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The Problem

The purpose of the study was to determine the relationship of
certain personality and situational variables to the influence acceptance
behavior of teachers. It was hypothesized that the separate and joint
effects of levels of dogmatism, levels of self-esteem, and the credi-
bility of the communication source determine a teacher's susceptibility
to influence by either his peer group or a group representing the
administrative authority of his school system.

Research Procedure

Two experiments investigated the relative effectiveness of
persuasive communications concerning the attitudes of either the peer
group or the administrator group. The total high school faculties
of a school system were given pretests in which high and low dogmatism
samples and high and low self-esteem samples were selected, and the
attitudes of these subjects were measured on nine social and educational
issues. After a period of 3 to 4 weeks, the subjects received a message
stating the supposedly expressed opinions of either peers or adminis-
trators on three of those issues in regard to which either the peer
group, the administrator group, or neither group was considered by the
subjects to be credible. Immediately thereafter, subjects' attitudes
were again measured on the same three issues, and attitude change was
determined.

Major Findings

Results supported hypotheses based on the learning principles
of theories of social imitative behavior as well as McGuire's two-
factor theory of the relationship between a personality variable and
persuasibility. The experiments demonstrated a direct relationship
between dogmatism and persuasion by the administrator group, an
indirect relationship between self-esteem and persuasion by the peer
group, and interactions in which source credibility increased the
persuasibility of low dogmatism subjects and high self-esteem subjects.

Conclusions

The experimental findings indicated the necessity for con-
sidering personality and situational variables simultaneously in pre-
dicting teacher susceptibility to persuasion. Conclusions were drawn in
regard to the significance of the results in providing insight into
conditions that may enhance personnel motivation and productivity
through the manipulation of influence acceptance behavior. Results
were interpreted as further evidence that individual-group relationships
play a major part in the influence processes that constitute leadership
in formal organizations.
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THE RELATIONSHIP OF CERTAIN PERSONALITY

AND SITUATIONAL VARIABLES TO TEACHER

SUSCEPTIBILITY TO PERSUASION



Chapter 1
Introduction

Societal demands for _effective leadership in educational
administration have been both frequent and intense. Basic to the
study of leadership in a complex organization is the knowledge of
individual variations in persuasibility in the process of opinion
change. If there is a key to the modification of attitudes through
communication, it is the clarification of the pattern of interaction
between personality factors and stimulus conditions under which these
attitudes are altered.

Leadership is, in its very essence, an influence process.
A primary concern of supervision in the human organization is
acceptance of new ideas and the modification of old ones, in terms
of perception, motivation, and learning. Knowledge of those
variables that enhance interpersonal influence could be a powerful
tool for the educational administrator in his efforts to secure
the support of teachers in the achievement of educational objectives.
Etzioni (1961) has maintained that power to manipulate the acceptance
behavior of men is likely to be a condition that will determine the
administrator's access to more comprehensive power within the
organization. Through the test of controlled research there can
emerge an analysis of the variables underlying influence accep-
tance and of the relevance of their interaction to social
influence in the daily interpersonal relationships of educational

1



leaders.

Iittle is known of the personal and situational variables
that predispose teachers to be influenced toward attitude main-
tenance and change. Reference group theory offers limited insight
because it does not lead to prediction of the reference group that
will be employed by the individual subjected to persuasive
attempts. Social scientists view leadership as a process of
influence that functions in a specific situation and involves an
interpersonal relationship between the leader and his resources,
the followers with their characteristics, and environmental
variables which include the communication and its source. As
Hollander (1960) states, '"Leadership cannot be meaningfully con~
sidered independently of the followers within a particular group
and of the nature of the transactions involved [ p. 59 ]."

In explaining organizational behavior, researchers have
tended to study the separate effects of personality or of situa-
tional variables but they have produced little evidence of the
nature of their interaction (Vroom, 1961). The significance of the
problem is nowhere more evident that in the studies of the tendency
of an individual to accept or reject a communication intended
to persuade. Efforts to explain persuasibility as a unitary trait
have met with little success. Both theory and research indicate
that susceptibility to influence does not lend itself to segmental

treatment either as a feature of persomnality or of the communication.



It has become increasingly apparent that an explanation of influence
acceptance behavior must proceed from investigations of the inter-
actions between personality and situational determinants of that
behavior.

Extensive study of the personality-influenceability
relationship has demonstrated a positive relationship of persuasi-
bility to low self-esteem and to authoritarian, intolerant attitudes.
There have been a number of reports of the general efficacy of high
source credibility in influencing opinion change, when source
credibility is defined as the communicator's quality of being
believable and reliable by virtue of experience and expertise.

A demonstrated relationship between these variables and a teacher's
susceptibility to persuasion by either his colleagues or a group
representing corporate authority would allow prediction of the
conditions under which his acceptance behavior can be manipulated.
It is reasonable to believe that it could facilitate the adaptive
leadership described by Likert (1958) when he stated:

Supervision is, therefore, always an adaptive process. A
leader, to be effective, must always adapt his behavior to fit
the expectations, values, and interpersonal skills of those with
whom he is interacting [ p. 327 ].

Despite general acceptance that a subject's behavior in

attitude change is the result of the complex interaction of communi-
cation source variables and his own cognitive and affective character-

istics, a survey of the literature reveals a dearth of research on



interaction between source credibility and the personality correlates
of persuasibility. Also virtually unexplored is the question of

the personality and situational variables that operate to pre-
dispose an individual to reference group selection. Merton (1957)
stated that the ability of the group to confer prestige upon the
individual and individual personality characteristics appear to be
two of the factors involved.

Statement of the Problem

The problem central to the present study was whether levels of
dogmatism and of self-esteem and the situational variable of the
credibility of communication source predispose a high school teacher
to be more readily influenced to opinion change by either a group of
his colleagues or the corporate authority group of the organization.
The major purpose of the investigation was to determine if the choice
of reference group varied with levels of dogmatism, with levels of
self~esteem, and/or with communication source credibility.

Theoretical Background

The theoretical formulation of the investigation stemmed
primarily from reinforcement learning theory and its relevance to
persuasion and attitude change. At the same time, it integrated
compatible elements from contiguity theory and the functional
approaches to attitude change, both of which address themselves to
some questions different from those traditionally answered by learning
theorists. The study assumed that human behavior is functionally
related to stimuli from an individual's past and present environment

and that certain stimulus events both prompt his behavioral



performance and are a consequence of that performance. In particular,
it involved the definitions and postulates proposed by Hull (1943),
developed by Miller and Dollard (1941) and by Mowrer (1950, 1960a),
and adapted to the study of complex social behavior by Doob (1947).
The investigation employed concepts of reinforcement as they were
applied to attitude change by the Yale Studies in Attitude and
Communication (Hovland, Janis & Kelley, 1953; Kelman & Hovland, 1962)
and as they were employed in the research on social imitation of
Bandura (1965, 1969a, 1969b) and of Bandura and Walters (1963).
McGuire's (1968) multiplicative two-factor model of the relationship
between personality factors and persuasibility was used as the
theoretical basis for the hypotheses involving interaction between the
personality variables and the intervening variable of source credi-
bility.

In the study reported here an attitude was considered to be
a response which is learned, retained, or changed through processes
of perception and motivation. An attitude both mediates overt
behaviors and arises out of them through response reinforcement
(Doob, 1947). Reward for agreement is the critical factor in the
process of attitude change and strengthens the response of change
toward the advocated position, while absence of reward will tend to
extinguish it. Accordingly, earlier rewarding experiences with an
information source will augment a subject's acceptance behavior
toward that source, while earlier nonrewarding experiences with a

source will reduce acceptance behavior in a later encounter



(McGuire, 1957). In his earlier learning, an individual acquires
expectations about the expertise of the communicator, and the learned
response to the communicator-stimulus is elicited by similar cues
to his expertness but is weakened as the cues are perceived as
differing from those previously associated with expertness. Thus,
through a process of generalization, is the tendency to accept a
communication increased or decreased.

Among the factors leading to acceptance behavior are rewards
associated with correct interpretation of environmental stimuli
(Corrozi & Rosnow, 1968; Dollard & Miller, 1950; Golightly & Byrne,
1964) and the associative factors intrinsic to the contents of the
communication when they are learned (Hovland, et al.,, 1953). It
would follow logically that both attending to information received
from a credible source and comprehension of those credibility cues
would play an important part in opinion change.

Complexly involved in the learning factors of reinforcement
are the motives of the recipient to accept or believe what the
communication recommends and the incentives offered in the message.
Incentives are anchored in individual motives and in reference
group interactions. Reception and acceptance of a suggestion for
change are more likely to occur where the suggestion maintains an
individual's status as a group member and his acceptance supports
the norms of his work group. Smith, Bruner, and White (1956)
classified social adjustment as one of three broad functions>served

by opinions and attitudes. An opinion change in line with reference



group norms mediates self-other relations. Attitudes are influence-
able to varying degrees depending on motivation to affiliate and
identify with the reference group and on unique personality features
that affect such motivation. The functional approach of Smith, et
al. (1956), would explain the assumption of reference group theorists
that an individual who identifies with a reference individual will
seek to "approximate the behavior and values of that individual in
his several roles [ Merton, 1957, p. 302 ]."

Modern theories of social imitative behavior explain opinion
change in behavioral terms while modifying and extending the learning
principles. Behavior can be modified by internal self-reinforcement
that takes place in the absence of external reinforcing agents. The
behavior of a communication source is imitated because such behavior
has been associated with inner satisfactions in the past. Imitation
of the model's attitude behavior assumes the properties of an
affective secondary response, and later through a mediation process,
it is used instrumentally to control the behavior of the attitude
change (Mowrer, 1960a). An imitative behavior response can be
learned, therefore, without the subject's ever having performed the
model's responses or having been reinforced for it. Reward by
behavior, rather than for behavior, is assumed to be sufficient for
learning.

In his description of "no-trial learning," Bandura (1965)
has used a learning theory analysis of self-reinforcement to explain

alterations in social behavior. Reinforcement plays an important




role in learning to attend to certain individuals as sources of
information, but once the modeling response is in an individual's
behavioral repertoire, the behavior of a model disinhibits or
inhibits existing response patterns and serves as a discriminative
or response-facilitating stimulus. Imitative behavior can be
determined by an individual's administration of self-reward or
self-punishment, depending on his own judgment of his behavior.
Bandura and McDonald (1963) found evidence that attitudes
can be affected by imitative learning, but the literature reflects
little attention to incorporating the principles of self-
reinforcement and of the disinhibition and inhibition of modeling
responses into a learning theory approach to attitude change.
McGuire's (1968) two-factor model of the relationship between a
personality variable and persuasibility offers an opportunity to
explain the interaction of variables in the social imitative
learning of attitude change. McGuire (1966, 1968) postulated that
opinion change is the outcome of a chain of processes which include
comprehension of the communication and yielding to what is compre-
hended of the advocated position. Opinion change occurs where a
personality variable is related in opposite directions to compre-
hension and yielding. Maximum persuasion should result at an inter-
mediate level of the personality variable, except where the type of
influence induction serves to raise or lower the level that will
produce the greatest susceptibility to influence. The optimal level

of a personality variable for attitude change moves up or down in




accordance with the effect of situational factors on yielding and
on reception, which involves attention and comprehension.

The hypotheses of the study reported in this paper were
generated by theories of social imitative behavior as they have
offered an explanation of attitude change through learning principles.
Interactions were predicted by applying the McGuire model to the
relationship between each personality variable and attitude change,
when the reception variance was assumed to be held at a common
intermediate level and the yielding properties of the message were
varied. Predictions were made that the condition in which a sub-
ject received reinforcement would produce the greatest amount of
imitation with the model serving as the main source of the overt
behavior of an opinion change in the direction of the advocated
position.

Definitions, Constructs, and Hypotheses

The term "peers" was used throughout the study to refer to
the membership group of the teacher, or his colleagues. The term
"administrators'" was used to refer to the corporate authority
group of the school system, i.e., department chairmen, subject
supervisors, principals, and central office administrators.
Detailed descriptions of the important constructs used in the
investigation follow, and their operation is discussed within a
learning theory framework. Hypotheses predicted relationships between
reference group selection and level of dogmatism, relationships

between reference group selection and level of self-esteem, and
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certain interactions of these personality variables with source
credibility. The major research hypothesis stated that levels of
dogmatism and self-esteem and the situational variable of source
credibility are factors predisposing a high school teacher to
utilize either his peer group or the administrative authority group
as a reference group when he is persuaded to attitude change.
Attitude

Doob's definition (1947) relates attitude to behavior theory
and was used in the present study. He defines attitude as "an
implicit, drive-producing response considered socially significant
in the individual's society [ p. 136 ]." An attitude has both
cue-value and drive-value in that it acts as a stimulus to produce
another response which, when rewarded, reduces the tension associated
with the attitude (Miller & Dollard, 1941). 1In the absence of
prior contact wherein the attitude could have been rewarded and
thus reinforced, the attitude proceeds from a process of generali-
zation or discrimination.

Stimulus patterns which evoke attitudes may exist in the
external environment as well as within the individual. Once a bond
is established between the stimulus pattern and the attitude, the
attitude will persist if constantly reinforced by the behavior it
later evokes in an attempt to promote reward. It will change if the
behavioral act which it mediates is punishing or if other drives
aroused by stimulus patterns are stronger than the drive strength

of the attitude (Doob, 1947). An attitude change is negatively
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reinforced when noxious discrepancy is reduced, and it is reinforced
by the acts it mediates which bring about reward.

Summarily, learning theory views an attitude as a particular
connection between stimuli and between stimuli and responses, or
more simply as a habit. It assumes that a person is motivated to
attend to information about his environment and that he incorporates
new knowledge into his Situational orientation. When variables of
the communication and the source are manipulated, their effects on
the recipient's verbal response can be measured. When the concept
of attitude is related to behavior theory, predictions can be made
about the reference group selections of subjects differing in
levels of dogmatism and of self-esteem and about the same behavior
of such individuals when they are faced with opinions on issues
in regard to which they expect a source to be more or less credible.

Persuasibility

A number of concepts have been used to describe the
possibility that an individual's response will be an effort toward
agreement with the communicator's position. The present study used
Janis' and Hovland's definition of persuasibility factor as "any vari-
able attribute within a population that is correlated with consistent
individual differences in responsiveness to one or more classes of
influential communications [ pp. 1-2 ]."” The term refers to a degree
of response to an attempt to bring about a predetermined response
with change in the direction advocated.

McGuire (1968) considered persuasibility as one of the
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processes of the generic class of influenceability, which also
includes suggestibility, compliance, conformity, and indoctrination.
As such, it must stem from a susceptibility to social influences that
convince a person to maintain or change a previous position with
respect to the truth of issues. Learning theorists would consider
the newly asserted opinion a behavior mediated by an attitude which
has arisen out of previous behaviors through response reinforcement.
Social persuasion brings about the change in attitude, which is
actually the acquisition of a new verbal habit (Hovland, et al.,
1953). The opinion change is essentially a behavior modification
which has been manipulated by new learning experience.

