled the "normal®
rangs. Percentiles betueen 75 and 90 in one éireetimx show the existence
of & trait to a mmng degrse in whatever direction is being described.
Percentile atazﬂings haﬁween 90 and 100 show the posseésim of a trait to
& very strong degree in whatever direction is bas.ng described., Percentile
standings between 25 and 10 show the possession of a trait to a atrong
degree in thé opposite direction as described. Percentiles between 10 and 1
ghow the possesaion of a tralt to & very strong degree in the opposite
ﬁireetiéa as described. The rationale for this can be ssen by study of
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‘the relationship between a percentile secale and the normal probability
curve, A percembile distribwbion is rectangulary The normal proba~
bility curve is not rectamgulare Therefore, the percentile scales which
have been used in Figures l,‘é and 3 inclusive, show the actual distances
between adjacent percentiles based upon the normal probabillty curve.
It is to be noted that the distances between one end 10 percentile and
betwesn 50 and 100 percentile are equals Howewey, refeyence to the graphs
ﬁill,shGW'that, actually, the distance betgeen 40 percentile and 60
percentile is not vory great. This means that differences at the mesn
are considerably smaller than differences at the extremes in whatever
ﬁuman'traih is Qeasured@ This is partly a funciion of the fact that the
freqneﬁﬁy of oveurrence decrcases as one goees from the cenmbral tendency
point in & normal probability curve toward either extreme. The frequency
with which a éeviaﬁi@n from the measure of cepbral tendency occurs partly
reflects the extent of the rarvity of whatever is being measured as 8
function of the deviation from the measure of central tendency. The
difference between an individual who Gténd$ at the 90th percentile and one
who stands at the 100th percentile ie greaber than the difference betwesn'
the 25th and 75th p@?ﬁﬁnﬁilég in 2 normal distribution. The sawe is true
of the difference between zero and 10 percentile as contrasted to the
distance between the 25th and 75th percentiles, Therefare,-pafticuiarly
in personality measurement, the broad range between 25 and 75 percentile
is called "normal." If one were discussing abilities or aptitudes, the
term would be "average.”
Previous studies by Thompson (17) and Arms (2) show that ordinarily ome may
expect means in trait standings which are at the 75th percentile and beyond

from the S0tk percentile mark to constitute significant or near-significant
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differences from population norme in whatever trait is beilng measwreds
For these ressons, those traits were suspected as showing significant
differences in which the group means were at or beyond 25 percentile or
75 percentile.
As will be seen from Figures 1?»3 inclugive, these expectabions are born
out when the actual t values were obtained. It else indicates that a
projection in a personality trait to the 75th percentile or beyond in one
direction or to the 25th percentiie or beyond in the other direction
constibutes & significant deviation from "normal.®
It hae been previously stated (page 11, parsgraph 2) that all of the person-
ality traite vhich revealed significant differences between the two grmps
were found on the Jobnson Temperament Analysis, and Personzl Audit. There
were oix of these traits. These traiis were f%ewuus««mmpaéed; Depressive.
Gay-hearted; Subjective~Objective; Cordisl~Cold; Self-mastery-Impulsive; |
end Emotionelity-Steadinesss Reference to the profile sheet for the
Johnson Temperement Analysis (see Appendix) shows that the author of this
inventory does nob set up his aones called Excellent, Acceptable, Improve-
ment Desirable; and Improvement Urgent on the basis of the percentile
ranges which wore previously discussed as showing normal, strong, and very
strong projectionss In this réspecm the Johnson Temperament Analysis
does not follow the standards stated as they occcur in most other person-
ality inventories; Bowever, the sones seb up in the Johnson Tewperament
Analysis are based upon experimental groups which were psychistric cases.
Tizez*efare, this does not invalidate the arguments for signficance . presented
here.
It iz to be noted that in order for s difference to be statisticelly
significant, it is not nocessary that the standing éf the two groups be as
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widely separated as the distance-hetween 25 and 75 percentiles This is
illustrated by the first trait on the Johnson Temperament Analysis
(Nervous-Composed) which shows significant differences. Here, the high
salesmen aversge 33 percentile, with a range from ~Leto + 1o7of 13-52
percentile. Tho low salesmen average 13 pereentile, with 2 standard
deviation range from «1G6%c + 16 of 23-8l percentile. The t value is
2.48, showing less than 3 chances in 100 that the obtained difference
between means 1s nob & true difference, |
The trait ﬂervmz,swamamd is p measwre of the extent to which an Individusl
operates under inner .z:éz"mus strain ox- tensién, Both these groups of
salesmen are less inclined than the average person to operate under such
inner nervous strain or tension or te be given to fidgeting, tics, tremors,
apprehenciveness, ete. However, the top sslesmen are still less inclined
than the low salesmen to operabte under nervous tension.
The top salesmen ere less inclinmed than either the average person or the
low salesmen to be given to swings in mood and (o periods of gloominess
and discouragement (Depressive-Gay-hemrted). This means that they recover
rether quickly from discouragement and can tale turn~downs move easily
than either the average parson' or the }mr salesmen.. |
The top salesmen are less ineclined than the average person or the low sales-
men to be self-centered in their approach to the prablems of everyday life
{Bubjective-Objective) as. contrasted to objective and impersonal.
The top salesmen are more Cordial {Cordial-Cold} than the mverage indi~ -
vidual, and significantly s8¢, bubt it ls interesting to note that they are
nsigaiﬁcantly less cordial than are the low salesmen, Anyhow, both the
high and the low sales groups are definitely more cordial or expressively

