
THE FUNCTIONAL APPROACH

TO THE STUDY OF ATTITUDES

BY DANIEL KATZ

At the psychological level the reasons for holding or for changing attitudes
are found in the functions they perform for the individual, specifically the
functions of adjustment, ego defense, value expression, and knowledge. The
conditions necessary to arouse or modify an attitude vary according to the
motivational basis of the attitude. Ego-defensive attitudes, for example, can
be aroused by threats, appeals to hatred and repressed impulses, and authori-
tarian suggestion, and can be changed by removal of threat, catharsis, and
self-insight. Expressive attitudes are aroused by cues associated with the
individual's values and by the need to reassert his self-image and can be
changed by showing the appropriateness of the new or modified beliefs to
the self-concept Brain washing is primarily directed at the value-expressive
function and operates by controlling all environmental supports of old values.
Changing attitudes may involve generalization of change to related areas of
belief and feeling. Minimal generalization seems to be the rule among
adults; for example, in politics voting for an opposition candidate does not
have much effect upon party identification.

The author is Professor of Psychology at the University of Michigan, former
president of the Society for the Psychological Study of Social Issues, and co-
editor of Research Methods in the Behavioral Sciences and Public Opinion
and Propaganda.

THE STUDY of opinion formation and attitude change is
basic to an understanding of the public opinion process even
though it should not be equated with this process. The
public opinion process is one phase of the influencing of

collective decisions, and its investigation involves knowledge of chan-
nels of communication, of the power structures of a society, of the
character of mass media, of the relation between elites, factions and
masses, of the role of formal and informal leaders, of the institutional-
ized access to officials. But the raw material out of which public
opinion develops is to be found in the attitudes of individuals, whether
they be followers or leaders and whether these attitudes be at the gen-
eral level of tendencies to conform to legitimate authority or majority
opinion or at the specific level of favoring or opposing the particular
aspects of the issue under consideration. The nature of the organiza-
tion of attitudes within the personality and the processes which ac-
count for attitude change are thus critical areas for the understanding
of the collective product known as public opinion.

EARLY APPROACHES TO THE STUDY OF ATTITUDE AND OPINION

There have been two main streams of thinking with respect to the
determination of man's attitudes. The one tradition assumes an irra-
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164 PUBLIC OPINION QUARTERLY

tional model of man: specifically it holds that men have very limited
powers of reason and reflection, weak capacity to discriminate, only
the most primitive self-insight, and very short memories. Whatever
mental capacities people do possess are easily overwhelmed by emo-
tional forces and appeals to self-interest and vanity. The early books
on the psychology of advertising, with their emphasis on the doctrine
of suggestion, exemplify this approach. One expression of this philos-
ophy is in the propagandist's concern with tricks and traps to manipu-
late the public. A modern form of it appears in The Hidden Per-
suaders, or the use of subliminal and marginal suggestion, or the
devices supposedly employed by "the Madison Avenue boys." Ex-
periments to support this line of thinking started with laboratory
demonstrations of the power of hypnotic suggestion and were soon
extended to show that people would change their attitudes in an
uncritical manner under the influence of the prestige of authority and
numbers. For example, individuals would accept or reject the same
idea depending upon whether it came from a positive or a negative
prestige source.1

The second approach is that of the ideologist who invokes a rational
model of man. It assumes that the human being has a cerebral cortex,
that he seeks understanding, that he consistently attempts to make
sense of the world about him, that he possesses discriminating and
reasoning powers which will assert themselves over time, and that he
is capable of self-criticism and self-insight. It relies heavily upon
getting adequate information to people. Our educational system is
based upon this rational model. The present emphasis upon the im-
provement of communication, upon developing more adequate chan-
nels of two-way communication, of conferences and institutes, upon
bringing people together to interchange ideas, are all indications of
the belief in the importance of intelligence and comprehension in the
formation and change of men's opinions.

Now either school of thought can point to evidence which supports
its assumptions, and can make fairly damaging criticisms of its op-
ponent. Solomon Asch and his colleagues, in attacking the irrational
model, have called attention to the biased character of the old experi-
ments on prestige suggestion which gave the subject little opportunity
to demonstrate critical thinking.2 And further exploration of subjects
in these stupid situations does indicate that they try to make sense of
a nonsensical matter as far as possible. Though the same statement is
presented by the experimenter to two groups, the first time as coming
from a positive source and the second time as coming from a negative

i Muzafer Sherif, The Psychology of Social Norms, New York, Harper, 1936.
* Solomon E. Asch, Sodai Psychology, New York, Prentice-Hall, 195s.
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source, it is given a different meaning dependent upon the context
in which it appears.8 Thus the experimental subject does his best to
give some rational meaning to the problem. On the other hand, a large
body of experimental work indicates that there are many limitations
in the rational approach in that people see their world in terms of their
own needs, remember what they want to remember, and interpret
information on the basis of wishful thinking. H. H. Hyman and P.
Sheatsley have demonstrated that these experimental results have di-
rect relevance to information campaigns directed at influencing public
opinion.* These authors assembled facts about such campaigns and
showed conclusively that increasing the flow of information to people
does not necessarily increase the knowledge absorbed or produce the
attitude changes desired.

The major difficulty with these conflicting approaches is their lack of
specification of the conditions under which men do act as the theory
would predict. For the facts are that people do act at times as if they
had been decorticated and at times with intelligence and compre-
hension. And people themselves do recognize that on occasion they
have behaved blindly, impulsively, and thoughtlessly. A second major
difficulty is that the rationality-irrationality dimension is not clearly.
defined. At the extremes it is easy to point to examples, as in the case
of the acceptance of stupid suggestions under emotional stress on the
one hand, or brilliant problem solving on the other; but this does not
provide adequate guidance for the many cases in the middle of the
scale where one attempts to discriminate between rationalization and
reason.

RECONCILIATION OF THE CONFLICT IN A

FUNCTIONAL APPROACH

The conflict between the rationality and irrationality models was
saved from becoming a worthless debate because of the experimenta-
tion and research suggested by these models. The findings of this
research pointed toward the elements of truth in each approach and
gave some indication of the conditions under which each model could
make fairly accurate predictions. In general the irrational approach
was at its best where the situation imposed heavy restrictions upon
search behavior and response alternatives. Where individuals must

»Ibid., pp. 426-427. The following statement was attributed to its rightful author,
John Adams, for some subjects and to Karl Marx for others: "those who hold and
those who are without property have ever formed distinct interests in society." When
the statement was attributed to Marx, thU type of comment appeared: "Marx is
stressing the need for a redistribution of wealth." When it was attributed to Adams,
this comment appeared: "This social division is innate in mankind."

• Herbert H. Hyman and Paul B. Sheatsley, "Some Reasons Why Information
Campaigns Fail," Public Opinion Quarterly, Vol. n , 1947, pp. 413-4x3.
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166 PUBLIC OPINION QUARTERLY

give quick responses without adequate opportunities to explore the
nature of the problem, where there are very few response alternatives
available to them, where their own deep emotional needs are aroused,
they will in general react much as does the unthinking subject under
hypnosis. On the other hand, where the individual can have more
adequate commerce with the relevant environmental setting, where he
has time to obtain more feedback from his reality testing, and where
he has a number of realistic choices, his behavior will reflect the use
of his rational faculties.8 The child will often respond to the directive
of the parent not by implicit obedience but by testing out whether or
not the parent really meant what he said.

Many of the papers in this issue, which describe research and theory
concerning consistency and consonance, represent one outcome of the
rationality model. The theory of psychological consonance, or cognitive
balance, assumes that man attempts to reduce discrepancies in his
beliefs, attitudes, and behavior by appropriate changes in these proc-
esses. While the emphasis here is upon consistency or logicality, the
theory deals with all dissonances, no matter how produced. Thus they
could result from irrational factors of distorted perception and wishful
thinking as well as from rational factors of realistic appraisal of a
problem and an accurate estimate of its consequences. Moreover, the
theory would predict only that the individual will move to reduce
dissonance, whether such movement is a good adjustment to the world
or leads to the delusional systems of the paranoiac. In a sense, then,
this theory would avoid the conflict between the old approaches of the
rational and the irrational man by not dealing with the specific ante-
cedent causes of behavior or with the particular ways in which the
individual solves his problems.

In addition to the present preoccupation with the development of
formal models concerned with cognitive balance and consonance,
there is a growing interest in a more comprehensive framework for
dealing with the complex variables and for bringing order within the
field. The thoughtful system of Ulf Himmelstrand, presented in the
following pages, is one such attempt. Another point of departure is
represented by two groups of workers who have organized their theories
around the functions which attitudes perform for the personality.
Sarnoff, Katz, and McClintock, in taking this functional approach, have
given primary attention to the motivational bases of attitudes and the

» William A. Scott points out that in the area of international relations the in-
completeness and remoteness of the information and the lack of pressures on the
individual to defend his views results in inconsistencies. Inconsistent elements with
respect to a system of international beliefs may, however, be consistent with the
larger system of the personality. "Rationality and Non-rationality of International
Attitudes," Journal of Conflict Resolution, Vol. s, 1958, pp. 9-16.
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THE FUNCTIONAL APPROACH 167
processes of attitude change.8 The basic assumption of this group is
that both attitude formation and attitude change must be understood
in terms of the needs they serve and that, as these motivational processes
differ, so too will the conditions and techniques for attitude change.
Smith, Bruner, and White have also analyzed the different functions
which attitudes perform for the personality.1 Both groups present es-
sentially the same functions, but Smith, Bruner, and White give more
attention to perceptual and cognitive processes and Sarnoff, Katz, and
McClintock to the specific conditions of attitude change.

The importance of the functional approach is threefold. (1) Many
previous studies of attitude change have dealt with factors which are
not genuine psychological variables, for example, the effect on group
prejudice of contact between two groups, or the exposure of a group
of subjects to a communication in the mass media. Now contact serves
different psychological functions for the individual and merely know-
ing that people have seen a movie or watched a television program
tells us nothing about the personal values engaged or not engaged by
such a presentation. If, however, we can gear our research to the func-
tions attitudes perform, we can develop some generalizations about
human behavior. Dealing with nonfunctional variables makes such
generalization difficult, if not impossible.

(a) By concerning ourselves with the different functions attitudes
can perform we can avoid the great error of oversimplification—the
error of attributing a single cause to given types of attitude. It was once
popular to ascribe radicalism in economic and political matters to the
psychopathology of the insecure and to attribute conservatism to the
rigidity of the mentally aged. At the present time it is common practice
to see in attitudes of group prejudice the repressed hostilities stem-
ming from childhood frustrations, though Hyman and Sheatsley have
pointed out that prejudiced attitudes can serve a normative function
of gaining acceptance in one's own group as readily as releasing un-
conscious hatred.8 In short, not only are there a number of motivational
forces to take into account in considering attitudes and behavior, but
the same attitude can have a different motivational basis in different
people.

(3) Finally, recognition of the complex motivational sources of be-
havior can help to remedy the neglect in general theories which lack

'Irving Sarnoff and Daniel Katz, "The Motivational Bases of Attitude Change,"
Journal of Abnormal and Social Psychology, Vol. 49, 1954, pp. ii5-i»4.

T M. Brewster Smith, Jerome S. Bruner, and Robert W. White, Opinions and
Personality, New York, Wiley, 1956.

» Herbert H. Hyman and Paul B. Sheatsley, "The Authoritarian Personality: A
Methodological Critique," in Richard Christie and Marie Jahoda, editors, Studies in
the Scope and Method of the Authoritarian Personality, Glencoe, 111., Free Press,
1954. PP- 5°-'«-
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specification of conditions under which given types of attitude will
change. Gestalt theory tells us, for example, that attitudes will change
to give better cognitive organization to the psychological field. This
theoretical generalization is suggestive, but to carry out significant
research we need some middle-level concepts to bridge the gap between
a high level of abstraction and particularistic or phenotypical events.
We need concepts that will point toward the types of motive and
methods of motive satisfaction which are operative in bringing about
cognitive reorganization.

Before we attempt a detailed analysis of the four major functions
which attitudes can serve, it is appropriate to consider the nature of
attitudes, their dimensions, and their relations to other psychological
structures and processes.

