
SOURCE CREDIBILITY. DISSONANCE THEORY

AND ATTITUDE CHANGE

Thesis far The Degree of Ph. D. '

MICHIGAN STATE UNIVERSITY

E‘redrie A Powefi.

- 1963



j_ Inlays.   

   

'3'

J LIBRARY

1| mum;ilizllllleHHl 11;"W11mmill ,
l University

This is to certify that the

thesis entitled

Source Credibility,

Dissonance Theory and Attitude Change

presented by

Fredric Alan Powell

has been accepted towards fulfillment

of the requirements for

Ph . D . degree in Communicat ion

  
Ma r pro essor

  

Date November 21. 1963

0-169



PLACE ll RETURN BOX to mot/ethic checkout from your record.

TOAVOID FINES Mom on or before date duo.

DATE DUE DATE DUE DATE DUE

 

 

 

 

 

  

 

 
 

 

 

 

 

 

 
 

 

  

 

  

 

 

 

 

  
   

MSU It An Affirmative Action/Equal Opportunity Institution

Wane-e1

.ru-TH ‘ fiPH U 3 1990

 

  
 



SOURCE CREDIBILITY, DISSONANCE THEORY

AND

ATTITUDE CHANGE

BY

Fredric A. Powell

AN ABSTRACT OF A THESIS

Submitted to

Michigan State University

in partial fulfillment of the requirements

for the degree of

DOCTOR OF PHILOSOPHY

Department of Communication

1963



ABSTRACT

SOURCE CREDIBILITY, DISSONANCE THEORY

AND ATTITUDE CHANGE

by Fredric A. Powell

Dissonance theory holds a number of implications for

the explanation and prediction of the attitude change

effects of high and low source credibility: (a) greater

attitude change will accrue from behavioral compliance

with the position of a low credibility source than from

compliance with that of a high credibility source, (b)

greater attitude change will follow behavioral compliance

than noncompliance, (c) greater attitude change will result

from compliance with a position inconsistent with the

receiver's preexisting attitudes than from compliance with

a position consistent with those attitudes, and (d) mag-

nitude of attitude change is positively associated with

the receiver's experienced choice in complying or not

complying with the source's position. This study was an

empirical examination of the attitude change effects of

differential source credibility when the receiver has or

has not complied with a consistent or inconsistent atti—

tude position advocated by the source.

1



2 F. A. Powell

Six experimental groups (Michigan State University

upperclassmen) were exposed to a persuasive message under

conditions of (a) high or low source credibility, (b) volun-

tary compliance or noncompliance, and (c) high or low dis-

crepancy in the attitude positions of source and receiver.

The criterion measure was amount of attitude change,

between before-and-after measures, in the direction advo-

cated by the message source. Attitude change effected

by the eXperimental manipulations was indexed by a series

of Likert-type attitude items. Changes in perceived

source credibility were also measured.

Statistical analysis of the data included testing

the significance of differences in mean attitude change

scores among treatment groups. The results of the analy-

sis indicated that, in the behavioral compliance condi-

tions:

(1) Significantly greater mean attitude change was

effected in the voluntary than in the involuntary compli-

ance treatment groups,

(2) The mean attitude change effected in the high

credibility treatment groups was not significantly

different from that effected in the low credibility

groups, and
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(3) Significantly greater mean attitude change was

effected in the initially "unfavorable" than in the ini-

tially "favorable“ treatment groups.

The failure to obtain a significant difference dif-

ference in the mean attitude change scores of the high

and low credibility treatment groups was attributed to a

failure to effect the intended source credibility manipu-

lations. Apparently, the two sources used in the study

were not perceived by §s as sufficiently different in

credibility to produce the predicted attitude change

effects; i.e., that a low credibility source will produce

greater attitude change than a high credibility source.

The data analysis further indicated that, in the

noncompliance conditions:

(1) Significantly greater positive attitude change

was effected in the high than in the low credibility

treatment groups. This phenomenon was observed, however,

only in the message only conditions in which gs were not

given the opportunity to comply. In the voluntary non-

compliance groups, greater attitude change was found in

the low than in the high credibility conditions.

(2) Significantly greater positive attitude change

was effected in the treatment groups initially "unfavorable"
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toward the source's position than in the groups initially

"favorable."

(3) Significantly greater attitude change was effec-

ted in the voluntary noncompliance than in the message

only treatment groups.

Changes in perceived source credibility were indexed

by twelve seven-position rating scales similar to the

Semantic Differential. Changes in perceived source com-

petence, trustworthiness and dynamism were measured, as

well as changes in combined credibility estimates (a sum

of change scores over the three credibility dimensions).

The attitude change effected by the experimental manipu-

lations were found to be significantly and positively

correlated with change in perceived competence and trust-

worthiness, and with change in combined credibility

estimates. Attitude change and perceived dynamism change

were not significantly related.
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INTRODUCTION

In recent years, a wide variety of hypotheses in

the study of attitude change phenomena have been generated

from theories of cognitive consistency in general, and

from Festinger's theory of cognitive dissonance in par-

ticular, and subjected to empirical test. One hypothesis

suggested by dissonance theory asserts that if an indi-

vidual makes a statement or otherwise engages in overt

behavior which is discrepant with or contradictory to ani

attitude or belief which he holds, he will experience

cognitive dissonance. Furthermore, dissonance theory

suggests that if other means of reducing or obviating

that dissonance (such as adding new cognitive elements

which are consistent with beliefs already held or depre-

ciating the importance of one or more of the inconsistent

cognitions) are not readily available to the individual

he will be motivated to change one or more of his existing

attitudes or beliefs. In such a case, attitude change is

the only means Open to the individual in order that he

might reduce dissonance accruing from his discrepant

behavior. Investigations by Smith (1961a, 1961b) and

Zimbardo (1960) have shown this to be the case.

In the terms of Festinger's theoretic analysis of

cognitive dissonance, overt behavior discrepant with an

1
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individual's attitudes or beliefs creates for that indi-

vidual psychological tension or stress -- cognitive

dissonance. Festinger postulates that those cognitions

which lead to observable behavior must, if the individual

is to avoid experiencing cognitive dissonance, necessarily

be consistent with that behavior. Those cognitions which

tend to deter behavior are, on the other hand, necessarily

dissonant with that behavior.1 It follows that a central

determinant of the intensity or magnitude of dissonance

created by behavior discrepant with an attitude or belief

is the ratio of dissonant (those deterring the particular

behavior) to consonant (those supporting that behavior)

cognitions. The smaller this ratio, the greater is the

dissonance experienced by the individual. It further

follows that if an individual holds an attitude with

reapect to a particular issue, event or object, and is

induced to behave in a manner discrepant with that atti-

tude, the greater the number of cognitions leading to the

discrepant behavior, the less will be the magnitude of

dissonance experienced. In other words, the more reason

or justification the individual has for engaging in the

 

lThe semantic problems refleCted in these sentences --

that of conceiving of dissonance both in terms of inconsis-

tent relations among cognitions and in terms of a psychologé

ical state of the individual -- are dealt with in Chapter I.
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discrepant behavior, the less will be the magnitude of

cognitive dissonance created by having done so.

In the situation with which this study is concerned,

the only means of reducing or resolving cognitive

dissonance or conflict occasioned by discrepant behavior

available to the individual is to alter his attitudes or

beliefs so that they become more consistent with his

overt behavior. Dissonance theory suggests that the

greater the discrepancy an individual perceives between

his attitudes and his overt behavior, the stronger will

be his attempts to reduce the resulting dissonance.

Inasmuch as cognitive dissonance can be reduced by atti-

tude change, it is possible to predict the direction and

relative magnitude of the resulting attitude change as

a function of the variables contributing to dissonance

arousal. Thus, given that an individual has exhibited

behavior discrepant with an attitude or pattern of

attitudes which he holds, the more nearly equal the

balance between the cognitions supporting and contrary

to that behavior, the—greater will be the magnitude of

dissonance and consequent attitude change in the direction

of the exhibited behavior.

These suggested relationships between attitudes,

behavior and their cognitive discrepancy are, in general,
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borne out by research evidence in a variety of experi-

mental situations.

Cohen (1960), in a discussion of dissonance theory

and its implications for explaining and predicting the

attitudinal consequences of discrepancies between attitudes

and behaviors, further suggests that:

"It also follows from the theory that if a

communicator or inducing agent is viewed positively,

complying with his request should produce less

dissonance,and consequently less attitude change

toward the event than under conditions where a

person complies with the requests of a negative or

disliked communicator" (p. 319).

In the case of a negative communicator or source,

Cohen argues, there are fewer cognitions supporting the

discrepant behavior and thus greater consequent attitude

change toward the discrepant position in order to reduce

that dissonance.

This study is an empirical examination of the effects

of differential source credibility upon attitude change

when the receiver has and has not complied with a con-

sistent or discrepant position advocated by the source.



Chapter I

THEORETIC BACKGROUND AND RATIONALE

A_Theory 2;.Cognitive Dissonance

The theory giving rise to much of the research

reviewed in the following pages is Festinger's theory

of cognitive dissonance. Explicated in his book, A Theory

'2: Cognitive pissonance (1957a), the theory is based upon

two basic assumptions:

"The existence of dissonance, being psycholog-

ically uncomfortable, will motivate the person to

try to reduce the dissonance and achieve consonance.

"When dissonance is present, in addition to

trying to reduce it, the person will actively avoid

situations and information which would likely in-

crease the dissonance" (p. 3).

 

As evidenced by these assumptions, dissonance theory 1

rests upon the premise that the individual is constantly

striving to establish and maintain consistency or congru—

 
ity among his cognitions (values, attitudes, opinions or

bits of knowledge). In support of these assumptions,

Festinger offers a number of theoretic statements con-

cerning the arousal and/or presence and magnitude of

dissonance:2

 

2Only those theoretic statements in Festinger's

theory of cognitive dissonance which are germane to the

present study and discussion are cited.

5
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..“Dissonance almost always exists after a

decision has been made between two or more alter—

natives.

"Dissonance almost always exists after an

attempt has been made, by offering rewards or

threatening punishment, to elicit overt behavior

that is at variance with private opinion.

"Forced or accidental exposure to new infor-

mation may create cognitive elements that are

dissonant with existing cognition.

"The magnitude of postdecision dissonance is

an increasing function of the general importance

of the decision and of the relative attractiveness

of the unchosen alternatives.

"The magnitude of the dissonance resulting

from an attempt to elicit forced compliance is

greatest if the promised reward or threatened

punishment is either just sufficient to elicit the

overt behavior or is just barely not sufficient to

elicit it.

"If forced compliance is elicited, the magni—

tude of the dissonance decreases as the magnitude

of the reward or punishment increases.

 

 

"If forced compliance fails to be elicited,

the magnitude of the dissonance increases as the

magnitude of the reward or punishment increases

(italics his)" (pp. 261-63).

 

Addressing himself to the problem of dissonance

reduction, Festinger suggests that:

"Postdecision dissonance may be reduced by

decreasing the importance of various aSpects of

the decision.

"If forced compliance has been elicited, the

dissonance may be reduced by changing private

opinion to bring it into line with the overt behav-

ior or by magnifying the amount of reward or punish”

ment involved.
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"If forced compliance fails to be elicited,

dissonance may be reduced by intensifying the

original opinion or by minimizing the reward or

punishment involved.

"When some of the-cognitive elements involved

in a dissonance are cognitions about one's own

behavior, the dissonance can be reduced by changing

the behavior, thus directly changing the cognitive

elements.

"Influence exerted on a person will be more

effective in producing opinion change to the extent

that the indicated change of opinion reduces

dissonance for that person" (pp. 264-65).

(The latter four of the foregoing statements are of

crucial interest and relevance to the concerns of this

study.)

Festinger, concluding his brief summary of dissonance

theory, offers three propositions concerning the effec-

tiveness of dissonance reduction efforts:

"The effectiveness of efforts to reduce dis-

sonance will depend upon the resistance to change

of the cognitive elements involved in the dissonance

and on the availability of information which will

provide, or of other persons who will supply, new

cognitive elements which will be consonant with

existing cognition.

"The major sources of resistance to change for

a cognitive element are the reSponsiveness of such

cognitive elements to"reality' and the extent to

which an element exists in consonant relations with

many other elements.

"The maximum dissonance which can exist between

two elements is equal to the resistance to change

of the less resistant of the two elements. If the

dissonance exceeds this magnitude, the less resistant

element will be changed, thus reducing the dissonance"

(pp. 265-66).
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As set forth by Festinger, the theory of cognitive

dissonance has a number of conceptual and operational

shortcomings. The first of these lies in Festinger's

definition of a "dissonant relation." It is Festinger's

contention that ". . . two elements are in a dissonant

relation if, considering these two alone, the obverse

of one element would follow from the other" (1957a: p. 13).

But, as Berlyne (1960) argues:

"Festinger's 'dissonance' is a relation that

can obtain between two 'cognitive elements' (beliefs,

evaluations, perceptions) or between a cognitive

element and an overt action that the subject either

is contemplating or has already executed. He actually

subsumes the second case under the first by referring

to the cognitive element corresponding to the ac-

tion (i.e., the memory or the thought of performing

it). Most of his discussion is, however, devoted

to the second case. He also deals preponderantly

with dissonances between evaluations rather than

between factual beliefs. Dissonance is defined in

terms of logical contradiction ('p_implies noteg'),

but, taken strictly, this definition does not fit

many of the instances that are analyzed. The state-

ment 'Car A is superior to car B,‘ and the state-

ment '1 have bought car B,‘ are certainly not con-

tradictory in the usual sense that they cannot

both be true. It seems better to invoke the more

general notion of conflict" (p. 283).

Furthermore, it seems immediately obvious that,

unlike the elements of a purely formal logical system,

two cognitive elements can rarely, if ever, be taken

alone in human cognitive processes. Festinger implies

an awareness of this when he says, "The dissonance might

exist because of what the person has learned or come to
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expect, because of what is considered appropriate or

usual, or for any number of reasons" (1957a: p. 13).

DeSpite Festinger's apparent recognition of the problems

inherent in his "formal" definition of dissonance, the

researcher is left with a definition that is, at best,

inadequate and incomplete.

A closely allied definitional problem arises when the

question is asked: "How shall cognitive dissonance be

known to exist?" How can an observer know when and if

another individual is experiencing dissonance? If, as

Rogers (1951) contends, reality can be known only in

terms of what the particular individual perceives and

experiences it to be, dissonance can be defined ggly in

terms of that particular individual's perceptions and

experiences. Kelly (1955) also points to this definitional

and operational problem when he asserts that "what one

person sees as inconsistent, another may see as consis-

tent" (p. 86). Cognitive dissonance or inconsistency,

Kelly implies, is a "property attributed to experience

by the person who has the experience" (p. 87).

Two equally feasible approaches to the solution of

this definitional impasse seem available. First, it

might be assumed that cognitive dissonance is a motive

or drive aroused by the perception of incongruities or
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contradictions among cognitions. External knowledge of

the presence of dissonance would be confined, if this

approach was adopted, solely to clearly discernible,

readily observable (and presumably universally recogni-

zable) behavioral indices of cognitive discrepancies

and to reasonable inferences based on knowledge of the

individual's perceptual world. A second solution of

the definitional problem would assume that cognitive

dissonance is the "real" presence, available to observa-

tion, of illogical relations among cognitive elements.

This approach must further assume that the various means

of resolving cognitive dissonance include the "defense

mechanisms" of repression, avoidance, rationalization,

projection and denial. McGuire (1960c), in discussing

these and other possible solutions of the problem, notes

that all give rise to serious problems themselves and

that, in the final analysis, it is the purpose and

theoretic leanings of the individual investigator which

determine the definitional approach utilized.

Festinger writes at length concerning magnitude of

dissonance and the determinants of that magnitude. Any

consideration of magnitude of dissonance ultimately turns

on the question of when dissonance reaches a level or

threshold sufficient to motivate dissonance reduction
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activity. This question is central to the behavioral

discrepancy and choice experiments reviewed later; i.e.,

how discrepant must behavior be or how much choice is

required before dissonance reduction behaviors will

be initiated? Hovland and Rosenberg (1960) contend

that present methods of defining and operationalizing

dissonance are so crude as to make it virtually impossible

to do more than simply take account of the presence or

absence of cognitive inconsistencies. In line with this

reasoning, they advance the concept of "threshold of

reSponse to inconsistency." Berlyne (1960) voices a

similar notion:

"An additional assumption that we must make is

that there is some sort of threshold value that the

relative strength, p, of a reSponse tendency must

exceed if it is to contribute to conflict . . . .

The reduction of reSponse uncertainty to below a

threshold value is what we mean when we Speak of

a conflict being resolved“ (p. 36).

ConCurrent with the question of Egg mugh dissonance

is necessary before the individual is motivated or driven

to attempt dissonance reduction, the issue of whgg disc

sonance occurs must also be considered. Cohen (1960) I

suggests that dissonance may occur only as a consequence

of commitment to a decision or choice. An individual

is committed, in the sense intended by Cohen, ”when he

 has decided to do or not do a certain thing, when he has



12

chosen one (or more) alternatives and thereby rejected

one (or more) alternatives, when he actively engages in

 
a given behavior or has engaged in a given behavior.

Any one or a combination of these behaviors can be cone

sidered a commitment" (Erehm and Cohen, 1962: p. 7).

 In discussing studies dealing with behavioral discrepancy

and attitude change, he notes the importance of certain

conditions which seem to affect the relationship between

the extremity of a person’s own position and attitude

change:

"These conditions concern the importance of

volition, i.e., the person's own actions, in making

an approach toward, or committing himself to receipt

of, or involving himself with, a communication con=

trary to his position" (Cohen, 1960: pp. 307=08).

". . . the perception of commitment to a

choice may be a necessary precondition for the crea-

tion of cognitive dissonance . . . the mechanism

through which variations in motivational inducements

are operating in producing variations in attitude

change may conceivably be the person's subjective

perception of the choice he has in submitting or

exposing himself to an undesirable event" (p. 306).

A similar notion is expressed by Maccoby and Maccoby

(1961) in their hypothesis that exposure to a message

contrary to one's beliefs is a postdecisional, rather

than predecisional, action in that the individual has

previously elected to believe what he now believes.

Theasuggestidn is made by Hovland and Rosenberg (1961)

that Cognitive inconsistency and conceptual conflict may
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be the same fundamental phenomenon and that it should

be possible to "derive clues for measurement of inconsis-

tency from the theorizing about factors affecting the

degree of conflict" (p. 214). Voicing a similar position,

Berlyne (1960) says:

. . . there is much in common between these

conceptions (cognitive inconsistency and concep-

tual conflict), deSpite their divergent emphases.

The ways in which dissonance or imbalance can be

removed . . . , parallel the ways in which the

acquisition of knowledge can relieve conflict, as

we shall see. Furthermore, all these theories

are alike in recognizing that the beliefs, atti—

tudes, and other symbolic processes of an indivi-

dual do not exist in isolation but interact, that

there can be discrepancies between them that the

individual is motivated to remedy" (p. 285).

It might be noted that the theoretic pursuits of

Berlyne seem to lead him in a somewhat different direction

than that taken by Festinger and other balance theorists.

Berlyne's apparent interest is in the kind(s) of cognitive

resolution(s) which will eventually be effected in a

conflict situation, whereas Festinger's theoretic interests

appear to be in the cognitive and behavioral modifications

which accompany that resolution. Berlyne is not, however,

oblivious to the concerns of Festinger, inasmuch as the

changes which accompany cognitive resolution cannot be

divorced from the resolution process itself.

The issues raised in the foregoing discussion turn

about the question: "In which direction in time from the
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point of decision aw forward or backward -- should one

be looking?" Cohen (1960) directs attention to the

question in stating:

"Another difficult problem concerns the dual

theoretical notions of conflict and dissonance.

With regard to the freemchoice situations, a con—

flict interpretation might claim that re-evaluation

of alternatives occurs before choice, thereby

changing the approachuavoidance gradients for the

alternatives, and allowing finer discriminations

so that a choice can be made. While both pre=

decisional re-evaluation before choice owing to

resolution of conflict and post-decisional re-

evaluation after choice owing to resolution of

dissonance undoubtedly occur, it is not clear to

which process and therefore to which theoretical

notion the major share of re-evaluation may be

attributed. More realistically, it is at least

important to Specify the conditions under which

one or the other process might be expected to

occur" (p. 313).

It appears that two separate and distinct, yet closely

interrelated, cognitive processes are being discussed here.

The first process, in which a state of cognitive "conflict"

(in Berlyne's sense) might be eXperienced, is the process

of arriving at a decision. The second, in which the

individual might eXperience cognitive "dissonance" (in

Festinger's sense), is that of justifying or rationalizing

that decision once it has been made. Festinger (1957a)

himself takes cognizance of the distinctiveness of the

two processes as he says:

“It is best, before going on, to also discuss

the distinction between conflict and dissonance,

because they are dynamically different in their
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effects. The person is in a conflict situation

before making the deciSion. After having made the

decision he is no longer in conflict; he has made

his choice; he has, so to Speak, resolved the con-

flict. He is no longer being pushed in two or more

directions simultaneously. He is now committed to

the chosen course of action. It is only here that

dissonance exists, and the pressure to reduce this

dissonance is not (italics his) pushing the person

in two directions simultaneously" (p. 39).

The operational possibilities for distinguishing

between the two cognitive processes are severely restricted

in that both processes seem to elicit the same behaviors

(and require the same behaviors for their inference) and

it is extremely difficult to ascertain, or even to arbi-

trarily delineate, where one process leaves off and the

other begins.

A study by Deutsch, Krauss and Rosenau (1962) demon-

strates the difficulties associated with attempting to

differentiate operationally cognitive dissonance and

conflict. Investigating the effects of choices relevant

to an individual's self conception, they noted that the

ultimate effect of a choice was the same irreSpective

of whether self concept relevance was induced prior to

or following the time at which the choice was made. In

addition, the fait accompli investigations of Brehm (1959)

and Brehm and Cohen (1959b) suggest that justification

efforts (during which dissonance may be experienced) can

be expected to continue until the individual has experienced
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and/or taken account of all of the possible consequences

of his decision or behavior.

Recognizing the theoretic, if not operational, dis-

tinctiveness of cognitive conflict (viewed as the decision

process) and cognitive dissonance (viewed as efforts

designed to justify or defend that decision), it might

prove productive and parsimonious to consider the two

as closely interrelated components of the same cognitive

process. Cognitive dissonance might then be variously

construed as a need or drive to reduce cognitive incon-

sistency, as a drive or motivation to resolve cognitive

conflict or as psychological tension aroused by the

perception of conflict. Berlyne (1960), for instance,

takes the theoretic position that cognitive conflict

is the simultaneous arousal within an individual of

two or more incompatible reSponses or reaponse tendencies.

Arousal, in turn, is the occurrence of an external or

internal stimulus which is associated with a particular

reaponse. Cognitive conflict, then, may be due to the

occurrence of a number of stimuli, each of which is

associated with a separate and distinct reaponse, or

it may be the consequence of the occurrence of a single

stimulus associated with two or more antagonistic reSponses.

Following this reasoning, cognitive conflict is
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resolved by the making of a reaponse —- a decision or

behavior. That response is accompanied by cognitive

dissonance; the individual experiences a drive to

justify or defend that reSponse. Dissonance reduction,

in turn, is the process of justifying or defending a

reSponse —- a decision or behavior -- once it is

manifested.

Berlyne's conflict resolution and Festinger's

dissonance reduction cannot, then, be seen as the same

cognitive process, but rather as interrelated processes.

Cohen (1960) suggests that magnitude of dissonance

is a function of the number of alternatives or choices

perceived by an individual in justifying a decision and

of the qualitative dissimilarity of those alternatives.

Similarly, degree of conceptual conflict is defined by

Berlyne as a function of the nearness to equality in

strength of competing reaponse tendencies, their abso-

lute strength and their number. Additionally, the

degree of incompatibility of the competing reSponse

tendencies contributes to the degree of conflict

experienced. A similar view is eSpoused by Hovland

and Rosenberg (1960).

