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Effects of Extraversion and Introversion
on Job Interview Success

Kelli J. Sheets

Harding University

The study investigated whether an applicant’s extravert-
ed or introverted behavior effected job interview success.
Two groups of students (N = 58) watched a videotape
with an applicant exhibiting either extraversion or intro-
version and completed several questions using a Likert
scale. There was a dstatistically significant difference
between the two groups, F (1, 57) = 6.481, p = .014, and
an interaction between the two groups and the students
gender, F (1, 57) = 4.818, p = .032. Overall, students
were more likely to hire extraverted applicants. Whereas
men were more likely to hire the extravert, women
showed no preference. The discussion includes implica-
tions for interviewees and interviewers. Future research
should examine personality characteristics of judges and
explore the role of the type of occupation.

The interview is a crucial part of the selection
process for employees and graduate students. Employers
use interviews to form an impression about possible
employees and to determine whether they would be pos-
itive additions to their companies. Written applications
can reveal only alimited amount about a person; they do
not show the personality or character of a person. The
interview can be an important technique for gaining addi-
tional information. Investigators have conducted many
studies to determine what interviewer and applicant char-
acteristics contributed to successful and unsuccessful
interview.

The interviewer influenced the applicant with his or
her behavior in a study conducted by Liden, Martin, and
Parsons (1993). The interviewer had a warm disposition,
meaning that he or she smiled and made eye contact with
the applicant; he or she positively affected the applicant.
The interviewer negatively affected the applicant when
the interviewer had a cold disposition, meaning no smil-
ing nor eye contact.

Theinterviewer's mood can also influence the appli-
cant. Baron (1993) found that if the applicant had the
required job qualities, the interviewer was more likely to
enhance his or her mood, whether it be positive or nega-
tive, by leading the interview into an enjoyable socia
interaction. The enjoyable interaction and the enhance-
ment of his or her mood led the interviewer to give the

applicant a positive rating. However, if the applicant
appeared unqualified, the interviewer with a positive
mood did not have the desire to start an enjoyable inter-
action with the applicant. Instead, the interviewer saw the
applicant as a threat to his or her mood and gave the
applicant a low rating. When the interviewer had a nega-
tive mood, there was no stimulation to keep his or her
mood intact, and there was no threat and no reason to
punish the unqualified applicant with a low rating.
Therefore, the interviewer's mood significantly influ-
enced the applicant’s rating if he or she was not qualified
for the jab.

Nonverbal communication can also be critical during
interviews. Wright and Multon (1995) said that disabled
people who had good nonverbal communication were
more likely to be employed after an interview than those
who had bad nonverbal communication. Anderson (1991)
found the nonverbal communication of eye contact dur-
ing an interview influenced judgments about the appli-
cant’s personality. The participants in that study associat-
ed the applicant’'s nonverbal behavior with his or her
competence and character strength. Similarly, Howard
and Ferris (1996) discovered that the nonverbal behaviors
of the applicant, such as smiling, nodding, and making
eye contact, influenced the interviewer’s perception of
the applicant’s capabilities. Gifford, Fan Ng, and
Wilkinson (1985) found that interviewers used the appli-
cant’s nonverbal communication to presume social skill.

Besides nonverbal communication, impression man-
agement techniques can determine interview success.
Kacmar, Delery, and Ferris (1992) examined whether
applicants who used the self-focused impression man-
agement technique were more successful in interviews
than those who used the other-focused impression man-
agement technique. Self-focused impression manage-
ment attempts placed emphasis on characteristics that
make the applicant look good, whereas the other-focused
technique emphasized the interviewer. Kacmar, et al.
(1992) found that those who used the self-focused type
were more likely to receive job offers. Gilmore and Ferris
(1989) discovered that any impression management tech-

Kenneth L. Hobby from Harding University was faculty sponsor for this research
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nique used by applicants made interviewers more
inclined to hire them. Impression techniques impacted
the interviewers judgments because they encouraged
applicants to emphasize their positive traits, agree with
the interviewer, and claim responsibility for their accom-
plishments.

More important to the current study is the research
on the role of the applicant’s personality and behavior on
interview success. Tullar (1989) found that applicants
who dominated conversations were more successful than
those who did not dominate conversations. Van-Vianen
and Van-Schie (1995) discovered that when a woman
behaved in amore masculine way in an interview she was
more likely to be hired. Stone and Winfrey’s study (1994)
said that applicants’ behaviors, along with the length of
the interview and the strategy of the interview, affected
perceptions of their qualifications. The authors also
found the applicants’ behaviors, more than their qualifi-
cations, impacted ratings. Parsons and Liden's study
(1984), consisting of interviewers rating applicants in
specific areas after participation in an interview, conclud-
ed that speech characteristics were more important than
personal appearances in an applicant’s hireability.

| found no studies that reported on the role of extra-
version and introversion on job interview success. A
related study conducted by lizuka (1992) found that
extraverts gazed more frequently and longer than intro-
verts in an interview situation. Extraverts also gazed
more frequently and longer while listening, but there was
no significant difference between extraverts and intro-
verts while speaking. Those who participated in the
experiment as applicants completed a questionnaire after
the experiment, and the results indicated that during the
interview extraverts were more relaxed and calm than
introverts.

The current study tried to discover whether extraver-
sion or introversion is an advantage in an interview situ-
ation. The results of the study may help persons prepar-
ing for interviews by showing them what is and what is
not successful behavior. Previous research has shown that
applicants who are dominant in interviews are more suc-
cessful than those who are submissive (Tullar, 1989).
Therefore, | hypothesized that extraverts were more like-
ly to be hired than introverts because of their outgoing
and personable behavior.

Method
Participants

Fifty-eight college students in two upper-level busi-
ness courses participated. Of the 58 participants, 28 were
women and 30 were men. They were divided into two
groups, the extraversion group contained 28 participants,
and the introversion group contained 30 participants.
Students participated at the request of their professors
and the experimenter. Participation was voluntary.

Materials

The same male interviewer and female applicant
conducted two interviews on separate videotapes. The
interviewer asked questions picked from those most com-
monly used in entry-level interviews, and the applicant
answered with the same words in both videos. See
Appendix A for the complete interview. The applicant
wore the same outfit and had the same qualifications in
both interviews, but she exhibited extraversion in one
interview and introversion in the other. The Myers-Briggs
Type Indicator Manual (Myers & McCaulley, 1985) gave
the definitions for extraversion and introversion, which
were the basis for the applicant’s mannerisms in each
interview. As an extravert, the applicant spoke with more
confidence, had straighter posture, and responded to the
energy of the interviewer. As an introvert, the applicant
spoke softly, sat low in her seat, and did not respond out-
wardly to the interviewer’s energy.

A questionnaire consisting of four Likert scale ques-
tions also asked for participants gender, classification,
and major. The questions asked participants opinions
about the applicant’s ahility to succeed at the job for
which she was interviewing and whether he or she would
hire the applicant. See Appendix B. The scale ranged
from 1 to 5; 1 represented the most negative response and
5 represented the most positive response.

Design and Procedure

The two independent variables were the gender of
the participants and the applicant’s display of extraver-
sion or introversion. Participants responses to the four
questions were the dependent variables.

The experimenter read the same instructions to both
groups before distributing materials or showing the
video. The instructions stated:
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First, I would like to say that this is a voluntary
experiment and if you wish, you may leave at any
time. For this experiment, you will be watching a
videotape of a person being interviewed for an entry-
level job position at a fictitious company called
Anderson Sports Equipment. After watching the
tape, you will fill out a questionnaire concerning the
interview. | ask that you read the questionnaire thor-
oughly as soon as you get it so you will know what
is being requested of you. You will be split up into
two groups now and one group will move to another
room to watch the video. | thank you for participat-
ing and for your effort.

The experimenter then divided the classes into two
groups by having students count off by 2s. One of the
groups moved to another classroom to watch the video. In
one class, the group that moved watched the extraversion
interview, and in the other class, the group that moved
watched the introversion interview. After they received
the questionnaires and watched the videos, the partici-
pants completed the questionnaires.

Results

A two-way analysis of variance analyzed the mean
response to Question 2 (Would you hire the person?) by
group and gender. The effect of group was statistically
significant, F (1, 57) = 6.48, p = .014. The mean respons-
es for those who watched the extraversion and introver-
sion applicants was 3.46 and 2.80, respectively.
Participants were more favorable about hiring the person
depicted as extroverted.

The gender variable was not statistically significant,
F (1, 57) = 2.05, p = .158. However, the interaction

between group and gender was statistically significant F
(1, 57) = 4.82, p = .032. There was no significant differ-
ence between the means of the women in the two groups,
but there was a significant difference between the means
of the men in the two groups. The men who saw the
extraverted applicant had a mean of 3.57, and the men
who saw the introverted applicant had amean of 2.38; see
Figure 1. The difference between the means indicated
that the men were more likely to hire the extraverted than
the introverted applicant.

Because Question 2 of the questionnaire directly
dealt with the hypothesis, the responses to it were of
greatest importance. However, the other three questions
related to possible reasons for the responses to Question
2. Question 1 asked how the applicant would do in awork
environment. The effects of group [F (1, 57) =9.53,p =
.003] and gender [F (1, 57) = 5.97, p = .018] were signif-
icant as was the interaction of the two [F (1, 57) = 4.22,
p = .045]. Overall, men rated the applicant lower than
women on how the applicant would do in a work envi-
ronment. Both men and women rated the introvert as sig-
nificantly less likely than the extravert to do well in a
work environment, but men rated the introverts signifi-
cantly lower than the women.

Question 3 asked if the applicant appeared qualified
for the job. There was no significant difference for group
[F (1, 57) = .78, p = .382], gender [F (1, 57) = .06, p =
.801], or the interaction of the two [F (1, 57) =1.63, p =
.207].

Question 4 asked how successful the applicant would
be in the company. There was a significant difference for
the group variable [F (1, 57) = 6.14, p = .016] and the
means indicated that participants rated the extraverted

(vs. introverted) applicant as potentially more

Hiring the Applicant

successful. There was no significant differ-

OMen ence for gender [F (1, 57) = 1.17, p=.284] or

for the interaction between group and gender

BWomen | [F (1, 57) = .26, p = .615].

Introversion Extraversion

Discussion

In addition to results from previous
studies investigating which factors influenced
success in a job interview situation, the cur-
rent study ascertained that the applicant’s
extraverted and introverted behavior also had
an influence. Prior research found that more
dominant applicants were more successful in

Figure 1. Male and female hiring ratings for applicants displaying  interviews (Tullar, 1989). The ability to speak

introversion or extraversion.

in an interview is more important to the inter-
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viewer than the applicant’s appearance (Parsons & Liden,
1984). Applicants are more likely to be hired if they use
the self-focused type of impression management tech-
nigue (Kacmar, et al., 1992). In studies more closely
related to the present one, researchers showed that
extraverts way of looking at and listening to interview-
ers, aong with their relaxed nature, had a positive effect
on the result of the interview (lizuka, 1992). Because of
findings from these studies, including the present investi-
gation, interviewers and applicants can use the informa-
tion to their advantage. With this knowledge, applicants
can changetheir interview style to amore extraverted one
to obtain a more successful outcome, and interviewers
can become more aware of variables that influence their
decision-making tendencies when choosing an employee.

Future experiments can extend the efforts of the cur-
rent experiment. The experimenter judged whether the
person in each video exhibited extraversion or introver-
sion. Thus, there was no manipulation check. A more
convincing approach would have individuals view a vari-
ety of videos and pick ones that best illustrate an extra-
version and introversion style.

Future research should also manipulate the appli-
cant’'s gender as well as the interviewer's gender to
increase the study’s external validity. Neither did the pre-
sent study examine nor control for the personality (i.e.,
extraversion and introversion) of the participants. Left
unanswered was whether preferences for personality of
the applicant varies as a function of their personality of
the judge.

Additional research is needed to clarify the role of
the type of occupation. Investigators could make separate
videos depicting significantly different occupations (e.g.,
salesperson vs. librarian). Incorporating actual business
professionals to administer interviews would add more
realism to the findings.
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Appendix A
Script of Interview on Videotapes
Interviewer: Thanksfor coming this afternoon. | just need

to ask you a few questions. Why don't you
tell me about yourself.
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Applicant: | graduated this past spring and am quite
excited about starting my career. | worked as
a gopher for a business for a couple of sum-
mers and had an internship during my senior
year at a manufacturing company near the
school. That experience has made me even
more interested in business and the processes
of it.

I: Well, what do you know about our company and why
did you choose Anderson Sports Equipment?

A: I've always been a sports fan, but besides that | am
impressed by the way you do business. Your company
manufactures and sells sports equipment for all sports
but mainly baseball. Anderson Sports is one of the
leading sellers on the market in America as well as
Japan. | chose this company because it has a very
secure future and | would like to commit to one com-
pany for along period of time.

I: What are your career goals?

A: My main goal, of course, isto be as successful in my
division as possible. | aso want to be proud of my
work and have others find it respectable as well.