warm-hearted in their approach Lo people than is true or characteristic
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of the average individual. However, the low salesmen, with’reapeéi to
this trait, reverse the usuel divectiom. The top salesmen are strongly
inclined toward Selfemastery (SBelf-mastery-Impulsive), wﬁich means that
they are inclined to c;:emﬁegon the basis of planfulness rather then on
the basis of impulses The :mr séleéﬁen are also more inclired in this
direction than is true of bhg average persons However; the top salesnen
arve significantly higher than the low salesmen with respeet to this
traits
The top sales group is better able to stand routine work in which the
opportunities for self-expression, creativity; and individuality are not
particularly great (Emotionality-Steadiness trait on The Personal Audit).
The low sglesmen are aversge in this respects. Though in the case of
neither group is it shown that highly individuslistic, creative, varied
work is required, (standing toward the Emotionality end of the scale in-
dicated the need for individualistic, creative work, and "prima donnat
tendencies) the top szlesmen are better able $o stand & pattern of work
activity in which there is not tremendous variety.
Table II and Figure 2 present those traits in which there ere no sig-
nificant differences between the two groups. There were 25 of these
traitss Both groups are below the averege of the population upon whom
the Wonderlic Personnel Test was standardized, thus indicating that high
mental ability is not necessarily a requirement for effective é.ales
performance as sales peri‘mvw is defined by the work in which these
men are engaged: However, the high sales group has an average percentile
standing in mental ability, which is seven points higiw'r than that of
the low sales group. The Wonderlie Personnel Test does not directly give

an intelligence guotient, However, reference to the Wonderlie Personnel
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Test Manual EhﬁWE that it is possible fo transmute raw scores on the
ﬁw@lve«minut& ?mxsannel Test iﬁta terms of the most probable score which
would have been obtained on the thirty-minute Otis S-4 test of wntal
Ability. Meking this comparison shows that the high salesmen average 103
in 1ntéllig@nca quotient and the low sgles group averages 99 in intelli~
gence quobient. This indicates that both groups are average in intelliw
gence, but that the high seles group averapges somewhat higher than the low
gales group, Ihis finding would seem to indicate that everage or normal
intelligence is all that is required for effective performance, so far as
mental ability alone is concerned., Therefore, one can conjecture that the
personality factors are considerably more important for success than the
factor of intelligence, provided that the individual possessen average
intelligence.
The traits measured by The Eewﬁr@umar-Persgnaliny’znveﬁtary~ére:
Emotionally Stable-Emotionally Unstable, seif»»ufficienxnﬁen»Selfu
Sufficient, Bxtroversion-Introversion, Dominent-Submissgive, S&li*ﬁﬁﬁfidﬁﬁtw
Seliwcanseigus, Social-Hon«Sociala
None of these traits ah&wédla gignificant difference between the two
groups. Bobh groups are emotionally stable aﬁd well-adjusted to 1life in
general¢ Byﬁh groups*aéa inclined to be non-self sufficient. Both groups
are more extroverted than is true of the average person. Both groups are
inclined to be dominant (dominant maaning‘tafasﬁuma the lead role in
face~to-face contacts). Both groups are inclined téward.whoxesoma self
confidence, .Bﬁtﬁ groups are more soclable than is true of the average
person.
The Personal Audit showed that in eipght traits out of nine all means were

in the normal range as far as industrial norms are concerned and showed
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no significant diffez‘ences between the two groups. Irritability-Trane-
quility, && messureéd by the Pergongl Audit, did not show significant
differences. Indacisionwﬁ‘imness, as measured by the Persenal Audit, did
not show significant differonces., ZEvasion~Frankness, as measured by the
Personal Audit, did not show significant differencess Instability-
Stability, as measured by the Personal Audit, did not sha% significant
differences. Intolerance~Tolerance, as measured by @m Personal Audit,
did not show significant differences. Fiﬁctuaﬁian—-?ersmtema, ag
measured by the ?erféeaal Audit, did not show mignificant differences.
Werry~Contentment, as measured by the Personal fudit, did not show sig-
nificant differences: The Johnson Temperament Analysis showed four traits
in which there were no significant differences between the two groups.
Active-Quiet, as measured by the Johnson Temporament Analysis, shows that
both groups are ready to underieke a variety of new tasks. Sympathetice
Hard-boiled, as messured by the Johneaﬁ Temperament Analysis, shows that
both groups are sensitive to and sympathetic toward the feelings and
probleme of other pecple. Critical-Apprecisative, as measured by the
Johnson Temperament Analysis, shows both groupe in the average range.
Aggressive-Sutmissive,; as measured by the Johnson Temperament Analysis,
shows that both groups are more aggressive than the population upon which
the Tempersment Analysis was standardized.
Another test used wes the Personality Indexe There are six traits measured
by this test. These six traits are as follows: Job Interest {(a measure
of the extent to which an individual can lose himself in or become absorbed
in & job to be done); Social Intelligence (a measure of the extent to
which an individual has the know-how in soclal relationships to get along
harmoniously with others); Leadership (specifically, in this test meaning
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the extent to which an individusl has-ﬁavalopea supervisory leadership
potential at the pr@senﬁjtima); Plarining (s messure of the extent to which
the individusl plans and organizes work activities); Drive {the extent to
vhich an individual has pep or push and will drive himself rather than
others); Follow<Through {the extent to whiech an individual can handie an
assignment with attention to details without the necessity for close
supervision)s This test was so stapdardized thet the items and the cate-
gories menticned are applicable to jobs of a supervisory character. There
'is, then, despite the seeming a priori relevance of the test based upon
trait names aloney no real reason to be surprised that none of the six
traits measured by this test showed significant differences between the
two groups. Both of the groups are around the average on all of the six
traits. Neither group deviates much bolow average in any of the six
traits. Therefore, it would not be a legitimate assumption that absence
of these six traits would be conducive to success as selesmen; but the
most legitimate asgumption from the date presented in Table 1T appears to
be that an average amount of the six traits in question is all that is
necessary so far as thé demands of the type of work which we are
investigating are concerned.