The determinants of degree of conflict or of

magnitude of dissonance seem to exist in two distinct
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dimensions: (a) the difficulty of making or justifying

a decision and (b) the importance of that decision. The

difficulty dimension encompasses the number of alterna-

tives or competing reSponse tendencies, their equality

or inequality of desirability and their compatibility

or incompatibility. Importance, on the other hand, is

tied to the constructs of the "importance of dissonant

relations" and the "absolute strength of competing reSponse

tendencies." Furthermore, the importance dimension appears

to be closely associated with the anticipated consequence

of having made a decision. That is, degree of conflict

or magnitude of dissonance can be expected to be less

when the anticipated consequences of a decision are seen

to be rewarding than when those consequences are seen

to be punishing, i.e., when those consequences accrue

from making a wrong or inappropriate decision. The

consequences of an erroneous decision might entail any

or all of the following: physical and/or psychic harm

to the individual, the loss of valued objects or the

failure to attain one or more desired goals. Deutsch,

Krauss and Rosenau (1960) concisely state the position

eSpoused here in this manner:

"In concluding our discussion, it should be

noted that, according to Festinger's theory of

dissonance, the magnitude of dissonance is a function

of the importance of the dissonant elements. . . .
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The question, then, naturally arises as to what

makes a decision important? Unfortunately, Fes-

tinger does not define 'importance' apart from

equating the importance of a cognitive element

with the extent to which it is valued by the per-

son or with how "consequential' it is to the

person (Festinger, 1957, p. 16). It is obvious

from our results with the self-involvement con-

ditions that it is not.the perceived value of

the items directly involved in the choice which

is critical in determining the importance of a

choice; a choice can be important because of its

self-relevance when the items involved in the

choice have little perceived value" (p. 26).

Deutsch, Krauss and Rosenau are suggesting that an

individual experiencing postdecisional dissohance is

endeavoring to defend himself from the perceived implica-

tions of his decision which he sees as contradictory to

his self conception. Cohen (1960) expounds a similar

view when he notes that "while the dissonance formulation

as it stands deals with bundles of cognitions in opposi-

tion and is conceptualized at a very abstract level, a

more adequate formulation might point to the conflict

within the person as different aspects of his self

become embroiled in opposition as a result of a choice

or commitment on his part" (p. 307).

Placing the problem of dissonance and dissonance

reduction in the context of the individual's desire for

self security, Deutsch, Krauss and Rosenau go on to

point out that:

"Due to the pervasive concern in our society

about being 'correct,’ 'popular,‘ 'successful,‘

'free of blame,' etc., one can expect defensiveness
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about decisions -- i.e., postdecisional dissonance --

to be a fairly widespread phenomenon. One can expect

postdecisional dissonance to be accentuated under

conditions which enhance self-defensiveness: when

the individual has doubt that he conforms to his

vested self conception; when the 'correctness,‘

'popularity,‘ 'successfulness,‘ etc., of his de-

cision is seen to be a relevant measure of some

aspect of his self; when his sense of responsibility

for the decision is strong; when the external or

social challenge to his self-conception is strong,

etc. On the other hand, one would expect postdecision

dissonance to be minimized: if the individual feels

secure in his self-evaluation; if his self conception

permits him to recognize and acknowledge fallibility

in the area of the given decision; if the area in

which the decision has been made has little evalua-

tive significance for his self conception; if he

feels his decision conforms with his self-evaluation;

if he does not anticipate that his decision will be

challenged by others; if he does not view the deci-

sion as self—determined, etc." (pp. 25—26).

Should an individual's behavior violate one or more

aspects of his self conception, Lecky (1951) suggests

that such behavior (and the concommitant sense of viola-

tion to the self concept) will lead the individual to

reinterpret that behavior in order to bring it into

line, in his own mind, with his image of himself. ". . .

most of our thinking appears to have the purpose of merely

rationalizing our behavior to make it seem consistent, of

defending conclusions already reached or justifying

positions already taken . . ." (pp. 164-65). He also

suggests that those ideas or cognitions most closely

related to the individual's concept of self will be more

intensely maintained and defended than more peripheral



21

cognitions, since the individual's self concept lies

at the core of his total cognitive system. (This notion

is reminiscent of the central-peripheral belief dimension

posited by Rokeach, 1960). Furthermore, Rogers (1951)

holds that although the individual is relatively free

to alter his self perception in any way he deems

appropriate or necessary, he is, to the extent that he

is able, most likely to reorganize that portion of his

cognitive system which does not include his self per-

ceptions. The self concept, then emerges as the most

resistant to change aspect of the individual's total

cognitive organization.

An individual, however, does not deliberately seek

to avoid all cognitive conflict and difficulty. Instead,

as suggested by Rogers (1951), the individual values and

sometimes actively seeks experiences which, when success—

fully carried through, enhance the self. That is, an

individual's sense of self—adequacy may be heightened

by the successful accomplishment of some task or the

achievement of some goal if, at the outset, there existed

the possibility of failure. Lecky (1951) further contends

that people may, in fact, need difficulties to overcome:

". . . a pleasure cannot be understood except

in terms of its history; it came into existence

because a difficulty was overcome, but as the
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difficulty diminishes it is destined to pale, so

that eventually the affective value of most behav-

ior approaches neutrality. Hence, since the

pleasure to be gained by repeating the same per-

formance is likely to be limited, we arrive at

the unorthodox conclusion that continuous pleasure

demands the continuous solution of new problems,

rather than a condition of relief and passivity.

. . . the generalization that pleasure consists

in the removal of conflict by some means or other

appears to hold true in all cases" (p. 139).

In a similar vein, Hovland and Rosenberg (1960) point

to man's unique capacity for symbolic manipulation as a

means whereby he can modify his ideational representa-

tions of his environment when necessitated by the need

to resolve cognitive conflict or dissonance:

"Among the many behavioral expedients available

to animals in conflict, one that seems virtually

unique to man is symbolic manipulation. He far more

than any other animal can change his ideational

representations of the objects of the environment

relevant to his conflict; probably he only can

maintain a dialogue with himself in which he is

capable of altering his ways of representing what

he feels, believes, and intends toward the conflict

relevant objects.

"With these considerations in mind we may note

the simple point that a socialized human, by the

time he has come to maturity, will have undergone

thousands of 'training trials' in which 'conflict—

like' situations have been altered, and their

attendant frustrations reduced or eliminated, through

active efforts at reorganizing the representation

of certain aSpects or components of those situations

so as to reduce the inconsistency between them. When

the total representation of a conflict-arousing situa-

tion has been so transformed that its objects do not

elicit competing and incompatible reSponse tendencies,

the conflict has been solved; overt behavior produc-

tive of need reduction has become possible and is

undertaken and carried to completion.
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"The long-term consequence of an extended his-

tory of such transactions repeated again and again

will be that the state of 'consistency' between

affective, cognitive, and overt behavioral reSponses

toward objects will become, in itself, a desired and

gratifying state of affairs; it will have the status

of a basic learned incentive. And of course from

this it follows that the encounter with extensive

inconsistency between such reSponses . . . will

be psychologically painful and will activate the

individual's learned skills of reSponse reorgani-

zation" (pp. 224*25).

To briefly summarize the preceding discussion, it

can be argued that rational man (rational in the sense

that his acts are in accord With the demands of his

environment) is impelled to successfully maintain, enhance

and defend his conception of himself -- his self image.

In order to assure the maintenance and defense of his self

conception, he must be master of his relations with the

environment, necessitating stability in his cognitions

of his physical and social environment and of himself.

Successful behavior tends to maintain and enhance

man's self concept. Successful behavior accrues from

the actual or potential reSponses of others which are

consistent with man's conception of himself -- reSponses

which will maintain and enhance his self concept. Un-

successful behavior -- that which elicits reSponses

from others which are inconsistent with man's self

concept -- results in threat to his self concept. All

of man's behavior, both successful and unsuccessful, has
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implications for the maintenance, enhancement and defense

of his self concept.

Cognitive conflict is an unavoidable, integral part

of man's existence. It tends to block the achievement

of man's purposes, including that of maintaining and

defending the self concept. The resolution of such con-

flict necessitates behaviors which achieve man's purposes

and enhance his self concept. Successful conflict reso-

lution is, in and of itself, self-enhancing in that it

culminates in a sense of self security and competence

in man's dealings with his environment.

Rational man can be conceived, then, as motivated to

successfully resolve his conflicts and to seek out those

conflicts which he expects that he can successfully

resolve. Man actively seeks to avoid what he perceives

to be the undesirable consequences of a decision (e.g.,

social disapproval, criticism,ridicule or ostracism)

and to attain what he sees as the desirable consequences

of his decision or action (e.g., social approval and

approbation). Mills and Snyder (1962) concisely express

this notion in the following terms:

"One basic assumption is that when a person

is in a decision situation, that is, when he per-

ceives that different courses of action are availa-

ble to him which will have different consequences

for motive satisfaction, he will want to choose the
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alternative which will lead to the most favorable

consequences and will avoid committing himself to

a poorer alternative. He will try to avoid making

a mistake . . . . It is also assumed that his

desire to avoid making a mistake will be greater,

the more important the decision, i.e., the greater

is its consequences for motive satisfaction" (pp.

459-59).

The behaviors which follow from a decision must, in turn,

be justifiable and defensible in man's mind.

If one accepts the preceding ideas of the nature of

cognitive conflict, its resolution and relation to the

maintenance and defense of the self concept, cognitive

dissonance may pg_defined §§_the drive £p_defend and

justify one's decisions. Dissonance is the postdeci-

sional drive -- aroused by one's selection between

behavioral or cognitive alternatives —- to accomplish

conflict resolutions which achieve one's purposes,

enhance one's self concept and are justifiable. The

magnitude of cognitive dissonance, apart from the

determinants posited by Festinger, is, from this point

of View, the strength of that drive -- the drive‘Eg

defend and justify (to oneself and to others) one's

decisions.

This re-definition of cognitive dissonance is

reminiscent of the defense mechanism of rationalization

suggested by Freud. Dissonance is here defined as the

drive to justify and defend an act or decision;
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rationalization is viewed as a mggpg of justifying and

defending an act or decision. Rationalization can be

construed, then, as the means by which a motive or drive

-- cognitive dissonance -- is satisfied. This is not to

say that the process of rationalization is the only means

by which an individual might reduce cognitive dissonance;

the mechanisms of denial, repression, projection, etc.,

might also be employed to defend and justify his act

or decision.

The cognitive dissonance which follows from making

a decision (a choice between behaVioral alternatives) can

be analyzed, as suggested previously, into the interrelated

dimensions of importance and difficulty. The difficulty

of a decision, in terms of the likelihood of making the

wrong decision occasioned by an inability to successfully

identify and evaluate the alternatives, is a function of

the number, qualitative dissimilarity and immediate desira-

bility of the alternatives, as well as the extent of one's

knowledge of the alternatives' possible consequences.

Directly tied to the question of one's knowledge of the

alternatives' consequences, the importance of a decision

is a function of the ratio of the desirable to the unde-

sirable consequences which might accrue from a given

decision. In terms of the foregoing analysis, a decision's
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importance is reflected in the individual's assessment

of the actual or potential harm which might accrue to

the self concept through physical injury, non-reward,

loss of valued objects or associates, contradiction of

one's self concept and failure to maintain and enhance

one's self concept. Magnitude of dissonance is thus a

function of the conjoined magnitude of the importance

and the difficulty of a deciSion.

Primarily concerning themselves with choice behavior,

Deutsch, Krauss and Rosenau (1962) posited a number of

hypotheses concerning magnitude of dissonance which are

directly contingent upon the importance dimension of a

decision or choice. They contend that magnitude of

dissonance is a function of (a) the degree of reSponsi-

bility which an individual feels he has for having made

the decision or choice, (b) the degree to which he is

unable to negate or avoid the consequences of that

decision or choice, (c) the extent to which he views

the decision or choice as a valid reflection of his

self conception and (d) the degree of consistency ob-

taining between that decision or choice and his self

concept. These hypotheses suggest a variety of means

whereby the importance of a decision might be heightened.

The importance of a decision might be enhanced by
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emphasizing the consequences of that decision in one

or more of the following ways: pointing out the incon—

sistency between the individual's self concept and his

decision, stressing the individual's direct or incidental

reSponsibility for the decision, making irrevocable the

decision or pointing out the relevance of the decision

for the individual's self concept. It seems reasonable

to assume that these and other consequences of a deci-

sion are rarely, if ever, fully realized at the time a

decision is made.

In order that'one's self concept be maintained and

enhanced, one's behaviors and decisions must not only be

successful; they must also be defensible. A variety of

"defense mechanisms" have been suggested in the social

behavior literature. Festinger (1957a) contends that

one or more elements in a dissonant relation may be

modified, cognitive elements consonant with existing

cognitions may be added and/or the importance of dissonant

elements may be decreased. Osgood (1960) lists and modi-

fies somewhat the four means of reorganizing cognitions

first suggested by Abelson: (a) denial -- changing one's

evaluation of one or more of the dissonant elements or

relations; (b) bolstering and/or undermining -- finding

additional cognitive elements which support one "side"
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of the cognitive conflict whle derogating the other

"side"; (c) differentiation -- distinguishing between

two aSpects of one of the dissonant elements in such a

way that one aSpect of that single cognitive element

is viewed positively and the other negatively (e.g.,

". . . a tendency to believe in the truth of the Bible

and a tendency to believe in the theory of evolution

are reconciled by differentiating literal truth and

figurative truth and attributing only the latter to the

Bible.", Berlyne, 1960: 284-85); and (d) transcendence

=- combining the conflicting cognitive elements into a

larger whole which may not completely resolve, but at

least minimize, the dissonance.

Although taking cognizance of Abelson's "defense

procedures," Berlyne (1960) takes a somewhat different

approach to the means of resolving conceptual conflict.

He suggests that conflict is reducible in only three

ways: (a) conciliation —- acquiring information indicaa

ting that the conflict is, in reality, not a conflict;

(b) swamping -- introducing a new reSponse tendency

stronger than and overriding those in conflict; and

(c) disequalizatipp_-- strengthening or weakening one of

the conflicting tendencies so that their relative strength

is no longer equal.
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Lecky (1951) points out that a conflict situation

may be tolerated for a great length of time awaiting a

basis of resolution and that cognitive conflict may, in

some instances, be tolerated indefinitely. Rogers (1951)

suggests a similar position in noting that people will

occasionally repress some or all of an experience or,

at most, allow it access to awareness only in distorted

form:

"As experiences occur in the life of the indi-

vidual, they are either (a) symbolized, perceived,

and organized into some relationship to the self,

(b) ignored because there is no perceived relation-

ship to the self-structure, (c) denied symboliza-

tion or given a distorted symbolization because the

experience is inconsistent with the structure of

the self" (p. 503).

In a similar vein, Festinger (1957a) notes the

possibility of the psychological revocation of decisions.

And finally, a number of researchers and theorists

(Osgood, Suci and Tannenbaum, 1957; Hovland, Janis and

Kelley, 1953; Newcomb, 1953; Heider, 1958) have demon-

strated that tensions experienced in a conflict situation

can sometimes be relieved by derogating the perceived

source of that situation.

Previous Research Evidence

The Dissonance and Behavior Literature

Past investigations of the cognitive consequences of

decisions, commitment or compliance and exposure to
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discrepant communications have been accomplished, for

the most part, within the framework of Festinger's (1957a)

conceptualization of cognitive dissonance. Festinger,

it will be recalled, conceives of dissonance as the

presence of inconsistent, nonfitting relations among

cognitions; a cognition being defined as "any knowledge,

opinion, or belief about the environment, about oneself,

or about one's behavior“ (p. 3).

The research to be reviewed in this section may be

cast, as Brehm and Cohen (1962) have done, into one (or

more) of three categories of studies: (a) those of

forced compliance; (b) studies of fpgg choice situations

and (c) those involving exposure pp_information. These

categories are, of course, neither independent nor mutu-

ally exclusive. Many of the following investigations

may be placed in the first category of study -- forced

compliance with a discrepant position.

Forced compliance studies. The forced compliance

studies usually involve a manipulated "choice" on the

part of an §_between engaging in an act discrepant with

his existing attitudes or beliefs (i.e., an act that he

would not voluntarily have done) or not engaging in that

act. Dissonance, in these studies, is a function of the

extent to which the act is inconsistent with §fs position,
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and the number and importance of cognitions favoring

the discrepant act beyond that minimum necessary to

cause §.to engage in the act at all.

Dissonance theory suggests that if an individual

expresses an opinion or engages in overt behavior

discrepant with his privately held attitudes, attitude

change in the direction of the discrepant behavior will

be induced. Kelman (1953) reports a study providing

Specific (although somewhat equivocal) evidence in

support of this prediction. Students listened to a

speaker who eSpoused a position discrepant with their

own views. Immediately after, they wrote essays either

supporting the speaker's or their own position. Three

inducement conditions -- high, low and no (control) incen-

tive for complying -- were employed.

Kelman found the high incentive group to have the

largest percentage of Se conforming with the Speaker's

position, the control group the smallest percentage.

Amount of opinion change, however, did not vary directly

with degree of conformity. Significantly more opinion

change was induced in the low incentive group than in

the high incentive and control (no incentive) groups.

Kelman suggests that the opinion changes obtained may

have been the result, not of the persuasive efforts of
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the Speaker, but of §s' persuading themselves to take

the stand they did in writing their essays.

Brehm (1957) provides a less equivocal test of the

hypothesis. Junior high school students were induced

to write statements supporting a position which they

opposed. The statements were written under one of three

(high, medium or low) incentive conditions. Brehm ex-

pected that as external incentives for writing the

discrepant statements increased, Ss' private opinions

would become relatively less important, thereby creating

less dissonance and consequent attitude change in the

direction of shorter vacations. The results confirmed

this expectation;‘§s complying in the high incentive

condition manifested less attitude change in the direc-

tion of compliance than those in the medium and low

reward conditions. Cohen (1960) contends that Brehm's

findings refute a self—persuasion hypothesis in favor

of a dissonance theory explanation that public expression

of a position discrepant with one's private attitude

leads to attitude change in the direction of the dis-

crepant position.

In a similar study, Cohen, Brehm and Fleming (1958)

had Yale undergraduates write essays supporting the side

opposing their own on the question of making the university



34

coeducational. Incentive for taking the discrepant stand

was manipulated by giving some gs minimal reasons for

doing so (low justification) and others a number of com-

pelling reasons for writing the discrepant essay (high

justification). The attitude changes obtained revealed

a trend in the expected direction. Low justification

gs said that they perceived less external pressure to

comply, thus experiencing greater dissonance as a result

of their compliance and manifesting greatef consequent

attitude change toward the discrepant position than did

high justification gs. The difference in attitude

change was not, however, significant between the high

and low justification conditions.

The preceding investigations provide evidence that

expressing a stand discrepant with one's attitudes or

beliefs results in the shifting of attitudes in the

direction of the discrepant stand or behavior. Studies

reported by Rabbie, Brehm and Cohen (1959) and Festinger

and Carlsmith (1959) provide further evidence of an

inverse relationship between attitude change toward a

discrepant position and justification for overtly taking

that position.

An experiment conducted by Brehm (1960) was designed

to test the hypothesis that attitude change toward a
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discrepant position can be effected by overt behavioral

compliance other than verbal expression. He induced gs

to eat a vegetable for which they had expressed an in—

tense dislike. It was found that for Se given negative

information about the vegetable, the more they consumed,

the more they expressed liking for that vegetable. The

tendency to increase liking for a disliked vegetable was

in proportion to the amount of unpleasant behavior (eat-

ing), however, pply_when negative information was provided

about the vegetable. Dissonance and consequent attitude

change in the direction of the discrepant behavior was

found to be a joint function of the amount of compliance

behavior to which g was committed and the presence or

absence of negative information concerning the disliked

vegetable. Brehm's study demonstrates that, in some

circumstances, dissonance engendered by behavior incon—

sistent with one's attitudes can be reduced or eliminated

by making that attitude more conSiStent with one's overt

actions.

Aronson and Mills (1959) tested the proposition

that when an individual elects to engage in a discrepant

act, dissonance accruing to that decision increases as

the number and importance of the reasons against engaging

in that act increase. Dissonance was induced by requiring
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female gs to take an "embarrassment test" in order to

join a sex discussion group. High and low dissonance

conditions were created by manipulating the obscenity

of the "testl" Subsequent to the “test," gs audited a

dull and uninteresting recording of a purported sex

discussion group. The attitude of gs in the mild

embarrassment (low dissonance) condition did not differ

from those of a control group who did not take the "test,"

while Se in the severe embarrassment condition (high

dissonance) evaluated the taped discussion more favorably

than those in the control and mild embarrassment groups.

Aronson and Mills consider the hypothesis that dissonance

and positive attitude change increase as the number and

importance of cognitions against engaging in a certain

behavior increase to be confirmed.

In three separate experiments, Smith (1961a, 1961b)

varied the characteristics of the communicator at whose

request § commits himself to a discrepant act and the

nature of the message employed by the communicator to

induce compliance. Under the guise of a study of the

desirability and adequacy of survival foods, he induced

Army reservists to "taste-test" three different (and

presumably undesirable) "strange" foods. Manipulating

communicator authority or prestige and message purpose
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(persuasive versus nonpersuasive), he found that a cool,

formal and official inducing agent effected greater

attitude change than a warm, permissive and friendly

one; that a negatively perceived communicator produced

greater attitude change than a positively perceived

communicator; and that a condition in which gs were

given a brief rationale for trying the foods and then

left to make their own decision (voluntary compliance)

was consistently more effective than a condition of

forced compliance. Although the evidence provided by

Smith is not unequivocal, it appears that for persons

complying with a discrepant request, the more negative

the communicator and the fewer the cognitions supporting

the compliance, the greater is the consequent dissonance

and ensuing attitude change. Having once complied, one

can reduce dissonance by modifying one's attitude to be

more consistent with the compliant behavior.

Aronson and Carlsmith (Brehm and Cohen, 1962, pp.

41-42) were concerned with the extent to which coercion

used to force the rejection of a desirable alternative

produces attitude change in the direction of derogation

of that alternative. They anticipated that mild external

threat supporting rejection of a desired alternative

would lead to greater dissonance than would severe threat.
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Having committed themselves to the discrepant act, gs

in the mild threat group were expected to experience

"cgreater dissonance because they would be able to muster

fewer cognitions in support of the discrepant behavior.

Severe threat was seen to be more consistent with engaging

in the discrepant behavior than mild threat. Thus, gs

in the mild threat condition were expected to be more

likely to reduce dissonance by Bevaluing the desirable

rejected alternative than those in the severe threat

condition. The results of the study strongly support

that expectation. The results of this study and those

of Aronson and Mills and Smith suggest, then, that as

the number and importance of the reasons against engaging

in an act increase and as the number and importance of

the reasons for engaging in that act decrease, dissonance

is enhanced and greater attitude change in the direction

of the discrepant act is produced.

A study by Mills (1958), concerned with the effects

of cheating behavior upon attitudes toward cheating, pro—

vides further evidence that as justification for behavior

decreases, dissonance and attitude change increase. He

offered prizes to grade school children for good perfor-

mance of simple tasks; Temptation to cheat was manipu-

lated by offering or not offering the prize. Restraints
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against cheating were varied by giving gs differential

opportunity to cheat while scoring their own performances.

Mills hypothesized that an individual who cheats will

experience dissonance in proportion to the strength of

the restraints to which he is exposed. And, as with

other disorepant behaviors, the dissonance created will

decrease as the inducing force (temptation to cheat) is

increased. Thus, those most tempted to cheat were

expected to become more lenient toward cheating and the

more honest students to become more critical of cheating-

In general, the results of Mills' study support this

expectation.

The preceding five studies all demonstrate that

dissonance and consequent attitude change in the direction

of discrepant behavior accruing from the act or decision

to engage in such behavior increase as the amount of

justification which an individual can bring to bear upon

that act decreases.

The following four studies bridge two of the cate=

gories of studies suggested by Brehm and Cohen (1962) --

forced compliance and free choice situations.