I: If you got this job and had it for a while, what would
your boss say about you?

A: He or she would say that | am a very competent per-
son who gets the job done well. | am a hard worker
and | think that it could be seen by the work that | do.
I’m sure there would be a lot of things that | would
gtill have to learn, but overall | think my boss would
be impressed with my work habits and capabilities.

I: What would your coworkers say about you?

A: They would probably feel that | am a person who gets
along with everyone and is not one who causes prob-
lems in the work place. | would hope that they would
think that | have some good ideas and we could work
together to make out projects even that much better.

I: How do you best motivate others?
A: | think the best way to motivate othersis to get them

excited about what they are doing. If you can get them
to feel that what they are doing is important and

maybe even fun, they will do the project with more
enthusiasm and won't be dragging along feeling like
they are wasting their time.

I: If you were to become a manager, what strength do
you have that would make you a good one?

A: | feel that | am a good listener and that would be very
beneficial in being amanager. | have always been able
to listen and understand peopl€e’s problems well which
has also made them trust me and know that | would
always be there for them. It's very important that a
manager have a skill such as listening so his or her
employees can feel like part of the team.

I: Thank you very much. I'll get back to you.

Appendix B

Questionnaire for Interview Videotape

Gender: M F
Classification: F So J Sr
Major:

Circle the number that corresponds to your answer.

1) How do you think the person on the videotape would
do in awork environment?

1 2 3 4 5
Very Somewhat Don't Somewhat Very
Bad Bad Know Good Good

2) Would you hire the person?
1 2 3 4 5
Definitely Probably Don't Probably Definitely
Not Not Know Yes Yes

3) Do you think the person is qualified for the job?
1 2 3 4 5
Definitely Probably Don't Probably Definitely
Not Not Know Yes Yes

4) How successful would this person bein the company?
1 2 3 4 5
Not Somewhat Don't Somewhat Very
Successful  Not Know  Successful Successful
Successful



Comparison of Honesty in Military
and Non-Military Populations

Lynee D. Lillie-Murray

Bellevue University

Accurately weighing potential employee honesty is of
great concern to employers. With the down-sizing of the
military, many former service personnel are entering the
civilian work force. To discover if these military-trained
personnel could be a rich source of new employees, this
study investigated both military and non-military persons
for honesty, using the Phase |1 Profile Integrity Inventory
(Lousig-Nont & Associates, 1982). Twenty-nine military
personnel from a mid-western Air Force base and 21 oth-
ers, who had college but no military experience, volun-
teered to participate. The results indicated that the mili-
tary group scored higher on honesty than the non-mili-
tary group. The military participants also scored lower
on subscales that measure bad attitudes and the ratio-
nalization of dishonest behavior.

A major problem confronting business and industry
isinterna theft (Martin, 1989: Sackett & Harris, 1984).
Theimpact of employee theft on business and consumers
is enormous. Internal theft has increased at an alarming
rate during the last two decades. The estimated annual
loss to American businesses from employee theft is in
excess of 40 billion dollars (Palmiotto, 1983). Zemke
(1986) pointed out that when calculated on a per minute
basis employee theft is equivalent to a $7,125 loss per
minute. Recently, according to Effective Media Inc.
(1998), at least 110 billion dollars is lost annually as a
result of theft in the workplace. This figure includes loss
of money, merchandise, information, and time. Industries
that allow employees access to money and merchandise,
such as retail stores, banks, and warehouses, have the
greatest need for pre-employment screening (Sackett &
Harris, 1984).

Until recently, employers have typicaly used two
methods to assess employees honesty, written tests and
the polygraph. In 1988, Congress passed a law prohibit-
ing use of the polygraph by private employers as a pre-
employment test (Hartnett, 1991). With employers
increasing demand for paper-and-pencil measurements,
psychologists have developed more reliable preemploy-
ment tests (Jones, Joy, Werner, & Orban, 1991; Hartnett
& Terranova, 1991).

Most businesses of medium to large size perform a
physical inventory once ayear. Even if businesses could
afford to perform two physical inventories a year, dis-
honest employees would still have plenty of time to
abscond with merchandise. Because of the consequences
of such undesirable behaviors, employers are examining
techniques for finding more honest empl oyees.

The military is experiencing major budget cuts and
down-sizing (Davis & Kugler, 1993, Cohen, 1997). Asa
result, many military persons are either leaving military
service voluntarily or retiring early. Because of an influx
of new workers, employers are interested in discovering
whether former military personnel are a viable pool of
honest employees.

Sackett & Wanek (1996) reviewed the use of mea-
sures of honesty, integrity, conscientiousness, depend-
ability, trustworthiness, and reliability for personnel
selection. They concluded that the increment in knowl-
edge of and insight into integrity testing since the
Sackett, Burris, and Callahan (1989) review is substan-
tial. Specifically, in the domain of criterion-related valid-
ity, the cumulative database has grown dramatically, and
the pattern of findings is consistently positive. A large
database now links integrity test scores to productive
behavior as well as overall job performance. This large
database also documents the lack of relationship between
integrity testing and cognitive ability measures. Thus, the
prediction of job performance by integrity testsisnot sig-
nificantly attributable to cognitive ability (Sackett &
Wanek, 1996).

For the current study, the Phase Il Profile Integrity
Inventory, developed by Lousig-Nont and his associates,
was used. The test producer (Lousig-Nont and
Associates, 1982) has validated the inventory. In addi-
tion, Martelli (1988), an independent researcher, evaluat-
ed the inventory according to the American
Psychological Association’s (1980) principlesfor the val-
idation of personnel selection procedures. Statistically

Cleveland Evans from Bellevue University was the faculty sponsor for this
research project.
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significant results supporting the construct validity, and
criterion-related and test-retest reliability were found.

The purpose of this study was to identify differences
in a pre-employment screening inventory (i.e., the Phase
[l test) between military and non-military personnel.
Because military training includes strict adherence to
rules, working within a team structure, and following a
code of ethics, | hypothesized that differences would
exist between the groups. Because military training is
similar for both men and women and in the absence of
reported sex differences in honesty, | did not expect to
find gender differences.

Method
Participants

Twenty-nine military personnel, 7 women and 22
men, volunteered to participate. Twenty-one non-military
individuals having had college experience also volun-
teered; there were 14 women and 7 men. The mean age
of participants was 33.5 years. The age range for military
participants was 23-52 years, whereas the non-military
age range was 20-44 years. Eight percent of the partici-
pants represented ethnic minorities. Among the non-mil-
itary participants, 5 described themselves as Black and 1
as a mixture of White, Black, Asian, and Hispanic.

Materials

The Phase Il Profile Integrity Inventory is a pre-
employment and promotion screening device (Lousig-
Nont & Associates, 1982). This 117-item inventory was
used because of its ability to detect dishonest answersvia
a “lie scale” built into the test. The inventory provides
information on eight scales: aValidity Scale, Thinking,
Rationalization, Bad Attitudes, Minor Admissions, Major
Admissions, Good Attitudes, and Confidence scales.
Martelli (1988) independently assessed the inventory’s
validity and reliability.

The Rationalization score measures how the person
rationalizes acts of dishonesty. Sample items included (@)
thinking you can have a good reason to steal from work
and (b) believing people steal because employers don't
pay enough. There are 31 possible bad answers.
Examples from the Bad Attitudes scale included (@)
believing the average person steals when they think they
won't get caught and (b) believing everyone has stolen
something from work. The Confidence score indicates
how confident test producers are that test takerswill be an
honest employee.

Procedure

The Phase |1 Profile Integrity Inventory was admin-
istered according to its guidelines. After reading the
instructions, participants signed a sheet, which included
guestions regarding race, age, and military status.
Consent forms included ethical statements about confi-
dentiality and the opportunity to withdraw without penal-
ty. The instructions informed the participants about the
number of questions on the inventory and asked them to
answer each question honestly. No participant required
more than 35 min to complete the materias. After all
tests were collected, participants were debriefed as to the
nature of the study.

Completed Phase Il Profile Integrity Inventories
were mailed to Lousig-Nont and Associates, who scored
and returned the results. Two non-military participants
admitted lying on some questions. Their results were not
included in the analysis of data.

Results

Table 1 contains the number of individuals in the
military and non-military groups whose overall profile
scores, rated according to RISK resulted in placing them
in the low or moderate to high risk groups. The results of
a chi square test for independence, (x2 (1) = 4.67, was
statistically significant at the p < .05 level. The results
showed a relationship between risk level and military sta-
tus with a higher number of military (vs. non-military) in
the low risk category. Conversely, there was a higher
number of non-military participants in the high risk cate-

gory.

Table 1
Overall Profile Scores listed by RISK

Test Military ~ Non-Military
Low 17 5
Moderate to High 12 14
Total 29 19

Table 2 contains the 9 scale means and ANOVA
results by group. A two-way ANOVA was performed on
the scale scores for the variables of military status and
gender. The means for both the Rationalization and Bad
Attitudes scales were significantly different for military
and non-military participants. The non-military partici-
pants had higher scores for both of these subscales.
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Table 2 many ways. The number of
Means and ANOVA Results for Phase |1 Profile Subscales and Group minor and major admissions of

previous theft did not differ sig-

Military Non-Military nificantly between the two

Subscales - groups, although the number of

Mean (SD) Mean (SD) F p maor admissions of previous

theft approached significance (p

Rationalization 114 (12.4) 458 (3.0) 2116 <.001 <.055). Results on the Thinking

Bad Attitudes 5.10 (2.5) 9.21 (4.8) 12.89 .001 scale, which measures how

Total Score 142.24 (42.9) 101.21 (48.4) 9.62 .003 often the person thinks about

Confidence 58.93 (18.2) 43.05 (22.3) 6.13 .017 doing something dishonest, did

Major Admissions 121 (2.2) 1.95 (2.0) 3.88 ns not differ. Although the military

Good Attitudes 30.79 (5.9 28.50 (5.7) 1.78 ns participants had a slightly high-

Validity Scale 9.71 (0.5) 9.63 (0.7) 1.76 ns er mean score on good attitudes,

Minor Admissions .72 (0.7) 111 (2.0 .70 ns the difference was not signifi-
Thinking .59 (2.0 .58 (0.8) .23 ns cant.

Note. All ANOVAS had 47 degrees of freedom.

Additionally, overall total scores and Confidence level
(of the individual’s honesty) were also significantly dif-
ferent; military participants displayed more honest
scores. There were no gender differences on any scales.

Discussion

As hypothesized this study found differencesin self-
reported honesty between persons who had military
experience and those who had not. One cynical interpre-
tation is that the military educational system has merely
“trained” its personnel to respond correctly to ethical
guestions or to fake the results. However, Snyman (1990)
evaluated the fakability of honesty tests and found that
the Phase Il Profile was “unfakable” Snyman tested
three pre-employment screening devices in his study,
including the Reid Report-Modular Version, the
Wilkerson Pre-Employment Audit, and the Phase Il
Profile Integrity Inventory. One third of the participants
were asked to “fake good” on these tests. All participants
received satisfactory total scores. However, only the
Phase Il Profile results indicated they had not passed the
validity or “lie scale,” which detects and reports attempts
by the testee to deceive the test.

Interestingly, there have been few studies about hon-
esty among military personnel. Perhaps, this issue is too
controversial, especialy because of scandals in the mili-
tary during recent years. If military researchers have con-
ducted research, they have not published the results of
those studies.

The results from the present study demonstrates that
these military and non-military personnel are aike in

According to these Phase |1

Profile results, the main differ-

ence between these two groups was in the way they ratio-

nalize actions and the number of bad attitudes they

hold—bad attitudes have been associated with dishonest
people.

Perhaps, non-military persons hold more attitudes
that are conducive to “trying to beat the system.” On the
other hand, military persons may have the mind set that
one must “know and work within the system.” Most
recruits are young, just out of high school or college, per-
haps predisposing them to accepting new ideas about
ethics and morality. While in basic military training, the
military hierarchy expects adherence to very strict rules
and regulations, not only during the typical workday but
all day. This involuntary adherence to rules may become
voluntary because personnel see first-hand how well the
military system works at ensuring its soldiers’ safety.
Adherence to rules may also be the result of having clear-
ly defined expectations in addition to having clear and
immediate consequences for inappropriate behavior.

Does the experience of military life and training con-
tribute to the observed differences in this study, or does
the military attract individuals with pre-existing qualities
of honesty? Additional research is needed to answer
those questions. Another limitation in the present study
was a confounding between military status and gender. A
chi-square test for independence revealed a significant
relationship, x2 (1) = 9.21, p < .01, in which the military
group had a higher proportion of men and the non-mili-
tary group had a higher proportion of women. The
greater honesty attributed to the military personnel may
be influenced by gender. A subsequent study that con-
trolled for gender would overcome the limitation in this study.
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Future research might also differentiate military per-
sonnel by officer community and service branch. Because
each branch of the military has different training regi-
mens, an examination of persons in different branches of
military service might reveal some unexpected differ-
ences in honesty.

