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CHAPTER I 

INTRODUCTION 

In this study an attempt was made to gain Insight 

into the moaning of personality traits and how they can 

be arranged to build an instrument to be used for rating 

and selecting agents to sell life insurance. 

Statement of the Problem 

The problem of this study was the development and 

validation of an instrument for rating and selecting 

agents to sell life Insurance. 

Subproblems 

To expedite the development and validation of the 

instrument, the major problem was broken down into four 

subproblems, as follows : 

1. To identify and describe an array of personality 

traits to be used in the rating and selecting of life 

insurance agents 

2. To develop and validate an instrument utilizing 

the personality traits selected for this study 

3. To establish weighted values for each personality 

trait and develop norms for the instrument 



I4.. To establish the reliability, objectivity, and 

usability of this instrument. 

Hypotheses To Be Tested 

The following hypotheses were to be tested? 

1. There is a relationship between certain per-

sonality traits and success in selling life insurance; 

this will be true both for agents over age 30 and for 

agents under ag© 30* 

2. She strength of this relationship will be dif-

ferent for those agents over age 30 as compared with those 

agents under age 30» 

Significance of the Study 

One of the greatest wastes in civilisation, which 

indirectly affects all people, is misdirected human ac-

tivity (3, p. Shi)» Life insurance companies constantly 

try to improve selection and training techniques and to 

direct qualified people into life insurance sales work, 

but they continue to face the following problems t 

1. Agent turnover has not improved; in fact, in some 

areas of the United States it has deteriorated (9, p» 51)« 

2. Gains from increased interest rates and improved 

mortality have been eroded by high agency costs caused by 

abnormal agent turnover and excessive policy terminations 

(9, p. 51). 



3* More agents are being subsidized than ever before, 

and many of the agents are not selling a large enough 

volume of life insurance to return or to pay to their 

respective companies the advances in salary or to be 

profitable enough to the companie s to be entitled to 

subsidies (9, p. 51). 

1|.. Many companies are experiencing their greatest 

lapse and surrender rates in generations (9, p* 51). 

The instrument developed for this study can be used 

in the following ways: (l) the instrument will be useful 

to college and university instructors in guidance and 

counseling work for hoiping to determine if a man should 

become a life insurance agent; (2) the instrument will be 

valuable to life insurance agency managers in rating and 

selecting agents as it will provide a validated basis for 

rating these agents; {3) the instrument will have value 

in revealing the weaknesses of present employment practices 

of life insurance companies; (if) the instrument will be 

of value as it supplements interview impressions and "form 

data" from an application blank; and (5) the instrument 

will have value because it can reduce failures or the 

number of unsuccessful agents. 



Limitations of the Study 

1. This study was limited to a consideration of 

six stock legal reserve life insurance companies since 

stock companies have similar employment practices, train-

ing programs, and commission rates, 

2. This study was limited to a consideration of 

young men who haw not attained the age of 30. Many 

studies {1, 2, $, 6, 11, 1 If) have "been made of life in-

surance men who are of age 30 and over, but very little 

data are available on life insurance salesmen who have 

not attained the age of 30. 

3. This study was further limited to include agency 

directors with three or more year3 of agency experience 

with stock legal reserve life insurance companies. It 

was assumed that three years of experience would give an 

agency director adequate time to know company men, policies, 

employment procedure, and training and to became acquainted 

with the turnover problem of a particular company. 

I+. This study was limited to include a selected 

group of stock legal reserve life insurance companies 

with current and fixed assets of $200,000 or more. The 

present Life Insurance Law in Texas is as follows: 

» • . the amount of its capital stock, not less than 
One Hundred Thousand ($100,000.00) Dollarsj all of 
which capital stock must be fully subscribed and 
fully paid up and in the hands of the corporators 
before said articles of incorporation are filed. 
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Such insurance company shall not to© incorporated 
unless, at the time of incorporation, such company 
is possessed of at least One Hundred Thousand 
C$100,000.00) Dollars surplus in addition to its 
capital; provided, the amount of such surplus need 
not be stated in its articles of incorporation 
(15, p. 913). 

The $200,000 requirement has been used to stabilize the 

industry and to protect the policyholders* investments. 

Definition of Terms 

The following definitions are presented for the 

purpose of implementing precision in thinking and better 

understanding of specific terms as used in this study: 

1. A successful agent 

(a) must have produced $200,000 production in 

his first year, and 

(b) must be a full-time agent, or 

(c) was advanced to a supervisory or management 

position within the company. 

2. An unsuccessful agent 

(a) failed to reach $200,000 production within 

the first year, or 

(b) had his contract terminated by the company, 

or 

(c) left the insurance industry during the 

first year* 
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3* M 

(a) sells life insurance for a stock company, 

(b) becomes acquainted with prospects, analyzes 

life insurance needs, makes demonstrations, 

presents facts, answers objections, prepares 

written proposals, solicits the order, and 

makes out the application 

(c) is authorized to take one year1a premium on 

any contract sold. 

i|„. The term legal reserve has developed a technical 

meaning in life insurance. The legal reserve required to 

be held by state laws is invariably the prospective re-

serve , or the fund which, with future premiums, if any, 

based on assumed rates of interest and mortality, will pay 

estimated future claims {10, p. 214-7). 

5. Loading, in life insurance terminology, refers 

to the expense of selling, advertising, medical examina-

tions, collection of premiums, service, research, accounting, 

and unallocable actuarial and legal expenses (10, p. 262). 

Sources of Data 

The primary sources of data utilized in this study 

resulted from two major activities; namely: 

1, Testing the instrument by administering it to newly 

employed life insurance agents; this first testing program 



covered only those men under age 30* After each agent 

bad one year of selling experience, M s record was checked 

to get M s paid production for the year. 