Table V represents the tralts in which the sales groups differ from test
norms, It is to be noted that in 1k traits both sales groups deviate

from test norms in the same directions These traits are (Stable Emobion-
ally-Unstable Emotionally) frem the Bernreuter Personality Inventory,
(Sufficient~Non=-8elf Sufficient) from the Bernreuter Personality Inventory,
(Extroversion-Introversion) from the Bernreuter Personality Inventory,

(Dominant-Submissive) from the Bernreuter Personality Inventory,
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{Self-Confiden fm Self~Conscious) from the Bemreu‘tar Par-
sonality Inventory, (Soclal-Non-Social} from the Berne

- reuter ‘Ferscmali ty Iméentp‘ry, {Firmne aa«—lx&ﬁe&i s'ién}' 'vi‘mm

| the Personal Audit, {Stﬁi}zlitywmgtaﬁili ty} fm;ri the Per-
sonal Audit s {Boti w@;iei:-z Lfrom the Jﬁhﬁﬂnﬁ Temperanent
Analysis, (aca:»diai«ﬁéié} from the Johnson ?e‘mpéraéztén%
Analysis, ( 3§mpath$§i¢--§a?émbei}ad} from the 335:;59:&
Temperament Analysis, {Sub;};eativauébg éa:tive} from the
Johnson Temperzment Analysis, (Agpressive-Submissive) from
the Johnson Temperement Analysis, end (Self-Mastery~Impul-
silve} as messured by the Johnson Tempersment Analysils.

In five tralts the high sales group differed from test
norms, These tralts were {Evasion-Frankness) from the
Porsonal Audit, {Intolerance-Tolerance) from the Personal
Audit, .( Ezwtﬁ;cnalitg-fite&éinesé}l from the Fersonel Audit,
{¥ervous~Lomposed) as measured by the Johnson Tempersment
Analysi eg and {%@?essi ve~Gay~hearted) as measured by the
Johnson Temperament &n&lﬁ*sisw The scores csn be found in

Table V of the above mentioned traltsa.
INTERPRETATION OF TEST RESULTS FOR HIGH ARD 1LOW SALESMEN

'Iéae high. and low salssmen are 'a;vm;&ga in intelligence as
measured by the Wonderlic Personnel Test. The high and
low salesmen are emotionally highly stabdble and wa}.};wa& justed
to life in general as measursed by the trait ?metimzai},j
Stable-Fmotionally Unstable from the Bernmreuter Personality
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Inventory. The high and low salesmen will often seek ad-
vice and encouragement, end are happler when working in a
group. This 1g measured by the trait Self-Sufficlent«Non-
Self-Sufficient from the Bernreuter Personality Inventory.
The high end low salesmen rarely worry, seldom suffer
emotional upsets,; and are able to meet people easily as
meaéuraé'hy the tralt Extroversion~Introversion from the
Bernreuter Personality Inventory. The high and low sales~
men tend to dominate others in face~to~face contacts as
measured by the trait Dominant~Submissive from the Bern-
reuter Personality Inventory. The high and low salesmen
tend to be self-confident and well~adjusted to thelr en-
vironment as measured by the trait Self-Confident-Self-
Conscious from the Bernreuter Personality Inventory. The
high and low salesmen tend to be socisable and to seek and
to enjoy the company of others es measured by the trailt
Social«Non-Social from the Beranreuter Personality Inventory.
The high and low salesmen are average in the trait Serious~
ness~Impulsive from the Personal Audit. The high and low
salesmen tend to have trouble In making and maintaining
decisions independently as mezsured by the treit Plrmness~
Indeclision from the Personal Audit., Thﬁvhigh and Law.aalesw
men ere average in the trait Tranguility-Irritability from
the Personal Audit. The high and low salesmen are average
in the tralt Framkness-Evasion from the Personal Audit,
Both the high and low sales groups are somewhat less inelinéﬁ
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than the average person to assume readily additionel and
demanding responsibilities. This ig measured by the trait
Stability~Instebility from ﬁhe Personal Audit., The low
salesmen are avarag@ in tolerance, but thﬁ high salesmen -
tend to be intolerant as measured by the trait ?éi@rﬁn@@w
Intolerance from the Personal Audit. The high and low
salesmen tend to be heppily married and generally well-
adjusted as measured by the trait Steadiness-Emotionality
from the Personal Audit. The high and low selesmen are
average in the tralt Fersistance~Fluctuation from the
Personel Audit. The high and low salesmen aye average
in the trait Contentment-Worry from the Personal Audit,
The high and low salesmen tend to be fres from inner ner-
vous strain end tension ag measured by the tralil Nervous-
Composed from the Johnson Temperament Analysis. The high
and low salesmen tend to be free from repid changes In
moods as messured by the trait 9&preési#@~6&y~h&arﬁe& from -
the Johnson Temperament Anealysis. The high and low sales+
men tend to be active and energetic in undertaking new
taska as measured by the trait Active-Quiet from the John-
gon Temperament Analysis. The high and low salesmen tend
to be cordlal and warm~-hearted in thelr epproach 1o people
as measursd by the tralt Cordlal-Cold from the Johnson
Temperament Analysis, The hligh and low salesmen tend to
be sympathetic as measured by the trait Sympathetle~Cold-
hearted from the Johnson Temperament Analysis. The high
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and low sslesmen ave objective as measured by the trait Subjective-
Gbjective from the Johnson Temperament Analysis. The high snd low sales—
men tend to be aggressive es messured by the tralt léggreasim»:ﬁumaiw
from the Jobnsop Temperament Anelysis, The high and law salesmon are
average in the trait Critical-Appreciative from the Johnson T&p&mﬁ
Anmlysis, The high and low sclesmen tend to have self-mastery or selfe
control as messured by the tralt Sclf-Mastery-Impulsive from the Johnson
Tenmperament 4nslysis. The high and low sslesmen are aversgs in job
interest ss measured by the trait Job Interesi from the Personality Index.
The high an& low sslesmen are average in social intelligence as measured
by the trait Sooiel Intelligence from the Personalily Index. The high
and low salesmen are average in plamning as m&amﬁ by the %rait Plamning
from the Personality Index. The high and low salesmen are aversge in
drive as measured by the tralt Drive from the Personality Index. The high
and low salesmen are average in the follow through as measursd bty the
trait Follow Through from the Personslity Index,
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STIURY

Thie raaea_réh was carried out in a chain of tuelve ﬁaksﬁié&, Twow -
‘maﬁsé;sééeﬁtyﬂ.ﬂve mﬁe salesmn were testea; From t.hia larger group,
90 wers selected who myrasmm the m:vemea; A5 were in the hipgh g:rm;a,
‘mksmmmtmmMafam

The following tests were administered: The ?mam}. Avdit, The
Bermreuter Persondlity Invantmsr, The Johnson Tempermm &m&ysit,
" The Personality Index, The Personnel Test by Wonderlie.