A study by Davis and Jones (1960) offers evidence

in support of the hypothesis that a chosen discrepant

behavior must be perceived as relatively irrevocable if
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it is to lead to greater attitude change than an unchosen

discrepant behavior. The question was, in effect, one of

the differential effects of voluntary and involuntary

compliance. They induced dissonance by having gs read to

an unseen person a derogatory evaluation of that person.

Half of the gs were "assigned" to this task, the other

half were "persuaded" to do so. It was eXpected that

the dissonance created by choosing to derogate a person

would be reduced by shifts in gs' actual evaluations of

that person. Postexperimental ratings of the falsely

derogated person were found to be more negative in the

"persuasion" than in the "assignment" condition, supporting

the hypothesis that dissonance, and consequent attitude

change, increases with choice.

In addition, half of each group (flassignment" and

"persuasion") were told they would be given the opportunity

to explain to the recipient of the negative remarks why

they had been expressed; the remaining gs were led to

believe that they would have no chance to retract their

statements. The amount of attitude change toward the

message recipient was, as predicted, significantly

greater in the negative direction in the irrevocable

choice than in the other three conditions. The rela-

tively noncommitted gs showed no evidence of evaluating



41

the unseen target person more negatively in the “persua-

sion" (high choice) than in the "assignment" (low choice)

condition.

It is not clear from the results of this study,

however, whether the effect of revocable commitment is

to eliminate the arousal of dissonance in the first place

or to change the means whereby it is reduced or eliminated.

Brock (1962) provides additional evidence of the

effects of choice on dissonance in a forced compliance

situation. Giving nonaCatholic college students either

high or low choice in whether or not to comply, he induced

them to write on the subject: "Why I would like to

become a Catholic." Change in attitudes toward Catholicism

supported the prediction that dissonance and consequent

attitude change toward the discrepant position eSpoused

in the essays would increase as choice increased.

The Davis and Jones and Brock investigations demon-

strate that attitude change accruing from inconsistent

compliance tends to increase as the degree of choice in

complying or not complying increases.

Two experiments investigated the attitude change

effects of a fait accompli; a chance (or seemingly chance)

event which might have led to different behavior had it

been predictable at the point of decision. Brehm and
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Cohen (1959b) gave psychology students the tedious task

of copying random numbers. Half were told they could be

excused from the task if they had a good reason; the other

half were not given the opportunity for excuse. Feelings

of high and low relative deprivation were induced in

half of each of these groups after they had committed

themselves to perform the task. gs' attitudes toward

the task were assessed after these manipulations but

before any work was actually performed. Although some-

what variable, the results generally indicated an

interaction effect between degree of perceived choice

in participating and degree of relative deprivation.

The most favorable attitudes toward the task were found

in the low-choice, low-deprivation and high-choice,

high-deprivation conditions.

Brehm and Cohen's results are difficult to interpret

for several reasons. First, they made no check to ensure

that the f3i£_accompli event had not been predicted by

gs; whether or not a fait accompli effect was induced or

not is open to question. Second, Brehm and Cohen were

forced to rely on Ss' testimony of the degree of choice

which they had perceived available to them; the degree

of choice manipulations were generally unsuccessful.

Third, there is no evidence, pro or con, that either
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variable -_ perceived choice and relative deprivation --

alone had any measurable effect. Fourth, Brehm and Cohen

measured only postinducement attitude scores and there—

fore were compelled to rely on inferential information

when assessing attitude change. And finally, their

results do not accord perfectly with predictions derivable

from dissonance theory in that maximal attitude favorabi-

1ity was observed in pppp_maximum and minimum dissonance

arousing conditions. Brehm and Cohen offer no eXplanation

for this phenomenon, yet, as will be seen in other studies,

the phenomenon has been observed repeatedly. The results

of this and other studies reflecting this phenomenon seem

to fit a "behavior justification" explanation in which

punishing behavioral consequences (actual or potential)

create psychological pressures to justify and defend

discrepant behavior.

Somewhat more definitive results were obtained by

Brehm (1959) in a subsequent investigation. Eighth

grade students were offered a small reward for consuming

a sample of a heartily disliked vegetable. Half of the

gs were told when nearly finished eating that their

parents would be informed of their behavior. Favorable

attitude change was significantly greater in this group

than in a group not told their parents would be apprised
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of the fact that they had eaten the disliked food. Appar-

ently, knowing that their parents would learn of their

behavior constituted a cognition against the choice and

increased the need to justify allowing oneself to be

induced to do something disliked by the promise of a

smallireward.

In both fait accompli studies, chance deprivation

was induced following commitment to engage in discrepant

behavior. A fuller understanding of fait accompli effects

must await the investigation of its effects when chance

deprivation follows commitment to behavior which at

the time commitment is made appears consistent with all

relevant cognitions.

Dissonance theory might suggest that public commit-

ment contributes to attitude change conforming to the

nature of that commitment by increasing the importance

of the commitment decision. The available evidence,

however, does not confirm this expectation. A study by

Bennett (1955) suggests that the crucial variables asso-

ciated with positive attitude change (and follow-through

behavior) are not public commitment, but rather the

making of a decision and the perception that the group

to which one belongs has achieved high consensus on the

action request. The results of the study by Rabbie,
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Brehm and Cohen (1959) also support the notion that

attitude change toward a discrepant position is effected

even when the individual has not actually engaged in

the discrepant behavior but has merely privately committed

himself to the behavior. Public commitment or compliance

thus appears unnecessary to induce attitude change: a

private decision or commitment is sufficient.

E522 choice studies. Festinger's theory of dissonance

suggests that "a person who chooses to behave in a way he

ordinarily avoids experiences dissonance; the more un-

pleasant the induced behavior, the greater the magnitude

of dissonance and the greater the consequent attitude

change in order to reduce it" (Cohen, 1960, p. 305).

Brehm and Cohen (1959a) further suggest that "an appro-

priate statement of the fundamental hypothesis (of Fes-

tinger's theory) as it applies to the choice situation

is that the magnitude of psychological dissonance is a

direct function of what one has to give up compared to

what one obtains" (p. 373).

The free choice studies generally entail providing

g with a choice between attractive or potentially attrac—

tive alternatives which differ along the dimensions of

attractiveness, utility, desirability or some other

"evaluative" dimension. In such situations, dissonance
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is conceived of as a function of the relative number

and importance of the cognitions supporting the chosen

and unchosen alternatives.

An experiment reported by Festinger (1957a, pp.

126-31,.1629J6) is illustrative of this category of

studies. College students were given $2.50 with which

to play a card game Against g, In describing the rules

of the game, it was implied that one side was much more

likely to win than the other, and that §_shou1d easily

be able to choose the winning side. Unknown to s, the

deck was stacked so that he was most likely to lose a

moderate amount over the first 12 trials. Festinger

predicted that after the choice, the greater the loss,

the greater the dissonance experienced. At the 12th

trial, §_announced that before going on, §_could look at

a graph from which the true probability of winning could

be computed for each hand. The gs who were winning or

losing only slightly and therefore experiencing little

dissonance were expected to study the graph with the

expectation that the information would reduce their

dissonance by informing them that they had selected the

winning side to play on. On the other hand, §s who were

losing much would be experiencing greater dissonance and

would expect to learn from_the graph that they were on
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the losing side. These expectations were confirmed by

a measure of the amount of time §s in the two conditions

spent looking at the graph.

Festinger's study was replicated by Cohen, Brehm

and Latane (1959) who added a check of §s' expectations

as to what the graph would say about whether or not

they had chosen the winning side to play. They also

varied the perceived importance of the game. The

results of this study generally confirm those of Fes-

tinger.

These‘two studies provide evidence that magnitude

of dissonance is a function of the ratio of dissonant

to consonant cognitions and can be reduced, not only

by changing the dissonant cognitions, but also by the

addition of consonant cognitions -- additional consonant

information in this instance.

Deutsch, Krauss and Rosenau (1962) tested the

hypothesis that "a chooser will experience postdecisional

dissonance only when he perceives his choice in a given

situation to be inconsistent with the conception of some

asPect of himself which he tries to maintain (for himself

or for others) in that situation" (p. 18). Three choice

conditions were created: highgself-involvement, post-

decision induction (of self-involvement via a self-esteem
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involving message); high self-involvement, predecision

induction; and low selféinvolvement (in which the self-

esteem involving message was omitted). Under conditions

in which choice was made relevant to valued attributes

of the self (high self-involvement), postdecisional dis-

sonance occurred; when choice was not self-relevant (low

self-involvement), postdecisional dissonance was not

observed. No significant difference was noted between

the two high self-involvement groups. Changes in liking

of alternatives involved in the choice were generally

confined to enhancing the attractiveness of the chosen

alternatives; the ratings of the rejected one did not

show a significant decrease.

The next three studies are hybrids of this and the

third category of study -- free choice and exposure to

discrepant information situations. Mills, Aronson and

Robinson (1959) studied the effects of a negative choice

on dissonance arousal and attitude change. Psychology

students were given a choice between an essay and mul-

tiple choice examination. Half of the §s were told the

choice was highly important and the other half that the

choice was unimportant. It was assumed that the most

salient feature of the choice situation was fear of

failure on an examination which gs had themselves not
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chosen. Each § then indicated from a list of articles

dealing with the two types of examination which one

article they wished to read. The titles on some lists

implied that the articles described positive attributes

of the examinations; those on other lists implied that

the articles contained negative information. To the

extent that gs were experiencing dissonance, it was

expected they would choose the "positive information"

articles and avoid those providing negative information.

This tendency was further expected to be greatest in

the high importance condition. The investigators' pre-

dictions were only partially borne out. Positive articles

dealing with the chosen type of examination were preferred

to those dealing with the rejected type. However,

there was no avoidance of negative articles, norldid

the importance manipulation show any effect. Despite

the inconclusiveness of their results, Mills, Aronson

and Robinson contend that the instrumental value of

negative choice is no less than that of positive choice.

Rosen (1961) replicated the Mills, Aronson and

Robinson experiment, obtaining essentially the same

results. Both of these experiments reflect a tendency

for individuals to seek supporting information in an

attempt to reduce dissonance, but fail to find evidence
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of any propensity to avoid diSSOnance producing information.

Ehrlich, Guttman, Schonbach and Mills (1957) were

interested in the postdecisional consequences of a decision

for selective seeking of and attention to information

bearing on choice alternatives. They found owners of

new cars more likely to read advertisements for their

new cars than for cars which they had considered but did

not purchase or for cars not involved in the purchase

decision. These selective tendencies were less pronounced

among owners of older cars who had made no recent deci-

sion. These results support the dissonance theory predic-

tion that persons tend to seek out information after an

important decision in which they have rejected an alter-

native having positive attributes.

Exposure tg,information studies. In contrast to

the studies discussed to this point, in which §s are

themselves induced to generate messages contrary to

their beliefs and opinions, this type of study involves

exposing §s to contrary information usually framed by

the investigators. §s generally are confronted with

information which is inconsistent with their attitudes

or cognitions. Dissonance is aroused as a function of

the inconsistency between §s' prior cognitions and the

new information and of the conditions under which the
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exposure takes place.

Illustrative of this category of study is an experi-

ment designed by Adams (1961) to demonstrate that exposure

to information discrepant with one's own position pro-

duces dissonance. Adams expected that gs exposed to a

message opposing their position would experience more

dissonance than those exposed to a supporting message.

Dissonance theory suggests that one way of reducing

such dissonance is to seek additional information supporting

one's point of view. Thus, gs initially exposed to an

opposing viewpoint were expected to be more anxious to

hear a second message consistent with their own position.

The results of Adams' study are not entirely confirmatory.

gs originally exposed to a discrepant viewpoint showed

more interest in later hearing messages bgth consistent

and inconsistent with their own view° gs first exposed

to a message consistent with their own position were

more anxious to hear supporting information than to

expose themselves to a message opposing their own view.

Adams' findings reflect a differential motivation to

hear information, either pro or con. This differential

motivation, however, may only have been due to the arousal

of intellectual curiosity. §s who initially heard the

opposing View, while more interested in a future message
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espousing their own convictions than in an opposing

message, were no different in this reSpect than those

who initially heard the message supporting their own

View. The results of this study, therefore, fail to

unequivocally support the idea that exposure to discrepant

information creates dissonance or that such dissonance is

reduced by avoidance of dissonance-producing information.

A more complex study is reported by Cohen, Terry

and Jones (1959). College students were given high or

low choice in listening to a communication upholding a

position counter to their own. The results showed that

under conditions of low choice, a direct resistance effect

was encountered. The greater the discrepancy between the

position upheld in the message and that of the gs, the

less was the attitude change effected. Under conditions

of high choice, the greater the discrepancy between the

communication and gs“ initial attitudes, the greater

was dissonance and the consequent attitude change induced.

The mean attitude changes in the low choice-moderate

discrepancy and high choice-moderate discrepancy condi-

tions were similar, but somewhat higher in the former _

condition. This phenomenon, in which slightly more

attitude change occurred under conditions of least

dissonance than in the moderate dissonance conditions
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is contrary to dissonance theory expectations and presently

appear to be inexplicable. It might be recalled that a

similar phenomenon was found to occur in the Brehm and

Cohen (1959b) study of relative deprivation. A question

for research is thus presented; "Why does this phenomenon

occur, and why in some investigations based on dissonance

theory and not in other such studies?"

Allyn and Festinger (1961) studied the influence

of providing §S with a reason for attending to a message

upon attitudes toward both the Speaker and the topic of

his message. Their experiment was designed to test the

hypothesis that pre-exposure knowledge that a Speaker

will Oppose one's own position results in dissonance

reduction by avoidance and defensiveness rather than by

attitude change. In one experimental condition, §S had

no g_priori knowledge of the Speaker's position while,

.in the second, they were aware of that position. It

was assumed that an attitude-discrepant message would

create dissonance, but that knowledge of the Speaker's

position would allow the latter gs to more effectively

reduce dissonance by rejecting the Speaker. The "naive"

gs, on the other hand, were expected to reduce dissonance

by changing their attitudes in the direction of the

Speaker's position. Comparison of pre- and post-communication
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attitude measures in general confirmed these expectations.

Attitude change toward the advocated position was greater

among §S initially unaware of the Speaker's position than

among those apprised of the speaker's bias.

Feather (1963) reports an investigation attempting

to distinguish the effects of dissonance upon an indivi-

dual's sensitivity to information from its effects upon

his evaluation of that information. He predicted that,

in general, §S would be more sensitive to information

which decreases dissonance than to information which

increases dissonance and that they would evaluate or

interpret information in such a way as to reduce disson-

ance. Feather took as his index of sensitivity gs' reported

interest in a particular item of information. gs were

male college students, both smokers and nonsmokers; the

critical communications dealt with the relationship of

smoking and lung cancer.

The results of this experiment verified those of

an earlier Feather study (1962); i.e., that states of

cognitive dissonance are more likely to influence

evaluation or interpretation of information than to

influence sensitivity to or interest in information,

both pro and con. There was no differential sensitivity

or interest among smokers to the pro-cancer and anti-cancer



55

articles as implied by dissonance theory. On the other

hand, smokers were far more critical of pro-cancer infor-

mation than were nonsmokers and more likely to rate

this information as unconvincing. It appears, then, that

evaluation and interpretation (as well as acceptance) of

information, but not sensitivity or interest, is affected

in the manner suggested by the theory or cognitive dis-

sonance. The findings of Adams (1961), which were not

wholly in accord with dissonance theory predictions, might

be similarly interpreted.

A variation of the dissonance theory notion that

discrepant or inconsistent information creates dissonance

is the hypothesis that magnitude of dissonance is a direct

function of the degree of perceived inconsistency.

Evidence relating degree of inconsistency and issue

importance as determinants of magnitude of dissonance

is provided by Zimbardo (1961). He, like Deutsch, Krauss

and Rosenau (1962), incorporated self-involvement as a

major variable, as well aS importance of the issue and

perceived discrepancy between gs‘ position and that of a

peer. Pairs of friends were led to believe that they

disagreed either a lot or a little in their judgments

of a juvenile delinquency case study.

It was expected that dissonance aroused by knowledge
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that judgments made by one's friend (the other member

of a pair) disagree with one's own judgments could

easily be reduced by changing one's own judgments toward

those of the friend. It was found that changes in judg-

ment toward the friend's position were, as predicted,

directly pr0portional to the amount of discrepancy and

the perceived importance of the issue, thereby lending

support to the hypothesis that exposure to information

discrepant with one's View creates dissonance and atti-

tude change.

In summary, the research cited thus far offers

evidence of the motivating effects of discrepancies

between various cognitions and behavior; of the effects'

of decisions, choices and actions; and of a number of

conditioning variables which serve to modify, enhance

or detract from these effects. Several of the investi-

gations reviewed demonstrate that engaging in behavior

or expressing an opinion at variance with certain of

one's attitudes or beliefs results in a modification

of those attitudes or beliefs in the direction of being

more consistent with the discrepant behavior or opinion

expression. Perhaps the most crucial factor bearing

upon the magnitude of this effect is that of the

justification or lack of justification which an individual
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feels himself to have for engaging in a discrepant behav-

ior or expressing a discrepant statement. The factor of

justification (or defense of one's actions) is pointed

up by a number of findings reported in the research

thus far discussed:

(1) The amount of attitude change accruing

from an act discrepant with one's attitudes de-

creases as the amount of incentive, inducement,

reward or punishment employed to induce the dis—

crepant behavior increases.

(2) The amount of attitude change accruing

from an act discrepant with one's attitudes in-

creases as the number and importance of the reasons

against engaging in that behavior increase.

(3) The amount of attitude change accruing

from an act discrepant with one's attitudes in-

creases aS the amount of choice which an indivi—

dual has in engaging in that act increases.

Attitude change aCcruing from a decision or action

which is discrepant (or even in some cases consistent)

with one's attitudes thus appears to be inversely related

to the amount of justification which an individual per-

ceives himself to have for engaging in the discrepant

behavior or for making the discrepant decision. For

example, Smith (1961a, 1961b) noted that authority

figures were much less effective in producing attitude

change in the direction of an induced discrepant behavior

than.were non-authority figures. In the latter instance,

,§§ were able to perceive less justification for their
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having complied with the communicator's requests.

It was also seen that a discrepant behavior or

decision must be perceived as relatively irrevocable if

it is to lead to greater attitude change. If gs felt

that they could later deny, nullify or negate their

behavior or decision, less attitude change was induced

than if they felt their actions to be irrevocable.

Whether or not the former ES were really committed to

the decision or behavior induced by the experimental

manipulations in such studies is open to question.

It was further suggested by the results of two

studies (Bennett, 1955; Rabbie, Brehm and Cohen, 1959)

that once an individual has consciously, although pri-

vately, committed himself to a discrepant act or decision,

there appears to be no additional motivational force

resulting from having made that decision or commitment

privately. Studies of the attitude change effects of

private commitment seem to suggest that commitment to

discrepant, unpleasant behavior leads to attitude change

even before the behavior is actually performed.

The influence of choice upon the attitude change

effects of compliance behavior was found to be mediated

by the extent of discrepancy between an act or Opinion

expression and the individual's existing attitudes.
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That is, under conditions of high choice (voluntary com-

pliance), attitude change was positively related to the

extent of discrepancy between a decision or act and

prior attitudes; whereas under conditions of low choice

(forced compliance), the converse relationship:was noted

in the form of attitude reinforcement or of resistance

to attitude change.

It was also found in a number of studies that indi-

viduals tend to seek information consistent with their

attitudes in order to reduce dissonance resulting from

exposure to discrepant information. It was not, however,

w

consistently demonstrated that information opposing one's

attitudes or beliefs is avoided. At least three studies

{Adams, 1961; Feather, 1962, 1963) reflect a tendency for

gs experiencing dissonance to seek consistent information

with no particular effort being made to avoid inconsis-

tent information. Opposing information was not sought,

but it was not avoided either. Furthermore, Feather

found no differences in interest in or sensitivity to

discrepant and consistent information, although the

former information was generally more negatively evalu-

ated than was information supporting gs' attitudes or

opinions.

It was further noted that the more an individual's
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conception of self was involved in and made relevant

to the decision or choice process, the greater was the

attitude change in the direction of the decision or

choice which was effected.

One particularly peculiar phenomenon was reported

in at least two studies (Brehm and Cohen, 1959b; Cohen,

Terry and Jones, 1959). It was noted that theoretically

minimal dissonance conditions frequently produced more

attitude change than in moderate dissonance arousal con-

ditions (although the attitude change effected was less

than in conditions of high dissonance). Another enigma

was also noted, i.e., the incompatibility of studies

indicating that attention to communications known to

eSpouse an Opposing view results in attitude change

and studies which fail to reflect this phenomenon.

The validity and generalizability of many of the

studies reviewed above is difficult to assess. The com-

plexity of many of these investigations creates problems

in determining what is actually taking place, lack of

adequate control is often evident, crucial variables

are in some cases confounded, checks of crucial assump-

tions are sometimes absent and there are occasional

instances of ineffective manipulation of critical induce-

ments. There iS, in each of these studies, some question
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as to just what SS agreed or failed to agree to do.

Behind each of the decisions or choices made in these

investigations is a conglomerate of other choices and

decisions including the decision to participate in the

study. There is also the question of whether gs were.

in each study, agreeing to perform behaviors seen as.

clearly discrepant; of whether they agreed to act as

a result of "challenges" perceived in the Situation, to

demonstrate their ability to handle any situation that

arises or for some other purpose known only to gs "

themselves.

Studies 9; Source Credibility

Whether an individual will accept or reject.the

suggestions and conclusions of a given communicator

depends, at least in part, upon how well informed, trust-

worthy=and intelligent he believes that communicator to

be. Acceptance or rejection of what a source says is

dependent upon the "credibility" attributed to him by

his audience. Source credibility, as conceptualized

by Hovland, Janis and Kelley (1953), is a function of

(a) the extent to which the source of a message is

perceived to be a source of valid assertions (his

expertness) and (b) the receiver's degree of confidence

in the source's intent to communicate only those assertions
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he considers valid (his trustworthiness).

A number of studies provide evidence of the impor-

tance of source trustworthiness to attitude change.

Hovland, Lumsdaine and Sheffield (1949) provide correla-

tional evidence in a study of soldiers' reactions to a

war Department film. Among soldiers perceiving the film

to be "propagandistic," opinion change was Significantly

less than among those who thought the film ”informational."

Hovland, Lumsdaine and Sheffield offer their findings aS

incidental evidence of a tendency on the part of receivers

to reject communications perceived to be manipulative

in intent.

A study by Ewing (1942) investigated opinion change

effects occasioned when a Speaker states his intentions

in the introduction to his Speech. Two groups of Se,

initially favorable in their opinions of Henry Ford, heard

the same message unfavorable to Ford. In one group, the

Speaker, in his introduction, stated his purpose as

favorable to Ford; in the other, as unfavorable. More

opinion change in the direction of the communication was

effected in the group where the Speaker's announced in-

tention was represented as consistent with Ss' initial

attitudes. Ewing suggests that acceptance of a communi-

cator's message is increased if, at the outset, he
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explicitly states his purpose as consiStent with that of

his audience. Ewing's study is relevant to the trustwor-

thiness dimension of source credibility in that the

audience is immediately apprised of the Speaker's motive.

Furthermore, if the Speaker presents material in support

of a conclusion different from his avowed purpose or

position, this may be taken as evidence of objectivity

on his part and create even more confidence in his

arguments.

A number of experiments provide incidental evidence

of a phenomenon suggested by the results of Ewing's

study. Ewing's investigation suggests that when the

communicator's purpose, intent or motive is perceived

as consistent with the attitudes of his receivers, the

attitude change effected will be greater than when the

communicator's message is seen as antagonistic to the

receiver's position. The source's motives, hence his

trustworthiness, are less apt to be suSpect in the

former case than when there flB an obviously perceived

discrepancy between the positions of the source and

his audience.

Brehm and Lipsher's (1959) investigation charac-

terizes the notion advanced here. They hypothesized

that the perceived trustworthiness of a source will
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decrease as discrepancy between the opinions of that

source and the receiver(s) increases. High school students

were eXposed to communications advocating moderate or

extreme positions on each side of three issues. The

results of the study indicated that perceived trustwor-

thiness is, in general, inversely related to the magni-

tude of discrepancy between Ss' original opinions and

the position advocated by the Source.