The recipient of the persuasive message will be persuasible
in the direction of the advocated position if the attitude change
is instrumental in either achieving reinforcement or avoiding
aversive consequences. Such acceptance comes only as a final
response in a series of stimulus-producing responses initiated by
the communication. According to McGuire (1957) induced change on
an attitude questionnaire is the ultimate response in a chain of
intervening responses beginning with attention to the message and
proceeding through comprehension, acceptance, and rehearsal of
acceptance sufficiently to permit expression of the changed attitude
on the questionnaire. These intervening responses are key internal
mediating processes activated by the stimulus variables of source
credibility, the issues of the communication, and the information

that is given about the consensus of judgments made by members of
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the source group.

The magnitude of the influence exerted by the communication
situational variables depends upon the predispositional, or personality
variables. Because they satisfy certain personality needs, social
attitudes will resist persuasion unless persuasive messages take
account of the adjustive and self-expressive function of the
attitude (Katz, 1960), the power of group pressures (Crutchfield,
1955), and specific personality sensitivities and needs. Examples of
this functional aspect of attitudes are evident in the maintenance of
self-esteem and in the displacement of hostilities in high dogmatism.
Additionally, there are personality factors predictive of low
resistance to all persuasive influence, such as low self-esteem and
the intolerance found to be combined with high inhibition of
aggressive tendencies in high levels of dogmatism.

Persuasibility was measured by the subject's opinion change in
the direction of the position advocated by the external agent to whom
he had been exposed. It was operationally defined as the subject's
net score change from his first session questionnaire to his second
session questionnaire.

Dogmatism

The construct of dogmatism involves the convergence of a
closed cognitive system, authoritarianism, and intolerance. In dis-
cussing his theoretical development of the concept of dogmatism,
Rokeach (1960) described the belief-disbelief cognitive system as

varying in terms of its structure and content. The total structure
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varies from open to closed; the formal content varies according to
absolute beliefs in the perpetuation of authority and other beliefs
representing patterns of acceptance and rejection of people according
to their agreement with the belief-disbelief system. Belief systems
are concerned primarily with structure rather than content and,
therefore, with how a person believes rather than what he believes.

The first hypothesis of the present study predicted the
relationship between level of dogmatism and reference group selection.
With an increase in dogmatism, there is an increasing glorification
of authority figures and an increase of strength in belief in the
wisdom of a bureaucratic elite (Rokeach, 1954). Individuals
high on a measure of dogmatism will find deference to authority
a drive stimulus competing with the drive stimulus of the pre-
viously held attitude, the expression of which is no longer
rewarded. Opinion change in the direction of the position advo-
cated by administrators will be a rewarding behavior for high
dogmatism subjects.

The closed cognitive system of high dogmatism reduces freedom
to act on information in terms of its inner requiredness and lessens
strength in resisting external imposed requirements (Rokeach, 1960).
Having learned to be attentive to authority and power figures as
sources of information and to be inattentive to message cues that

could indicate the probable credibility of a source, high dogmatism

subjects will act on information in the way advocated by administrators
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even when that group is not as experienced or knowledgeable about an
issue as a group lower in the status hierarchy.

Dogmatism was operationally defined as the score obtained
by the subject on Rokeach's Dogmatism Scale. The expected relation-
ship between level of dogmatism and reference group selection is
stated in Hypothesis TI.

Hypothesis I. Subjects high on a measure of dogmatism will

show a statistically significant opinion change in the direction of
the position advocated by administrators.
Self-esteem
The construct of self-esteem involves degree of interpersonal
confidence and ego-strength. For the purposes of the present investi-
gation, self-esteem has been defined most appropriately by Rosenbaum
and deCharms (1962), the psychologists who developed the test of
self~esteem used here. They defined self-esteem as "the report of
an individual of behavior that reflects feelings of adequacy or
inadequacy in responding to social situational stimuli [ p. 292 ]."
The second hypothesis of the present study predicted the rela-
tionship between level of self-esteem and reference group selection. As
conceived within a learning theory framework, an individual high in
self-esteem has been frequently reinforced for his behavioral
responses to social stimuli, and an individual low in self-esteem has
been either not rewarded or frequently punished for his responses in
similar situations. The consistency and kind of reinforcement is

assumed to account for the development of self-assurance, confidence
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in one's opinions, and feelings of social adequacy. Learning theory
would propose here the concept of a mediating anticipatory response
(Dollard & Miller, 1950; Mowrer, 1960b; Osgood, 1956). The internal
response is one of anticipation of reward or punishment for behavior,
and it serves to mediate overt responses. If the overt response of
opinion change is mediated by internal self-esteem responses, the
relationship to persuasion can be predicted. Related negatively to
feelings of inadequacy, high self-esteem will protect an individual
from persuasion (Nisbett & Gordon, 1967).

The construct of self-esteem also involves attention to and
comprehension of a message, in that low self-esteem is likely to
interfere with accurate comprehension. Comprehension is probably
limited in low self-esteem subjects by low intellectual levels,
shyness and social inhibitions, and defensive reactions of inattention
to message cues which may appear threatening. With a history of
negatively reinforced disagreement behavior and discrepant perception,
they frequently do not observe the cues of the message.

Behavior theory-based research on attitude change tends to
emphasize the need satisfying properties of the response to a
communication. Low self-esteem subjects, with unsatisfied needs for
interpersonal support, are likely to be dependent on the most available
source of interpersonal need satisfaction. They find peer group mem-
bership especially rewarding, will have developed a positive attitude
toward colleagues, and will be highly susceptible to their influence.

They will be predisposed, however, to rely on all relevant others in
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deciding how to respond to relatively uncertain issues, because they
are sensitive to the behavior of others and have been frequently
rewarded for imitative behavior (Bandura & Walters, 1963). They are
excessively fearful of any social disapproval, and their agreement
with everyone may be a form of defensive behavior that guarantees
that no one will be displeased (Janis, 1954). A low self-esteem
subject can be expected to be influenced by the views of either of
the groups to which he is exposed but more inclined to imitate the
behavior of his peers.

Self-esteem was operationally defined as the score obtained
by the subject on the Self-Esteem Scale developed by deCharms and
Rosenbaum (1960) and partly based on an earlier scale of Janis
(1954). The expected relationship between level of self-esteem and
reference group selection is stated in Hypothesis II.

Hypothesis II. Subjects low on a measurement of self-

esteem will show a statistically significant opinion change in the
direction of the position advocated by peers.

Source Credibility

In the study reported here, source credibility was defined as
the communicator's quality of being believable and reliable by virtue
of experience and expertise. Expertise was defined as the skill and
knowledge of a person who is highly trained in a special field and
well informed on a particular issue. Two hypotheses predicted inter-
actions between source credibility and personality variables in

determining reference group selection.
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The three source credibility classifications, as validated
in the pilot study were defined as follows:

1. A neutral credibility issue is an issue on which a
high school teacher considers neither a teacher nor an administrator
to be the more credible.

2. A peer credibility issue is an issue on which a high
school teacher considers a teacher to be more credible.

3. An administrator credibility issue is an issue on
which a high school teacher considers an administrator to be more
credible.

The effect of communicator credibility was considered to be
a mediating cue for acceptance or rejection of a message. An
individual will perceive successful and competent people to have
amassed reinforcers, and he will imitatively adopt from a communi-
cator's performance those elements perceived as occasion for rein-
forcement (Bandura & Walters, 1963). Subjects learn verbal
descriptions of a model's behavior, and their later recall can serve
as cues for directing the subject through an imitative response.
Verbal reactions that reduce the noxious inconsistency between the
subject's opinion and the opinion of a highly credible source are
negatively reinforced. Receiving information from subjects regarded
as experienced and expert thus facilitates persuasion through rein-
forcement, and at least the initial effect of the communication on
opinion change will be greatest when it is presented as the opinion

of a source considered to be credible (Hovland & Weiss, 1951).
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Personality variables mediate the detection and interpre-
tation of an opinion discrepant with that of the subject. Rokeach's
(1960) theory would predict that subjects high in dogmatism will be
unable to differentiate the status of a source from his message and so
will be restricted in ability to evaluate and act on the credibility
of a communication source. This condition will lead to increased
conformity to a high status authority and decreased conformity to a
low status authority. Subjects low in dogmatism have not been rein-
forced by the imitation of the behavior of authority models and are
unconcerned about the perpetuation of authority. Tolerant of members
of other groups, even when they disagree with his belief system, a
cognitively open subject will be capable of discriminating status
from source and will attend to and comprehend credibility.

The interaction of dogmatism with source credibility can
be predicted by applying McGuire's (1968) model. It is assumed in the
present experiment that the relationships of dogmatism to the mediators
are opposite to those of self-esteem, which was the personality
variable considered by McGuire. Therefore, the adaptation of the
model, as presented in Figure 1, has reversed McGuire's figure.

Levels of source credibility are used as examples of situational dif-
ferences in plausibility. Dogmatism is directly related to yielding
and inversely related to comprehension (Peabody, 1966), and maximum
persuasibility should gccur where the reception and yielding gradients
cross. When the intervening variable of source credibility affects

yielding, the optimal level of dogmatism for attitude change will move up
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and down. Exposure to a low credible source will lower the ele-
vation of the yielding gradient with the result that it intersects
the reception gradient at a higher level of dogmatism. Exposure

to a high credible scurce will raise the elevation of the yielding
gradient with the result that the two gradients intersect at a lower
level of dogmatism.

If McGuire's assumptions are valid, variations in source
credibility will not affect the high dogmatism scorer's reference
group selection; his high susceptibility to the influence of the
opinions of a source perceived as high in power and authority will
continue to be the determining factor in his persuasion. Source
credibility variations will bring about an attitude change of low
dogmatism subjects in the direction of the source considered to be
more credible in regard to the issue involved. Hypothesis III states
the expected effect of source credibility on the relationship between
level of dogmatism and reference group selection.

Hypothesis III. Subjects low on a measurement of dogmatism

will show a statistically significant opinion change in the direction
of the position advocated by the group that is considered to be
credible in regard to the issue involved in the communication.

Again applying the McGuire model and using levels of source
credibility as examples of situational differences in plausibility,
predictions can be made regarding the interaction of self-esteem with
source credibility as shown in Figure 2. Evidence indicates (Asch,

1958; Berkowitz & Goranson 1964; Gelfand, 1962) that self-esteem is
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directly related to intelligent appraisal and comprehension. Since

it is inversely related to feelings of inadequacy, low ego strength,
and fear of disapproval for discrepancy, it is likely to be indirectly
related to yielding (Berkowitz & Lundy, 1957; Janis, 1954; Lesser &
Abelson, 1959). High self-esteem subjects, intelligent and aware

of the implications of an inaccurate opinion, will resist conformity
when there is no clear evidence to support the advocated position.
Elevation of the yielding gradient by a highly credible source will
result in an intersection of the comprehension and yielding gradients
at a higher level of self-esteem, and high self-esteem scorers will

be influenced to opinion change by a source considered to be more
credible in regard to the issue on which an opinion is given.
Hypothesis IV states the expected effect of source credibility on the
relationship between level of self-esteem and reference group selection.

Hypothesig IV. Subjects high on a measure of self-esteem

will show a statistically significant opinion change in the direction
of the position advocated by the group that is considered to be
credible in regard to the issue involved in the communication.

Chapter 2 will review the research related to the stated
problem and to the hypotheses. In Chapter 3 the research site and
methodology will be described, and there will be included descriptions
of the sample, the measures, and the research designs. Chapter 4 will
be an analysis of findings concerning reference group selection as it
is related to the personality and situational variables of the study.

Finally, the conclusions derived from the investigation and the




implications for theory and fo

in Chapter 5.

r future research will be discussed
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Chapter 2
Relevant Research

Within the context of reference group theory, it is assumed
that under certain conditions an individual will select associates
within his membership group as a frame of reference for attitude-
based behavior and that under other conditions a nonmembership group
will provide a frame of reference (Sherif & Cantril, 1947; Sherif &
Sherif, 1967). To predict how reference group selection will vary
with levels of dogmatism and self-esteem and/or with the variable of
source credibility, it was necessary to draw from the contributions
of empirical research insight into the relationship of each of the
assigned variables to persuasibility.

The central consideration is whether these variables act
separately or in interaction to motivate a subject to affiliate
with one group or the other when he is persuaded to attitude change.
While early investigations focused on the basic effects of the
personality correlates of persuasibility, more recent researchers have
either suggested or demonstrated that the situational factors of
source, message, channel, and destination operate as modifying
variables on the personality-influenceability relationship
(Hollander, 1960; Linton, 1963; McGuire, 1968).

Source credibility has been shown to interact with such
variables as personal involvement (McGinnies, 1968) and discrepancy
between the subject's initial opinion and the position of the communi-

cator (Aronson, Turner, & Carlsmith, 1963), but a survey of the
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literature reveals a dearth of research on the interaction of source
credibility with the personality correlates of persuasibility. An
enhancement of source differential has been found to be associated
with high dogmatism (Powell, 1962) and with low self-esteem (Dittes &
Kelley, 1956; Kelley & Shapiro, 1954; Kelman, 1950; Mausner, 1954).
Powell's study, however, used perceptual D2 scores rather than
opinion change as the dependent variable, and all of the self-

esteem studies involved manipulated acute self-esteem, rather than
chronic level of self-esteem.

Dogmatism and Persuasibility

General authoritarianism, as described by Rokeach, has
been among the personality variables most consistently found to
underlie individual differences in yielding to influence attempts.
The relationship of authoritarianism to persuasibility was first
investigated during the peak of substantive interest in the F
scale, as developed by Adorno and his associates (1950). Crutchfield
(1955) reported a significant correlation between high F-scale scores
and yielding to pressure, as well as between observer ratings of
authoritarianism and yielding. Wells, Weinert, and Rubel (1956),
Beloff (1958), and Linton and Graham (1959) also found high
persuasibility to be associated with high mean scores on the F scale.
Canning and Baker (1959) reported that their subjects with authori-
tarian personalities were influenced to a greater degree by group
pressure than their nonauthoritarian personalities. Hovland and

Janis (1959) stated that authoritarianism and excessive respect for
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power were shown to promote persuasibility in a number of their
studies.

More recent studies have revealed a positive relationship
between dogmatism and interpersonal semnsitivity (Burke, 1956) and
between dogmatism and conformity (Vacchiano, Strauss, & Schiffman,
1968). The latter investigation demonstrated that three personality
instruments (Edwards Personal Preference Schedule, the Sixteen Factor
Questionnaire, and the Tennessee Self-Concept Scale) yielded clusters
of scales which identified the "dogmatic personality.'" Dogmatism
was found to be positively related to conformity, restraint, and
conservatism.