In summary, the results of this study indicate that the
influx of military personnel into the civilian work force
could provide an excellent pool of more honest employ-
ees. As corporations expand to worldwide markets
involving more complex decision making and manage-
ment skills, corporations should view honest employees
as valuable assets to their organizations.
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Factors Influencing Participants’ Attitudes About Wildlife

Kyle D. Winward

Missouri Southern State College

This study measured the effect of types of description and
previous information on participants attitudes about
wildlife conservation and other environmental concerns.
Participants consisted of 39 undergraduate students
enrolled in General Psychology classes. Participants
were assigned to either a positive, neutral, or negative
description of a gorilla. The dependent variable was par-
ticipants' responses to Likert scale questions. No effects
were found for the type of description of gorillas. Ex post
facto analysis revealed that participants who had seen
the movie Gorillas in the Mist had a more positive
wildlife conservation attitude. This finding is the basis
for future research to assess the possibility that witness-
ing others' concern can increase observers concern for
wildlife.

Numerous studies have investigated attitudes about
wildlife, and investigators have speculated about which
variables affect these attitudes. The connection between
age and attitudes towards animals is one of the relation-
ships most frequently studied. For example in a cross-
sectional study, Kellert (1985) reported three distinctive
developmental stages: (a) from 6 to 9 years of age, par-
ticipants showed an increase in emotional concern and
affection for animals; (b) from 10 to 13 years of age, par-
ticipants showed a dramatic increase in factual knowl-
edge about animals; and (c) from 13 to 16 years of age,
participants showed an increase in ethical and ecological
concern for animals and the environment.

Kidd and Kidd (1990) investigated how different
variables related to children’s attitudes towards animals.
One of these variables was whether owning a pet related
to the formation of positive attitudes towards all animals.
They found that children who had pets had more interac-
tion with others’ pets, read and watched materials about
animals, and visited zoos and wildlife parks significantly
more than those participants who did not own pets. Their
study also found that grade school students liked pets sig-
nificantly more than preschool or high school students.

Research findings also showed that pet ownership in
childhood had a positive affect on adults’ attitudes about
wildlife. In a study by Paul and Serpell (1993), adults

who had many petsin childhood reported higher concern
for wildlife than did adults who had few or no pets dur-
ing childhood. Their study also found that adults who had
many childhood pets were more likely to be members of
conservation, environment, and animal welfare organiza-
tions than those who did not have childhood pets.

Eliciting positive attitudes about animals is a major
concern for zoos and wildlife parks that also promote
wildlife conservation. There have been many different
approaches to increase education about and appreciation
for wildlife. One popular approach is to provide actual
contact between children and animals, such as in a pet-
ting zoo. Kidd, Kidd, and Zalsoff (1995) reported on
interviews with parents and their 3 to 7 year old children
in main zoo and petting zoo areas. Children at petting
zoos reflected significantly more interest in the animals;
they spent more time watching and talking to animals
than children in the main zoo areas.

Conversion from enclosed caged exhibits to free-
roaming naturalistic habitats is a relatively recent
approach of zoos to increase patrons appreciation for
captive and free- roaming wildlife. A study by Price,
Ashmore, and McGivern (1994) examined reactions of
Z0o patronsto either caged or free-roaming tamarin mon-
keys. The study found that participants spent more time
watching and commenting on the free-roaming tamarins
than the caged ones. The participants said that they had
learned significantly more from the naturalistic habitat
tamarins than the caged tamarins. Although most studies
have supported the view that visitors enjoy observing ani-
mals in more naturalistic habitats, what is unclear is
whether this enjoyment trandates into lasting positive
attitudes about animal conservation (Finlay, James, &
Maple, 1988).

Education is also important in increasing awareness
about the environment. A study by Armstrong and
Imapara (1991) evaluated the impact of Naturescope, an
environmental education program developed by the
National Wildlife Federation. This program was a cur-

Casey Cole and Gwen Murdock from Missouri Southern State College were the
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riculum supplement in 48 fifth and seventh grade classes
for eight weeks. Investigators found few significant dif-
ferences in knowledge between the groups exposed to the
program and the control group, but the exposed group did
show an increase in positive environmental attitudes.

For the past three decades, tel evision has been a pop-
ular medium for increasing environmental awareness.
Fortner and Lyon (1985) investigated use of a two-way
television cable system to measure how much partici-
pants’ knowledge and attitudes about environmental
issues increased after viewing a Jacques Cousteau spe-
cial. Viewer knowledge increased significantly and was
still high when tested two weeks later. Viewer attitudes
towards the conservation goals of the producers also
increased but returned to pretreatment levels after two
weeks.

All of these studies have significant implications for
increasing the public’'s positive attitudes about animal
conservation and environmental awareness. The present
study was an experiment inspired by the story of Binti,
the Chicago gorillawho rescued ayoung boy. The young-
ster fell into Binti’s enclosure, and she carried him to a
doorway where paramedics were waiting. The study
examined participants' wildlife conservation attitudes
after reading either a positive, neutral, or negative
description about gorillas. The hypothesis was that par-
ticipants who read the negative description about a goril-
lawould respond less favorably to awildlife conservation
questionnaire than participants who read the neutral or
positive description about a gorilla.

Method
Participants

Participants in this experiment were 39 undergradu-
ate students enrolled in two sections of general psychol-
ogy classes at a Midwestern college. Participants includ-
ed 26 women and 13 men.

Materials

Materials consisted of three categories of descrip-
tion: (a) positive, which was entitled “One Great Ape”
and was excerpted from reports by Bey (1996) and
O'Neill , Green, and Cuadros (1996); (b) neutral, which
was entitled “The Gorilla” and was excerpted from an
encyclopedic account about gorillas (Schaller, 1993); (c)
negative, which was entitled “Death of Marchessa’ and
was excerpted from a National Geographic story (Veit,
1981). The descriptions were stacked so that every third

person got the same description. Each description was
approximately one page long and was attached to a ques-
tionnaire that consisted of four sections: (a) 22 Likert
scale items, (b) four American public concern items, (c)
four personal concern items, and (d) eight demographic
questions including questions about pet ownership, gen-
der, viewing the movie Gorillas in the Mist, and regular-
ly watching TV programs about wildlife. The Likert scale
questions were adapted from a study by Poresky (1991).
The American public and persona environmental con-
cern items were developed from a study by White and
Plous (1994). The materials also consisted of a TV set
and a video tape recorder, which were used during
debriefing to show a one min excerpt from a video show-
ing typical wild gorillabehavior (Kane & Skinner, 1981).

Procedure

After obtaining participants’ informed consent, one
of the three descriptions and a survey were distributed to
each participant. After reading the description, partici-
pants responded to Likert scale questions measuring atti-
tudes about wildlife conservation and to demographic
questions. Participants were debriefed and told about the
nature of the independent variable and that the behavior
described in the negative category of the gorillas’ descrip-
tion was not typical gorilla behavior. In order to reduce
any negative feelings toward gorillas associated with the
negative description, participants were shown a short
video illustrating typical wild gorilla behavior.

Experimental Design

This study used a 3 x 2 experimental design. One
independent variable was type of description (positive,
neutral, or negative): (a) a positive description of a goril-
la, Binti, the Chicago Zoo gorillathat rescued a boy who
fell in her enclosure; (b) a neutral description of general
physical characteristics and habitats of gorillas; () aneg-
ative description about a male gorilla who attacked and
killed afemale gorillain his group. The second indepen-
dent variable was awareness about Binti, the Chicago
Zoo gorilla. Dependent variables were responses to
Likert scale questions.

Results

The data were analyzed using MANOVA statistics.
There was no effect for the first variable, type of descrip-
tion, or for participants’ previous exposure to the story of
Binti. Neither was there an interaction between descrip-
tion and previous knowledge about Binti. Participants
responded differently to the different Likert items, F
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Table 1
Means for Gorilla Conservation Items

Gorilla Conservation Questions Mean D
1. | feel that the gorillais a valuable part of our planet 4.33 .70
2. | feel that current conservation measures to protect gorillas should be stronger 4.15 71
3. | feel that gorillas have admirable qualities 4.15 .81
4. | feel that chemical and industrial pollution that threatens gorillas should be stopped 4.31 77
5. | feel that persons who endanger gorillas or their habitat should be handed stiff
fines or prison terms 4.36 .81
6. | feel that urban development that threatens gorillas should be stopped 4.15 .87
7. | feel that agricultural development that threatens gorillas should be stopped. 3.90 .87
8. | feel that hunting and trapping that threatens gorillas should be stopped. 451 .72
9. | feel that illegal trading that threatens gorillas should be stopped. 4.44 75

Note. Coding Scheme: 1=strongly disagree, 2=disagree, 3=no opinion, 4=agree, 5=strongly agree

(21,693) = 11.08, p < .01, and 25% of the variability of
the participants responses on the questionnaire were
accounted for by the Likert items. There was a significant
difference between the Likert items, suggesting that they
were independent items. The responses to the Likert

Table 2
Sgnificant Differences for Ex Post Facto Variables on
Attitude Items

Item (group means) F(,37) p

Whether the American public is concerned enough:

1. About the environment

Women (1.08 vs. 1.38) 4.39 .043
2. About animal protection

Seen the movie Gorillas in the Mist

(1.09 vs. 1.47) 6.35 .016
3. About global deforestation

Seen the movie Gorillas in the Mist

(1.05 vs. 1.41) 939 004
Pet Owners (1.14 vs. 1.75) 9.72 .004
T.V. Programs2

(1.09 vs. 1.17 vs. 1.75) 4.93 .013

4. About developing alternative
energy resources
Pet Owners (1.29 vs. 2.25) 12.48 .001

Note. Coding scheme: 1=not concerned enough,
2=concerned enough, 3=too concerned

A\atching of wildlife TV programs coding scheme:
1=often, 2=occasionally, 3=never

items were averaged for each participant for an overall
attitude score for each person. Table 1 lists the mean
responses for the nine gorilla conservation items.
Responses to the idea of gorilla conservation were gener-
ally positive regardless of the type of description.

The overall score was used to analyze the effect of
the four ex post facto variables; (a) pet ownership, (b)
gender, (c) whether participants had seen the movie
Gorillasin the Mist, and (d) how often they watched TV
programs about wildlife. There were four items that dealt
with the American public’s concern about conservation
issues. These items were analyzed separately for each of
the ex post facto variables. Table 2 shows that significant
differences existed between these groups and their
responses to the American public concern items.

Because participants who had seen the movie
Gorillasin the Mist were more likely to have a conserva-
tion orientated attitude as revealed by the overall scores
(4.33vs. 3.92), F (1, 37) =5.10, p = .03, separate analy-
ses were conducted on the nine gorilla conservation
items for how people who had seen the movie compared
to people who had not seen the movie. Table 3 shows that
participants who had seen the movie Gorillas in the Mist
expressed more favorable agreement with three of the
nine gorilla conservation items.

Discussion

The investigator’s hypothesis that those participants
who read the negative description instead of the neutral or
positive description of the gorilla would answer less
favorably to the wildlife questionnaire was not supported.
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Table 3
Sgnificant Effects of Previous Exposure to the Movie, Gorillas
in the Mist, on Attitudes About Gorillas

Questions Movie No t p
Movie

1. Gorillais valuable part of planet 4.60 4.00 2.84 .007
2. Conservation should be stronger  4.40 3.90 221 .034
3. Gorillas have admirable qualities 4.41 3.82 236 .023

Note. Coding Scheme: 1=strongly disagree, 2=disagree,
3=no opinion, 4=agree, 5=strongly agree
Twenty-two participants had seen the movie and 17 had not.

Generally al participants showed awildlife conservation
orientated attitude (i.e., a ceiling effect). However, there
has been little research on how a description of an animal
affects wildlife conservation attitudes. With the recent
story of Binti, the timing is excellent for research in this
area.

That those participants who had pets rated higher on
concern for global deforestation and developing aternate
energy sources is supported by previous research by Paul
and Serpell (1993), which found that adults who had pets
as children scored higher on environmental issues. The
finding in this study that women (more than men) thought
that the American public is not concerned enough about
the environment (see Table 2) is supported by Kellert's
research (1985), which found an increasing moralistic
concern among female students from eighth to eleventh
grade. The effectiveness of TV programs on knowledge
about environmental issues is supported by the results
that found that participants who often watched wildlife
programs thought that the American public was not con-
cerned enough about global deforestation (see Table 2).

The results of the 70 different statistical analyses (14
for the independent variables and each of the ex post
facto variables) could produce 3.5 significant results sim-
ply by chance. Pretesting the survey before conducting
the experiment could avoid some of the problems with
Type| errors.

Probably the most important finding in this study is
that participants who had seen the movie Gorillas in the
Mist had higher ratings on wildlife conservation attitudes
than those who watched wildlife TV programs. | hypoth-
esized that people who witness others showing concern
for animals (i.e., modeling) would express more concern

for animals than those who only witness the animals
themselves. This finding could also reflect a self-selec-
tion factor (i.e., those who watched Gorillas in the Mist
may have watched the movie because they already had
greater concern for animals).