Brehm and Lipsher further expected opinion change

to be directly related to perceived trustworthiness.

Their results, however, did not confirm this expectation.

Opinion change was not significantly related to the trust-

worthiness attributed to the source. The authors suggest

that this may have been due to the fact that the experi-

mental conditions tended to encourage changes in perceived

trustworthiness and, at the same time, minimize attitude

change.

The findings of Pastore and Horowitz (1955) also

support the notion that a source is perceived to be

more trustworthy if his avowed motive for communicating

is consistent with the views of the receivers. They

found that sources to whom their receivers attributed

"good" motives tended to be more highly evaluated than

those perceived to have "bad" motives. Further, such
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sources effected greater attitude change than initially

"good" sources perceived to have a "bad" motive. Trust-

worthiness, it appears, is a function of the source's

apparent motive and is directly related to attitude

change effects. In addition, Weiss (1958) noted that

if a receiver knows the direction of attitude change

the source is advocating, and this is opposed by the

receiver, the extremeness of the source's position is

directly related, in general, to evaluations of that

source and the amount of attitude change he effects.

Tannenbaum's (1956) investigation of initial attitude

toward the source and the topic of his message as factors

in attitude change might also be interpreted in this

light.

Haiman (1949) investigated the influence of the

introduction given a Speaker upon acceptance of his

proposals. A recorded Speech on compulsory health

insurance was played for three student audiences. One

group was led to believe that the Speaker had high pres-

tige; the second, that he was of low prestige; and the

Speaker was anonymous in the third group. Examination

of pre- and postmanipulation attitude indices indicated

that a significantly greater number of SS Shifted from

unfavorable or neutral positions in the direction of



66

the Speaker's proposals when SS believed they were listening

to a high prestige source than when they thought him to be

of low credibility.

Paulson (1953, 1954), in two studies concerned with

the effects of a Speaker's prestige and acknowledgement

of opposing arguments on audience retention of the argu-

ments and opinion change obtained similar results.

Hovland and Weiss (1952) report an experiment con-

cerned with the effects of high and low credibility

sources on learning and opinion change. Messages prepared

on four topics were "presented" by high and low credibility

sources. Comparison of pre— and postmanipulation measures

of perceived credibility and Ss' opinions on the topics

yielded these results:

(1) High credibility Sources, irreSpective

of the topic and position (affirmative or negative)

advocated, were considered more fair in their pre-

sentation and more justified in their conclusions

than were low credibility sources.

(2) There was no significant difference in

the amount of factual information learned when

the same information was attributed to high or

low credibility sources.

(3) In contrast to the amount of information

gained, there were significant differences in the

extent of opinion change when the messages were

credited to sources of high and low perceived

credibility. SS changed their opinions more

often in the direction advocated by the high cred-

ibility sources than in that advocated by the low

credibility communicators.
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In a related study, Kelman and Hovland (1953) studied

the effects on opinion change of varying the credibility

of a message source. Three versions of a tape recorded

message, identical in substantive content, were prepared

and attributed to high, low or neutral credibility

sources. After the manipulations, clear differences

in opinion were noted. These differences indicated that

the initial effect of the messages on opinion change was

greatest when presented by the positively perceived

source and least when presented by the negative communi-

‘cator. Agreement with the neutral source's position

was intermediate to the other two treatment effects.

Hovland and Mandell (1952) were primarily concerned

with the trustworthiness component of source credibility.

Variation in communicator trustworthiness was induced

by prefacing one of the communications with an intro-

duction designed to elicit suSpicion of the source's

motives and the other with an introduction intended

to elicit belief in the source's impartiality. The

two messages were alike in all other resPects._

Hovland and Mandell's findings demonstrate that

cues as to a sourceJS motives influence receiver's

evaluations of his presentation and the content of his

message. The suSpicion-arousing introduction led gs
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to View the Source as having done a poorer job and as

having been less fair and honest in his presentation

than the "impartial" Source. It was observed, however,

that the messages produced no greater net change in

opinions when presented by the non-suSpect source than

when delivered by the suSpect source. Thus, variations

in trustworthiness did not produce a significant differ-

ence in the opinion change effected. This finding,

coupled with those of Brehm and Lipsher (1959) and the

inconclusive results reported by Pastore and Horowitz

(1955) suggest that the variable of trustworthiness

is not alone sufficient to produce variations in atti-

tude change, but rather that other aSpectS of credibi-

lity (e.g., expertness, dynamism or sociability) must

also be considered. Credibility and trustworthiness

do not seem to be one and the same. In fact, expertness

seems to emerge as the more crucial determinant of

source credibility, with trustworthiness a contributing

factor.

The final investigation to be noted is reported

by Bergin (1962). This study combines both major con-

cerns of the study reported in this volume -- dissonance

theory and communicator credibility. Bergin tested the

effect of dissonant persuasive communications upon a
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self-referring attitude. SS rated themselves on mascu-

linity—femininity following which they received a

communication on this subject at one of three discre-

pancy (distance between the source’s position and the

receiver's self evaluation) levels (moderate, high,

extreme) from either a high or a low credibility communi-

cator. They then made a second self-rating of masculinity-

femininity. Bergin found that attitude change increased

as a monotonic function of communication discrepancy

under the high credibility conditions, while in the low

credibility conditions, little or no attitude change

was observed. Attitude change was shown to be a function

both of source credibility and of the amount of dissonance

induced by communication discrepancy.

Summarizing this very brief review of the source

credibility literature, the research evidence suggests

that reactions to and acceptance of a communication are

significantly affected by the perceived credibility of

the communicator -- by cues as to his motives or inten-

tions, his expertness and his trustworthiness. It was

found that identical messages were more likely to produce

attitude change toward the position advocated in the

message, and that the attitude changes tended to be

greater in intensity, when attributed to a high credibility
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source than when credited to a low credibility source.

Furthermore, identical messages were more likely to be

favorably evaluated and accorded immediate acceptance

when attributed to a positively evaluated Source.

It Should be noted, however, that even in the case

of low credibility sources, overall attitude change is

generally in the direction advocated by the communicator.

A negatively evaluated source tends, however, to produce

less positive attitude change than a positively perceived,

high credibility source.

Rationale

The research studying the attitude change effects of

compliance behavior which has emerged from theories of

cognitive balance holds a number of implications for

the understanding of communication and attitude change

processes. One of these implications is in the area of

source credibility and its attitude change effects.

Cohen (1960), extrapolating from Festinger's

dissonance theory, suggests that if a source or inducing

agent is positively evaluated by a receiver, complying

with the requests or suggestions of that source should

produce less cognitive dissonance for the receiver and

consequently less attitude change toward the position

advocated by the source than when the receiver complies
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with the recommendations of a negatively evaluated

communicator. In the latter case, supporting justifi-

catory cognitions are of lesser number and intensity

and the balance between incompatible cognitions (e.g.,

knowledge that he has complied with the source's

recommendation, his negative evaluation of that source,

knowledge that his behavior is inconsistent with his

attitudes and beliefs, etc.) is maximized. In short,

the receiver is aware of many reasons for not engaging

in the discrepant behavior and can find few reasons for

doing so, yet he ha§_manifested the discrepant behavior

at the behest of a negatively perceived communicator.

Consequently, he experiences heightened dissonance --

conceptualized as a postdecisional or postbehavioral

drive to justify one's decision or behavior -- or need

to resolve the conflict between incompatible behavior

and attitudes. The conditions thus are present to

maximize attitude change in the direction of the dis-

crepant behavior or decision.

In the case of a negatively evaluated, low credi-

bility source, there are fewer cognitions supporting

the compliant act and greater cognitive dissonance

accrues to compliance. In the absence of any alternative

means of reducing that dissonance (e.g., adding new
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cognitions Which reinforce existing ones or discounting

the importance of those cognitions which are inconsis-

tent), such dissonance will be reduced by greater attitude

change toward the compliant behavior or decision advo-

cated by a negative, low credibility source.

This paradoxical effect had not, until recently,

been tested empirically, although Brehm (1959) provided

some indirect evidence in support of it. The effect

has now been demonstrated (within the framework of

Festinger's dissonance theory) by Smith (1961a, 1961b)

and Zimbardo (1960), the results of their investigations

supporting predictions made about the attitude change

effects of compliance with a discrepant position. In

both cases, negative or low credibility sources were

found to be more effective influencing agents than were

positively perceived sources when gs had complied with

the sources' recommendations. Zimbardo explains his

findings by suggesting that gs perceived less justifi-

cation for complying with the recommendations of a negative

source, hence more cognitive dissonance was experienced

when discrepant behavior was induced and greater conse-

quent attitude change was effected.

Clearly, the effect postulated by Cohen and the

results of the Brehm, Smith and Zimbardo studies are not
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wholly in accord with the conclusions generally accepted

in the source credibility literature. One of the con-

clusions of that body of research, previously noted,

is that a high credibility source is Significantly and

unqualifiedly more effective in inducing positive atti-

tude change than is a low credibility source when the

same message is attributed to the two sources. Neverthe-

less, the conditions under which a negatively evaluated

source may be more effective than a positively evaluated

source in producing positive attitude change are clearly

implied by dissonance theory. Specifically, dissonance

theory suggests that if the receiver has complied, either

voluntarily or involuntarily, with the recommendations

of a source, a negative or low credibility communicator

will effect greater attitude change than will a positive,

high credibility source. Hence, the conclusion that

attitudes are always changed in the direction advocated

in a communication to a Significantly greater degree

when the message is presented by a high credibility

source than when it is attributed to a low credibility

source cannot be taken to be pervasive and unqualified.

An important factor determining the magnitude of

the attitude change to be expected when a receiver has

complied with the recommendations of a high or low
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credibility source is his freedom or lack of freedom in

electing to engage in the discrepant behavior -- whether

or not his compliance is voluntary or forced. Dissonance

theory suggests, as noted by Cohen (1960), that "under

those conditions where the individual experiences least

external pressure to engage in discrepant behavior or

consider a piece of counterprOpaganda he will become

most positive toward the induced position" (p. 317).

Thus, the less the receiver perceives the source to be

attempting to influence him to engage in behavior incon-

sistent with his attitudes, the more favorable Should

the receiver become toward the position advocated by

the source. The issue to be considered is the centrality

gf_choice with which the receiver commits himself to

behavior discrepant with attitudes and beliefs he holds.

In those cases in which the receiver experiences the

greatest subjective choice, the dissonance effects of

having engaged in a discrepant behavior can be expected

to be maximized and, consequently, the receiver expected

to change his attitudes in the advocated direction to

a greater extent than in a situation in which the dis-

crepant behavior is not voluntary but is, rather, forced

compliant.behavior.

It follows that the effects posited in the preceding
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paragraphs will be maximized in conditions of voluntary

compliance; these effects being greater than when the

receiver has no choice in deciding whether or not he

will engage in the discrepant behavior.

It may be predicted, then, that under conditions

of compliance with the recommendations of a source, low

credibility sources will effect greater positive attitude

change than will high credibility sources due to the

receiver's inability to muster justification for his

compliance. The most relevant cognition, that of source

credibility, iS, in fact, antagonistic to that of having

complied with the recommendations of a low credibility

source. In such a case, the receiver will experience

greater cognitive dissonance and will be more likely

to reduce that dissonance by attitude change in the

direction of the behavior recommended by the source.

In the case of compliance with the requests of a high

credibility source, the credibility of~the source

adduces justification for complying, dissonance is not

- heightened and attitude change is less than when

compliance is induced by a low credibility source.

The attitude change effects of compliance are fur-

ther enhanced when that compliance iS discrepant or

incompatible with attitudes and beliefs held by the
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receiver. That is, compliance with the requests of

both high and low credibility sources will produce

greater attitude change when that compliance is incom-

patible with the attitudes of the receiver than when

it is consistent with his attitudes. Again, the

receiver is able to muster fewer cognitions in support

of and in justification of his compliance with a dis-

crepant position and can bring to bear reasons against

engaging in discrepant behavior, thereby experiencing

greater cognitive dissonance and manifesting greater

attitude change in the direction of the compliant

behavior or decision to act induced by the source.

Furthermore, the more choice the receiver perceives

to be his in engaging in a discrepant act or deciding

to engage in such an act, the greater is the consequent

dissonance and positive attitude change expected to

follow from such compliance.

The rationale of this study rests, in summary,

upon the following statements derived from dissonance

theory and research couched within its theoretic framework:

(1) If an individual engages in overt behavior

discrepant with his attitudes or beliefs, cognitive

dissonance will be experienced and attitude change

in the direction of that behavior will be induced.

(2) The extent of attitude change accompany-

ing compliance behavior is an inverse function of

the amount of justification (supporting reasons)



77

which an individual can muster for his compliance.

(3) Attitude change in the direction of

compliance behavior increases as the number and

importance of the cognitions (reasons) against

engaging in that behavior increase.

(4) Greater attitude change in the direction

of compliance behavior is effected when an indi-

vidual perceives the behavior to be of his own

choice or volition than when he has no choice in

whether or not to comply.

The purpose of the present investigation, then, is

thexplore the implications 2; dissonance theory (as

redefined in terms of a postdecisional drive to justify

behavior) for the explanation 2f communicator credibility

effects and to attempt a reconciliation and/or integration

of homeostatic theory and credibility theory and research.

It is expected that the initial attitude change

effects of high and low source credibility are, in general,

as reported in the credibility literature, provided that

the receiver has not been subjected to cognitive dis-

sonance occasioned by his overt compliance with, and

consequent commitment to, the communicator's discrepant

position. That is, if the receiver is not required or

voluntarily elects not to comply with the recommenda-

tions of the source, the attitude change effects of

high and low credibility should be as noted in the

research of Hovland and his associates. High credibi-

lity sources should be more effective in inducing
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attitude change in the direction advocated than should

low credibility sources. This superiority of‘high

credibility sources should be manifested both when

the recommendations and position of the source are com-

patible (attitude change in terms of reinforcement

of existing attitudes held by the receiver) and when

they are incompatible (attitude change in terms of

direction change) with the receiver's prior attitude

toward the issue in question. Furthermore, the differ-

ential effect of high and low credibility upon attitude

change should, in noncompliance situations, be more

pronounced in the latter context, i.e., when the position

advocated by the source is incompatible with the receiver's

initial attitude.

The attitude change expectations outlined in the

preceding paragraph, reflecting the reported findings

of the Yale credibility research, are consistent with

attitude change predictions, in a noncompliance situa—w

tion, which might follow from dissonance theory. That

is, homeostatic theory suggests, in those situations

in which the receiver does not behaviorally comply with

the recommendation of the source, the superiority of

high credibility sources over low credibility sources

in effecting attitude change in the direction advocated.
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If, however, the receiver, either voluntarily or

as a result of induction, complies with the recommenda-

tiontof the source, i.e., if he, by his behavior, complies

with the source's position, dissonance theory suggests

that a low credibility source will prove more influential

in effecting attitude change in the direction advocated

than will a high credibility communicator. This phenomenon

should be most pronounced when the receiver, by his com-

pliance, commits himself to a position incompatible with

or discrepant with his prior attitudes. In the case of

compliance with the recommendation of a low credibility

source, the receiver is able to muster fewer cognitions

in support of his discrepant behavior and consequently

experiences greater cognitive dissonance as a result

of his compliance. He, therefore, can be expected to

manifest greater attitude change toward the discrepant

position advocated by the low credibility source in

order to reduce that dissonance, iée., to justify his

compliance behavior.

Theoretic Hypotheses

Taking into account the experimental variables pesited

(credibility, compatibility of the source's and the receiv-

er's initial positions, and the nature of the behavioral

compliance invoked), the relative attitude and credibility
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changes which might be expected as the values of these

variables are manipulated can be summarized in the

following theoretic hypbtheses:

Given the receiver's behavioral compliance with

the position advocated by the source:

1. Low credibility sources are more effective

in inducing attitude change toward positions both

consistent and inconsistent with the receiver's

initial attitude than are high credibility sources.

2. Both high and low credibility sources are

more effective in inducing attitude change toward

positions inconsistent with the receiver's initial

attitude than toward positions consistent with the

receiver's initial attitude.

3. Both high and low credibility Sources

are more effective in effecting attitude change

toward positions both consistent and inconsistent

with the receiver's initial attitude when the

receiver's behavioral compliance is voluntary than

when that compliance is involuntary.

Given no behavioral compliance on the part of the

receiver to the position advocated by the source:

4. High credibility sources are more effective

in inducing attitude change toward positions both

consistent and inconsistent with the receiver's

initial attitude than are low credibility sources.

Low credibility sources will tend to effect attitude

change counter to the position advocated by the

source.

5. High credibility sources are more effective

in inducing attitude change toward positions incon-

sistent with the receiver's initial attitude than

toward positions consistent with that attitude. Low

credibility sources are more effective in inducing

.attitude change counter to positions consistent with

the receiver's initial attitude than counter to

positions inconsistent with that attitude.
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IrreSpective of the receiver's compliance or lack

of compliance with the recommendation of the source:

6. Source credibility changes will be such

that consonance is maintained between the receiver's

evaluation of the source and his attitude (following

the experimental manipulations) toward the attitude

object or issue.

7. The greater the discrepancy between the

position advocated by the source and the receiver's

initial attitude, the greater will be the attitude

change effected.

It should be noted that the attitude changes postu-

lated in the various compliance conditions implied in

these hypotheses do not differ in direction, but are

expected to differ in magnitude. In order of decreasing

magnitude of attitude change, the conditions are: (1) low

credibility-inconsistency (between the source's position

and the receiver's initial attitude)-voluntary compliance,

(2) high credibility-inconsistency-voluntary compliance,

(3) low credibility-consistency-voluntary compliance, (4)

high credibility-consistency-voluntary compliance, (5) low

credibility-inconsistency-involuntary compliance, (6) high

credibility-inconsistency-involuntary compliance, (7) low

credibility-consistency-involuntary compliance and (8) high

credibility-consistency-involuntary compliance.

On the other hand, in the noncompliance conditions,

the predicted attitude (and credibility) changes differ,

not only in magnitude, but in direction between the high
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and low credibility conditions. In the high credibility

conditions, it is expected that attitude change will be

greatest when the sourcefs position is inconsistent with

the receiver's initial attitude and that that attitude

change will be in the direction advocated by the source.

In the low credibility conditions, the expected attitude

change is counter to the recommendation of the source;

the predicted change being greatest when the source's

position is consistent with the receiver's initial

attitude.

The postulated changes in perceived source credibi-

lity are seen as requisite to the maintenance of a relation

of consonance or cognitive consistency among the receiver's

evaluations of the source, his postmanipulation attitudes

and his overt behavior.

This ordering of the experimental conditions, in

terms of the direction and magnitude of their eXpected

attitude change effects, asserts, in essence, that the

variable of behavioral commitment to a position in general,

and compliance with a position discrepant with one's pre-

vailing attitudes and beliefs in particular, is perhaps

more influential in effecting attitude change than is

that of source credibility p§r_§§, For if the hypotheses

set forth should be borne out by the results of this
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investigation, the findings of past efforts reported

in the source credibility literature cannot be taken

as universally applicable. Rather, commitment to or

compliance with the source's recommended position

may be one of the more influential of a number of con-

commitant variables which must be taken into account

if one is to more precisely explain and predict attitude

change effects of differential communicator credibility.



Chapter II

DESIGN AND PROCEDURES

Design prthe Study

This study was designed to compare the relative

attitude change influences of high and low source credi-

bility under four conditions of behavioral compliance and

noncompliance. Credibility changes effected under the

four conditions were also examined.

A before-and-after experimental design was utilized.

gs' initial attitudes toward a critical attitude object

(the American Red Cross blood program) and their prior

estimates of the critical sources' credibility were

measured in a pretest preceding the experimental manipu-

lations. The experimental treatments were administered

approximately four weeks later, entailing gs' exposure

to a persuasive message dealing with the blood program

under two credibility and four behavioral compliance

or noncompliance conditions. Following administration

of the experimental treatments, SS' source credibility

judgments and attitudes toward the critical attitude

object were re-assessed, permitting comparison of

pretest and posttest measures of the criterion variables.

84
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Experimental variables

Two of the three experimental variables incorporated

in the study design were directly manipulated: (a) source

credibility and (b) behavioral compliance. The third

experimental variable, the consistency or inconsistency

of the gs' initial attitude with the position advocated

by a source (and with compliance behavior), was not mani-

pulated. SS assigned themselves to one or the other of

the two initial attitude conditions on the basis of the

"favorability" or "unfavorability" of their prior atti-

tude toward the blood donor program.

Source credibility. Credibility has traditionally

been defined in terms of the expertness, trustworthiness,

u

prestige, position or status, etc., of a source. An

investigation being completed by Berlo and Lemert (Depart-

ment of Communication, Michigan State University), using

factor analytic techniques, has identified what appear

to be three primary dimensions of source credibility --

(a) competence or expertise, (b) trustworthiness or

safety and (c) dynamism. Twelve credibility scales taken

from the Berlo and Lemert investigation were used in this

study to index credibility. The Specific scales used to

represent each of the three credibility dimensions were:
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Competence: educated - uneducated

(Expertise) experienced - inexperienced

informed - uninformed

trained - untrained

Trustworthiness: honest - dishonest

(Safety) objective - subjective

safe - dangerous

openminded - closedminded

Dynamism: frank - reserved

extroverted - introverted

bold - timid

colorful - dull

These scales were selected on the basis of Troldahl's

(Department of Communication, Michigan State University)

correlational analysis of the Berlo and Lemert credibi—

lity scales. The 12 scales are those which load most

highly on each of the dimensions, yet represent most

"purely" their reSpective dimensions.

A credibility pilot study was conducted to select

the high and low credibility sources which would be

used in the later primary investigation. The pilot

study was also intended to determine the credibility

scales' applicability to the critical Sources and to

ensure that the scales discriminated between the high

and low credibility sources used in the primary investi-

gation (see Appendix A, the instrument used in the credi-

bility pilot study). Twenty-nine Michigan State University

undergraduates, comparable to SS in the primary study, were

asked to evaluate 13 different potential sources. The
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potential sources were evaluated in the context of their

possible association with messages concerning the blood

donor program. The sources judged in the pilot study

were:

1. Volunteer worker, Ingham County Red Cross

Chapter

2. President, Oakland County Medical Association

3. Research assistant, D. P. Brothers Adverti-

sing Agency, Detroit

4. Director, Ingham County Red Cross Chapter

5. Public relations counsel, American National

Red Cross, Washington, D. C.

6. Research technologist, Michigan Department

of Health

7. Blood donor recruiting chairman, Ingham

County Red Cross Chapter

8. Your family doctor

9. Associate professor, University of Michigan

Medical School

10. Laboratory technician, Ingham County Regional

Blood Center

11. Chief nurse, Ingham County Regional Blood

Center

12. Public health officer, U. S. Public Health

Service Chicago area

13. Assistant pathologist, E. W. Sparrow Hos-

pital, Lansing

The 13 potential sources were evaluated by pilot study

SS in terms of the Berlo and Lemert credibility scales. A

total credibility score and separate scores for each of

the three credibility dimensions were obtained for each

potential source. These scores were determined by

averaging, over the 29 gs, the credibility ratings given

each of the 13 potential sources.

Selection of a single high credibility and low
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credibility source to be used in the primary study was

complicated by the fact that no one potential source

was consistently rated high or low on all three dimen-

sions of credibility. That is, a potential source judged

high on the competence dimension might be rated low on

the trustworthiness and dynamism dimensions, while

another would be evaluated highly on the trustworthiness

dimension and low on the other two; their total scores

being roughly equivalent.

