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ASCTRACT

CLIENT-CHANGE ACINT RCLATIONSIIPS
IN TIRCE COLOMBIAN VILLAGES
by Eduarcdo Ramos L.

Change agents are the link between modern agricultural technology
and the farm population. Success or failure of change agents' objectives
rest upon their ability to induce farmers to adopt their recammendations.
The acceptability that chenge asents have in the commmity may depend
on many factors. It is the goal of the present study to determine how
perscnal characteristics of change agents and agerit-client social dis- .
tance are related to clients' attitudes and behaviors. :

Four change acent characteristics (age, education, role experi-
ence, and marital status) are studied from the point of view of the
amount of discrepancy between the actual values of these characteristics
and ideal values as perceived by clients. These discrepancies or
attribute-differentials, are then related to client-change agent social
distance, credibility of change agents, favorability toward change
agents, client-change agent contact, and client's degrece of innovativeness.

Negative relationships were hypothesized between attribute-
differentials and attitudinal and behavior variables. Positive relation-
ships were hypothesized between attribute-differentials and social dis-
tance. Negative relationships were hypothesized between social distance

and the selected attitudinal and behavioral variables.



Ecuardo Ramos L.

Respondents were from tlhiree peasant villares near Bogota,
Colombia. One hundred and thirty-six respondents were interviewed.

The interview schecule was administered by students of sociology at the
National University of Bogotd. The data were analyzed using product
moment correlations. The change agents under study were the school-
teacher and the extension agent.

From the extension agent attribute-differentials, role-experience
was significantly related both to credibility and favorability. Age was
significantly related botn to favorability and social distance. Educa-
tion was not significantly related to the other variables. C(lient-ex-
tension agent social distance was significantly related to favorability,
credibility, and contact.

From the schoolteacher attribute-differentials, education was
significantly related to credibility. Age was significantly related to
favorability. Role-experience was not significantly related to other
variables. Marital status was siynificantly related to credibility,
favorability, and contact, but in the direction opposite to that predicted.
Client-schoolteacher social distance was not significantly related to
credibility or favorability or contact. Innovativeness was significantly
related to favorebility toward the schoolteacher,

Social distance was shown not to intervene in the relationship
between attribute-differentials and credibility, favorability, and contact
with the change agents. The intervening function was tested in terms of
the difference between the zero-order correlations and the first-order

partial correlations, controlling for social distance.
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CATIR I
LTTRODUCTION

back round and hature of the Stucy

There is a considereble amount of scientific litereture showing
the importance of change ajents in the process of information dissemi-
nation and technical and social charge.l Lspecially in underdevelc;ed
countries the change agents' role is of vital impartance since in rost
cases they cunstitute the main link between tie "receiver” social
system and the "source" social system.

A chiange agent, defined by Foyers (1362, p. 254) as "a profes-

sional person wio atterpts to influence adoption decisions in a direc-
tion that he feels is desirablae,” is perhaps the instrumental element
upon wham rost of the resyonsibility for success or failure of social
change rests. Tle ciange agent's role has been related in different
research stuiies to:?
1. Interpersonal commmication at different stages in
the innovation decision process (113).
2. Promotional efforts by change agents introducing
new ideas (15).

1see for exarpla Dverett M. Repers and Leticia Swmith, Bibliorrerhy

an the Piffusion of Irmovauo'ts, Ciffusion of Inmovations Fesearch report
3, Fichigan State University, copartrent of Cammnicaticn, July 19o5,
whaere the authors listed 870 titles concermned with tie ciffusion and
adoption of innovatiaa.

YThe runber ir parentheses refers to the identification nuriers of
publications available in the Diffusion Jocurents Center at Miciigzan State
University, Departrernt of Commamication, as of July, 1506,

1l
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3. OStretegies used by chargre aents for introducing and
assuring the ado;tion of innovations (106).
4. Soclal consejuences whicihi resulted from clanze acents'
introductions of new idcas (42).

These studies give an ideca of the complex relationsnips involving
change agents, innovatians, and social systers. But there is one aspect
related to change asents which has not yet been studiad, at least
empirically. This question cancems the relationship between the change
agents' personal characteristics and clients' attitudes and behaviar
toward the change ggent.

Social scientists have found that the way in wiich a source is
perceived influences tle audience's attitudes and behavior, Ittelson
and Slack (13958, p. 210) for exarple, pointed out that "Scmething the
other parson is or does (l.e., his physical characteristics and his
actions) both provokes certain feelings in the ouserver and determines
what feelings the observer will perceive the other person as having.”

Interpersonal attraction has been shown to be a determinant of a
large variety of behaviors (Pepitone, 1358, p. 258). Liking and disliking
are phenormena which justifiably occupy an important placs in rescarch on
social behavior such as perceiving persons, entering or leaving groups,
influencing or cummunicating with others (horwitz, 1958, p. 191).

Factors determining lildng and ¢isliking, closeness, warmness,
intimacy, oconflict, rejection, and so on, in the interactive process be-
tween individuals are reflected in t'we social distance existent between
the interacting parts. Jccial distance in that sense i3 the extunt to
which a persan is disposed to treat ctier person on basis of certain
attributes found in the later.
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Minimal social distance may incicate great intinacy of associa-
tion of attrilutes betwcen the persons in interection or between judge
and judged.

In the presert study it is assumed that wnether or not clients
like their cange a enta will depend, in part, on how clients perceive
the change agents' personal characteristics on the basis of hav these
characteristics fulfill clients' exjectations; that the lack of fulfill-
ment of those expectations will be reflected in certain éegrees of
social distances and tiat subsequently it will affect clients' credi-
bility and favorability of chanye agents, and client-agent ccntact.

So far as can be ascertained from a search of the literature, no
ermpirical studies dealing with change agents' characteristics as they
affect 3' attitudes and tehavior hawe been conductaed previously.

The present study i an atterjt to deal with the relaticnshiys
between agent characteristics, social distance and client attitudes and
behaviar., The study was conducted in rural Colomiia and deals with two
types of change agents: (1) the eagricultural extension agent, and (2)
the rural schioolteacher. The Extension Service, a branch of the
National Ministery of Agriculture in Cclombia, has been working for
several yesars in the area of Celorbia in which the present study was
conducted. The extansion agent in Fueblo Viejo, San Rafael, and Cuatro
Esquinas had been working in the three Colombiian villares of stucdy for
six years prior to the time of the data-gathering. Lach villaze has
its own schoolteacher, norinated by the State Secretary of Education,
part of the National Ministery of Iducation., Change agents will le
discussed in more detail in Agpendix BE.
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Ctiocctivweg of the Prosert Stwy

The rain objectives cf the presant study are:

l. To determine the renge of variation between "ideal”
change agents' characteristics and “actual” change
agents’ characteristics in the population gtudied.

2. To determine the range cf variation in social
distance letween changs agents and clients, as
perceived by the clients.

3. To determine how chiangs agents' characteristics
and client-agert social distance are related to
clienta' attituces ard behavior toward change

agents.,



C:APTER II
RATIGHALE AND HYPOTESLS
A Theoretic kationale

Change Agents! Characteristics

*Ons of the most significant ways in which a person can be
dascxibed is in terms of how he appears to cthers, At times, the
cpinion of others may, in fact, be the all-important consideration in
scmecne's evaluation of a person. For what peoples think of a person
ungquestionably influences their behavior toward him as well as, in
ths long run, the behaviar of the very person himgelf™ (Taguiri, 1958,
p. 329).

In dealing with the identification of the principal variables
associated with success or failure of county extension agents, Nye
(1952, p. ¥) assured that "Success in county extension work can be pre-
dicted from a combination of an individual's background, training,
intelligence lavel, vocaticnal interest, attitudes, and other perscnal
characteristics.” Cchen (1364, p. 29) said that the effectiveness of a

person (a change agent, for example) may depend on whether he is per-
ceived as an expert, but also on whether he is "fat, sloppy, neat, ugly,
handsome, poor sthlete, or a zenber of a minority group.” How peopls
peroeive these and similar charactaristics (age, education, marital
status, naticnality, etc.) may be crucial when the referent individual
is an extension agent or schoolteacher.

5
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Pecple pay develop attitudes toward a person even lefore they
meet him personally. These attitudes are often based upon scme personal
characteristics which lead clients to conceiwe of an individual in a
particular way. A handsoma, rich, 35 year cld, single man, living in
Miamd Beach, could be perceived by many as a "playboy.” It does mot
matter if Le ig that ar not. Tor exam:le, he could be a priest in real
lifa., The point is that perception of an individual is developed
previous to greater knowledze of him. Attitudes toward the individual
by other persons are criginated and subsequently cbservers' benhavior
toward him also may be influenced by perception of his characteristics.
The previous example illustrates the case in which, foar individusls
possessing cartain cheracteristics, specific roles are assizned accord-
ing to the way in wich thosa characteristics are perceiwed,

On the other hand, the opposite can also occour. People assign
specific charecteristice to certain roles according to the individual's
perception of that role. Far exanmple, when referring to the president
of the United States, individuals assizn certain characteristics that he
should possess, such &8s age (more than 35 years), natiomality (American
citizen); perhays for sare, a particular religious affiliation; a certain
degree of education, integrity, harasty, palitical background, and so on.

It is in this particular context that the present study is focused.
what is the ideal degree of some characteristics as expected by the
clients, for the extension agent and the schoolteacher to have, and whiat
imlications, if any, do discrepancias have when these expected character-
istics do not "meet” the actual ones possessed by the chanpe ajents?

When dhange aganta' characteristics do not neet the clients' ex-

pectad ones, thers exists what is called in the present study attribute-
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differentials, defined as the ma;nitude of discrepancy that exists be-

twean ideal chanze agents' characteristics expected by their clients
and the actual anes.

Attribute-differentials become irportant because individuals
build up oonceptions of others by conyaring arnd contrasting them with
themselves. From these, a feeling of "alikeress" cr “cisllikeness" is
originated and attitudes and behavior toward others are datermined at
the light of the degree of the simdlarity found.

Literature on the exercise of leacership reports several personal
characteristics associated with leaders, such as gize, pliysical appearance
ad dress, intelligence, friendliness, ete. (Berelson and Steiner, 1964,
p. 342). But as Cibb (1354, p., 886) pointed out, leaders "must nct
exceed the followers by too large a margin, for great discrepancies be-
tween the intelligence of the leaders awd fcllowers rilitates agzainst
the emergence of a leadership opinion.”

By the same tokan, it i3 argued in the present study that great
discrepancies betwesn ideal and actual change agents' personal character-
istice will influence clients' attitude toward thwe acent's perceived
credibility and favorebility and in respect to client-agent contact as
well as the innovativeness of the client,

Four personal characteristics for change agents will be considered
as relevant for analysis in the present study: age, education, role
experience, and marital status.

1. Ap

Every known society differentiates among several age groups and

assigns them certain appropriate behaviors (Zerelson and Steiner, 1368,
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p. 82). Ae-graded cultures characteristically derand different behavior
of tha individual at different times in his life. It is considered that
for performing certain specific roles, individuals demand a certain age-
rengs for the role-players. For purposes of the present study, it is
assured that our respondents expect a certain are-ranie for the extznsion

agent and the schoolteacher,

2, Education

Evidence that Colomtian peasants value education relatiwvely hipghly
is noted in their responses about their educational aspirations for their
children (Kogers, 1963 and Havens, 1565, p. 8). If individuals in a
social system valued ecucation hi hly it is lopical to assune that for
specific roles they will demand for ths role-player, a certain lewvel of
education. It is assumed that chang: ajerts' clients expect or want

persang with certain levels of intellectual skills as tieir advisors.

8. Fole Ixrerience

“Experiencs is tha mother of wisdom" is a popular refrain that
reflects the hizh valus placed uron an individual's experience in his
field. Arong peasants, experience is closely associated with knowledge,
Practice in performing & role provides the role-player with certain
ability to face different situations concerning his work. Specifically,
for extension agents and schoolteachers the nurter of years of work

experience constitute the best index in evaluation corpetence.

4, larital Status

liarria;e is associated with acquisition of responsibilities. It

is considered that marria;® leads to imroved performance of certain
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duties. Marrdiare aliest widversally warls a point of tnagwsition in the
life cycle the world ower, Wretlhor a Jerscen i3 single or narried will
affact the way in which his abilities and responsibilitiss are per-
ceived by others.

{i_rt'trimte—m.ffcmntials and Cliencs' Attitudes ad kehavior

Attribute-differentials, dafined as the degree of discrepancy

that exists between ideal change ajents' characteristics expected by
their clients and the actusl ones, will be discussed in their assumed
interrelationship with perceived credibility and favorelility of change

agents and client-arent contact.

1. Attrdbuta-Uifferentials and Creddt{1ity

Credibility is the degree to siidch an indiviiusl rejards a source
as accuratae. iwvliend and others (1353, p. 21) nmade a distinction between
(1) the extont to wiilch a cormmmicator 13 percaived to be a source of
valid assertions (his "expartnoss™), and (2) tha degree of confidence in
the cammmicator's intert to comamicate the asserticns ha considers
moat valid Cis "trustworthiness”). Yo special attention was given to
thesa two corporents of credidbility, rather the conoapt wos taken as a
zgincle ¢imnsion withaut analyzing non-objective asjects of the sources.

Certain sopeea of informition hawe boon found to have a low or
rgh desran of arelibility when crrarad to othare, How credidle a
souree is beooems one of the facters that can influence the rols of
change agants, In terms of effectivenezs of a cormurnicetion, who de-
Hwere it i3 a arucial factor to be comsidared.

Basides whether a person is perceived as expert and trustworthy,

other personal characteristics (fat, handsore, sloppy, neat, etc.)
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affects the de;ree of the aucdiance's crecibility placed in the com-
mumnicator (Cohen, 1964, p. 29).

tost of tiwe literusture conceming factors associated with credi-
bility of sources has Leen focusad on intermal factors of the comnunica-
tor and their rerception by the audiernce. Ewing (1942), for exanple,
studied percepticns of the cormmunicator's intentiona to persuade his
audience, loviand and landell (1252) studicd trustworthiness. Per-
oeption of falrmess and propagaiistic intant were stucdied by Welss
&id Fine (1350) ad weiss (1357).