NATURE OF ATTITUDES: THEIR DIMENSIONS

Attitude is the predisposition of the individual to evaluate some
symbol or object or aspect of his world in a favorable or unfavorable
manner. Opinion is the verbal expression of an attitude, but attitudes
can also be expressed in nonverbal behavior. Attitudes include both
the affective, or feeling core of liking or disliking, and the cognitive,
or belief, elements which describe the object of the attitude, its char-
acteristics, and its relations to other objects. All attitudes thus include
beliefs, but not all beliefs are attitudes. When specific attitudes are
organized into a hierarchical structure, they comprise value systems.
Thus a person may not only hold specific attitudes against deficit
spending and unbalanced budgets but may also have a systematic
organization of such beliefs and attitudes in the form of a value system
of economic conservatism.

The dimensions of attitudes can be stated more precisely if the
above distinctions between beliefs and feelings and attitudes and
value systems are kept in mind. The intensity of an attitude refers to
the strength of the affective component In fact, rating scales and even
Thurstone scales deal primarily with the intensity of feeling of the
individual for or against some social object. The cognitive, or belief,
component suggests two additional dimensions, the specificity or gen-
erality of the attitude and the degree of differentiation of the beliefs.
Differentiation refers to the number of beliefs or cognitive items con-
tained in the attitude, and the general assumption is that the simpler
the attitude in cognitive structure the easier it is to change." For simple
structures there is no defense in depth, and once a single item of belief
has been changed the attitude will change. A rather different dimen-
sion of attitude is the number and strength of its linkages to a related

• David Krcch and Richard S. Crutchfield, Theory and Problems of Social Psy-
chology, New York, McGraw-Hill, 1948, pp. 160-163.
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THE FUNCTIONAL APPROACH 169
value system. If an attitude favoring budget balancing by the Federal
government is tied in strongly with a value system of economic con-
servatism, it will be more difficult to change than if it were a fairly
isolated attitude of the person. Finally, the relation of the value
system to the personality is a consideration of first importance. If an
attitude is tied to a value system which is closely related to, or which
consists of, the individual's conception of himself, then the appropriate
change procedures become more complex. The centrality of an atti-
tude refers to its role as part of a value system which is closely related
to the individual's self-concept.

An additional aspect of attitudes is not dearly described in most
theories, namely, their relation to action or overt behavior. Though
behavior related to the attitude has other determinants than the atti-
tude itself, it is also true that some attitudes in themselves have more
of what Cartwright calls an action structure than do others.10 Brewster
Smith refers to this dimension as policy orientation11 and Katz and
Stotland speak of it as the action component.11 For example, while
many people have attitudes of approval toward one or the other of
the two political parties, these attitudes will differ in their structure
with respect to relevant action. One man may be prepared to vote on
election day and will know where and when he should vote and will
go to the polls no matter what the weather or how great the incon-
venience. Another man will only vote if a party worker calls for him
in a car. Himmelstrand's work is concerned with all aspects of the
relationship between attitude and behavior, but he deals with the
action structure of the attitude itself by distinguishing between atti-
tudes where the affect is tied to verbal expression and attitudes where
the affect is tied to behavior concerned with more objective referents
of the attitude.18 In the first case an individual derives satisfaction
from talking about a problem; in the second case he derives satisfaction
from taking some form of concrete action. y

Attempts to change attitudes can be directed primarily at the belief^
component or at the feeling, or affective, component' Rosenberg
theorizes that an effective change in one component will result in
changes in the other component and presents experimental evidence
to confirm this hypothesis.1* For example, a political candidate will

10 Dorwin Cartwright, "Some Principles of Mass Persuasion," Human Relations,
Vol. 2, 1949, pp. 853-867.

11 M. Brewster Smith, "The Personal Setting of Public Opinions: A Study of
Attitudes toward Russia," Public Opinion Quarterly, Vol. 11, 1947, pp. 507-523.

" Daniel Katz and Ezra Stotland, "A Preliminary Statement to a Theory of
Attitude Structure and Change," in Sigmund Koch, editor. Psychology: A Study of
a Science, Vol. 3, New York, McGraw-Hill, 1959, pp. 423-475.

n See pages 224-850 of this issue of the Quarterly.
"See pages 319-34° °f this issue of the Quarterly.
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often attempt to win people by making them like him and dislike his
opponent, and thus communicate affect rather than ideas. If he is suc-
cessful, people will not only like him but entertain favorable beliefs
about him. Another candidate may deal primarily with ideas and hope
that, if he can change people's beliefs about an issue, their feelings
will also change.

FOUR FUNCTIONS WHICH ATTITUDES PERFORM

FOR THE INDIVIDUAL

The major functions which attitudes perform for the personality
can be grouped according to their motivational basis as follows:

1. The instrumental, adjustive, or utilitarian function upon which Jeremy
Bentham and the utilitarians constructed their model of man. A modern
expression of this approach can be found in behavioristic learning
theory.

2. The ego-defensive function in which the person protects himself from
acknowledging the basic truths about himself or the harsh realities in
his external world. Freudian psychology and neo-Freudian thinking
have been preoccupied with this type of motivation and its outcomes.

3. The value-expressive function in which the individual derives satisfac-
tions from expressing attitudes appropriate to his personal values and
to his concept of himself. This function is central to doctrines of ego
psychology which stress the importance of self-expression, self-develop
ment, and self-realization.

4. The knowledge function based upon the individual's need to give ade-
quate structure to his universe. The search for meaning, die need to
understand, the trend toward better organization of perceptions and
beliefs to provide clarity and consistency for the individual, are other
descriptions of this function. The development of principles about per-
ceptual and cognitive structure have been the contribution of Gestalt
psychology.

Stated simply, the functional approach is the attempt to understand
the reasons people hold the attitudes they do. The reasons, how-
ever, are at the level of psychological motivations and not of the acci-
dents of external events and circumstances. Unless we know the psy-
chological need which is met by the holding of an attitude we are in
a poor position to predict when and how it will change. Moreover, the
same attitude expressed toward a political candidate may not perform
the same function for all the people who express it. And while many
attitudes are predominantly in the service of a single type of motiva-
tional process, as described above, other attitudes may serve more than
one purpose for the individual. A fuller discussion of how attitudes
serve the above four functions is in order.

1. The adjustment function. Essentially this function is a recogni-
tion of the fact that people strive to maximize the rewards in their
external environment and to minimize the penalties. The child de-

D
ow

nloaded from
 https://academ

ic.oup.com
/poq/article-abstract/24/2/163/1884959 by Aalto U

niversity Library user on 04 August 2020



THE FUNCTIONAL APPROACH 171

velops favorable attitudes toward the objects in his world which are
associated with the satisfactions of his needs and unfavorable attitudes
toward objects which thwart him or punish him. Attitudes acquired
in the service of the adjustment function are either the means for reach-
ing the desired goal or avoiding the undesirable one, or are affective
associations based upon experiences in attaining motive satisfactions.18

The attitudes of the worker favoring a political party which will ad-
vance his economic lot are an example of the first type of utilitarian
attitude. The pleasant image one has of one's favorite food is an ex-
ample of the second type of utilitarian attitude.

In general, then, the dynamics of attitude formation with respect
to the adjustment function are dependent upon present or past per-
ceptions of the utility of the attitudinal object for the individual. The
clarity, consistency, and nearness of rewards and punishments, as they
relate to the individual's activities and goals, are important factors
in the acquisition of such attitudes. Both attitudes and habits are
formed toward specific objects, people, and symbols as they satisfy
specific needs. The closer these objects are to actual need satisfaction
and the more they are clearly perceived as relevant to need satisfaction,
the greater are the probabilities of positive attitude formation. These
principles of attitude formation are often observed in the breach rather
than the compliance. In industry, management frequently expects
to create favorable attitudes toward job performance through programs
for making the company more attractive to the worker, such as provid-
ing recreational facilities and fringe benefits. Such programs, however,
are much more likely to produce favorable attitudes toward the com-
pany as a desirable place to work than toward performance on the
job. The company benefits and advantages are applied across the board
to all employees and are not specifically relevant to increased effort
in task performance by the individual worker.

Consistency of reward and punishment also contributes to the
clarity of the instrumental object for goal attainment. If a political
party bestows recognition and favors on party workers in an unpre-
dictable and inconsistent fashion, it will destroy the favorable evalua-
tion of the importance of working hard for the party among those
whose motivation is of the utilitarian sort. But, curiously, while con-
sistency of reward needs to be observed, 100 per cent consistency is not
as effective as a pattern which is usually consistent but in which there
are some lapses. When animal or human subjects are invariably re-
warded for a correct performance, they do not retain their learned
responses as well as when the reward is sometimes skipped.18

is Katz and Stotland, opxit., pp. 454-445.
i« William O. Jenkins and Julian C. Stanley, "Partial Reinforcement: A Review

and Critique," Psychological Bulletin, Vol. 47, 1950, pp. 193-234.
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2. The ego-defensive function. People not only seek to make the
most of their external world and what it offers, but they also expend
a great deal of their energy on living with themselves. The mechanisms
by which the individual protects his ego from his own unacceptable
impulses and from the knowledge of threatening forces from without,
and the methods by which he reduces his anxieties created by such
problems, are known as mechanisms of ego defense. A more complete
account of their origin and nature will be found in Sarnoffs article
in this issue." They include the devices by which the individual avoids
facing either the inner reality of the kind of person he is, or the outer
reality of the dangers die world holds for him. They stem basically
from internal conflict with its resulting insecurities. In one sense the
mechanisms of defense are adaptive in temporarily removing the sharp
edges of conflict and in saving the individual from complete disaster.
In another sense they are not adaptive in that they handicap the in-
dividual in his social adjustments and in obtaining the maximum
satisfactions available to him from the world in which he lives. The
worker who persistently quarrels with his boss and with his fellow
workers, because he is acting out some of his own internal conflicts,
may in this manner relieve himself of some of the emotional tensions
which beset him. He is not, however, solving his problem of adjusting
to his work situation and thus may deprive himself of advancement
or even of steady employment

Defense mechanisms, Miller and Swanson point out, may be classi-
fied into two families on the basis of the more or less primitive nature
of the devices employed.18 The first family, more primitive in nature,
are more socially handicapping and consist of denial and complete
avoidance. The individual in such cases obliterates through withdrawal
and denial the realities which confront him. The exaggerated case of
such primitive mechanisms is the fantasy world of the paranoiac. The
second type of defense is less handicapping and makes for distortion
rather than denial. It includes rationalization, projection, and dis-
placement.

Many of our attitudes have the function of defending our self-image.
When we cannot admit to ourselves that we have deep feelings of
inferiority we may project those feelings onto some convenient minority
group and bolster our egos by attitudes of superiority toward this
underprivileged group. The formation of such defensive attitudes
differs in essential ways from the formation of attitudes which serve
the adjustment function. They proceed from within the person, and
the objects and situation to which they are attached are merely con-

1T See pp. 251-279.
ia Daniel R. Miller and Guy E. Swanson, Inner Conflict and Defense, New York,

Holt, i960, pp. 194-S88.
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venient outlets for their expression. Not all targets are equally satis-
factory for a given defense mechanism, but the point is that the atti-
tude is not created by the target but by the individual's emotional
conflicts. And when no convenient target exists the individual will
create one. Utilitarian attitudes, on the other hand, are formed with
specific reference to the nature of the attitudinal object. They are thus
appropriate to the nature of the social world to which they are geared.
The high school student who values high grades because he wants
to be admitted to a good college has a utilitarian attitude appropriate
to the situation to which it is related.

All people employ defense mechanisms, but they differ with respect
to the extent that they use them and some of their attitudes may be
more defensive in function than others. It follows that the techniques
and conditions for attitude change will not be the same for ego-
defensive as for utilitarian attitudes.