2. Testing the instrument by administering it to 

successful life insurance agents over age 30 who had been 

with the companies for one year or longer. 

The secondary sources of data were (l) selected 

articles in books, magazines, unpublished theses, dis-

sertations, pamphlets, and journals; (2) the agency 

managers who were asked to select the important personality 

traitsf of successful life insurance men; (3) the life in-
\ 

surance companies participating in this study; and (ij.) 

the test manuals of personality inventories reviewed 

during this study. 

Procedures and Treatment of Data 

Six major steps were necessary for completion of the 

present study (7, pp. 13-27); these stops included the 

following subordinate procedures: 

1. Personality characteristics of salesmen were 

compiled. 

2. Six life insurance agency directors were selected 

to act as a jury in choosing the most important personality 

characteristics of salesmen from a list of 300 personality 

traits. 
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3. Tli© most important personality characteristics 

selected by the jury of six agency directors ware listed 

al pliabe tically. 

4. An instrument was developed from the most im-

portant personality characteristics for the purpose of 

rating and selecting life insurance agents, 

£, Each agency director selected for this study 

administered the instrument to newly employed life in-

surance agents. 

6. The instrument was checked for reliability and 

validity. 

These steps are discussed in detail in the succeeding 

paragraphs * 

1. Personality characteristics of salesmen 

A list of personality traits of successful salesmen 

was taken from former studies reported in books and 

periodicals. The research studios of Dodge {$)f 

Kornhauser (12), and Bills (2) make a direct contribution 

to this study, and a brief summary of their work has been 

incorporated into the present writing. 

The Dodge {$) study indicated that the better sales-

people reported themselves as less moody, more aggressive, 

more willing to assume responsibility, more social, less 

seIf-conscious, less resentful of criticism or discipline, 

more radical and unconventional, preferring face-to-face 
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discussion rather than reading or writing, more diplomatic, 

and more subject to changing interests (3>, p. 237)• This 

study suggested the possibility that certain personality 

traits may be fundamental to success for all ages and all 

occupations (5, P* 238). 

Another study by Bodge, "Social Dominance and Sales 

Personality,11 was concerned with "an attempt to discover 

what relationship, if any, exists between social dominance 

and sales success and, further, to set up a measure of 

personality which will have a high correlation as is 

possible with sales success" (if, p. 132). The scores of 

the study indicated the following: salespeople score 

high in social dominance; and, by means of an item 

analysis of the answers of successful salespeople com-

pared with unsuccessful salespeople, "a comparatively 

high correlation was found to exist between scores and 

sales success of a new group of salespeople" {!},» p. 139). 

Kornhau3er1s (12) "Research on the Selection of 

Salesmen" revealed the following resultst first, that 

"effective selection procedures must be worked out in 

relation to the particular type of selling" (12, p. ij.); 

second, "the accomplishments at best are substantial but 

not spectacular. They constitute useful, practical im-

provements in methods; they considerably increase the 

probabilities of selecting successful salesmen" (12, p. 4)» 
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and, third, "what can be offered is a confident expecta~ 

tion that long-run, continued research in a sales organi-

sation will gradually yield sounder selection results 

than those produced by traditional procedures" (12, p* 55» 

Bills' (2) study on "Selection of Gasualty and Life 

Insurance Agenta" indicated that a test could be designed 

to aid in the selection and prediction of whether or not 

a wan could sell life insurance (2, p. 10). 

2. Selection of the noat important personality 

characteristics of successful life insurance agenta 

A jury of six agency directors was selected. The 

agency directors were chosen on the basis of leadership 

in the field of life insurance, recognized contributions 

to tho profession, membership in life insurance professional 

organizations, and three or more years of agency experience 

with their present company. 

3« Personality characteristics 

The personality characteristics selected by the jury 

were placed in vertical and in numerical order, with space 

allowed for additional personality characteristics (13). 

To the right of each characteristic was a rating scale. 

The following code was used in rating each characteristic* 
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I? Very important 

III Important 

II Good 

I Fair 

0 lot important 

Examples: Aggressive 0 I II III I? 

Ambitious 0 I II III IV 

The code was assigned arbitrary values, such as, IV = k> 

III « 3, II * 2, I » 1, and 0 * 0 . The jury of six agency 

managers circled th© appropriate code number beside each 

personality characteristic. 

I|.. Code numbers 

Each personality characteristic receiving a 2, 3» or 

If. rating was used in constructing an instrument for the 

purpose of rating and selecting life insurance agents. 

5. Agency directors 

Bach agency director selected for this study ad-

ministered the instrument to the new life insurance agents 

employed by their particular companies, 

6. Scoring weights 

Each personality trait used in this study was assigned 

an arbitrary value ranging from zero to four points for 

each trait. 

7. Validity 

The most common check for validity of an instrument is 

the relationship between the instrument and some other 
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criterion of the behavior which the test is designed to 

measure (8, p. 99)* Two major steps were taken to gain 

the validity of the instrument; these steps were as follows: 

(a) Pearson's product moment (r) was used to indicate 

the relationship between certain personality traits and 

success in selling life insurance and to show that this 

relationship will be true for agents over age 30 and for 

agent8 under age 30, All scores used for this first rela-

tionship study were from new agents under age 30. 

(b) Pearson's product moment (r) was used to indie ate 

that the strength of the relationship will be different 

for those agents over age 30 as compared with those agents 

under age 30. 

8. Reliability 

The procedure used for estimating the instrument 

reliability was the split-half technique. The scores 

for odd-numbered personality traits were correlated with 

the scores for the even-numbered personality traits 

(8, pp. 100-105). 

9. Personality traits 

Only those agents considered successful were used in 

the personality trait analysis. Each personality trait 

(Ts p. 24) was analyzed by the percentage methods and only 

those personality traits receiving a 30 per cent rating or 

better in the number 2, 3» and I4. classifications were re-

tained; all other traits were deleted from the instrument. 