Credilility of a scurce is based, tlen, ywon cartaln character-
istics considered as irportant by the individual judze. To the extent
that the exjected characteristics exceed or fail to meet the individ-
ual's idea of wiat ghould b2, the sourca loses his credible irage.

Lack of xowledga of the Lrktigencus charecteristics of a source
may lead the lndividual to judge his credibility through its external
(exopenous) characteristics such as age, marital status, years of edu-
cation, years of experience, and so «i. Even in this case, the inci-
vidual previously has assigned values to thoee characteristics that he
expects to be fulfilled. Deviation from these expected charecteristics
will lead one to evaluate differently, the credibility of tihe source,

In this regarc, it is hypcthesized that lower credibility is
placed upon tie extension agant and the schoolteacher when the discrep-
ancy in ags, in education, in rele-experience and mardital status is
nigher than when that discrepancy is low.

2, Attribute-lifferentials and Favorahility

Low an individual responas to an object concerms tiw concepts of

attitule and opinion. An attitule is defined as a relatively enduring
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arganization of bsliefs around an clbject or situation predisposing cne
to respand in some preferentisl manner. An opirdon is the verial ex-
pression of sone attitude (koleach, unpublisnec). The opinion one
expresses and the attitude urderlying it, may ke a function of several
factors. It is projosed here, that ane of those factors 1s the attri-
bute-differantisls, f.e., the extent to wihich the selected personal
characteristics of a changs agent ciffer from thoce thwought to be
"iceal” by the client.

It is assumed that when an individual assesses or evaluates
another individual, the evalusation is relative. To say that a person
is too 0ld far the job he is doing, or has too little job experience is
to implicitly say that he should ke younger, and shiould have more job
experienca, In other words there is a discrepancy between what an
individual 18 end what he oyhit to be, idsally.,

The verbal exjression of this evaluation is referred to as an
opinion. Tor puryoses of the jresent study, we are concerned with the
dugree of favorelbility with which the client views the change agents,
To the extent that tha agents' characteristics approximate the clients'
icdeal typos, we say that expectetions are consonant with actual con-
ditions. Uhere such is the case it is sy sested tuat the cliant's
evaluation will ¢ more favorabla. On the other hand, where the magni-
tude of the discrepancy is relatively great, one would expect the client
to think less of the change acant; he needs more experience, it would be
better if he had moxe education, ete. In thds instance, a less favorable
evaluation is more likely. Cn this basis, it is hypocthesized that as
the magnitude of the attribute-differentials increase, favorability

toward tle azent decreases.
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3. Attrilute-Differentisly end Client-A;ent Contact

Contact is defined as the interaction betimen the commuricater
and the receiver, 3pecial irmcortance is given to personal interaction
(face-to-face) eince research has indicsted its relevance in securing
social change. The client-ajent relaticeship derands and muct be
characterized by feed-back, due to its very advisor-acvisee nature.

TR way in which cliants perceive change grents dotermines how
such cormmanication a client will hawe with them (Fogers, 1862, p. 257).
Perception of tha chanpe asents as posszeszing personal characteristics
expacted by their cliants, will establish bases uwon which clierits will
e willing to interact with them., On the othor hand, a élsare wcy be-
tween clients' expectations of such charwcteristics and ectuel character-
istics rey alter the commmunication pattern, and contact with tue change
azent will be eitler never established, decrvased, or discontirued.

When the magnitude of this discrepancy with respect to change
agents' age is rizn, for example, cliemts will consicer whether or vt
it will Le useful to contect him. Being too your, may mean irres unsi-
bility and being too cld, perha, 3 lack of activity, enwrgy Or a3 pOSSuns—
ing the same old iueas or saying what everyone knows. Sindlar arzuments
can ta put forth for lack of educatian, or experience, and s0 on.

On this bisis it i3 nhypothesized that as the magidtude of the

attribute-differentials increasc, cliont-aient contact decreases,

Social Distance and Attitudinal and Behavioral Variables
Client -Arent Social listence

The concept of social Gistancs refers to a continuum descrilbed

by Park as 'The grades ad cdoprees of understanding and intimecy which
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characterize pre-scclal and social relations gancreally” (Scode and liatt,
1952, p. 243).

For purposes of the present study social distance will be defined

as the difference in syrpathetic understanding that exists betwsen
persans, or groups, or betwecn a person ard a group (Bogardus, 1931,
p. 328).

The notion that social distanca exists between an indivicual and
others has leon discussed in the social-psychiological literature for
scem time., Bopardus (1928 and 1333) offered a scale of social distance,
Lewin (1936) ciscussed social distarce between individuals in the (hited
States and Cermany. Cther writers, althoush not erploying the term
*social distance,” appe&r to be dealing with the same phencrena. For
examle Peak, My and Clay (1360) utilize distances; Fiedler's (1958)
notion of assured eindlarity e a special cace of social distances, and
rost of the research on prejudice concerns directly with social distance
(Triandis, 1581).

If it is possible to citain satisfactory neasurss of social dis-
tance (scales mainly), the next task is to consider detorminants end
consenuences of it, Sore factors considerod to influence social distance
are, age, sex, sccial status, occupation (Bopardus, 1326, pp. 214-217),
cultural backyround (Triandis, 1960, p. 1), judies-judgees similarities
in religion criantaticn (Iealer and otiiers, 1963, p. €9) and ethnic,
religion, political affiliation (llartley, 1346), social class and
nationality (Trandis, 1962).

with respect to the consequences, sccial distance per se describes
a continuum ranging from close, warm, and intimate contact through in-

different, active dislike, hostility, and rejection (Goode and Hatt,
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1952, p. 243) of the person julged,
Change agents, 8o far as the suthor knows, hawe not been used
as reforents (stimuli) in their judgrent of their characteristics by
the client members of the social system. In the present study it is
suggested that three corisejuences of social distance are (1) credibility,

(2) favorability toward chanpe agents and (3) client-agent contact.

1. Social Distance and Credibility

In locking for information, clients can select the source of com-
mmnication to which they want to be exposured, Tiey respond to those
who theay consider as credible and reject those which are not considered
as credible sources. Morton (1943, p. 202) fourd that social distance
acted as an important limiting factor in the choice of information
sources, and Canrpbell (1859, pp. 93 and 87) reported a not significant
oorrelation between social distance and perceived expertness ard trust-
worthiness of the source.

As social distance between the client and ezent, as judged by the
client, increases, the client perceives the agent to be less like him-

" self, Under such conditions it is sy rested that the client will con-
sider that change agent may not be an appropriate judge of his situation,
wants, and needs and thus the information that the apent might give him
would not be entirely ap;rooriate or applicable, liaving evaluated an
agent, thus, the client would tend to disregard, have reservations

about, or believe less, what the azent might say. In other words the
client would not consider the agent to be a sufficiently credible source,

Studies of opinion leadership (Katz and Lazarsfeld, 1955 and

others) ghow that people tend to select opinion leaders or sources of
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information Wt are occupationally and socioeconoudcally similar to them—
salveg. Studies of homophily (Chou, 1966) indicates that people terd to
interact more frequently with others who are like them.

The present study will atterpt to determine the relationsnip be-
tween sccial distance and credibility, Specifically it is hypothesized
that as social distance between client and ajent increases the agent is
perceived as being less credibla,

2. Social Distance and Favorability

khen talking about social distance it was said that it refers to
a continum ranging from close, warm, and intimate contact to indifferent,
active dislike, hostility and rejection., It is in this sense that social
digtance measures how an individual evaluates cthers and to what extent
this evaluation may determine certain attitwdes and behavior toward the
evaluated perscns.

Much of the literature concerming attitudes toward others inwolwves
stulies on prejudice and ethnic relatians. Whether social distance is
ths result of favoralle or unfavoraeble attitudes or these are a result
of social distance is not well established. tievertieless, it is known
that a relation exists between how close a person considers himself to
be to another and what he thinks of him,

It is hypcthesized that favorability toward a person is increased
as social distance decrvases. Perliaps one of the cruclal factors inter-
vening in this relationship is time. Neutral or indifferert opinions
may be charecterized by lack of intimete knowledge about a subject or
an issue. Eut when pore intiraete knowledge of tle person is obtained
perceptions of social distance and favorable-unfavorable dispesiticns

toward the referent develop.
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3. Soclal listanee and Contact

"Social distarce may be thought in terws of social contacts.
Where tiere are no social contacts of eny kind whatever, complete iso-
lation exists, and the soclal distances are indeterminable" (lozarcus,
1926, p. 209).

It is to be noted that contact dees ot neceesarily elimirate
social distance or that short social distance leads per se to guarantee
personal ocontacts. Perscail interaction with other individuals may
occur for reasons other than a feeling of clceeness or "sympathetic
understanding.” In obtaining services or in looking for the acquisition
of desirable benefits, the incaividual mey interact witn others with whom
he feels there is a great social distance, A consurer may not like the
salesman and perhars feels that there is a great distance between each
other, navertieless ik can interact with toe seller becausa he can per-
form the servios rejuired. A businessran may feel himself quite distant
from other businwssmen but nevertieless dewelop frequent contacts with
them because a fruitful econcric berefit can result from such interaction,

bealer and otners (1363, p. 63) poirted out that ‘‘There are many
factors wiich influence the extent to wiilch a person will willingly
consent to share intimate social contacts with another, Similarity in
religzios arientation ray be ae such cimension.”

Tnis and other dirmensions deturmine the social distances and sub-
sequently the amount and kind of social contact.

When clients percelved change agents as socially distant from
therselves, the clients become restricted in their potential willingness
to establish personal contacts., Perception of the closeness-far

continuum, then, will deteruine wiether or not personal contact with



change agants will develop.
In the present stuly it is hyjothesized that clients will Lave
mxe freguent contact with their charse avents when thelr social dis-

tunces are shart than when they are larce,

Attritate-lfferentials and Social Tistanca

In the literature concerning leadership, personal characteristics
have bean found relevant in the characterization of the leader. Gibb
(1954, pp. 834-832) repcrted several physical and constituticnal factors
associated to Individuals considered as leadsrg. In fact, the definition
of a leader by his followers is hased upon his charecteristics considersd
as salient by the individuals deing the cholce.

Ey its very nature, leascers are not deviant from e norms of the
group (RFocers, 1352, p.233). Furthermore, the lecader-follower relation-
shilp ray be considered as an exarple of minirdzed social distance in the
individual-group context.

Individual attributes may cetermine his social distarce from
others, Deviation from the churacteristics desirad for the individual
makes him not acceptable for the rroup. Thercfore, these attribute-
c¢ifferentials (actual vs. desired characteristics) becore in a sense
determinants of the degree of social distance that would appear.

There is a similar situation for the charge agents. Although
they are not necsssarily leaders for the clients, they are moving into
a context in which tiwey should be carsiderad as close es possible to
their clientels. One of tis problers inwvolwved in aciifeving social
change through the adoption of new ideas ia that of achievirg en

intimate relationship (rapport) between agent and client,
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It is at this point when rerscnal characteristics may be
important in establishinz an intiratz relationship. If the chanpe apent
fulfills clients' expectations there would not be "inoconsistency” bue-
tween expectations and reality. bBut in the case in which the clierts
find out that their arents' cheracteristics are not the desirelle ones,
‘alssatisfection' may arise and subseqjuently, depernding on the extent of
disscnance, they will feel a barrier between them and the change agents.

It is hypcthesized, in the present study, that a positive re-
lationship exists between attridbute-differential and social dlstance.
Specifically, it is expected that when the attribute-differentials in
age, education, role-experience, and marital status are hizhepr that

client-agent social cistance will be hLigl.er.

Attitudinal and Behavioral Variables

Client-Chanfe Ajent Contact and Innovativeness

Imovativeness is defined by Rogers (1962, p. 19) as the “"de;ree

to which an individual is relatively earlier in adopting new ideas than
the other member of his social system." Innovativeness by its very
nature is related to a modern rather than to a traditional orientation.
Individual innovativeness is the tarcet for the change agents'
work., '"People cannot be motivated to adopt new ways on the basis of
logical evidence of better results cor of charts or scientific arguments”
(Moad, 1955, p. 259). Change arents rced to work intensely to under-
stand cultural norms, values, and beliefs operating in the social system.
In breaking down barriers to chiange, extension agents really are trying
to break individual's resistance to acceptance of new ideas and therefore

subsequently raise individual lewvels of inncvativeness.
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In testing the relationship between client-ajent contact and
innovativeness, inconsistent results have been reported. white (19v5,
pp. 38-41) found a not sivnificant relationship between those two
variables. Rahudkar (1362, p. 84) reported, although with reservation,
a broad indication that "iid;h level ado;ters were better in contact
with the agriculture IExtencion Officer than the low level adopters.”
Van den Ban (1365, p. %) said that the progressive farmers "also occas-
sionally dscide to adopt new practices an the basis of discussion with
extension officers.”

Rogers (1362 A, pp. 80-83) indicated that pore innovative farmers
have the greatest degsree of commrication with their county agents and
ford that early adopters hawe "greater depree of contact with their
county ayents than do innovaetors or other ado;ter categories." Kogers
(1958 and 1953) has reported similar findings in different research
studies.

Bose (unpublisied paper) reported no association between efficiency
(adoption of new practices) and education, knowled;e, contact, soclal
status, and formal participation. Wilkening (1953, pp. 20-21) reported
that those individuals wiw had edojted more farm practices made greater
usa of agency and mass mecdia sources of information and less use of
conmercial and informal sources. A sirdlar finding was reported by
Lionberger (1555, p. 15). Farmers with higher adoption scores pace
greater use of the county ayent ard other a ency sources of inforvation.

Margh and Coleman (1956, p. 592) found that farvers living in
neizhtorhoods with a hizher rate of adeption of new farm practices were
more likely to use all other sources of information than neishbors and

friends.
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Bhosale (1950) found persanal cantacts to be the most effective
method for changing the knowledge, ettitude, skill, and behavior of the
cultivators toward the acceptance of improwved practices of wvezetable
gardens.

In the present study the relations Letween client-agent contact
and innovativeress will be tested. It is expected that individuals with
higher frequoncy of cantacts with the change agents will have hijher

scores of innovativeness.