The highest composite credibility score (summed

over the three dimensions) was accorded Your family

doctor (60.00; the maximum possible score was 72.00),

while the lowest composite score was given to Assistant

pathologist (46.21). These two sources also had rela-

tively consistent Scores (high and low, reSpectively)

across the three credibility dimensions. It was decided,

however, to select as sources to be used in the primary

study, two which were not extremely rated. Therefore,

the sources rated second highest and second lowest on

credibility were selected for incorporation into the

study. The high credibility source selected was Public

relations counsel (composite score: 55.86); the low

credibility source selected was Volunteer worker (compo-
 

site Score: 46.55). It might be noted that the
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differential credibility accorded these two sources was

due primarily to differences in the competence credited

to them, rather than to differences in trustworthiness

and dynamism evaluations of the two sources selected.

It might also be noted that Assistant pathologist and

Volunteer worker, of the 13 potential sources included in

the pilot study, were the only ones consistently evaluated

to be of low credibility. The remaining 11 potential

sources were all given relatively high credibility

_ratings.

gghavioral compliance and noncompliance. Two con-

ditions of behavioral compliance were effected. Compli-

ance with the recommendation of the source was achieved

by causing SS to voluntarily or involuntarily engage

in a behavioral act in accordance with that recommendation

and consistent or inconsistent with the Ss' initial

attitude. SS were either asked or persuaded (voluntary

compliance condition) or arbitrarily assigned (forced

compliance condition) to submit to the taking of a blood

sample ostensibly for use in the Red Cross blood research

program. No blood was actually taken as it was assumed

that the mere voluntary or involuntary commitment to

give blood would be sufficient to produce the hypothesized

attitude and credibility change effects.
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Two behavioral noncompliance conditions were also

effected. SS who had been given the opportunity to

voluntarily comply with the request of the source, but

who had refused their compliance, comprised the first

of the noncompliance conditions. In the no compliance

or message only treatment condition, SS were neither

asked nor forced to give the blood sample; attitude and

credibility change effects were, in this condition,

wholly dependent upon the persuasive character of the

experimental message attributed to a high or low credi-

bility source.

Criterion Variables

The criterion variables in this study were attitude

change (both in terms of direction change and intensity

change) and change in perceived source credibility.

Credibility change. In the pretest phase of the

primary study, preceding the experimental manipulations,

SS evaluated both the high and low credibility sources

used in the study. They evaluated only that source

(either high or low credibility) relevant to the

experimental treatment to which they were assigned in

the posttest phase of the experiment. Ss' before and

after evaluations of the sources, utilizing the 12

credibility scales, were indexed by a total credibility
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score (summed over 12 scales) and by three separate

scores representing §s' evaluations of a source on each

of the three credibility dimensions -- competence, trust-

worthiness and dynamism. Credibility change was measured

in terms of differences between before and after credi-

bility scores (both overall and for each separate dimen-

sion). Because the three credibility dimensions are

relatively uncorrelated, independent analyses of the

relationship of the criterion variables (attitude and

credibility change) were also accomplished for each

dimension.

Attitude change. gs' attitudes toward the critical

attitude object, both prior to and following the experi-

mental manipulations, were indexed by a series of Likert-

type attitude items based upon the persuasive message

used in the study.

A second pilot study was conducted to determine

which of 55 potential attitude items would be utilized

in the primary study. The potential attitude items

were constructed on the basis of information concerning

the Red Cross blood program furnished the investigator

by the Ingham County Red Cross Chapter. The pilot study

was conducted under the guise of a media effects study,

purportedly concerned with the effect upon public opinion
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of discussions and criticisms of the blood donor pro-

gram reported in the national news media (see Appendix

B, the instrument used in the attitude item pilot study).

Thirty Michigan State University undergraduates, comparable

to SS employed in the primary study, indicated their agree-

ment or disagreement, and the extent of their agreement

or disagreement, with each of the potential attitude items.

Of the 55 items included in the pilot study, ten were

selected for the primary investigation. The items selected

were those which best discriminated between SS favorable

and unfavorable to the blood donor program (indexed by

a coefficient of discrimination operationalized by the

part—whole correlation between each attitude item reSponse

and total attitude Score summed over all items) and on

which there was substantial inter-subject agreement.

The ten items selected were all reasonably high in dis-

crimination (none fell below a coefficient of .32) and

were as representative as possible of the range of

statement favorability or unfavorability. That is,

statements were selected which reflected both favorable

and unfavorable attitudes toward the attitude object,

as well as intermediate degrees of favorability and

unfavorability. Figure 1 presents the ten attitude

items selected for use in the primary study, together
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Figure l. Attitude items included in primary study.

 
 _ m -

Attitude Discrimi- Favorableness

Item nation of Statement

 

The Red Cross blood program

is a worthy undertaking. .321 3.26

I would never donate my_blood

to the Red Cross. .321 1.07

The Red Cross is always asking

for blood. ' .618 1.93

The Red Cross blood donor pro-

gram definitely Should have

everybody's full support. .497 2.70

The Red Cross blood donor pro-

gram is saving many lives in

this country. .424 3.26

Most of the Red Cross workers

are highly skilled people. .536 2.27

Everyone's life is in the

hands of God -- therefore, I

can't support any blood donor

program. .389 .80

It is essential that as many

people as possible donate

their blood to the Red Cross. .693 2.63

The Red Cross blood donor pro-

gram is just a lot nonsense. .497 .60

The Red Cross never does any-

thing for people who really

need help. .332 1.03

 

with their coefficients of discrimination and mean

statement favorability.
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Attitude changes effected by the experimental treat—

ments were measured by pretest-posttest differences in

gs“ total attitude score (summed over the ten attitude

items).

.Fxperimental Manipulations

Six experimental groups, together with a control

group, were utilized in this study. Intact groups of

‘SS, composed of Michigan State University upperclassmen,

were employed. The eXperimental groups were randomly

assigned to one of the treatment conditions as indicated

in Figure 2 (the figure does not include the control group).

Figure 2. Experimental design (excluding control group).

 

 

 

am

Source Voluntary Forced No

Credibility Compliance Compliance Compliance

I

High - - -:-------- 4 ——————

(Positive) '

I

I

Low h - -:--------- w ------

(Negative) '

I     
Each of the six experimental groups was divided (as

indicated by the horizontal dashed line in Figure 2) into

two subgroups —- defined by the consistency or inconsis—

tency of gs' initial attitude with the recommendations

of the source m— on the basis of Ss' selfmassignment.
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Each cf the six intact groups was divided into roughly

proportional subgroups as a result of this self-

assignment.

The involuntary compliance groups were also subdivided

for later analyses into those s; who complied with the

request of the source and those who did not comply. This

subdivision of the voluntary compliance groups is indi-

cated by the vertical dashed line in Figure 2.

Three versions of the experimental message, designed

to induce attitude change in the direction of the sources'

recommendations, were prepared (see Appendix C, the volun—

tary compliance version of the experimental message). The

content of all three message versions was the same. Each

version described the scope and purpose of the Red Cross

blood donor and research program, concluding with an

appeal for gs“ participation in the blood research pro-

gramo Variations in this concluding appeal constituted

the compliarce manipulations in this study.

gs in the voluntary compliance and noncompliance

conditions were asked to donate a small portion of their

blend for research purposes, while those in the involunm

tary compliance conditions were given to understand that

they had no choice but to permit taking of a blood sampleo

It was merely suggested to gs in the no compliance
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(message only) conditions that they participate in the

blood research program if and when the opportunity pre-

sented itself. All three versions of the experimental

message were orally presented by E,

On the basis of the results of the credibility pilot

study, E, in the high credibility conditions, represented

himself as a “Public relations counsel to the American

National Red Cross," while he represented himself as

a ”Red Cross volunteer worker" in the low credibility

conditions.

The control group was not subjected to the experi-

mental manipulations (either to the message or compliance

behavior), functioning as a base-line or reference group

against which attitude changes noted in the experimental

groups were compared. This group also served as a con—

trol on the attitude change influences of extraneous and

otherwise uncontrollable events bearing on the criterion

variables in the study.

Eh§_Sample

Seven summer school classes, composed of Michigan

State University upperclassmen, were used as gs. Five

classes from the College of Business and two from the

College of Social Science were utilized. Although these

seven groups are not representative of all classes at
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Michigan State University, or of all university upper-

classmen, no evidence was found of substantial biasing

factors on relevant variables. The representativeness

of the experimental groups is not, furthermore, a cru—

cial issue in that the attitude and credibility change

influences of the experimental variables in this study

do not appear contingent upon any concommitant or

confounding demographic or organismic variables. That

is, it was felt that the effects of the experimental

variables incorporated in this study are not mediated

by an identifiable attribute upon which groups or

individuals might differ.

The classes, as intact groups, were randomly

assigned to the experimental treatments. The sample

of groups (and individuals), comprised of 177 gs, is

described in Tables 1 and 2.

Table 1 indicates that gs in the experimental and

control groups did not differ substantially from one

another in terms of age distribution differences. The

proportions of males and females in each group were not,

however, homogeneous across groups. No rationale could

be constructed for expecting differences in sex variable

distribution to have any influence upon the criterion

variables of this study.
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Table 1. Age and sex of §s by treatment groups.

 

 

Age , Sex

Group ‘ N

17-19 20-22 23-25 26-28 29-31 32+ Male Female

vc-Hca 4% 50% 2r% 1r% 7% 7% 75% 25%' 28

VC-LC ‘ 3 55 26 .7 6 3 49 51 31

FC-HC 4 58 25 5 4 4 so 50 24

FC-LC o 68 28 4 o ' o 80 20 25

NC-HC o 67 25 8 ,o o 80 20 24

NC-LC 7 52 24 11 3 3 75 25 29

céntral 6 50 32 6 6 o 100 o 16    
3The six experimental groups are briefly identified in this

and following_tables and figures in the following manner:

VC -- voluntary compliance HC -- high credibility.

FC -- forced (involuntary) compliance LC -- low credibility

NC -- no compliance (message only)

Table 2 demonstrates that gs in the treatment and con=

trol groups did not differ markedly in terms of their past

experience with blood donor programs.

IThat the seven groups were not wholly homogeneous

_ in their initial attitudes toward the Red Cross brood donor

program, or in their members' evaluations of the high and

low credibility sources, is evidenced by Table 3. Table 3

reports, for each group, the mean attitude and credibi-

lity scores obtained in the pretest phase of the experiment.
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Table 2. Prior experience with blood donor programs by

treatment groups.

Treatment Groups

Item vc- vc- FC- FC- NC- NC- Conw

HC LC Hc Lc HC LC trol

 

§_donated blood to Red

Cross 46% 32% 25% 49% 46% 41% 38%

§_donated blood to some

other agency 18 23 16 12~ 12 21 38

Friend or relative do-

nated blood 71 81 79 80 79 76 75

§ received blood from

Red Cross 0 3 0 O 0 O 12

Friend or relative re-

ceived blood from

Red Cross 36 29 33 32 33 31 31 
 

Standard deviations of the scores within each group are

also reported.

Analysis of differences in mean pretest attitude

and credibility measures between individual pairs of

treatment groups indicated that the control and no

compliance a low credibility groups differed signifi-

cantly from each other in their mean attitude score

(t=2.21, p <1.05), while all other attitude score com-

parisons were not significant (pi> .05). With reSpect

to initial evaluations of the low credibility source,
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Table 3. Means and standard deviations, initial attitude

and credibility scores.

iJ---: ej—e

Attitude Low High

Group Score Credibility Credibility

Means sd Means sd Means sd

VC - H- 26.63 3.72 43.20 7.99 52.83 7.38

VC — LC 26.57 3.77 40.49 8.90 49.71 10.10

FC - HC 26.71 4.09 47.04 7.29 55.33 6.93

FC - LC 26.36 3.96 41.64 8.96 53.57 7.50

NC - HC 26.45 3.74 41.72 8.76 53.83 7.65

NC - LC 27.08 3.57 41.88 8.90 53.00 7.08

Control 24.25 5.53 41.50 7.96 53.00 7.76

 

the forced compliance - high credibility group was signi-

ficantly different (in that its members evaluated the

low credibility source more highly) from all other groups

with the exception of the voluntary compliance - high

credibility group (p¢<1.05). No significant differences

in mean evaluations of the low credibility source were

observed between the remaining groups. Comparisons

of mean evaluations of the high credibility scurce

indicated that the voluntary compliance - low credibility

group differed significantly (in the direction of attri-

buting lower credibility to the source) from the forced
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compliance - high credibility (t=2.74. p><:.05) and from

the non compliance - high credibility group (t=2.13,

p‘< .05}. but that all other interngroup comparisons

were not significant (p > .05) .

DeSpite these differences, the seven groups were

considered homogeneous in their initial attitudes toward

the Red Cross blood donor program and in their credibi-

lity estimates of the two critical sources. This

assumption is given weight by the fact that attitude

score variances for the seven groups were homogeneous

(xz=27.78, p > .05) as were credibility estimate

variances in the case of the low credibility source

(9(2=74.76, p.>’.05). Variances of credibility evalu=

ations given the high credibility source were hetero-

geneous (7(2=251.83, p <1.001); however, this heterogeneity

was due almost entirely to variability in credibility

estimates in the voluntary compliance - low credibility

group. Removing this group from consideration, the

remaining credibility estimate variances across the six

groups were homogeneous (X2=15.6l, p> .05) .

§§ in each treatment group were also divided into

those "favorable" and those "unfavorable" in their initial

attitudes toward the American Red Cross blood donor and

research program on the basis of their selfoassignment.
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Figure 3. Frequency of Se favorable and unfavorable in

each treatment group.

 

Initial Treatment Groups

Attitude

VC- VC- FC- FC- NC- NC- Con- Totals

HC LC HC LC HC LC trol

 

 

 

Favorable

(above 27.75) 13 13 12 12 15 14 3 82

Unfavorable

(below 27.75) 15 18 12 13 14 10 13 95

Totals 28 31 24 25 29 24 16 177  
 

Taking the overall median attitude score (27.75) obtained

in the pretest as that above which gs were classified as

"favorable" and below which they were classified as "un-

favorable" toward the critical attitude object, the gs'

self—assignment divided the treatment and control groups

in the manner indicated by Figure 3. It can be seen

from Figure 3 that, across experimental treatment groups,

the "favorable" and "unfavorable" subgroup gs are roughly

proportional.

The gnstruments

Two instruments were employed in this study -- a

pretest questionnaire designed to obtain base-line data

and a posttest instrument (in two versions). Credibility
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.and attitude data obtained with the two versions of the

posttest questionnaire were compared with basenline

data provided by administration of the pretest instrument.

The Pretest instrument

One form of the pretest instrument. represented as

a health information inventory. was administered to all

§§° The instrument consisted of 25 Likert items designed

to assess attitudes on a variety of health and medical

subjects. The 10 critical items dealing with attitudes

toward the Red Cross blood donor and research program

were interSpersed among 15 “masking" items. gs were

asked to indicate the extent of their agreement or dis—

agreement with all 25 attitude items; only the 10 items

concerned with the critical attitude object were scored

and evaluated.

The pretest instrument also contained brief title

descriptions of six sources, conjoined with a particular

health topic with which they might be associated; e.g.,

"Volunteer worker, Ingham County Red Cross Chapter,

Speaking on the Red Cross blood program,“ or 3"Associate

professor, University of Michigan Medical School, Speaking

on smoking and lung cancer.” The critical high and low

credibility sources (volunteer worker and public relations

counsel, American Red Cross) were included among the six,
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together with four other sources associated with different

health and medical topics.

§s were asked to evaluate each of the six sources in

the context of the topic with which they were associated

in the questionnaire. These evaluations were made in

terms of the 12 credibility scales described above.

The pertinent attitude items and sources were

"masked" by irrelevant attitude items and sources in

an attempt to prevent §s from suSpecting or guessing the

actual purpose and interests of the study.

Appendix D presents a copy of the pretest instrument.

This instrument was administered to all but one of the

seven groups by the class instructor. In the remaining

group, the questionnaire was administered by a graduate

student in the Department of Communication.

The gosttest Epstrument

Administered to §s immediately following the experin

mental manipulations, the posttest instrument did not

incorporate the "masking" features of the pretest instru-

ment. This instrument consisted only of the 10 relevant

attitude items and the credibility scales for the evalua»

tion of "public relations counsel" in the high credibility

groups and "volunteer worker" in the low credibility

groups. Both versions of the questionnaire associated
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the sources being evaluated with the attitude object,

"Red Cross blood program." As in the case of the pre-

test questionnaire, it was emphasized that the sources

were to be evaluated in the context of the source's

association with the blood program.

The posttest instrument (see Appendix E for a sample

questionnaire) also included these classificatory items:

(a) age, (b) sex, (c) whether or not §_had donated or

received blood through the Red Cross, (d) whether or not

close friends or relatives of §_had donated or received

blood and (e) whether or not §_was interested in learning

more about the Red Cross blood donor and research program.

The last item was also used as a secondary index of the

persuasive effects of high and low source credibility

under conditions of behavioral compliance and noncompliance.

The posttest instrument was administered in all seven

groups by the investigator who had earlier posed as the

high or low credibility source in orally delivering the

persuasive message.



Chapter III

RESULTS AND CONCLUSIONS

The statistical analysis of data obtained in the

study and the conclusions to be drawn from the results

of that analysis may be divided into three general

concerns: (a) results and conclusions pertinent to the

hypotheses dealing with and comparing the attitude change

effects of voluntary and forced compliance with the re-

quests of the source, (b) results and conclusions bearing

on the hypotheses concerned with the effects of noncom-

pliance (the voluntary noncompliance and message only

conditions) and QC) those results and conclusions per-

tinent to both the compliance and noncompliance conditions

effected in this study.

Evidence supporting or failing to support each of

the theoretic hypotheses was obtained by testing for

significant differences in mean attitude change scores

between various treatment groups and subgroups. Prior to

testing these hypotheses, however, it was first determined

whether or not the experimental manipulations had, in

fact, produced any attitude change effect. This was

accomplished by testing for the significance of the

differences between the mean attitude change scores of

106



107

the experimental groups and that of the control group. The

procedure suggested by Dunnett (1955) for comparing a num-

ber of treatment groups with a control or standard was

used for this purpose.

The mean attitude change scores of the eight experi-

mental groups and the control group are presented in

Table 4. The table also reports the magnitude of differ-

ences between attitude change scores of each experimental

group and the control group, as well as the level of

significance (one—tailed) of each individual difference.

It can be noted from Table 4 that the experimental

manipulations produced significant attitude change effects

in six of the eight experimental groups. The mean atti-

tude change scores of all but the forced compliance-high

credibility and voluntary noncompliance-high credibility

treatment groups are significantly greater (at the level

indicated in Table 4) than that of the control group.

The absence of mean attitude change significantly

different from that of the control group in these two

experimental groups seems in line with dissonance theory

expectations. That is, in these two groups, gs could be

expected to experience minimal cognitive pressure to

change their attitudes in the direction advocated by

the high credibility source. In the first instance, §§
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Table 4. Differences in mean attitude change scores

between experimental groups and control group.

Group N Mean Attitude EXp.-Con. P

Change Score Diff.

Voluntary compliance 12 6.17 5.92 .01

High credibility

Voluntary compliance 15 6.73 6.48 .01

Low credibility

Forced compliance 24 1.29 1.04 n.s.

High credibility

Forced compliance 25 1.84 1.59 .05

Low credibility

Voluntary noncompliance 16 .62 .37 n.s.

High credibility

Voluntary noncompliance 16 4.44 4.19 .01

Low credibility

No compliance (message- 29 3.69 3.14 .01

only), High credibility

No compliance (message- 24 -2.95 2.60 .01

only), Low credibility

Control 16 025
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could justify their compliance by the knowledge that they

had been forced to do so, while, in the second case, gs

were in effect subjected to pressures against attitude

change by their decision not to comply.

The data were also tested for heterogeneity of

variance before any tests were made of the statistical

hypotheses paralleling the theoretic hypotheses of the

study. Application of Bartlett“s test of homogeneity

indicated that the variances cf the eight experimental and

the control group were, in fact, homogeneous (g;1.83.

5):».05).

Compliance Hypotheses

Three theoretic hypotheses were set forth in Chapter I

concerning the attitude change effects of behavioral com-

pliance =- both voluntary and forced —- with the requests

of recommendations of high and low credibility sources;

1. Low credibility sources are more effective

in effecting attitude change toward positions both

consistent and inconsistent with the receiver's

initial attitude than are high credibility sources.

2. Both high and low credibility sources are

more effective in effecting attitude change toward

positions inconsistent with the receiver's initial

attitude than toward positions consistent with

the receiver's initial attitude.

3. Both high and low credibility sources are

more effective in effecting attitude change toward

positions-both consistent and inconsistent with

the receiver's initial attitude When the receiver's
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behavioral Compliance is voluntary than when that

compliance is involuntary.

The first of these theoretic hypotheses suggests that,

given the receiver's behavioral commitment or compliance.

irreSpective of his initial attitude toward the attitude

object and toward the position advocated by the source,

low credibility sources will effect greater attitude

change in the direction advocated in the message than will

high credibility sources.

The second theoretic hypothesis postulates that,

given that the receiver has behaviorally complied with

the request of the source, irreSpective of perceived

source credibility, greater attitude change will be

effected when the receiver is initially Opposed to the

source's position than when the receiver is initially

favorable to the position advocated by the source.

The remaining hypothesis concerned with the attitude

change effects of compliance behavior under conditions of

high and low source credibility states that irreSpeccive

of perceived source credibility and of the receiver°s

initial attitude, greater attitude change will be effected

when the receiver’s behavioral compliance with the request

of the source is voluntary than when the receiver has no

choice in whether or not he will comply.
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Empirical evidence supporting or failing to support

each of the above hypotheses was obtained by tescing

its significance of the differences between the mean

attitude scores of the four behavioral cempliance treat-

ment groups. A minimum .05 {orem or two-tailed, as

appropriate) level of significance was used in testing

each of these hypotheses, as well as each of the remaining

hypotheses.

The unweighted averages method suggested by Snedeccr

@1956) for the analysis of differences among group means

was employed. Mean attitude change scores of the beha-

vioral compliance treatment groups, broken down into
m

CH!
subgroups of gs initially “favorable“L and U”unfavorable

toward the attitude object éthe Red Cross blood program?

are reported in Table 5. The results of the analysis

of differences in mean attitude change among these

groups and subgroups are indicated in Table 6.

The ifs obtained in the analysis of the mean atti-

tude change differences among the behavioral compliance

treatment groups, subdivided into those is initially

”favorable“ and those initially L"unfavorable” toward

the Red Cross blood program, and reported in table 6.

indicated that for this sample of

E
‘
5
!
)

S;

1. Significantly greater mean attitude charge was
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Table 5. Mean attitude change scores of the behavioral

compliance treatment groups.

_ I _ _ — -.-——» .1

_— —_1 4—_

Prior Voluntary Compliance Forced Compliance

Attitude High credible Low credible High credible Low credible

-——‘-.—.

Favorable 4.500 6.000 1.667 1.083

(n) (4) (10) (12} (12)

Unfavorable 7.000 8.200 1.750 2.538

(n) (8) (5) (12) (13}

 

Table 6. Analysis of variance of mean attitude change scores

of the behavioral compliance treatment groups.

 

Source df SS F P

Compliance 1 43.5337 100.308 .01

Credibility 1 1.0539 2.428 n.s.

Prior Attitude 1 4.8641 11.208 .01

Compliance x 1 .2805 .646 n.s.

Credibility

Compliance x 1 .6248 1.440 n.s.

Prior Attitude

Credibility x l i .0718 .165 n.s.

Prior Attitude

Compliance x 1 1.5448 3.559 n.s.

Credibility x

Prior Attitude

Error (68) (MS= .4340)

 

TOTAL 7 51.9736
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effected in the voluntary compliance than in the forced

compliance treatment groups (p < .01);

2. The mean attitude change effected in the high

credibility treatment groups was not significantly dif-

ferent from that effected in the low credibility treatment

groups (p > .05);

3. Significantly greater mean attitude change was

effected in the initially "unfavorable” than in the iniu

tially "favorable" treatment groups {p < .01) .