Cognitive Structure and Belief

Acquisition and Change

The question immediately presented is how to reconcile these
findings with Rokeach's basic proposition that the cognitive system
of closed-minded persons is highly resistant to learning new beliefs
and changing old beliefs. The proposition, itself, has been supported
by a number of studies on the effects of cognitive structure on
belief acquisition and change (Adams & Vidulich, 1962; Christensen,
1963; Costin, 1961; Frumkin, 1961; Restle, Andrews, & Rokeach,
1964). Ehrlich (1961a) compared the performance of 57 subjects from
an original pool of 100 sociology students on precourse (tl) and
postcourse (tz) sociology tests separated by 10 weeks and on a mail
follow-up (t3) 5 to 6 months ;ater. At all three time periods

dogmatism scores showed a significant negative relationship to
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sociology test performance, and this relationship held when

academic aptitude scores, as measured by the Ohio State Psychological
Examination (OSPE), were controlled for t2 and t3. While OSPE
scores showed a significant positive relationship to sociology test
performance, control for dogmatism reduced the OSPE-sociology test
correlations to nonsignificant values. This result was found at all
three time periods. Ehrlich concluded:

Subjects low in dogmatism entered the sociology classroom
with a higher level of learning, learned more as a result of
classroom exposure, and retained this information to a
significantly greater degree than the more dogmatic subjects
[ 1961la, p. 149 ].

Five years later Ehrlich (1961lb) contacted 90 of the original
subjects by mail and received 65 completed returns. In addition to
dogmatism scores and sociology test scores, he obtained the subjects'
reports of their final grade point averages (GPA). Again dogmatism
scores showed a significant negative relationship to sociology test
scores, and OSPE scores showed a significant positive relationship
to sociology test scores. The GPA was positively correlated with the
OSPE but nonsignificantly correlated with dogmatism. Since a subject's
GPA reflected his level of learning in all of his college courses,
Ehrlich concluded that course content represented the significant
sources of variation.

Zagona and Zurcher (1965a) selected the 30 highest and 30

lowest dogmatism scorers from a pool of 517 freshmen in an
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introductory psychology course. The high dogmatism and low dogmatism
groups had significantly different scores on their midterm examinations
with low dogmatism subjects performing at a higher level of learning.
For the remaining 440 subjects dogmatism and examination grades
correlated -.20 (p < .001).

Authority as an Intervening

Variable

Ehrlich and Lee (1969) maintained that the authority source
of the new beliefs is one of five intervening variables that account
for disconfirming instances and the low correlations of those
studies which confirm the indirect relationship between dogmatism
and belief change. The more closed a belief system, the more
learning is directed by the demands of an arbitrary dependence on
an authority source. The more open a belief system, the less likely
is conformity to a high status source in the absence of supporting
evidence of the validity of the source's opinion.

To date it has been well substantiated that the high
authoritarian subject will yield more often in the direction of the
position advocated by authority figures. Berkowitz and Lundy (1957)
found that high authoritarianism, as measured by the F scale,
predisposes an individual to be influenced by authority figures rather
than by peers. Harvey and Beverley (1961) reported that status
interacted significantly with authoritarianism in determining opinion
change. They concluded that the high F-scale scorer is more

dependent than the low F-scale scorer on such external sources of
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authority as power and large scale organizations in defining reality
and evaluating his environment.

Several investigators have studied the relative influence of
authority figures on the interpersonal behavior of high dogmatism
and low dogmatism subjects. Zagona and Zurcher (1964) observed
high dogmatism and low dogmatism subjects in interpersonal inter-
actions in an unstructured classroom situation. The high dogmatism
subjects were concerned with group structure and leader selection,
and when challenged by authority, they wavered in their convictions
and evidenced signs of reduced group cohesion. Zippel and Norman
(1966) studied political party switching in the 1964 election and
noted that the affiliative needs satisfied through social class
membership were less important for high dogmatism subjects than were
ideological rules and principles. DiRenzo (1968) reported that in the
1964 elections commitment to party leaders and ideology was strongly
linked to high dogmatism.

A study of Vidulich and Kaiman (1961) directly tested
Rokeach's hypothesis of a positive relationship between level of
dogmatism and acceptance of the attitudinal positions of authority
figures. They selected groups of 30 female high dogmatism and 30
female low dogmatism scorers from a pool of 307 introductory psychology
students. Each subject was placed in an autokinetic situation in
which she privately recorded her judged direction of movement of a
light during 30 exposures. Later sheverbally made 30 additional

directional judgments after being exposed to a judgment of direction,
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opposite to what he had reported in the prior condition, by either a
confederate identified as being of high stat;s or a confederate
identified as being of low status. Four experimental groups were
composed of the four possible pairings of level of dogmatism and
source status. Conformity was determined by a score of difference
in performance in the two conditions and by the number of times the
subject agreed with the confederate in the second condition.
Analysis of both performance criteria supported a significant
interaction between source status and dogmatism, with high dogmatism
subjects conforming significantly more with the high status con-
federate than with the low status confederate.

Investigations of Kemp (1962), McCarthy and Johnson (1962),
Norris (1965), and Wilson (1964) have provided additional evidence
of the intervention of authorit& source between level of‘dogmatism
and opinion change.

Dogmatism and Discrimination

between Information Received

and Source Status

The proposition of Rokeach that dogmatism is indirectly
related to ability to differentiate between message received and
source status suggests that the high dogmatism scorer will confuse the
value or veracity of the information he receives from an authority
with the status of that authority. Several investigations have tested
Rokeach's hypothesis.

Mikol (1960) exposed 20 high dogmatism and 20 low dogmatism
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subjects to taped excerpts from conventional and unconventional music
composers., The high dogmatism subjects rejected both the con-
ventional music and the composers. Powell (1962) presented to 76
subjects 14 semantic differential scales which measured their judg-
ments of major presidential candidates and their judgments of policy
statements made by each candidate. The difference in judgment
between source and source statement was found to be significantly
greater for open-minded subjects than for closed-minded subjects.
Kemp (1963) reported that low dogmatism subjects perceived authority
figures more realistically than the high dogmatism subjects and could
more accurately recognize the negative and positive characteristics
of their contributions.

The concept of dogmatism as a generalized authoritarianism
has been widely studied in diverse investigations of its relationship
to persuasibility. Empirical research shows it to be directly
related to opinion change toward the attitudinal position of communi-
cators of high status and organizational power,

Self-Esteem and Persuasibility

The history of research investigation of the relationship of
self-esteem to conformity to social influence has run a similar
course to the study of the authoritarianism-influenceability
relationship. Early investigators (Cohen, 1959; Janis, 1954, 1955;
Janis & Rife, 1959; DiVesta, 1959; Kelman, 1950; Lesser & Abelson,
1959; Linton & Graham, 1959) reported that a person with low self-

esteem and an unfavorable evaluation of his own judgments is
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predisposed to be highly influenced by persuasive communications.
The relationships between self-esteem and persuasibility, however,
often were not very high (Janis, 1955; Janis & Field, 1959) or were
found only in restricted groups (Janis & Field, 1959) and under
certain conditions (Cox & Bauer, 1964; Lesser & Abelson, 1959).

Peer Group Standards as an

Intervening Variable

Increasing research in the development of group norms and
degree of conformity to them by group members led to evidence that
people who are strongly motivated to retain their membership in a
group will be most susceptible to influence by peers and resistant
to communications contrary to the standards of the group (Sherif,
1951; Kelley & Volkart, 1952). Berkowitz and Lundy (1957) explored
the general hypothesis that personality characteristics predispose
an individual to utilize one group rather than another as a reference
group. They found a significant relationship between interpersonal
confidence and opinion change when the opinions were advocated by
peers, and an absence of this relationship when the identical
opinions were advocated by generals. These studies marked the begin-
ning of a consideration of the personality correlates of persuasibility
in terms of the relative influence on the relationship of subject
knowledge of the group advocating the viewpoint.

With more in-depth study of the motivational explanations of
social behavior, the inverse relationship of persuasibility and self-

esteem was most often explained in terms of gratification of central
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needs (Cohen, 1959), modes of defensive behavior (Leventhal & Perloe,
1962; Silverman, 1964), defense against the possibility of being
rejected by peers (Wilson, 1960), or response reinforcement effects
on attitude change (Gelfand, 1962; Scott, 1957). These investiga-
tions incorporated functional and stimulus~response (S-R) learning
theory approaches in their explanations.

Self-Esteem and Socially

Reinforced Matching Behavior

Measures of self-esteem were largely response inferred through
personality questionnaires or global ratings until experiments began
to define persuasibility in terms of socially learned matching
behavior. When an investigator assumes that characteristic self-
esteem is a function of reinforcement history and that matching
behavior is also learned, he will explain both low self-esteem and
a high incidence of matching behavior as proceeding from negatively
reinforced instances of disagreement or discrepancy. Such an
approach invites experimental manipulation of self-esteem level as
well as prediction of the modification of the self-esteem--
influenceability relationship by variables associated with membership
groups and their norms,

deCharms and Rosenbaum (1960) were among the first to
investigate the effect of group status variables and level of self-
esteem on a group member's tendency to match the responses of his
peers. They drew 73 subjects from 2 classes of naval aviation cadets

and divided them into low self-esteem and high self-esteem groups on
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the basis of their scores on the Self-Esteem Scale. The independent
variables of status and revocability of status were manipulated, and
predictions were made in regard to tendency to match for each of these
variables and for personal level of self-esteem. The hypothesis that
low self-esteem subjects would match to a greater extent than high
self-esteem subjects was confirmed. There was also tentative evidence
that revoking high status may augment matching behavior. The
investigators suggested that low self-esteem leads to the anticipation
of nonreward or punishment from the group and to the experiencing

of anxiety in regard to the perception of being different.

In an examination of the relationship between level of self-
esteem and matching behavior under conditions varying in probability
of reinforcement for matching, Rosenbaum, Horne, and Chambers (1962)
exposed 84 introductory psychology students, divided into pairs
according to self-esteem level, to a judgment task involving the
prediction of outcomes of facsimile horse races. The subject was
informed of his accuracy following each response. Three experi-
mental conditions varied the degree to which matching responses were
instrumental to successful performance, and these three conditions
and the two levels of self-esteem constituted a 3 X 2 factorial design.
Level of self-esteem was found to be related to performance only when
matching was instrumental to successful performance, with low self-
esteem subjects matching more frequently than high self-esteem
subjects. The absence of differential matching in other conditions

suggested that matching behavior is not unalterably related to
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self-esteem but that adaptation to socially reinforcing environ-
mental contingencies occurs.

Gelfand (1962) investigated the effects of both response
inferred and experimentally manipulated self-esteem upon social
suggestibility, as measured by a picture preference test, involving
matching behavior and verbal operant conditioning. Fifth-grade,
public school children (N=60), assigned to high and low self-esteem
groups, were exposed to either a success or a failure experience
designed to manipulate self-esteem. Each subject then participated
in the picture preference task with an experimental confederate,
and his tendency to match the confederate's behavior was measured.
Finally, subjects were administered a verbal conditioning task in
which responsivity to verbal reinforcement was measured. A
factorial design with two levels of self-esteem and three
experimental conditions, including a control group, was used.
Results were generally in accord with the theoretical proposition
that self-esteem and persuasibility are negatively correlated,
and they showed a significant interaction of the successg-failure
condition with initial self-esteem in determining social suggesti-
bility.

The construct of self-esteem has not been so extensively
studied as the construct of dogmatism, and results have been con-
flicting, probably because hypotheses have been guided by a myriad of
operational definitions of the term. Research has indicated, however,

that when it is defined as a report of behavior that reflects degree
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of interpersonal confidence or adequacy in responding to social
situational stimuli, it is found to be indirectly related to
susceptibility to persuasive communication. Although meager, there is
evidence that the generalized matching behavior of low self-esteem
subjects will be augmented by the socially reinforcing contingencies
of peer group membership, and that the opinion change of low self-
esteem subjects will be in the direction of the attitudinal position
advocated by peers.

Source Credibility and Persuasion

Attitude change research has consistently indicated that
communicators perceived to be a source of valid assertions elicit
more change than do communicators who are not so perceived. It has
been frequently demonstrated that there is a positive relationship
between source credibility and opinion change (Anderson & Clevenger,
1963; Aronson, Turner, & Carlsmith, 1963; Hovland & Weiss, 1952;
Kelman & Hovland, 1953; Kulp, 1934).

Investigators have recognized, however, that credibility
represents a judgment of credibility made by the recipient of the
communication, rather than an attribute of the communicator (Sherif,
Sherif, & Nebergall, 1965). A learning theory orientation leads to
the assumption that a subject's reinforcement history will determine
whether or not he will perceive a communication source to be credible.
It is, then, perceived high credibility that acts as a facilitator of
persuasion, while perceived low credibility acts, at least temporarily,

as a source of interference in persuasion. Several investigations
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(Kelman, 1950; Mausner, 1954; Mausner & Block, 1957) have supported
the relationship of these prior reinforcements to counformity responses.

Studies of the learning of social imitation have produced
evidence that learning to imitate competent models will occur more
readily than learning to imitate incompetent models (Bandura, 1962;
Rosenbaum & Tucker, 1962). It has been clearly indicated that an
individual's social learning history generalizes to current social
behavior and that learned source credibility can be expected to
interact with learned personality characteristics to determine that
individual's ultimate persuasion.

Source Credibility~Dogmatism

Interaction

A number of investigations have supported the prediction that
high and low dogmatism will be influenced differentially by high and
low source credibility. An early study by Sanford (1950) showed
that authoritarian persconalities consistently regard the status-
laden leader as more competent than his democratic counterpart,
while equalitarian personalities accept high status leadership only as
the circumstances give weight to its direction. 1In a dyadic bargaining
system high dogmatism subjects were found to be less willing than low
dogmatism subjects to defect from a given position, despite evidence
supporting a discrepant position, because they viewed compromise as
defeat (Druckman, 1967). Rokeach's principle that low dogmatism
subjects will be more likely to learn new beliefs and utilize novel

responses which are reasonably presented to them has been extensively
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upheld (Adams & Vidulich, 1962; Christensen, 1966; Ehrlich, 196la;
Watson, 1967).