Future research might show two groups of partici-
pants different versions of a videotape, one with aperson
modeling concern for animals and one without. Another
suggestion would be to assess how different levels of
descriptions of animals affect anxiety. To help ensure
externa validity, | recommend that future studies employ
populations other than college students.

In conclusion, generating the hypothesis that wit-
nessing others' concerns for animalsincreases concernin
observers is especially important and has great implica-
tionsin our efforts to increase awareness about wildlife's
plight. Perhaps the general public has difficultly identify-
ing with wild animals unless they witness other people’'s
concern for animals, which dlicits an empathetic responses.
To help preserve wildlife for future generations, we may
need to increase wildlife education that illustrates others
concern for animals instead of just showing the animals
themselves.
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Influence of Expectancies and
Experience on Impression Formation

Angela Cooper, Michala Bott, and Jeremy Wallace

University of Nebraska at Kearney

We hypothesized that an initial description about a pro-
fessor would form a lasting impression and that subse-
guent information would have little influence on partici-
pants evaluation of the professor. Sxty-two male and
femal e undergraduate students read positive, negative, or
neutral descriptions of a professor, completed a post-
treatment evaluation, and viewed a videotape of the pro-
fessor teaching class in which he behaved in a positive,
negative or neutral manner. Participants then completed
a post-treatment eval uation of the professor. Resultsindi-
cated that initial impressions influenced subsequent eval-
uations of the professor, regardless of the observation of
the professor. Implications for factors that influence stu-
dent evaluations are discussed.

Impression formation occurs on a daily basis in all
walks on life. First impressions can influence whether
oneishired for ajob, chosen as atennis partner, or select-
ed as a spouse. There is evidence to indicate that when
people interact with one another, or when there is the
prospect of interaction, individuals form an impression
about that person (Jones, Rock, Shaver, Goethals, &
Ward, 1968). Despite considerable research on impres-
sion formation, questions remain concerning the degree
to which impressions influence actual behaviors and the
extent to which people’s expectations color their impres-
sions of others (Matsumoto, 1996).

Research findings (e.g., Osborne & Gilbert 1992;
Tiwari & Agarwal, 1989) indicate that people's impres-
sions of individuals with whom there is little chance of
interaction will be only fleeting, but if there is a strong
possibility for future interaction, they will form a more
lasting impression. Marlowe, Gergen, and Doob (1966)
found that individuals gave others a more favorable eval-
uation if there was a chance of interaction and if the indi-
vidual was a prestigious public figure. Marlowe et al.’s
evidence demonstrated that a real or known person is
more likely to get a more positive evaluation than awhol-
ly novel or unfamiliar person. If the possibility of an
interaction requires extraordinary activity, individuals
may be more concerned about their own behavior than
the behavior of others. According to Vonk (1993), this
view may lead to errorsin attributing characteristics to an
individual with only a limited amount of available infor-

mation. Also, Sears's (1983) research suggests that
Americans tend to give individuals more positive evalua-
tions than the group to which the individual belongs. For
example, a college professor may be evaluated more
favorably than a group of professors as a whole. Sears's
results support a person-positivity bias.

Other research, however, supports a negativity effect
in person perception. According to the negativity effect,
unlikable or immoral behaviors or traits carry more
weight in evaluation than likable or mora attributes
(Vonk, 1993). Research has shown that people believe
positive information does not necessarily reflect the true
nature of the person, but may be the result of that person
trying to appear socially desirable. Negative information
is more likely to be viewed as accurately reflecting the
individual’s personality and tends to make a person less
likable. The possession of an initially hostile attitude
toward the person leads to arestriction of communication
and the perseverance of a hostile attitude, which prevents
the acquisition of data that could correct the initia
impression (Kelley, 1950).

Research by Downs and Lyons (1991) demonstrated
how relatively trivial aspects of a person’s behavior can
become an impediment to, rather than a catalyst for,
accurate social judgments. For example, an individual
may pay more attention to a person’s physical attractive-
ness or annoying laugh than the person’s character.
Although such attention is a potential source of error, the
valence of the information also plays an important role
because negative traits tend to be more influential than
positive traits (Skowronski & Carlston, 1989)

This study measured the relative importance of first
impressions on the evaluations of another person when
intervening and sometimes contradictory experiences
occurred subsequent to the events that influenced the first
impression. We attempted to create an initial impression
that was positive, negative, or neutral about a university
professor. A professor was used as the target person
because students could anticipate future interactions. We
hypothesized that the initial description of the professor

Richard Miller from the University of Nebraska at Kearney was the faculty
sponsor for this research project.
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would form a strong, lasting first impression and that the
subsequent video would have little influence on partici-
pant’s ultimate evaluation of the professor.

Method
Participants

Sixty-two undergraduate students (20 men and 42
women) participated in order to partially fulfill a course
requirement. Students received extra credit points for
their participation; they ranged in age from 18 to 35 years
old (M = 20.5 years); 95% were White, and 5% were
Black or Hispanic. Participants were tested in different
groups that were randomly assigned a written description
and video scenario.

Materials

Participants received a written description of the pro-
fessor that portrayed him as either positive, negative, or
neutral. The professor used in the present study was a
male psychology professor. All three descriptions listed
the professor’'s accomplishments and hobbies, but the
positive and negative descriptions had an additional para-
graph describing the professor's positive or negative
characteristics. The positive description portrayed the
professor as an easy-going person who was very involved
with students. The negative description portrayed the pro-
fessor as a hard-nosed teacher who was extremely
demanding of students.

The immediate posttreatment questionnaire con-
tained five items to assess participants’ impressions of the
target professor based on the written description. The
posttreatment questionnaire asked whether participants
expected the professor to; (a) grade fairly, (b) be knowl-
edgeable about the subject matter, (¢) be enthusiastic
about the subject material, (d) learn agreat deal from the
professor, and (€) encourage students to seek help and be
available for assistance. Each question was accompanied
by a five-point Likert scale that ranged from 1 (strongly
disagree) to 5 (strongly agree).

The delayed posttreatment questionnaire was identi-
cal to the immediate posttreatment questionnaire with the
exception that it contained four additional items intended
to assess participants' feelings on the video scenario. The
additional items asked whether the participants felt (a)
they would be treated fairly and courteously by the pro-
fessor, (b) they would feel free to disagree with the pro-
fessor in a class, (c) the professor would be organized,
and (d) the professor would have a sense of humor.

The video scenarios were 3-to-4 min clips of the tar-
get professor lecturing and were manipulated to portray
him as either positive, negative, or neutral. The positive
video scenario showed the professor telling jokes to the
class and appearing relaxed. In the neutral video scenario,
the professor was simply lecturing over class materia. In
the negative video scenario, the professor was telling the
class that he did not care if they turned their work in on
time, the responsibility was theirs, not his.

Procedure

Participants were screened to eliminate persons who
had met the professor depicted in the video scenario and
description. Participants read either a positive, negative,
or neutral description of the professor, then completed the
immediate posttreatment questionnaire, which recorded
their present impressions of the professor. Participants
then viewed one of three videos of the professor teaching
class, after which they completed the delayed posttreat-
ment questionnaire. After all participants completed the
delayed posttreatment questionnaire, they were debriefed
as to the nature of the study, including the manipulation
of the descriptions of the professor and the video scenar-
ios.

Results

To examine the effects of the positive, negative, and
neutral information on the evaluation of the professor,
overall mean scores were computed by summing the
responses to the individual scale items contained in the
immediate posttreatment questionnaire and dividing by
the number of responses for each scale. Analysis of vari-
ance indicated that the positive, negative, and neutral
written descriptions of the professor had a differential
effect on the pretest responses, F (2, 32) = 8.99, p < .01.
Participants who received the positive description rated
the professor more positively (M = 4.33, SD = 0.41) than
those who received the neutral description (M = 4.19, SD
=0.57) or the negative description (M = 3.71, SD = 0.69).
Scheffé tests indicated that there was a significant (p <
.05) difference between the positive and neutral descrip-
tions, the positive and negative descriptions, and the neg-
ative and neutral descriptions.

To examine the cumulative effects of the written
description along with the effects of the subsequent video
scenario, a 3 x 3 (Written Description x Video Scenario )
ANOVA was used. The data indicated that the written
description continued to have an effect on the evaluation
scores, F (2, 32) = 17.53, p < .01. A positive description
continued to result in a more positive evaluation (M =
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451, D = 0.35) regardless of the subsequent video,
whereas the negative description continued to result in a
more negative evaluation (M = 3.56, SD = 0.91) regard-
less of the type of information that followed. There was
no main effect of video scenario, F < 1. Figure 1 shows
the means for this analysis.

O Positive Video
5 - )
O Neutr al Video
— B Negative Video

Final Impression Rating
= N w ~
R O N 0T W o1 & O1

Positive Neutrd
Written Description

Figure 1. Fina impressions for written descriptions

and video scenarios.

Additional evidence that participants give greater
weight to initial impressions is suggested by the follow-
ing planned comparison. If initial and subsequent impres-
sions were equally weighted, then a negative description
followed by a positive scenario should be equivalent to a
positive description followed by a negative scenario.
However, the results showed alower mean (M = 3.60, SD
= 1.01) for the sequence of a negative description fol-
lowed by a positive scenario than when the positive
description was followed by a negative scenario (M =
4.55, D = 0.26). A Scheffétest indicated that this differ-
ence was significant (p < .05).

There are two possible explanations for the effect of
the written description on the video scenarios. The first,
consistent with the first impression hypothesis, would be
that the initial impression has a greater impact on the
overall evaluation than any subsequent information. A
second explanation for the video scenario not having a
significant effect may be because the video scenarios
were weak. To explore this possibility, we examined
whether the positive and negative video scenarios that
had been preceded by a neutral description showed clear
differences (i.e, a kind of manipulation check). The

Negative

results indicate that there was a significant difference
between the ratings of the professor as depicted in the
video scenarios. A neutral description followed by a pos-
itive video scenario resulted in amore positive evaluation
(M =4.54, D = 0.20) than did a neutral description fol-
lowed by a negative scenario (M = 3.50, D = 0.61). A
Scheffé test indicated that this difference was significant
(p < .05). Thus, the video scenarios were not weak, and
the first impression hypothesis seems a more viable
explanation for the results.

Discussion

Results of the present study indicate that initial
impressions influence subsequent evaluations of an indi-
vidual regardless of intervening opportunities to observe
an individual. This outcome may occur because theinitial
impression affected the expectation of the type of behav-
ior that was expected from the target person, even when
the actual behavior was inconsistent with the initial
impression. We found that a positive description of the
professor formed an initial positive impression that did
not change regardless of the valence of subsequent infor-
mation. An initial negative impression was also resistant
to change regardless of the valence (i.e., positive, nega-
tive, or neutral) of subsequent information. These find-
ings support previous research (Osborne & Gilbert, 1992;
Tiwari & Agarwal, 1989) that suggested individuals
would form amore lasting impression if there was a pos-
sibility for future interaction. The participants in the
study had reason to believe they might have an interac-
tion with the target professor because he was an instruc-
tor at their campus.

Although there were differences in the impressions
based on the initial descriptions, the overall data tended
to remain on the positive end of the scale. In fact, the stu-
dents in our study rated the professor positively even
when presented with negative written information. Our
findings support the notion derived from cognitive disso-
nance theory of a person-positivity bias, which states that
individual stend to give others more favorable evaluations
when there is chance for future interaction. These find-
ings also support Marlowe et al.s (1966) findings that
individuals tend to give a more favorable evaluation if
there were a chance for interaction and if the individual
were a prestigious public figure. Future research may
want to examine whether an opportunity for future inter-
action or being a prestigious public figure has more affect
on the evaluation.

An dternative explanation for the significant effect
of theinitial description may be because of the different
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types of mediaused in the study. Participants read the ini-
tial description, then they viewed the videotaped sce-
nario. Participants might have put more emphasis on
what they read, rather than what they saw. Future
research may want to explore this possibility further.

The present study may be limited in that the profes-
sor used in our study taught on the participants campus.
Thus, participants may have had prior knowledge of the
professor from the school newspaper, talk by other stu-
dents, and so on because of the size of the campus. Future
researchers may use a professor who is unknown on the
campus.

The results of the present study have implications for
understanding the variables that influence students' rat-
ings of teachers. Students’ initial impressions of a profes-
sor can be based on opinions voiced by other students,
suggested by other teachers, or communicated by the pro-
fessor's behavior at the first class meeting. According to
our findings, an initial negative impression may be diffi-
cult for the professor to overcome. Thus, professors who
count on valid student evaluations to improve their teach-
ing effectiveness may need to give careful attention to the
initial impression they convey to their students.
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Effect of Exposure to Stereotyped Descriptions on
Personal Sex Role Assessment

Christopher R. Long

Harding University

College students (N = 147) were randomly assigned to
complete 1 of 4 types of questionnaire packets. Each
packet consisted of a description of either a traditionally
or a nontraditionally stereotyped marital relationship
placed either before or after Berzins, Welling, and
Wetter’'s (1978) PRF ANDRO scale. The main hypothesis
was that participants exposed to traditionally stereo-
typed descriptions before completing the androgyny
scale would show greater difference between masculinity
and femininity scores than participants exposed to non-
traditionally stereotyped descriptions. Three-way analy-
sis of variance of the difference between masculinity and
femininity scores showed no significant differences
between description types or orders of administration
and no significant two- or three-way interactions among
these variables and participants’ sex.