£19. Cgmpliancg‘ gypotheses

Two theoretic hypotheses were constructed concerning

attitude change effects in those treatment groups who

either did not or were not required to behaviorally comply

with the recommendations or requests of high and low credim

bility sources. .gs in these groups were, in the voluntary

noncompliance groups, those who were asked to comply with

the request of the source, but elected not to do so, and

in the no compliance or message only groups, those gs

who were not exposed to the compliance manipulations.

The two no compliance hypotheses state that:

1. High credibility sources are more effective

in effecting attitude change toward positions both

consistent and inconsistent with the receiver's

initial attitude than are low credibility sources.

Low credibility sources tend to effect attitude

change counter to the position advocated by the source.
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This hypothesis suggests that, irreSpective of the

receiver's initial attitude toward the attitude object,

high credibility sources will effect greater attitude

change in the direction of the source's request than

will low credibility sources, and that low credibility

sources will, in fact, be more likely to produce nega-

tive attitude change -- attitude change counter to the

request of the source.

2. High credibility sources are more effective

in effecting attitude change toward positions incon-

sistent with the receiver‘s initial attitude than

toward positions consistent with that attitude.

Low credibility sources are more effective in in-

ducing attitude change counter to positions con-

sistent with the receiver's initial attitude than

counter to positions inconsistent with that atti-

tude.

The expectation set forth in this hypothesis is that

high credibility sources are more effective in producing

positive attitude change (in the direction advocated by

the source) when the receiver is initially “unfavorable“

toward the attitude object and request of the source

than when he is "favorably" prediSposed toward the

source‘s request and that attitude object. On the other

hand, it was expected that the extent of the attitude

change counter to the request of the source effected by

a low credibility source would be positively related

to the degree of the receiver's initial "favorability"
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toward the attitude object and the request of the source.

Empirical evidence supporting or failing to support

each of these hypotheses was obtained by testing the

significance of mean attitude change score differences

among the four treatment groups. Mean attitude change

scores of these groups, again subdivided into subgroups

of gs "favorable" and "unfavorable" at the outset toward

the position of the source, are reported in Table 7.

Table 7. Mean attitude change scores of the no compliance

treatment groups.

a a: w  

Prior Voluntary Noncompliance No compliance

Attitude High credible Low credible High credible Low credible

 

Favorable -333 4.333 1.667 ~4.809

(n) (9) (3) (15) (14)

Unfavorable 1.000 4.462 5.714 ”1.100

(n) (7) (13) (14) (10)

 

Table 8 presents the results of the statistical analysis of

differences in mean attitude change scores among the groups

and subgroups. The procedures suggested by Snedecor for

analysis of differences among group means were again

employed.

The Efs obtained in the analysis of differences in

mean attitude change scores among the no compliance treatment
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C40 32. The Red Cross blood research program is a

very necessary thing.

C41 33. The Red Cross really charges for the blood

they "give" people.

C42 34. Those people who condemn the Red Cross really

don't know the facts.

C43 35. Giving blood is like buying insurance -- we

should give just in case we ever need blood

ourselves.

C44 36. The Red Cross is always asking for money.

C45 37. It is essential that as many people as possible

donate their blood to the Red Cross.

C46 38. The Red Cross should pay people for giving

blood.

C47 39. The Red Cross blood donor program is really

unnecessary.

C48 40. The Red Cross grossly over-exaggerates the

need for blood.

C49 41. Everyone should find out as much as he possibly

can about the Red Cross blood program.

C50 42. The Red Cross blood donor program is just a

lot of nonsense.

C51 43. Everyone who is physically able certainly

should give blood to the Red Cross.

C52 44. The Red Cross never does anything for people

who really need help.

C53 45. The Red Cross blood donor program is an essen-

tial part of our Nation's overall health.

C54 46. The Red Cross is always asking for blood donors.

C55 47. It is every person's duty to donate blood to

the Red Cross, if he is able to.
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C57

C58

C59

C60

C61

C62

C63

48.

49.

50.

51.

52.

53.

54.

55.
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The Red Cross blood donor program is a very

worthwhile project.

The Red Cross has never done anything for me.

A blood research program is important to

the health of our Nation“s people.

The Red Cross blood research program offers

our only chance to combat some dangerous

diseases.

A person who donates blood to the Red Cross

is really just a "do-gooder."

The Red Cross blood research program is con-

tributing much to the field of medicine.

There is always some sort of cost involved

when the Red Cross does something for you.

The Red Cross "preys" upon the poor and the

unfortunate.
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Forced Compliance

_W_HX A BLOOD DONOR PROGRAM?

I am here today for two very good reasons. First,

the American Red Cross is vitally concerned with the

public's acceptance of its blood donor program. Red Cross

officials are keenly aware of the fact that many people

are strongly opposed to the blood program. Others are

plainly apathetic and disinterested. This opposition and

disinterest in the blood donor program is well illustrated

by the frequent poor turnout at M§g_blood drives. Quite

naturally, the Red Cross is very much interested in

increasing public acceptance of the program.

we feel that if we can discuss the goals and benefits

of the Red Cross blood program with people like you, we

might be able to diSpel some of the public opposition and

misunderstanding which now exists. That is why I am here

today -- to talk about the Red Cross blood donor program.

The goals of the blood program are to provide whole

blood to hOSpitals, to provide blood for national emer-

gencies, to supply blood derivatives to physicians and

hOSpitals and to encourage continuing research to find

new derivatives and new uses for blood products.

The blood collected by the Red Cross is used primarily

as "whole blood." Whole blood is fresh blood, just as it

is taken from the donor. Whole blood transfusions are
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necessary whenever large amounts of blood have been

lost as a result of accident, injury, childbirth compli-

cations, surgery, shock or burns. Whole blood may also

be used in the treatment of hemorrhagic diseases, infec—

tion and anemia.

The plasma or liquid portion of the blood which is

not used for whole blood transfusions is used in the pro-

duction of plasma and blood derivatives. Fresh frozen
 

plasma is used in the treatment of hemophilia (chronic

bleeding). Liquid plasma is used in some hoSpitals in

emergency cases but most of it is converted into fractions.

The proteins contained in plasma can be individually sepa-'

rated and from them several blood derivatives are now

available for medical use. New derivatives and new uses

for present derivatives are constantly being sought in

the Red Cross' program of blood research.

Serum albumin, about half of the protein content of

plasma, is used in the treatment of kidney and liver

diseases, in cases of severe malnutrition and in emergency

accident and shock cases where the administration of whole

blood is impractical. Gamma globulin is a plasma fraction

capable of modifying or preventing measles or hepatitis.

Vaccinia immune globulin, a Special form of gamma

globulin, is used to control complications arising from
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smallpox vaccination. Fibrinogen is one of the plasma
 

proteins essential to blood clotting and is used to

treat cases of hemorrhage. Anti-hemophilic globulin, as

its name implies, is used to control and treat hemophiliacs

-- chronic bleeders.

In addition to whole blood, plasma and its fractions,

packed red cells are used in medical therapy, their chief

use being the treatment of anemia conditions. Other blood

products are constantly being develOped and new uses for

them determined.

Having pointed out some of the purposes and products

of the Red Cross blood program, there is a second reason

that I am here today. That other reason is to ask you to

help the American Red Cross in its continuing program of

blood research.

One of the projects of the Red Cross blood research

program is the Creation and maintenance of a rare blood
 

donor file. For the past year, the Red Cross has been

systematically sampling some 10 percent of the donors at

each of its regional blood centers and sending these sam—

ples to the Orange County Regional Blood Center near Los

Angeles. There the blood samples are examined with the

purpose of discovering various combinations of blood antigens

or factors which can make incompatible the blood of persons
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ARC SPEAKER STUDY Project Number C1=3

Department of Communication ’

Michigan State University Phase Number C4w5

Subject Number C6w8

The American Red Cross is considering a new public informam

tion program in which local business, professional and Red

Cross representatives will present to groups Short talks

eXplaining the purposes and problems of the ten Red Cross

service programs. we are interested now in your evaluam

tions of a number of persons who might be called upon to

present such talks. we are asking you to judge each of

these persons on a series of descriptive Scales. Please

judge each person in terms of his or her being 3 possible

source of a Red Cross message.

Instructions

At the top of each of the following pages you will find a

short description of each person to be judged. Below each

description is a series of descriptive scales. Here's how

to use the scales . . .

As you come to each Scale, look at the words at each end

of it and decide which‘gf these words you feel best des=

cribes the person you are judging. Let°s take the first

scale as an example:

BEN-CASEY, MoD.

uneducated : g :/ /: : : educated

Suppose you feel that BEN CASEY is educated rather than

uneducated. This means that you Should place a checkmark

in one of the three Spaces between the word educated and

the box in the middle of the scale. You can Show‘hgy

educated you feel BEN CASEY is by how close you place your

mark to the word educated. The closer the mark, the more‘

educated you say you think BEN CASEY is.

If you feel that BEN CASEY is uneducated, rather than

educated, you should place your mark in one of the three

Spaces between the word uneduchted and the box in the

middle of the scale. Again, you can show ppg uneducated

you feel he is by ppw close you place your theckmark to

the word ppeducated.
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Or if you just can°t decide which of the two words at the

ends_of a scale best describes BEN CASEY, place your mark

.12 the box in the middle of the scale.

Remember . . . place a checkmark somewhere between each

pair of words on each page and be sure to make only 2&3

mark between each pair of words. Remember that you are

judging each of the persons as g possible_§purce pg”;

Red Cross message. We‘re interested in your first

impressions, so work as rapidly as you can.
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PRESIDENT

Oakland County Medical Association 02

  

  

LEducated : : :1 7: : : uneducated

intrOve‘rted : : :/—7: : g : extroverted

uninformed : : A :5: 3 : informed
 

,dbjective ___:__:___:E:___:___:__ subjective

inexperienced __:__:___:£7:__:___:___ experienced '"

safe __,_:__:E:__‘_:___:___ dangerous

timid, ___:___;_:____:£7:__;_:__:___ bold:~

openminded ___:__,:___:E:_'___:_'__:__ closedminded

frank ____:_____:____:£j':___:____:___ reserved

I

‘ dishonest : : :5: 3 : honest

untrained : : :fl- - - untra ined

dull : a :5: : : colorful
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DIRECTOR

Ingham County Red Cross Chapter 04

.educated‘ ___=_=___,:E:___:___:___ uneducated”-

introverted __:__:___:C7:___:___:__ extroverted

uninformed W: : :fi: : : informed

s 91339951Ye; w:__:__::7:___:___:_
__ subjective

ineXperienced : : :1:: : : experienced

Safe ' : : :57: : : dangerous

timid ' -: : :0: : : bold

openminded : : :Lj: : : _ closedminded

frank : : :5: : : reserved

dishonest. : : :57: : : honest" .‘i':

A dull : : :57: : : Coldrful
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RESEARCH TECHNOLOGIST
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ARC MEDIA EFFECTS STUDY Project Number C1-3

Department of Communication

Michigan State University Phase Number C4-5

Subject Number C6-8

Much has been said and written about the American Red Cross

and its blood donor program in recent years. Our national

news media —- neWSpapers, magazines, radio and television --

have devoted a great amount of time and Space to discussions

and criticisms of the Red Cross blood donor program.

The American Red Cross is vitally interested in the effects

which some of these comments and arguments carried by the

national news media have had on the opinions of the general

public. Many of these arguments and comments are listed on

the following pages. We are asking you to give us your pap

reaction to each of them.

Instructions

As you read each of the statements on the following pages,

you will find yourself agreeing strongly with some of them

. . . disagreeing just as strongly with others . . . and

perhaps not so certain of your reaction to other statements.

In the left hand margin of each page is a short line. You

are to place on that line a number -- 0 through 4 -- which

best indicates your own personal reaction to the statement

. . . whether or not you agree or disagree with the state-

ment, and how strongly you agree or disagree.

The numbers you are to use to indicate your agreement or

disagreement with each statement, and how strongly you

agree or disagree, are provided for you on the attached

card. Using this card, let's take an example:

The-Red Cross is a very large organization.

If you strongly agree with the statement, "The Red Cross

is a very large organization," you would place the number

4_in the blank to the left of the statement. If, on the

other hand, you disagree with the statement, but not too

strongly, you would place the number l_in the blank.

Whether you agree or disagree with a particular statement,

you can be sure that many other people feel the same pg you.
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Remember, we want your personal reaction to each of the

to each of the statements.

THANK YOU VERY MUCH FOR ASSISTING US -- YOUR OPINIONS ARE

C09

C10

C11

C12

C13

C14

C15

C16

C17

C18

C19

C20

C21

C22

10.

11.

12.

13.

14.

VERY IMPORTANT TO US.

It is the reSponsibility of every American

to give blood if he possibly can.

Red Cross blood drives are Simply a waste of

time and energy.

The American Red Cross has done much for the

people of this country.

Red Cross volunteers are really just pompous

"do-gooders."

I can't understand why anybody would want to

give their blood to the Red Cross.

The Red Cross blood program is a worthy under-

taking.

I would never donate my blood to the Red Cross.

I'll never need any blood myself, so why Should

I donate any to the Red Cross?

Most people feel that the Red Cross is doing

a fine job.

The Red Cross is always interfering with people's

private affairs.

The Red Cross never does something for nothing

-- they always get their share.

I've always had great admiration for the

American Red Cross.

Most people could donate blood to the Red Cross

if they really wanted to.

In the eyes of God, blood transfusions are

immoral.
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C24

C25

C26

C27

C28

C29

C30

C31

C32

C33

C34

C35

C36

C37

C38

C39

15.

16.

17.

18.

19.

20.

21.

22.

23.

24.

25.

26.

27.

28.

29.

30.

31.
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The Red Cross is always asking for blood.

The Red Cross blood donor program definitely

Should have everybody's full support.

Red Cross volunteers are generally very poorly

trained.

The Red Cross blood donor program is saving

many lives in this country.

Tax money should be used to support the Red

Cross blood research program.

I just have no use for the American Red Cross.

Most of the Red Cross workers are highly

skilled people.

If I were able to, I definitely would donate

blood to the Red Cross.

Giving blood is wrong in the eyes of God.

A nationwide blood donor program is essential

to our Nation's security and health.

Those people who support the Red Cross are

Showing a "socialist" attitude.

The Red Cross Should place even more emphasis

on its blood donor program.

The Red Cross helps only those people who

can't help themselves.

The Red Cross blood research program helps

ensure a healthier, stronger America.

Most of the full-time Red Cross workers are

very highly trained peopfle.

Most people's opinion of the Red Cross is not

very high.

Everyone's life is in the hands of God -- there-

fore, I can'txsupport any blood donor program.
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Table 8. Analysis of variance of mean attitude change

scores of the no compliance treatment groups.

 

 

Source df 8 SS F P

No Compliance 1 7.4189 33.239 .01

Credibility 1 2.9726 13.318 .01

Prior Attitude 1 7.2200 32.348 .01

No Compliance x 1 12.2166 54.734 .01

‘Credibility

No Compliance x 1 .1420 .636 n.s.

Prior Attitude

Credibility x 1 8.0135 35.903 .01

Prior Attitude

No Compliance x l .4598 2.060 n.s.

Credibility x

Prior Attitude

Error (77) (MS= .2232)

 

TOTAL 7 39.4434

 

groups and subgroups, and reported in Table 8, indicated

that:

1. Significantly greater positive attitude change

was effected in the high credibility treatment groups

than in the low credibility treatment groups (p < .01) .

The significant interaction (p'<:.01) between the attitude

change effects of credibility and mode of noncompliance
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indicated, however, that the Significant credibility main

effect was due, at least in part, to directional differences

in the attitude change effects of high and low credibility

between the voluntary noncompliance and meSsage only.

treatment groups. That is, inSpection of mean attitude

change scores within the voluntary noncompliance and no

compliance treatment groups revealed that only for the

latter groups was the mean attitude change effected in

the high credibility condition positive (in the direction

of the source's request), while the mean attitude change

effected in the low credibility condition was negative

(counter to the request of the source). This expectation

was not borne out in the voluntary noncompliance treatment

groups; rather, positive attitude change was effected in

ppph high and low credibility treatment groups.

The interaction of source credibility and prior

attitude position effects was also significant (p‘<:.01).

Examination of mean attitude change scores within the

"favorable" and "unfavorable“ treatment subgroups indi-

cated that the attitude change effects of high and low

source credibility were not the same in the two subgroups.

Among gs initially "favorable" toward the attitude object,

the high credibility source effected positive change,

while the low credibility source effected negative attitude
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change. This was in line with the theoretic hypothesis.

Counter to the hypothesis, however, both high and low

credibility sources effected, in the treatment Subgroups

initially "unfavorable," positive attitude change. This

result was in part due to the fact that the low credibility

source effected high positive attitude change in the

voluntary noncompliance-initially "unfavorable" treatment

subgroup.

2. Significantly greater positive attitude change

was effected in the treatment groups initially "unfavorable“

toward the attitude object than in the treatment groups

initially "favorable" (p‘<:.01). The interaction noted

above between the effects of source credibility and prior

attitude position indicates, however, that within the

high and low credibility treatment groups, the attitude

change effects of prior attitude variations were differen-

tially operative. InSpection of the mean attitude change

scores within the high and low credibility treatment

groups, together with supplemental Ertests of the dif-

ferences in mean attitude change scores within these

groups, indicated that in the high credibility treatment

groups, significantly greater ($59.61, p< .01) attitude

change was effected in the initially "favorable" than in

the initially "unfavorable" treatment subgroup. That
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the interaction of the effects of the credibility and

prior position variables is Significant.(p:<:.01) is

Shown in Table 8.

3. Although not Specifically hypothesized, signi-

ficantly greater attitude change was effected in the

voluntary noncompliance treatment groups than in the

no compliance (message only) treatment groups (pw<:.01).

This significant main effect must be considered, however,

in the light of the Significant interaction in the atti-

tude change effects of source credibility and mode of

noncompliance noted above. Within the high credibility

treatment groups, positive attitude change was observed

in ppph the voluntary noncompliance and no compliance

groups: within the low credibility treatment groups,

however, positive attitude change was effected only in

the voluntary noncompliance groups. Negative attitude

change was noted in the low credibility-no compliance

treatment group.

Credibility Change and Attitude Discrepancy Hypotheses

The remaining theoretic hypotheses suggest that,

irreSpective of the receiver's compliance or noncompliance,

either voluntary or involuntary, with the requests of high

and low credibility sources:
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1. Source credibility changes will be such

that consonance is maintained between the receiver's

evaluation of the source and his attitude (after

experimental manipulation) toward that attitude

object or issue.

2. The greater the discrepancy between the

position advocated by the source and the receiver's

initial attitude, the greater will be the attitude

change effected.

The first of these theoretic hypotheses postulates

that positive attitude change (in the direction of the

source's request) will be accompanied by positive changes

in the receiver's evaluations of the Source, while nega-

tive attitude change will be accompanied by negative

changes in source evaluation.

The seopnd hypothesis asserts that the magnitude

of discrepancy between the receiver's initial attitude

toward the attitude object and the source's position

(taken to be maximally favorable toward the attitude

object) is positively related to the magnitude of atti-

tude change effected as a consequence of the experimental

manipulations. That is, the more unfavorable the receiver

is toward the attitude object, the greater will be the

attitude change effected.

Credibility Change and Attitude Change

Mean credibility change scores for each of the eight

treatment groups were obtained on each of the three



121

credibility dimensions -— competence, trustworthiness and

dynamism. Mean credibility change scores representing

a composite or total of the three dimensions were also

obtained. These scores are recorded in Table 9.

Correlations between attitude change and credibility

change scores were computed for each of the treatment

groups, as well as for the total sample. Correlations

were obtained between attitude change and total credibility

change, as were correlations between attitude change

score and changes in scores on each of the three credi-

bility dimensions. These correlations are presented in

Table 10. The attitude change-credibility change correla-

tions obtained for the total sample were tested for Signi-

ficance with the following results: (a) the correlation

between attitude change and competence change was Signi-

ficant (t=2.36, p< .05): (b) the correlation between

attitude change and trustworthiness change was Signifi-

cant (t=7.46, p><:.CHJ: (c)‘attitude change and dynamism

change were not significantly correlated (t=.99, p) .05);

and (d) attitude change was Significantly correlated with

total credibility change (t=7.3l, p< .01.).

Attitude Qigcrepancy and Attitude Change

In order to test the hypothesis that the magnitude

of attitude change effected by the experimental treatments
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Table 9. Mean credibility change scores by treatment

groups and subgroups.

 

Groupa Credibility Dimensions Total Credi=

Competence Trustworthiness Dynamism bility Change

 

 

VC-HC .750 3.750 -2.833 1.667

VC-LC 3.125 3.812 3.625 9.938

FC-HC - .375 2.292 -1.167 .750

FC-LC 2.600 2.880 1.400 6.360

VN-HC .500 3.812 -2.875 1.188

VN-LC 3.533 3.867 2.600 10.000

NC-HC .586 2.483 - .966 1.828

NC-LC -1.04l — .458 - .708 —2.333

“Total 1.210 2.805 - .116 3.675

Sample

¥

aAs in Figure l, the treatment groups are identified in

this and the following table:

VC-HC Vbluntary compliance, high credibility

VC-LC Voluntary compliance, low credibility

FC-HC Forced compliance, high credibility

FC-LC Forced compliance, low credibility

VN-HC Voluntary noncompliance, high credibility

VN-LC Voluntary noncompliance, low credibility

NC-HC No compliance (message-only). high credibility

NC-LC No compliance (message-only): low credibility
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Table 10. Correlation of attitude change scores with

credibility change scoreS..

 m

Group Credibility Dimensions Total Credi-

Competence xTruStworthineSS _Dynamism .bility Change

 

 

VC-HC .071 .269 .044 .161

VC-LC .330 .642 .215 .347

FC-HC .493 .800 -.456 .331

FC-LC .112 .144 .076 .340

VN-HC -.628 -.298 .090 .430

VN-LC -.533 -.392 -.300 -.631

Nc-Hc .064 .948 .072 .553

Nc-Lc -.073 -.031 .120 .058

Total .185 .372 .073 .367

Sample
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was positively related to the discrepancy between Ss'

initial attitude toward the attitude object and the

source's position, the correlation between initial atti-

tude scores obtained in the pretest phase of the experiment

and attitude change scores was computed. A negative correla—

tion coefficient was expected, indicating that the more un-

favorable the §fS initial attitude (and the greater the

discrepancy between the receiver's initial position and

that of the source), the greater is the consequent attitude

change effected by the experimental treatments.

It was assumed that the attitude position advocated

by the source was maximally favorable toward the Red Cross

blood program. Such an attitude position would be reflected

in the maximum possible attitude score of +40. Table 11

is a tabulation of the attitude change scores associated

with each level of prior attitude and attitude discrepancy

from the theoretical attitude position of the Source.

The correlation obtained between prior attitude score and

attitude change score (r=-.327) was Significant (t=4.37,

p <1 .01), lending support to the statistical hypothesis

of a negative relationship between attitude change and

prior attitude position.
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Additional Analyses

Two factors, other than the experimental variables,

were recognized as possibly being associated with attitude

change in the direction of greater favorability toward the

Red Cross blood program: (a) Ss' interest in the blood

program and (b) gs' prior experience with the blood pro-

gram. Consequently, the associations of these two factors

and attitude change were examined.

Each §_was asked, "How interested would you be in

learning more about the Red Cross and its Blood Donor

Program?" From gs' reSponseS to this question, an "interest

index" was obtained indicating, for each s, whether he was

"very much interested," "Slightly interested," "Slightly

uninterested" or "very much uninterested" in learning more.

Table 12 presents the distributions of attitude change

scores for each level of professed interest. The Signi-

ficant negative correlation of interest and attitude

change scores (r=-.156, t=1.99, p><1.05) indicated an

inverse relationship between professed interest in the

blood program and attitude change.

A "prior experience index" was also constructed from

Ss' responses to five questions concerning their own

prior experience with the Red Cross blood donor program,

as well as the prior experience of family and friends (see
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Table 12. Distribution of attitude change scores by

interest in the Red Cross blood program.
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Appendix E). gs were cast into one of four experience

categories: (a) self—and—others (both the S and his

family or friends had had experience with the Red Cross

blood program), (b) self—only, (c) others-only, and (d)

neither (neither the g nor his family or friends had had

prior experience with the program). The distributions

of attitude change scores for each of the four prior

experience categories are indicated in Table 13.