Johnson, Torcivia, and Poprick (1968), applying the McGuire
model (1968) to the nonmonotonic case of the authoritarianism-
influenceability relationship, predicted that attitude change for
high F-scale scorers would be relatively unaffected by a change in
source credibility, while the low F-scale scorer would be most
affected by source credibility changes. Their subjects were 152
students in an introductory psychology class at Loyola University
in Chicago, Illinois. In the first session, subjects received a
communication attributed to either a high credible or a low
credible source, which argued against the use of two medically
related practices toward which people almost invariably have:
highly favorable attitudes. They then responded to a four-item
questionnaire which was designed to assess their attitudes on the
issues which had been discussed by the two sources. In the final
part of the first session, the subjects completed a questionnaire
designed to assess recall of the communication. Seven days later
they responded to the F scale, and they again indicated their
attitudes on the issues used in the first session communication.
Finally, they were again .given the recall test of the first session.
A 2 X 2 experimental design was used to show the relationship
between level of authoritarianism and attitude change in each of the
four treatment groups. Results supported the effects of the source

manipulation in the four treatment categories. A significant




interaction appeared between F~scale scores and source credibility
with respect to attitude change, indicating that the low~F scorer
was most affected by source differences and the high-F scorer was
least affected. Analysis of variance indicated that the main
effects of source were highly significant (F=25.70) and the main
effect of F was not significant. McGuire's general model for the
relationship between a personality variable and persuasibility was
considered to be supported in that F scores were inversely related
to comprehension, and the interaction effect between F score and
source was significant. The latter finding was interpreted as
supporting the proposition that source credibility raises the
elevation of the yielding gradient which, in turn, lowers the
personality level that is optimal in persuasion.

Whether dogmatism, as measured by Rokeach's scale, will
function in the same manner as authoritarianism, as measured by F
scores, has not been tested directly (McGuire, 1968), but Powell's
(1962) finding of an enhancement of source differential associated
with dogmatism would imply that the dogmatism construct should
interact with source credibility in a manner similar to the
authoritarianism-source credibility interaction.

Source Credibility--Self-Esteem

Interaction

Cohen maintained (1959) that although high self-esteem
individuals are most resistant to influence in general, they become

responsive to attempts at persuasion when favorable self-evaluation
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is made readily possible by the conditions of the situation.
Leventhal and Perloe (1962) reported evidence of a relationship
between self-esteem and attitude change that supported Cohen's
interaction hypothesis rather than a generalized form of the simpler
hypothesis of an inverse relationship between self-esteem and
persuasibility (Janis, 1954; Janis & Field, 1959).

Gollob and Dittes (1965) reasoned that the increased per-
suasibility of lower self-esteem persons probably depends on quite
specific characteristics of the communication, and they predicted
that different types of communication would interact with self-
esteem and produce different effects on persuasibili*y. Although the
situational variables that they investigated were quite dissimilar
to that of the study reported in this paper, their experiment
offered two relevant conclusions:

1. low self-esteem decreased persuasibility when the
experimental manipulation affected the acceptance component of
opinion change, and

2. increased self-esteem may increase or decrease
persuasibility, depending on how it interacts with such variables as
the perceived characteristics of the source.

Nisbett and Gordon (1967) tested the McGuire (1968) model,
using the nonmonotic case of the self-esteem~--persuasibility
relationship. Experimentally manipulating both the reception and
yielding properties of persuasive messages, they predicted an

interaction between level of self-esteem and method of influence
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induction, such that maximum opinion change should occur at a lower
level of self-esteem for the induction that was difficult to yield to
and easy to receive than for the induction that was easy to yield to
and difficult to receive. At the first session two self-esteem tests
and an intelligence test were completed by 152 introductory psychology
students at Long Island University, Greenvale, New York. During the
second session, subjects received reports indicating that they had
done extremely well or extremely poorly on the intelligence test.
Subjects then completed both self-esteem tests once more and read
various persuasive messages. Finally, they indicated opinions on
the issues with which the communications were concerned. Results
confirmed the hypothesis that the negative relationship of self-esteem
to persuasibility would be reversed when the induction is made more
difficult to understand but highly plausible. Investigators con-
cluded that the form of the self-esteem--influenceability relationship
is determined by characteristics of the communication, which is a
central proposition of McGuire's theory.

The Nisbett-Gordon Study also tested, but did not support,
McGuire's suggestion that when a situation immediately threatening
to self-esteem is added to the chronic level of self-esteem, there
will be an interaction between chronic and acute self-esteem, such
that a person with high chronic self-esteem will be made more
persuasible, and subjects with chronically low self-esteem will
become less persuasible. The experiment of Gelfand (1962), however,

did support the proposition, and Millman (1965) investigating a
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similar hypothesis involving anxiety levels, also found evidence of
the additive interaction. For the purposes of the present study,
it is assumed that a subject's finding his original opinion to be
discrepant with the opinion of a highly credible source will
threaten chronic self-esteem and the additive reaction can be
expected.

Influenceability and Reference

Group Selection

There has been considerable empirical support of the
proposition that the stability of an individual's attitudes and
his susceptibility to change are related to the attitude norms of
his reference group (DeFleur & Westie, 1958; Elbing, 1962; Hartley,
1960; Merton & Kitt, 1950; Sherif & Sherif, 1964; Siegel & Siegel,
1957). Sherif and Sherif (1965) have maintained that attitude
change is an important individual aspect of group functioning and
that the communications most powerful in altering attitudes are those
associated with contexts of reference group interactions. When those
contexts change, attitudes are altered to varying extents, depending
on the motivations involved, the interests at stake, and the unique
personality characteristics of the individual.

Research has provided evidence that the mere perception that
the vast majority of group members accept a given norm operates as a
powerful force on the individual to conform to it (Bennett, 1955;
Newcomb, 1943). Members' adherence to group norms will vary with

their degree of attachment to the group (Converse & Campbell, 1960;
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Festinger, 1950). Friendship, identification and acceptance of status,
and self-esteem contribute heavily to the intetrnalization of group
norms (Kelman, 1961; Janis & Smith, 1965).

The investigation of Siegel and Siegel (1957) demonstrated
that the groups to which individuals aspire to belong are even more
weighty in determining opinion change than groups in which they
simply live and move. They found that opinion change among women
students at a large coeducational university occurred differentially
in the direction that would be predicted from knowledge of the norms
of the groups to which they preferred to belong. When divergent
membership groups with disparate attitude norms were socially
imposed on the basis of a random event, the greatest attitude change
occurred in subjects who came to take the initially nonpreferred,
membership group as their reference group.

Sherif, Sherif, and Nebergall (1965) have stated that,
stripped to its bare essential, attitude change results from a person's
felt necessity of coping with the discrepancy between the position he
upholds and the position to which he is exposed. Research has
yielded abundant evidence that attitudes represent established ways
of relating to.relevant others in the process of living and that an
individual's attitude change is never disengaged from the influence

of those groups to which he psychologically relates.




Chapter 3
Methodology

Selection of the Source Credibility Issues

Several weeks prior to the pilot study, the experimenter
consulted five teachers from high schools other than those to be
involved in either the pilot study or the experiments. These
teachers were asked to give their opinions in regard to the
credibility category and the wording of 24 statements being con-
sidered for inclusion in the pilot study questionnaire. This pro-
cedure produced 15 statements, of which 5 were presumed to involve
neutral credibility issues, 5 were presumed to involve peer
credibility issues, and 5 were presumed to involve administrator
credibility issues. The issues are listed below in categories of
presumed credibility:

1. neutral credibility
a. guaranteed annual family income
b. capital punishment
c. electoral college procedure
d. reduction of the legal voting age
e. draft amnesty
2. peer credibility
a., ability grouping
b. educational television instruction
c. ethnic group instructional materials

d. cooperative team teaching
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e. sex education in the high schools
3. administrator credibility
a. real property tax for financing public education
b. school voucher system
c. closed private sessions for school boards
d. maintenance contracting for school systems
e. use of public funds for private schools.

The 15 selected items were randomly ordered, and in order to
prevent response set bias, 8 stated a positive attitude and 7 stated
a negative attitude toward the issue involved. They were preceded by
a 6-point Likert-type scale, with a neutral point excluded for the
purpose of forcing a positively or negatively valenced expression of
attitude. The complete pilot study questionnaire appears in Appendix
A.

Pilot Study

The pilot study was conducted at meetings of the faculty of
Woodrow Wilson High School in Portsmouth, Virginia. It excluded the
administrators, guidance counselors, and librarians of the school and
involved two sessions, separated by an interval of five weeks. Both
questionnaires were completed by 90 male and female teachers. The
purpose of the pilot study was to determine the validity of the
source credibility issues and the reliability of the attitude scale
to be used in the experiments.

First Session

A simple introduction of the experimenter preceded the first
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presentation of the pilot study questionnaire. It was emphasized
that the administrative staff of Portsmouth Public Schools was in no
way involved in a knowledge or evaluation of individual or collective
responses to the attitude items. There were no instructions other
than those that introduced the questionnaire and a request that
individual questionnaires be identified by either name, telephone
number, or social security number. When completed, questionnaires
were collected by the experimenter.

The second phase of the first session began with the following

instructions:

This is an entirely different phase of the study and has
absolutely nothing to do with how you have already indicated
your agreement or disagreement with the statements on the
questionnaire. It is an attempt to assess your opinion about
the group that is likely to be most knowledgeable and experienced
in regard to the issues involved in the statements.

This questionnaire is a duplicate of the first one presented
to you. The 15 items were constructed with the premise that some
involve issues on which high school teachers, as a group, are at
least as knowledgeable and probably more experienced than public
school administrators. Some of the items were constructed to
measure attitudes toward issues on which administrators, as a
group, would be generally considered to be the most expert
authority. Some of the statements, we think, are likely to be

considered neutral as far as authority and expertise are concerned;
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in other words, neither a teacher nor an administrator would be
more knowledgeable, experienced--or "credible" is the word we
have used-~-in regard to the subject involved in the statement.
Before you classify each statement according to credibility,
consider expertise on the issue in terms of training, experience,
exposure, and knowledge. Then write in the right margin of your
questionnaire the word "neutral," "teachers," or "administrators."
Finally, be certain that you count the responses in the right

margin. There should be a total of 15.

Second Session

The second session questionnaire, identical to the first, was
introduced with the statement:

This is another part of the study in which you participated

last month. You may notice that some of the issues are similar

to those involved in the statements of your previous questionnaire
but read each statement carefully, so that you will not miss
possible differences.

The comments of the subjects indicated that they noticed first
session--second session item similarities, but there was no indication
that they realized the questionnaires were identical or that they
consciously tried to recall or match their responses to the first
session questionnaire. The fact that there was nothing to suggest,
in the first session, that similar issues would be involved in a
second session probably was important, in that there was no real

reason for the subjects to try to remember previous responses.
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The second phase of the second session began with distributing
identical, but unmarked, questionnaires and the following statements:

You will remember that, during the first session, you were

asked to indicate your opinion about the group that you con-
sider to be the most knowledgeable and experienced in regard

to the issues involved in each statement. Again today, you

are being asked to evaluate expertise on each issue, in terms

of training, experience, exposure, and knowledge and to indicate
in the left margin, beside each statement, whether you consider
an administrator, a high school teacher, or neither to be more
credible in regard to the specific issue involved.

At the conclusion of the second session, the teachers were
informed that the first and second session questionnaires had been
identical and that the Woodrow Wilson High School study had been a
pilot study to determine the reliability of an attitude scale to be
used in an experiment in another school system. ‘

Results

The results of the pilot study supported the validity of the
source credibility issues. From the 15 items labeled by the teachers
according to source credibility, 9 were selected which most highly
correlated with perceived expertise and experience of the indicated
source. Since 93 subjects completed the first session questionnaire
and only 90 completed the second session questionnaire, three of the
first session questionnaires were thrown out randomly, and a first

session--second session mean was computed for each issue category.
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This procedure resulted in the contingency table presented as Table 1.
The three items in each credibility category shown to be most valid
were included in the experimenter’'s attitude scale which is shown in
Appendix B.

The reliability of the attitude scale was also supported by
the results of the pilot study. The first session--second session
attitude scores on the nine selected items were treated with a Pearson
Product Moment correlation. The coefficient of reliability was .9648
with 88 df (p < .01).

Description of the Research Site and

the Experimental Population

The experiments were conducted from March to May, 1972, during
faculty meetings of the six senior high schools of the public schools of
Virginia Beach, Virginia. Virginia Beach is a sprawling city of 310
square miles in the Tidewater section of Virginia. The median annual
family income of the city is approximately $10,100., the highest in

the metropolitan area.

The total student population of the public schools numbers
46,808, including 17,383 students in grades 9 to 12. Testing
included the entire high school teaching faculties, with the exception
of eighth-grade teachers assigned to four of the high schools.

Description of the Measures

The measures used in the study included the attitude scale
derived from the pilot study, Form E of Rokeach's Dogmatism Scale
(1960), and the Self-Esteem Scale of deCharms and Rosenbaum (1960).

The nine items of the attitude scale were inserted into the Dogmatism
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TABLE 1
Frequency of Credibility Classification
of the Selected Pilot Study

Questionnaire Statements

Credibility Issues

Cap- Boards Main-
ital Abil- Vou- of te-
Pun- Draft ity Eth~ Team cher Edu- mnance
Family ish- Am-  Group~- nic Teach~ Sys- ca- Con-

Classification Income ment nesty ing Groups ing tems tion tracts

Neutral 83" 83 87 7 18 2 38 21 11
Teachers 4 2 1 74 33 79 2 5 1
Administrators 3 5 2 9 19 9 50 64 78

a . . , . g

All of the underlined frequencies evidence the validity of
the classification of the source credibility issues included in the
experimenter's attitude scale.
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Scale and into the Self-Esteem Scale in the same order in which they
had been inclﬁded in the original pilotlstudy questionnaire. Thus
were built two pretest questionnaires, hereafter referred to as the
dogmatism-attitude pretest and the self-esteem-~-attitude pretest.
The pretests are presented in Appendix C.

Dogmatism scale. Degree of dogmatism was measured by the

items comprising Form E (fifth revision) of the Dogmatism Scale
and described by Rokeach (1960) as the best 40 items taken from
Form D (fourth revision). Combination of the experimenter's
attitude scale with the Dogmatism Scale was functionally appro-
priate, because each is scored by a -3 to +3 range of degree of
disagreement-agreement on each item. For all statements on the
scale, agreement was scored as closed, and disagreement was
scored as open. The total score of the subject on the Dogmatism
Scale was the sum of scores obtained on the 40 items.

Research findings have generally supported the validity of
Rokeach's concept of dogmatism as a generalized theory of authori-
tarianism, independent of ideological content (Hanson, 1968;
Kerlinger & Rokeach, 1966; Plant, 1960; Zagona & Zurcher, 1965b).
Shown to measure patterns of attitude commitment (Barker, 1963;'
DiRenzo, 1967b), rather than particular political or social attitudes,
the Dogmatism Scale was considered appropriate for a study of
educator's attitudes on educational issues. Factor analysis on the
items of the Dogmatism Scale (Kerlinger & Rokeach, 1966; Vacchiano,

Schiffman; & Strauss, 1967) have noted that factors tend to group
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around Rokeach's conceptualizations. Studies of response set
(Becker & Delio, 1967; Wolfer, 1967) have found no evidence that
responses are significantly affected by social desirability sets,
although several investigators have raised the question of response
bias (Katz & Katz, 1967; Peabody, 1961; Roberts, 1962).