The effect of gender role and gender stereotypes on
how one interacts with the world has been the subject of
much research. According to Bem (1981), the tendency to
formulate attitudes in terms of masculinity or femininity
stems from an inclination to interpret information based
on the sex-linked associations that compose gender
schema. Bem explained that as the tendency to view the
world in such terms becomes stronger, as one becomes
more “sex-typed” (p. 356), one's self-concept becomes
conformed to the gender schema.

Quackenbush (1987) concluded that attribution of
masculine and feminine gender roles functions as a social
skill that facilitates one’s personal and socia efficacy.
Individuals can use gender role attributions to make sense
of his or her social and interpersonal environment. For
example, Hoffman and Hurst (1990) found that individu-
als could rationalize both traditional and nontraditional
sexual divisions of labor by ascribing inherent personali-
ty differences to the sexes. Specifically, Hoffman and
Hurst’s work suggested that people can create their own
gender stereotypesin order to understand the specific sit-
uation they encounter.

Several factors can influence the process through
which individuals form sex-typed or gender stereotypical
social judgments. For example, Eagly and Steffen (1984)

concluded that a person’s social role can influence oth-
ers perceptions of her or him. Eagly and Steffen's
research participants perceived a man as stereotypically
different from a woman in the absence of occupational
information about the man or woman, but the same par-
ticipants perceived a female homemaker as similar to a
male homemaker and a female employee as similar to a
male employee. Also, Deaux and Lewis (1984) deter-
mined that certain components of gender stereotypes are
more influential than others in making judgments. Their
results suggested that the presence of one stereotype
component can imply the presence of other components,
that certain components can be more influential than gen-
der identification, and that physical appearance is the
component most likely to indicate the presence of other
components.

In addition, Jackson, Hansen, Hansen, and Sullivan
(1993) showed that stereotypical information could dif-
ferentially affect people’s judgments about women and
men. Other researchers have found that knowledge about
past behavior of the person being judged can influence
social judgments involving stereotypical information
(Berndt & Heller, 1986) and that judgments are more
often stereotypic when individuals are not allowed time
to assimilate differentiating information (Pratto & Bargh,
1991).

An overriding factor in determining the influence of
sex-typed information in making judgments is gender
schema accessibility. In a study of stereotype accessibili-
ty and information processing, Stangor (1988) concluded
that participants possessing highly accessible gender con-
structs had a greater tendency to process information in
terms of gender. Similarly, Hansen and Hansen (1988)
determined that sex-role schemata accessibility could be
increased and this increase could change the individual's
social judgments. By showing participants sexually
stereotypical music videos, the researchers facilitated
schemata accessibility and subsequently influenced par-
ticipants' judgment about a female job applicant’s skill
level more stereotypicaly.

Kenneth L. Hobby from Harding University was faculty sponsor for this research
project.
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In addition to the effects of schema accessibility, the
degree to which gender-related information is consistent
or inconsistent with gender schema affects how one
processes this information. Cann (1993) found that eval-
uative statements that were consistent with gender
stereotypes were recalled more easily when stated posi-
tively, asin “Janeisagood nurse” (p. 670), but that eval-
uative statements that were inconsistent with gender
stereotypes were recalled more easily when stated nega-
tively, asin “Johnisabad nurse” (p. 670). Cann’sresults
support the hypothesized existence of an evaluative bias
that is associated with information in the gender schema.
In addition, Furnham and Singh (1986) determined that
women who held more positive attitudes toward women
recalled more positive and fewer negative items about
women than did men in general and women with more
negative attitudes toward women. In discussing their
results, the authors emphasized the role of selective recall
because memory of specific gender-related information
is a function of attitudes toward the information.
Likewise, Hess, Vandermaas, Donley, and Snyder (1987)
found that individuals processed gender-related informa-
tion differently when it was consistent with traditional
sex-role knowledge than when it was inconsistent. Hess
et a. concluded that interference from the dominant gen-
der schema may have affected the participants' recall of
the information.

Building on research showing that the degree of con-
sistency of gender-related information with gender role
attitude affects information processing, the current study
examined whether exposure to information that is con-
sistent or conflicting with stereotypical gender role atti-
tudes could alter the individual’s sex role assessment.
Although Morier and Seroy’s (1994) results suggested
that individuals may change the presentation of their gen-
der role attitudes in order to appear more similar to other
people, the question of whether individuals will change
their gender role presentation in order to appear more
consistent with gender-related information alone has not
been widely researched. By presenting participants with
traditionally stereotyped or nontraditionally stereotyped
gender role descriptions, the current study sought to
determine whether stereotypical information alone could
create differences between the subsequent gender role
presentations of participants exposed to atraditional or a
nontraditional description. | hypothesized that partici-
pants exposed to the traditional description immediately
before their sex roleswere assessed would have more dif-
ferentiated scores than the other participants; that is, such
participants would have a greater difference between
their masculinity and femininity scores on the sex role
assessment than the other participants. In addition, |

hypothesized that the participants exposed to the nontra-
ditional description immediately before their sex roles
were assessed would have more androgynous scores than
the other participants; that is, such participants would
have a smaller difference between their masculinity and
femininity scores on the sex role assessment than the
other participants.

Method
Participants

One hundred forty-seven students at a small
Southern private liberal arts university participated as
part of a class activity. Ninety-eight women and 47 men
completed the packet of materials. Forty-five of the par-
ticipants were freshmen, 30 were sophomores, 43 were
juniors, and 29 were seniors. Thirty-four to 38 partici-
pants were randomly assigned to each of four experi-
mental groups. Questionnaires were completed in behav-
ioral statistics, general psychology, advanced English
composition, and honors speech classes.

Materials

Based on stereotyped characteristics drawn from
some items on Brogan and Kutner’s (1976) sex role ori-
entation scale, two descriptions of a marital relationship
between two hypothetical people, “ Sarah” and “David,’
were constructed. The first description associated David
with traditionally masculine stereotyped characteristics,
such as taking primary responsibility for major family
decisions and associated Sarah with traditionally femi-
nine stereotyped characteristics, such as being the prima-
ry caretaker for their preschool-age child. The second
description used the same characteristics as the first
description but reversed the roles so that Sarah was asso-
ciated with the masculine stereotyped characteristics and
David was associated with the feminine stereotyped
information.

Identical questionnaires to which each description
was attached asked the participants to make judgments
about how satisfying they might find David and Sarah’s
relationship and how happy they would beif they werein
a similar relationship. These questions were designed to
encourage participants to apply the information con-
tained in the descriptions and to commit to an opinion
about the quality of the relationship. Questions concern-
ing demographic data such as sex and school classifica-
tion were included in the questionnaire along with brief
instructions for its completion.
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To assess sex role orientation, an androgyny scale
was attached either before or after each of the descrip-
tions. Developed by Berzins, Welling, and Wetter (1978),
the 56-item PRF ANDRO scale yields separate masculin-
ity and femininity scores; each item contributes to only
one score. Twenty-nine items contribute to the masculin-
ity score, and 27 items contribute to the femininity score.

To facilitate study of the effect of the type of descrip-
tion on the participants personal sex role assessments,
four types of questionnaire packets were constructed
using the two description types and two orders of admin-
istration; the traditional description followed by the
androgyny scale, the nontraditional description followed
by the androgyny scale, the androgyny scale followed by
the traditional description, and the androgyny scale fol-
lowed by the nontraditional description.

Procedure

A questionnaire packet containing one of the four
order-of-administration and description combinations
was randomly assigned to each of the students in partici-
pating courses. Participants were told that the study con-
cerned their perception of the relationship descriptions
but no mention was made of the differing description
types or the differing packet types. To encourage partici-
pants to complete the packets in the proper order, a writ-
ten instruction on the packet and an oral instruction
directed students to complete the entire packet in order
from the first page to the last and not to omit any ques-
tions.

Results and Discussion

Table 1 contains the means for the femininity, mas-
culinity, and difference scores (same-sex score minus
opposite-sex score) for each of the four experimenta
groups. For each of these three scores, a three-way
ANOVA was performed to determine if main effects or
interactions existed for the type of description (tradition-
a or nontraditional), the order of administration (the
questionnaire first or the androgyny scale first), and the
sex of the participant. Similar to findings by Berzinset al.
(1978), significant differences existed between the sexes
in the femininity score, F (1, 137) = 18.75, p = .001; the
masculinity score, F (1, 137) = 5.56, p = .020; and the
difference score, F (1, 137) = 6.52, p = .012. For each of
the three scores, three-way ANOVA revealed no signifi-
cant differences between description types, orders of
administration, or significant two- or three-way interac-
tions among these two variables and sex.

Table 1
Mean Androgyny Scale Scores by Order of
Administration, Description Type, and Participant Sex

Androgyny Scale Score
Description
Type n Femininity Masculinity Difference
Description First
Nontraditional
Men 12 14.92 15.67 0.75
Women 22 17.36 13.18 4.18
Traditional
Men 11 14.18 16.73 2.55
Women 26 18.23 13.38 4.42
Androgyny Scale First
Nontraditional
Men 9 13.89 17.56 3.67
Women 29 17.24 14.66 2.59
Traditional
Men 15 16.53 14.67 -2.53
Women 21 17.33 14.52 2.95

However, the results of the analysis of the difference
score for the Description Type x Order of Administration
X Sex interaction approached significance, F (1, 137) =
3.37, p=.069. In addition, the directions of differences of
difference scores meansfor participants who received the
descriptions first were consistent with the hypothesis that
the difference scores of those who received the nontradi-
tional description first would be less than those who
received the traditional description first. For example, the
mean difference score of the men who received the non-
traditional description first was 1.80 less than the mean
difference score of the men who received the traditional
description first. However, the mean difference score of
the women who received the nontraditional description
first was only 0.24 less than the mean difference score of
the women who received the traditional description first.
Numerically but not statistically, men were more affected
by exposure to the nontraditional description first.

Although the data do not lend statistical support to
the hypothesis, the results merit further discussion. As
hypothesized, participants exposed to the nontraditional
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description before their sex roles were assessed respond-
ed more androgynously than did the other participants.
Specifically, the men who were exposed to the nontradi-
tional description before their sex roles were assessed
showed a smaller mean difference between their mas-
culinity and femininity scoresthan did any other group of
participants.

These results are compatible with previous research.
For example, consistent with the findings of Hess et al.
(1987), the participants in the present study may have
processed gender-related information differently when it
was consistent with traditional sex role knowledge than
when it was inconsistent. The traditionally and nontradi-
tionally stereotyped information influenced participants
subsequent sex role presentations differently. In addition,
the results of the present study are compatible with
Morier and Seroy’s (1994) findings. In the same way that
Morier and Seroy’s participants changed the presentation
of their gender role attitudesin order to appear more sim-
ilar to other people, the participants in the present study
gave sex role presentations that appeared more similar to
the specific descriptions to which they were exposed
before their sex roles were assessed. The men who were
exposed to the traditional description before their sex
roles were assessed presented themselves as more mas-
culine and |ess feminine than the men who were exposed
to the nontraditional description first. However, the
women who were exposed to the traditional description
before their sex roles were assessed presented themselves
as only dightly more feminine and less masculine than
the women who were exposed to the nontraditional
description first.

The results of the present study have important
implications for further research. For instance,
researchers who are involved in designing instruments for
sex role assessment should carefully consider what spe-
cific types of information might influence participants to
change their sex role presentation. Researchers might
assess how participants would respond differently to
instruments with traditionally or nontraditionally stereo-
typed information embedded in the instruments' titles or
in individual items. Researchers might also assess
whether or not participants alter their sex role presenta-
tion when they are made aware that their sex roles are
being assessed.

Another interesting area of research related to the
present study would be an investigation aimed at deter-
mining the specific aspects of the stereotyped descrip-
tions that influenced men to respond differently than

women. Pinpointing the features of the descriptions that
lead men to alter their sex role presentations could pro-
vide insight into the specific components of present-day
sex role stereotypes and how men’s and women's sex role
stereotypes differ.

The near significance of the results of the present
study, the conformity of these results with previous
research, and the implications of these results for further
research should stimulate future investigations to employ
similar procedures. However, future studies should
address and correct certain limitations of the present
study. The first and most important limitation of the pre-
sent study was the PRF ANDRO. This scale may not be
the most effective instrument for usein this type of inves-
tigation. Some of the items developed by Berzins et al.
(1978) appear dated or unrelated to sex role attitude. For
example, Item 45 reads, “Once in awhile | enjoy acting
asif | were tipsy,” and Item 3 reads, “ Surfboard riding
would be dangerous for me.” Also, in the present study,
the PRF ANDRO occasionally yielded unreliable results.
For instance, men who were randomly assigned for expo-
sure to the nontraditional description after their sex roles
were assessed had a mean difference score of 3.67,
whereas men who were randomly assigned for exposure
to the traditional sex role after their sex roles were
assessed had a mean difference score of -2.53. These
scores are problematic because, at the time they complet-
ed the PRF ANDRO, they had been given the same
instructions and had not been exposed to either descrip-
tion.