The & vazuasuans ﬁ‘bt&im& to aetarmit_ﬁ whether or not there were any
aignificam’ differences in test performunce botween the two £rOoups .
Table I and Figure 1 present the six traits which show significant
Aiffer&ncea betusen the f:wa groups. These tralts are Nervous-fomposed,
Depreasive-Gay-hearted, Subjective-Objeotive, Cordial-Gold, Self-Mastery~
Impulsive, f?mm the Johnson Tm;aerament Analyels, and Enotionallty-
Sﬁéﬁimss from the Fersonal Aundit.

The traits which showaed aigaifieam diﬂerames between the groups were:
:{ Nervous Composed « The high grm:;_a aperatea ander lsss inner nervous
atrain or tension, and is lese given to fldgeting ties, tremors, and
.appre!wnaim than the low group. 2 - Depressive-Gay-hearted - The
high grovp is Jess inclined to be gim to swings in mood or to mriads
of gloominess and ﬁi&cmgexmt than the low salesmen, 3 - Subjectivew
Objective = The high group is less inclinsd to be self-sontered in
_appmeb to the mbzems of avezyﬁéy life than the lov sslesmen,

4 = Cordial-Gold ~ The high group is inclined to be less cordial or
expressively varnmw-hearted in its approach io people then the low group
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{but i3 =til1 sbove average in this trait)-;* 5 « Self-Mastery-Impulsive -
The high growp s stromgly inclined toward self-mastery, sad s inclined
to operate on the hasis of plenfulness rather thin on the Iéasis« of fopmlises
The low grow is @amé to operats in the samo direction, Mt not to
such ‘a 'aﬁrang--éi'em. 6 ~ .ﬁﬁoﬁéﬁa&i&%ﬁtﬁ&di&ﬁs& - The high grovp 3
better ﬁ&sie to stand -r#uﬁine work in which the opportunitics for selfw
expression, creativity and individuslity are not particularly great.
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- MAJ(R CORCLUSYONS

Hero futtn*a meare‘h %su show the same resulis 83 ﬁam famﬁ herxa, one
might ssy that the ﬁy‘;}iaai route oelesman in the kaking industry can
‘be described as follows compored to norms on the tests useds

Eanaﬁ@mi}.;r stabls and gonerally welleadjusted; rather strongly lacking
in self-roliaence, proferring to operaie as en organization or team

member rather than "sole"; rather strongly extroverted, given to action
rether than analysis; somevhati inclined to assume the lesd role in
personal conteots; falrly strongly solf-confident end free from feelings
of personal inadequacy and self-questioning; extremely soclable, secking
and enjoying the conmpany of people; somovhat less decisive than the
average persong somevhat lega inclined than the gverage person o assume
demanding reaponsibilities; undertakes wariety of new sctivities more
rendily than the average persomj strongly cordial or expressivély AT
hearted on first contasct wit&z pooples fairly strongly sympathetie toward
peopls and their problems; tends to be acif-centered; tends to have fairly
gtrong urge to push shead of people; has mare self-control than the average
individual.

The mesml route salesman, as compared with the distinctly less
successful one, differs ﬁignifieanixy as followsy He is eoven more free
fron nervous %enﬁancies, and éiiatiﬁam syperior to the average person
in thie mgaet; is not giveﬁ to wide mxinga or uWﬁm i}: mood 3
is somevhat above average in cerdi&litar, but mt strongly ﬁor&ial.;
contrsst to tho not-so-successful route ea}.asma, is _amﬁmﬁ 861w
contered, vhereas the low salesman is below a'vewzige in thio trait; is



26

strongly self-controlled, operating planfully rather than impulsivelys
strmgly frec from need for creativity an& m%gm&ls,ty ?!;rx agﬁiﬁﬁm and
sble to stand mtiné taee‘}lg
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'SUGGESTIONS FOR FURTHEER RESEARCH

Analysis of application blank items ‘agiamé-t. eriteris to determine
whother or not persﬁnal history data have prognostic significance.

Moke & thorough Ltom snalysils of &1l test quegtions, combine the

items of highest differentiating power into a neu omnibus test

which would do the same job s the hundreds of test items used in
this study. | |

Based on thorough ana}yﬁis of the job of route salesman, set up
ai%sxatmm performance tests and compare tuwo extremo grnups of

very good and vory poor salesmen in these “practical® tests.
Administer a complete batiery of tests to 200 conzecutive applicants,
hire diaregarding tests, file {est results, collect criteriom datis,
then analyze data by follow-up method to determine vhich trait
measures on the tests wounld have predicted performsnce.

Compars relative efficacy of tests and persensl history data in

differentiating betveen highly suecessful and unsuccessful salesmen.
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MANUAL FOR TRAIT INTERPRETATION OF
THE PERSONALITY INVENTORY