Prior experience with the blood program was found

to be negatively correlated (r=.095) with attitude change.

The negative correlation was not, however, significant

(t=l.20, p) .05), indicating that the two variables were

not significantly associated for the gs employed in this

study.

Conclusions

Analysis of the data obtained in this study provided

evidence in support of some of the theoretic hypotheses,

partially supported others and failed to support at least

one. In general, in the behavioral compliance treatment

groups, the hypotheses concerned with the attitude change

effects of variations in behavioral compliance and prior

attitude were supported; the hypothesis dealing with the

attitude change effects of differential source credibility

was not supported. In the noncompliance treatment conditions,



129

Table 13. Distribution of attitude change scores by prior

experience with the Red Cross blood donor program.

1

j

Attitude Change . Self-

 

‘Scores andeothers Self-only: Others-only“ Neither

14 1

13

12 l

11 1

10 l l

9 l l 2

8 1 3

7 1 2

6 4 l 1 2

5 3 l 7 l

4 2 6 2

3 2 2 5 3

2 9 3 11 4

l 10 2 5 2

0 10 2 6 5

-l 4 2

-2 2 2 9 1

-3 4 1 1

-4 2 3

—5 l 1

-6

-7

-8

-9 l

 

Totals 58 15 66 22
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the hypotheses concerned with the attitude change effects

of differential source credibility and of variations in

prior attitude were only partially supported.

Attitude Change Hypotheses

Assuming reliable and valid measures of the attitude

change variable, it was inferred on the basis of the results

of the statistical analysis that attitude change was dif-

ferentially influenced by behavioral compliance (voluntary

and forced) and noncompliance (voluntary and involuntary).

It was observed that SS in the voluntary compliance conw

ditions manifested greater positive attitude change than

did those in the voluntary noncompliance, forced compli-

ance and no compliance (message only) conditions, in that

order. Comparing only the mean attitude change scores

of the behavioral compliance treatment groups, the

greater attitude change effects of voluntary compliance

were found to hold irreSpective of source credibility

differences and differences in the prior attitudes of

the receivers. That is, no interaction between com—

pliance and credibility, and between compliance and prior

attitude was noted. It was concluded, therefore, that

greater attitude change is effected when the receiver

voluntarily complies with the request of the source than

when he has no choice but to comply.
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It was further hypothesized that, in the behavioral

compliance conditions, low credibility sources would

effect greater attitude change than would high credibility

sources. Although low credibility sources generally

did induce greater attitude change than did high credi-

bility sources (this effect was reversed in the forced

compliance-initially "favorable" treatment subgroups),

the difference in mean attitude change between the high

and low credibility treatment groups was not significant.

Hence, the theoretic hypothesis of greater attitude change

in the low credibility conditions than in the high credi-

bility conditions was not supported, making untenable any

conclusion about the attitude change effects of source

credibility in situations of behavioral compliance.

The hypothesis of greater attitude change, in the

compliance conditions, in the treatment subgroups initially

"unfavorable" toward the Red Cross blood program than in

the subgroups initially "favorable" was supported by the

results of the analysis. IrreSpective of source credibi-

lity and the nature of SS' behavioral compliance, signi-

ficantly greater attitude change was effected in the

initially'funfavorable" than in the initially "favorable”

treatment subgroups. It was concluded, then, that, given

that the receiver has complied with the request of the
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source, greater positive attitude change will be effected

when the receiver is initially opposed to the position

of the source than when he is originally in Sympathy with

that position.

The conclusions which may be drawn from the statis-

tical analysis, in those treatment conditions in which

the receiver has ppp_complied with the source's request,

are not as straightforward aS those above. This is largely

due to the significance of the interactions in the attiw

tude change effects of the experimental variables.

Although not Specifically hypothesized, it was found

that greater attitude change was effected in the voluntary

noncompliance than in the no compliance (message only)

treatment groups. This suggests that the variable of

choice in complying or not complying with the source°S

request may play an important role in effecting attitude

change. The difference in attitude change effects between

the voluntary noncompliance and no compliance treatment

groups was, however, significantly influenced by the

attitude change effects of differential source credibility.

In the voluntary noncompliance condition, greater positive

attitude change was effedted by the low credibility source

than by the high credibility source; while in the no coma

pliance condition, the high credibility source effected
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positive attitude change and the low credibility Source

effected slight negative attitude change. Although the

evidence is not conclusive, the data suggest that greater

positive attitude change may be effected when the receiver

elects not to comply with the request of the source than

when he is given no opportunity to make that decision.

It was hypothesized that, in the noncompliance treat:

ment groups, positive attitude change would be effected

by the high'flcredibility source, while the low credibi-

lity source was expected to effect negative attitude

change. This hypothesis was supported only for the no

compliance (message-only) treatment groups. In the

voluntary noncompliance condition, both the high and low

credibility sources effected positive attitude change:

the low credibility source effecting greater attitude

change than the high credibility source. It may be conm

cluded, then, that the attitude change effects of source

credibility were influenced by the mode of noncompliance

induced. In those cases in which the receiver has not

complied with the request of the source, the attitude

change effects of high and low source credibility would

seem to be significantly influenced by the receiver's

freedom in making the decision not to comply.

It was further hypothesized that, in the noncompliance
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treatment groups, greater positive attitude change would

be effected by a high credibility cource among those gs

initially "unfavorable" toward the attitude object than

among gs initially "favorable," while low credibility

sources would effect greater negative attitude change

among the gs initially "favorable" than among gs initially

"unfavorable" toward the attitude object. The results of

the statistical analysis only partially supported this

prediction. Although mean attitude change scores were

Significantly different between treatment subgroups

initially "favorable" and "unfavorable" toward the atti—

tude object, attitude change differences $2 the directions
 

hypothesized were observed only in the no compliance

(message only) treatment groups. In the voluntary non«

compliance treatment groups, both high and low credibility

sources effected positive attitude change among §s both

"favorable" and "unfavorable" toward the attitude object.

It was concluded, on the basis of these results, that

given that the receiver has not complied with the request

of the source, high credibility sources tend to effect

positive attitude change, that change being greatest

when the receiVer is initally "unfavorable" toward the

critical attitude object. The attitude change effects

of low credibility, on the other hand, appear to be
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contingent upon whether or not the receiver has voluntarily

elected not to comply. If so, a low credibility source

also tends to effect positive attitude change; slightly

greater attitude change being produced in those individuals

initially opposed to the attitude object. If, however, the

receiver has not been afforded the opportunity to comply

but has only been exposed to the persuasive message, it

may be concluded that low credibility Sources tend to

effect negative attitude change; that change being greater

for those individuals initially "favorable“ to the attitude

object.

Credibility Change gpg_Attitude Discrepancy Hypotheses

The results of the statistical analyses provided

evidence in support of both the credibility change and

the attitude discrepancy hypotheses. 0n the basis of

those results, it was inferred that (a) changes in source

credibility estimates tend to accompany attitude changes

in order that consonance is maintained between the receivers°

evaluations of a Source and attitudes with which the source

has been associated and in which he has caused change; and

(b) the greater the discrepancy between the receiver's

initial attitudetand that expressed or implied by the

source, the greater is the attitude change effected by

that source.



Chapter IV

SUMMARY AND DISCUSSION

This study was intended to examine the relative

attitude change effects of high and low source credibility

when the receiver has and has not behaviorally complied

with the recommendations or requests of the source. It

was hypothesized that:

1. In those cases in which the receiver complies with

the source's request, low credibility sources will effect

greater positive attitude change than will high credibility

sources. This is contrasted with the case in which the

receiver does not comply, high credibility sources being

expected to induce greater positive attitude change than

low credibility sources.

2. Greater attitude change will be effected, in

cases of behavioral compliance, when the receiver is

initially unfavorable to the attitude object and position

advocated by the source than when the receiver is initially

favorable to them. In the case of noncompliance (either

voluntary or involuntary), an interaction between source

credibility and initial attitude was predicted: high

credibility sources were expected to effect greater posi-

tive attitude change among gs initially unfavorable than

136
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those favorable and low credibility sources to effect

greater negative attitude change among SS initially

favorable than those unfavorable toward the attitude

object.

3. Greater attitude change will be effected when

the receiver has voluntarily chosen to comply with the

source's request than when the receiver has been forced

to comply with that request.

Summarylgf the Results

In order to test these predictions, gs were eXposed

to one of six experimental treatments: high credibility-

voluntary compliance (or noncompliance), low credibility-

voluntary compliance (or noncompliance), high credibility»

forced compliance, low crediblity-forced compliance, high

credibility-no compliance (message-only) and low credibility-

no compliance (message-only). §S' attitudes toward the

Red Cross blood donor program were measured both before

and following the experimental manipulations, permitting

comparison of the attitude change Scores obtained for

each experimental treatment group. Before-and-after

estimates of the credibility of the sources of the

experimental message were also obtained, as were measures

of the §s'5interest in learning more about the blood pro-

gram and of their prior experience with the blood program.
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Taking each of the attitude change hypotheses posited

in Chapter I in order, it was found that:

1. Given the receiver's behavioral compliance with

the request of the source, the low credibility source

was not significantly more influential in effecting atti-

tude change than was the high credibility source. InSpec-

tion of the mean attitude change scores of the high and 10w

credibility treatment groups revealed a tendency for the

low credibility source to effect greater attitude change

than the high credibility source, but the difference

between groups was not significant. Consequently, it

was not possible to make any tenable conclusion concerning

the relative attitude change effects of high and low source

credibility, given the receiver's behavioral compliance.

2. Given the receiver's behavioral compliance, both

high and low credibility sources effected significantly

greater attitude change among those gs initially unfavorable

to the attitude object and the request of the source than

among gs initially favorable to the attitude object.

3. Given the receiver's behavioral compliance, sig-

nificantly greater attitude change was effected by both

high and low credibility sources when the receiver had

voluntarily complied with the request of the source than

when he had done so involuntarily.
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4. Only for gs in the no compliance (message only)

treatment groups did the high credibility source affect

more positive attitude change than did the low credibility

source; the low credibility source being more likely to

effect negative attitude change (counter to the position

of the source) than was the high credibility source. The

hypothesized attitude change effects were not observed in

the voluntary noncompliance treatment groups.

5. Only for gs in the no compliance treatment groups

did the high credibility source effect significantly greater

pOsitive attitude change among §s initially "unfavorable"

toward the attitude object than among those initially

"favorable": the low credibility source effecting, on

the other hand, greater negative attitude change among gs

initially "favorable" toward the attitude object than

among gs initially "unfavorable." Again, the hypothesized

attitude change effects were not obtained in the voluntary

noncompliance treatment groups.

The attitude change effects noted in the noncompliance

conditions were found to be due, at least in part, and to

be tempered by the implicit variable of choice. That is,

greater positive attitude change was effected when gs were

given the opportunity to comply with the source's request

but elected not to do so than when gs were not given the
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opportunity to comply but were simply exposed to the

experimental message devoid of compliance manipulations.

The influence of the implicit choice variable appears to

be at least partially the cause for the unexpected results

in the voluntary noncompliance treatment groups.

Also supported by the results of the data analysis

were the credibility change and attitude discrepancy

hypotheses. gs, when induced by a high or low credibility

source to change their attitudes in the direction advocated

by the source, tended to change their attitudes, not only

toward the attitude Object, but also toward the source.

Changes in perceived source credibility were, in general,

such that cognitive consistency was maintained between

‘gs' evaluations of the source and attitudes toward the

Red Cross blood program which he had induced. Significant

changes in perceived source credibility were found to

accompany attitude change when total credibility change

scores were examined, as well as upon examination of

changes in perceived competence and trustworthiness of

the source. Changes in the sources' perceived dynamism

did not accompany changes in gs' attitudes toward the

attitude object.

Additionally, the magnitude of the attitude changes

effected by high and low credibility sources tended to



141

increase with increasing discrepancy between §s' initial

attitude toward the Red Cross blood program and the posi-

tion advocated by the source.

Finally, attitude change in the direction of greater

favorability toward the blood program was negatively

associated, although not particularly strongly, both

with increased interest in the blood program and with the

extent of gs prior experience with the Red Cross and other

blood donor programs.

Discussion 9; the Results

The attitude change results and conclusions drawn from

the data analysis will be discussed separately for each of

the three experimental variables -— source credibility,

behavioral compliance (including the implicit variable

of choice in complying or not complying) and prior atti-

tude. The attitude change effects of variations in these

variables were not, of course, independent, but can most

concisely be discussed independently.

Effects 2; Source Credibility Variations

As noted above, the data analysis failed to provide

conclusive evidence of the relative attitude change effects

of high and low source credibility in the conditions of

behavioral compliance. Although the results bearing on
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this specific question were not significant, they were

suggestive of the relatiGAShipS and interaCtiOn of

behavioral compliance and source credibility. Because

the attitude change data obtained in the behavioral

compliance treatment groups were in the direction hypo—

thesized, and taking into consideration the limitations

and inadequacies of the present study discussed below,

it seems advisable that the hypothesis that low credibi-

lity sources will effect greater positive attitude change

than high credibility sources in those cases in which the

receiver has complied with the source's request should

again be tested in another investigation.

Several factOrS which may have contributed to the

failure of this study to obtain significant results rela-

tive to the SourCe credibility hypothesis, given behavioral

compliance, might be suggested. First, examination of

pilot study and pretest credibility ratings of the high

and low credibility sources employed in this study reveals

that the two sOurces were not greatly different in the

credibility attributed to them. The Sources differed, in

initial mean credibility ratings, by only eight scale points

on a credibility scale ranging from zero to 72 scale points.

Furthermore, not only was the initial credibility rating

given the high credibility source comparatively high (55.86):
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the initial credibility rating afforded the low credibi-

lity source was also relatively high (46.55). Consequently,

it might be argued that the source credibility manipula-

tions were not effected; that SS in the primary study

did not perceive the two experimental sources to be of

differential credibility, but rather viewed them as nearly

equal in credibility.

A second posdibility is that the attitude change

effects of behavioral compliance were so overpowering as

to nullify the effects of source credibility variations.

It is possible that, once the receiver had complied with

the request of the source (for reasons known only to the

receiver, but not directly attributable to the effects

of source credibility), the attitude change effects of

high and low credibility were overshadowed by those of

behavibral compliance. This is not to argue that differ-

ences in source credibility had no effect; the attitude

change effects of variations in source credibility in

the noncompliance conditions refute this conclusion.

Rather, it is to say that the attitude change effects

of behavioral compliance mayfibe more “powerful" than

those of differential source credibility.

It was also hypothesized that, given the receiver"s

behavioral compliance, the greater attitude change effects
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of low credibility sources would be most evident when

the receivers were initially unfavorable toward the atti-

tude object. However, examination of the attitude scores

obtained in the pretest phase of the study revealed that

most §s were slightly favorable to highly favorable toward

the Red Cross blood donor program; few were genuinely

unfavorable toward the attitude object. Hence, differ-

ential attitude change effects of high and low source

credibility may have been obscured by SS" initial favora-

bility toward the attitude object.

While the hypothesis concerning the attitude change

effects of high and low source credibility, given the

receiver's behavioral compliance, was not supported: the

hypothesis of differential attitude change effects of

high and low source credibility sources was partially

supported in the behavioral noncompliance conditions. The

high credibility source was found, in the no compliance

or message only conditions, to effect positive attitude

Change; the low credibility source more likely to effect

negative attitude change. In the voluntary noncompliance

conditions, on the other hand, the observed attitude

Change effects closely paralleled those in the behavioral

compliance conditions: both high and low credibility Sources

effected positive attitude change with greater attitude
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change being effected among gs initially "unfavorable"

toward the attitude object than among those initially

"favorable." Thus, in the message only conditions, the

attitude change effects of high and low source credibility

appear consistent with the immediate attitude change effects

of differential source credibility reported in the Hovland,

_E, 31,, studies of source credibility effects.

In the no compliance or message only treatment groups,

the predicted differential attitude change effects of high

and low source credibility were observed. Why,fthen,

should the differences in attitude change effected by

high and low credibility sources not be significant in the

voluntary noncompliance treatment groups? The dissonance

creating and donsequent attitude change effects of the

implicit variable of choice would seem to provide an

answer. gs in these treatment groups may have felt comm

pelled, in order to justify and defend their decision not

to comply, to resist changing their attitudes in the

direction advocated by the source. In the case of high

credibility, the need to do so would be stronger, thus

accounting for the slightly greater positive attitude

change effected by the low credibility source than by

the high credibility source. In sum, the, the pressures

to resist attitude Change may have outweighed the attitude
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change effects of high and low source credibility, those

pressures simultaneously "equalizing" that attitude change

which was effected by the high and low credibility sources.

Similarly, when the hypotheses of significant dif-

ferences in the attitude change effects of differential

source credibility were at least partially supported in

the experimental treatments not involving behavioral com-

pliance, why should the.differences in attitude change

effected by high and low credibility sources not be Sig-

nificant in the behavioral Compliance‘treatment groups?

The relative attitude change effects of behavioral compli-

ance and noncompliance may provide the answer. In the

compliance treatments, the attitude change effects of

source credibility may have been obscured by the more

powerful.attitude change effects of compliance. In the

noncompliance treatment groups, however, the attitude

change effects of behavioral compliance were absent,

allowing the detection of significant differences in the

attitude change effects of high and low source credibility.

Parenthetically, the fact that significant differences

were observed in the attitude change effects of high and

low source credibility in the noncompliance conditions

argues against the notion that ceiling effects were reSpon=

sible for the nonsignificanm differences observed in the

behavioral compliance conditions.
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Effects pf_Compliance Variations

It was hypothesized that greater positive attitude

change would be induced when the receiver voluntarily

complied with the source's request than when he involun—

tarily complied. This expectation was supported by the

results of the study. Although not Specifically hypo-

thesized, Significantly greater attitude change was also

found, in the behavioral noncompliance treatment grOUpS,

when gs had voluntarily chosen not to comply with the

source's request than when they had not been given the

chance to either comply_or not comply.

One of the more obvious influences tempering the

relative attitude change effects of behavioral compliance

and noncompliance, as well as those of high and low source

credibility, was that of the receiver's centrality of

choice in complying or not complying with the source's

recommendation. The importance of Choice in complying

or not complying can be seen in several facets of this

study's results. First, significantly greater attitude

change was effected in the voluntary than in the involun—

tary compliance treatment groups. This difference was

independent of the influence of source credibility and

the receivers' prior attitude upon attitude change.

Second, greater attitude change was observed in the
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voluntary than in the involuntary noncompliance treatment

groups; §s who chose not to comply in general manifested

more attitude change than those in the no complignce

(message only) treatment group. In this case, however,

the attitude change effects of choice in not complying

were influenced by the effects of differential source

credibility. The low credibility source effected greater

attitude change in the voluntary noncompliance condition;

the high credibility source induced more positive attitude

change in the involuntary noncompliance condition.

Furthermore, the importance of choice was emphasized

by the greater attitude changefieffected in the voluntary

noncompliance than in the forced compliance treatment

groups. Despite the fact that they had not complied

with the source's recommendation, §s in the former treat-

ment group manifested greater attitude change in the

direction advocated by the source than did those who

had voluntarily complied.

Effects pf_g£ip£_Attitude

It was hypothesized that greater attitude change

would be effected, in the behavioral compliance conditions,

when §s were initially unfavorable toward the attitude

object (and the source's request) than when they were

initially favorable toward the attitude object. This
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hypothesis was supported; significantly greater mean

attitude change was observed in the initially unfavorable

treatment subgroups than in those initially favorable.

In the noncompliance conditions, interaction of the

attitude change effects of differential source credibility

and differences in the receiver's prior attitude was pre-

dicted. It was predicted that high credibility sources

would induce greater positive attitude change among gs

initially opposed to the attitude object than among those

initially favorable. Low credibility sources were, on

the other hand, expected to effect greater negative atti-

tude change in the initially favorable treatment subgroups

than in the subgroups initially unfavorable toward the

attitude object. The results of the present study also

supported this hypothesis.

Changes in_Perceived Source Credibility

That changes in attitude.toward the attitude object

and position advocated by the source are generally accom-

panied by changes in the perceived credibility of the

source was demonstrated by the results of this study.

Attitude change was found positively correlated with

credibility change upon examination of total credibility

change scores, competence change scores and trustworthiness

change scores. Changes in the perceived dynamism of the
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sources were not significantly associated with attitude

change scores.

The most noteworthy credibility changes were observed

on the trustworthiness dimension of source credibility.

gs, upon changing their attitudes toward the Red Cross

blood program, were most likely to realign their evaluations

of the source in the direction of increased perceived trust=

worthiness, rather than to elevate their estimates of the

source's competence and dynamism. Changes in total per-

ceived source credibility, either positive or negative,

were largely a consequence of changes in the perceived

trustworthiness of the source.

It would appear, from the results of this study,

that the competence dimension of credibility is the most

stable of the three dimensions posited by Berlo and Lemert.

In general, changqs in perceived competence were smaller

than those in trustworthiness and dynamism appeared to

be the least stable of the credibility dimensions. Changes

in perceived dynamism varied greatly; sometimes positively,

other times negatively; but in no discernible relationship

to the experimental manipulations or to attitude change.

Brief reflection upon the characteristics of a source

which contribute to perceptions of his competence, trust-

worthiness and dynamism might reveal a myriad of reasons
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for the relative stability of competence evaluations and

the relative instability of dynamism evaluations. In the

simplest terms, the competence of a source can be more

easily assessed and is not so dependent upon the immediu

ate and momentary judgments of the receiver. A source's

competence is more a function of what he gngwg, rather

than of what he is, The perceived dynamism of a source,

on the other hand, is less easily assessed, is subject

to momentary variations and perceptions of a source‘s

dynamism are more apt to be influenced by the predilections

of the receiver.

The positive correlation of attitude change and

credibility change was predicted on the grounds that §s

would strive to maintain cognitive consistency or consonance

between attitudes induced by the source and their evalua=

tions of that source. That is, it would be cognitively

inconsisfient for gs to become more favorable toward the

attitude object as a result, say, of the persuasive efforts

of a low credibility source. In order to justify such

attitude change, and reduce cognitive dissonance, gs

tended to elevate their estimates of the source's credi-

bility, bringing them into greater cognitive consistency

with the attitude induced by the source.
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Attitude Qiscrepancy§§g_Attitude Change

As hypothesized, it was found that the magnitude of

attitude change in the direction advocated by the source

increased as the discrepancy between the source's position

and the receiver's initial attitude increased. Attitude

change was negatively correlated with gs' initial atti—

tude;toward the Red Cross blood donor program, this

supporting the hypothesis.

The positive association of attitude change with

the size of the discrepancy between the source's position

and the receiver's initial position was expected on the

grounds that greater cognitive dissonance would be experi-

enced by §s exposed to a message opposing their attitude

toward the blood program than by §s exposed to the same

message, but supporting their own opinion of the Red

Cross blood program. That is, gs initially unfavorable

were expected to experience greater dissonance than those

initially favorable to the attitude object, resulting in

greater positive attitude change on the part of the for-

mer §s in order to reduce that dissonance.

Interest and Prior Experience

It was incidentally noted that gs' expressed interest

in the Red Cross blood program was not closely associated

with positive attitude change. In fact, attitude change
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in the direction of greater acceptance of the blood pro~

gram tended to be negatively (albeit slightly) correlated

with professed interest. This result seems consistent

with Feather's (1962, 1963) observation that evaluation

of an attitude object or issue is independent of interest

in that object or issue. An individual can be interested

in an idea, and desirous of learning more about the idea,

without necessarily embracing that idea himself.

gs' prior eXperience with the Red Cross blood program

was negatively, although slightly, associated with the

degree of attitude change effected by the experimental

manipulations. It might be suggested that some sizable;

portion of the attitude change effects noted in this

study is due to differences in prior eXperience with

the blood program, rather than to the experimental mani-

pulations. This suggestion, however, is refuted (a) by

the nonsignificance of the correlation between prior

experience and attitude change and (b) by the lack of

significant differences, across experimental groups, in

prior experience. This is not to deny the possibility

that prior experience exerted some influence upon the

attitude change effects obtained in this Study: it is

simply to argue that such influences were, at most,

negligible.
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The Results i§_Light 9£_Dissonance Theory

In Chapter I, cognitive dissonance was redefined as

the drive to defend and justify one's decisions and actions.