The second major limitation of the present study was
the sample size and the population from which the sam-
ple was drawn. Because the sample used in the present
study was small and was drawn from a population com-
posed exclusively of university students, the external
validity of theresultsislimited. However, if alarger sam-
ple from a larger population and a different sex-role-
assessment instrument were employed, future investiga-
tions might find more conclusive results.
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Perceptions of Couples’ Compatibility: Racial Bias

Angela D. Donscheski-Swinney

Wayne State College

The present study investigated interracial prejudice
among White college students. Participants were 50
female and 31 male students from general psychology
classes at Wayne Sate College. Participants viewed two
photographs, one man and one woman. The photographs
were individual pictures of White, Black, or Hispanic
men or women. Nine groups of participants looked at dif-
ferent combinations of photographs. Participants rated
the couples’ compatibility. Results showed that the White
woman/White man couple was rated significantly more
positively than any other female/male couples. The
results suggest that White students view couples compat-
ibility significantly more negatively for interracial or
other-racial groups.

Researchers have studied several dimensions of
interracial marriages between White and non-Black
minority persons (Tischler, 1990). Interracial marriages
are more likely to occur when partners are older and
when one partner has been married before. White men in
interracial marriages have usually completed college.

To determine attitudes of Black college students
toward interracia relationships, Clark, Windley, Jones,
and Ellis (1983) studied dating patterns of Black students
at a mostly White college. Participants completed a dat-
ing survey and a checklist regarding racial stereotypes.
Results showed that 94% of participants said they would
casually date interracially. Of the Black participants who
were seriously dating another Black person, 42% would
not date anyone of another race. Black men were more
favorable about dating White women than Black women
were about dating White men. Black men dated more
interracially than did Black women. The authors con-
cluded that the majority of participants preferred to date
within their own race. Although interracial relationships
occurred, the relationships were more casual.

To determine whether children were also more like-
ly to form relationships within their own race, studentsin
Grades 6-10 were tested (Moore, Hauck, & Denne,
1984). Participants completed questions regarding racial
prejudice, dating, marriage, school, and social relation-
ships. Results showed that White students were signifi-
cantly more prejudiced than Black students in circum-

stances that involved prolonged interracial dating or mar-
riage. Boys were significantly more prejudiced than girls.
Prejudice did not differ whether the White participants
did or did not have contact with Blacks people. The
authors concluded that prejudice was more likely to occur
with White than with Black youngsters.

McClelland and Auster (1990) studied attitudes
toward interracial relationships by Whites and Blacks.
Participants were from an Ivy League college. The survey
asked students’ opinions about race relations and interra-
cia dating. Participants answered questions about their
frequency of attending school functions with other races,
whether they had friends that were of adifferent race, and
whether they had dated interracially. The survey aso
examined the acceptance of being roommates with or
married to a person of another race. Results showed that
75% of Blacks and 29% of Whites attended parties with
another race. Blacks were less likely than Whites to
report friendly contact with another race, and they were
more likely to report discrimination. However, Blacks
were almost three times as likely as Whites to become
serioudly involved or to marry a person of another race.
Forty-nine percent of Whites expressed mixed feelings
and discomfort toward interracial dating and marriage.
Whites were willing to accept others' dating a person of
another race but would not do so themselves. When
White participants specified whom of another race they
would marry, approximately 50% of the participants
chose Asians, 25% chose Hispanics, and 20% chose
Blacks. The authors concluded prejudice was still evident
and continued to occur on college campuses.

Not only were students from predominately White
schools studied, but Todd, McKinney, Harris,
Chadderton, and Small (1992) investigated attitudes
toward interracial dating in an ethnic-diverse community.
Participants completed a self-rating scale and a question-
naire of attitudes. Results showed that 61% of partici-
pants reported they were willing to date outside their eth-
nic group. The younger participants, under age 40, were
significantly more positive about interracial dating than
were older participants over age 40. Men showed a sig-
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nificantly more positive attitude toward interracial dating
than did women. The authors concluded that the majori-
ty of their participants had positive attitudes toward inter-
racial dating; they suggested that positive race relations
were increasing.

Donscheski (1995) studied attitudes toward interra-
cial relationships among college students from a small,
rural, mostly White state college. Participants viewed
photographs of a Black man and a White woman, or a
White man and the same White woman. To avoid bias
based on appearance, al individuals in the photographs
wore the same clothing; they had the same facial expres-
sion and the same body build. Participants completed a
questionnaire in which they rated the compatibility of the
couplesin the photographs. Students rated the White cou-
ple as more compatible than the mixed race couple.

The purpose of the present study was to extend the
previous research (Donscheski, 1995) by using pictures
of Black, Hispanic, and White men and women. The
hypothesis was that attitudes about couple compatibility
between interracial couples would be more negative than
between same race couples.

Method
Participants

Participants were 50 female and 31 male college stu-
dents from general psychology classes at Wayne State
College. Students volunteered to be participants, and they
received academic extra credit for participating. All par-
ticipants were Caucasian; 79% of them were from towns
of a population size under 2,000.

Materials

The experimenter devel oped a 20-item questionnaire
that asked about the compatibility between two peoplein
photographs. Examples of items are: “ The couple will be
openly accepted into each others' families” and “The
couple appears to be very comfortable together.”.
Participants marked a 5-point Likert scale from 1 (strong-
ly agree) to 5 (strongly disagree). The most negative
answer was assigned a score of five. A totally negative
score on the questionnaire would have been 100.

The six, 10 x 12.5 cm photographs were individual
pictures of a White, Black, or Hispanic man or woman.
All individuals in the photographs wore the same cloth-
ing, had the same body build, the same facial expression,

were of similar age, and were not students from Wayne
State College. The same gray background was used. Nine
combinations of pictures were Black woman/Black man,
Black woman/White man, Black woman/Hispanic man,
White woman/Black man, White woman/White man,
White woman/Hispanic man, Hispanic woman/Black
man, Hispanic woman/White man, or Hispanic
woman/Hispanic man. Before the experiment began, 10
college students, who were not participants in the study,
rated the photographs for attractiveness. All pictureswere
rated similarly, (M = 3.12, SD = 1.08).

Procedure

Participants signed informed consent forms and were
randomly assigned to groups according to the combina
tions of pictures they would view. The photographs were
attached to the questionnaires, which participants
answered within five min. At the end of the experiment,
participants were told the experiment's purpose and
hypothesis.

Results

A 3 x 3 (Male Race Photographs x Female Race
Photographs) independent groups analysis of variance
was conducted; post-hoc t-tests were conducted on sig-
nificant results. The relevant finding was a significant
interaction, F (4,72) = 14.032, p < .001 between mae
race photographs and female race photographs.
Participants were significantly more positive toward the
couple when the White man was paired with the White
woman, ts (16) > 2.5, ps <.05. Moreover the White
woman with Black or Hispanic man was rated more neg-
atively than any other couple, ts (16) > 3.0, ps < .05.
Results are depicted in Figure 1.

Discussion

Participants in the present study were significantly
more positive about the compatibility of the White
man/White woman couple than any other couple. The
results partially supported the hypothesis that attitudes
toward interracial relationships would be negative.

Results lent support to findings by McClelland and
Auster (1990) of racial prejudice among college students
and to resultsfrom Moore et a. (1984) of racial prejudice
in school age children. The present results also supported
Donscheski’s findings (1995) that students viewed inter-
racial relationships (White/Black) more negatively than
same-race (White/White) relationships.
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The results of the present study agreed somewhat
with those of Todd et al. (1992), who concluded positive
race relations are increasing. Mean scores of couples
compatibility (higher scores reflect less perceived com-
patibility) ranged from 52-66 for all combinations except
White woman/White man (M = 45). Thus, the data indi-
cated that even though the White woman/White man cou-
ple was rated to be significantly more compatible, other
combinations were not completely incompatible.

The populations of participants hometowns may
have limited the external validity of the results. Because
79% of the participants came from towns with popula-
tions of less than 2,000 people, participants had few
opportunities to interact with people of other races. As
Carter (1990) found, the higher the contact with other
races the less likely there were racist attitudes.

Future studies might use photographs of additional
ethnic groups, such asAsian Americans. Research reports
on racial attitudes were difficult to find. Many studies of
prejudicia attitudes were conducted in the 1950s-1970s,
but more current research is difficult to find. In the limit-
ed number of reports, participants were mostly White or
Black; interracial attitudes toward Hispanic or Asian
groups were not included.

In conclusion, views toward interracial relationships
may be becoming more positive. However, additional

research is needed. Because interracial relationships are
becoming more common, learning to accept those rela-
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Figure 1. Mean ratings of couples' compatibility.
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tionships could be a major factor in increasing positive
race relations among all races.
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Effects of Attitude, Personality, and Value Similarity on
Interpersonal Attraction

Jeffrey P. Daniel

Creighton University

Research efforts have attempted to identify factors that
lead to interpersonal attraction. Fromthe literature, atti-
tude, personality, and value similarity have emerged as
factors most positively correlated with interpersonal
attraction. | will present evidence in support of and in
contradiction to the hypothesis that attitude, personality,
and value similarity predict interpersonal attraction. The
results, however, are mixed because none of the factors
have been conclusively found to support or contradict the
hypothesis. Following the review, | made suggestions to
improve the quality of future research.

According to Allport (1937), personality “is a
dynamic organization within the individual of those psy-
chophysical systems that determine his unique adjust-
ments to his environment” (p. 48). However, such views
do not address the question of what personality traitslead
to interpersonal attraction. What causes two people to be
attractive to each other? Although personality traits (e.g.,
extroversion, agreeableness, and empathy) may con-
tribute to interpersonal attraction, the present literature
review examines the degree of similarity in attitudes, per-
sonality, and values as variables that determine interper-
sonal attraction between two individuals.

Many studies have assessed the factors that influence
both friendship choice and the development of personal
relationships (Neimeyer & Mitchell, 1988). Investigators
have identified a variety of variables affecting friendship
choice and the development of persona relationships
(e.g., propinquity (Baron & Byrne, 1981), need for affil-
iation (Latane & Bidwell, 1977), common activity pref-
erences (Hoffman & Maier, 1966), and physical attrac-
tion (Berscheid, 1985). However, a literature review
revealed that attitude, personality, and value similarity
were the most extensively researched, suggesting these
factors are the more likely determinants of interpersonal
attraction (Neimeyer & Mitchell, 1988). Longitudinal
studies, research reports, and case studies al lend support
to the theory of similarity (i.e., the more similar two peo-
ple arein attitude, personality, and values, the more like-
ly they will be attracted to one another). Thus, the pur-
pose of this article was to review the literature concern-
ing the variables of attitude, personality, and value simi-
larity and to determine which, if any, can predict inter-

personal attraction. | cited studies supporting and contra-
dicting the role of attitudes, personality, and value simi-
larity in determining interpersonal attraction.

Attitude Similarity

Support for a positive linear relationship between
attitude similarity and interpersona attraction has been
so prevalent that some authors have termed it a “law of
attraction” (LaPrelle, Hoyle, Insko & Bernthal, 1990, p.
217). Studies involving male and femal e college students
aswell as children, adolescents, and adults living in both
the United States and abroad have confirmed this rela-
tionship.

Theresults from Byrne's study (as cited in Neimeyer
& Mitchell, 1988) supports the claim of a positive rela-
tionship between attitude similarity and attraction. Baron
& Byrne (1981) defined attitudes as personal likes versus
dislikes with respect to movies, music, teachers, food,
and other such topics of interest that serve as discrimi-
nating stimuli between individuals. Byrne used his
Survey of Attitudes questionnaire to assess the attraction
between an individual and a bogus stranger. A linear
function of the proportion of reinforcements from similar
attitudes between persons seems to best explain the
attraction to a stranger. However, beyond the aspect of
attitudes, confounding factors and inconsistency damage
the similarity-attraction relationship. For example, in a
naturalistic setting, where more information is available
about the other person, the similarity-attraction relation-
ship has more limited effects according to Broome
(1983).

Other studies have found a less positive relationship
between attitude similarity and interpersonal attractions.
In one study, researchers assessed the attitudes of same-
sex university students. Sunnafrank and Miller (1981)
used a dichotomous measure of student attitudes toward
selected topics and discovered that attitude similarity
played a significant role in attraction ratings for non-
interacting pairs (i.e., those who judged their assigned
partner on the basis of questionnaire results aone).