Rokeach (1960, pp. 89-90) reports test-retest'reliability
coefficients ranging from .68 to .93, with a median of .74, for
intervals ranging from 1 to 6 months. Other reported test-retest
data (Ehrlich, 196la; Kemp & Kohler, 1965; Lichtenstein, Quinn
& Hover, 1961) have been high, ranging from .69 to .92 for 1l2-day
to 15-week intervals. Ehrlich (1961b) reported the stability of
the scale over five years to be .55, and he found a corrected
split-half reliability of .88.

Extensive reviews of the literature (Rokeach, 1967;
Vacchiano, Strauss & Hochman, 1967) have concluded that, even
though a response set may be operative, the Dogmatism Scale has
been shown to be a generally valid and reliable instrument.

Self~-Esteem Scale. The ten items of the Self-Esteem Scale

are also scored by a -3 to +3 range of degree of disagreement-
agreement with each item; therefore, combination with the experi-
menter's attitude scale was, again, functionally suitable. The
Self-Esteem Scale is a questionnaire method, composed of a series of
statements that report behavior indicative of adequacy or inadequacy
in social situations; hence, it taps level of self-esteem as it has

been defined in this study. The total self-esteem score for each
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individual was the sum of his responses to the 10 items of the scale.
deCharms and Rosenbaum developed the instrument to meet
assumptions drawn from a learning theory concept of self-esteem as
developed through reinforcement of responses to social situational
stimuli and acting to mediate differing overt responses. They state
their assumptions as follows:
Each questionnaire item acts as a stimulus which communi-
cates to the subject a miniature social situation similar
enough to the situations actually experienced by him to elicit
the mediating anticipatory response. In this situation it must
further be assumed that following the mediating response
subjects give a verbal response similar to their typical
response in social situations [ 1962, p. 293 ].
There have been no reported results of the validity or the
reliability of deCharms' and Rosenbaum's test of self-esteem.
Using the scores of the study reported here, the experimenter found
a split-half reliability coefficient of .3506 with 298 df (p < .01).

Administration and Utilization of the

First Session Questionnaire

The first session questionnaire was administered during
March and April faculty meetings in each of the six high schools.

Initial Experimental Instructions

When the faculty was assembled, the principal introduced the
experimenter as a doctoral candidate, whose research study was being

carried out in Virginia Beach high schools with the approval of the
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district superintendent and the cooperation of total high school
faculties. As in the pilot study, it was emphasized that principals
and central office personnel were in no way involved in knowledge

of individual or collective responses to the questionnaires, which
would be seen only by the experimenter, who knew no faculty member
personally. Distribution of the questionnaires was preceded by a
request that each be identified by either name, telephone number,

or social security number.

One other instruction introduced the questionnaire:

If you are a department chairman, please indicate this at
the top of your questionnaire. The reason for my asking you to
do this is that your questionnaire will be considered with those
of other administrators in the school district when the scoring
is done. The school administrators, as a group, are also
taking part in the study.

One purpose of this instruction was to include department
chairmen in the teachers' concept of "administrators of Virginia Beach
schools" when the treatment involving administrators was administered
in the second session questionnaire. A second purpose was to make
the administrator treatment a credible experimental situation. The
dogmatism-attitude pretest and the self-esteem~-attitude pretest
were each distributed to half of the members of each faculty.

Selection of the Final

Experimental Group

The dogmatism-attitude pretest was completed, without error
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or omission, by 214 teachers. Of these, 14% were labeled High
Dogmatism (Hi D), and 14% were labeled Low Dogmatism (Lo D); i.e.,
Hi D by definition was the upper 147% of the dogmatism scores, and
Lo D by definition was the lower 14% of the dogmatism scores.
From the 232 teachers who completed the self-esteem-~-
attitude pretest, 13% were labeled High Self-Esteem (Hi S-E), and
13% were labeled Low Self-Esteem (Lo S~-E); i.e., Hi S-E by
definition was the upper 13% of the self-esteem scores, and
Lo S-E by definition was the lower 13% of the self-esteem scores.
This procedure yielded 30 Hi D subjects, 30 Lo D subjects, 30 Hi
S-E subjects, and 30 Lo S-E subjects. In this manner, 60
subjects were selected to determine the relationships involving
dogmatism, and 60 subjects were selected to determine the
relationships involving self-esteem.

Administration of the Second

Session Questionnaire

Four weeks after the first session, 12 alternate forms of
the second session questionnaire were administered to the 60
dogmatism subjects and to the 60 self-esteem subjects. In each
case, the 60 subjects were assigned randomly to experimental treat-
ments I and II.

Treatment I (30 D Subjects, 30 S-E Subjects)

Opinions on each of the three issue categories were described
as being expressed by peers. For each of the issue categories, half

of the questionnaires stated that opinions of the teachers of
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Virginia Beach high schools were very favorable, and half of the
questionnaires stated that opinions of the teachers of Virginia
Beach high schools were very unfavorable. There followed a state-~
ment that there was no consensus of the teachers on the remaining
six issues.

Treatment II (30 D Subjects, 30 S-E Subjects)

Opinions on each of the issue categories were described as
being expressed by adwinistrators. For each of the issue cate-
gories, half of the questionnaires stated that opinions of adminis-
trators of Virginia Beach high schools were very favorable, and
half of the questionnaires stated that opinions of the adminis-
trators of Virginia Beach high schools were very unfavorable.

There followed a statement that there was no consensus of the
administrators on the remaining six issues.

The 9-item attitude scale followed the treatment introduction
to which subjects had been assigned and is shown in Appendix B. A
diagram of the 12 alternate forms of the second session questionnaire
is presented in Table 2.

Distribution of the second session questionnaire was pre-
ceded by the experimenter's comments:

Your cooperation during our first meeting was sincerely
appreciated. Only a few of you will be asked to complete today's
questionnaire. These teachers were randomly selected from all
of you who took part in the first session.

Those of you who receive a questionnaire today will notice,
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TABLE 2
The Twelve Alternate Forms of the

Second Session Questionnaire

Peer Source Administrator Source

Admin- Admin-

Neu- istra- Neu-~- istra-
Source Credibility tral Peer tor tral Peer tor
Favorable Opinion 1 2 3 4 5 6
Unfavorable Opinion 7 8 9 10 11 12
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in the introduction, that there was much variation; éﬁd some
consensus, in the opinions expressed during the first session;
that is the nature of attitudes expressed by a large group.
If your questionnaire includes a reference to administrators,
consider the group of administrators as including department
chairmen, subject matter supervisors, principals, and central
office administrators. The attitudes of that group were assessed
with the same scale that was administered to you.
Please don't consult anyone else while marking your paper,
as we are only concerned with your own personal opinion on
each item. You identified your first questionnaire by name,
telephone number, or social security number. These identifi-
cations have been written on the top margin of the question-
naires to be distributed today, and when I announce them you
will know if you have been selected to participate in this part
of the study.
The second session was concluded with a careful explanation
of the purpose of the investigation and the necessary misinterpre-
tation of peer and administrator attitudes.

Description of the Statistical Procedures

Two experiments were performed. The first involved the
assigned variable of dogmatism, and the second involved the assigned
variable of self-esteem.

Each subject's persuasibility score was determined by his

opinion change in the direction of the position advocated by the
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source to which he had been exposed in the treatment assigned to
him. This involved determining his net opinion change score on the
three attitude items described as being highly favored or highly
disfavored by his treatment source. Since attitude scores on three
items could only vary from 3 to 21, net change scores could range
from -18 to +18. A constant of 18 was added to each net change
score in order to establish a zero change point and to avoid dealing
with negative numbers.

The data were treated with a factorial analysis of variance
and with a t test for significance difference between means of two
samples. Since the direction of results was specified in the
hypotheses, one-tailed tests of significance were performed. The
research designs are presented in Table 3 and Table 4.

Analysis of the Data:

Analysis of Variance

Hypothesis I and Hypothesis II were tested by determining
how the dependent variable of persuasibility varied with the inter-
action between the personality variable and treatment. Hypothesis
II1 and Hypothesis IV were tested by determining how persuasibility
varied with the interactions between the three independent variables.

Analysis of the Data: t test

Hypothesis I was tested by determining if there was a
significance difference between the mean persuasibility scores of
the high dogmatism sample under peer source treatment and under

administrator source treatment. Hypothesis II was tested by
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TABLE 3

Research Design: Experiment I

Peer Source Administrator Source
Neu- Admin- Neu- Admin-
Source Credibility tral Peer istrator tral Peer istrator

High Dogmatism

Persuasibility as
measured by
opinion change

Low Dogmatism
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TABLE 4

Research Design: Experiment II

Peer Source Administrator Source
Neu-~ Admin-~ Neu- Admin-
Source Credibility tral Peer istrator tral Peer istrator

High Self-Esteem
Persuasibility as
measured by

opinion change

Low Self-Esteem
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determining if there was a significant difference between the mean
persuasibility scores of the low self-esteem sample under adminis-
trator source treatment and under peer source treatment.

Hypothesis II1 was tested by determining if there was a
significance difference between the mean persuasibility scores of
the low dogmatism sample under treatment from a low credible source
and treatment from a high credible source. Hypothesis IV was tested
by determining if there was a significance difference between the
mean persuasibility scores of the high self-esteem sample under
treatment from a low credible source and treatment from a high

credible source.



Chapter 4
Results
Each experiment was based upon a similar set of two hypotheses.

The data relevant to the testing of the hypotheses concerning the
reference group selection of high dogmatism subjects (HDs) and of low
dogmatism subjects (IDs) will be presented first. Findings concerning
the reference group selection of low self-esteem subjects (L S-Es) and
of high self-esteem subjects (H S-Es) will then be examined. The data
relevant to the interaction of source credibility and treatment will be
presented in the third section. Finally, the reported results will be
summarized.

Experiment I: Level of Dogmatism and

Reference Group Selection

Experiment I tested Hypothesis I and Hypothesis III. These
hypotheses predicted the reference group selection of the high and the
low dogmatism samples.

High Dogmatism (HD) and Reference Group Selection

Hypothesis I states that HDs will show a statistically
significant opinion change in the direction of the position advo-
cated by administrators. A significant dogmatism~-treatment
interaction would provide evidence of persuasive influence of
administrator treatment on HDs.

As shown in Table 5, the opinions of HDs changed signifi-
cantly in the direction of administrator treatment, and the
opinions of LDs showed an almost identical change under the peer

64




Table 5
Mean Persuasibility Scores as Related to

Dogmatism (D) and Treatment (T)

Adminis-
Peer T trator T Mean
Hi D 18.8 21.5 20.2
Lo D 19.5 19.3 19.4
Mean 19.2 20.4

Mt 19.8
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treatment condition as under the administrator treatment condition.
The treatment effect resulted in an F ratio of 4,05 with 1 df

(p < .05), indicating that administrator treatment brought about
significantly greater opinion change than did peer treatment on the
total dogmatism sample (N=60).

The interaction between dogmatism and treatment, as illus~
trated in Figure 3, resulted in an F ratio of 4.95 with 1 df
(p < .05). Figure 3 also demonstrates the magnitude of the opinion
change of LDs in the direction of administrator treatment. It was
apparently this latter result thatwas largely responsible for the
significant treatment effect.

The t-test data in Table 6 also support Hypothesis I. The
difference between the mean of the HD sample under the condition of
peer treatment (N=15) and the mean of the HD sample under the
condition of administrator treatment (N=15) resulted in a t value
of 3.0927 with 28 df (p < .01).

Low Dogmatism (LD) and

Reference Group Selection

Hypothesis III states that LDs will show a statistically
significant opinion change in the direction of the position advocated
by the group considered to be more credible in regard to the issue
involved in the communication. Successful influence on LDs by the
treatment group perceived to be more credible would be indicated by a

significant interaction between dogmatism, credibility, and treatment.

The Dogmatism X Credibility X Treatment interaction was not



67

Persuasibility Scores

22
Hi D
21
20
LoD o
— Lo D
19
Hi D
18 - $
Peer T Administrator T

Treatments

Fig. 3. Dogmatism (D) X Treatment (T)




TABLE 6
Persuasibility Scores of High Dogmatism
Subjects (HDs) under Peer Treatment

and Administrator Treatment

Peer Treatment Administrator Treatment
20.0 17.0 20.0 26.0 23.0 19.0
17.0  18.0  19.0 20.0 20.0 17.0
16.0 22.0 21.0 24.0 17.0 24.0
17.0 19.0 18.0 22.0 24.0 25.0
20.0 19.0 19.0 21.0 22.0 18.0

Mt 18.8 Mt 21.4
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significant. However, credibility and treatment do interact
significantly (F=3.57 with 2 df, p < .05), and a look at these data
and the data of the Dogmatism X Credibility interaction helps to
clarify the relationship of the three independent variables. Table
7 shows the relationship between credibility and treatment as it

is reflected in mean persuasibility scores, and Figure 4 illustrates
the Credibility X Treatment interaction. It appears that the total
dogmatism sample (N=60) was persuaded to opinion change in the
direction advocated by the source perceived to be credible, but
there was more positive opinion change in this total sample when
treated by administrators on administrator credibility issues than
when treated by peers on peer credibility issues. There is also
evidence that the total dogmatism sample changed opinions in the
direction advocated by administrators on the neutral credibility
issues, with the result that there was no interaction under the
conditions of neutral credibility and administrator credibility.
These results indicate that even when administrators sought to per-
suade on neutral credibility issues, they were more successful than
peers.

The data in Table 8 and Figure 5 illustrate the Dogmatism X
Credibility interaction which, even though it is nonsignificant,
provides some explanation of the effect of the relationship between
dogmatism level and credibility level on opinion change. The data
demonstrate that both LDs and HDs were persuaded to greater opinion
change on those issues on which administrators were perceived to be

credible than on those issues on which peers were perceived to be




TABLE 7
Mean Persuasibility Scores of the Total
Dogmatism Sample as Related to
Credibility (C) and

Treatment (T)

Adminis~
Peer T trator T Mean
Neutral C 18.3 19.8 19.1
Peer C 20.0 19.1 19.6
Administrator C 19.0 22.3 20.7
Mean 19.1 20.4

Mt 19.8
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22
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20 Neutral C
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Fig. 4. Credibility (C) X Treatment (T). (Total Dogmatism

Sample.)