Credibility and Innovativeness

In judging different sources of cosmuication, individuals place
different degrees of credibility on each judied source. Cf course, it
is possible to have a case in which two sources are evaluated or weighted
similarily. According to Cchen (1954, p. 29) “while differences in the
credibility of the source seems not to affect tie learning of the content
of a coommication, they do a;;ear to affect its acceptance.”

Use of certain communication channels would be an iriication of
the credibility placed on them. bhere there exists a positive relation-
ship between apent and client and such a relationship is based primarily
upon credibility, the possibility that a client will accept a new idea
is higher than when the source is regarded as low in ecredibility.

Dahling (1962, p. 123) reported that an idea spread so rapidly in com-
munication engineering tecause the scurce of the idea was hizhly credible.

The irportace of the dejree of credibility is also pointed out
ty Castillo (1964, p. 12) who stated that "Many a farmer adojpts a
practice sven with a minimm cayrenension of all its ramifications

because he has faith in the worker. . . o Bie has a hizh regzand for tie
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college training tlhat he poesccses.” If suwh a hifh crecdllls source
hajpens to be the extansion agsnt throuh whar agricultural inforration
Las been passed to the individual meriers of the soclial system, it is
expectad that clients with high innovativeness scores consider the
extension &gent a3 a high credible source. berelson amd Steiner (luok,
P+ 537) stated that "The more creditle the conrnudcator is perceived to
Le, the less maipulative his intent is considered to e and the greater
the tendency to acce)t lds conclusions.” Fogers (1862, p. 111) said
that ' Innovators have nore favorable attitudes toward new ideas, use
rore technically accurats sources of information, ard place rore credi-
bility in the scurces than the awerece indivicual.”

Sibleysmported that irmovators in commmity development in
Philippire villages were local teachers, who, althoush penerally re-
spected, were not locked upon Ly the local farmers as a ricultural ex-
perts, 80 the entire apricultural phase of community development failed
to be accepted. Ruathermore, the "image of the agent as perceived by
tha innovation recipients, cue to his ability of languaje, cultural under-
standing, teainical corpetence and cfficial affiliations" are among the
factors that can influence the role of change apents in obtaining accep-
tance for their ideas.

According to the findings reported Ly Fliegel (1956, p. 299),
Lionberger (1355, p. 15), Wilkening (1953, pp. 20-21), Ecoers (1958, p.
1uk) and Copp (1356, p. 12) a consistency has leen shown in the relation-
ship between communication competence (a dirension of crecibility) end

technological cunge (adoption of farm practices). In the present study

dcited by Niehoff and Anderson, 1954, p. 23.
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it is tiaslzed that Ceose Loividusis vhio consider char e aoants
L ¥

as treir st credille surces will have il er lnnovetiveness scores,

Favorability Toward Chenre Ajenta and Dimovativeness

Hovland ard others (1553, p. 35) suggested that "People tend not
to exposa themselves to communicetions from sources toward whom they
have negative attitucea.” Since conmunication exposure in most cases
is selective in nature the attitude the receiver has with respect to
the source and the messaze will affect tie way in which the receiver
evaluates them.

Wen, besides the two subjects of interaction, there ls a third
referent (cbject of communication), the acceptance of this referunt by
ons of the interacting subjects depends on whether or not a positive
relation exists batween the two subjects. In other words, wiere F (farmer)
has a positive relation with £ (charge egert), he will rore likely ac-
cept I (innovation). This relation was found velid by tpery and Osser
€1958, p. 6) in tie following case: 'where D was an agrclogist and
therefore regarded new pasture seed mixtures as irportant, thosa farmers
who thought well of him and had frequent contact did adopt pasture in-
novations.” Of course, tie previous situation is an "ideal" ore since
nk always a 80 well balanced situation, exists., For example, if F likes
E btut dislikes I or likes I but dislikes £, in soiving this unbalanced
situation several ajprovacies will be performed, i.e., E changes or re-
evaluates I; F re-evaluates I cr E, £ re-evaluates F; etc.

Otner findings in this re;ard have lecn reported. Beal and
Rogers (1558, p. 581) fourd that “Innovators and early adopters had
nore favorable attituces towand a,ricultural scientists than did later

adogters.”
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Swdcsey (L902) reported bt betier contacts aw fawralle at-
Titus toward extelsich A,sicics Weld adsocldted withv hugher auwgpticn.

rahudkar (13€61) aloo stated that the attitude of famers toward
tie uxtension Sirvice was hihly aescciated with thie alopticn of rew
practices. lie found that nearly half of the farmars havirg a fawralbls
attituie towand Ixtension Sexvics wers high-lavel adopters wadle auly
aw-tanth of tiw famers having & ne;jative attituce could e Liwluded
in this category. On thds basis it is hypotiesized that favorability

toward charge a;ents is positively related to innovativeness.

iy ootheses
From the foregoing theoretic rational and recearch evidence,
the following gfeneral hypotiwses are deriwed,
Gereral tiypothesis I: Degyee of arecibility of change srort

is inwersely related to the magpitule of attrilute-cificrentials,

General Hyjotixesis II: Degree of favoralility toward charce

arent is inversely relsted to the ragnituce of attriiute--uifferuntials.

Gereral lypotiesis III: Desyee of client-cienie grert contact

is inversely related to the manitude of ettrilute-dlifferertials,

e e o o — o - —— o o~

General liypothesis IV: Legree of crecilility of chany2 asent is

inversely related to social distancs.,

Ceneral liypothesis V: Deyres of fawrability towverd chanve apent

is inversely related to social distanos.

General typotnesis VI: Degree of client-asent contact is inversely

related to sccial distance.

General liypothesis VII: [Ie ree of soclal distance Iis directly

related to the me;zitues cf attritute-differantial.
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CHAPTER 11T
VEDIOI0LOGY
The Samle ard the Study Setting

Data for the present stuly are part of a resecarch project, con-
Auxcted in Colonbia since 1963, entitled VA Field Experiment on the Fole
of Opinion lesaders in the Diffusion of Innovaticns in Three Colonbian
Reigborhoods."% Pueblo Viejo and San Rafael are characterized by
xéhtively rodaern norms on soclal change, while Cuetro Isquinas is
relatively more traditicnal. All tixee villajes are located within
about 60 miles of Bogota, in the foothills of the Andean Mountains in
Central Colambia. lidgher lewsls of functional literacy, adoption and
urban contact typified the more modern villages.

Lata Collection
Data weres gathered from the head of each farm family by peans
of persanal interviews. Interviewers were students from the Faculty
of Sociology, Universicad Hacional de Colombia, who were selected on
the basis cf previous experience in fileld interviewing.
At Stage I (1963), 160 responderts from the three cormunities
were interviewed. The objective for Sta e II (13905) was to re-inter-

view the sams subjects. Only 136 respondants wera contacted; the

¥This project was spansored by the Procrama Interamericano de
Informaciat Popular (P1I1), San Jose, Costa Fica; the Facultad ce
Socicloria, Universidad lacional de Colomiia; and tie Arricultural
Dewalopment Council, New York., Cata-gathering was corpleted in two
etages (1) in October, 1363, and (2) in Sejtember, 19865,
26
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remaining nurber of intewviews were rot conducted because of death,
out-pigratian frum the village, and inability to contact the villagers,
Both stages were charactarized by a 'census” of the population wider

study.

The Interview Schwdule

The intorview schedule was rrerared for the pre-test before the
research team left for Colocbia, While cortain partions of the inter-
view scheduls were changed, the overall cbjectives remained essentially
the same, except for the development and refinement of the measures of
fatalism, dogmticm, interpersonal trust, empathy, cosmopoliteress,
social participation, source credibility, and interpersonal relation-
ships.

The interview sciedule was a mixture of sewral scale iters and
direct questiang. That part of tle schedule concermed with the present
study is presented in Appendix D, translated from Spanish into Inglish.

Pre-Tast
The pre-test was dune in Bojaca, a viilage sivular in socio-
cultural caposition and physical locotion to the ctier tivee villaes
wder study. Toe field work lead to rule outs, chan,es, and imrowe-

rents in several of the items in the lostrucent.

Cperatiaialization of Variables

Attritute-Lifferantials

Attrilate-differentialk is the ma nitwie of discrepancy that exists
between "ldeal” clange agents' perscnal characteristics expected by their

clients ad tiv "actudi” cies.
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Attribute differential for each of the four characteristics
under stuc’y were cbtained as follows.

1. Age
"Ideal" age was oitained by asking the respordent what age he

would like the extension agent and schoolteacher to have. “Actual"

age refars to years of ags that the extension agents and schoolteachers
had at ths moment of the study. “Discrepancies" were obtained by sub-
trecting ideal age from actual age, regarcless of direction,

2. Education

"ldcal" education was obtained by asking the respondent how many
years of schooling he would like the extension agemt and schoolteacher
to haw. “Actual” years of education refers to the nurber of years of
schooling that the change agents reparted they had. “Discrepancies™
were obtained by subtracting cne from the other, reparcless of sizn.

3. FRole-Experience

*Ideal" rols-experience wag cbtained by asking the respondent how
many years of previocus experience he would like the extension agent and
schoolteacher to have, "Actual” years of role experiencs refers to the
nuber of years that change agents reported to have worked in their
professions. "Discrepancies™ were cbtained by subtracting cne from the
other, regardless of sign.

W, Marital Status

"Ideal" marital status was cbtained by asking the respondents
what marital status he would like the extension agent and the school-
teacher to have, "Actual® rmarital status refers to that reported by
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the change agents. 'Discrepancy™ was cttained by matcling both--actual
and 1deal. A score of 0" was given when dlacrepancy c¢id not exist ard
a score of "1" when discrepancy was present,

Social Distance

Social distxez is tte degrves of symprthetie understanding that

exists betueen persong, or grou;s, or betwesn a person and & greup,

11w cucept was meaasured by a social distance sodle with modified
items from Bogantus (1928, p. 28). Tie five items used rangzd from
closeness by muriage to closeness by living with change agents in the
same village, Bealer and others (1963, p. 70) indicated that “"Indices
of soccial distance have charecteristically utilized the criterion of
eligibility for kinship through marriass as indicative of carplete
social acceptatdlity.” The scala, cumaosed of a nurber of items, in-
dicates the relative extent to which a person is willing to accept
ancther person as partner in different social activities,

The measurement of social distance is justified by Park (1950,
pe 2357

Tie fact that wa can digtincuish cda;rees of intiracy su ests

that we may Le able eventually to measure "distance” in the

sense in which that word is lwre used, quite as gcourately

a8 we now peasure intelligence, since we do not know all

the factors that detarzlie intiascy,

Wwther a scala {s unidizensioral is detertined by ccoputing its
coefficient of reppoducidbility. Unidimensicnality means that a serises
of items conprising a scale measures a single dimension. Perrcducibility

is the alility to duplicate the res;unses to each item by knowing the
total score of a resporcdent,
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Several techniques for testing unidimensionality have Leen dewel-
cred, The Guttuan method is the most cormonly used tecamique, If a
scale peots Cuttman's criterion, each respondent's response to any scale
item can be rredicted with 90 per cent or rore accuracy, and is acospted
&s scalable, krowing the respondent's total score. Laus thean 90 jer cent
reproducibility is evidencs that tie scale does not mraswe a eingle

vhen arpiied to the sccial distance scale used in the present
ctuwdy, the Cuttian test of widlnmnsionality yielded a ceefficiant of
reproducibility of 91 per cent, in the case of the extensian agent,

Vren the schocltaadier was the ruferent In the anplicaticn of

the scnle, the ccefficient of rerroducibility was €8 per cent.

Dependent Variables

Tnis section will be orpanized listing first the general and the
empirical hypotiesis and then explaining how the dependent variauvles were
operationalized,

General Hypcthesis 1

Generel llypothesis I: Decree of credibility of chenre arents is

inversely related to the macnitude of attribute-cifferentials,

Lopirical Hypothesis Ia:® The yreater the credibility of tie

extension acent the smaller the disarepency Letween actusl and ideal ane

of the extensian aent.

Empirical iypothesis Ib: The greater the creditility of the

schoolteacher the smaller the discrepancy between actual end ideal are

of the schoolteacher.

®The wording of this and other similar empdrical hypothesis should
not imply that the first variable causes the second.
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exteraion apant the sraller the discrerancy between actual and ideal

vears of education of the extension acent,

Erpirical iypcthesis Id: T.e greater the crecilility of the

schoclteacher the emaller the disoreancy Iotwavn ectual ard iieel

————- o a—

years of ecunation of the scwolteacisr,

Erpirical iypothesis Ie: The grmater the credibility of the

extencion aront the smaller the diserenarcy botueen actual end {rleal

yerrs of excverienoe of the extersion acent,

Erpirical liypothesis If: The greater the credibility of tie

schioolteacter the gmeller the dlsarenancy betiween actuel and ideal

years of exrerience cf the sulcolteacer.

Erpirical tiypothesis Ig: The greater the credibility cf the

extension arert the smaller the discre;ancy betwesn actusl and ideal

marital status of the extension ajent,

Inpirical tiypottesis Ih: The jrvater tie crecibility of the

schoolteacher the smallsr the discrepancy betieen actual and ideal

marital stetus of tie schoolteacher,
Credibility ia the degres to which an incivicual recards a source
as accurate. The concept was meacured through & paired corparison
method., The extension agent and the schoolteacher were compared with
eacn other on four sources of cormurdication: madio, newsparers, neizldors,
and salesmen.
Examples of tlie pairs used in the personal interviews are:
“when you are aware cf news about new asricultural techniques,

widch is rore credible for ycu?":'
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__ lieighbars o ___ Schoolteacher or
__ Lxtersion agoent ___ Radio

A completa discussion and aralysis of the paired compariscns
retiod {8 provided in Appencix A.

Table 1 gives the murber of chocices, throuph paired comparisons,
of each of tiie scurces used.

Table 1. Frequency (F) matrix for six sources of information judged by
130 idividuals in three Colorbian villages

Preferred source of the pair

Newg~ CAieB- Lelgii- wchiwood=-  Lxtension

Sources papers  men bors  Padio teacher arent
Newspapers -— 80 72 37 g8 118
Salesmen —— 65 L 104 110
Neighbors — 75 89 104
Radio — 82 92
Schoolteacner —— 8y
Extension agert —
Total chwoices 90 137 246 292 508

General Fywothesis I1

General liypothesia II: De:ree of favorability toward chanse

asents is inversely related to the msgnitule of attribute-gifferentials.