Moreover, though people are ordinarily unaware of their defense
mechanisms, especially at the time of employing them, they differ
with respect to the amount of insight they may show at some later
time about their use of defenses. In some cases they recognize that
they have been protecting their egos without knowing the reason why.
In other cases they may not even be aware of the devices they have been
using to delude themselves.

j . The value-expressive junction. While many attitudes have the
function of preventing the individual from revealing to himself and
others his true nature, other attitudes have the function of giving
positive expression to his central values and to the type of person he
conceives himself to be. A man may consider himself to be an enlight-
ened conservative or an internationalist or a liberal, and will hold
attitudes which are the appropriate indication of his central values.
Thus we need to take account of the fact that not all behavior has
the negative function of reducing the tensions of biological drives or
of internal conflicts. Satisfactions also accrue to the person from the
expression of attitudes which reflect his cherished beliefs and his
self-image. The reward to the person in these instances is not so much
a matter of gaining social recognition or monetary rewards as of estab-
lishing his self-identity and confirming his notion of the sort of person
he sees himself to be. The gratifications obtained from value expression
may go beyond the confirmation of self-identity. Just as we find satis-
faction in the exercise of our talents and abilities, so we find reward
in the expression of any attributes associated with our egos.

Value-expressive attitudes not only give clarity to the self-image but
also mold that self-image closer to the heart's desire. The teenager who
by dress and speech establishes his identity as similar to his own peer
group may appear to the outsider a weakling and a craven conformer.
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To himself he is asserting his independence of the adult world to which
he has rendered childlike subservience and conformity all his life.
Very early in the development of the personality the need for clarity
of self-image is important—the need to know "who I am." Later it
may be even more important to know that in some measure I am the
type of person I want to be. Even as adults, however, the clarity and
stability of the self-image is of primary significance. Just as the kind,
considerate person will cover over his acts of selfishness, so too will
the ruthless individualist become confused and embarrassed by his acts
of sympathetic compassion. One reason it is difficult to change the
character of the adult is that he is not comfortable with the new "me."
Group support for such personality change is almost a necessity, as in
Alcoholics Anonymous, so that the individual is aware of approval
of his new self by people who are like him.

The socialization process during the formative years sets the basic
outlines for the individual's self-concept. Parents constantly hold up
before the child the model of the good character they want him to be.
A good boy eats his spinach, does not hit girls, etc The candy and the
stick are less in evidence in training the child than the constant appeal
to his notion of his own character. It is small wonder, then, that chil-
dren reflect the acceptance of this model by inquiring about the char-
acters of the actors in every drama, whether it be a television play, a
political contest, or a war, wanting to know who are the "good guys"
and who are the "bad guys." Even as adults we persist in labeling others
in the terms of such character images. Joe McCarthy and his cause
collapsed in fantastic fashion when the telecast of the Army hearings
showed him in the role of the villain attacking the gentle, good man
represented by Joseph Welch.

A related but somewhat different process from childhood socializa-
tion takes place when individuals enter a new group or organization.
The individual will often take over and internalize the values of the
group. What accounts, however, for the fact that sometimes this occurs
and sometimes it does not? Four factors are probably operative, and
some combination of them may be necessary for internalization. (1)
The values of the new group may be highly consistent with existing
values central to the personality. The girl who enters the nursing pro-
fession finds it congenial to consider herself a good nurse because of
previous values of the importance of contributing to the welfare of
others. (2) The new group may in its ideology have a clear model of
what the good group member should be like and may persistently
indoctrinate group members in these terms. One of the reasons for
the code of conduct for members of the armed forces, devised after
the revelations about the conduct of American prisoners in the Korean
War, was to attempt to establish a model for what a good soldier does

D
ow

nloaded from
 https://academ

ic.oup.com
/poq/article-abstract/24/2/163/1884959 by Aalto U

niversity Library user on 04 August 2020



THE FUNCTIONAL APPROACH 175
and does not do. (3) The activities of the group in moving toward its
goal permit the individual genuine opportunity for participation. To
become ego-involved so that he can internalize group values, the new
member must find one of two conditions. The group activity open to
him must tap his talents and abilities so that his chance to show what
he is worth can be tied into the group effort. Or else the activities of
the group must give him an active voice in group decisions. His par-
ticular talents and abilities may not be tapped but he does have the
opportunity to enter into group decisions, and thus his need for self-
determination is satisfied. He then identifies with the group in which
such opportunities for ego-involvement are available. It is not neces-
sary that opportunities for self-expression and self-determination be
of great magnitude in an objective sense, so long as they are important
for the psychological economy of the individuals themselves. (4)
Finally, the individual may come to see himself as a group member
if he can share in the rewards of group activity which includes his own
efforts. The worker may not play much of a part in building a ship or
make any decisions in the process of building it. Nevertheless, if he and
his fellow workers are given a share in every boat they build and a
return on the proceeds from the earnings of the ship, they may soon
come to identify with the shipbuilding company and see themselves
as builders of ships.

4. The knowledge function. Individuals not only acquire beliefs in
the interest of satisfying various specific needs, they also seek knowl-
edge to give meaning to what would otherwise be an unorganized
chaotic universe. People need standards or frames of reference for un-
derstanding their world, and attitudes help to supply such standards.
The problem of understanding, as John Dewey made clear years ago,
is one "of introducing (1) definiteness and distinction and (2) consist-
ency and stability of meaning into what is otherwise vague and waver-
ing."18 The definiteness and stability are provided in good measure
by the norms of our culture, which give the otherwise perplexed in-
dividual ready-made attitudes for comprehending his universe. Walter
Lippmann's classical contribution to the study of opinions and atti-
tudes was his description of stereotypes and the way they provided
order and clarity for a bewildering set of complexities.20 The most
interesting finding in Herzog's familiar study of the gratifications ob-
tained by housewives in listening to daytime serials was the unsuspected
role of information and advice.21 The stories were liked "because they
explained things to the inarticulate listener."

"John Dewey, How We Think, New York, Macmillan, igio.
»° Walter Lippmann, Public Opinion, New York, Macmillan, 192a.
n Herta Herzog, "What Do We Really Know about Daytime Serial Listeners?"

in Paul F. Lazarsfeld and Frank N. Stanton, editors, Radio Research
New York, Duell, Sloan & Pearce, 1944, pp. 3-33.
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The need to know does not of course imply that people are driven
by a thirst for universal knowledge. The American public's appalling
lack of political information has been documented many times. In
1956, for example, only 13 per cent of the people in Detroit could cor-
rectly name the two United States Senators from the state of Michigan
and only 18 per cent knew the name of their own Congressman."
People are not avid seekers after knowledge as judged by what the
educator or social reformer would desire. But they do want to under-
stand the events which impinge directly on their own life. Moreover,
many of the attitudes they have already acquired give them sufficient
basis for interpreting much of what they perceive to be important for
them. Our already existing stereotypes, in Lippmann's language, "are
an ordered, more or less consistent picture of the world, to which our
habits, our tastes, our capacities, our comforts and our hopes have
adjusted themselves. They may not be a complete picture of the world,
but they are a picture of a possible world to which we are adapted."28

It follows that new information will not modify old attitudes unless
there is some inadequacy or incompleteness or inconsistency in the
existing attitudinal structure as it relates to the perceptions of new
situations.

The articles in this issue by Cohen, Rosenberg, Osgood, and Zajonc
discuss the process of attitude change with respect to inconsistencies
and discrepancies in cognitive structure.

DETERMINANTS OF ATTITUDE AROUSAL AND

ATTITUDE CHANGE

The problems of attitude arousal and of attitude change are separate
problems. The first has to do with the fact that the individual has many
predispositions to act and many influences playing upon him. Hence
we need a more precise description of the appropriate conditions which
will evoke a given attitude. The second problem is that of specifying
the factors which will help to predict the modification of different
types of attitude.

The most general statement that can be made concerning attitude
arousal is that it is dependent upon the excitation of some need in the
individual, or some relevant cue in the environment. When a man
grows hungry, he talks of food. Even when not hungry he may express
favorable attitudes toward a preferred food if an external stimulus cues
him. The ego-defensive person who hates foreigners will express such
attitudes under conditions of increased anxiety or threat or when a
foreigner is perceived to be getting out of place.

's From a study o£ the impact of party organization on political behavior in the
Detroit area, by Daniel Katz and Samuel Eldersveld, in manuscript

" Lippmann, opxit., p. 95.
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The most general statement that can be made about the conditions^

conducive to attitude change is that the expression of the old attitude ]
or its anticipated expression no longer gives satisfaction to its related/
need state. In other words, it no longer serves its function and the
individual feels blocked or frustrated. Modifying an old attitude
or replacing it with a new one is a process of learning, and learning
always starts with a problem, or being thwarted in coping with a
situation. Being blocked is a necessary, but not a sufficient, condition
for attitude change. Other factors must be operative and will vary in
effectiveness depending upon the function involved.

AROUSING AND CHANGING UTILITARIAN ATTITUDES

Political parties have both the problem of converting people with
antagonistic attitudes (attitude change) and the problem of mobilizing
the support of their own followers (attitude arousal). To accomplish
the latter they attempt to revive the needs basic to old attitudes. For
example, the Democrats still utilize the appeals of the New Deal and
the Republicans still talk of the balanced budget. The assumption is
that many people still hold attitudes acquired in earlier circumstances
and that appropriate communication can reinstate the old needs. For
most people, however, utilitarian needs are reinforced by experience
and not by verbal appeals. Hence invoking the symbols of the New
Deal will be relatively ineffective with respect to adjustive attitudes
unless there are corresponding experiences with unemployment, de-
creased income, etc Though the need state may not be under the
control of the propagandist, he can exaggerate or minimize its im-
portance. In addition to playing upon states of need, the propagandist
can make perceptible the old cues associated with the attitude he is
trying to elicit. These cues may have associated with them favorable
affect, or feeling, though the related needs are inactive. For example,
the fighters for old causes can be paraded across the political platform
in an attempt to arouse the attitudes of the past.

The two basic conditions, then, for the arousal of existing attitudes
are the activation of their relevant need states and the perception of
the appropriate cues associated with the content of the attitude.

To change attitudes which serve a utilitarian function, one of two
conditions must prevail: (1) the attitude and the activities related to
it no longer provide the satisfactions they once did, or (2) the in-
dividual's level of aspiration has been raised. The Chevrolet owner
who had positive attitudes toward his old car may now want a more
expensive car commensurate with his new status.

Attitudes toward political parties and voting behavior are often
difficult to change if there is no widespread dissatisfaction with eco-
nomic conditions and international relations. Currently, however, the
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polls show that even Republicans in the age group over sixty are
worried about increased costs of medical care and the general in-
adequacy of retirement incomes. Thus many old people may change
their political allegiance, if it becomes clear that the Democratic Party
can furnish a program to take care of their needs.

Again the mass media play a role secondary to direct experience in
changing attitudes directly related to economic matters. Once dis-
satisfaction exists, they can exert a potent influence in suggesting new
ways of solving the problem. In the field of international affairs, mass
media have a more primary role because in times of peace most people
have no direct experience with other countries or their peoples. The
threat of war comes from what they read, hear, or see in the mass
media.

The area of freedom for changing utilitarian attitudes is of course
much greater in dealing with methods of satisfying needs than with
needs themselves. Needs change more slowly than the means for gratify-
ing them, even though one role of the advertiser is to create new needs.
Change in attitudes occurs more readily when people perceive that
they can accomplish their objectives through revising existing attitudes.
Integration of white and Negro personnel in the armed forces came
to pass partly because political leaders and military leaders perceived
that such a move would strengthen our fighting forces. And one of the
powerful arguments for changing our attitudes toward Negroes is that
in the struggle for world democracy we need to put our own house in
order to present a more convincing picture of our own society to other
countries. Carlson has experimentally demonstrated that discriminatory
attitudes toward minority groups can be altered by showing the rele-
vance of more positive beliefs to such individual goals and values as
American international prestige and democratic equalitarianism."

Just as attitudes formed in the interests of adjustment can be nega-
tive evaluations of objects associated with avoidance of the harmful
effects of the environment, so too can attitudes change because of
unpleasant experiences or anticipation of harmful consequences. The
more remote the cause of one's suffering the more likely he is to seize
upon a readily identifiable target for his negative evaluation. Public
officials, as highly visible objects, can easily be associated with states
of dissatisfaction. Thus there is truth in the old observation that people
vote more against the candidates they dislike than for the candidates
they like. In the 1958 elections, in a period of mild recession, unem-
ployment, and general uneasiness about atomic weapons, the incum-
bent governors (the more visible targets), whether Republican or
Democratic fared less well than the incumbent legislators.