Mark E. Ware from Creighton University was the faculty sponsor for this
research project.
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However, when the pairs of individuals who were attitu-
dinally similar and dissimilar were alowed an opportuni-
ty to partake in five minute social interactions before
completion of attractiveness ratings, “no differences in
attraction were observed among similar and dissimilar
interactants” (Sunnafrank & Miller, 1981, p. 16).
According to Broome (1983), the results of this study are
consistent with the “uncertainty reduction theory” (i.e.,
interpersonal uncertainty, rather than dissimilarity per se,
is aversive). Thus, attitude similarity simply seems to be
one source of uncertainty-reducing information and is
only indirectly relevant to attraction (Neimeyer &
Mitchell, 1988).

To test the uncertainty reduction theory, Broome
(1983) created a bogus stranger with attitudes that were
mainly different than those of the subject population and
measured the reactions of both male and female college
students. As the theory hypothesizes, information about
the personality of and/or interaction with the dissimilar
other served as a buffer for the effects of attitude dissim-
ilarity. Within situations where such an opportunity exist-
ed, interpersonal attraction increased (Broome, 1983).

Researchers who have employed the use of a bogus
stranger (Baron & Byrne, 1981; Broome, 1983) have
consistently found attitude similarity positively correlat-
ed with interpersona attraction (Neimeyer & Mitchell,
1988). However, when individuals are exposed to an
interactive episode, the effects of similarity only seem to
be positively correlated with interpersona attraction as
time progresses. Because the correlation was not ana-
lyzed longitudinally, the correlation should be accepted
with caution (Neimeyer & Mitchell, 1988).

In summary, attitude similarity may be a predictor of
interpersonal attraction. Before drawing such a conclu-
sion, however, we must wait for researchersto find a pos-
itive correlation between interpersonal attraction and atti-
tude similarity with interacting dyads in natural settings;
existing literature fails to contain those criteria. Adequate
laboratory and field research does not currently exist.

Personality Similarity

Like attitude similarity, writers have hypothesized
that similarity among personality characteristics should
be an accurate predictor of interpersonal attraction.
Unlike attitudes however, persondity (i.e., a person’s
distinctive traits or qualities) has been considered more
stable and comprehensive. Researchers can assess per-
sonality with many established and well-validated per-
sonality instruments. In one longitudinal study, Duck and

Craig (1978) thought that individuals would seek differ-
ent types of personality similarity at different stagesin a
relationship with another person. More specifically, the
authors hypothesized that similarity among newly
acquainted friends would be on the basis of relatively
accessible information (e.g., face-to-face social behav-
ior), whereas similarity among long-term friends would
bein terms of less accessible, but more fundamental, per-
sonality information (e.g., more personal and deeply held
characteristics). To test this hypothesis, 40 unacquainted
individuals in college residence halls interacted with one
another over eight months and completed three measures
of personality (i.e., California Psychologica Inventory,
Allport-Vernon Study of Values, and the Kelly Repertory
Grid) at one, three, and eight months after their initial
meeting. The results supported the contention that differ-
ent types of personality similarity account for choicesin
friendship formation at different periods in time. Thus,
personality similarity seems to be positively correlated
with the development of friendship.

However, other research has found contradictory evi-
dence. Hoffman and Maier (1966) asserted that members
of a group with similar personalities showed an equal
amount of attraction to their group as members of groups
with dissimilar personalities. In an effort to test this
assertion, the authors compared two groups (i.e., similar
and dissimilar personalities, as measured by the Guilford-
Zimmerman Temperament Survey) for their attractive-
ness to members of their groups at the fifth, eighth, and
eleventh week. The findings supported their hypothesis;
there was no evidence that group members with similar
personalities were more attracted to each other than those
group members with dissimilar personalities.

The literature concerning personality similarity and
its relationship to interpersonal attraction is inconsistent.
Although severa studies support a positive correlation
(Duck & Craig, 1978), others do not (Hoffman & Maier,
1966). In addition, researchers use different personality
measures, and there is no evidence to support the com-
parison of these separate measurements (e.g., California
Psychological Inventory, Allport-Vernon Study of Values,
Kelly Repertory Grid, and Guilford-Zimmerman
Temperament Survey).

Value Similarity

Values are theoretical, economic, aesthetic, social,
political, and religious aspects of life that one deems
important, and values set a precedent for how an individ-
ual leads his or her life (Neimeyer & Mitchell, 1988).
Investigators have hypothesized that similarity of values
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is positively correlated with interpersonal attraction.
However, values, unlike attitude and personality similar-
ity, are instrumental in the development of one's person-
a philosophy. Anindividua’s behavior is directly or indi-
rectly influenced by hisor her moral standards. Thus, val-
ues are extremely broad and can have far-reaching conse-
quences.

In a study of the adult population in the United
States, similarity of values seems to be positively corre-
lated with friendship (Johnson, 1989). Other variables
consistently related to friendship include personableness
and similarity with respect to financia status, leisure
activities, level of formal education, marital status, and
membership in the same social group (Johnson, 1989).
Through analysis of respondents descriptions of what
attracted them to a particular person, participants report-
ed a stronger influence for similarity than dissimilarity.
These data illustrate the greater influence of assumed
similarity by the respondent versus actual similarity
between the respondent and the friend. To assess similar-
ity from a more comprehensive perspective, future
research must distinguish between the two types of simi-
larity.

A study conducted by Newcomb (1961) showed that
pre-acquaintance val ue similarity was positively correlat-
ed with subsequent attraction. With regard to Spranger’s
(1928) six value categories (theoretical, economic, aes-
thetic, social, political, and religious), Newcomb discov-
ered that high levels of pre-acquaintance agreement sig-
nificantly predicted interpersona attraction after 13
weeks of interaction. However, the effect of value simi-
larity may change as time progresses because some stud-
ies (Duck & Craig, 1978; Berg, 1984) found that congru-
ence of values, which is substantial in friendship forma-
tion, isnot in later phases of personal relationships.

In conclusion, value similarity seems to be positive-
ly correlated with interpersonal attraction, however future
research must distinguish among the stages in which
value congruence has an impact. In addition, researchers
must clearly distinguish among attitudes, personality, and
values when analyzing variables that contribute to friend-
ship formation. Although some investigators (Newcomb,
1961) conceptualize attitudes, personality, and values as
distinct from one another, others (Baron & Byrne, 1981)
fail to make such sharp distinctions. Thus, one must
empirically distinguish among attitudes, personality, and
values.

Discussion
Critique of Literature

A review of literature revealed several deficiencies.
First, there were an insufficient number of articles con-
cerned with attitudes, personality, and values. There were
some comprehensive articles, but most examined superfi-
cial aspects of interpersonal attraction. For example, |
discovered many articles regarding income (Desrochers,
1995), occupational status (Johnson, 1989), courtly love
(Rechtien & Fiedler, 1989), and clothing (Kaiser, 1989).
Researchers should investigate factors hypothesized to be
positively correlated with interpersonal attraction, instead
of simply discussing the superficial aspects.

Second, investigators must distinguish more clearly
among attitudes, personality, and values. Many times
authors failled to provide consistent definitions. For
example, according to Neimeyer and Mitchell (1988),
personality “refers to the distinctive traits or qualities of
aperson, considered collectively” (p. 134) whereas Duck
and Craig (1978) stated that “any fairly consistent aspect
of behavior which discriminates amongst people could be
regarded as a‘ personality indicator’” (p. 237). Therefore,
more consensus about definition of terms would produce
more effective and efficient research.

Finally, the existing research was overwhelmingly
concerned with correlational relationships. For example,
Johnson’s study (1989), made no attempt to establish
causality. Correlations between friendship and such fac-
tors as income, occupational status, and having or not
having children were discussed instead. As scientific
practitioners, an assertion about causality is much more
effective in providing applicability. In addition, because
applicability is the goal of most research efforts, estab-
lishing a causal relationship should have a higher priori-
ty. Future research should use unacquainted people and
manipulate attitudes, personality, and values. Instead of
simply knowing that two variables are associated, one
would know the reasons for the relationship.

Summary

Many investigators have tried to identify variables
associated with interpersonal attraction. From such
research, authors have concluded that attitude, personali-
ty, and value similarity are prominent variables influenc-
ing interpersonal attraction.
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Attitude similarity seems to be positively correlated
with interpersonal attraction in studies that used a bogus
stranger (Baron & Byrne, 1981; Broome, 1983).
However, investigators (Sunnafrank & Miller, 1981)
failed to find a positive correl ation between interpersonal
attraction and attitude similarity between interacting per-
sons in naturalistic settings. As a result, the initial find-
ingsthat supported a positive correlation between attitude
similarity and interpersonal attraction should be accepted
with caution until more research is conducted to address
the limited amount of evidence about the role naturalistic
Settings.

The literature concerning personality similarity is
also inconsistent. Duck and Craig (1978) conducted a
study to test their hypothesis that individuals seek differ-
ent types of personality similarity at different stagesin a
relationship. Although personality similarity seems to be
positively correlated to interpersona attraction in this
instance (Duck & Craig, 1978), another study (Hoffman
& Maier, 1966) found no evidence that group members
with similar personalities were more attracted to each
other than those group members with dissimilar person-
alities. Thus, researchers need to use uniform personality
measures.

With respect to value similarity, the data are also
inconsistent. Although Johnson (1989) found similarity
of values positively correlated with friendship, a discrep-
ancy existed between assumed and actual similarity.
Assumed similarity seems to influence friendship choice
more than actual similarity. Also, Newcomb (1961) dis-
covered that the effect of value similarity may change
over time. Congruence of values seems to be substantial
early in friendship formation, but not in later phases of
the personal relationship (Duck & Craig, 1978; Berg,
1984). Value similarity may play a significant role in
interpersonal attraction, however, future research must
decipher among the stages in a relationship in which
value congruence has an impact.
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This issue's Special Features section addresses four top-
ics that should be of interest to both students and teach-
ers of psychology. Last year’'s “ Call for Papers’ invited
students to describe the processes and pitfallsinvolved in
applying to graduate school. Amy Wblverton provides
advice for gaining admission to graduate school, as well
as ways for choosing the right school to attend.

The second topic consists of psychological analyses
of a movie and a television show—this theme is also the
topic in this year's “ Call for Papers’ (p. 55). Kathryn
Sutko uses social learning theory to critique an episode
of the television show Growing Pains. Shannon Marlatt
describes how effective techniques of persuasion, group-
think, and conformity pressures can be used to under-
stand events in the film 12 Angry Men. We invite you to
review these articlesin preparing your submission for the
next issue of the Journal of Psychological Inquiry.

The third topic examines undergraduate research.
Dr. Wilbert McKeachie, Professor Emeritus at the
University of Michigan, author of the well-known book
Teaching Tips, and a highly respected consultant on
teaching issues, talks about undergraduate student
research and the research process in general. He pro-
vides insights into why the research process can be com-
pelling and reflects on its value in promoting critical
thinking.

The final topic informs readers about the process of
getting their manuscripts published. Dr. Randolph Smith
is the editor of the journal Teaching of Psychology. He
offers many suggestions for how to prepare manuscripts
for publication. Of particular interest are his comments
about how to respond to reviewers concernsinrevising a
paper that is*“ rejected with an invitation to resubmit” or
“ accepted pending revision” Read this article and dis-
cover an insider’s perspective about the review process.

Advice on Applying to
Graduate School
Amy S. Wolverton
Creighton University

Applying to graduate schools is not an easy under-
taking. Thereis no step-by-step process nor sure-fire way
to guarantee admission. However, there are experiences
that you may have as an undergraduate that will enhance
your chances for getting into a program. | will describe a
few of my insights that might assist you in choosing the
best program once you have been accepted.

First, visiting potential programs can be very impor-
tant. What may look good in a pamphlet or brochure may
not be as appealing in person. For example, after reading
about one program that | thought sounded excellent, |
visited the campus. | was extremely disappointed in the
facilities and what the program offered. On the other
hand, another school that appeared mediocre on paper

was extremely impressive once | visited the campus and
was able to evaluate the resources first-hand.

A personal interview at the school assures you of an
opportunity to meet faculty, students, and support staff as
well as see the buildings, campus, and potential living
arrangements. Meeting with the staff at each of the
schools gave me a significant advantage. | was able to
meet people with whom | would be working. During one
visit, | met a particular faculty member who took an
interest in my research area and indicated that he would
love to work with me on devel oping more research in that
area. Being able to meet him not only convinced me that
he was sincerely interested in me as a student but also
impressed me with the extent to which that program
seemed to be invested in their students. Remember, there
may be dozens of students applying to the same program,
students with the same or higher GRE scores and GPAs
than yours. Although schools may not outwardly admit it,
| believe that they give more consideration to students
they have met.

Richard Miller is editor of this journal’s Special Features section.

Journal of Psychological Inquiry, 1999, Vol. 4, 37-41
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While you are visiting a schoal, talk to a profession-
al within your area of interest who can give subjective
feedback about the program and the services it offers.
Choosing a school may seem like an overwhelming task;
an experienced professional can give you insights to help
make a wise choice.