Empirical hHypotiesis Ila: The greater the faverzbility of

opinions toward tlhe extension acent the smaller the discrerancy bLetwesn

actual and ideal ame of tiwe extension acent.

Empirical liypothesis IIb: The greater the favorability of

opinions toWard the schoolteacher the smaller the discrepancy between

actual and ideal age of the schoolteacher.
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Epdcicad lyjpotaesis Il The preatir the feverability of

orinlony toviard toe ertonnsion a 20t e o uller tie Glsamancy botuesn

actual and i=al ymar3 of edicstion of tia extension azant,

Ligdrical bypotiacsis 11d:  lle pivatar tie favorasility of

opinions tovard Le soxclitzacher tim waraller the dlsaerancy betueen

actual and lceal years of educaticon of the schooltcacter.

bpirical bypctinsis Ila: [I2 rreater the faverability of

o loions toviewd tie extension e vt the o allur o disuvooncy petivzen

actual and fawal years of exieriwios of the extersion arent,

Iapirical lyjotiesis 1If: The jauster the fovorability of

orinions towerd the schwoolteachier Uhe sraller the disarpancey between

actual and ldeal years of exjerience of tie scroclteacher,

Erpirical lypothesis IIz: The greatcr the favormbility of

opinions toward the extension aeornt the smaller the discrepancy betveen

actual end icdeal rarital status of the externsion acent.

e cmme meimmcwrv o

Espirical hiypotiesis IIh: The rroater tha favorability of opin-

ions toward tie schicolteacher the smaller tne ciscrepancy between

actuel and igeal merital status of the schoolteacher,

- e — - - o

Fawmrubllity is tie cesree to widch the referent is positively

evaluated. Lach respuient was asked "what opinicn @o the inhabitants
of this viilage have of tia Lxtension Agent?”., Simil:r questions in
reference to the echoclteachier. T scores rawved from "vary bed" (1)

to “very good™ (5).

Ceneral Moothesis 11T

General bypothesis III: Derree of cliert-arent contact is

inversely relsted to tie rapnitude of ettribute-cifferentials.
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Impirical Hypothesis IIla: Tne greater the arowurt of cliert-

extension acent contact the smeller the discrenancy betweon actual and

iceal ace of the extension aant.

P

Empirical bypothesis IIIL: The groeter the arowmt of client-

schoolteacher contact tie smaller the discrepancy betiween actual and

ideal are cf the schoolteacher,

Impirical Ijpothesis Illc: The greater the amount of client-

extensicn acent contact the smaller the discrearcy between actuzl and

ideal years of ecucation of the extension arent,

Erpirical ifypothesis IIId: The greater the aacunt of client-
£2 &

scixolteacher contact the smaller the cdiscre: ancy between ectual and

:_l_deal years of education 9_{ the schoolteacher,

— e

Lrpirical Hypothesis 1lle: The greater the amount of client-

extension grent contect the smeller the discrepancy between actual and

ideal years of experience of the extersion a-ent.

Erpirical Fypothesis IIIf: The preater the amount of client-

schoolteacher contact the graller the discrepancy betveen actual and

ideal years of exrwrience of the schoolteacher.

Erpirical liypothesis IIIg: The greater the amount of client-

extension s7ent contact the erzller the cdiscmpancy between actual and

ideal merital status of the extension a‘ent.

Erpirical lypothesis IILi:: The preater the arouit of client-
schoolteacher oontact the smaller the discrepancy between actual and

ideal marital status of the schoolteacher,
Contact is the Literaction between client and clange acent,
Cantact was measured by the nurter of tires per yeer that the respondent

reported he had talked with the extensian agent or the schoolteacher for
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the puryose of ashing advise on ayricultural issues.

Gereral iymotiesis IV

Ceneral Lypotiesis IV: De:ree of credilility of clience arents

is inversely related to social distance.

Lrpirdical bypothesis IVa: The rreater the credibility of the

extension avent the sraller the client-extension arent social cistance

50018 .

Empirical ilypotiesis IVo: The greater the crediidlity of the

schoolteacher the smaller the client-schoolteaciier sociszl cistance

sCcCres.

Measures of credibility end social distance were discussed

earlier in the present chapter,

GCaneral iy othesis V

General Hypothesis V: Degree of faworability toward charge

arents is inversely related to sccial distance.

Dnpirdcal liyjothesis Va: The yreeter the favorability of

orinions toward the extension acent the smaller the client-extension

arent social distance scored.

Irmpirical ilypothesis Vb: The greater the favorvdility of

oplnions toward the schicolteacher the smaller the client-schoolteacher

social distance scores.

Measures of favorability and social distance were explained

earlier in the presant chapter.

Ceneral liypothesis VI

Generel Hypothesis VI: Degree of client-agert contact is

inversely related to social distance.
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Erpirical typothesis Via: The greater the amount of client-

extonsion arent ceomtact the sraller the cliont-extznsicn azent social

Erpirical lypothesis VIb: Tle ;matar the amount of client-

schoalteacheor contact the smallor the cliznt-schooltoacher cocial

digtance scores.

Measures of cantact ard social distance were explained earlier

in the presert chagter.

General Hypothesis VII

General Hypothesis VII: Derree cf social cistance is directly

related to the mayTitude of attribute-differentials,

Lrpirical Lypothesis VIIa: The greater the social distance

scores between client-extension agert the prmater the discrepancy be-

tveen actual and ideal ere of the extensicn ayent,

Empirical Hypothesis VIID: ‘fhe greater the soclal distance

soares between client-schioolteacher the preater the discrepancy be-

tueen actual and ideal ae of the schorlteacher,

Drpirdical Lypotiesis VIIc: The preater tie social distance scores

batween client-extensicn azent the greater the discrepancy between actual

and ideal years of ecucation of the extension arent.

e - - e ievee e e

Empirical liypothesis VIId: The greater the soclal distance

scores betwean client-schoclteacher the greater the discrepancy betimen

actuzl and ideal years of education of the schoolteacher.

B

Erpirical Hypothesis VIIe: The zreater the social distance

scores betwean client-extension arert the creater the discrepancy be-

twesn actual ard ideal years of experionce of the extension arent.
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Erpiricel Mypothesis VIIF: The sreator the social cdistance

soors tertmen clisrt.schoolteacher the smacter the discrerancy socres

gt rAr Y v e wremsie

between actunl ond icdral years of exierience of the schoolteacher,

o e e vt B e e -

Lrpiriczl Lypcthesis VIIZ: The ryester the social distarcs

scores tetvmeon elisnt-cxtarsion acant the prester the discrepancy

betvern actual ard ideal extensicn asent's rarital status,

Lr; irical lypothesis VII: The greater the social distarce

soores betizen cli-nt.schoolteacher the jreater the discrenancy be-

tuween actual ard ifeal schoolteacter's maritel status.

e~ - a yee

Measures of soclal distance and attributa-differentials were

explained earlier in the rresent chajter.

Ganeral lypothesis VIII

General hypothesis VIII: Derree of innovatiwness is directly

related to deyree of credibility of chanre aunts.

Inpirical hypothesis VIIIa: Clients with hish innovativenens

soores will corcider the extencion arent as & rore credible source than

clierts with low inncveativeness scores,

Erpirical bLiypothesis VIIIL: Cllents with hish innovativeness

soores will consider the schoclteacher as & rorw credille sourca than

clignts with low Limovativoness scores.

Inmovarivweness 1s the depree to which an individual is relatively

earlier in adopting new icdeas than the other menters of his soclal
system (Rogers, 1962, p. 19). Innovetiveness was measured in the
present study by computing scores indicating the composite tire of
adoption of sixteen new farm practices (fertilizers, insecticides, etc.).
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General Hypothesis IX

General Hypothesis IX: Degree of innovativeness is directly

related to favorability of change arents.

Empirdical i¥ypothesis IXa: Clients with hirh innovativeness

scores will be rore highly favorable toward the extension arent than

clients with low inncvativeness scores.

Empirical llypothesis IXb: Clients with hirh innovativeness

scores will be more highly favoreble toward the schicolteacher than

clients with low innovativeness scores.

Measures of innovativeness and favorability were described
previously in the present chapter.

General Hypothesis X

General lypothesis X: Degree of innovativeness is directly

related to client-agent contact.
Empirical Hypothesis Xa: Clients with high innowvativeness

scores will have more frequent contact with extension agent than

clients with low imnovativeness scores,

Empirical Hypothesis Xb: Clients with high innovativencss
scores will have more frequent contact with the schioolteacher than
clients with low imnovativeness scores.

Measures of Imovativeness and caitact were described previocusly
in the present chapter.
Statistical Analysis
Data for all the hypotheses will be analyzed using zero-order
product moment correlations.
Computations of first-order partial correlations will be done in
order to determine the intervening properties of social distance in the

relationship between attribute-differentials and contact, credibility
and favorability,



GAPTiR IV

FLIIIS

The present chajpter will present tie tests of tie gencrul and

erpirical hypotheses stated in Chapter III.

Gereral liysotiesis I

General lypothiesis I: Deiree of credibility of chan-e arents

is inwrscly related to the manitude of attribute-differentials,

Erpirical liyjwtlesis Ia: The greater the credibility of the

extension acent, the smaller the discrerancy between actual and ideal

aza of the extension arcnt. Tne zero-order correlation between credi-

bility scores &nd extension apent's age discrepancy soores is -.116,
which i3 less than the -.147 rejuired for significance at the five
per cent level, DLipirical Lypotiesis Ia is not supported.

The first-order partial correlation between credibllity scores
and extension azent's age discrepancy scores controlling on social dis-
tance soores is -.075 (not significantly different from zem),‘5 which
is not significantly different at the fiwe per cent lewel from tiie zero-

order correlation? between crecibility scores and age discrepancy scores.

631 -nificance from zero was tested by the t technique., See
(Mclemar, 1962, p. 167).

e siznificance of the differences was obtained by trancforming
the r's into £3. Significant difference of the Es means that the two
r's are sijnificantly different (Mcl.emar, 1962, pp. 139-140).

33



42
and extension agent's years of experience discrepancy scores comtrolling
on social distanoce scores is -,092 (not significantly different from zerc),
which is not significantly cdifferent at the five per cent lave! from the
zero-order correlation between crecdibility scores and extenszion agart's
years of experience discrepancy scores, This shows that social distance
doeg not intervene the relationship between credibility and "actual-
13eal" extension agent's years of experience

Empirical Hypothesis If: Tre preater the credibility of the

schoclteacter, the smaller the discrepancy between actual and ideal years

of experience of the schoolteacier. The zero-order correlation between

credibility soores and schoolteacher's years of experience discrepancy
scores is .C42, which is less than the -.147 required for significance
at the five per cent level., Dipirical Eypothesis If is not supported.

The firet-order partial correlation between credibility scores
and schoolteacher's years of experience discrepancy scores controlling
on social distance scores is ,037 (ot sipgnificantly different from
zaro), which is not significantly different at the five per cont level
frew the zero-order correlation between credibility scores and school-
teacher's years of exjperience discrepancy scores. TLi3 shows that
social cdistance does not intervene the relationship between credidbility
and "actual-ideal” schoolteacher's years of experience.

Impirical liypothesis Iy: The -reater the credibility of the

extension agent,ths smaller the discrepancy between actusl and ideal

rarital status of the extension arent. The zero-order correlation be-
tween credibility scores and extension agent's marital status discrepancy
scores is -.094, which is less than the -.147 required for sicnificance

at the five per cent lewl, Lrpdrical Mypothesis Iz is not suported.
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The first-order partial correlation between credilbility scores
and extension a cnt's marital status discrejpancy scores centrolling on
social distance scores is 108 (nct simnificantly cdifferent from zero),
which is not sigdficantly different at tie five per cent level from
the zero-ordor correlation between credibility sccres arnd extensi
a ent's marital status discrepancy scores. Tnis shows that social dis-
tance does nct intervene the relationship between credibility and
"actual-ideal" extension ajent's marital status.

Empirical iiypothesis Ih: Tie greater tie crecibility of the

schoolteacher, the smaller the ciscrerancy betweszn actual and ideal

marital status g{ the schoolteacher., Tiw Zero-order correlation between

credibility scores and schioolteacher's marital status ciscrepancy scores
is .157, which is significantly different than the -.147 required for
significance at the five per cent lewvel. Althou:;h significant, the cor-
relation is in the opposite directicn to that which was predicted, thus
Erpirical liypothesis Ih is not supported.

The first-order partial correlation between credibility scores
and schoolteacher's marital status discrepancy scores, cantrelling on
social distance scores is 149 (not si-nificantly different from zerc),
which is not significantly lower at the five per cent level from the zecro-
crder correlation between crecdibility scores and sclicolteacher's rarital
status discrepancy soores. Tiuds shows that social distance does not
intervene tlie relationsiipy Letween crecdibility and "actual-ileal"

schoolteaciier's marital status.

Conclusions for General hynmothesis I

Two empirical hypotheses following from Generel iypotnesis I
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from the zerco-order correlation between credibility scores &xd extension
agent's years of ecducation discrepancy scores. This sliows that social
distance does not intervene the relatiunship between credibility and
actual-ideal extension agent's years of education.
Impirical hypothesis Id: The greater the credibility of the

schoolteacier tio sraller the discrerancy between actuzl end ideal

years of education of the schooltead=r. The zero-order correlation

betwean credibility scores and echoclteacher's years of ecducation dis-
crepancy socores is ~.184 which is more tnan the -.147 required for
signifiocance at the five per cent lewel. Lmpirical liypotiwsis Id is
supported.

The first-order partial correlation between credibility scores
and schoolteacher's years of education diacrepancy scores controlling on
social distance scores is -.195 (siynificantly different from zero at
the five par cant level), which is not significantly different at the
five per cant lewel from the zero-order correlation between credibility
scores and schocl-teacher's year of education discrepancy scores. This
shows that social distance coes not intervere in the relationship between
credibility and "actual-ideal” schoolteacher’s years of education.