13 

10. Percentlie norma 

A list of li+O test scores can be an overwhelming 

burden with which to work and conveys little meaning by 

itself; therefore, a percentile norm is essential if the 

reader is to understand how one agent performed on the 

test# 

In this study llj.0 test scores were placed in a 

cumulative frequency distribution {see Table V), Any 

agent•s score can be seen in the claS3-interval column; 

on the same line to the right the cumulative percentage 

figure is shown. The percentage value found in column 

four is the percentile rank. The percentile rank of the 

agent's score is the number representing the percentage 

of the cases in the total group lying below the given score 

value• 

Summary 

Chapter I has explained concisely how a personality 

trait instrument was developed* used, and. validated as 

well as how the reliability was established. 

The second chapter will discuss related studies and 

their value in selecting successful life insurance agents. 
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9. Hays, William Fugeno, "The Agent'3 Role in the Agency 
System," Life Association News. LVI (December. 
1961), 51. 

10. Huebner, S. S., Life Insurance, lith ed.. New York. 
Apple ton- Centur^Cr oris, T^o; 

11. Husband, Richard Wellington, "Techniques of Salesmen 
Selection," Educational and Psychological Measure-
Sent, IX {Spring! 19U-9}, 69-148• ' — — — — -

34 



15 

12. Kornhauser, Arthur W. and R. S. Schultz, "Research 
on Selection of Salesmen," Journal of Applied 
Psychology, XXV (February, l^£l), l^T. 

13. Kurtz, Albert K«, "Recent Research in the Selection 
of Life Insurance Salesmen." Journal of Applied 
Psychology, XXV (February, 194177 11-Tf. 

Ik. Rosenstein, J. !»•, The Scientific Selection of Sales-
men, New York, McSraw-Hili Book dompany, Tnc * , 

15* Vernon•s Texas Session Law Service, f&th Legislature 
Laws, May 22-June 1, 1955?* AustinV Texas/ Vernons 
EavT*Service, 1955 •""" 



CHAPTER 11 

RELATED STUDIES 

Many studies have been made on rating, evaluating, 

and selecting full-time, ordinary, legal .reserve life 

insurance agents. Only those studies, however, that were 

concerned directly with the rating and selecting of full-

time legal reserve life insurance agents were listed and 

analysed in this section. 

In 1921 Goldsmith ( 5 ) made a study to determine 

whether or not the items of a personal history blank 

could be used to predict the success or failure of life 

insurance salesmen for The Guardian Life Insurance Company 

of America. Goldsmith's study was related closely to the 

present study since personality traits were used in the 

personal history blank. 

The personality history blank had been used by area 

managers of The Guardian Life Insurance Company to gain 

as much information as possible from the new salesmen. 

The blanks were then sent to the home office for review 

and home-office approval or disapproval. The company 

had Made no attempt to evaluate the blanks to check to 

see if they were of value in selecting new life insurance 

16 



17 

agents. Some of the items on the blank wore chocked or 

circled.| other items were not deemed of value and were 

never checked. As indicated by the following statement, 

Goldsmith attempted to give weight to all items on the 

blank. 

To secure the proper scoring for the blank, the 
results of a study a&de about a year ago on 3k sales-
men were taken as a tentative guide. Fifty history 
blanks, representing three classes of agents whose 
production records were known, were selected. These 
classes were (1) those who were failures, (2) those 
who were borderline eases up to moderately success-
ful, and (3) those who were successful. The cri-
terion of success was the amount of insurance paid 
for during the first year after the man was licensed. 
We had already found out that the first year*a pro-
duction was a very good index of future production. 
It would be well here to mention that the only 
factor which determined the selection of $02 blanks 
was whether or not the agent's first year's production 
record was available• The blanks for these three 
classes of men were then studied and the essential 
or significant items which varied with the success 
of the agent were selected. Each blank was then 
graded according to the tentative scoring, and the 
total thus obtained was checked against the man's 
production record. In accordance with these results, 
the scoring was revised, and the same process re-
peated with 2$ blanks selected at random. We found 
that those whose scores on the blank were low were 
also low in production, and that with increasing 
production the scores tended to be higher. The 
correlation, of course, was not a perfect one, but 
we were interested rather in establishing the lower 
critical score than in correlations (5, p. 150). 

Prom the weighted blanks and from the total results 

of all the items on the blanks, the following data were 

revealed? 

(1) Educations Through the high-school period, 
schooling seems to be increasingly important to the 
life insurance salesman. When, however, we reach 
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college, other factor® seem to outer in to render 
the college man dissatisfied with this profession; 
and for this company, at least, the college man is 
not as successful as the high-school graduate. 

(2) Ages Up to age lj.0 at entry, there is a 
steadily increasing chance for the applicant to be-
come a successful salesman, 30 to I4.0 being the most 
favorable period inasmuch as by that time a man has 
amassed a large enough fund of general experience 
to allow him to see a situation through the eyes of 
a prospect and thus render the prospective buyer the 
best service. After age I4.O he generally is too 
fixed in his ideas and habits to be able to make the 
necessary adjustments upon embarking upon a new 
line of work. 

(3) Occupation: Whether an applicant has been 
previously engaged in an occupation in which he came 
in contact with people is significant as indicative 
of his probable success as a life insurance salesman* 

{I4,) Marital Status ? The married man with his 
increased responsibility making good more necessary 
is a better prospective agent than the single man. 

(i?) Insurance: Whether the applicant carries 
insurance is significant as an indication that he 
will become a good agent, inasmuch aa it Indicates 
the fact that he is sold on the value of his own 
product. If he is not convinced himself of the 
value of life insurance, he is not likely to con-
vince others. 