1. Dmotionally adjusted-Bnotionally maladjusted, A measure of meurotis
%ﬁd@ﬁcyg Persgons scoring high en this scale tend to be emotionally
unstable, Those scoring aboce the 98 percantile would probshly benafit
from payﬁhiaﬁrm or medical a&v&cw_q Those scoring low tend to be very
woll bslanced emotionally.
24 Selfegufflcient-Noneself-sufficient, A measurs of self- sufficiency.
Pérsons seoring high on this scale prefer to be alone, rarely ask for
sympathy or encouragement, and tend to ignore the advice of others. Those
scoring low dislike solitude and often gesk advice and encouragements,
3. IntroversioneExtroversion. A measure of introversion~extroversion.
Persons scoring high on this scale tend to be introverted;y that is, they
are imaginative and tend to live within themselves. Scroes above the 98
p@raenﬁle' bear the sane significance ag do similar scores on the emow
tionally adjusted-emotionally maladjusted scale, Those seoring low are
extroverted; that is, they rarely worry, seldom suffer emobional upsets,
and rarely substitute daydreaming for action. -
Lhe DominanteSubmissive. A measure of dominance-submission. “Persons
scoring high on this se¢ale tend to dominste others in facewto~face situaw
tions. Those scoring low tend to be submissive.
5. SelfwconfidenteSelf-conscious. A measure of confidence in onsself.
Persons scoring high on this scale tend to be hamperingly selfwconscious
and to have feelings of inferiority; those scoring sbove the 98 percentile
would probably benefit from psychistric or medical advice. Those scoring
Jow tend to be wholesamely selfwconfident and to be very well adjusted to
thelr enviromment.
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6, SocialeNoneSocial. A measure of sveiability. Persons scoring high
on this scale tend to be nonsocial, soliterys or independent. Those
scoring low tend to be socisble and gregariouss
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HANUAL FOR TRAIT INTERPRETATION OF
THE JOHNSON TEMPERAMENT ANALYSIS
1. Nervous<Composed, Nervous is a tralt so well known as to call for
1ittle description herse. Restlessness, fidpsting,; tensencss, sleopless-
negs, tendency to worry, and faulty muscular conilrol are typical symptoms.
It is well worth measuring even though more variable in its manifestations
than most of the traite. With norvousness high,; any of the other traits
are worscned, so that improvement in this trait often improves several of
thems It 4s woll to note that when nervousness is high, it may be a
temporary condition brought on by the onsst of much worry, fatigue; stress,
conflicty; or blow to self esteem; or a more congtant condition, The trait
is negatively correlated (high when the other is low) with self-mastéry
but 1s sufficiently independent to need separate measurement. Any por-
centile above 60 is poor and should cause concern. It lowers one's
gocial acceptability and increages fatipue from a given amount of effort.
2, Depressive-(aywhearted. Depressive is the best known of all the
traits and is properly included in most temperament tests and classifi~
cations. 8ince it is sometimes helped by health improvements; especially
by raising a low basal metabolism by
medical examination is in ordor vhen the geore is high., Ifis alst™
sometimes the result of the climacteric (pericd arownd the cessation of
the menstrual periods) agein calli

vld extract or sex hormones,

g for medical treatnent, Percentiles
from 60 up are too high to tolerste without an effort to improve. It is
correlated positively with nervousness and improvement of either usually

T helps the othey, I daiipgés deverdly the wellbsing of the individual end
lowers his effectivensss socially and in nearly all occupations, It may
change in waves, eliernating with 2 lesser degree or less imanﬁly with
the active trait to be discussed next, This condition is called cycloid,
In an extreme case of depression sccampanied by this cyclold condition
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with very az%.gh activity end very low aa}.fwanasmry, the mwzm:m of a
myah&amm is ﬁndicam&»

3. Active-Quict. Active is the trait that is shown in tho dynemic,
li*mly, l‘maﬁlﬂ.ng, MQ»«W*&%W&*W; ‘*;9@@21‘3?‘" mr'sms well mnm o all.
The fairly wide range of 1095 is mmwsib}.a wi%zmm serims COnCorn.
Whore the score is higher, &iﬁﬁe&&ty comes from Qve&doing with the

raosul tant :ﬁ‘aﬁﬁ.ga@g which is often so disturbing in many ways. There is
also in the hﬁ.g!z scores 50 sﬁrong a drive ag to make tempor manifestation
& danger, It is m courtship that the trait ig of s:aaaial significance,
since persons with high scores tend to be chosen over mm approvable
persons. 'ﬁ.n the other hand, greater marriage stobility is found with
moderate scorss. It is highly dependent on phmﬁe%gﬁ;m conditions.
When the percentile is 1 or 2 there is probsbly & healih sondition calle
ing for attention. While the highly active may drop dovn to depressive
spells at intervals; a high mﬁaﬂl is zaaimaimd ‘fséy nost 'pearsmé.r It is
much more cmam for the Pluctuations to be mizm*, than m get the strong
altemathms 80 many expect to find.

le CordialeCold, Cordisl is expressive warm-heartedness. It has usually
been imﬁ.udeé with active undor the name manic ; but :i.s hem separately
meamr?dg because a score in each is needed io:.;vtha .%éﬂ‘l} Vcemsélmg« It
is & tmit of the highest value in courtship and marriage and in promoting
good gocial mlatiéns. It is also a}.lieﬁ to sympathetic, but shows itself
more in espression than doss the eympathetie, ?&méntilaﬁ of LOw95 indi-
’cata & deaimb}# statug. It is a component -in that w}:a:i.cii ig usually
called extrovert and is of great value in ssles and entertaimment ogw
cupationss,. %?re the percentiles are 5 or below there is usuamy a
deficiency in either thyroid or sex hem;cmag-. | |
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5, The Sympathetis-Hard Bolled trait-undoudbtedly arose.
»aaWalbiml@gﬁaa&mméawaaﬁﬁym@@»inamraw%%awaaaﬁﬁ&tﬁwﬁaﬁﬁ"@f
‘ohildren, -Like-the-cordial trait, its greatest-use is

in produsing good -parenthood; oourtship and marriages
It hes 2 betier usefulnssa in the service-cccupetions .
“than-in aamp etitive businesss --A range-of -A40-95 are de=
~#irable percentiles, -When above 95-there 1s a danger

-of being made & “sucker”-or-"easy mark",

6. Subjestive~Objestive is the trait of being highly
‘gelf-centered. -It may go so far that the individusl
‘interprets msny things 28 related to himself, although
-there may be no real relationship. It is -one of three
prinetpel. subdivisions of introverij the other two being
-introspective and shy. From these, subjective was chosen
fﬁr this test as being the one of these which seriously
affects social relationships. Shyness may be tolersted,
but %hﬁéﬂébéﬁa@iva is resented. It 48 often met in the
‘as@raasxva;én&-arihzﬁaig The tralt serilously impairs

- gourtship, marrisge, and voeational efficlency; mekes
poor parents, and alienstes other people. The best per-
centiles are 12 to 60. Its upper extreme s found in one
of the commonest inmsanities, sohizophienia or dementis
PraseoR.