2* Earl R. Carlson, "Attitude Change through Modification of Attitude Structure,"
Journal of Abnormal and Social Psychology, Vol. 5s, 1956, pp. 556-261.
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The use of negative sanctions and of punishment to change utili-

tarian attitudes is more complex than the use of rewards. To be suc-
cessful in changing attitudes and behavior, punishment should be used
only when there is dearly available a course of action that will save the
individual from the undesirable consequences. To arouse fear among
the enemy in time of war does not necessarily result in desertion, sur-
render, or a disruption of the enemy war effort. Such channels of action
may not be available to the people whose fears are aroused. The ex-
periment of Janis and Feshback in using fear appeals to coerce children
into good habits of dental hygiene had the interesting outcome of a
negative relationship between the amount of fear and the degree of
change. Lurid pictures of the gangrene jaws of old people who had
not observed good dental habits were not effective." Moreover, the
group exposed to the strongest fear appeal was the most susceptible
to counterpropaganda. One factor which helps to account for the re-
sults of this investigation was the lack of a clear-cut relation in the
minds of the children between failure to brush their teeth in the pre-
scribed manner and the pictures of the gangrene jaws of the aged.

The necessity of coupling fear appeals with clear channels of action
is illustrated by a study of Nunnally and Bobren.26 These investigators
manipulated three variables in communications about mental health,
namely, the relative amount of message anxiety, the degree to which
messages gave apparent solutions, and the relative personal or im-
personal phrasing of the message. The high-anxiety message described
electric shock treatment of the psychotic in distressing detail. People
showed the least willingness to receive communications that were high
in anxiety, personalized, and offered no solutions. When solutions were
offered in the communication, there was more willingness to accept the
high-anxiety message.

The use of punishment and arousal of fear depend for their effective-
ness upon the presence of well-defined paths for avoiding the punish-
ment, i.e. negative sanctions are successful in redirecting rather than
suppressing behavior. When there is no dearly perceptible relation
between the punishment and the desired behavior, people may con-
tinue to behave as they did before, only now they have negative atti-
tudes toward the persons and objects assoriated with the negative
sanctions. There is, however, another possibility, if the punishment
is severe or if the individual is unusually sensitive. He may develop a
defensive avoidance of the whole situation. His behavior, then, is not
directed at solving the problem but at escaping from the situation,

so Irving L. Janis and Seymour Feshback, "Effects of Fear-arousing Communica-
tions," Journal of Abnormal and Social Psychology, Vol. 48, 1953, pp. 78-9S.

" J u m C. Nunnally and Howard M. Bobren, "Variables Governing the Willing-
ness to Receive Communications in Mental Health," Journal of Personality, Vol. 27,
'959- PP- S8-46.
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even if such escape has to be negotiated by absorbing extra punishment.
The attitudes under discussion are those based upon the adjustive or
utilitarian function, but if the individual is traumatized by a fearful
experience he will shift from instrumental learning to defensive
reactions.

AROUSAL AND CHANCE OF EGO-DEFENSIVE ATTITUDES

Attitudes which help to protect the individual from internally in-
duced anxieties or from facing up to external dangers are readily
elicited by any form of threat to the ego. The threat may be external,
as in the case of a highly competitive situation, or a failure experience,
or a derogatory remark. It is the stock in trade of demagogues to ex-
aggerate the dangers confronting the people, for instance, Joe Mc-
Carthy's tactics with respect to Communists in the State Department.
Many people have existing attitudes of withdrawal or of aggression
toward deviants or out-groups based upon their ego-defensive needs.
When threatened, these attitudes come into play, and defensive people
either avoid the unpleasant situation entirely, as is common in the
desegregation controversy, or exhibit hostility.

Another condition for eliciting the ego-defensive attitude is the
encouragement given to its expression by some form of social support.
The agitator may appeal to repressed hatred by providing moral justi-
fication for its expression. A mob leader before an audience with emo-
tionally held attitudes toward Negroes may call out these attitudes in
the most violent form by invoking the good of the community or the
honor of white womanhood.

A third condition for the arousal of ego-defensive attitudes is the
appeal to authority. The insecurity of the defensive person makes him
particularly susceptible to authoritarian suggestion. When this type
of authoritarian command is in the direction already indicated by his
attitudes of antipathy toward other people, he responds quickly and
joyously. It is no accident that movements of hate and aggression such
as the Ku Klux Klan or the Nazi Party are authoritarian in their
organized structure. Wagman, in an experimental investigation of the
uses of authoritarian suggestion, found that students high in ego-
defensiveness as measured by the F-scale were much more responsive
to directives from military leaders than were less defensive students."
In fact, the subjects low in defensiveness were not affected at all by
authoritarian suggestion when this influence ran counter to their own
attitudes. The subjects high in F-scores could be moved in either

" Morton Wagman, "Attitude Change and the Authoritarian Personality," Journal
of Psychology, Vol. 40, 1955, pp. 3-24. The F-scale is a measure of authoritarianism
comprising itemj indicative of both defensiveness and ideology.
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direction, although they moved more readily in the direction of their
own beliefs.

A fourth condition for defensive arousal is the building up over
time of inhibited drives in the individual, for example, repressed sex
impulses. As the drive strength of forbidden impulses increases, anxiety
mounts and release from tension is found in the expression of de-
fensive attitudes. The deprivations of prison life, for example, build
up tensions which can find expression in riots against the hated prison
officials.

In other words, the drive strength for defensive reactions can be
increased by situation frustration. Though the basic source is the
long-standing internal conflict of the person, he can encounter addi-
tional frustration in immediate circumstances. Berkowitz has shown
that anti-Semitic girls were more likely than less prejudiced girls to dis-
play aggression toward an innocent bystander when angered by a third
person.28 In a subsequent experiment, Berkowitz and Holmes created
dislike by one group of subjects for their partners by giving them
electric shocks which they thought were administered by their part-
ners." In a second session, subjects worked alone and were threatened
by the experimenter. In a third session they were brought together
with their partners for a cooperative task of problem solving. Aggres-
sion and hostility were displayed by subjects toward one another in
the third session as a result of the frustration produced by the experi-
menter, and were directed more against the disliked partner than
toward an innocuous partner.

Studies outside the laboratory have confirmed the principle that,
where negative attitudes exist, frustration in areas unrelated to the
attitude will increase the strength of the prejudice. Bettelheim and
Janowitz found that war veterans who had suffered downward mo-
bility were more anti-Semitic than other war veterans.80 In a secondary
analysis of the data from the Elmira study, Greenblum and Pearlin
report that the socially mobile people, whether upward or downward
mobile, were more prejudiced against Jews and Negroes than were
stationary people, provided that the socially mobile were insecure about
their new status.81 Though it is clear in these studies that the situation

a» Leonard Berkowitz, "Anti-Semitism and the Displacement of Aggression," Journal
of Abnormal and Social Psychology, Vol. 59, 1959, pp. 18S-188.

*» Leonard Berkowitz and Douglas S. Holmes, "The Generalization of Hostility to
Disliked Objects," Journal of Personality, Vol. 27, 1959, pp. 565-577.

so Bruno Bettelheim and Morris Janowitz, Dynamics of Prejudice, New York,
Harper, 1950.

«i Joseph Greenblum and Leonard I. Pearlin, "Vertical Mobility and Prejudice,"
in Reinhard Bendix and Seymour M. Lipset, editors, Class, Status and Power,
Glencoe, 111., Free Press, 1953.
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frustration strengthens a negative attitude, it is not clear as to the
origin of the negative attitude.

Most research on ego-defensive attitudes has been directed at beliefs
concerning the undesirable character of minority groups or of deviants,
with accompanying feelings of distrust, contempt, and hatred. Many
ego-defensive attitudes, however, are not the projection of repressed
aggression but are expressions of apathy or withdrawal. The individual
protects himself from a difficult or demanding world and salvages his
self-respect by retreating within his own shell. His attitudes toward
political matters are anomic: "It does not make any difference to
people like me which party is in power" or "There is no point in
voting because I can't influence the outcome." Threat to people of
this type takes the form of a complexity with which they cannot cope.
Thus, they daydream when the lecturer talks about economic theories
of inflation or the public official talks about disarmament proposals.

The usual procedures for changing attitudes and behavior have
little positive effect upon attitudes geared into our ego defenses. In fact
they may have a boomerang effect of making the individual cling more
tenaciously to his emotionally held beliefs. In the category of usual
procedures should be included increasing the flow of information,
promising and bestowing rewards, and invoking penalties. As has al-
ready been indicated, punishment is threatening to the ego-defensive
person and the increase of threat is the very condition which will feed
ego-defensive behavior. The eneuretic youngster with emotional prob-
lems is rarely cured by punishment. Teachers and coaches know that
there are some children who respond to censure and punishment by
persevering in the forbidden behavior. But what is not as well recog-
nized is that reward is also not effective in modifying the actions of the
ego-defensive person. His attitudes are an expression of his inner con-
flicts and are not susceptible to external rewards. The shopkeeper who
will not serve Negroes because they are a well-fixated target for his
aggressions will risk the loss of income incurred by his discriminatory
reactions.

Three basic factors, however, can help change ego-defensive
attitudes. In the first place, the removal of threat is a necessary though
not a sufficient condition. The permissive and even supportive atmos-
phere which the therapist attempts to create for his patients is a special
instance of the removal of threat. Where the ego-defensive behavior
of the delinquent is supported by his group, the social worker must
gain a measure of group acceptance so as not to be perceived as a threat
by the individual gang members. An objective, matter-of-fact approach
can serve to remove threat, especially in situations where people are
accustomed to emotional appeals. Humor can also be used to establish
a nonthreatening atmosphere, but it should not be directed against
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the audience or even against the problem. Cooper and Jahoda at-
tempted to change prejudiced attitudes by ridicule, in the form of
cartoons which made Mr. Biggott seem silly, especially when he rejected
a blood transfusion which did not come from 100 per cent Americans.32

Instead of changing their attitudes, the subjects in this experiment
found ways of evading the meaning of the cartoons.

In the second place, catharsis or the ventilation of feelings can help
to set the stage for attitude change. Mention has already been made
of the building up of tension owing to the lack of discharge of in-
hibited impulses. When emotional tension is at a high level the indi-
vidual will respond defensively and resist attempts to change him.
Hence, providing him with opportunities to blow off steam may often
be necessary before attempting a serious discussion of new possibilities
of behavior. Again, humor can serve this purpose.

There are many practical problems in the use of catharsis, however,
because of its complex relationship to other variables. In his review of
the experimental work on the expression of hostility Berkowitz reports
more findings supporting than contradicting the catharsis hypothesis,
but there is no clear agreement about the mechanisms involved.88

Under certain circumstances permitting emotional outbursts can act
as a reward. In a gripe session to allow individuals to express their
complaints, group members can reinforce one another's negative atti-
tudes. Unless there are positive forces in the situation which lead to
a serious consideration of the problem, the gripe session may have
boomerang effects. The technique often employed is to keep the group
in session long enough for the malcontents to get talked out so that
more sober voices can be heard. Catharsis may function at two levels.
It can operate to release or drain off energy of the moment, as in the
above description. It can also serve to bring to the surface something
of the nature of the conflict affecting the individual. So long as his
impulses are repressed and carefully disguised, the individual has little
chance of gaining even rudimentary insight into himself.

In the third place, ego-defensive behavior can be altered as the
individual acquires insight into his own mechanisms of defense. In-
formation about the nature of the problem in the external world will
not affect him. Information about his own functioning may have an
influence, if presented without threat, and if the defenses do not go
too deep into the personality. In other words, only prolonged therapy
can help the psychologically sick person. Many normal people, how-

«* Eunice Cooper and Marie Jahoda, "The Evasion of Propaganda: How Prejudiced
People Respond to Anti-prejudice Propaganda," Journal of Psychology, Vol. s j , 1947,
PP- «5-»5-

>* Leonard Berkowitz, "The Expression and Reduction of Hostility," Psychological
Bulletin, Vol. 55, 1958, pp. 857-883.