TABLE 8
Mean Persuasibility Scores as Related to

Dogmatism (D) and Credibility (C)

Adminis-
Neutral C Peer C trator C Mean
Hi D 20.0 19.9 20.5 20.1
Lo D 18.1 19.2 20.9 19.4
Mean 19.1 19.6 20.7

Mt 19.8
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Fig. 5. Dogmatism (D) X Credibility (C)
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credible. LDs showed no opinion change in the neutral credibility
condition, were persuaded to opinion change on the peer credibility
issues, and showed increased change on the administrator credibility
issues. HDs were persuasible under all three credibility conditions,
but there was no greater change on peer credibility issues than on
neutral credibility issues.

Table 9 presents the data of the relationship between dogmatism,
credibility, and treatment. Although LDs were persuaded to change by
administrators on administrator credibility issues and by peers on
peer credibility issues, HDs were influenced to a greater extent by
administrators than by peers on all three credibility issues. It
appears that the HDs susceptibility to influence by administrators
augmented their more generalized persuasibility, evident here as it
was in Figure 5.

Figure 6 illustrates the nonsignificant Dogmatism X
Credibility X Treatment interaction, and the failure of that inter-
action to support Hypothesis III can now be better understood. HDs
were persuaded to opinion change by the administrator treatment
whether the administrators were credible or not. 1Ds did not change
their opinions under either treatment when the issues were of neutral
credibility. LDs changed their opinions in the direction of the
credibility of the treatment source and showed their greatest change
when administrators attempted to persuade on those issues on which
they were perceived to be credible.

The data in Figure 6 support the McGuire (1968) model of the
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TABLE 9
Mean Persuasibility Scores as Related to
Dogmatism (D), Credibility (C), and

Treatment (T)

Peer T Administrator T

Mean
Neu~ Adminis- Neu~ Adminis-
tral C Peer C trator C tral C Peer C trator C
Hi D 18.4 19.0 19.0 21.6 20.8 22.0 20.1
oD 18.2 21.0 19.2 18.0 17.4 22.6 19.4
Mean 18.3 20.0 19.1 19.8 19.1 22.3
Mt 19.8
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Persuasibility Scores
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Lo D/Admin. C
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a . . - s \ .
Zero change point below which opinion change is in the direction
opposite to the position advocated by the treatment group.

Fig, 6. Dogmatism (D) X Credibility (C) X Treatment (T)
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relationship of a personality variable to persuasibility in a
nonmonotonic case, such as dogmatism. HDs showed greater opinion
change with neutral credibility under both treatments than did IDs,
and they were more generally persuasible across treatments. Only when
the treatment source was perceived to be credible were LDs more
persuasible than HDs.

The t-test data in Table 10 further support Hypothesis III.

The difference between the mean of the LD sample under the condition
of Administrator Treatment/Peer Credibility (N=5) and the mean of the
ID sample under the condition of Peer Treatment/Peer Credibility (N=5)
resulted in a t value of 1.9354 with 8 df (p < .05). The difference
between the mean of the ID sample under the condition of Peer
Treatment /Administrator Credibility (N=5) and the mean of the LD
sample under the condition of Administrator Treatment/Administrator
Credibility (N=5) resulted in a t value of 2.5342 with 8 df (p<.05).
These data support the prediction that IDs will be more susceptible
to persuasion by a source perceived to be credible.

Experiment II: Level of Self-Esteem and

Reference Group Selection

Experiment II tested Hypothesis II and Hypothesis IV. These
hypotheses predicted the reference group selection of the low and the
high self-esteem samples.

Low Self-Esteem (I S~E) and

Reference Group Selection

Hypothesis II states that L S-Es will show a statistically

significant opinion change in the direction of the position advocated




TABLE 10
Persuasibility Scores of Low Dogmatism Subjects (LDs)

as Related to Treatment (T)/Credibility (C)

Conditions
Peer C Administrator C
Adminis- Adminis-
trator T Peer T Peer T trator T
21.0 14.0 20.0 25.0
17.0 20.0 18.0 18.0
24.0 14.0 21.0 24 .0
20.0 20.0 19.0 23.0
23.0 19.0 18.0 23.0
M 21.0 M 17.4 M 19.2 M 22.6
t t t t
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by peers. A significant interaction between self-esteem and treatment
would provide evidence of the persuasive influence of peer treatment
on L S~Es.

As shown by the data in Table 11, L S-Es were no more
persuasible across treatments than H S-Es (F=0.00 with 1 df); in
fact, L S-Es demonstrated the only negative change, and it was
made under administrator treatment. A significant treatment effect
was evidenced by an F ratio of 9.32 with 1 df (p < .01).

Figure 7 illustrates the magnitude of L S-Es opinion change
in the direction of peer treatment. It also presents the sig-
nificant Self-Esteem X Treatment interaction which resulted in an
F ratio of 20.16 with 1 df (p < .01).

In addition to the analysis of variance data, the t-test
data in Table 12 support Hypothesis II. The difference between the
means of the L S-E sample under the condition of administrator
treatment (N=15) and the mean of the L S-E sample under the condition
of peer treatment (N=15) resulted in a t value of 5.4222 with 28 df
(p <.0L).

High Self-Esteem (H S-E) and

Reference Group Selection

Hypothesis IV states that H S~Es will show a statistically
significant opinion change in the direction of the position advocated
by the group considered to be more credible.in regard to the issue
involved in the communication. Successful influence on H S-Es by

the treatment group perceived to be more credible would be indicated
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TABLE 11
Mean Persuasibility Scores as Related to

Self-Esteem (S-E) and Treatment (T)

Adminis-
Peer T trator T Mean
Hi S-E 18.9 19,7 19.3
Lo S-E 21.4 17.2 19.3
Mean 20.2 18.5

Mt 19.3
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Persuasibility Scores

22
Lo S-E
21
20
Hi S-E
19
Hi S-E
a
18
Lo S-E
17% - ol
Peer T Administrator T

Treatments

a . s R
Zero change point below which opinion change is in the
direction opposite to the position advocated by the treatment group.

Fig. 7. Self-Esteem (S-E) X Treatment (T)




Persuasibility Scores of Low Self-Esteem

Subjects (L S~Es) under Administrator

TABLE 12

Treatment and Peer Treatment

Administrator Treatment

Peer Treatment
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17.0
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20.0

17.0
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15.0
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20.0

20.0
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18.0
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by a significant interaction between self-esteem, credibility, and
treatment.

A significant Self-Esteem X Credibility X Treatment inter-
action resulted in an F ratio of 5.20 with 2 df (p < .01). These
data are presented in Table 13.

Figure 8 illustrates the Self-Esteem X Credibility X
. Treatment interaction. It demonstrates the opinion change of H S-Es
in the direction of the position advocated by the group perceived
to be more credible, as well as the absence of opinion change of
H S-Es in the direction of either treatment group under the
condition of neutral credibility.

The data in Figure 8 also support the McGuire (1968) model
of the relationship of a persomnality variable to persuasibility in
anonmonotonic case such as self-esteem. L S-Es showed a generalized
persuasibility, at least under peer treatment. H S-Es showed no
opinion change except when the treatment group was perceived to be
credible, It appears that source credibility will raise the elevation
of the yielding gradient, as McGuire predicted. This is inter-
preted as substantiation of Hypothesis 1IV.

Table 14 shows the mean persuasibility scores as related to
credibility or treatment. A significant Credibility X Treatment
interaction resulted in an F ratio of 4.30 with 2 df (p < .05).
Figure 9 illustrates this interaction and the opinion change of
L S-Es in the direction advocated by peers, even under the conditions

of neutral or administrator credibility. Thus its data give additional
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TABLE 13
Mean Persuasibility Scores as Related to
Self-Esteem (S-E), Credibility (C),

and Treatment (T)

Peer T Administrator T Mean
Neu- Adminis- Neu- Adminis~
tral C Peer C trator C tral C Peer C trator C
Hi S-E 17.4 21.4 18.0 18.2 18.0 23.0 19.3
Lo S-E 22.2 21.0 21.0 18.0 17.0 16.6 19.3
Mean 19.8 21.2 19.5 18.1 17.5 19.8
M 19.3
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Persuasibility Scores
23 Hi S-E/Admin. C

Lo S~-E/Neutral C
22

Hi S-E/Peer C

1o S-E/Peer C
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#Zero change point below which change is in the direction
opposite to the position advocated by the treatment group.

Fig. 8. Self-Esteem (S-E) X Credibility (C) X Treatment (T)



TABLE 14
Mean Persuasibility Scores of the Total
Self-Esteem Sample as Related to
Credibility (C) and

Treatment (T)

Adminis~
Peer T trator T Mean
Neutral C 19.8 18.1 19.0
Peer C 21.2 17.5 19.3
Administrator C 19.5 19.8 19.7
Mean 20.2 18.7

Mt 19.3
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Persuasibility Scores
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Fig. 9. Credibility (C) X Treatment (T). (Total Self-Esteem

Sample.)




88

support to Hypothesis II.

A significant Self-Esteem X‘Credibility interaction resulted
in a F ratio of 4.66 with 2 df (p <.05). The data presented in
Table 15 show the relationship of the mean persuasibility scores of
H S-Es and L S~Es to the interaction between self-esteem and
credibility,

Figure 10 illustrates the Self-Esteem X Credibility inter-
action. It indicates that H S-Es were not persuasible on neutral
credibility issues, were influenced to change their opinions on peer
credibility issues, and showed greater change on administrator
credibility issues. L S-Es were persuasible on all three credi-~
bility issues, but showed the greatest change on neutral credibility
issues.

The Et-test data presented in Table 16 further support
Hypothesis IV. The difference between the mean of the H S-E sample
under the condition of administrator treatment/peer credibility (N=5)
and the mean of the H S-E sample under the condition of peer
treatment/peer credibility (N=5) resulted in a t value of 2.3689 with
8 df (p < .05). The difference between the mean of the H S~E sample
under the condition of peer treatment/administrator credibility (N=5)
and the mean of the H S-E sample under the condition of administrator
treatment/administrator credibility (N=5) resulted in a t value of
3.5355 with 8 df (p < .0l). The t-test data indicate the responsive-
ness of H S-Es to the persuasive influence of the more credible

group, and especially to the administrator group when it was



TABLE 15
Mean Persuasibility Scores as Related to

Self-Esteem (S-E) and Credibility (C)

Neu- Adminis-

tral C Peer C trator C Mean
Hi S-E 17.8 19.7 20.5 19.3
Lo S-E 20.1 19.0 18.8 19.3
Mean 18.9 19.3 19.7

Mt 19.3
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4zero change point below which opinion change is in the direction

opposite to the position advocated by the treatment group.

Fig.
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Self-Esteem (S-E) X Credibility (C)



TABLE 16
Persuasibility Scores of High Self-Esteem
Subjects (H S-Es) as Related to

Treatment (T)/Credibility (C)

Conditions
Peer C Administrator C
Adminis- Adminis-
trator T Peer T Peer T trator T
20.0 18.0 20.0 24,0
20,0 23.0 18.0 23.0
17.0 22.0 17.0 19.0
18.0 24,0 20.0 24.0
15.0 20.0 15.0 25.0

M_ 18.0 M_21.4 M_18.0 M 23.0
t t t
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perceived to be credible.

Source Credibility and Reference

Group Selection

Both Experiment I and Experiment II indicated the influence
of a credible communication source in bringing about opinion change
in the direction of that source. As reported in Experiment I

(Dogmatism and Reference Group Selection) a significant

Credibility X Treatment interaction (F=3.57 with 2 df, p < .05)
indicated that the total dogmatism sample (N=60) was persuaded to
opinion change by the source perceived to be credible. 1In

Experiment II (Self-Esteem and Reference Group Selection) the

Credibility X Treatment interaction resulted in an ¥ ratio of 4.30
with 2 df (p < .05), showing the persuasive influence of source
credibility on the total self-esteem sample (N=60).

This finding in the case of both personality variables is
consistent with previous research which has indicated a positive
relationship between source credibility and persuasibility. 1In the
study reported here, a source perceived to be credible by the
recipient of a communication was persuasive with both high and low
levels of two personality variables.

Summary

The findings in Experiment I (Dogmatism and Reference Group

Selection) are summarized as follows:

92

1. There was a significant interaction between dogmatism

and treatment. This result was regarded as giving support to the
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hypothesis that a highly dogmatic teacher will be susceptible to per-
suasion by school administrators (Hypothesis Ij.

2. There was a significant difference between the
opinion change means of high dogmatism subjects under the conditions
of the two treatments. This finding was interpreted as evidence that
a persuasive message from a group of school administrators has a
greater positive effect on the opinion change of highly dogmatic
teachers than a persuasive message from a group of peers. The
significant difference in sample means was in the direction predicted
in Hypothesis I and was interpreted as giving support to the
hypothesis. -

3. The Dogmatism X Credibility X Treatment interaction
was nonsignificant and could not be interpreted as supporting
Hypothesis III. However, the data of the several relationships
between these three independent variables and mean persuasibility
scores were considered to indicate that teachers low in dogmatism
were persuaded to yield by the source considered to be credible on the
issue involved in the communication. The findings were interpreted
as evidence that dogmatism is directly related to yielding and that
source credibility variations will affect the attitude change of low
dogmatism subjects in the direction of the source considered to be
credible (Hypothesis III).

4. There were significant differences between the means
of low dogmatism subjects under the two treatments when each treatment

was combined or not combined with credibility of the treatment source.
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These differences between sample means were in the directions pre-
dicted in Hypothesis III and were considered to provide additiomal
evidence that teachers low in dogmatism are more susceptible to
persuasion by a source perceived to be credible than by a source
which is not perceived to be credible on the issues involved in
the communication.

5. There was a significant treatment effect. This
result was considered to indicate greater persuasive influence by
school administrators than by peers on teachers both high and low
in dogmatism.

6. There was a significant interaction between credi-
bility and treatment. The data of this interaction were inter-
preted as indicating that teachers both high and low in dogmatism were
persuaded to change their opinions by a source perceived to be
credible. The data also were considered to provide evidence that
teachers are more susceptible to influence on issues on which
administrators are credible than on issues on which peers are
credible.

The findings in Experiment II (Self-esteem and Reference Group

Selection) are summarized as follows:

1. There was a significant interaction between self-~
esteem and treatment. This finding was regarded as giving support
to the hypothesis that teachers low in self-esteem will be sus-
ceptible to persuasion by a group of peers (Hypothesis II).

2. There was a significant difference between the attitude
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change means of low self-esteem subjects under the conditions of

the two treatments. This result was considered to indicate that a
persuasive communication from a group of peers had a greater posi-
tive effect on the opinion change of teachers low in self-esteem than
a persuasive communication from a group of school administrators.

The difference between sample means was in the direction predicted in
Hypothesis II and was interpreted as giving support to the hypo-
thesis.