It was seen as a postdecisional drive, aroused by one's

selection between behavioral and cognitive alternatives --

each alternative having a certain implied consequence for

maintenance and enhancement of one's self concept. The

decision to behaviorally comply with the request of a

source, the decision not to comply, or the decision to

accept or reject the position advocated by a source --

all arouse cognitive dissonance, requiring the justifica-

tion and/or defense of that decision.

The attitude change effects observed in the present

study may be examined in the light of this conceptualiza—

tion of cognitive dissonance. In those treatment conditions

in which the receivers complied with the recommendation of

a low credibility source, in which compliance behavior was

discrepant with the receiver's initial attitude, or in

which the receiver was given a choice in complying or not

complying with the source's request, the receiver could

muster fewer cognitions in justification of his compliance

behavior. The receiver therefore experienced greater

cognitive dissonance and consequently manifested greater

attitude change in the direction advocated by the source.
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Thus, greater positive attitude change was effected in

the behavioral compliance than in the noncompliance treat—

ment groups; in the low credibility than in the high credibi-

lity treatment groups, given behavioral compliance (although

the difference in mean attitude change between the two treat-

ment conditions was not significant); in the voluntary comm

-pliance and noncompliance treatment groups than in the 1

involuntary compliance and noncompliance treatment groups;

and in those treatment subgroups in which compliance was

discrepant with §s' initial attitude than in the subgroups

in which compliance was consistent with gs' attitudes.

On the other hand, §s in the noncompliance treatment

groups were "Spared" the dissonance occasioned by behavioral

compliance with the recommendation of the source. In the

case of the voluntary noncompliance treatment groups, however,

dissonance may have been aroused by the implicit variable

of choice in complying or not complying -- these gs feel-

ing3compelled to justify their decision not to comply with

the request of the source. Consequently, greater positive

attitude change was effected in the voluntary noncompliance

groups than in the no compliance (message only) treatment

groups. The greater positive attitude change noted in

the voluntary noncompliance treatment groups than in the

forced compliance groups testifies to the dissonance
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arousing pressures of the choice variable.

In the no compliance or message-only treatment groups,

on the other hand, the dissonance experienced was aroused

by perceived inconsistencies between gs' evaluations of

the source and their attitudes toward the position advocated

by that source. Source credibility is, in part, a function

of what the source knows and believes -- his expertness and

trustworthiness. Thus, it is cognitively inconsistent for

the receiver to adhere to a belief or attitude which is in

conflict with the attitude or belief expressed by a source

for whom he holds a high regard. Conversely, it is cog-

nitively inconsistent -- dissonant -- for the receiver

to hold an attitude which is eSpoused by a low credibi-

lity source -— a source for whom the receiver holds a

low opinion. Therefore, gs, perceiving a discrepancy

between their attitude toward the attitude object and the

attitude implied by the source's recommendation, were

faced with a dilemma. They could either change their

evaluations of the source or change their attitude toward

the Red Cross blood program. The second alternative was

selected by most of the no compliance gs. Thus, greater

positive attitude change was effected by the high credibi-

lity source in the treatment subgroup initially "unfavorable”

toward the attitude object, while greater negative attitude
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change was effected by the low credibility source in the

treatment subgroup initially "favorable” toward the

attitude object.

Suggestions for Further Study

The theoretic expectations posited in this study

were only partially borne out by the results. The major

concern of the study was that of the differential attitude

change effects of high and low source credibility under

conditions of behavioral compliance and noncompliance.

However, for one or several of a number of possible rea-

sons, the results of the data analysis did not permit

drawing any conclusions relative to the attitude change

effects of differential source credibility, given a

receiver's behavioral compliance with the source's re-

quest, or relative to the attitude change effects of the

interaction of differential credibility and compliance

or noncompliance.

Several possible reasons for the failure to obtain

a significant difference in the attitude change effects

of high and low credibility sources, given behavioral

compliance, were suggested -- the two eXperimental

sources may not have been perceived by §s to be of

differing credibility (both were afforded relatively

high initial credibility ratings), the attitude change
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effects of behavioral compliance may have overshadowed

those of differential source credibility, or the gs”

relatively favorable initial attitude toward the Red

Cross blood program may have contributed to the failure

to obtain significant differences.

These possible causes of the nonsignificant differ-

ence in source credibility effect each suggest ways in

which the present study might be modified and improved

in future investigations designed to test the hypotheses

of this study. First, future studies should ensure that

the high and low credibility sources used to induce

behavioral compliance and attitude change are, in fact,

so perceived by gs. It is suggested that, of the three

credibility dimensions upon which sources may be dif-

ferentially perceived, the competence dimension is

perhaps most important. Thus, in future experiments,

sources who differ greatly in their perceived competence

should be employed.

It might be possible that, by increasing in this

way the initial credibility differences between the high

and low credibility sources, the attitude change effects

of differential credibility will be sufficiently enhanced

that they will be detected desPite the apparent over—

whelming attitude change effect of behavioral compliance.
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It is also suggested that in future investigations

designed to test the hypotheses of this study, an atti-

tude object or issue be selected toward which greater

differences in §s' initial attitudes might be obtained.

In the present study, most gs were relatively favorable

toward the Red Cross blood program at the outset, thereby

minimizing the attitude change effects which might have

been obtained for §s unfavorable toward the attitude

object. The hypotheses of this study might better have

been tested by employing an attitude object toward which

some gs were strongly favorable, while others were strongly

opposed to the attitude object or issue.

Whereas initial attitudes toward the attitude object

used in this study were relatively favorable, it might

further by suggested that a future study employ an atti-

tude object or issue toward which all gs are neutral.

It might be predicted that the relative attitude change

effects of high and low source credibility under condi-

tions of behavioral compliance and noncompliance will

be more evident when gs initially are relatively neutral

toward the attitude object than when they hold strong

positive or negative initial attitudes.

Turning to the attributes of gs which might be

used in future studies, the personality variables of
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persuasibility or suggestibility, dogmatism or rigidity

and tolerance of dissonance might be included as experi-

mental variables in such studies. Each of these variables

might be expected to mediate the relative attitude change

effects of source credibility and behavioral compliance.

These effects should be accentuated when receivers are

high in persuasibility, minimized among those low in per-

suasibility or suggestibility. Receivers more tolerant

of dissonance should manifest less attitude change as

a result of behavioral compliance with a discrepant requestg

they should similarly manifest less attitude change when

induced by a low credibility source to comply. On the

other hand, receivers low in dissonance tolerance should

be more susceptible to dissonance created by variations

in source credibility, compliance and initial attitude

such as those in this study.

High credibility sources, irreSpective of the

receivers' compliance or noncompliance and irreSpective

of the receivers' initial attitude, should effect greater

positive attitude change than low credibility sources

among receivers high in dogmatism or authoritarianism.

In the case of dogmatic receivers, the credibility of

the source may be the primary influence in effecting

attitude change; hence a high credibility source may
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be highly effective in inducing attitude change while

a low credibility source may effect little, if any, atti-

tude change. On the other hand, the receivers' attitudes

should, for those low in dogmatism or authoritarianism,

wield a stronger influence than that of source credibility.

In the case of such receivers, then, it is possible that

high and low credibility sources will be little different

in the extent of positive attitude change which they

effect. Attitude change will be largely dependent upon

the low dogmatic receivers' initial evaluation of the

position advocated by the source, independent of their

evaluation of the source and his perceived credibility.

It might be predicted, further, that the credibility of

the source takes on importance, for receivers low in

dogmatism, only when the receiver is initially undecided

or unable to evaluate the position advocated by the

source .
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with seemingly identical blood types.

You are probably familiar with the common "garden

varieties" of blood -- types A, g, Ag, and 9. These four

common blood types are based on the presence or absence

of the A_and §_antigens in the blood. Furthermore, a

person may be RE positive or 53 negative, depending on

whether or not his blood possesses the 3; antigen.

We have long known that the blood of persons with

different blood types as identified by the §§2,classifica-

tion system may be incompatible, possibly leading to severe

transfusion reactions and even death. Until recently, how-

ever, it was assumed that the blood of persons with the

same ABQ and RE blood type could be interchanged with no

ill effects. Unfortunately, this is 323 so. We now know

that there are other antigenic substances in the blood

which can cause the blood of two persons to be incompatible.

Like the A, B, and fig antigens, the presence of one or a

combination of these other factors can cause a severe

transfusion reaction if a person's blood is given to

another whose blood does not contain that particular

antigen or combination of antigens.

There may be some 100 of these different antigens in

the blood, and there are countless different combinations

of two or more of these 100. Some of these combinations
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are relatively common: others are so rare as to be found

only in members of the same family, and then sometimes

even members of the same family do not possess the

same antigenic combinations. Consequently, finding

two persons with the same rare combination of antigens

could become an almost impossible task if time were

limited.

The purpose of the rare blood file is to locate,

ahead of time, persons whose blood contains the rarer

combinations of blood antigens. This program is now

being accelerated and there is a need for a large number

of blood samples. That is the second reason that I am

here today.

You are being asked to donate a minute portion of

your blood -- only about 10 c.c. -- which will be sent

to the central collection agency for the rare blood

file. This sample of your blood will be analyzed for

its antigenic composition. If your blood should happen

to be one of the rarer types, your name will be placed

on file as a donor, should blood of your particular type

with its rare combination of antigens, ever be needed.

Because the Red Cross needs as many samples of blood

as it can get, I am asking each and every one of you to

take part in the program. However, let me assure you
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that we will take only a small portion of your blood.

Let me further assure you that your name will ggt_be

placed in the rare donor file until the Red Cross has

first obtained your written consent.

The blood samples are being collected in room 113

of this building. In just a minute, we will all go

to room 113 where a registered technologist will draw

a small sample of your blood.
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HEALTH INFORMATION INVENTORY Project Number C-1-3

Michigan State University

Phase Number C4-5

Subject Number C6-8

We are interested in your reactions to a number of ideas

and people in the field of health and medicine. Part I

of this inventory is concerned with your personal reactions

to some comments frequently expressed in discussions of

health and medicine. Part II calls for your personal eval-

uations of a number of people working in this field. We

are concerned, in Part II, with your judgments of these

people as reliable sources of information on a Specific

health or medical topic.

Part I

Instructiong

As you read each of the statements on the following pages,

you will find yourself agreeing strongly with some, dis-

agreeing just as strongly with others, and perhaps not

certain of your reaction to other statements. Beside each

statement is a short line. YOu are to place on that line

a number which indicates your personal feelings about that

statement . . ..whether you agree or disagree with the

statement, and how strongly you agree or disagree. The

numbers which you are to use to indicate your agreement

or disagreement with each statement are provided at the

top of each page.

Let's take an example:

Sleeping with the windows open is unhealthy.

Using the numbers at the top of the next page, if you agree

with this statement, you would place the number §_in the

blanks if you strongly agree, you would place the numberlg

in the blank. If you disagree with the statement, you would

place a l_in the blank; if you strongly disagree, you would

place the number Q_in the blank.

Whether or not you agree or disagree with a particular state-

ment, you can be sure that many other people feel the same pg.

ypg, Remember, we want your personal reaction to each of the

statements.

Please turn to the next page and begin.
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4 . . . I agree strongly with this statement.

3 . . . I gg£§§_with this statement.

2 . . . I don't know how I feel about this statement.

1 . . . I disagree with this statement.

0 . . . I strongly disagree with this statement.

1. Most people just don't like to face up to the

mental health problems facing our country today.

2. Many doctors are getting rich from hOSpitalization

insurance plans like Blue Cross.

3. The Red Cross blood program is a worthy undertaking.

4. The American Cancer Society is trying to scare

people into believing that lung cancer is caused

by cigarette smoking.

5. I would never donate my_blood to the Red Cross.

6. Heart disease is one of the most important medical

problems facing our nation today.

7. The Red Cross is always asking for blood.

8. The Red Cross blood donor program definitely

should have everybody's full support.

9. It's just common sense that smoking leads to lung

cancer.

10. Hospitalization and medical insurance plans are an

integral part of our national health program.

11. The mental health problems facing our doctors today

will someday be overcome by medical research.

12. The Red Cross blood donor program is saving many

lives in this country every year.

 



13.

14.

15.

16.

17.

18.

19.

20.

21.

22.

23.
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4 . . . I agree strongly with this statement.

3 . . . I gg£p§_with this statement.

2 . . . I don't know how I feel about this statement.

1 . . . I disagree with this statement.

0 . . . I strongly disagree with this statement.

Everyone should learn as much about our mental

health problems as he possibly can.

Everyone's life is in the hands of God -- therefore,

I can't support any blood donor program.

We know just about all there is to know about the

prevention and cure of childhood diseases.

Most of the Red Cross workers are highly skilled

people.

Everyone should have a chest eray at least once

each year.

It is essential that as many people as possible

donate their blood to the Red Cross.

Community Chest fund drives do much to further medi-

cal research in the United States.

The health of our nation's people would be greatly

improved if everyone had periodic physical check-ups.

The Red Cross'blood donor program is just a lot of

nonsense.

The money collected in the March of Dimes is largely

wasted in administrative costs.

Medical researchers never will find a real cure for

leukemia.



24.

25.
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4 . . . I agree strongly with this statement.

3 . . . I gg£§g_with this statement.

2 . . . I QQQLElkggg how I feel about this statement.

1 . . . I disagree with this statement.

0 . . . I strongly disagree with this statement.

The Red Cross never does anything for people who

really need help.

Every person should find out as much about the pre-

vention of heart disease as he possibly can.
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Part II

Instructions

At the top of each of the following pages you will find

a short description of a person whom you are to evaluate

as a source piDhealth and medical information. The Spe-

cific health or medical topic associated with each person

is also indicated. Please judge each person in terms of

his or her being a source of information on this particular

tbpic.

Below each description is a series of descriptive scales.

As you come to each scale, look at the words at each end

of it and decide which pf these words you feel best

describes the person you are judging. Let's take the

first scale as an example:

BEN CASEY, M.D.

Speaking on

Psychosomatic Medicine

uneducated : : :1 /: : : educated

Suppose you feel that BEN CASEY is educated rather than

uneducated. This means that you should place a checkmark

in one of the three Spaces between the word educated and

the box in the middle of the scale. You can Show hgg

educated you feel BEN CASEY is by pg! close you place your

mark to the word educated. The closer the mark, the more

educated you say you think BEN CASEY is.

If you feel that BEN CASEY is uneducated, rather than

educated, you Should place your mark in one of the three

Spaces between the word uneducated and the box in the

middle of the scale. Again, you can shOW'hgy_uneducated

you feel he is by hgy close you place your checkmark to

the word uneducated.

If you just can't decide which of the two words at the ends

of a scale best describes BEN CASEY, place your mark ip the

box in the middle of the scale.
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Remember . . . place a checkmark somewhere between each

pair of words on each page and be sure to make only gag

mark between each pair of words. Remember that you are

judging each person as a source of a particular message.

We're interested in your first impressions, 50 work as

rapidly as you can.



uneducated

extroverted

informed

subjective

experienced

dangerous

bold

closedminded

reserved

honest

untrained

colorful
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ASSISTANT PATHOLOGIST

Speaking on

Heart Disease_Research

D
D

 

 

E. W. Sparrow Hospital, Lansing

educated

introverted

uninformed

objective

inexperienced

safe

timid

openminded

frank

dishonest

trained

dull
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VOLUNTEER WORKER

Ingham County Red Cross Chapter

Speaking on

The Red Cross Blood Program

  

  

  

  

  

  

  

  

  

  

  

educated : : :/_77: : : uneducated

introverted : : :/f:7: : : extroverted

uninformed : : :/_j7: : : informed

objective : : 31::73 : : subjective

ineXperienced : : :/_f7: : : experienced

safe : : :Z::7: : : dangerous

timid : : :Z::7: : : bold

openminded : : :/—f7: : : closedminded

frank : : :/_—7: : : reserved

dishonest : : :/__7: : : honest

trained : : {1:Z7: : : untrained

dull : : :Zf:7: : : colorful
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ASSOCIATE PROFESSOR

University of Michigan Medical School

Speaking on

Smoking and Lung Cancer

  

  

  

  

  

  

  

  

  

  

  

educated : : :/_i7: 3 : uneducated

introverted : ° :/_I7: : : extroverted

uninformed : : :/—j7: 3 : informed

objective : : :[_—7: : : subjective

inexperienced : : :/_-7: : : experienced

safe : : :/_—7: : : dangerous

timid : : 31::7‘ : 3 bold

openminded : : :[_i7: : : closedminded

frank : : :/_i7: : : reserved

‘dishonest : : :/—i7: : : honest

trained : : :/-—7: : : untrained

dull : : :/_f7: : : colorful
  



YOUR FAMILY DOCTOR

Speaking on

Mental Health Problems
 

  

  

  

  

  

  

  

  

  

  

  

educated : : :/_I7: : - uneducated

introverted : : :/__7: : : extroverted

uninformed : : :/-j7: : : informed

objective : : :[__7:_fi : : subjective

inexperienced : : :/_I7: : : experienced

safe : : :/_7: : : dangerous

timid : : :G: : : bold

openminded : : ;/_I7: : : closedminded

frank : : :/_I7: : : reserved

dishonest : : :[—7: : : honest

trained : : :/—I7: : : untrained

dull : : :/__7: : : colorful
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PUBLIC RELATIONS COUNSEL

American National Red Cross, Washington, D. C.

Speaking on

The Red Cross Blood Program

 

 

 

 

 

  

 

 

 

  

 

uneducated : : :/_i7: : : educated

extroverted : : a/_f7: : : introverted

informed : : :A::7:___5___;____uninformed

subjective : : y/_:7g___a___t___ objective

experienced : : :/I:7: : : inexperienced

dangerous : : 31::7} : : safe

bold : : z/_j7: : : timid

closedminded : : :[_f7: : : openminded

reserved : : :/—_7: z : frank

honest : : :/__7:#v : : dishonest

untrained : : :/_—7: : : trained

colorful : : :/__7: : a dull
 



PRES IDENT

Oakland County Medical Association

Speaking on

Smoking and Lung Cancer
 

  

  

  

  

  

  

  

 

  

  

 

uneducated : : 3/—7: : : educated

extroverted ___; : :Z-f7: : : introverted

informed : : :A::7: : : uninformed

subjective : : :/—_7: : : objective

experienced : : :/_T7: : : inexperienced

dangerous : : :/::7: : : safe

bold : : :/__7: : : timid

closedminded : : :/_f7: : : openminded

reserved : : :/—_7: : : frank

honest : : :/__7: : : dishonest

untrained : : :E:__:_:_ trained

colorful : : :[:I7: : : dull
  



APPENDIX E

Posttest Instrument
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Project Number C1-3 STUDENT NUMBER
 

Phase Number C4-5 Subject Number C6-8

MSU Dept. of Communication

ARC BLOOD PROGRAM QUESTIONNAIRE

We are interested in (1) your reactions toward the Speaker

you have just heard and (2) your opinion of the Red Cross

Blood Donor Program. First, we would like you to evaluate

the Speaker . . .

I

On the following page is a series of rating Scales which you

are to use to evaluate the Speaker. Taking the first scale

-- educated - uneducated -— as an example, here is how to

use the scales:

If you feel that the Speaker is vepy well described by one

end of the scale, place your mark as follows:

educated X : : : : uneducated

or

educated : : : : : X uneducated

If you feel that the Speaker is quite well described by one

of the words at the end of the scale, place your mark nearer

the end of the scale as follows:

educated X uneducatedO
.

9
.

O
.

O
.

 

or

educated : : : X0
.

uneducated

If you feel that the Speaker is only slightly described by

one or the other end of the scale, place your mark as follows:

educated X uneducated0
.

O
.

or

educated : : : : X : : uneducated

If you feel that the Speaker is not 35 all described by one

or the other end of the scale, place your mark in the middle

of the scale.

Remember -~ place a mark somewhere on each scale and make only

one mark on a scale. We're interested in your first impres=

sions of the Speaker, so please work as rapidly as possible.
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2 i

Mr. Frederick Allen

VOLUNTEER WORKER

Ingham County Red Cross Chapter

 

 

 

 

 

 

 

 

 

 

 

educated : : : : : : uneducated

introverted : : : : : : extroverted

uninformed : : : : : : informed

objective : : : : : : subjective

ineXperienced : : : : : : eXperienced

safe : : : : : : dangerous

timid _:__:_:___:___:_:__ bold

openminded : : : : : : closedminded

frank : : : : : : reserved

dishonest : : : : : : honest

trained : : : : : : untrained

dull : : : : : : colorful

C _—

T _—

D

Total
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II

Now we are concerned with your opinion of the Red Cross

Blood Donor Program. We would like you to indicate your

agreement or disagreement, and the extent to which you

agree or disagree, with the statements which follow. For

example:

Most people could donate blood to the Red Cross

if they really wanted to.

agree strongly

agree

don't know

disagree

disagree strongly

If you agree strongly with the statement, place a mark

in the first blank; if you agree, but not very strongly,

place a mark in the second blank. The same procedure

applies if you disagree or disagree strongly with the

statement. If you don't know how you feel or are neutral

toward the statement, place a mark next to the "don't

know" reSponse.

Whether or not you agree with a statement, you can be sure

that others feel the same as you. Remember, we want your

personal reaction to each statement.

Here's the first statement . . .

l. The Red Cross blood program is a worthy undertaking.

agree strongly

agree

don't know

disagree

disagree strongly
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2. I would pgyg£_donate my_blood to the Red Cross.

agree strongly

agree

don't know

disagree

disagree strongly
 

3. The Red Cross is always asking for blood.

agree strongly

agree

don't know

disagree

disagree strongly

4. The Red Cross blood donor program definitely

should have everybody's full support.

(agree,strong1y

agree

don't know

disagree

disagree strongly
 

5. The Red Cross blood donor program is saving many

lives in this country every year.

agree strongly

agree

don't know

disagree

disagree strongly



6.

7.

8.

9.
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Everyone's life is in the hands of God -— there-

fore, I

Most of

people.

It

can't support any blood donor program.

agree strongly

agree

don't know

disagree

disagree strongly

the Red Cross workers are highly skilled

agree strongly

agree

don't know

disagree

disagree Strongly

is essential that as many people as possible

donate their blood to the Red Cross.

 

The Red

nonsense.of

agree strongly

agree

don't know

disagree

disagree strongly

Cross blood donor program is just a lot

agree strongly

agree

don't know

disagree

disagree strongly
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10. The Red Cross never does anything for people

who really need help.

agree strongly

agree

don't know

disagree

disagree strongly

III

In order that we may properly evaluate your reSponseS in

the preceding pages, we need some information about ygg.

Please answer the questions below as accurately as you

can. Your answers will be kept strictly confidential.

Your age:
 

Your sex (check one)

Male ( )

Female ( )

College class (check one)

Freshman

Sophomore

Junior

Senior

Graduate

Special

A
A
A
A
A
A

Your major:
 

Have you ever donated blood to the Red Cross? Yes __.No‘__

(check one)

Have you ever donated blood to any agency.

hOSpital or person (other than the Red

Cross)? Yes __ No __

(check one)
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Have any members of your family or any of

your close friends ever donated blood to

the Red Cross or to any other agency? Yes

No

Don't know

(check one)

Have you ever received blood from the

Red Cross? Yes ___No ___

(check one)

Have any members of your family or any

of your close friends ever received

blood from the Red Cross? Yes No

(check one)

How interested would you be in learning

more about the Red Cross and its Blood

Donor Program?

Very much interested

Somewhat interested

Somewhat uninterested

Very much uninterested

(check one)

Your name:
 

THANK YOU VERY MUCH FOR ASSISTING US IN THIS STUDY -- YOUR

OPINIONS ARE VERY IMPORTANT TO US.
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