7. hggressive-Submissive is the trait which causes people
to be pushful, ruthless, ambitious, conseited, persistent
and;éaﬁaﬁmﬁnéﬁ?, It 1s notably higher in men than in women.
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'£&g@?ﬁﬂﬁi?@vwiﬁhwﬁh@wﬁW&i@ﬁ;*;?ﬁt&ﬁﬁ%w%ﬂﬁv&ﬁ&ﬁﬁmﬁiﬁaywmﬁﬁﬁ
§%§@*ﬁ&ﬁaﬁaiﬁ”ﬁambiﬂ&tiaﬁ:<"ﬁggvaaﬁi¥@~&Efbaﬁﬁwwihﬁ&n‘%ﬁﬁ
-8~60 percentile although highep-degrees-are useful in wep
-&néwﬁémﬁﬁﬁiﬁiﬁﬁ‘buﬁ&nﬁﬁﬁww~ﬂ$§%@vsp%?ﬁﬁmtzlﬁaw%haﬁm5@“&?ﬁ
ﬂazﬁzng;axpange a?-@he'ﬁami1y~tﬁ,whi@hmexesaﬂiva-ﬁgg?aaa»
Aveness 4. hermful.. Ib-is seldom messursed, yobt it seems
to be one of thﬁ.maa@ aamaging»in~ma§vi&gﬁxfﬂin-aﬁd&%&a&
to the relationshly sbove, it is alse related to-astive.
-When aggreseéive is very low, astive 1s usually slso-very
- low and the remerks about hormone deficiencies in the
low active apply here also, especlally in reference to
androgen - (male hormone). When eritical and subjective
- are both ﬁigh;van&raggﬁesa&vw\ﬁueh-%@wag* a less energs~
‘tie type of perenoid is found whioch is less harmful.

8. Oritieal~Appreciative is named very neturally.. Its
demege in the femily is greet. Whereas the agpressive
aiffers between the sexes, this is less true of the oriti-
eal. This 15 one reason for seperating these tralte ususlly
eombined ag parencid. The extreme of this psrancid combina-~
tion is found in another insenity, parencid sehlzophrenia.
The very highest scores indleate disagreesble, dislliked
people. The best soores lle between 10 and 60 percentile.
9., Solfemastery-Impulsive 1z the tendency to mske plans
snd scarry them through relatively undefleoted by impulse
and caprice. . It is neerly the opposite of impulsive. end
cepriefous, It involves & cepacity to inohibit but also

p
/
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-lavelyes en-abllity to-decide-when-end how much-to inbibit
-snd act accordinglys - It -is.very low.in-all the-insane.
tested . -This tralt 18 considered to be beést within the
f6§wﬁ?wpéﬁ@$ﬁﬁiiﬁﬁ&*4$h§ﬁfﬁﬁp1&ﬁﬁ%&ﬁ«m&rﬁ%é&ﬁgﬂﬁaﬁanﬁh@ﬁdg
- and.most -ocoupations. -In the entertainment-field where
»ﬁg@ﬂﬁ&ﬁﬁﬁﬁy\aﬁ&mepﬁéﬁﬁi?ﬁﬁé5$~ar§“éf¥$rﬁ&%9?@mﬁmﬁﬁ£:pﬁw*
~-b&biywﬁﬁé?ﬁ~ﬁéﬁ@&ua@maﬁﬁﬁa$@-a»b@ﬁ%&ﬁwmanﬁafm@§$~@w&iﬁf
‘should give concern below 10 percentile. -Self=mestery -
a&@uiﬁ»aiwaya'bmueaﬁﬁiéeve& in welghing the degree of-any
-other trait. -Thus & degree of "oritieal” that would be
~&ﬁrﬁfm1‘aﬁ;ﬁﬁ-gﬁraentzle inaaémfwmaﬁﬁﬁmyjmﬁghﬁ,ﬁﬁhiha»aa
gonsidered at 80 percentile of self-pastery. BSelfemsst~
_a@y.ab@ve,é?«@an&ﬁ-t@«&aﬁ1mywa@&i@&i,p&xfbaﬁiﬁnﬁsmrﬁhag
may %@ harmful in itself and damage szoecial vﬁlatzaaa§$pai

ineluding marriage.
THE PERSONAL. AUDIT

‘1s Seriousness-Impulsiveness. High scores indicate &
serious disposition Qh&raaﬁ@rizeﬁ by quetness, ambition,

and studiousness. Usuvally intereste &re speecliallzed and
stable resembling those of successful draftemen, engineers,
mathematiolans, end chemists, Coutlousness is often pre~
gent Lo some degree. Soclaliving ténﬁa to be sonfined to
close friends. Agraeabxanesg'&né eooperation may be present.
Low scores indicate pronounped scciasbllity (or the need

for 1t), aggressivensss, and dominance, Although interests
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Maﬁﬁwﬁwa&&w&ﬂﬁwﬁéﬁembl&w%h@%ﬁ~$f*ﬁﬁﬁﬁéﬁﬁfhiwpﬁrﬁéﬁnﬁiw&ﬁﬁ'
-exectiive office. ‘meNAZers; thay tend vo- fluaiuaﬁaa -Talka~
tivanaaa and impulaiven&a&; agaompanled. by a carefree
-at%ituﬁa are. af%en present, goupled at times with & digs
regerd fgrtkeriﬁhtgﬂfﬁ‘ghwa‘ e e e et e o
v@gﬁ~Fiﬁmﬁ&ﬁﬁ*¥%ﬁﬁ§iﬁﬁ@ﬂm~vﬁ&@h;ﬁﬁaﬁaﬁ%&mé%@ﬁﬁéﬁ@ﬂﬁiﬁiwﬁ*
ﬂﬁﬁéafamﬁhaan&éi@mﬁ&m&ﬁ%&a&;«Aﬁgw &m@iv%&uai'ﬁsmﬁﬁ«&@.ﬁa
-eooperative,; poised, and confident, Ability to -make &
decinton based upon faets 1ls usually present, and. issue
‘may be taken with & person, even & superior, when he is
believed to be wrong. Concentration and evaluation are
easy end recreetional setivities tend to be wholesome
and worth while.

v geores indicate a tendeney to sceoept momentarily and

.imgumsiV@&y suggestions of othere. Freguently this leads
to an 1nab1ﬁhty to make or maintain ﬁ ﬁ&éiai@ﬂg Concen~
tretlion ana,avaiuﬁﬁi@n.ara often difficult, somotimes re-
sulting in depression. Boredém may be present; recrea~
tional activitlies tend to be‘;igh% and frivolous.