3. There was a significant interaction between self-
esteem, credibility, and treatment. This result was regarded as
supporting the hypothesis that teachers high in self-esteem will be
susceptible to persuasion in the direction of the position advo-
cated by the group perceived to be credible in regard to the issue
involved in the communication (Hypothesis IV). The data of the
interaction was interpreted as evidence that self-esteem is
indirectly related to yielding and that source credibility variations
will bring about attitude change of high self-esteem subjects in the
direction of the source considered to be credible.

4. The data of the relationships between self-esteem,
credibility, and treatment indicated opinion change of low self-~
esteem subjects toward the position advocated by peers even under the
conditions of neutral credibility and of administrator credibility.
This finding was considered to provide additional support for

Hypothesis I1I.

5. There were significant differences between the means
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of high self-esteem subjects under the two treatments when each
treatment was combined or not combined with credibility of the
treatment source. These differences between sample means were in
the directions predicted in Hypothesis IV and were considered to
provide additional evidence that teachers high in self-esteem are
more susceptible to persuasion by a source perceived to be credible
than by a source which is not perceived to be credible on the issue
involved in the communication.

6. There was a significant interaction between self-
esteem and credibility. The data were interpreted as providing
evidence that teachers high in self-esteem are more susceptible than
teachers low in self-esteem to influence on issues involving
credibility. Additionally, the data indicated that teachers low in
self-esteem showed their greatest persuasibility on issues on which
neither peers nor administrators were considered to be credible.

7. There was a significant treatment effect. This
result was considered to indicate greater persuasive influence by
peers than school administrators on a group of teachers both high
and low in self-esteem.

8. There was a significant interaction between credi-
bility and treatment. The data of this result was interpreted as
evidence that school administrators successfully influence a group
of teachers, high and low in dogmatism, only on issues on which
administrators are considered to be credible, while peers are

successful in influencing those teachers on issues on which peers
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are considered to be both credible or not credible.

A significant interaction was found between credibility and
treatment in both experiments. This result was considered to be
consistent with previous attitude change research which had indicated
a positive relationship between source credibility and opinion change.
The data of the study indicate, however, that this is not a simple
linear relationship and that teachers are differentially influenced
by source credibility according to its joint effects with certain

personality characteristics.



Chapter 5
Discussion and Conclusions

The two experiments reported in this thesis were investi-
gations of the relative effectiveness of persuasive communications
of an authority group and a peer group in changing attitudes. It
was hypothesized that the separate and joint effects of certain
personality characteristics and the credibility of the communi-
cation source determine a high school teacher's susceptibility to
influence by a reference group.

In this chapter the findings of the experiments will be
discussed and conclusions will be drawn in regard to the signifi-
cance of the results for insight into the relationship of
personality and environmental variables to the influenceability of
teachers. The implications of the study for theory, for research,
and for the practice of educational leadership will be presented in
the final sections.

Dogmatism, Source Credibility,

and Persuasibility

The study demonstrated a direct relationship between dogmatism
and persuasion by an authority source. This result contradicts the
findings of previous researchers who have reported a simple positive
relationship between general authoritarianism and yielding. Highly
dogmatic subjects were not significantly more persuasible across

treatments than subjects low in dogmatism. The persuasibility of

98
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highly dogmatic teachers is apparently more a function of suscepti-
bility to the influence of authority figures than a generalized
persuasibility.

Administrators were generally more effective than peers in
persuading the total dogmatism sample to attitude change. The
evidence suggests that peers are consistently unsuccessful in
persuading highly dogmatic teachers and are successful with
teachers low in dogmatism only when perceived as credible on the
issues involved.

The findings further demonstrated greater persuasibility of the
total dogmatism sample on issues on which they considered administrators
to be credible than on issues on which they considered peers to be
credible. It appears that teachers are more resistent to attitude
change on those issues on which they consider themselves to be expert
and knowledgeable.

The efficacy of source credibility in raising the elevation of
the yielding gradient is viewed as one of the more important findings
of the study, especially since McGuire states (1968) that, although
the dogmatism syndrome might be expected to function in the manner
hypothesized for authoritarianism, there has been no previous applica-
tion of the McGuire model to dogmatism. Results of the study reported
here indicated that source credibility increased the persuasibility of
subjects low in dogmatism, but highly dogmatic subjects were persuaded
by administrators even on issues on which peers were considered to be

credible. As predicted by McGuire, the interacting effect is such
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that dogmatism is positively correlated with influenceability when

the message is from positively valenced soufces and negatively when
from negatively valenced sources. Subjects low in dogmatism were

more susceptible than highs to differences in source credibility. It
is concluded that attempts at persuasion by a teacher group are not
likely to lead to opinion change in highly dogmatic teachers, even
when teachers are considered to be expert and experienced in regard

" to those issues on which they seek to persuade. The credibility of

a communication source can be expected to lead increasingly to success
in influence attempts as the level of dogmatism decreases.

In this experiment there was neither a direct dogmatism-
persuasibility relationship nor a significant interaction between
dogmatism and credibility. The only significant effects involved
treatment, either in separate effect or in interaction with each of the
other independent variables. The findings are evidence that there
are complex relationships of treatment with both personality and
situational variables which must be considered in any predictions of
persuasibility.

Self-Esteem, Source Credibility,

and Persuasibility

The findings of Experiment II indicated an inverse relationship
between self-esteem and persuasion by a peer group. This result is
contrary to research reports of a simple inverse relationship between
self-esteem and persuasibility. Subjects low in self-esteem were no

more persuasible across treatments than subjects high in self-esteem.
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The highs yielded more to the persuasion of administrators than of
peers, while the lows actually changed their opinions in the direction
opposite to that advocated by administrators. According to these
data, the persuasibility of a teacher low in self-esteem is a function
of his susceptibility to peer group influence rather than a generalized
persuasibility.

Peers were more effective than administrators in persuading
the total self-esteem sample to attitude change. It appears that
administrators are persuasive only when they are considered to be
credible, and then only with teachers high in self-esteem.

The experiment showed the total self-esteem sample to be
somewhat susceptible to persuasion, despite the nature of the credi-
bility of the source. As in Experiment I, however, the evidence is
that teachers are less inclined to change their attitudes on those
issues on which they consider themselves to be credible.

The data add additional support to McGuire's hypothesis that
source credibility raises the elevation of the yielding gradient,
with the result that it intersects the reception gradient at a
higher level of self-esteem. Self-esteem was positively correlated
with influenceability when the message was from a credible source
and negatively when the message was from a source not perceived to
be credible. It is concluded that high self-esteem teachers can be
expected to be more susceptible to persuasion by a communicator
considered to be expert and knowledgeable in regard to the issue

on which he seeks to persuade, while low self-esteem teachers are
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likely to yield to persuasion by peers on all issues, despite the
credibility of the communication source. The magnitude of the sus-
ceptibility of teachers low in self-esteem to the persuasive influence
of their peers was a salient finding of the study.

Persuasibility and the Interaction of

Personality and Situational

Variables

The results indicated that the independent variables acted
separately and in interaction to motivate teachers to yield to the
influence of one reference group or another. There was demon-
strated a direct relationship between dogmatism and persuasion by
administrators, and an indirect relationship between self-esteem
and persuasion by peers. There were interactions in which source
credibility increased the yielding of low dogmatic and high self~
esteem subjects, did not increase the yielding of high dogmatics, and
actually decreased the yielding of low self-esteem subjects.

In both experiments the most highly significant interaction
is between the personality variable and treatment. Indeed, it
appears that it is the very high F ratio of Self-Esteem X Treatment
that primarily accounts for the triple interaction of the independent
variables in Experiment II. Additionally, the second-order inter-
action effect is elevated by a significant interaction between
self-esteem and credibility which does not occur between dogmatism
and credibility. Subjects low in self-esteem were as highly per-

suasible by peers when credible as when not, while subjects high in
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dogmatism were highly persuasible by administrators, but even more
highly when administrators were considered credible. It is concluded
that the credibility of a communication source cannot be expected to
play a part in the susceptibility of low self-esteem teachers to
efforts at persuasion.

Summary and Implications

The results of this study have been interpreted as supporting
the general hypothesis that levels of dogmatism and self-esteem and
the situational variable of source credibility are factors pre-
disposing a high school teacher to utilize either his peer group or
the administrative authority group as a reference group when he is
persuaded to attitude change. The findings indicated that, within
the type of population that was sampled, a teacher's susceptibility to
persuasion by either reference group depends on certain personality
characteristics and that these personality characteristics interact
with the credibility of the communication source in determining
persuasibility.

Implications for Theory

The experimental results offer a number of implications for
a variety of theoretical considerations as well as for learning
theory and for reference group theory as they are applied to
attitude change.

Persuasibility as a general trait. There is no support for

the assumption of a general trait of persuasibility to each of a
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series of discrete topics in different communications, as was proposed
by Hovland, Janis, and Kelley (1953). The experiments highlight the
necessity for considering personality and situational variables
simultaneously in predicting susceptibility to social influence. The
findings lend empirical support to McGuire's (1968) statement that

“"any valid theory of personality-influenceability relations must,
therefore, hypothesize relations that are complex and situational inter-
1

acting, or else be of very narrow generalizability [ p. 1172 ].

Ego-involvement and attitude change, There is supporting

evidence in both experiments for the social judgment-involvement
approach to attitude change as described by Sherif and Hovland
(1961) and Sherif, Sherif, and Nebergall (1963). This theoretical
orientation assumes that a respondent's stand on an issue serves
as an internal anchor for judging persuasive communications and that
when a respondent is ego-involved in an issue, his own stand produces
even stronger anchoring effects. An ego-involving attitude is a
social value with which an individual strongly identifies and which
he comes to incorporate as part of himself (Sherif & Cantril, 1947).
It is strongly rooted in a reference group with a known stand on the
issue (Sherif & Hovland, 1961).

With high ego-involvement on an attitude dimension, there 1is
a broader latitude of rejection, or band of positions, which one
judges to be unacceptable (Sherif, Sherif, & Nebergall, 1965). The
consequence is intrusion of distortion into the judgment process

and absence of opinion change, with less opinion change as the
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discrepancy between the respondent's stand and the position advocated
by the communication increases.

Although not hypothesized, in both experiments reported here
there was resistance to attitude change on issues on which the teachers
considered themselves to be credible. These issues were team
teaching, ability grouping, and the introduction of minor ethnic group
materials into the curriculum. It appears that the teachers may have
felt a high degree of ego involvement in issues which are tied to
their reference groups and which are likely to engage their value
systems.

The findings also are consistent with Sherif and Hovland's
(1961) description of the functional value of judgment processes in
maintéining personal integration by fostering dissociation from
negatively valued positions and exaggerating the self-similarity
of acceptable positions or persons. When faced with an extreme
attitudinal position (i.e., the external agent was described as
"very strongly' favorable or unfavorable to the issues) and when
highly ego-involved in issues of immediate importance to them, the
teachers were not susceptible to short-term attempts to change
their attitudes in the direction advocated in the communication.

They were more inclined to retrench in their own stand or change
their attitudes away from the communication, as Sherif and Sherif
(1967) have predicted. The behavior of the teachers in ignoring the
reality of the source's credibility on these ego-involved issues

suggests that attitudes have an ego-defensive function, as described
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by Katz (1960).

Learning theory. The study supported the constructs of

dogmatism and self-esteem as conceived within a learning theory
framework and measured by instruments that meet assumptions that the
construct is developed through response reinforcement and acts to
mediate overt responses. Theories of social imitative behavior,
offering an explanation of attitude change through learning princi-
ples, generated hypotheses that were supported by the results, as
were predictions proceeding from McGuire's (1968) multiplicative two-
factor model.

Both experiments allowed acceptance of hypotheses that the
condition in which a subject received reinforcement will produce the
greatest amount of imitation, with the model serving as the main source
of an attitude change which mediates the overt behavior of opinion
change in the direction of the advocated position. Attitude change,
as it was described by Doob (1947), was predicted to be a function
of decreased habit strength of the attitude and conflict of the drive
strength with competing drives. Within the samples studied, opinions
changed in the directions predicted by hypotheses generated by
behavioral learning theory.

Reference group theory. The study supports empirically the

proposition that an individual's susceptibility to persuasion is
related to the values and attitude norms of his reference group. It
has provided evidence that attitude change decreases with increased

commitment to and involvement in one's stand on an attitude issue. It
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has contributed to reference group theory not only by supporting these
predictions which have been made‘by its theorists, but alsé by
showing empirically that reference group selection is a function of
a complex interaction of cognitive and affective personal character-
istics which play a part in determining both the appeal and the impact
of credibility, and hence the influence, of a given source.

Briefly, the investigation has allowed prediction of the
reference group that will be employed by certain individuals when
they are subjected to persuasive attempts. Hopefully, it has helped
to clarify the processes through which men relate themselves to
groups and refer their behavior to the values of these groups.

Implications for Educational

Leadership

The results of the study have been interpreted as supporting
the hypothesis that the effectiveness of an influence attempt by
school administrators depends on certain personality characteristics
of the teachers to whom it is directed. It has indicated that
administrators are more effective in persuasion with closed-minded
teachers who believe in the perpetuation of authority and in the
wisdom of a bureaucratic elite. It has been further suggested that
administrators can expect to exert more influence with both open-
minded teachers and teachers high in self-esteem if they will give
these teachers reason to perceive them as expert and knowledgeable on
the issues on which they seek to persuade. Clearly, the implication

is that educational leaders should know whereof they speak and should
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present a clear and detailed message in order to increase both
yielding and comprehension.

It has also been demonstrated that the peer group was more
effective in changing the attitudes of teachers with limited self-
confidence and with feelings of inadequacy in responding to social
situational stimuli. This suggests that, in seeking to influence
teachers to support educational innovations and objects, it would
be wise to enlist certain well-accepted teachers as leaders in the
influence attempt.

There was no evidence of greater general effectiveness of
either administrators or peers when all subjects in both experiments
were considered. Administrators were more effective in persuading
the total dogmatism sample while the total self-esteem sample
yielded more to the influence of peers. Close examination of the
data revealed that it was the marked susceptibility of the highly
dogmatic subjects to administrator influence and of low self-esteem
subjects to peer influence that accounted for these findings. The
fact that authority figures were not more influential testifies to the
necessity of clarifying the concepts of power and authority in an
organizational context. The study suggests that power, as it has been
described by Jacobs (1971), is an aspect of interpersonal relationships
rather than a personal attribute, and that it implies the capacity to
move an individual toward behavior that he would otherwise not perform.

Similarly, the efficacy of source credibility corroborates

Peabody's (1964) distinction between formal and functional authority.
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Formal authority, as vested in school administrators, is based upon
the legitimacy of the control attempt by the position incumbent and
on the capacity for sanctions inherent in the formal position.
Functional authority is derived from the recognition of professional
competence and experience (e.g., source credibility) which may
compete with the formal authority, as in these experiments where it
serves to increase the yielding of individuals who would otherwise
not yield.