{6) Service: The applicant who states that he 
intends to devote his full time to selling insurance 
is far more likely to do his utmost to make a success 
and to give the profession a fair trial. On the other 
hand, the man who makes life insurance salesmanship 
merely an occupation for his spare time whereby he 
can earn a little extra money is not likely to become 
a good agent. He will be interested possibly in 
selling insurance but not in seeing to it that the 
policy remains sold, and he is less likely through 
nis work to be in himself an advertisement for his 
company. 

, {?) Clubst The man who belongs to clubs and 
snjoya meeting othors ought to b© $ go rod positivoly* 
® likely to be able to moot iiia pros poets 
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on their own ground. This factor is closely con-
nected with the sociability of the previous 
occupation. 

(8) Confidences The men Mho reply to the ques-
tion, "What amount of insurance are you confident 
of placing each month?,M tend to be better prospects 
for successful agents. Just what guess they hazard 
is not of importance. But the fact that they have 
confidence enough in their own ability to make some 
prophecy is important. 

(9> Life Insurance Experiencet Previous life 
insurance experience is of value to an applicant 
although, of course, the reasons for his change 
from one company to another must be ascertained 
(5, PP. 151-153). 

The study carried out by Goldsmith for The Guardian 

Life Insurance Company indicated that the score on all 

items of the weighted personal history blank bears a 

direct or a positive relationship to the new salesman's 

future success (5» p, 155) • 

Swartz»s (12) study of The Metropolitan Life Insurance 

Company was closely related to the present study. Swartz 

analyzed the personnel records of 15,000 agents, all 

employed on a full-time, salaried basis for work under 

organized supervision. A summary of his findings follows. 

An extended period of unemployment preceding engage-

ment with The Metropolitan Life Insurance Company was very 

unfavorable. Only 19 men out of 100 who had been idle a 

month or more before joining The Metropolitan Life Insurance 

Company actually were successful and stayed with the company 

one year (12, p. ij.56). Other findings indicated that 
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, . . married men sell more life insurance than 
single meni they are less restless and will more 
likely b© permanent, and as a class more desirable 
generally (12, p. 458)* 

A few of the most conspicuous characteristics 
of the applicant whoa we may expect to succeed in 
selling the moat insurance are: In age he will 
rang© 'between 26 and 30 years at entrance? he will 
be talls but his success wanes as he rises above 
six feet| he should be well built, and. certainly 
not so much as 10 -per cent underweight? the man of 
foreign birth is more successful than the one of 
native birth; and the American-born man of foreign 
parentage is more successful than the Araerican-born 
man of native parentage (12, p. k$9)* 

A good education is a, positive asset, provided 
that education does not exceed the degree of B. A. 
or B. S. Previous selling experience is advantage* 
ous, but tnon who have sold for over five years are 
not so promising as those with a somewhat briefer 
experience (12, p, i|59). 

The study by Kurta (9) of the research being carried 

on by the Life Insurance Research Bureau was closely re-

lated to the present study. The Prediction Scale, based 

on personal history items, was developed by Kurtz; and the 

test of Personality Characteristics was developed for the 

Life Insurance Sales Research Bureau by Kornhauser (9, 

p. 11)* The Personality Test by Kornhauser was broken 

down into eight subtests, and these subtests were ad-

ministered to men who were already in the life insurance 

business and whose degree of success or failure was a 

matter of record. Kurtz found that four of the eight 

subtests discriminated with a "fairly high degree of 

accuracy between the more successful and the less 
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successful in these groups of men already engaged in the 

business of selling life insurance" (9* p. 12). 

Korrihauser administered the four subtests to life 

Insurance agents 

. * • just being hired in order to find out whether 
tii© mental characteristics which, caused high test 
scores were the cause or the effect of success in 
sailing life insurance• In other words, we knew 
that these four subtests would work on men already 
in the business, but we did not know whether they 
would also work when answered by men at the time 
of hiring (9, p. 13)• 

It was found that at the very young ages (that 
is, 2$ and younger) the Personality Characteristics 
test should be given about one and one-Kaalf1 t;lutes 
as much weight as the Prediction Scale (based on 
personal history items} in order to predict a 
young aan!s likelihood of success with the greatest 
accuracy. On the other hand, at the relatively 
older ages (26 and older) the situation is exactly 
reversed. Consequently, it can be seen that it is 
very easy to explain the method and very simple to 
obtain a combined rating. When the two testa are 
scored and the scores are combined in this manner, 
the result is a final classification into one or 
another of five categories: A, B» C, D, or B, fhe 
validity of the combined rating is in the neighbor-
hood of **k0> as far as predicting actual sales is 
concerned. However, this combined rating has also 
a definite validity in predicting survivorship, 
since men who rate A have approximately twice the 
cliance of remaining in the life insurance business 
for a year that men with ratings of 1 have (9, 
P • liv 5 • 

In this study, A equals excellent, B equals 
very good, C equals good, D equals fair, and E 
equals poor. This test has demonstrated that it 
ia possible to construct a test from personality 
traits and to validate them in such a manner that 
life insurance selling ability can be predicted 
with a fairly high degree of accuracy (9, p. 17). 
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Schultz {11) conducted a two-year study on "Stand-

ardised Tost3 and Statistical Procedures in Selection of 

Life In3\jrance Sales Personnel," whicli was directly re-

lated to the present study. Schultz1 a study covered 

agents newly employed in a large life insurance company 

with relatively uniform conditions in agent training, 

supervision, salary, and financial incentive (11, p. 553)» 

Data for the Schultz study included the following i 

(1) General Background: This includes ex-
perience and personal history items such as age, 
education, home status, economic status and social 
status,. company school record, and ratings. 