3. Tranquillity<Irritabllity. High soores indicate even~
ness of temperament and lack af irritability. There is
‘1ittle tendency o "fly off the hendle” or become impatlent.
Work 41s opdinarily éﬁ&f@ﬁmaa at & a%aaéy\mmﬁhﬂ@%@al rate
without friction. Getiing along well with assoolates,

the individual is usually $ranquil and confident of his
abilities. ‘
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- Low .sgores-indlcate resdiness and unevemness of responge,
 often.aggompanied by -annoyence and -feult~inding - bowand
-ﬁﬂb@ﬁﬁiﬁ&%&%wmviﬁ&%?@&%ﬁwﬁh@ﬁvﬂamﬁ-%@ﬁﬁmbiﬁﬁﬂﬁv@@“ﬁhﬁﬂw“
-of sucgessful purchasing egents and inspectors. -Temps
}9#am&ﬁ&mmag»%@3@&?ﬁ%&¢m&ﬁﬁwgeéﬁiﬂh;-ané~aaaeéiaﬁeﬁﬁwith
-maribal unhappiness. -Although great - ambltion pay be
present, -slow advansenent erestes-dlssatlsfaction.
%4 . Frankness~Evasion. -High scores indicete dependability,
vfmam&ﬁesa,*anﬁ»%&v@hﬁ&la&as;w Work is ¢rdinarily peviormed
‘oonseientiously. Relationships with assoeistes are usu-
ally harmonious. There is willingness ﬁﬁwaaaaﬁﬁ-veagansiw
‘bility and expectation thut others will do likewise. Rerely
depressed, -the individual is steble and cooperative. Docores
at this level are usually sesociated with happiness in work
angd m arrisge.
Low sgores indicate unwillingness to face reality and in-
&pility %6 toke responsibilities. “Passing the bueck” end
proJecting blaue on athers &re.aﬁﬁﬁé present .« Ex@ggég&ﬁimn,
phantasy,; end lying are sometimes shown. Often depressed
snd veually unpredicteble, the individual may lack depende-
bility and find 1% 4iffiecult to eoopersie with others.
Hapritel unhappiness is often found.
5. Btability~Instablility. Hlgh seores indictte pronounced
eonfidence in self and willingness Lo carry responsiblli~
ties, Interests resemble those of avietors, englneers,

‘and chemists., Usually ateble and carefrse, the person may
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»apﬁéar-hnlﬁ't@-aaaaﬁiataﬁ@~‘&bxa to work -alone. or with
_othersy self-sufficiency and-doninence ere ususlly pre=
‘sent. -High scores are .more often associsted with ocoous
‘pational success snd mapital hepbiness then ie trus of
low-scoress -
¢%@wwagﬁy@$v§nﬂ&@aﬁa*a“zaakvﬁﬁ‘geiﬁ%ﬂ@ﬁﬁidanﬁﬁ;aﬁ@ﬁmﬁ&n&}
‘1ed by feelings of inferiority. The individual 1s fre-

~Qﬂﬁm§1¥wﬁnsﬁab1ég‘%hyg-&ﬁ&~$®&?¥ai«~n?Eﬁﬁﬁrﬁxngwﬁﬁ~w¢ﬁk
-with others rether than by himself, he 1ls oftentimes
.&epra&aﬁa~anﬁ4§ubﬁea%f§@'au&aﬁa~ﬁhangeﬁ in mopd.. Al-
though often. lacking self~sufficiency, he may sSeem withs
drawns Rarely av@n@iﬁg.qu&X£$&as«@£rmaa&ars&xg,»haiia
-most likely to . -be-.-workling at routine or clerlesl tasks.
6a,‘Taiﬁran¢ﬁﬁxn&@1aruaa@@»»ﬁigh.ge@#aa indicate brosd-
minded, easygoing sttitudes.. Standards and ideals tend
to be flexible, practical, and realistic. Working re-
lationships are usually objeetive, but plessent and har-
monious. Temperament tends to be stable, confident, and
smooth. .

Low ﬁaar&a.iﬁaiaata.a&rang~aﬁtiﬁvﬁ@si usually unfavorable,
toward others. Intolerance and prejudice, often disgulsed
ag "high" standards and ideals, may be present. Purchase
iﬂgmﬁﬁﬁﬁiﬁg inspestors, and persons in other vocations
where maintensnse Qf’ﬁixaé standards ia important, often
soore &t this level: Inferiority, peevishness, and instab-
111ty are frequently found. 1
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"7&'~S&e&&iﬁéﬁaﬁﬁmczi@nalitya'nﬁiéh scores-indicate nommal
‘ways of thinking. Feelings are not-intense. Persons

‘whose -work .requires objsetivity and. gourage, such 6§ -
aurgeons and -nilitery leeders; score -ab ebout this level,.
Ordinerily. nol -repressed; the individusl is net dlsagree-
‘able nor hypereriticale¢ Happlly married people snd gens
-erally well-adjusted perscns, especislly women; are often
found heres -

Low scores indioeste that the individusl is stypiesl.: e~
uglly sensitive; fselings are volatile end despsested. .- -
Interests in writing; drama, srts, end literature are often
wfauna@ Writers, actors, and adiresses frequently scors ad

- thie level: Individuvalistic, creative work i1s preferred
and the p@ﬁaaﬁ may appear- temperamental or ed¢centric to
others. Intense snd usually not too well-adjusted, merriege
‘may net prove too sstisfactory, Repression and sexusl conm
fllete are not uncommon.