Empirical lypothesis Ie: Tie greater the crecibility of the

extension ayent the smaller the discretancy betwean actual and ideal

years of experience of the extension arent. The zero-order correlation

between credibility scores and extensicn arent's years of experienca
discrepancy scores is -,155 wiiich is greater than the -.147 required
for significanos at the five per cent lewel. Lmpirical hypothesis Ie

is supported.
The first-order partial correlation between creditility scores
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were sisnificant at tae five per cent lewel: Lppirical iiypothesis Id
(when referring to the scioolteacher) and lipirical liypothesis Ie (When
referring to the extension azent). Therefore, CGeneral Hypothesis I is
not swparted, since six cf tne eiiit empirical hypotheses were not sup-
ported.s Social distance ¢oes not intervene in the relationsiip Letween

credibility and attribute-cdifferentials.

Cencral liypothesiy II

Gereral ilypothesis II: Ierree of faworalility toward charre

azents is inversely related to the ranitude of attribute-cifferentials.

Empirical liypothesis IIa: The rreater the favorability of opin-

ions toward the cxtension acent, the smaller the discre;ancy letieen act-

ual and ideal are of tie extension agent. The zerv-order correlation be-

tween favorability toward extension ayent end extension arent's age dis-
crepancy scores i3 -,250, which is more than the -.147 required for signif-
icance at the five per cent level., Lmpirical iypothesis Ila is supported.
The first-order partial correlation between favorability toward
extension agent and extencion agent's ape discrepancy scores, controlling
on social Cistance is -.221 (si nificantly different from zero at tha
five per ccnt level) from the zero-order correlation between favorability
tovard extension agent and extension acont's aze discrepancy scores.
This shows that som:al distance does nct intervene in the relationship
between favorability toward extension agent and lds actual-ideal ape.
Ermpirical Hypothesis IIb: The greater the favorability of

opinions toward the schoclteacher the svaller the discrepancy between

Bihen all the erpirical hnypotheses are surported it is said that
the pencral hypotiwsis is supportad. When all four attributes are conformed
reyardless how they are distriluted among the chanse agents, it is said
that the general hypothesis is partially supported.
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at the one per cent lewvel, when referring to the schoolteacher. im-
pirical Hypothesis IIg was sigrificant at the one per cent lewvel but
in the opposite direction to that predicted. Therefore, since five of
the eight empirical hypotheses were nct supparted, General Lypothesis II
is not supported,
Social distance does not intervene in the relationsiip between

favorability of opinion toward extension ayants and attribute-diffarentials.

General Hypotiwsis 111

General iypothesis III: Desree of client-avent contact is inversely

related to the marnitude of attribute-differentials,

Enpirical Hypothesis IIla: The greater the emount of cliont-

extension azent contact the smaller t!we discrepancy between actual and

ideal ape of the extension ajrt. The zero-order correlation between
client-extension a;rnt frequency of contacts and extension agent's age
discrepancy scores i8-.073, which is less than the -.147 required for
significance at the five per cent level. LEmpirical Hypothesis IIla is
not supperted.

The first-oxder partial correlaticn between client-extension
agent frequancy of contacts and extensicn agent's age discrepancy scores,
controlling on social distance is -.034% (not significantly different from
zero), which {s not siynificantly different at tie five per cant lewel
than the zero-arder carrelation between client-extension ajent contact
and his age discrupancy scores. This shows that social distance does not
intervene the relationship between cahitact and actual-idesl extension
agent's age.

Empirical Hypothesis IIb: The greater the amount of client-
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between client-extension agent contact and externsion agent's marital
status discrepancy scores is -.009, which is less than the -.147 re-
quired for significance at tl.c five per cent lewel. Lapirical lly-
pothesis IIlg is not supported.

The first-orcer pariial currelation between client-extension
agent contact and extersion agent's marital status discrepancy scores,
controlling on social distance ia -.020 (not significantly different
from zero), which is not significantly <ifferent at the five per cent
lsvel {:ut the zero-order correlation between client-extension agent
contact and extension agent's marital status discrepancy scores. 'Ihis
shows that social distance does not intervens in the relationship be-
tween client-extension agent contact and actual-ideal extension azent's
marital status.

Enpdrical hiypothesis II1In: The greater tle amamnt of client-

schoolteacher contact the smaller the discrepancy between actual and

ideal marital status of the schoolteacher. The zero-arder correlation
between client-schoolteacher contact &xl schoolteacher’s marital status
discrepancy socores is 153, which is statistically significant but in
the direction opposite to that predicted. Empirical Hypothesia I1I1Ih is
not supparted.

The first-order partial correlation between client-gschoolteacher
contact and schoolteacher's marital status, controlling on social dis-
tance is .147 (not significantly different from gzero), which is not
significantly different from the zero-orcer correlation between client-

schoolteacher contact and schoolteacher's marital status discrepancy
sores. This shows that social distance doas not intervene in the rela-
ticns'hip between client-schoolteacher contact and actual-ideal school-



teacher's marital status,

Conclusions for Ceneral lyoothesis 11X

Only Empirical Hypotixsis IITh was si;nificant at the five per
cent level, but in the opposite direction of that predicted., Since
none of the eight empirical hypotheses was supported at the five per
cant level, General Hypotiwsis III is not suprorted.

Social distance does not intervene in the relationship between
client-change agents contact and attribute-differentials.

Ganeral lypotlesis IV

General bypothesis IV: Desree of credibility of chanpe gzents

is Anvergely related to social distance.

Empirical iiypothesis IVa: The greater the credibility of the

extension ajent the smaller the clicnt-extension acent social distance

scores. The zero-order correlation Letween credibility of extension
agent and client-extension agant social distance scores is -,172, which
is m than the -.147 required for siznificance at the fivwe per cent
level, Empirical Hypothesis IVa is sujported. |
Empirical Lypothesis IVb: The gpreater the credibility of the

schoolteacher the smaller the client-schoolteacher social distance

scores, The zero-order correlation between credibility of schoolteacher
and elient-schoolteacher social distance scores is -.102, which is less
than the valus -,147, required for significance at the fi:va per cent
level. Irpirical Hypothesis IVb is not supported.

* Conclusions for General Hyoothesis IV

One of the two empirical hypothesis was significant at the five
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per cent level (Empirxical liypothesis IVa). Therefore, Ceneral Hypothesis
IV is partially supported.

General Hypothesis V

General Hypothesis V: Degree of favorability toward change agents

is inversely related to social distance.

Empirical Hypothesis Va: The greater the favorability of opinions

toward the extension agent, the smaller the client-extension agent social

distance scores. The zero-order correlation between favorability toward

the extension agent and client-extension agent social distance scores is
-.151, which is more than the -.147 required for significance at the
five per cent level. Empirical Hypothesis Va is supported.

Brpirical Hypothesis Vb: The greater the favorability of opinions

toward the schoolteacher, the smaller the client-schoolteacher social

distance scores. The zero-order correlation between the favorability

toward the schoolteacher and client-schoolteacher social distance scores
is .104, which is less than the value -.147 required for significance
at the five per cent level., The Empirical Hypothesis Vb is not supported.

Canclusions for General liypothesis V

One of the two erpirical hypothesis was significant at the five
eor cent level (Empirical Hypothesis Va). Therefore, General Hypothesis
V is partially supported.

General Hypothesis VI

General Hypothesis VI: Degree of client-agent contact is in-

versely related to social distance.

Empirical Hypothesis VIa: The greater the amount of client-




(<]

eutenaion agest gontact the smaller the client-sxtensien agent scoial
distance scorws. The sero-arder esvelation betwesn clisnt-extension
agt eentast and elient-extension agent social distsncs scores is
=182, Wiich is sope tham the -.IN7 vequised for significmos at the
five par oot Jewal. Empivical Hypothesnis Via is supported.

Espirical Hypothesis VIb: The grester the smowt of clismt-
schoolteather eantest the smaller the climt-echoolteasher soaial
distance scoves. The sero-order cosrelation hetwesn cliemt-echool-
taathey emntast and cliemt-echoolteschey sesial distance socres is
-,000, vhich is less than the walus -.IN7 yequired for significence &t
the £ive psr et Jevel, Enpivieal Hypothesis VIb is not swpported.

Oomalusions for Gemerel Hypothwsis VI
Ons of the twe expirieal Nypothesis wes signifiemt at the fiwe

pow asnt lewsl (Espirical Hypothesis Via). Thewefore, Gemeyal Hypothesis
VI is partially supported.

Guerel Hypothesis VII

Guevel Hypothesis VII: Degres of sosial distanes is directly
relsted t the magrituds of sttribute-differentials.

Eapirienl Hypothesis VIIa: Dw greatsr the social distemce
seores betwesn clisnt-extension agent the greater the diserepency be-
twem agtusl and ideal age of the extension agent. The sero-cvder oer-
relation betvesn clisnt-entension agmt social distance secres and en-
Ssion agmt's age disevepancy secsws is .288, which is more them the
JN7 requived for significence at the ans per eent leowvel. BEmpiricel
W'Ihhw

Empiriesl Hypothesis VIID: The grester the social distance
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eoores betveen client-schoolteadwr tha greater the disarepancy be-
twesn actual and ideal gge of the schicolteacher. The zerc-crder oorrela-
tion betuean elient-gchcoltzacher social distance scores and school-
Wacher's ege discrepency soares 13 -.086, which is less than the INY
required for signifieance at the five per cunt lewel., Empdrical Hy-
potheais VIID is not supported.

Enpiricel Hypothesis VIIc: The greater tha social distance
scores Detveen glisnt-extensicn scant the rreater the discrepancy be-
tucen ectual and ideal years of education of the extensicn spemt, The
pero-arder correlation batween cliamt-extension agsnt social distance
soowes and extension agent’s yoars of education discrepancy scores s
«.001, which is less than the .1N7 required for signifiomos st the five
per st lowel. DEmpirical Hypotiwsis Viic is not supparted. '

Espivieal Hypothesis VIId: The grester the social distance
scores betwom gliamt-schoolteadher the grester the discrepancy betwsen
astual and ideal yemrs of edunation of the schoolteacher. The sero-
arder esvelation between aliet-echoclteacher social distance scoxes
and sshoclteachar's years of education {s -.088, which is less than the
«IN7 required for significance at the five par ot lewel. Ewpirdcal
Nypethesis VIId is not supportsd,

Erpirieal Hypothesis Vila: The greater the social distance
scores between olient-extensicon agent the greater the discreoancy be-
betwwen actual and {deal years of experience of the extension agemt.
The aero-crder omyelation batwsan elient-extension agent scefal dis-
tanee scoves and extansicn sgent's years of experience discrepancy
socres is .1%3, which is less them the 187 required foor significomnce
at the fiw per cant lewel, Fepirical Hypothesis VIle is not supported.
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Empirical Hypothesis VIIf: The greater the social distance
soores between client-schoolteacher the greater the discrepancy scores

between actual and ideal years of experience of the schoolteacher.
The zero-arder ooxrrelation betwean client-echcolteacher social distance
socores and schoolteacher's years of experience discrepancy soores is
~.053, which is less than the .187 required for significance at the five
per cant level, Empirical Hypothesis VIIf is not supported.

Enpiricel Hypothesis VIIg: The greater the social distance
soores between client-extension agent the greater the discrepancy
betwesn actual and ideal extension agent's marital status. The sero-
arder ocxrelation between client-extension agent eocial distance sooves
and extengion agent's marital status discrepancy soores is .073, which
is 1sss than the .147 required for dignificance at the five per cent
lswel. Empirical Liypothesis VIIg is not supported,

Erpirical Hypothesis VITh: The preater the social distanoe
scores between client-schoolteacher the greater the discrepancy be-

tween actual and ideal schoolteacher's marital status. The zero-ordsr
ocosvelation between client-echoolteacher social distance scores and
schoolteachsr's marital status discrepancy sooxes is -.088, which is
less than the .1%7 required for significance at the five per cent lewel,
Enpirical Hypothesis VIIh is not supported.

Conclusions for General Hypothesis VII

Only one ezpirical hypothesis following from Cenerel Hypothesis
VII was significant at the five per cent level (Empirical Hypothesis
ViIa). Therefore, General Lypothesis VII is not supported.

Geneyal Hypothesis VIII
General Hypothesis VIII: Degree of innovativeness is directly
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related to deyree of credibility of chance a‘ents.

- - com——— o —— e c—— -

Lopirical liypotuesis VIXIa: Clients with hi b inmovativeresg

scores will conisider the extonsion aant as a nore credibtle sourcs than

clionts with l\.rl inrovativeness scores. Thie zero-oruer correlaticn be-

twean Lnovativeress scores and the credilility scores for the extension
arent is ~.072, wich is less than tie 147 reguired for sipnificonce at
the five per cent lewvel. Lrpiricel iiypotiiesis VilIa i3 not supported.

Ynpirical liypothesis VIIIL: Clients with ndziy innovativene

scores wlll cansider the d:OC‘]tC‘ca..f‘I‘ &s a nore cradille source than

ced e ey mn - po——— - o o

clie:'ts with lf mzmvc.tlm.«nens scores, Tie zero-order correlation be-

tween innovativeness scores and crecitility scores for schioclteacicr is
.090, which is less than the 147 required for significance at tie

five per cent level. LImpirical [lypcthesis VIIIb is not suported.

Conclusions for General iYvootlesis VIII

leither of the two empirical hypothesis were supported at the fiwe

per cent level. Twerefore, General iiypothesis VIIT is not supported.

General ivpothesis IX

General liypothesis IX: Depree of inncvativeness is directly

related to favorability of cliange e-ents.

Impirical Lypotieeis IXa: Clicnts with hich immovativencss

soores will be rore hichly faverable towerd the extension agent than

clients witih low inrowvativeness scores. The zero-oricr correlation te-

tween innovatiwness scores end favorehility soores toward tie extension
acent is -.11l4, which i3 less than tiie 147 required for significanos

at the five puer cent lewvel, LDmpiricel bBypothesis INa is not supparted.
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Erpirical liypothesis IXb: Clients with hizh innovativeness scores

will be more hihly favorable toward the schoolteacher than clients with

low innovativeness scores. The zero-orcer correlation between innovative-

ness scores and favorability scores toward the schoolteacher is .210, which
is more than the .147 required for sijnificance at the five per cent level.

Empirical Hypothesis I«Kb is supported.

Conclusions for General Hynothesis IX

One of the empirical hypotiesis was significant at the five per
cent level (Empirical liypothesis IXb). Therefore, General Hypothesis IX
is partially supported.