(2) Intellectual Status: The ability to under-
stand the job and instructions and to profit from 
training and experience. The Bureau ¥1 Intelligence 
Teat, the Fressey Senior Claaa'i'l'I'cafly $eatV and 
the 0 * Ilourlce" VooatouYarŷ Tes'l;'1 we're ''usea "Jfor this 
purpose, 

(3) Interest and Attitudest The special likes 
and dislikes for occupations, activities, people, 
recreation, working conditions, and other factors 
were measured by the Strong Vocational Interest Blank. 

(4) Personality Characteristics: Ascendance-
Submission: The 3eckman Revision of the Allport 
Aa condance - Subxui a a ion Test was used as an index of 
the ability to meet and deal with people in face-
to-faco-situations, to be dominant, to take initiative, 
to exert influence, and to persuade; Introversion-
Extroversion: The Root Introversion-Extroversion, 

E was used to laeaBure the extent to which the 
individual tends to be generally preoccupied with 
his own thoughts, acts, personal problems, and 
feelings {11, p. 55k). 

Among the many factors considered in Schultz's study, 

3 U ck as general background, intellectual status, interests 



23 

and attitudes, and personality characteristics, the most 

significant results for new agents were revealed in a 

comparison of personality and intelligence teat scores 

with, actual sales production records (11, p. 555)« An 

examination of the results of the personality tests re-

vealed that the area between the 20th and 90th percentiles 

on both personality testa selected the greatest percentage 

of best and average nen and a considerably smaller per-

centage of poor insurance agents (11, p. $$6), The study 

also revealed that "extroversion and asoendance to a 

moderate degree and intelligence above the twentieth 

percentile are most predictive of success in selling" 

(11, P» 566). 

Kornhauaer and Schults (8) conducted a symposium 

in 19l|X3 on research in the selection of salesmen at 

Pennsylvania State College as part of a meeting of the 

American Association for Applied Psychology (8, p. 1)„ 

The reports given at this symposium reflected the new 

interest in scientific sttuiy of salesmen selection which 

had occurred, especially in the field of life insurance 

in the past several years (8, p. 1)» Although the vigorous 

research efforts of the early 1920's had been allowed to 

wane, a report of progress in the area was noted, as shown 

in the following excerpt: 
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low, however, a number of applied psychologists 
have taken up where earlier investigations left off 
—and with two marked advantages provided by tine in-
tervening years* One is the considerable development 
which has taken place in methods for measuring per-
sonality traits and interests by rasans of tests and 
question blanks? the other is the psychologists' 
improved understanding of and increased emphasis 
upon clinical interviewing procedures in studying 
personality and root iv at ion. On the side of the 
business community, at the same time there has come 
a scam what better appreciation of what psychologists 
can offer (8, pp. 1-2)* 

The studies by Kornhauser and Schultz were important 

in that they represented renewed research activity in the 

scientific selection of salesmen, and they likewise con-

tained significant contributions from the business com-

munity of the employment procedures that have been used 

in the past, refined, improved, and placed in practice 

for future development (8, p. 2). The selection methods 

also indicated that standardized tests made up of per-

sonality traits such as emotional stability, extroversion, 

self-sufficiency, aggressiveness, and sociability have 

been used in the scientific selection of salesmen (3, 

PP. 2-3). 

Dodge 14) in a study closely related to the present 

one on "What Are the Personality Traits of the Successful 

Salesperson?" revealed the following facts: 

(1) The better salespeople tend to report them-
selves as more self-sufficient and self-confident 
than do the poorer salespeople (ij., p. 231). 
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(2) There is a tendency for the better- sales-
people to report themselves as more aggressive, as 
more Milling to assume responsibility, as more 
social., as less self-conscious* as less desirous of 
telling otters of personal good or bad fortune, as 
less resentful of criticism or discipline, as more 
radical and. unconventional, as preferring face-to-
face discussion rather than reading or writing, as 
more diplomatic, and as wore subject to changing 
interests (4, p. 232). 

Dodge1s study indicated that certain personality traits 

may be fundamental to success for all ages and all occupa-

tions (!{., p. 238), 

Adams1 (1) study, "A Mew Measure of Personality," 

was closely related to the present study. Adams found that 

. . • one of the major problems facing the applied 
psychologist is the measurement of those traits of 
personality essential to the vocation for which an 
individual is preparing (l, p. lij.l)« 

Bernreuter has also commented, "If you are 
responsible for selecting individuals for jobs, 
I think you will get very little benefit from 
personality testa as they are now devised. The 
reason is that for the most part the complete 
coopex*ation of the individual is required; and 
practically every test of which I am aware is in 
a form that enables an individual to give you 
inaccurate information if it is to his benefit 
to do so" (1, p. lij.2)» 

Adams stated that ''nearly all existing personality 

trait tests were designed for use in clinical situations 

where rapport could be established" (1, p. 142). He 

also commented that "most of the authors of such tests 

have made no claims for industrial use1' (1, p. 142). 

Adams1 test, "The Personal Audit," measures nine 
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independent personality traits, and these traits were 

used in the instrument now under study (1, p» 1J?1). 

Kahn and Hadley (?) condensed Kahn1s study on the 

factors related to life insurance selling, in which Kahn 

investigated personal history items and personality traits 

already known to correlate with success in selling life 

insurance and analyzed areas of personality with the aim 

of increasing the validity and reliability of existing 

selection methods (7# p. 132). Kahn's study revealed the 

following data that were related to the present studyi 

Based solely on the criterion of written busi-
ness, and pertaining only to those particular life 
insurance salesmen investigated in this study, the 
following conclusions can be drawn: 

1, The degree of success during approximately 
the first three months offers a significantly 
better than chance basis for predicting the degree 
of success in the life insurance sales at a later 
date. The correlation between sales during the 
first 13 weeks of selling and a second period of 
13 or more weeks is +»55* 

2* Significant differences in favor of the 
successful agents were found to exist between the 
two criterion groups with respect to the following 
aspects: 

{a| Average number of calls per week 
Cb) lumber of applications written per 

100 persons "asked to buy" 
(c) Humber of applications written per 

100 persons called upon 
(dj Average size of application 
C ® ) Average number of applications written 

per weak. 
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3. nonsignificant difference# in favor of the 
oucoossful agents were immil to exist between the 
two ci'iterion groups with respect to tho mishap of 
persons "&aked to buy" inaurance per week. Sine* 
th© number of persons ©«llod upon waa «ignlflc»»tly 
iiigher for the aueee«8i*ul .groups, th» pes*e«tmg© of 
persona 'talced to buy" par ISO eallod upon was almost 
identical for the two group® of salesmen. 