8, Porsistence-Fluctustion. High scores indicate stable
attitudes and Inteérests with 1itile likelihood of pronounced
changes  scourring sfter age 25+ HMHeture people tend to seore
&t thig level., . They are usually satlsfled with thelr ens
vironment, and interests and attltudes resemble those of
sﬁaéaaafui gost accountants, bank cashlers, and purchesing
agenta, Ordinarily desirable, they should be gquestiloned
when sccompanied by low percentile scores on Parts 4 (Frank-

ness) and 5 {Stability). Extremely high scores are not
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favorable when carned by persons under age 203 they may
-be indisative of infloxibility.-

Low seores indicate thet intergsts and ettitudes.-are-in

o state of fluk. - Sush changes ere usvally undesireble
after the age of 25 end mey show bﬁw&&ﬁarm&n% anﬁ unoer-
tainty. -For @ﬁfﬁ@ﬁﬁ~$ﬁ@¥$w@ha~agawag»3@¢~1ﬁ~iawmauaily»-
undesirable for low to gxtremely low scores -to be present.
Buggestive of immaburity, scores at this-level &aywaa-
with frequent Jjob changes. Adsptable initislly to & new
job, & desire for chenge may  soon appser.

94 - -Contentment-Worry. High saores indicate few unsolved
problems and absence of worry about them 1f they do exist..
The @aﬁsgnﬂxé:nSuaziy.aﬁaﬁia@‘aaoparativ@, and well-sdjusted
t6 hig wmrkaaﬁ&»aaﬁ%aiwzifa&—rﬂ&ppizyvmarriﬁﬁAp@raana.ﬁxtan
=Qearevaﬁrabwuzvthig.levali fﬁhea»&aﬁampaniea by average

to high porcentlile socores on Parts 4 (Frankness); 6.(Tol~
arance),; and 7T (Stesdiness), such & porson ia~uauazl§ e,
vory géa& employment riask.

Low scorses indlcate worry, uneasiness, and lndecislon.
brought about by unsolved problems. Lecking confidence,
the individual is ususlly unsertaln and beset by confliets
often revolving sround adjustments to the opposite nex,
‘8coren g8t this lovel should bo rag&rﬁaﬁ\mgé& soriously

for 2dults than for young peopls, and more seriously for

married than for single people.
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THE PERSONALITY INDEX

'asﬁ“gﬁﬁérﬁaa
a1y

Iﬁtel?iganae
(1&)

%naial Iﬁ%ﬁlli@@ﬂ@@
(%I}

Leadership
(LE)

Pzanning
{PL)

Drive
(DR)

Pollow Through
. {Fr)

gootd leeders.

Interested in work
and not in self:

Sutted to tooks re<
quiring use of rea=
soning.

Woll controlled. Will
got along well with
others.

Likeble character, A

n&aﬂa ﬁrganizar. yiana

w@rk w@ll.

& @uﬁﬁer@awiiivari§é
self hard end others
moderately.

Completes well ond

handles all details.

Little interest in work
or-high intereat in sel¥

?Qmﬁ1i$iﬁﬁlf@# nore rou~

tine tasks not involy~

o ﬂkngg thinking.

Poor aemﬁrwl amﬁ 1a apt
to ceuge friction if
working with ﬁthe?a, @P
the public.- :

Yeak eharaetav snd will

-not lead wells - -

ﬁéé&éyéiéa@%&étaiied'
supeprvision on &ll but
routine Jﬂba. -

zwﬁking in en@rgy ar
pepy will need puahimg.

Réquireﬁ eloae ehe@k&ng.
¥ill miss detalls.
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TABLE 11
HRANS AND STANDARD DEVIATIONS EXPRESSED IN PUROENTILE

FOR BOTH GROUPS

13-38
48-93
530
L6-86
2-7%

duoxg
07 30 Q'8

o Gfiw wid oo ole ol oln sl wle wle oo vl «jo wje ole slo wle ofe olo sim «|s N A L

 duoxy
uSE 3o *¢°¢

18-67
L59
B3=59
550 %
35-88
14-67
b9
13-88
18-83
2287
299
4378
2+873
31-92
33-95
Lily97
26-66
2870
1968
12-80
2262
25-60
1266

sf M wime il dim owis wfm Wi el mie wle mfe wie wle wfe wie sle wle wle ale wle wle Bla o @ ow e o8 e o

NqRdgaoqaoddess qyaeses oo s oo

wiw wlo wlim wim Slo wlo mie wlo sie wln oo wip oie oo wle sle sle slo wle wolw wlew wio win wio wle w o o o = » -

CICIE I R I I I B O I O B O [~ I [ —

¥
¥
L
x
4
3
¥
$
3
3
¥
x
i
¥
kd
*
3
¥
¥
*
k]
¥
%
¥
: 2
¥
’
1
¥
L
k|
E
¥
E
k 3
2 4
¥
¥
*
3

.1‘1,3:.‘. @ gkl Bk e W W e e e W

PI0h

CONTENTMENT

CACTIVE

OLERANCE

PERSISTSNCE

MENTAL ABILITY HIOH

jZSIVENESS

AFPPEECIATIVE

SYHPATREPIC
AGGEESSIVE

GRITICAL

STABILITY
INSTABILIT

GiET

INDE



4,

TABLE IIT
T SCORES AND RAY SCORES FOR ALL TRAITS HMEASURED
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TABLE IV
SUMMARY OF ¢ SCORES FPOR ALL TRAITS MEASURED
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?A%}ZE% IV {Continund)
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TRAITS WHICH SHOW SIGRIFICANT DIFFERENCES BRTWESN SALES GROUPS AND TEST NORMS
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ABLE ¥ (Continued)
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FIGURE X

Showing means and standard deviations of traits in
which the twc groups differed signiﬁ;aaém from one
another,

Red ixm Salesmen
White ~ High Salesmen
X - Mean Percentile Score
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FIGURE IX

Showing means and standard deviztions of traits in

which there vere no significant differences between

the two groups.

Red « Low Sglesmen
White « High Salesmen

X - Mean Percentile Score
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FIGURE IIX

Showing mean percentlile scores in sll traits for
high and low salssmen.
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White - High Salesmen
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