D
ow

nloaded from
 https://academ

ic.oup.com
/poq/article-abstract/24/2/163/1884959 by Aalto U

niversity Library user on 04 August 2020



184 PUBLIC OPINION QUARTERLY

ever, employ ego defenses about which they have some degree of
awareness, though generally not at the time of the expression of such
defenses. The frustrations of a tough day at work may result in an
authoritarian father displacing his aggression that night on his family
in yelling at his wife, or striking his youngsters. Afterward he may
recognize the cause of his behavior. Not all defensive behavior, then, is
so deep rooted in the personality as to be inaccessible to awareness
and insight. Therefore, procedures for arousing self-insight can be
utilized to change behavior, even in mass communications.

One technique is to show people the psychodynamics of attitudes,
especially as they appear in the behavior of others. Allport's widely used
pamphlet on the A B C's of Scapegoating is based upon the technique.8*
Katz, Sarnoff, and McClintock have conducted experimental investi-
gations of the effects of insightful materials upon the reduction of
prejudice." In their procedure the psychodynamics of prejudice was
presented in the case history of a subject sufficiently similar to the
subjects as to appear as a sympathetic character. Two findings appeared
in these investigations: (1) Subjects who were very high in defensive-
ness were not affected by the insight materials, but subjects of low or
moderate defensiveness were significantly affected. (2) The changes in
attitude produced by the arousal of self-insight persisted for a longer
period of time than changes induced by information or conformity
pressures. In a further experiment Stotland, Katz, and Patchen found
that involving subjects in the task of understanding the dynamics of
prejudice helped arouse self-insight and reduce prejudice." McClin-
tock compared an ethnocentric appeal, an information message, and
self-insight materials, with similar results." There was differential
acceptance of these influences according to the personality pattern of
the subject. McClintock also found a difference in F-scale items in
predicting attitude change, with the projectivity items showing a dif-
ferent pattern from the conformity items.

Of practical concern are four general areas in which insufficient
attention has been paid to the ego-defensive basis of attitudes with
respect to the role of communication in inducing social change:

" Gordon W. Allport, The Nature of Prejudice, Cambridge, Mass., Addison-Wes-
ley. 1954-

™ Daniel KaU, Irving Sarnoff, and Charles McClintock, "Ego Defense and Attitude
Change," Human Relations, Vol. 9, 1956, pp. 87-46. Also their "The Measurement of
Ego Defense as Related to Attitude Change," Journal of Personality, Vol. 45, 1957,
pp. 465-474.

•• Erra Stotland, Daniel Katz, and Martin Patchen, "The Reduction of Prejudice
through the Arousal of Self-insight," Journal of Personality, Vol. fj, 1959, pp.
5°7-53i-

3 1 Charles McClintock, "Personality Syndromes and Attitude Change," Journal of
Personality, Vol. s6, 1958, pp. 479-593-
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i. Prejudices toward foreigners, toward racial and religious out-

groups, and toward international affairs often fall into this category.
The thesis of the authors of The Authoritarian Personality that the
defenses of repression and projectivity are correlated with racial preju-
dice has seen more confirmation than disproof in spite of the fact that
not all racial prejudice is ego-defensive in nature. In a review of studies
involving the California F-scale, Titus and Hollander report investi-
gations where positive correlations were obtained between high scores
on authoritarianism and prejudice and xenophobia.88

Of course not all the variance in social prejudice can be accounted for
by ego-defensiveness. Pettigrew has shown that a sample of Southern
respondents was almost identical with a sample of Northern respond-
ents on the F-scale measure of authoritarianism, but the Southern
sample was much more negative toward Negroes with respect to em-
ployment, housing, and voting.89

Relations have also been found between authoritarianism and atti-
tudes toward nationalism and internationalism. Levinson constructed
a scale to give an index of internationalism which included such items
as opinions about immigration policy, armaments, the get-tough with
Russia policy, cooperation with Red China, our role in the UN, etc
This measure of internationalism correlated .60 with the F-scale.40

A study by Lane in 1952 showed that a larger proportion of authori-
tarians than of equalitarians were against working toward a peaceful
settlement of the Korean issue. The authoritarians either favored the
bombing of China and Manchuria or else were for complete with-
drawal.11 And Smith and Rosen found such consistent negative rela-
tions between world-mindedness and the dimension of authoritarianism
that they suggested in the interest of parsimony the two be considered
as slightly different aspects of the same basic personality structure.48

s. A related area of attitudes consists of opinions toward deviant
types of personalities, e.g. delinquents, the mentally ill, Beatniks, and
other nonconformers. The problem of the rehabilitation of the ex-
convict or the discharged mental patient is sometimes impeded by the

as H. Edwin Titus and E. P. Hollander, "The California F-Scale in Psychological
Research: 1950-1955," Psychological Bulletin, Vol. 54, 1957, pp. 47-64.

80 Thomas F. Pettigrew, "Personality and Sodo-cultural Factors in Intergroup
Attitudes: A Cross-national Comparison," Journal of Conflict Resolution, Vol. 2,
1958, pp- J9-4S-

«o Daniel J. Levinson, "Authoritarian Personality and Foreign Personality," Journal
of Conflict Resolution, Vol. 1, 1957, pp. 37-47.

*i Robert E. Lane, "Political Personality and Electoral Choice," American Political
Science Review, Vol. 49, 1955, pp. 173-190.

** Howard P. Smith and Ellen W. Rosen, "Some Psychological Correlates of
Worldmindedness and Authoritarianism," Journal of Personality, Vol. *6, 1958,
pp. 170-183.
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emotional attitudes of the public toward individuals with a record of
institutionalization.

3. Attitudes toward public health measures, whether the fluoridation
of the water supply of a community, the utilization of X-ray examina-
tions for the prevention of disease, or the availability of information
about birth control, often have their roots in unacknowledged anxieties
and fears. Davis, for example, believes that opposition to fluoridation
is not so much a matter of ignorance of the specific problem as it is
a function of a deeper attitudinal syndrome of naturalism.1" Govern-
mental interference with natural processes is regarded as the source of
many evils, and this general ideology is tinged with suspicion and dis-
trust suggestive of defensive motivation.

4. Apathy toward political issues and especially toward atomic
weapons may reflect a defensive withdrawal on the part of some
people. The information officer of a government agency or the public
relations officer in charge of a health campaign faces the difficult prob-
lem of changing public attitudes which may satisfy different needs
for different people. To present information designed to show the
dangerous situation we are in may be effective for some people but
may prove too threatening for others. What is needed in such cases
is research which will get at the reasons why people hold the attitudes
they do. There are times when dramatically confronting the public
with the dangers of a situation may be more effective strategy than a
more reassuring approach. But there are also occasions when the first
strategy will merely add to defensive avoidance. Gladstone and Taylor
presented communications to their students, two of which were news
stories from the New York Times.** One reported speeches made by
Malenkov and Khrushchev about the peaceful intentions of the Soviet
Union but its readiness to crush aggressors. The second news story
reported British reactions to the American opinion about the situation
in Indo-China. A third communication concerned the H-bomb and its
clangers. Students were previously tested on their susceptibility to
being threatened. Those who were threat-prone tended to deny the
truth of the points in the communications or to overlook them en-
tirely. For these subjects the communications had no effect on existing
attitudes.

The use of mass communication has been better adapted to supply-
ing information and to emphasizing the advantages of a course of
action than to changing defensive attitudes. A new field in communica-

*> Morris Davis, "Community Attitudes toward Fluoridation," Public Opinion
Quarterly, Vol. S3, 1959, pp. 474-482.

** Arthur I. Gladstone and Martha A. Taylor, "Threat-related Attitudes and Re-
actions to Communication about International Events," Journal 0/ Conflict Resolu-
tion, Vol. a, 1958, pp. 17-48.
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THE FUNCTIONAL APPROACH 187
tion to large publics is the creation of self-understanding, which so far
has been pre-empted by personal advice columns. The specifics for
this new development remain to be worked out, but they may well
start with techniques based upon attitude research of the basic reasons
for resistance to an objectively desirable program.

CONDITIONS FOR AROUSING AND CHANGING

VALUE-EXPRESSIVE ATTITUDES

Two conditions for the arousal of value-expressive attitudes can be
specified. The first is the occurrence of the cue in the stimulus situation
which has been associated with the attitude. The liberal Democrat, as
a liberal Democrat, has always believed in principle that an income
tax is more just than a sales tax. Now the issue has arisen in his state,
and the group in which he happens to be at the moment are discussing
an increase in sales tax. This will be sufficient to cue off his opposition
to the proposal without consideration of the specific local aspects of
the tax problem. The second condition for the arousal of this type
of attitude is some degree of thwarting of the individual's expressive
behavior in the immediate past The housewife occupied with the
routine care of the home and the children during the day may seek
opportunities to express her views to other women at the first social
gathering she attends.

We have referred to voters backing their party for bread and butter
reasons. Perhaps the bulk of voting behavior, however, is the elicita-
tion of value-expressive attitudes. Voting is a symbolic expression of
being a Republican or a Democrat. Party identification accounts for
more variance in voting behavior than any other single factor.*0

Though there is a minority who consider themselves independent and
though there are minor shifts in political allegiance, the great majority
of the people identify themselves as the supporters of a political party.
Their voting behavior is an expression of this self-concept, and it takes
a major event such as a depression to affect their voting habits
seriously.

Identification with party is in good measure a function of the
political socialization of the child, as Hyman has shown.48 An analysis
of a national sample of the electorate in 195s by Campbell, Gurin, and
Miller revealed that of voters both of whose parents were Democrats,
76 per cent identified themselves as Democrats, another 10 per cent
as independent Democrats, and 12 per cent as Republicans.*7 Similarly,

*» Angus A. Campbell, Philip Converse, Warren Miller, and Donald Stokes, The
American Voter, New York, Wiley, i960.

«• Herbert H. Hyman, Political Socialization, Glencoe, 111., Free Press, 1959.
«Angus A. Campbell, Gerald Gurin, and Warren Miller, The Voter Decides,

Evanston, 111., Row, Peterson, 1954.
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of those with Republican parents 63 per cent considered themselves
Republican and another 10 per cent as independent Republicans. At-
tachment to party, Hyman suggests, furnishes an organizing principle
for the individual and gives stability to his political orientation in the
confusion of changing issues.

Even in European countries, where we assume greater knowledge
of issues, political behavior is the symbolic expression of people's
values. Members of the Labor Party in Norway, for example, are little
more conversant with the stand of their party on issues than are voters
in the United States. In fact, the policy of their party in international
affairs and armament in recent years has been closer to the views of
Conservative voters than to their own. Nevertheless, they consider
themselves supporters of the party which reflects their general values.

The problem of the political leader is to make salient the cues
related to political allegiance in order to arouse the voters who con-
sider themselves party supporters to the point of expressing their
attitudes by voting on election day. One technique is to increase the
volume and intensity of relevant stimulation as the election approaches.
If the relevant cues could be presented to each voter on election day—
for example, a ballot box in his home—then the appropriate behavior
would follow. But the citizen must remember o n the given Tuesday
that this is election day and that he must find time to go to the polls.
The task of party organization is to try to remind him of this fact the
weekend before, to call him that very day by phone, or even to call for
him in person.

Again, two conditions are relevant in changing value-expressive
attitudes:

1. Some degree of dissatisfaction with one's self-concept or its asso-
ciated values is the opening wedge for fundamental change. The
complacent person, smugly satisfied with all aspects of himself, is
immune to attempts to change his values. Dissatisfaction with the
self can result from failures or from the inadequacy of one's values in
preserving a favorable image of oneself in a changing world. The man
with pacifist values may have become dissatisfied with himself during
a period of fascist expansion and terror. Once there is a crack in the
individual's central belief systems, it can be exploited by appropriately
directed influences. The techniques of brain washing employed by the
Chinese Communists both on prisoners of war in Korea and in the
thought reform of Chinese intellectuals were essentially procedures
for changing value systems.