General lynothesis X

General Hypothesis X: Degree of innovativeness is directly re-

lated to client-agent contact.
Enpirical Hypothesis Xa: Clients with high innovativeness scores
will have more frequent contact with extension agent than clients with

low innovativeness scores. The zero-order correlation between innova-

tiveness scores and clients' frequency of contact with extension agent

scores is -.086, wh:i.ch is less than the .147 required for siznificance at

the five per cent level. Lmpirical Hypothesis ¥a is not supported.
Empirical Ilypothesis Xb: Clients with hich imnovativeness scores

will have rore frequert contact with the schoolteacher than clients with

low innovativeness scores. The zero-order correlation between innova-

tiveness scores and clients' frequency of contact with school teacher is
-.058, which is less than the .1l47 required for significance at the
Five per cent lewvel., LImpirical Hypothesis Xb is not supported.

Conclusions for Ceneral llypothesis X

Neither of the two empirical hypothesis was significant at the

five per cent lewel. Therefore, General Hypothesis X is not supported.



CWAFTIR V
SWIARY AND CONCLUSIONS

Sunmary

The purpose of the presant study was to determine the relation-
ships Letween attribute-differentials (age, educaticn, role experience,
and marital status), social distance, and attitudinal and behavicrel
variables (credibility, favorability, contact and innovativeness) within
the context of client-change agent relationships.

The population studied was 136 farwers in thres Colombian
villages (Pueblo Vie)o, San Rafasl, and Cuatro Esquinas). Data used in
the present study were pmt of a larger research study labeled "A Fiald
Experiment on the Role of Opinion leaders in the Diffusion of Innove-
tions in Three Colombian Neighborhoods.® Zero-order correlations were
utilized to test the ten major hypotheses. Additional tests were made
for determining possible interwening properties of social distance in
the relaticnship between attribute-differentials and credibility,
favorebility, and contact with change agents,

Objectives

The main objectives of the present study were(l) to determine
the mgngfvn'hdm between "ideal™ change agents' characteristics
lxd“actmi”mamu' characteristics in the population studied,
(2) to datermine the venge of variation of social distance between change

agents and clients, as perceived by the clients,(3) to determine how
61
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changs agents'’ characteristics and client-egant social distance are re-
lated to cliants' attitudes and behavicr toward change agents.

Findinss

Ten general hypothesis were tested. Tle major findings with
respect to the extension agent and the schoolteacher are listed as

fallows:
1.

The general hypothesis that credibility of change agents is

invareely related to the magnitude of the attribute-diffarentials was:

a.

b.

C.

d.

2.

Not suppcrted, for either the extension agent or for the
schoolteacher, whan referring to arce.

Supported for the schoolteachsr, but not supported for the
extension agent, when referring to educaticn.

Supported for the extension agent, but not supported for the
schoolteacher, when referring to role-experience.

Not supparted, for either the extension agent cr for the

schoolteacher, when referving to marital status,
The genaral hypothesis that favorebility toward change agents

is inversely related to the magnitude of the attribute-differentials was:

b.

C.

d.

Suypported forr both the extension agent and the schoolteacher,
when referring to age.

Not supported for either the extension agent or the school-
teacher, when referring to ecducation,
Supported the extension agent, dbut ¢id not support tha school-
teacher, when referring to rols-experience.

Not md for either the extension agent or the school-
teacher, when referring to marital status,
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3. The genaeral hypothesis that the degree of cliant-agent
contact is inversely related to the magnitude of attribute-differentials
was:

a. Not suypparted for either the extension agent or the school-

teacher, when referring to apa.

b. Not supparted for either tiw extension agent or ths school-

teacher, when referring to ecucation.

a. Not spported for either the extension agent or the school-

teacher, when referring to rols-experienca,

d. Mot supported for eithar the extension agent or the schocl-

toacher, when referring to marital status.

4, The genarel hypothesis that the credibility of change agents
is inversely related to client-agent social distance was supported
for the extension agent but not supported for the schoolteacher.

5. The general hypothesis that the favorebility toward change
agents is inversely related to client-agent social distance was supported
for the extension agant but not supported for the schoolteacher.

6. The generel hypothesis that the amount of client-agent
contact is inversely related to client-agent social distance was supported
for the extension agent but not supported for the schoolteacher.

1. %mmlhwwnsintmwmtdgmsodd&stmh
directly related to the magnitude of the attribute-differentials waa:

a. Supported for the extension agent but not supported for the
schoolteacher, when referring to ags,

b. HNot suported for either the extension agent or the school-
teachar, when referring to education.
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c. Not syjjorted for either the extension &gunt or e school-

toacher, whian referring to rola-ex erience,

d. liot suywported for either the extension agent or the school-
teacher, when referring to marital status,
8. The general hypothesis that {innovativeness is directly related
to credibility of change agents was not supported for either the extension

agant ar the schicolteaciher,

9. Tie gerwral hiypothesis that innovativeress is directly related
to faverability toward crange agoents was supported for the schoolteacher
hut not supported for the extension agent.,

10. The genoral hypothesis that innovativensss is directly related
to amunt of client-agent contact was not supported for either the
schoolteacher or the extsension agent,

Social distance was ehoun not to intervene in the relationship
between attribute-differentials and credibility, attriute-éifferentials
and favorability toward change agjents, and atridute-difforentials and
client-change agent eantact,

Canclusions
Two types of changs sgents were studied in the present ressarch:
the extension agent and the schoolteacher. Each type of change agent
will now be discuseed separately in an attempt to deriwve conclusions
from the study.

Extansion Agent

From the extension agent‘'s characteristics, age was shown to be
related to favorability toward him and the social distance betwesn him
and his clients. Ixperience was related to favorebility and credibility,
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«

Social distance was rclated to favorability, credibility, and cortact.
In grephic form, without assuning, cause-effect orcer, these relation-

ships can Le described as follous:

\ Social distance

Are was related to social distance, and social distance was
related to credibility, favorability and contact. BHut, social dis-
tance was found to have no intervening proc.erties in the relaticnship
between age and credibility, favorebility, and contact. This sug;ests
that there could be other factors than tiie characteristics of chayge
agents here studied, that determine social cistance and its possible
implicatians for its relationship with attitudinal and beihavioral
variables.

Experience of the extension arent was shown to be related to
credibility and favorebility. This result supports our original hy-
potheses, Also, support for our orijinal hypotheses come from th.e
siynificant relationship between social distence and credibility, favor-
ability and contact.

On the other hend, éducation, are, experience, and marital status
wera shown not to da related to contact with the extension agent. Thus
it seems that other variables, rather than the four extension asent's

personal characteristics, may accourt for client-agent contact. Since
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social distance was significantly related to contact it is possible
that factars determining social distance, may be fimportant predictors of
oontact.

Credibility was not significantly related to ags, education and
marital status of the extension agert. It is necessary then, to find
other variables than can be related to credibility. Perhaps one could
approach the study of credibility of the extension agent in terwms of his
perceived trustworthiness, expertness, and accessibility as a source.
It is also poesible that the measure used for credibility in the present
study (paired conparisons) is useful only as a primary selective tool
in locating different sources in a psychological contimam but not to
establish, for a particular source, why it is credible and which factors
are associated with it,

Generally spsaking, in dealing with the extension agent, excspt
in soms particular cases, the personal characteristics and their per-
osption by his clients were not shown to be relevant in their relation-
ehip with attitudinal and behavicrel variables. Other results, different
from shat were predicted, show that innovativeness is not related to
ocntact, favorebility and credibility. These results were consistent
for both the extension agent and the schoolteacher. In respect to the
~ former, it is the author's feeling that ths measures used for innova-

- tiveness are useful for msasure imnovativeness per se, but not for its
relationship with variables concerming specifically the extension agent.
In other wards, if we want to relate credibility, contact, and fawvor-
ability toward a change agent to innovativeness, it would be better to
use inmmovations promoted by that change agent. Tiwe innovativeness scores
were cbtained from a variety of agricultural innovations which the
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respandents, in most of the cases, have [rumoted Ly several sources
anly one of which is the extension agent.

Schoolteacher

Only two of the four personal characteristics of the school-
teacher ware significantly related to other variables. Age was signif-
icantly related to favorebility, education to credibility, and favor-
ability to innovativeness. In graghic form, these relationsiips can
be represented as follows:

Age » Favorebility 5 Innovativeness
Zducation 5 Credibility

All these relationshipe were significant in the expected direc-
tion suppoarting cur ariginal hypotheses. Marital status was signifi-
cantly related to aredibility of the schoolteacher, but the finding
came in the oppoeite direction to that which was predicted.

Except in two instances (the relaticnahips of age with favor-
ability and education with credaibility), the schoolteacher's personal
characteristics used in the present study were not significantly related
to social distance, credibility, favorability, and contact. This
suggests that these variablas were not relevant for purposes of hypthe-
sized relatianships, or they really ¢ not affact other variables
dealing with client-agents relationship,

Social distance was also shown not to be significantly related
to credibility, contact, and favorability. Since ths perscnal charecter-
istics were shoun not to be significantly related to social distance
other factors ought to be investigated in this regard.
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Parhiaps the main reason for failing to establish the expected
relationships among several variables concerning the schoolteacher is
due to his own role., The farmers, who are mainly involwed in agricul-
ture, cdo not perceive the schocltecacher's rols as concernad with ayri-
cultwre. There is, then, a differentiation of roles and functions be-
tween the extension agent and the scioolteacher. The clierts do not
perceive education as one of the extension azent's function as well as they
¢o not perceive a;riculture as cne of tie sciiocolteacher's function. Per-
haps this can explain why some variables are relevant for the one role

and not for the other.

Future Fesearch

Sare of the findings of the present study are su;estive of
further research.

1. It was found that client-extension agent social distance
is related to credibility, faworability and contact. At the same time,
 the findings showed that thie extension agent's personal characteristics
(except age) were not related to social distance. It is suygpested, then,
that research dealing with other factors associated to social distance,
and if possible, determinand «f it, be carried out. Literature on
social distance, prejudice and discrimination has pointed out that race,
natianality, reliyion, and occupation are four of the more relevant
factors influencing social distance., Particularly for change a;ents,
factors such as status, race, ability to adjust to the social system
slient, attitudes toward clients as perceived by them, ability to
commuiicate in the same social system language, rural-urtan bad.ground,
prestije, and so on, may be tected for possible relationships with

social distance.
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2. The method of palred cogarisons, used for mzasuriig credibile
ity of diffarent sourc:es of cuusadcation, was limited to discrixinating
the ‘weight” of each source alang a psychological ecantinuum (see Ajpendix
A). It is the feeling of the aulhior, that a necessary next step is to
further discriminate each sourcs according to various factors of credi-
tility. One might attempt to predict differential evaluation of informa-
tin sources using the dirensions of "expertness,® "trustworthiness"
and "accessibility.”

3. The iadex used for measuring contact with change agents in
the present study, in the author's opinion, could hawe been rore adequate.
It scams necessary to discriminate between client-agent contact, based
upon client’'s own williness to establish interaction, and asent-client
cntact in which intsrection is established without considering if the
client wishes such interaction. In the first case, an exarple would be
the client whio goos to the extensicn agant asking for advica. In the
seoond case, an exarple could bs tle contact resulting from visits by
the extensicn agent to ths cliont without the latter having taken the
firet step to establish the contact, i.e., agent-initiated caftact.

8. Also, it is suggested that when dealing with chanje azents'
charecteristics as related to immovativeness, scores for the later
variable should be takan from innovations introduced or pronoted by the
change agent. In this way it would be pogsible to determine more clearly,
what influance the change agonts' characteristics have on the adoption
or rejection of new ldeas.

§. Finally, ths failure to establish the expected relaticunship
among soem of the variables included in the present study mizht be dua
(1) to possible Inadequacy in the indeawrs, and (2) selection of irrelevant
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variables (such as personal characteristics) to be related to other
attitudinal and lehavioral variables,

Implications for Action

Kith the exception of experierice, the extension egent's personal
characteristics do not appear to affect the clients' innovative behavior
and their attitudes toward him, After the extension agent has been in
the commmnity for a time it is unlikely that his personal characteristics
per se, will be taken into account. FRather, cther more relevant person-
ality factare of the agent will be more salient for his clients since
their interest is concarned in the way in which the extension agent
pexfarms his rola to obtain his clients' benefits.

Such is the case of the extension agent's expariencs. For the
respandents in the present study,years of experience of the extension
agent was a relevant variable, Perhars they do not base thelr judgment
on how many years the extension agent has been performing his role, but
perhaps how efficiently he does it. To show to his clients that he is
able to perform his job efficiently may affect how well what he says
vwill be accepted. In that token, change agents must be capable of doing
their work adequataly and be able to demonstrate that they have the
skills, experience, and practioz sufficient to acquire the confidence
of thair clients.



APPINDIX A

PAIRED COHPARISONS ANALYSIS OF SOURCE
CREDIBILITY AMONG PLASANTS
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One of the items contained in the interview schedule had to do
with the credibility of different sources of ayricultural information.
The method of analysis used was that of Paired Carparisons judgments in
which respanses to 6 sources or "stimuli™ were elicited, making a total
of 15 possible pairs.l The sources were: radio, newspapers, salesmen,
neighbors, schoolteacher, and extension agent. The question asked and
the presentation of the possible combinations were as follow:

"34, When you are aware of news about new agricultural techniques,

which is more credible for you?"

____Radio, or ___ Schoolteacher, or ___Neighbors, or

____ Newspapers Extension Agent ____ Salesmen
Extension Agent, or ____ Salesren, or Newspapers, or
Radio ____ Schioolteacher lei gibors
Schoolteacher, or  _ Neig y Or ____PRadio, or

____ Newspapers ____ Extension Agent ___ Salesren

____ Neighbors, or ____ Newspapers, or ___ Schoolteacher, or
Schoolteacher ____ Extension Agent ___Radio
Salesmen, or ____ Extension Agent, or Radio
Newspapers Salesmen ____ Neighbors

1rotal number of pairs is given by the formula: nC2 = n (n-1)
72 2
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The presentation of the stimulus pairs must follow two criteria.