As a consequence of completing the interview
process, | found that there were several experiences dur-
ing my undergraduate years that gave me a significant
advantage compared to other applicants. The first was an
internship. Internships provide hands-on experience for
psychology-related positions. In my case, | will be
attending graduate school in school psychology. During
my internship, | shadowed a school psychologist and
took part in consultations, educational testing, interven-
tion, and prevention programs.

A second advantage was my research experience.
Throughout my junior and senior years, | designed a
study, completed a literature review, recruited subjects,
analyzed data, and presented the results of my research at
a conference. Although your research experience need
not be as intensive as mine, al such experiences develop
and practice scientific skills. These skills are important
because research is a part of most graduate programs in
psychology, and graduate faculty view more favorably
those applicants with prior research experience. The
advantages for my preparations were offers of research
assistantships from every school to which | applied. The
research assistantships | was offered covered full tuition
and a monthly stipend. Thus, the time and energy invest-
ed during one's undergraduate years can be extremely
beneficial.

Another area worth the investment of your time is
service within psychology. There are many opportunities
for service-related activities both within and outside of a
department. In many departments, students can be teach-
ing assistants, graders, psychology club members, or Psi
Chi members. For example, | was a teaching assistant,
which required me to spend approximately 10-12
hrs’'week on a variety of teaching-related tasks. As a
teaching assistant, | gained experience grading, instruct-
ing, consulting about course work, and assisting in teach-
ing. These experiences also gave me advantages when
applying for graduate assi stantships.

Outside of the department, you can be a peer educa
tor/mentor, take part in philanthropic projects, or volun-
teer at a nearby mental hospital. Positions such as those
give you advantages compared to applicants without the
experience because such accomplishments assure gradu-

ate programs that they will not be wasting their money if
they provide financial support. Additionally, these areas
of service allow students to gain additional insights that
are unavailable in the classroom and thus help to form a
more well-rounded, involved individual.

One last point of advice. Take your time! The deci-
sion deadlines for APA-approved programs are not until
April 15th of each year. Although schools may pressure
you to decide sooner, do not make a hasty decision
because the decision is an important one. Academic expe-
riences are not the only ones that determine admission to
a program. What one does outside of the classroom con-
tributes to the type of person that graduate programs are
seeking.

Learning Perspectives
Applied to a Television Sitcom
Kathryn C. Sutko
Creighton University

On Monday, November 30, 1998, | watched a syndi-
cated episode of Growing Pains on the Disney Channel,
searching for scenes illustrating concepts from learning
and social-cognitive learning perspectives of personality.
| was amazed at the ease in finding examples. The story-
line was that Mike, a 20 year-old, first-born son, who is
very irresponsible and immature, finally got a job. The
job consisted of teaching acting classes. In his class, there
was a 12-year-old boy named Luke, who Mike discov-
ered was homeless. Mike brought Luke to his parents
home, the Seavers, and thought that Luke would be able
to live with his family.

Without Luke present, Mike discussed his idea with
his parents. They said, L uke absolutely cannot stay here.
We do not know his history. He is a stranger. We have
other children about whom we need to be concerned.”
When his parents prepared to tell Luke that he would not
be able to live with them, they discovered in a face-to-
face meeting that they could not refuse the request and
invited him to stay. Within days, the parents discovered
they were missing more than 15 bottles of wine.

When the parents confronted L uke about the missing
wine, they discovered that Luke's father died because of
alcohol-related illnesses and that Luke's mother remar-
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ried an alcoholic who physically and mentally abused
Luke. Luke's mother had recently died, and he had run
away from home to escape the beatings. When Luke dis-
covered that Mr. Seaver liked to have an occasional glass
of wine with dinner, he feared that Mr. Seaver would
behave as his father and step-father. He did not want this
transformation to occur, so he took it upon himself to
pour all the alcohol down the drain.

Examples Empathy and Altruism

Social learning theory emphasizes learning and
relies on interaction with, or influence of, other people.
Saocial-learning theories frequently use the term vicarious
emotional arousal—empathy—which is the tendency to
experience someone else's feelings. Empathy creates
opportunities for vicarious classical conditioning. This
episode of Growing Pains provided a perfect example of
negative vicarious arousal. When Mike discussed allow-
ing Luke to live in the Seaver household, his parents
adamantly refuse when Luke was not present. They said,
“We feel for him.” “We understand.” “We sympathize,
but he cannot stay with us.” When the Seavers saw Luke
face-to-face, they were influenced by his presence and
invited him to stay aslong as necessary to find an appro-
priate foster family. A socia psychologist might explain
their behavior as influenced by their close proximity to
Luke. They were more directly affected by vicarious
emotional arousal because they were face-to-face with
Luke.

Observational and
Cognitive-Social Learning

Many scenesin Growing Pains depicted social learn-
ing. The Seavers conveyed their awareness of the power
of social learning when they said to Mike, “Like it or not,
Luke will have an influence on Ben and Crissy” —their
two youngest children. That prophecy came true. Crissy
exhibited observational |earning when she started to walk
and talk like Luke. Cognitive learning wasiillustrated in a
scene in which Luke explained to Ben how to sneak into
a movie theater without purchasing a ticket—by saying
that he had left his wallet in the theater. Ben tried the
strategy and got caught!

Acquisition versus Performance
One socia learning theorist, Albert Bandura, clearly

distinguished between acquisition and performancein his
1965 Bobo doll study. This Growing Pains episode pro-

vided an example demonstrating that acquisition does not
always equal performance. As stated earlier, Mike was
characterized asirresponsible, immature, unreliable, lazy,
and selfish, but suddenly he became what his mother
called “mature, responsible, and caring.” That he had a
sudden transformation is very unlikely. More likely, he
had learned previously how to be a responsible, mature,
and hard-working adult, but he had chosen not to behave
as such. He had probably observed his mature, responsi-
ble, and caring parents. Perhaps, he decided to perform
those behaviors once he saw hisrole as Luke's caretaker,
similar to his parents' role for him. Thus, even though a
behavior islearned, it need not be performed.

Instrumental Conditioning

Most psychologists refer to one type of instrumental
conditioning aslearning in which abehavior is more like-
ly to occur when it isfollowed by adesirable event, called
a reinforcer. In social learning, such events are called
social reinforcers. They include such things as accep-
tance, smiles, hugs, praise, approval, interest, and atten-
tion. The Growing Pains episode provided an example of
social instrumental conditioning. Luke told members of
the Seaver family incredible and untrue stories about
himself. He told Ben that he used to work with his dad as
alumberjack deep in the mountains. He told Mike that he
worked with airplane pilotsin South Dakota. To Carol, he
said that he previously worked on a sugar plantation in
the Caribbean. And he told Mrs. Seaver that he worked at
a dude ranch in Wyoming.

Luke may have told these stories because they licit-
ed dramatic responses. The Seavers' reactions made him
feel good. They instrumentally conditioned him by say-
ing such things as, “Wow!” “How incredible!” “How
great!” They reinforced him each time he told one of
those outrageous stories.

Generalization

Learning often includes generalization and discrimi-
nation. Discrimination involves responding in different
waysto different stimuli, whereas generalization involves
responding in similar waysto stimuli that are similar to a
conditioned stimulus. Evidence for generalization was
present in this episode of Growing Pains. L uke saw what
alcohol did to both his father and his step-father, and he
extended his experience to Mr. Seaver, who only drank in
moderation. Luke's generalization helped to understand
his behavior of ridding the Seavers' household of al its
alcohoal.
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Conclusion

One 30 min, syndicated episode of a situation come-
dy contained many examples of concepts from learning
and cognitive-social learning theory, including empathy,
observational learning, and generalization. Television
viewing need not be a passive nor mindless process but
rather can serve to illustrate and reinforce some of psy-
chology’s fundamental concepts.

12 Angry Men:
Applying Techniques of Persuasion
Shannon D. Marlatt
University of Nebraska at Kearney

The movie, 12 Angry Men (Fonda, Rose, & Lumet,
1957), staring Henry Fonda is a story about a group of
jurors who must come to a verdict on what seems to be
an open and shut murder case. In the jury’sfirst vote, the
verdict was 11-1 in favor of conviction. The single, not
guilty vote belonged to Fonda's character. He was not
convinced beyond a reasonable doubt that the accused
was guilty and refused to vote for conviction. Fonda took
on the task of implanting doubt in the other jurors’ minds
to help prove that the man was innocent. There are many
illustrations of social psychological concepts in the film,
including conformity, prejudice, group decision making,
and persuasion. Fonda's character displayed these con-
cepts and used them to change the other jurors' decision.

There is strong evidence for conformity in this film.
The other characters made Fonda's character very
uncomfortable emotionally. They complained and ranted
that he was not cooperative. This behavior put pressure
on Fonda to conform to the group consensus. To combat
this pressure, he had to have confidence in himself and in
his unique decision so that he would not submit to the
pressures of the group. As Moscovici (1985) demonstrat-
ed, the minority can influence the majority when it stakes
out a consistent, unwavering position, exhibits self-confi-
dence in that position, and demonstrates that unanimity
of opinion is an illusion.

Fonda’'s method used the central (vs. peripheral)
route to persuasion (Petty & Cacioppo, 1986). With this
method, Fonda's character identified flaws in the case
that caused the other jurors to think. He marshaled sys-

tematic arguments to stimulate favorable thinking. When
the other jurors discussed his arguments, they began to
brainstorm and found other flawsin the trial.

Fonda was a very effective communicator. He was
quite, calm, and meticulous in his persuasive technique.
He did not present his argument in an aggressive manner.
His method encouraged jurors to think and to find incon-
sistencies in their own arguments.

At the beginning of the film, Fonda's character did
not appear to be a credible person. His actions suggested
isolation, for example, when he stood away from the
group and did not instigate conversation.

Subsequently, he became much more credible in the
eyes of the jurors. As Wiegman (1985) showed, credibil-
ity enhances one's ability to persuade. When Fonda's
character produced a knife similar to the murder weapon,
correlated the sound of the falling body with the noise of
the train, and timed how long it would have taken the old
man to get to the door, these actions created an appear-
ance of expertise. With this expertise, Fonda became
more trustworthy to the jurors. Because he seemed to
know what he was talking about, the other jurors were
much more willing to admit their own doubts and slowly
moved toward a finding of not guilty.

In trying to convince the other jurors that there was
not sufficient evidence to convict the defendant, Fonda's
character used several persuasive techniques. His main
method was reason, punctuated with emotion at appro-
priate times. As mentioned before, he used ssimple logic
and reasoning in presenting the argument about the knife,
train, and the old man.

He only used emotion when one of the jurorstried to
engage him in a fight. Fonda responded to the provoca
tion by calling the juror a sadist. The juror threatened to
kill him. This outburst supported Fonda's point that
sometimes people speak but with no intention to act on
the words. Emotional appeals can enhance one's argu-
ments (Cacioppo, Petty, & Morris, 1983), especially
when the audience is not well-educated or analytical, as
was the case with this jury.

Prior to Fonda's attempts to change the jury’s deci-
sion, many members of the jury exhibited behaviors typ-
ical of groupthink; conformity pressure, illusion of una-
nimity, rationalization and a stereotyped view of the
defendant (Janis, 1982). As Fonda argued with the jurors,
symptoms of groupthink slowly dissolved. Group mem-
bers started arguing among themselves and caused tur-
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moil. Therefore, there was less conformity pressure, self
censorship, and illusions of unanimity. Slowly, members
of the jury were persuaded that there was a possibility
that the accused might not be guilty.

One juror, who maintained a guilty verdict, held a
stereotype about people who lived in Slums. He believed
that because the accused was from a slum he was no good
and his nature was to kill. This stereotype exhibited prej-
udice towards the accused, and the juror simply wanted
him punished because of his origins, regardiess of his
guilt. AsAllport (1954) pointed out, negative stereotypes
are very resistant to contradictory evidence.

At the end of the movie, the jury acquitted the man.
Fonda's character was successful in persuading the other
jurists by breaking down groupthink and persona preju-
dices. He aso helped them learn to use rational process-
es in decision making. All of the jurors left the court as
better people than they were at the beginning of the
movie.
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A Conversation with Wilbert J. McKeachie:
Involving Undergraduate Students in Research

Richard L. Miller
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Wilbert J. McKeachie is this country’s foremost teacher
of teachers. His book, Teaching Tips (McKeachie, 1999),
now in its tenth edition, has become the standard refer-
ence work for new college teachers. Bill was born in
Clarkston, Michigan in 1921. He began his college edu-
cation at Michigan State Normal College with the inten-
tion of becoming a high school teacher.

After service as a radio communications officer in
the U.S. Nawy, Bill entered the graduate programin psy-
chology at the University of Michigan where he received
a PhD in 1949. His association with the Psychology
Department at the University of Michigan has continued
to this day. Initially, he coordinated the introductory
course and began to examine factors that influence
learning among college students. For ten years, he
served as chair of the department. He has also served as
director of the University’'s Center for Research on
Learning and Teaching.

Bill has been active in the American Psychological
Association throughout his career, serving as President
in