In the brain washing of Chinese intellectuals in the revolutionary
college, the Communists took advantage of the confused identity of the
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THE FUNCTIONAL APPROACH 189
student.41 He had been both a faithful son and a rebellious reformer
and perhaps even an uninvolved cynic. To make him an enthusiastic
Communist the officials attempted to destroy his allegiance to his
parents and to transfer his loyalty to Communist doctrines which
could meet his values as a rebel. Group influences were mobilized to
help bring about the change by intensifying guilt feelings and pro-
viding for atonement and redemption through the emotional catharsis
of personal confession.

To convert American prisoners of war, the Communists made a care-
ful study of the vulnerability of their victims. They found additional
weaknesses through a system of informers and created new insecurities
by giving the men no social support for their old values.48 They ma-
nipulated group influences to support Communist values and exploited
their ability to control behavior and all punishments and rewards in
the situation. The direction of all their efforts, however, was to under-
mine old values and to supply new ones. The degree of their success
has probably been exaggerated in the public prints, but from their
point of view they did achieve some genuine gains. One estimate is
that some 15 per cent of the returning prisoners of war were active col-
laborators, another 5 per cent resisters, and some 80 per cent "neutrals."
Segal, in a study of a sample of 579 of these men, found that 1 s per cent
had to some degree accepted Communist ideology.80

2. Dissatisfaction with old attitudes as inappropriate to one's values
can also lead to change. In fact, people are much less likely to find
their values uncongenial than they are to find some of their attitudes
inappropriate to their values. The discomfort with one's old attitudes
may stem from new experiences or from the suggestions of other
people. Senator Vandenburg, as an enlightened conservative, changed
his attitudes on foreign relations from an isolationist to an interna-
tionalist position when critical events in our history suggested change.
The influences exerted upon people are often in the direction of
showing the inappropriateness of their present ways of expressing their
values. Union leaders attempt to show that good union men should
not vote on the old personal basis of rewarding friends and punishing
enemies but should instead demand party responsibility for a program.
In an experiment by Stotland, Katz, and Patchen there was suggestive
evidence of the readiness of subjects to change attitudes which they

"Robert J. Lifton, "Thought Reform of Chinese Intellectuals: A Psychiatric
Evaluation," Journal of Social Issues, Vol. 13, No. 3, 1957, pp. 5-20.

*» Edgar H. Schein, "Reaction Patterns to Severe, Chronic Stress In American Army
Prisoners of War of the Chinese," Journal of Social Issues, Vol. 13, No. 3, 1957,
pp. si-30.

BO Julius Segal, "Correlates of Collaboration and Resistance Behavior among VS.
Army POWs in Korea," Journal of Social Issues, Vol. 13, No. 3, 1957, pp. 31-40.
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190 PUBLIC OPINION QUARTERLY
found inappropriate to their values.81 Though an attempt was made
to change the prejudices of the ego-defensive subjects, individuals who
were not basically ego-defensive also changed. These subjects, who
already approved of tolerance, apparently became aware of the inap-
propriateness of some of their negative evaluations of minority groups.
This second factor in attitude change thus refers to the comparatively
greater appropriateness of one set of means than another for confirm-
ing the individual's self-concept and realizing his central values.

We have already called attention to the role of values in the forma-
tion of attitudes in the early years of life. It is also true that attitude
formation is a constant process and that influences are continually
being brought to bear throughout life which suggest new attitudes as
important in implementing existing values. An often-used method is
to make salient some central value such as the thinking man, the man
of distinction, or the virile man, and then depict a relatively new form
of behavior consistent with this image. The role of motivational re-
search in advertising is to discover the rudimentary image associated
with a given product, to use this as a basis for building up the image
in more glorified terms, and then to cement the association of this
image with the product.

AROUSING AND CHANGING ATTITUDES WHICH SERVE
THE KNOWLEDGE FUNCTION

Attitudes acquired in the interests of the need to know are elicited
by a stimulus associated with the attitude. The child who learns from
his reading and from his parents that Orientals are treacherous will
not have the attitude aroused unless some appropriate cue concerning
the cognitive object is presented. He may even meet and interact with
Orientals without identifying them as such and with no corresponding
arousal of his attitude. Considerable prejudice in this sense is race-
name prejudice and is only aroused when a premium is placed upon
social identification. Since members of a minority group have many
other memberships in common with a majority group, the latent
prejudiced attitude may not necessarily be activated. Prejudice based
upon ego-defensiveness, however, will result in ready identification of
the disliked group.

The factors which are productive of change of attitudes of this
character are inadequacies of the existing attitudes to deal with new
and changing situations. The person who has been taught that Ori-
entals are treacherous may read extended accounts of the honesty of
the Chinese or may have favorable interactions with Japanese. He
finds his old attitudes in conflict with new information and new ex-

"Stotland, KaU, and Patchen. opxit.
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THE FUNCTIONAL APPROACH 191
perience, and proceeds to modify his beliefs. In this instance we are
dealing with fictitious stereotypes which never corresponded to reality.
In other cases the beliefs may have been adequate to the situation but
the world has changed. Thus, some British military men formerly in
favor of armaments have changed their attitude toward disarmament
because of the character of nuclear weapons. The theory of cognitive
consistency later elaborated in this issue can draw its best examples
from attitudes related to the knowledge function.

Any situation, then, which is ambiguous for the individual is likely
to produce attitude change. His need for cognitive structure is such
that he will either modify his beliefs to impose structure or accept
some new formula presented by others. He seeks a meaningful picture
of his universe, and when there is ambiguity he will reach for a ready
solution. Rumors abound when information is unavailable.

GLOBAL INFLUENCES AND ATTITUDE CHANGE

In the foregoing analysis we have attempted to clarify the functions
which attitudes perform and to give some psychological specifications
of the conditions under which they are formed, elicited, and changed.
This material is summarized in the table on page 192. We must
recognize, however, that the influences in the real world are not as a
rule directed toward a single type of motivation. Contact with other
peoples, experience in foreign cultures, group pressures, group discus-
sion and decision, the impact of legislation, and the techniques of brain
washing are all global variables. They represent combinations of forces.
To predict their effectiveness in any given situation it is necessary to
analyze their components in relation to the conditions of administra-
tion and the type of population toward which they are directed.

The effect of contact and intercultural exchange. Contact between
peoples of different races, nations, and religions has been suggested as
an excellent method of creating understanding and reducing prejudice.
Research studies have demonstrated that such an outcome is possible
but not that it is inevitable. People in integrated housing projects have
developed more favorable attitudes toward members of the other race;"
the same findings are reported from children's camps," industry,5* and
army units." But some studies report increased prejudice with in-

B* Morton Deutsch and Mary E. Collins, Interracial Housing: A Psychological
Evaluation of a Social Experiment, Minneapolis, University of Minnesota Pros, 1951.

*• Marian R. Yarrow, editor, "Interpersonal Dynamics in a Desegregation Process,"
Journal of Social Issues, Vol. 14, No. 1, 1958, pp. 1-63.

»« Allport, opxit., pp. 274-476.
»6 Samuel A. Stouffer et al.. The American Soldier, Vol. 1, Princeton, N.J., Prince-

ton University Press, 1949, pp. 566-599.
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DETERMINANTS OF ATTITUDE FORMATION, AROUSAL, AND CHANCE
IN RELATION TO TYPE OF FUNCTION

Function

Adjustment

Ego defense

Value
expression

Knowledge

Origin and
Dynamics

Utility of attitudinal
object in need satis-
faction. Maximizing
external rewards and
minimiTi'ntr minfili-

merits

Protecting against
internal conflicts and
external dangers

Maintaining self
identity; enhancing
favorable self-
image; self-expres-
sion and self-
determination

Need for understand-
ing, for meaningful
cognitive organiza-
tion, for consistency
and clarity

Arousal
Conditions

1. Activation of needs
2. Salience of cues

associated with
need satisfaction

1. Posing of threats
2. Appeals to hatred

and repressed
impulses

3. Rise in frustrations
4. Use of authori-

tarian suggestion

1. Salience of cues
associated with
values

2. Appeals to indi-
vidual to reassert
self-image

3. Ambiguities which
threaten self-
concept

1. Reinstatement of
cues associated
with old problem
or of old problem
itself

Change
Conditions

1. Need deprivation
2. Creation of new

needs and new
levels of aspiration

3. Shifting rewards
and punishments

4. Emphasis on new
and better paths for
need satisfaction

1. Removal of threats
2. Catharsis
3. Development of

self-insight

1. Some degree of dis-
satisfaction with self

2. Greater appropriate-
ness of new attitude
for the self

3. Control of all envi-
ronmental supports
to undermine old
values

1. Ambiguity created
by new information
or change In envi-
ronment

2. More meaningful
information about
problems

creased contact.68 Obviously, contact as such is not a statement of the
critical variables involved.

Contact carries with it no necessary conditions for alleviating the
internal conflicts of the ego-defensive. If anything, the immediate
presence of hated people may intensify prejudice. For less defensive
people, contact with other groups depends upon the cooperative or
competitive nature of the interaction. Prejudice against a minority can
increase in a community as the minority grows in numbers and com-
petes successfully with die majority group. Contact has increased but

°8 Muiafer Sherif and Carolyn W. Sherif, An Outline of Social Psychology, rev. ed..
New York, Harper, 1956, pp. 548-551.

D
ow

nloaded from
 https://academ

ic.oup.com
/poq/article-abstract/24/2/163/1884959 by Aalto U

niversity Library user on 04 August 2020



THE FUNCTIONAL APPROACH 193
so too has prejudice. On the other hand, the successful effects of inte-
grating white and Negro soldiers during World War II occurred under
conditions of joint effort against a common enemy. Sherif has experi-
mentally demonstrated the importance of cooperation toward common
goals in a camp situation.61 First he created two antagonistic groups of
boys, established the identity of each group, and placed them in a series
of competitive and conflicting situations. As a result the two groups
felt mutual dislike and held negative stereotypes of each other. The
groups then were brought together for a picnic, but the antagonistic
attitudes persisted; food was hurled back and forth between the two
gangs. Finally, superordinate goals were created by sending all the
boys on an expedition during which the water supply broke down.
Group differences were forgotten as the boys worked together to solve
the common problem. Favorable interactions continued after the
incident

Contact, then, can change adjustive attitudes in the direction of
either more positive or more negative evaluations depending upon
whether the conditions of contact help or hinder the satisfaction of
utilitarian needs. Contact can also change attitudes which serve the
knowledge function, provided that little ego defensiveness and little
competitiveness are present. The usual negative stereotypes toward
other groups are gross simplifications and exaggerations of the charac-
teristics of large numbers of human beings. Contact will provide richer
and more accurate information about other people and will show
them to be very much like members of one's own group.

A special case of contact is experience in a foreign culture. Our
cultural-exchange program is predicated upon the assumption that
sending representatives of our nation abroad to teach, study, entertain,
or work with the citizens of other countries and bringing their students,
scientists, and representatives here will aid in international under-
standing and in mutually improved attitudes. The bulk of the research
evidence supports this assumption. Reigrotski and Anderson have con-
ducted one of the most extensive investigations in this area, involving
interviews with sizable samples in Belgium, France, Holland, and
Germany.08 Foreign contact, as measured by visiting abroad and having
friends and relatives abroad, was found to increase favorable images of
other peoples and to make individuals more critical of their com-
patriots. But again we need to make more specific the conditions of
such experiences as they relate to the motivations of the principals in
the drama. The importance of such specification is documented by the
findings of Selltiz, Hopson, and Cook, who interviewed some 348 foreign

51 Sherif and Sherif, op.cit., pp. 287-331.
SB Erich ReigTOtski and Nels Anderson, "National Stereotypes and Foreign Con-

tacts," Public Opinion Quarterly, Vol. S3, pp. 515-528.
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students in thirty-five colleges and universities in the United States
shortly after their arrival and again five months later.69 They found no
relationship between amount of personal interaction with Americans
and attitude change, and they suggest as one possible explanation that
"other factors may be of overriding importance."