1. The position of the members of the pair should be alternated. In the
previous example if in the first instance radio siould appear cbove the
other member of the pair then the next tims radio is cne of the elerents
being compared it siiould eppear below that with wiiich it is being com-
pared, and the next tine on tcp, and so on. If the members of the pairs
are presented side by side, then altermate on a left-rizht basis.

2. No member of a corparison should be presented in two successive pairs.

The purpose of this second phase in the study was to re-interview
the same 160 respondents of the first phase. Of tlhie original sample of
160 a total of 130 were successfully re-interviewed. The data presented
here correspond to those 130 subjects.

Credibility was defined as the degree to which an individual re-
gards as accurate a source of commmication. Tha present study does not
attenpt to distinguish the dimensions safety, qualification and ¢ynanism
as suggested by Lener't.z

The data will be submitted to:

1. Scale value analysis

2, Graphical representation of the scale characteristics

3. Significance test for scale characteristics

4. The carputation of the Coefficient of Consistency

Paired Carparison Analysis
Paired comparisons is a method used in order to know how people
judge several stimuli, taking two at a time, and how they arrange them
in order according to the "weight' that each stimuli has for the

2J. B. lerert, Dimensions of Source Credibility, A paper presented
to the Association for Education in Jourmalism, Syracuse, New York,

August, 1963.
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individual. This order of stimuli based upon individual judgment is
called a psychological continuum,

Thurstane has been the main contributor to the analysis of the
psychological continuum, In recent years since interest has been focused
on relating scale values of stimull to the psychological scale values
themselves rather than to thcse on a fhiysical continuum, the methods

have been called psycholcrical scalinz methods. So, "The problem of

psycholegical scaling is then to determine whether the n stiruli can be
ordered an a psychiclogical continuum with respect to the degree of the
attribute each possesses.” (Edwards, 1957, p. 20).

In our case we do not have a physical continuum that would help
us in determining the dejree of faverableness expressad by each of the
sources, but we can determine if they will scale along a psycl.ological
continuum from least to most credible. Our six stimuli (sources) are:
radio, newspapers, salesmen, schoolteacher, extension agent, and neighbors.
Note that while we call these suppliers of information "sources," they
ars really a mixture of sources and media. Since they are all suppliers
of information, however, we will treat them as being similar phenomena.
To avoid confusion we will refer to these phenamena as sources rather

than media from now on.

Schematic Presentation of Lata

Table I gives the frequency with which each colum stimulus (top
of table) was judged more credible than the row stimulus (left side of
tabls). The ciagonal entries involving a comparison of each source with
itself are assumed to be equal to N/2. The total number of comparative
judgrents for each pair of sources is 130, the number of individuals
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making the judgnents. In Appendix A, Tables I, II end II, are shoam here
with all entries above aixd below disgonal entries in order to check
possible errars in camputing the data. In moct presemtatians, only the
entries above the diagaal or bLelow it are shiown since they ccmplerent
each otier. Fur exanple, owr N is equal to 130 subjects., In Appendix A,
Table I entry 1-4 is equal to 33 and entry 4-1 is equal to 37. Adding
both the result must be equal to 130. This occours because if, within 130
judgnents, 33 prefer 1 over 4, (in jucging thic particular pair), the re-
mainders should prefer 4 over 1.

Appendix A - Table I. Frequency (F) matrix for 6 sources of information
judzed by 130 individuals in tixee Colombian villages

Preferred source of the pair

Hews~  Sales- Helgh- oSciwol- LExtension
papers men bors Radio teacher agent

Sources (1) (2) (3) (4) (5) (6) Sums
(1) Newspapers 65 30 72 97 98 118 540
(2) Salesmen 40 65 65 74 104 110 458
(3) Neighbors 58 65 65 75 90 104 457
(4) Radio 33 56 55 65 82 92 383
(5) Schoolteacher 32 26 40 48 €5 gy 295
(6) Extension agent 12 20 26 38 46 65 207
Sums 240 322 323 337 485 573 2,340

Appendix A - Table II shows proportion of tinmes each colum
stinulus was judged more credible than the row stimulus. The proportions
were obtained by dividing the cell entries of Appendix A - Table I by N
(130). To check if data are correct, row stimilus plus its respective
colum stimulus must be equal 1. For example, row stimulus 4-1 is equal
to .254 and column stimulus &-1 is equal to .746. Row stimulus .254 plus
column stimulus .76 is equal to 1.000.
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Appendix A - Table II. Proportion (P) matrix corresponding to the "F"
matrix of Table I

News- Sales- Neigh- School- Extension
papers men bors Radio teacher agent
Sources (1) (2) (3) (&) (5) (6)
(1) Newspapers .500 .692 <554 . 746 + 754 .908
(2) Salesmen .308 .500 .500 .569 .800 . 8UB
(3) Neighbors LA46 500 .500 .577 632 .800
(4) Radio J254 431 .423 .500 631  ,708

(5) Schoalteacher 246  ,200 .308 .369 .500 .646
(6) Extension agent .092 .154 .200 .292 .354 .500

Suns 1.846 2.477 2,485 3.053 3,731 4,408

Note that in Appendix A - Tables I and II we have arranged the
sources from the least to the most credible according to the "votes"
received by each cne. This order is essential in knoving the distribution

of the various sources and for further analysis of data. Newspapers are

the least and extension agent the most highly regarded sources of infor-
mation with the others distributed in between. In other words, we have

a rank order of the sources acoording to degree of credibility. From now
on wa can identify each source with the respective number shown in Appen-
dix A - Tables I and II.

Scale Values

When a stimulus is presented to a subject, we expect same reaction
from him toward the stimuli. This is called a modal discriminal process

which Edwards defines as a "theoretical concept and represents the experi-
ence or reaction of an individual when confronted with Stimulus i and
asked to make a judgment of some attribute." (Edwards, 1957, p. 21)

The distribution of all discriminal processes is assumed to be
normal about the modal discriminal processes. The mean or median
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discriminal process associated with a specifie stimulus is taken as the
scale value of the stimulus., The standard cdeviation of the distribution
of discoriminal processes is called the disceriminal disrersion or disper-

sion of the discriminal processes for such stimulus. In finding scale
values equality of the discriminal dispersions is assumed,
Appendix A -~ Table 1II gives the Z values of the "P" matrix. The

scala values of the different sources in terms of its deviation fram the

mean of all of the scale values is given by the means of the "Z" values.

Appendix A - Table III., "Z" matrix corresponding to the "P" matrix of

Table II
Sourcas l 2 3 4 S 6
l .000 .502 .136 .662 .687 1.329
2 -.502 .000 .000 o174 .8U42 1.019
3 -.136 .000 000 194 »502 <842
y -.662 -.174 -.194% .000 +335 .5U8
5 -.687 ~-. 842 -.502 -4335 .000 375
6 -1.329 -1.019 -, 842 ~.548 -, 375 .000
(1) Sums -3,316 -1.533 ~1.402 147 1.921 4%.113
(2) Means -.553 -.256 -.234 25 «332 +686
(3) Means ¢
553 .000 «297 .319 .578 .885 1.239

The mean of each colum of the Z values expresses the scale value
of each of the six sources of information. As a check, the sum of the
scale values should be equal to zero. It is possible to make the scale
values positive without changing the distance between any of the scale
values nor the relative location of them on the psychological continuum
by changing the largest negative scale value to a positive number and
adding that value to each of the scale values [See (3) bottom of Appendix
A - Table III]. With this mathematical manipulation we have now obtained
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en intervel scele of the perceived credidility of six agricultural

information sources as shown in Figure 2.

000 30— ' i 30 X700
News- Sales- Neigh-~ Radio School- Extension
papers men bors teacher agent
(0.000) (.297) (.319) (.578) (.885) (1.239)

Fig. 2. Paradigm of interval scale

Ixcept for the difference between salesmen and neigibors it would
appear that the judzed intervals between sources is almnst equal (approx-

imately 3 units).

Scale Characteristics

Ass ions

Scales constructed according to the Case V model of the method
of paired corparisons hLave three assumptions.

1. Normality of distribution of the discriminal processes

2. Unidimensionality of the psychological continuum

3. Equality of the various values of the standard deviations of

the differences (Homogeneity of variance)

Of the three assurmptions those of unidimensionality and homogeneity of
variance are of most concerm. EIxcept where distributions very markedly
deviate from normality tests of sisnificance are relatively insensitive
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to ron-normality.

The assunpticns of wnidinensionelity and honogeneity of variance
are subject to inspection in two ways. The first is a graphical mwethod,
that of plotting the Z values in the Z matrix (Table III) against the
scale valws. The scoond method is that of a significancs test. First
the grephical method.

Graphical Method

On a piece of graph paper drew an abscissa and an ordinate plotting
the scale values on tha abscissa and the 2 values (Tatle III) on the
ordinate. For each scale value plot on the greph the Z values for each

source separately. For example, for Source 1 plot tlie coordinates:

.000 - .000
0297 - 0502
. 319 - 0138
578 ~ .662
885 - .687
1.239 - 1.329

Do tiie sane procedure for each of the 6 sources. By so doing we ghall

end up with 6 regression lines, one for each source (See Figure 3).

Hopefully we shall obtain a set of parallel regression lines. The fact

that such lines are parallel indicates the correlations are equal

(ry, = ty5 = T;), hence we have both unidimensionality and equal variances
thanogenedty of variance). The regression lines in Figure 3 though dram
parallel to each are in fact very rearly parallel in reality. If one

were to compute the slops of each regressicn line and plot them (as in
Guilford, p. 127) one would undoubtedly obtain remariably similar re-
gression lines. This visual techinique 13 very useful and easlly acconglished.
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It is poszidle to do a test of zigrdificance for the disorapancics
batween the observed and theorctical proportione, Mosteller (1551) cdo-
welaped a ¥2 test for such a swwosz. The test of significance is a
mweans of dotemmdning whoetlier the assurtions involwed in the case under
study arz tonable for a given sct of duta. These ascuptions e, asain:

1. Mormality of distribution of tiwe cilscriminal procesces

2. Unidimensicnality of the paychological continuum

3. Equality of the various values of the standard deviations

of the differences

The null hypothesis can be stated by saying that the assurptions
expresscd are tenable. The altemative to the null hypothesis is that
the null hypothesis is incorrect. The following tables and operations
show the results of such a test of eignificance with our data under
study. In geneml, the test is based upon the transformation of both

the theoretical and observed propertions (the inverse size transformation,

developed by Fisher, 1922).

Values for entries in the cells in Appendix A ~ Tables IV and V
are provided by a table of the angular transformaticn of percentages to
degrees (sce Edwards, Table IT, pp. 2u8-250).

Appendix A - Table IV. Values of @ corresponding to the empirical
proportions - p - of Table II

Sources 1l 2 3 ) 5 6

33.71 hamassnbasnd

41.90 45.00 —

30.26 41.03 40.57 —

23.73 26.56 33.71 37.41 ——

17.66 23.1 26.56 32.71 36.51 —

DG E WP M







Z values
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P matrix)

Scale values —(0) -
-1l

1.3
1.2
1.1
1.0
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Fig. 3.

.7 .8

9 1.0 1.
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Key for sonrces

1. Newspapers

2. Salesmen

3. NeigthI‘S

4. Radio

5. Schoolteacher
6. Extension agent

Paradigm of graphical relation-

ships between scale values and
Z values
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Appendix A - Table V. Values of @' carrespanding to the theoretical
proportions - p' - of Table III

Sources 1 2 3 i S 6
1 —
2 38.23 ——
3 37.76 4y ug ————
) 32.08 38.59 39.11 ——
5 25.70 31.82 32.33 38.00 —
6 13.19 24.58 25.03 30.26 36.99 ——

Appendix A - Table VI. Discrepancies in values @ - 8' for entries in

Table IV and V
Sources 1l 2 3 L 5 6
1 ——
2 4,52 -———
3 4.14% 0.52 ——————
“ -1c82 2.““ 1.“6 ot
5 4.03 -5.26 1.38 -0.59 ——
6 1053 "‘1.“7 1.53 2.“5 -‘0..“8 =

The formula used in order to obtain the value of »is:

xX 2 (@ -0"2

821
N

or x2 = 108.4746 = 17.16

The degreesd freedom are given by:
af = (n-1)(n-2)
———

or af = (6-1)(6-2) = 10
———
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Looking at a table of chi-square distributions we see that with
10 degrees of freedom, the probability P of obtaining a value x2 equal
to or greater than 17.16 is between .10 and .05 when the null hypothesis
is true. If it is regarded, in our case, as significant those values of
x2 that have a probability of .05 or less, then the cbserved value would
have to be 18.307 or larger. Since the obtained valus is 17.16 we fail
to reject the null hypothesis and we assume that the assumptions (1.
normality of distributions of the discriminal process; 2. unidimension-
ality of the psychalogical continuum; 3. equality of the various values
of the standard deviations of the differences) are tenable,

If, however, the %2 had been statistically significant we would
conclude that one or more of the assumptions have been violated. The
next step is to determine which cne or ones have been violated. It is
usual to check first for non-homogeneity of variance of the standard de-
viations of the differences (Assumption 3), This is accorplished using
vhat Gilford3 calls the "Case III solution" (pp. 165-168). If under this
test the x2 is not significant then it is assumed that unequal variances
caused the initial x2 to be significant. If, on the other hand, the x2
under Case III is significant, then presumably one or both of the re-
maining assumptions (normality and unidimensionality) have been violated.
Here we turn again to the graphical presentation Figure 3. If the re-
gression lines are not parallel which is to say ryy ¢ rj3 ¢ r),, we do
not have a unidimensional scale. On the other hand, if the regression
lines are parallel then the assunption of normality must have been grossly
violated or there is samething inherently wrong with the selection of
stimili (e.g., they are excessively ambiguous). Having had to resort to
the graphical method onos the scale values have been determined.

3J. P. Guilford, Psychometric Methods, New York, McGraw Hill, 1954.
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Circular Triads and the Coefficient of Consistency

In making paired comparison judgments, a subject may soretimes be
inconsistent. Inconsistencies result any time that circular triads are

present in the n(n-1)/2 judgments. An example can illustrate what is
meant by circular triads.