I4.. or nbo four personal history itezno invest!~ 
gated »• only om>* m&mij? amount of insiirtinoa owned 
at entry, wm found to differentiate significantly 
beyond the 1 per cont confidence level between suc-
cessful lit# insurance moXmmmn* $b» other three 
ito.-na, ago at entry? number of dependents» and 
minira<«3 living expenses per nonth> shoved positive 
relationship® to th© criterion^ a© fdg~ 
nlfiotmt difference batWMm the two groups in ques-
tion waa found to ©xist for these mmuroe. 

5. The findings of tu* present study indicate 
that the %adar inference as cowaonly used,? 
saay idmtXF^rSS^S5e©*0SSa»a» but do® a not 
differentiat© aiaacegsful from unsuccessful agents* 
However, bh@ analysis of the present data iadtemtes 
that there sre tnimraafe in tl*> certain rola-
ttomiiips with success in selling life ix&Mraxie* that 
m y | W « t© be useful in 0alooting high, producing 
aalosmen, 

6. 1© significant differences between the two 
criterion groups m m obtained for say of th© thpee 
component measurea of «» ,1 _ 
liwytorrf* a aupplsi»Batar7̂ Ŝwe7̂ Ê i3̂ ^̂ 1>r 
corfeainty, aa determined froa th» nutaber of question* 
mrtc suspenses; similarly ahowod no 4if*» 
foreneo to exist • On© unusual fiMiug® however, 
€©g«n»s mention: the throws men in groups whoa© 
degree of certainty scare was abaoî mll'/ hiĝ i mm 
identified as productl*̂  vory far bo ion th® aeaa of 
the total group. While this number is too small to 
pormit {general.is&tloa, It is suggested that 3uch *. 
a core raay very well warrant further investigation 

7« An item analysis of the 1>0 items of the 
Ô ilford~lte>tin Inventory revealed only four items 
^roHoi«ii^uig»d wmnnmi the criterion groups 
significantly beyond the 5 per cent level of eoa-
fidenee. ttm result reflected by these four iteras 
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may be considered to be well within chance expecta-
tions for a test of the present length. Neverthe-
less,, further investigation nay possibly prove one 
or isore of these items to be serviceable enough to 
warrant their inclusion in a selective device* Al-
though not a finding of the present study, it Is 
believed possible that existing personality tests3 
when carefully analyzed, may reveal behavior patterns 
common to successful life insurance agents# It is 
also believed that unstructured or projective teste 
may prove of values by tapping the personality char-
acteristics not capable of being Identified by the 
usual structured tost. 

3. No significant difference was found to 
exist between the mental ability test scores of the 
successful and the unsuccessful salesmen as measured 
by this tool; the mean scores of both criterion 
groups were for all practical purposes the same as 
on the Adaptability Teat (7, pp# 139-11*0). 

Husband1s (6 ) summarization of several studies con-

cerning salesmen selection was related to this study in 

several aspects. Some of the personality traits of the 

Bernreuter Personality feat (3) that differentiated the 

successful salesperson from the unsuccessful salesperson 

were as followsr 

Hot moody nor subject to worry 
Self-confident and self-sufficient 
Aggressive and willing to assume responsibility 
Sociable 
Free from self-consciousness 
Little tendency to talk about oneself 
Hot resentful or criticism or discipline 
Kadical and unconventional {such as not being 

unduly bothered to find oneself inappropriately 
dressed on a certain occasion) (6* p. U4.3). 

Husband completed his study with the following 

conclusions: 
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All selling is not alike. Each type of selling 
and probably also each type of product or services 
sold will require independent analysis with in-
dividual selection stud adapted to its particular 
requirements (o, pp. 145-146)• 

Baier and Dugan's {2) study on the factors in sale© 

success with the Stat© Farm Insurance Companies, Blooming-

ton, Illinois, was closely related to the present study. 

The job studied was that of an agent who sold and ser-

viced both ordinary life and industrial life insurance. 

The period covered varied between three and twelve months, 

and the teat used was the Information Index, a test of life 

insurance knowledge (2, p» 37)• Fro® tho results of their 

study Baier and Dugan concluded s 

A reasonable conclusion from the data presented 
in this report is that, insofar as the agents and 
company studied are representative, & salesman's 
belief in his product and his motivation are more 
important than technical knowledge in determining 
how well he does his Job, Length of service is 
unrelated to job success (2, p. 40)• 

Merenda and Clarke's (10) study, "The Predictive 

Efficiency of Temperament Characteristics and Personal 

History Variables in Determining Success of Life Insurance 

Agents," was directly related to this study. Their study 

was concerned with the selecting of new life insurance 

agents who would be successful in selling life insurance, 

Merenda and Clarke reported: 

One of the most serious and persistent problems 
confronting the life insurance industry is that of 
recruiting and selecting agents who will become 
successful "career" salesmen. Current attrition 
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rate® among new employees are close to 75-80 por 
cent at the end of a three-year period. This 
great turnover of personnel represents considerable 
costs to the industry in the continual recruitment, 
training, and financing of new agents and in the 
financial support, over a period of time, of agents 
who are not likely to sell sufficient premiums to 
cover the company1s investment in them (10, p. 360)* 