The importance of the utilitarian and value-expressive functions in
attitude change through cross-cultural experience is indicated in the
study of Watson and Lippitt of twenty-nine Germans brought here by
the State Department for advanced study.80 These visitors were inter-
viewed while in the United States, shortly after their return to Ger-
many, and six months after their return. They were eager to learn
techniques which would help them with their own problems in areas
where they regarded us as more expert. They were also willing to adopt
new attitudes which were implementations of their own value systems.
At first they had negative evaluations of American patterns of child
rearing. However, they placed a high value on individualism and were
ready to learn how to be successfully individualistic. When they saw
the relation of the American child-rearing practices to individualism
they developed favorable attitudes toward these practices.

Perhaps the reason most of the evidence suggests positive outcomes
from cross-cultural experiences stems from the selective nature of the
people engaged in visiting and traveling. Students and visitors who
come from abroad come for specific purposes related to their needs and
values. They do not come for the ego-defensive purposes of venting
their aggression on a scapegoat or expressing their superiority, though
some may come to escape problems at home. Once the visitor is in a
foreign country, however, many circumstances can arouse ego-defensive-
ness. He is in a strange world where his usual coping mechanisms are no
longer successful. He lacks the customary social support of his group.
He may be forced to accept a lower status than he enjoys at home. The
wife of the American Fulbrighter, who bears the brunt of the adjust-
ment problem, may become defensive and negative toward the host
country. The status problem is often in evidence when Indian scholars
who enjoy privilege and position in their own country are reduced to
the lowly status of a first-year graduate student Another interesting
issue arises with respect to the status of the country of the visitor as
perceived by the people he meets in the host country. Morris studied

so Claire Selltiz, Anna L. Hopson, and Stuart W. Cook, "The Effects of Situational
Factors on Personal Interaction between Foreign Students and Americans," Journal
of Social Issues, Vol. i s . No. 1, 1956, pp. 33-44.

so Jeanne Watson and Ronald Lippitt, "Cross-cultural Experience as a Source of
Attitude Change," Journal of Conflict Resolution, Vol. 2, 1958, pp. 61-66. Also,
Jeanne Watson and Ronald Lippitt, Learning across Cultures, Ann Arbor, Mich.,
Institute for Social Research, Research Center for Group Dynamics, 1955.
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THE FUNCTIONAL APPROACH 195
318 foreign students at U.C.L.A. and noted that finding one's country
occupying a low status in America did not matter so much unless there
was a discrepancy between the status expected and the status ac-
corded.81 Thus, if the visitor expected a moderately low evaluation
he was not upset when he encountered it. But if with the same ex-
pectation he met an even lower evaluation, he was affected. Of the
visiting students who found that their national status was higher
than anticipated, some 66 per cent held favorable attitudes toward the
United States. Of those who experienced a relative loss in national
status, only 38 per cent were favorable.

Group influences. In any practical attempt to change attitudes, social
support and group influence assume first importance. The power of
the group over the individual, however, needs to be assessed carefully
with respect to the dynamics of the influence exerted. The concept of
group identification points to an emotional tie between the individual
and the group symbols. This can be a matter of individual incorpora-
tion of group values as expressing his own inner convictions, as in the
case of the dedicated union member. Or it can result from the insecure
person's attachment to the strength of the group to compensate for
his own weakness. The concept of reference group implies less emo-
tional attachment and suggests that many people turn to particular
groups for their standards of judgment. In this narrow sense the refer-
ence group has the function of helping to supply cognitive structure for
the individual's uncertainties. Sherif's early experiments demonstrated
that in ambiguous situations people would turn to the group norms for
support."

Whatever definition is used for terms to describe the relation be-
tween the individual and the group, groups do serve all three of the
functions described above. They also serve the fourth function of aid-
ing the individual in his utilitarian attempt to maximize satisfactions.
He gains recognition and other rewards through becoming a good
group member. Since all four basic motivations can be present in
group settings, we need to know the function involved if we are to
predict the effectiveness of various types of appeal from the group.
The defensive person can be used by the group more readily than the
person motivated by utilitarian needs, who is more likely to want to
use the group for his own purposes. The man who has internalized
the group's values can be moved markedly by group leaders in the
direction of their attainment but may prove to be very resistant to
leaders who attempt to move him in the opposite direction.

«i Richard T. Morris, "National Status and Attitudes of Foreign Students," Journal
of Social Issues, Vol. 12, No. 1, 1956, pp. S0-S5.

«» M. Sherif, Psychology of Social Norms, opxAt.
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Control over behavior: change through legislation. Attitudes can be
expressed in overt action, but actions can also determine attitudes.
Often behavior change precedes attitude change. People enter new
groups, they take on new jobs, and in their new roles behave in a
fashion appropriate to the expectations of those roles. In time they
will develop attitudes supportive of the new behavior. Lieberman
tested workers before and after their assumption of new roles as
foremen and union stewards."* As workers they were very much alike
in attitudes and beliefs. As foremen and stewards they quickly acquired
the distinctive standards and values appropriate to the new roles.

Attitudes may change when people take on new roles for a number
of reasons, but the two most likely causes are: (1) Both appropriate
attitudes and appropriate behavior are necessary to receive the full
rewards and anticipated benefits of the system the newcomers have
entered. (2) It is confusing to have conflicting beliefs and behavior.
Some people will maintain private attitudes at variance with their
public behavior, but this becomes difficult if the public behavior has
to be maintained fairly constantly.

The implications of the strategy of changing attitudes by requiring
new behavior have long been recognized. Efforts are made, for example,
to control juvenile delinquency by providing new recreational, educa-
tional, and social activities for teenagers; the critics in the group are
given some responsibility for running these activities.

The use of legislation has been of special interest in the desegre-
gation controversy. Its opponents contend that if change is to come
about it should come about through education. Its advocates assert
their belief in the efficacy of legislation. At least three conditions are
important to the outcome of this debate: (1) Law in our culture is
effective when directed against behavior and not against attitudes.
We can legislate against specific discriminatory practices but not against
prejudice as such. (2) Laws are accepted when the behavior is regarded
as being in the public domain and not the private domain. People
will not support measures directed at personal matters such as the
length of women's skirts. (3) When the behavior is in the public
domain, regulatory acts still may not work if they are not applied
quickly and consistently. The basis of legal authority is in acceptance
of what is properly legal. Hence if there is doubt, delay, and confusion
in the administration of the law, with Federal authorities saying one
thing and state authorities another, the legitimacy of the act is in
question. Lack of powerful Federal legislation and a strong admin-
istrative enforcement program to implement the Supreme Court de-

•» Seymour Lieberman, "The Relationship between Attitudes and Roles: A Natural
fjeld Experiment/' University of Michigan, 1954, unpublished (JocfQraJ (Jijsertatjpn,
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cision on desegregation gave local resistance a chance to form and to
confuse the issue.

The problem of whether behavior is in the private or public domain
is in good part a matter of public opinion and can be ascertained on
borderline matters. Public schools, public housing, and government
employment are, almost by definition, not in question. With respect
to private housing there may be more of a question in the public mind,
though it is recognized that the community has the right to pass zoning
laws. Since people will resist legislation in what they regard as purely
private matters, a survey of a representative sample of the public
including both whites and Negroes can provide useful information.

Though legislation about desegregation can change behavior and
the attitudes corresponding to it, the generalization to other attitudes
and other forms of behavior is more difficult to predict.9* The basic

. problem of the generalization of change will be considered in a later
section.

Brain washing. Though brain-washing methods are directed at
changing the self-concept and its related values, they differ from other
procedures by virtue of the complete control acquired over the indi-
vidual. In a prisoner-of-war camp or in some institutions, the leaders
have control over all information reaching their charges, all punish-
ments and rewards, the composition of groups, and the formation of
group life. Repressive methods and manipulation of people through
reward and punishment are old devices. What is new in brain wash-
ing is the more thorough use of old procedures, on the one hand,
and the development of techniques for controlling group life with
respect to both its formal and informal structure, on the other—a per-
verted group dynamics, in fact.

Eight procedures can be identified from the experience of the Korean
camps.*8 (1) Leaders or potential leaders were segregated from the
other prisoners, making group resistance to the Communists more dif-
ficult. (2) All ties and informational support from home were re-
moved through systematic censorship of letters and materials from
the outside world. (3) Distrust of their fellows was created among the
prisoners through the use of informers and suspicion of informers.
Generally, when formal group controls are in operation, informal com-
munication and informal standards develop to protect the lowly against
the decision makers. With potential ringleaders already screened out
of the group and with the inculcation of fear of communication
with comrades, no effective informal group structure developed. (4)
Group life was made available to the prisoners if they participated

"Stuart Cook, "Desegregation, A Psychological Analysis," American Psychologist,
Vol. 12, 1957, pp. 11-13.

"Schein, opxil.
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in activities prescribed by the Communists. If a un i t of men all par-
ticipated in a study group they could then take par t in a bal l game
or other g roup sport. Pressure to conform and part ic ipate in the dis-
cussion session was thus generated among the men themselves. At a
later stage, self-criticism in group sessions was encouraged under
threat of wi thhold ing the reward of group games. (5) T h e first in-
stances of real or distorted collaboration by prisoners were used wi th
telling effect u p o n their fellows. A testimonial from a prisoner or
a lecture by a collaborator destroyed any illusion of g roup resistance
and, moreover, made it seem pointless for others to resist further.
(6) T h e Communis ts paced their demands so that they requi red little

from the prisoner in the early stages. Once he made some concessions
it was difficult for h im to resist making further ones. (7) T h e Com-
munists always required some behavioral compliance from the pris-
oners, no mat te r how trivial the level of part icipat ion. (8) Rewards
and punishments were carefully manipula ted. Ext ra food, medicine,
and special privileges were awarded for acts of cooperat ion and col-
laborat ion. Punishments were threatened for acts of resistance, bu t
only imprisonment was consistently used as a penalty.

These techniques were, of course, carried out wi th varying degrees
of thoroughness and effectiveness in the different camps and at differ-
ent stages of the war. Unfamiliarity with American cul ture on the
par t of many Chinese leaders made for difficulties in breaking down
informal g roup processes of the prisoners, some of whom would in-
dulge in ridiculous caricature dur ing the self-criticism session. T h e
over-all effect of bra in washing was not so m u c h the product ion of
active collaborat ion and of ideological conversion to the Communis t
cause as it was the creation of apathy and withdrawal . T h e environ-
ment was so threatening that the prisoners resorted to primit ive de-
fense mechanisms of psychological escape and avoidance. T h e r e is
some evidence to indicate that this apathetic reaction resulted in a
higher death rate, since many men refused to marshal their s trength
to combat the rigors of the situation.

Perhaps the two most impor tan t lessons of the Korean experience
are (1) the importance of central values in sustaining the ego under
conditions of deprivat ion and threat and (2) the necessity of mainta in-
ing some form of g roup suppor t in resisting the powerful manipula t ions
of an opponent .

GENERALIZATION OF ATTITUDE CHANGE

Perhaps the most fascinating problem in attitude change has to
do with consequences to a person's belief systems and general be-
havior of changing a single attitude. Is the change confined to the
single target of the attitude? Does it affect related beliefs and feel-

D
ow

nloaded from
 https://academ

ic.oup.com
/poq/article-abstract/24/2/163/1884959 by Aalto U

niversity Library user on 04 August 2020
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ings? Is so, what types of related belief and feeling are affected, i.e. on
what does the change rub off? Teachers and parents, for example,
are concerned when a child acquires an immoral attitude or indulges
in a single dishonest act, for fear of the pernicious spread of un-
desirable behavior tendencies. Responsible citizens are concerned
about the lawless actions of extremists in the South in combatting in-
tegration, not only because of the immediate and specific implications
of the behavior but because of the general threat to legal institutions.

Research evidence on the generalization of attitude change is meager.
In experimental work, the manipulations to produce change are weak
and last for brief periods, sometimes minutes and at the most several
hours. It is not surprising, therefore, that these studies report few cases
of change which has generalized to attitudes other than the one under
attack. Even in the studies on self-insight by Katz et ah, where the
change in prejudice toward Negroes was still in evidence some two
months after the experiment, there were no consistent changes in
prejudice toward other minority groups.9" In real-life situations out-
side the laboratory, more powerful forces are often brought to bear
to modify behavior, but again the resulting changes seem more limited
than one would expect on an a priori logical basis. Integration of
whites and Negroes in the factory may produce acceptance of Negroes
as fellow workers but not as residents in one's neighborhood, or as
friends in one's social group. Significant numbers of Democrats were
influenced by the candidacy of Dwight Eisenhower to help elect him
President in 195a and 1956, but, as Campbell et al. have established,
this change in voting behavior did not rub off on the rest of the Repub-
lican ticket.87 Most of the Democratic defectors at the presidential level
voted for a Democratic Congress. Nor did they change their attitudes on
political issues. And the chances are that this change will not gen-
eralize to other Republican presidential candidates who lack Eisen-
hower's status as a national figure.