If a subject says that he prefers Radio over Neighbors, Neishbors
over Extension Agent, and Extension Agent over Radio, we have one cir-
cular triad and the individual is inconsistent in his judgrent. Greph-
ically two situations can illustrate the situation:

1. No circular triad: R——N —E
2. Circular triad: R—/>N

Of course, the more cmcular triads for a given subject, the more in-
consistent ha is. These inconsistencies can occur for several reasons.
For exanple, the subject may be disinterested in the interview and there-
fore careless in his respanses; some of the statements may fall so close
together on the psychological continuum that the judgments are exceeding-
ly difficult to make; or the interviewer may have been careless at the
moment of checking the answer in the questionnaire.

The Coefficient of Consistency was developed by Kendall (1948).
First it is necessary to determine the number of possible circular triads
that can ocar in a particular set of judgments.

If the nurber of stimuli (sources) to be judged is odd, the
formula wsed is (n3-n)/24. If the number of stimuli is even, as in our
case, then the formula is (n3-4n)/24, where n is the number of stimuli.

So, C. T. = nd -un = 216 - 24 z 8
% v
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Therefore, eight (8) are all the possible number of circular
triads that a subject can have when judging 6 stimuld.
The Coefficient of Consistency (C.C.) may be defined as:

2u4d
where: d is the cbserved number of

nd - un circular triads, and

CoCo = 1 -

n is the number of stimuli
(4n is for even number of stimuli)
If a subject makes the maximum number of circular triads, that is, 8,
then his coefficient of consistency will be:

(24)d
C.C.=s1 -
nd - un
(24)(8)
8] - = 0
216 - 24

On the other hand, if the respondent does not have a single circular
triad, then his ocoefficient of consistency will be 1. In other words 1
is the highest level of consistency that an individual would obtain.
Table VII shows the frequency for 130 respondents in computing their
individual coefficient of consistency.

Appendix A ~ Table VII. Coefficient of consistency for 130 respondents
in three Colombian villages (maximum nuber of possible

C.T, = 8)
No. of Circular Coefficient of Frequency

Triads consistency P.Vv. S.R. C.E. Total
0 1.0000 31 9 24 (1

1l .8750 9 3 3 15

2 . 7500 11 5 7 23

3 .6250 2 ) 4 10

y 5000 2 5 1l 8

5 3750 2 1 1l 4

6 .2500 0 0 ) §

7 <1250 0 0 1 1l

8 .0000 0 0 1 1l
Total 57 27 &% 130
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If we divide, artitrandily, the suljects into groups with high
ad low cansistency, and if we considor as a cutting line 6250 and above
for high consistency and below .5259 for low consistency, we find that in
Pucktlo Viejo 83 per ocunt of tha respanderts are llghly consistent, in
San Rafael 78 per cent, and in Cuatro Esquinas 83 per cent. Taking all
tie 130 subjects we have that 86 per cent can be considered as highly
oconsistent in the judgment of the six sourcves of information through the
paired comparisans method used in the study.

In a certain sense the Coefficient of Consistency is redundant
in that if its value is very low, intermnal inconsistency exists in the
scale and one or more of the assumptions may have been viclated. On the
other hand, the inwvestigator may be interested in individual or group
differences with respect to their ability to make comparative judgments
or perhaps conditions under which subjects are more prone to be incon-
sistent. In such cases it is useful to determine degrees of consistency
by the foregoing method.

Summary and Implications
Sunmary

Six sources of agricultural information (newspapers, salesmen,
neighbors, radio, schoolteacher, and extencion agent) were presented in
all possible pairs to 130 subjects in order to be judzed on the basis
of their perceived credibility.

Sources were located on a psychological continuum in which the
extension agent was the most credible source and newspapers the least
credible source. Salesmen and neighbors were found located very close
to each other on the continuum. In such circumstances an interchange of
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them in their location on the continuum could be expected.

In testing for significance it was found that the assumptions
involved in the case under study were tenable. These assurmptions were:

1. Normality of distribution of the discriminal processes

2. Unidimensionality of the psychclogical continuum

3. Equality of the various values of the standard deviations

of the differences

Eighty-six per cent of the respandents were found highly con-
sistent in the judgment of the six sources. High consistency was dae-
termined for those with scores above ,6250 on a "0" to "1" remge.

Implications

Several implications are to be derived fram the previous analysis
by the method of paired comparisons. First, we know what sources are
more credible and what sources are less credible for agricultural infor-

mation in the three villages studied in Colambia. We know, for example,
that the extension agent and the school teacher are the most appropriate
sources for transmitting agricultural information which will be believed
to those peasants. To send agricultural information through newspapers,
salesmen, or neighbors inplies a lesser degree of belief in the infoarma-
tion as a function of the lesser degree of credibility assigned to these
sources. Such findings have practical implications for the diffusion of
agricultural information.

As a result of the foregoing analysis, we know how six sources
were "weighted" on the basis of credibility. More sources can be evalu-
ated and located in the continuum., For example, television, priests,

mayors, magazines, extension booklets, and so on, can now be located on
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the psyciwlogical continuum of source credibility. By asking respondents
to compare the credibility of these latter sources with those whose
positions on the continuum are already known, it is possible to assign
a credibility rating to them. This points up to the necessity for care-
ful selection of sources (or whatever the scale to be constructed pur-
ports to measure) such that those selected represent or cover as much
of the credibility continuum as possible. If for instance two sources
not previously used in the developrent of the scale are presented for
comparison and the respondent indicates he prefers both of them more
than the most preferred (credible) source on the scale, the investigator
has no way of nowing how much more credible they are or for that matter,
hot mxch more credible one is than the other.

The foregoing analysis has been based solely on a believability
question. It would seem appropriate in light of the recent work on
the dimensions of source credibility to attempt to determine peasant
farmers' bases for evaluation of sources and in particular what dimensions
of credibility are attributed to what extent tothe various sources of
information.
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TIE ETZHNSION ACTNT

The Colombian Department of Agriculture has a special section
dedicated to the extension service. Within it, two main brenches have
been operating; the agriculturel extension service and the home economics
servica.

One of the functions of the agricultural extension agent is to
advise the farm population on ways of improving standards of living
through the use of improved agriculturel technology. The extension
agent's duties are, among others, to introduce new or improved plant
varieties after scientific testing in the various agricultural experi-
rent stations thoughout the country and to introduce such agricultural
products as fertilizers, weed-spray, insecticides, etc. In this sense
the extension agent constitutes the link between farmers and moderm
scientific technology. The main cbjective of the change arent is that
of getting the farmers to adopt the programs he recommends.

Training for extension agents is carried out in vocational agri-
cultural institutes. The training period is two years, after which the
agents are sent out to the various commmnities. In most cases change
agents are faced with lack of adequate supplies for performing their role,
inadequate salaries, and political influences.

In Appendix B - Tables I and II show the extension agent's
charecteristics and the amount and frequency of client perceived dis-

crepancies.
THE SCQIOOLTEAQTRS

In 1961 there were 48,529 primary teachers in Colombia, which
means a ratio of ane teacher for every 56 students enrolled in primary
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Appendix B - Table I. Extension agent personal characteristics (actual
and ideal)

Personal Actual Mean "ideal" years
Characteristics years P.V. S.R. C.E.
Age 30 36 33 36
Education 14 3 10 1
Experience 6 phl 10 1

Appendix B - Table II. Amount and frequency of discrepancies for the
extension agent's characteristics

Amount of Frequency of discrepancies

discrepancy pP.V. S.R. C.E.
(actual Educa- Exper- Educa-Exper- Educa~ Exper-
minus Aga tion ience Age tion dence Age tion ience
ideal) (30) (1) (6) (30) (14) (6) (30) (1) (6)
No dis-

crepancy 16 0 1 6 0 1 6 0 2
ltob

years 14 29 40 14 11 19 15 36 30

6 to 10

years 20 22 y 5 7 8 15 8 5
11 and

more 8 7 13 7 14 4 10 2 9

Total 58 58 58 32 32 32 u6 46 48

Note: actual years in parentheses.

schools. Only 34 per cent were teaching in the rural areas. Among rural
teachers 78 per cent received primary education only.

There are 242 Normal schools which train an average of 1,800
teachers per year. But this number is largely insufficient to cover the
educational needs of the ocountry. In 1958, 56 per cent of the primary
teachers did not have either a bachelors degree or a teaching certificate.

In addition to the insufficient training of rural teachers, there

are few incentives for them. To live in the rural areas of Colombia,






@2
in most cases, rrans hardship, Salaries are low (450 to $70 ronthly)
and frequently paid after scveral months delay. Housing facilities are
often wiry poor and in adlditicn to serving as living quarters for the
teadiwr, serve as classroors. lany rural Cclombian sciocls are quite
isolated from cities and toms. Teaching aids and supplics are dif-
ficult to acyjuire and seldom used.

The echoolteachiers of the present study, while not enjoying tie
best poscible conditicns in rurel Cclertia, are better off than their
counterparts in the even more isclated regions of the country.

Tables IZI and Iv in Appendix B show the schioolteachers' character-

istics and the amcunt and frequency of client perceived discrepancies.

Ajpendix B - Table III, Echooltzacher perscnal characteristies (actual

and ideal)
Charecteristics
ce Laucation Lxperience
Village Jdeal® Actecd Idcal® Ett%I Tdcal»
Pucblo Visjo 54 32 10 10 35 9
San Refael 21 32 9 10 3 9
Cuatro Esquinas 35 22 12 12 12 9

*4ean years
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Appendix B - Table IV. Amount and frequency of discrepancies for the
schoolteacher's characteristics

Amount of

discrepancy

(actual Educa- Exper- Ecuca- Exper- Educa- Exper-

minus Are tion ience Ave tion ience Age tion ience
ideal) (30) _(14) (6) (30) (1) (6) (30) (1) (6)

No dis- 0 20 0 0 0 0 8 6 0
crepancy _

ltod 2 31 0 6 i5 22 21 35 26
years

6 to 10 2 6 0 13 16 8 10 2 19
years

11 and 54 1l 58 13 1l 2 7 3 1l
more

Total 58 S8 58 32 32 32 46 us 46
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MATRIX OF ZERO-ORDER AND FIRST-ORICR
PARTTAL CORRCLATIONS
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APPENDIX D

ITOHMS FROM THE INTZRVIIW SCIZTULE UTILIZED
IN TIE PRESINT STULY

(Trunslated from Spanish)
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( - ) Number in
T themap [/ 7 7 7

o
o

MIGIIGAN STATE UNIVLRSITY
FACATATIVA DIFFUSION RE-STUDY

1965
Interviewer Name
Date /"7 Pueblo Viejo
Revisor Village: ;7'-7 San Rafael
Time of starting ET Cuatro Esquinas

Time of ending

Note: That the respandent should be the same whose name appears
at the top of the page.
I am a university student from Bogota. We are interested in knowing your
opinions abaut some agricultural problems in this village.

32. Please answer if you agree or disagree with the following
opinions:

32a. In this village I would like to hava the:

( ) sce
25 a) extension agent:
(U:D m UJQaO) m zu.ﬁ.,
1l 2 3 4 5
() sdm b) schoolteacher:
1 2 3 4 L)
32c. I would like to have more frequent visits from the:
(_) sdm a) schoolteacher:

GA @A o) M G
1 2 3 4 )



() sce

34,

130

b) extension agent:
(-—‘]D m (N.G.) m zgoﬁoj
1 2 3 4 5

32d. If I had a marriageable daughter I would like her to
marry the:

a) schoolteacher:

G B o) Yy G.ooD
1 2 3 L L)

b) extension ssent:
Ca ) .o Oy (oD
1l 2 3 4 5

When you are aware of a news about new agricultural techniques,
whom is more credible for you:

racdio radio extension agent
1 1
___neighbors extension agert scl.oolteacher
0 0
___neighbors - extersion agent _ scheolteacher
newsparers neighbtors radio
0 0 0
newspapers newspapers neighbors
I T T
radio extension agent schoolteacher
0 0 )
newspapers salesren radio
T T 1
schoolteacher neighbors salesmen
0 0 0
salesnen extension agent scticolteacher
1 1 T
newspapers salesmen salesmen
0 0

In the last 12 months have you spoken with persons from the
Extension Service?

No Yes

—— —

35a, low many times? (per year)
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35. In the event that you have to nominate a person as extensiaon
agent for tnis village, how many years would you like him

to be in:
«_ ) 36a. Age? years
D) 36b. Experience as extension agent? years
O 36c. Studies (education)? years
36f. Would you like him to be:
single
) married
no answer

37. Wnat opinion do the inhabitants of this village have of the
extension agernt?

Good: very __a little
-] N

( ) 3 don't know

Bad: 2 a little 1 very

38e. I would not like to be a friend of the:

( ) sde a) extension agent:
5 4 3 2 1l
() sdm b) schoolteacher:

5 4 3 2 1

33f. When I need help I feel it is not good to go to the:

( ) sde a) extension agent:
5 4 3 2 1l
( ) sdm b) scheoolteacher
- (S;;)\ m (1]-6.’ rﬁy ‘SQB.S
5 i 3 2 1l

40. In the last 12 months, have you spoken about agriculture with
the schoolteacher?

( ) No Yes

——— e —

40a. liow many times? (per year)



41,
()
-

42,
)
)

u6.
()
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In the event that you have to nominate a person as school-
teacher for this village, how many years would you like him
to be in:

kla. Age? years
41b. ILxperience in teacting? years
4lc. Studies (education)? years

what opinion do the inhabitants of this village have of the
schoolteacher?

wery a little
3 Y

don't know
-

a little

Good:

Bad: very

I

Would you like him to be:
single

h2c.

_ married
2
no answer

kRespondent's status among the peasants of this village:
(interviewer rating)

__very high

Items corresponding to innovativeness, at Stage I (1963) of the research.
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9. Had you used ( ) in your farm:
Wwhen used Actual
No use Item first time (yr.) use
yes no
9 Insecticide |
9 Potato fungicide
__ Sc  (hemical fertilizer
___ 9d Weed-killer 2, 4-D
__ 9% Hand-sprayer
___ 8f TFeed concentrate
__ 9g Chicken vaccination
__ %h Chicken varieties
91 Black leg vaccination for cattle
93 Vaccination for hoof and mouth descase
__ 9% Soil disinfection
__ 91 Use of tractor
__ 9m  Vegetable garden
___  9n  Diacol narino (wheat variety)
90 Parda pastuso (potato variety)

Funza (barley variety)
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