Kerenda and Clarke gave the Activity Vector Analysis 

Teat and a personal history confidential questionnaire to 

522 male life insurance agents who were employed by one 

company between September 1, 1950, and December 31, 195^ 

(10, p. 3^0). These agents, who were in all age groups, 

were employed on a salary or an advance basis and repre-

sented most of the full-time, financed agents employed 

during the specified period. The Activity Vector Analysis 

Test, a self-concept personality assessment instrument, 

proved valuable in predicting the success or failure in 

employing new life insurance agents (10, p. 365). Herenda 

and Clarke found that 

# . . applicants for life insurance agent are 
not likely to to© successful in selling life insur-
ance over a sustained period of time if, tempera-
mentally, their self-perceptions are as passive 
and submissive individuals rather than aggressive 
and socially confident persons (10, pp. 365-366). 

• . . temperament characteristics, as measured 
by the AVA, and the discriminating personal history 
variates are uncorrelated, thereby making it pos-
sible to establish independent screens for selecting 
life insurance salesmen. They further point to the 
predictive efficiency of these personality and per-
sonal measures in determining success or failure 
among the agents of the study, and they suggest 
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criteria to be evaluated when considering the em-
ployment of applicants to this position (10, p» 
366). 
Wallace and Twichell's (13) study of managerial pro-

cedures and test validities was somewhat related to many 

aspects of this study. Their study approved of giving 

properly validated tests to avoid employing workers whose 

chances of survival and success were too low to he profit-

able to a given company. Their study also pointed out 

that other factors, such as compensation, training, super-

vision, and general economic conditions, affected the sur-

vival and success of even the high score® on validated 

tests (13, p. 277). One of the major purposes of this 

study was "to serve with the selection tests in the re-

duction of turnover, or in the increase of an arbitrarily 

defined success ratio" (13* P» 278). 

Other important data revealed by the Wallace and 

Twichell study included the following s Of the 1,14-30 men 

employed and tested, 430 were contracted on a canaaission 

basis only whereas 1,000 were given financial support in 

the form of an advance or salary. The men who were not 

financed had a higher survival rate than those who were 

given financial support (13, p. 280). 

Wallace and Twichell reported that many agents stayed 

under contract when on a commission basis, even though 

their "sales volume . . . was so low that it failed to 
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support thera or recompense their companies for the time 

and apace allotted them" (13* p. 281)* Although companies 

have a tendency to dismiss those agents not making their 

salary or advance quotas, they are rather reluctant to 

dismiss a low-producing agent if he is on a ©amission 

basis only (13* P* 281), Wallace and Twichell further 

explained: 

The factor of teat selection is not alone suf-
ficient to account for the superior "success" of 
the financed group, since it is evident at each 
test-score level. However, it must be remembered 
that selection is not made on the basis of test 
scorea alone. Interviews with the applicant, his 
wife, references, credit reports, and other factors 
are typically employed in selection toy these com-
panies. So w© must still consider the possibility 
that the superiority of the financed group may be 
ascribed to more careful nontest selection. It may 
also result from better training and supervision; 
at the present time there is no way to check this 
hypothesis. However, the companies are most inter-
ested in it since, if the hypothesis is true, it 
would follow that substantial improvement could be 
made if the companies Insisted that the xmmtin&nmd 
men b© selected, trained, and supervised in the seme 
manner as are the financed agents. In short, these 
data suggest the possibility that companies have 
better managerial techniques than they always put 
to work (13, pp. 235-286;. 

Summary 

Major points of reference presented in the preceding 

paragraphs which are applicable to this study are sum-

marized below. 

1. A high-school education is considered very 
important to the life insurance agent. 
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2. A college education is not considered essential 
in selling life insurance. 

3, Up to ag© 40 at entry there is a steadily in-
creasing chance for the applicant to beccwe a 
successful salesman, 30 to lf.0 being the most 
favorable period. 

li„, A married man is a better prospective agent than 
a single man. 

5# A man who carries life insurance before becoming 
an agent will usually remain in the insurance 
business longer and sell more life insurance 
than the man who does not own any life insur-
ance. 

6. A man who belongs to a club and is very active 
in that club will sell more life insurance than 
the man who does not participate in any club 
activities. 

7. The man of foreign birth is more successful than 
one of native birth, and the American-born man 
of foreign parentage is more successful than 
the American-born man of native parentage. 

8. It is possible to construct a test from per-
sonality traits and to validate them in such a 
manner that life insurance selling ability can 
be predicted with a fairly high degree of ac-
curacy. 

9. An interest teat may identify life insurance 
agents but does not differentiate successful 
from unsuccessful agents. 

10. Because all selling is not alike, each typo of 
selling and probably also each type of product 
or services sold will require independent 
analysis with individual selection adapted to 
its own particular requirements. 

11. A salesman's belief in his product and his 
motivation are more important than technical 
knowledge in selling life instarance. 
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12. Man who are not financed have a highsr survival 
rate than those given financial support# 

The suramary of related studies demonstrated that a 

personality trait instrument (3) can be construeted and 

validated in such a manner that life insurance selling 

ability for young xaen under age 30 can be predicted with 

a reasonable degree of accuracy. 

Chapter III will analyze and briefly discuss the 

Gresfcalt theory, also called the field theory of personality< 
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CHAPTER III 

THEORIES OF PERSONALITY: I 

Gestalt Theory of Personality 

Anyone professing a scientific interest in testing 

must soon become embroiled in the problem of selecting 

or choosing data to be used in constructing an instrument 

that can be used for selection purposes. Although there 

is no shortage of personality theories» there is the problem 

of deciding which theory is worthy of analysis and how that 

personality theory can be used in constructing a testing 

instrument. 