It is puzzling that attitude change seems to have slight generalizatiom
effects, when the evidence indicates considerable generalization in the/
organization of a person's beliefs and values. Studies of authoritarian
and equalitarian trends in personality do find consistent constellations
of attitudes. It is true that the correlations are not always high, and
Prothro reports that, among his Southern subjects, there was only a
slight relationship between anti-Semitism and Negro prejudice.88 But
studies of the generalization hypothesis in attitude structure give posi-
tive findings. Grace confirmed his prediction that the attitudes people

«« Stotland and Katz, op.cit.
•7 Campbell, Converse, Miller, and Stokes, opxit.
es E. Terry Prothro, "Ethnocentrism and Anti-Negro Attitudes in the Deep South,"

Journal of Abnormal and Social Psychology, Vol. 47, 195a, pp. 105-108.
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displayed in interpersonal relations toward their friends and colleagues
carried over to their attitudes toward international matters.8" He
studied four types of reaction: verbal hostility, direct hostility, intro-
punitiveness, and apathy. People characteristically giving one type of
response in everyday situations would tend to respond similarly in
professional and international situations. Stagner concluded on the
basis of his empirical investigation of attitudes toward colleagues and
outgroups that the evidence supported a generalization theory rather
than a displacement or sublimation theory.70 Confirmation of the gen-
eralization hypothesis comes from a Norwegian study by Christiansen
in which reactions were classified on two dimensions: (1) threat-
oriented versus problem-oriented and (2) outward-directed versus in-
ward-directed. Thus, blaming oneself would be a threat-oriented, in-
wardly directed reaction. Christiansen found that (a) people tend to
react consistently toward everyday conflict situations, (b) they react con-
sistently to international conflicts, (c) there is a correlation between re-
actions to everyday conflicts and to international conflicts, and (d) this
correlation is lower than the correlations among reactions to everyday
conflicts and among reactions to international conflicts, respectively.11

Three reasons can be suggested for the failure to find greater gen-
eralization effects in attitude change:

/ 1 . The over-all organization of attitudes and values in the person-
ality is highly differentiated. The many dimensions allow the individ-
ual to absorb change without major modification of his attitudes. A
Democrat of long standing could vote for Eisenhower and still remain
Democratic in his identification because to him politics was not in-
volved in this decision. Eisenhower stood above the political arena in
the minds of many people. He was not blamed for what his party did,
as the Gallup polls indicate, nor did his popularity rub off on his party.
In 1958, in spite of Eisenhower's urgings, the people returned a sizable
Democratic majority to Congress. There are many standards of judg-
ment, then, which pertain to content areas of belief and attitude. An
individual uses one set of standards or dimensions for a political de-
cision but will shift to another set when it is more appropriate.

s. The generalization of attitudes proceeds along lines of the individ-
ual's own psychological groupings more than along lines of conven-
tional sociological categories. We may miss significant generalized

(change because we do not look at the individual's own pattern of
\beliefs and values. One man may dislike foreigners, but to him foreign-

'•• H. A. Grace, A Study of the Expression of Hostility in Everyday Professional and
International Verbal Situations, New York, Columbia University Press, 1949.

'"Ross Stagner, "Studies of Aggressive Social Attitudes," Journal of Social Psy-
chology, Vol. so, 1944, pp. 109-120.

T1 Bjorn Christiansen, Attitudes towards Foreign Affairs as a Function of Per-
sonality, Oslo, Norway, Oslo University Press, 1959.
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ers are those people whose English, he cannot understand; to another
person foreigners are people of certain physical characteristics; to a
third they are people with different customs, etc

People will utilize many principles in organizing their own groupings
of attitudes: (a) the objective similarities of the referents of the atti-
tudes, (b) their own limited experiences with these referents, (c) their
own needs, and (d) their own ideas of causation and of the nature of
proper relationships. Peak has used the concept of psychological dis-
tance and difference between events in psychological space to describe
attitude structure and generalization.1*

The liberal-conservative dimension, for example, may be useful for
characterizing large groups of people, but individuals may differ con-
siderably in their own scaling of attitudes comprising liberalism-con-
servatism. Some conservatives can stand to the left of center on issues
of the legal rights of the individual or on internationalism. Social
classes show differences in liberal and conservative ideology, the lower
socio-economic groups being more liberal on economic and political
issues and the upper income groups more liberal on tolerance for
deviants and on democratic values in interpersonal relationships. Stouf-
fer found that during the McCarthy period the low-status groups were
more intolerant, and other studies have shown more authoritarian
values among these groups.™

5. Generalization of attitude change is limited by the lack of"
systematic forces in the social environment to implement that change./
Even when people are prepared to modify their behavior to a consid-
erable extent they find themselves in situations which exert pressured
to maintain old attitudes and habits. The discharged convict who is
ready to change his ways may find it difficult to find a decent job and
his only friends may be his former criminal associates. It does not
necessarily help an industrial firm to train its foremen in human
relations if the foremen must perform in an authoritarian structure.

ASSESSMENT OF MOTIVATIONAL BASES OF ATTITUDES

If an understanding of the nature of attitudes and the conditions
for their change depends.upon a knowledge of their functional bases,
then it becomes of first importance to identify the underlying motiva-
tional patterns. The traditional advertising approach is to give less
attention to the research assessment of needs and motives and more
attention to multiple appeals, to gaining public attention, and to

« Helen Peak, "Psychological Structure and Person Perception," in Renato Tagiuri
and Luigi Petrullo, editors. Person Perception and Interpersonal Behavior, Stanford,
Calif.. Stanford University Press, 1958, pp. 337-35*.

i» Samuel A. Stouffer, Communism, Conformity and Cwil Liberties, New York,
Doubleday, 1955.
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plugging what seems to work. Multiple appeals will, it is hoped, reach
some members of the public with an effective message. In political
campaigns, there is more concern with gearing the approach to the
appropriate audience. If the political party makes serious mistakes in
its assessment of the needs of particular groups, it is not a matter of
losing a few potential customers but of losing votes to the opposing
party, and so losing the election. Political leaders are, therefore, mak-
ing more and more use of public opinion polls and a number of the
major candidates for high office enlist their own research specialists.
So true is this that we may no longer have political conventions naming
a dark-horse candidate for the presidency. If the leaders are not con-
vinced by poll results that a candidate has a good chance to win, they
are not likely to support him.

There are no reliable short-cuts to the assessment of the needs which
various attitudes satisfy. Systematic sampling of the population in
question by means of interviews or of behavioral observation is a
necessity. A growing number of devices are becoming available to sup-
plement the depth interview. Objective scales for determining per-
sonality trends, such as the F-scale or the Minnesota Multiphasic In-
ventory, have been widely used. Projective methods which call for the
completion of sentences and stories or furnishing stories about am-
biguous pictures are just beginning to be exploited. In a nationwide
survey of attitudes toward public health, Veroff et al. successfully
used a picture test to obtain scores for people with respect to their needs
for achievement, for affiliation, and for power." Methods for measuring
motivation are difficult, but the basic logic in their application is
essentially that of any research tool. If early abuses of these instru-
ments do not prejudice the research field, they will in the future have
almost as wide a use as the polls themselves. Moreover, polling methods
can be adapted to measuring people's needs with indirect questions
which have been validated against more projective tests.

In many situations inferences can be made about people's needs
without elaborate measures. If farm income has fallen drastically in
a given section of the country, or if unemployment has risen sharply
in a certain city, obvious inferences can be drawn. The extent and
depth of the dissatisfaction will be better known through adequate
measurement.

Measures of the four types of motivational pattern discussed indicate
wide individual differences in the extent to which the patterns charac-
terize the person. Though all people employ defense mechanisms, there
are wide differences in the depth and extent of defensiveness. And

'•Joseph Veroff, John W. Atkinson, Sheila C. Feld, and Gerald Gurin, "The Use
of Thematic Apperception to Assess Motivation in a Nationwide Interview Study,"
Psychological Monographs, in press.
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Cohen has shown that the need for knowledge varies even in a college
population.™ Subjects were assigned scores on their need to know by
a questionnaire with forced-choice alternatives to a wide variety of
hypothetical situations. One of three alternatives indicated a desire for
more information. In the experimental situation which followed, one
group was given fear-arousing communications about the grading of
examinations and then given information about grading on the basis
of the normal curve. Their need for information was thus aroused
before the presentation of the information. A second group was given
the information about grading on the basis of the curve and then given
the fear-arousing communication. Measures were taken of the accept-
ance of the information at a subsequent period. The subjects who had
scored low on need for knowledge were definitely affected by the order
of presentation. When they received information before their anxieties
had been aroused about grades, they were much less receptive than
were the low-need scorers who had their anxieties aroused before they
received the information. On the other hand, the subjects scoring high
on the need to know were not affected by the order of the presentation.
Their needs for knowledge were sufficiently strong that they were
receptive to information without the specific need arousal of the experi-
mental situation. In other words, the need to know, like other needs,
varies in intensity among people as a characteristic of personality.

In spite of characteristic differences in the strength of needs and
motives, we cannot predict attitude change with precision solely on the
basis of measures of need. We must also have measures of the related
attitudes. Knowledge of the need state indicates the type of goal toward
which the individual is striving. But the means for reaching this goal
may vary considerably, and for this reason we need to know the atti-
tudes which reflect the evaluation of the various means. Farmers with
depressed incomes may still vote for the Republican Party if they
have confidence in Nixon's farm program. Some need patterns furnish
more direct predictions than others. The defensive person who is
extrapunitive will be high in prejudice toward outgroups. Even in
this case, however, his prejudices toward specific outgroups may vary
considerably.

THE FACTOR OF GENERAL PERSUASIBILITY

We have emphasized the fact that appeals to change attitudes musp
be geared to the relevant motivational basis of the attitude. An opposed
point of view would be that there is a general personality characteristic
of persuasibility according to which some people are easier to convince

"Arthur R. Cohen, "Need for Cognition and Order of Communication as De-
terminants of Opinion Change," in Carl Hovland et al., editors, The Order of
Presentation in Persuasion, New Haven, Conn., Yale University Press, 1957, pp. 79-97.
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than others no matter what the appeal. Hovland and Janis have tested
this hypothesis in a series of experiments.78 In one investigation ten dif-
ferent communications were presented to 185 high school students. The
communications ranged from logical arguments to fear-arousing threats
on five topics, on both the pro and con sides of the issue. In general there
was some tendency for the acceptance of the influence of one com-
munication to be associated with the acceptance of other influences. Of
the 45 correlation coefficients for the ten communications, 39 were
positive but only 11 were significant at the .01 confidence level and
only 6 were over .40. Though there may be some general susceptibility
to influence, it is apparently not a potent factor and accounts for a
small amount of variance in attitude change. For certain purposes,
however, it deserves consideration, especially in situations where atti-
tudes are not supported by strong motivational patterns.

SUMMARY

The purpose of this paper was to provide a psychological framework
for the systematic consideration of the dynamics of public and private
attitudes. Four functions which attitudes perform for the personality
were identified: the adjustive junction of satisfying utilitarian needs,
the ego-defensive function of handling internal conflicts, the value-
expressive function of maintaining self-identity and of enhancing the
self-image, and the knowledge function of giving understanding and
meaning to the ambiguities of the world about us. The role of these
functions in attitude formation was described. Their relevance for the
conditions determining attitude arousal and attitude change were
analyzed. Finally, constellations of variables such as group contact and
legislative control of behavior were considered in terms of their mo-
tivational impact.

76 Carl I. Hovland and Irving L. Janis, editors, Personality and Persuasibility, New
Haven, Conn., Yale University Press, 1959.
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