The results imply that leadership training should emphasize
the importance of adaptive supervision. Administrators should be
educated in the knowledge that, when goals are to be attained through
people, leaders must adapt their practices and approaches to
individuals with different personality characteristics and inter-
personal skills, This could be presented as a primary key to
personnel motivation and productivity as well as to successful
influence with members of the community. Educators of these
administrators should also appreciate the effectiveness of different
methods of training and altering the attitudes of students with
different personalities and values,

A foremost implication of the study reported here is that the
behavior of teachers can be moved toward organizational goals if their
leaders are wise in the ways of influence. The results indicate that
such wisdom is likely to proceed from a dual focus such as Lewin's
(1951) when he described behavior as a function of the person and of

his environment.
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Implications for Further

Research

Only with great care should inferences be made beyond the
experimental situation as it has been studied and controlled. No
generalizations are made beyond the behavior and learning of the
extreme levels of the personality variables, nor to the behavior of
other than high school teachers in a similar environmental situation.
There should be no attempt to generalize to more deep-seated attitudes
than those studied here, for they are the products of extensive
reinforcement histories in an individual's natural environment.

It cannot be assumed that a teacher's responses on an
attitude scale will necessarily correspond to his performance in a
social setting. Complexly interwoven situational factors intimately
control attitudinal behavior in a field setting, and the testing
situation of this study may not have evoked the identical performance
that would occur in direct interpersonal confrontation.

These limitations, however, suggest directions for future
research that could have significant consequences for educational
leadership. The study has investigated only a limited range of
variables, but it has indicated the importance of simultaneous
consideration of situatiomal and personality variables in any
attempts to influence the attitudes of teachers. Future research
should consider other receiver variables and other characteristics
of the source, the message, and the channel of influence. These

variables could be studied in their relationships with attitudes and
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populations and in settings other than those selected here. This kind
of research could be expected to broaden the field of personnel
administration to include a consideration of the personality character-
istics of teachers and of their potential for motivation. It could
lead to predictions of the best methods for gaining increased morale
and support for educational objectives.

The findings also imply the necessity for a reevaluation of
the statistical needs of the behavioral sciences, as suggested by
McGuire (1968). It has been shown that relationships between the
personality variables are neither direct nor monotonic. By analysis
of variance it has been shown only that the independent variables
departed from a straight horizontal line in the direction specified.
As McGuire noted, there is an apparent need for incorporating trend
analysis into inferential statistics and to deal with complex
hypotheses that use data to fit a variety of relationships (e.g.,
inverted U) and to estimate the parameters involved (1968, p. 1179).
Summary

This investigation yielded empirical evidence that truth is
rarely simple. It has shown that two personality variables are
positively or negatively related to the persuasive impact of a
given message, depending on the source to whom the message is
attributed. It has also supported a theoretical position that
attitude change, requiring both comprehension of a message and
yielding to the message, can be accomplished by manipulating these

variables. It has implied that an understanding of influence




112

acceptance behavior requires insight into the complex relationships
of situational variables to an individual's cognitive and affective
characteristics.

For the practice of personnel administration it has
demonstrated the importance of seeking teachers who are keenly
aware of evidences of valid assertions, interested in new
experiences, confident in their own worth, tolerant, and cognitively
open. For school administrators it has suggested that they be tuned
to personality differences, knowledgeable in regard to the issues
on which they seek acceptance, and clear and justifiably confident
in their presentations of those issues. For the educators of
administrators it has indicated that training methods must vary
according to the individual needs and values of their students.
Primarily, it has offered evidence that individual-group
relationships play an important part in the influence process of
leadersh%p.

An awareness of these implications could contribute to a
school administrator's insight into the development of operational
procedures which successfully modify the influence acceptance
behavior of teachers. It is to be hoped that such power would be
used in the service of those educational goals which best serve the

needs of all men.




Notes to Chapter 3

1Department of Economic Development, City of Virginia Beach,
Virginia, personal communication, May 18, 1972.

2Richard deCharms, personal communication, May 15, 1972 and
May 24, 1972.
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Appendix A

The Pilot Study Questionnaire

The following is a study of what public secondary school
teachers and administrators think and feel about a number of
important social, political, and educational issues. The best

answer to each statement is your personal opinion. We have tried

to cover issues that would generate many different and opposing
points of view. You may find yourself agreeing strongly with some
of the statements, disagreeing just as strongly with others, and
perhaps uncertain about others. Whether you agree or disagree with
any of the statements, you can be sure that many people feel the
same as you do.

Mark each statement in the left margin according to how
much you agree or disagree with it; Please mark every one. Write
+1, +2, +3, or -1, -2, -3, depending on how you feel in each case.

+1: I AGREE A LITTLE -1: I DISAGREE A LITTLE

+2: 1 AGREE ON THE WHOLE -2: I DISAGREE ON THE WHOLE

+3: 1 AGREE VERY MUCH -3: 1 DISAGREE VERY MUCH

Ability grouping is detrimental to the overall development
of students and should be discarded.

The general well-being of the United States would be
improved by a guaranteed family income.

The real property tax should be discarded as the primary
basis for financing public education.
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The money spent on educational television instruction could
be better spent on improved educational materials.

An increase in the effectiveness of the public schools would
result if the state made direct appropriations in the form
of vouchers to parents and, thereby, allowed them to ''shop"
for the school that they think will provide the best educa-
tion for their children.

Minor ethnic group instructional materials should receive
equal emphasis with majority ethnic group materials in the
curriculum.

Capital punishment should be abolished by law.

Boards of education should be allowed to hold private
sessions, closed to the public, wherein their members can
discuss certain selected information.

The electoral college procedure for choosing the President
of the United States is archaic and should be replaced with
another procedure.

Cooperative team teaching effectively uses the diverse
abilities of teachers and should be introduced into each
subject area.

The recent reduction in the legal voting age to 18 years
will prove to be a decision detrimental to this country's
welfare.

School systems should contract their maintenance requirements

to private firms rather than employ their own tradesmen and
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engineers.

The healthy emotional development of teen-agers requires

the introduction of sex education into the high schools.

The judicial and statutory restrictions on the use of public
funds for sharing facilities with private and parochial
schools should be abolished.

Individuals who have left this country in order to evade

the draft should be granted amnesty.



Appendix B

Experimenter's Attitude Scale

Mark each statement in the left margin according to how
much you agree or disagree with it. Please mark every one. Write
+1, +2, 43, or -1, -2, -3, depending on how you feel in each case.

+1: I AGREE A LITTILE ~1: T DISAGREE A LITTLE

4+2: I AGREE ON THE WHOLE -2: T DISAGREE ON THE WHOLE

+3: T AGREE VERY MUCH -3: 1 DISAGREE VERY MUCH

Ability grouping is detrimental to the overall develop-
ment of students and should be discarded.

The general well-being of the United States would be
improved by a guaranteed annual family income.

An increase in the effectiveness of the public schools
would result if the state made direct appropriations in
the form of vouchers to parents and thereby allowed them
to "shop'" for the school that they think will provide the
best education for their children.

Minority ethnic group materials should receive equal
emphasis with majority ethnic group materials in the
curriculum.

Capital punishment should be abolished by law.

Boards of education should be allowed to hold private
sessions, closed to the public, wherein members could dis-

cuss certain selected information.
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Cooperative team teaching effectively uses the diverse
abilities of teachers and should be introduced into each
subject area.

School systems should contract their maintenance require-
ments to private firms rather than employ their own tradesmen
and engineers.

Individuals who have left this country to evade the draft

should be granted amnesty.



Appendix C

The Pretest Questionnaires

Dogmatism Attitude Pretest

The following is a study of what public secondary school
teachers and administrators think and feel about a number of social,
political, and educational issues. The best answer to each statement

is your personal opinion or usual reaction. We have tried to cover

issues that would generate many different and opposing points of view.
You may find yourself agreeing strongly with some of the statements,
disagreeing just as strongly with others, and perhaps uncertain
about others. Whether you agree or disagree with any statements,
you can be sure that many people feel just the same as you do.

Mark each statement in the left margin according to how
much you agree or disagree with it. Please mark every one. Write
+1, +2, 43, or -1, -2, -3, depending on how you feel in each case.

+1: T AGREE A LITTLE -1: I DISAGREE A LITTLE

+2: I AGREE ON THE WHOLE -2: I DISAGREE ON THE WHOLE

+3: I AGREE VERY MUCH -3: 1 DISAGREE VERY MUCH

Ability grouping is detrimental to the overall development
of the student and should be abolished.

The United States and Russia have just about nothing in
common.

The highest form of government is a democracy, and the

highest form of a democracy is a government run by those who
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are most intelligent.

Even though freedom of speech for all groups is a worthwhile
goal, it is unfortunately necessary to restrict the freedom
of certain political groups.

It is only natural that a person would have a much better
acquaintance with ideas he believes in than with ideas he
opposes.

Man on his own is a helpless and miserable creature.

The general well-being of the United States would be improved
by a guaranteed family income.

Fundamentally, the world we live in is a pretty lonesome
place.

Most people just don't give a "damn" for others.

I'd like it if I could get someone to tell me how to solve
my personal problems,

It is only natural for a person to be rather fearful of

the future.

There is so much to be done and so little time to do it in.
An increase in the effectiveness of the public schools
would result if the state made direct appropriations in the
form of vouchers to parents and, thereby, allowed them to
"shop" for the school that they think will provide the best
education for their children.

Once I get wound up in a heated discussion, I just can't

stop.
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. In a discussion I often find it necessary to repeat myself
several times to make sure I am being understood.

In a heated discussion I generally become so absorbed in
what I am going to say that I forget to listen to what the
others are saying.

It is better to be a dead hero than to be a live coward.
While I don't like to admit this even to myself, my secret
ambition is to be a great man like Einstein, or Beethoven,
or Shakespeare.

Minor ethnic group instructional materials should receive
equal emphasis with majority ethnic group materials in the
curriculum.

The main thing in life is for a person to want to do some-
thing important.

If given a chance I would do something of great benefit to
the world.

In the history of mankind there have probably been just a
handful of really great thinkers.

There are a number of people I have come to hate because of
the things they stand for.

A man who does not believe in some great cause has not really
lived.

Capital punishment should be abolished by law.

It is only when a person devotes himself to an ideal or

cause that life becomes meaningful.



122

O0f all the different philosophies which exist in this world
there is probably only one which is correct.

A person who gets enthusiastic about too many causes is
likely to be a pretty "wishy-washy" sort of person.

To compromise with our political opponents is dangerous
because it usually leads to the betrayal of our own side.
When it comes to differences of opinion in religion, we
must be careful not to compromise with those who believe
differently from the way we do.

Boards of education should be allowed to hold private
sessions, closed to the public, wherein their members can
discuss certain selected information.

In times like these a person must be pretty selfish if he
considers primarily his own happiness.

The worst crime a person could commit is to attack publicly
the people who believe in the same thing he does.

In times like these it is often necessary to be more on guard
against ideas put out by people or groups in one's own camp
than by those in the opposing camp.

A group which tolerates too much difference of opinion
among its members cannot exist for long.

There are two kinds of people in this world: those who are
for the truth and those who are against the truth,
Cooperative team teaching effectively uses the diverse

abilities of the teachers and should be introduced into each
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subject area.

My blood boils whenever a person stubbornly refuses to
admit he is wrong.

A person who thinks primarily of his own happiness is
beneath contempt.

Most of the ideas which get printed nowadays aren't worth
the paper they are printed on.

In this complicated world of ours the only way we can know
what's going on is to rely on leaders or experts who can
be trusted.

It is often desirable to reserve judgment about what's going
on until one has had a chance to hear the opinions of those
one respects.

School systems should contract their maintenance require-
ments to private firms rather than employ their own
tradesmen and engineers.

In the long run the best way to live is to pick friends and
associates whose tastes and beliefs are the same as one's
own.

The present is all too often full of unhappiness. It is
only the future that counts.

If a man is to accomplish his mission in life, it is
sometimes necessary to gamble "all or nothing at all."
Unfortunately, a good many people with whom I have dis-

cussed important social and moral problems don't really
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understand what's going on.
Most people just don't know what's good for them.
Individuals who have left this country to avoid the draft

should be granted amnesty.

It is not necessary that you sign your name to this paper.
It is of critical importance, however, that this questionnaire be
matched with another that will be administered to you later. Please

sign either your name, your telephone number, or your social security

number below.

Self-Esteem--Attitude Pretest

The following is a study of what public secondary school
teachers and administrators think and feel about a number of social,
political, and educational issues. The best answer to each statement

is your personal opinion or usual reaction. We have tried to cover

issues that would generate many different and opposing points of view.
You may find yourself agreeing strongly with some of the statements,
disagreeing just as strongly with others, and perhaps uncertain
about others. Whether you agree or disagree with any statements,
you can be sure that many people feel just the same as you do.

Mark each statement in the left margin according to how
much you agree or disagree with it. Please mark every one. Write
+1, 42, 43, or -1, -2, -3, depending on how you feel in each case.

+1: T AGREE A LITTLE -1: T DISAGREE A LITTLE
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+2: 1 AGREE ON THE WHOLE -2: 1 DISAGREE ON THE WHOLE

+3: I AGREE VERY MUCH -3: I DISAGREE VERY MUCH

I feel capable of handling myself in most social situations.
Ability grouping is detrimental to the overall development
of the student and should be abolished.

I sometimes fear my actions will cause others to have a low
opinion of me.

The general well-being of the United States would be improved
by a guaranteed family income.

It doesn't bother me to have to enter a room where other
people have gathered and are talking.

An increase in the effectiveness of the public schools would
result if the state made direct appropriations in the form
of vouchers to parents and, thereby, allowed them to "shop"
for the school that they think will provide the best educa-
tion for their children.

In group discussions I usually feel that my opinions are

v
! gy

inferior.

Minor ethnic group instructional materials should receive
equal emphasis with majority ethnic group wmaterials in the
curriculum.

I don't make a very favorable first impression on people.
Capital punishment should be abolished by law.

When confronted by a group of strangers, my first reaction
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is always one of shyness and inferiority.

Boards of education should be allowed to hold private
sessions, closed to the public, wherein their members can
discuss certain selected information.

It is extremely uncomfortable to accidentally go to a formal
party in street clothes.

Cooperative team teaching effectively uses the diverse
abilities of teachers and should be introduced into each
subject area.

I don't spend much time worrying about what people think of
me .

School systems should contract their maintenance require-
ments to private firms rather than employ their own
tradesmen and engineers.

When in a group I rarely express an opinion for fear of being
thought ridiculous.

Individuals who have left this country to evade the draft
should be granted amnesty.

I am never at a loss for words when I am introduced to

someone.

It is not necessary that you sign your name to this paper. It
is of critical importance, however, that this questionnaire be matched
with another that will be administered to you later. Please sign

either your name, your telephone number, or your social security




127

number below.
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