The Gestalt theory of personality was selected be-

cause many writers-~for example, Murray, Lewin, and 

Wheeler—used such personality traits as regression, 

emotions, needs, tension, interdependence, integration, 

abasement, aggression, and dominance to describe the Gestalt 

theory of the whole or the inner essential nature of man 

(6, p. 3)* 

In this chapter the scientific method, or What is 

usually called the German approach in an analysis of the 

"inner essential nature of man," is discussed. The 

German approach emphasised the "unique whole approach, 

37 
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which cannot fruitfully or legitimately "be analysed into 

smaller component parts" (6, p. 6). 

The Gestalt theory, called the German theory or field 

theory (8, p. 283)» is reviewed first to give the basio 

fundamentals of the European approach. Then, prior to 

discussing the personality theory, a brief introduction 

to the author'a personal history is given, followed by a 

section on the structure of personality, in which per-

sonality concepts are explained. Next, the dynamics of 

personality, which sets forth the motivational concepts 

of the theorist, is discusaed; and the review is concluded 

with a section on the development of personality, dealing 

with the change and growth of a particular personality 

theory {1, p. ix). The four sections could not be used 

with each personality theory; therefore, different termin-

ology was used in some sections. Hall and Lindzey were 

used as a guide in selecting the most important personality 

theories used in this study (1). 

Three theories of Gestalt psychology are analyzed in 

this study (2, pp. 357-371); but the leading Gestalt 

school, the Berlin school, often called the Wertheimer-

Kohler-Koffka group, received the major portion of the 

study and analysis (3» p. 78) since the Wertheimer-Kohler-

Koffka group has preserved the greatest degree of Internal 

unity and is followed by many adherents (If., p. 225). 
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Gestalt psychologists reason that a personality is 

not a piecemeal conglomeration of many disturbing factors 

but that the personality M s a structure in which each 

part is intricately interrelated to each other part; each 

makes up the whole structure of personality (5# P» 172)« 

Shoffer and Shoben analyzed personality from the 

perception viewpoint and contended that the Oeetalt 

"school objects to the notions that definite movements 

are learned, that progress in learning is gradual" 

(?, p. 134). According to Shoffer and Shoben, 

The Qegtalt approach has made a valuable con-
tribution by emphasizing that perceptions can be 
learned as well as movements. People do learn by 
perceptual reorganization and insight, and the 
experiments show that lower animals can also learn 
in that manner (7» p. 135)« 

Hartman described Wheeler1s eight organismic laws, 

as follows: 

1. The Law of Field Properties: Any item of 
reality is in its own right an integrated whole 
that is more than the sum of its parts. Note 
that this principle is not just a psychological 
curio, but is claimed to be a universal truth. The 
earth has a density gradient from its surfaoe to its 
center which no separate portion possesses. Water 
has properties which are not characteristic of either 
hydrogen or oxygen. A step on a stairway is merely 
a board in the lumber pile. Metabolic fields of 
force or physiological gradients are likewise at-
tributes of the animal body and not of its cells 
and organs as such. Meaning is a field property 
of any perceptual experience; a fractional meaning 
is a fraction. 
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2. The Law of Derived Properties t Parts de-
rive their properties from the whole• A stone, for 
example, has weight, and yet that weight lias no in-
dependent existence# - The weight ia Merely a relation 
between the body and the gravitational system which 
contains it. As Lashley and other students have 
shown* the function of a certain cerebral region 
hinges upon what is occurring throughout the ent ire 
neural system. 

3. The Law of Determined Action: The whole 
conditions the activities of its parts. This principle 
states the Oestalt position on oaus&tion or deter-
mination, which as a logical concept holds only be-
tween a whole and its parts and never from part to 
part* Exact prediction of an event is possible only 
when the larger framework within which it occurs is 
known. This is why the behavior of electrons has 
recently been explained by subatomic researchers in 
terms of statistical probabilities because the 
structure within which the members would conduct 
themselves "lawfully" has been destroyed. Early 
transplantation of tissue from the head end to the 
tail results in the growth of a tail and not a 
head because the developmental future of each cell 
is conditioned by the total organism* The phenomena 
of polarization and neurobiolaxis illustrate the 
same point. 

ij.. The Law of Individuation: Parts emerge from 
wholes through a process of differentiation or in-
dividuation, as every user of a tachistoscope knows. 
This is the configuration!at key to the evolution 
of speoies and the development of the person. Out 
of a physiological field or ground there arise 
segregated patterns or figures—an idea strangely 
reminiscent of Spencer1s famous definition of evolu-
tion and Lloyd Morgan's emergent philosophy, and an 
Interesting support to the notion of correspondence 
between organic and inorganic evolution. 

5. The Law of Field Genesis: Wholes evolve 
as wholes. This is largely a corollary to the pre-
ceding law. The teeth, heart, and brain do not 
change their size or texture in isolation, but the 
embracing organism undergoes an expansion or new 
structuration. Sheer physiological growth is a 
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"function of the organism-as-a-whole; it is the 
progressiva internal differentiation of a single 
protoplasmic individual.n 

6. The Law of Least Actions Energy inter-
change takes place through, the shortest spatio-
temporal internal# Air currents move from regions 
of high atmospheric pressure to those of low; 
electricity "flows" from high to low potential; 
nerve fibers grow maximally at those points where 
metabolic rates are highest; and art is dominated 
by symmetry and harmony. This law was first publicly 
enunciated by Maupertuis in the eighteenth century 
and later put into serviceable form by Euler * 

7» The Law of Maximum Work J Where the balance 
of a system is disturbed, all the available energy 
is employed in restoring equilibrium. The all-or-
none character of nerve fiber conduction and the 
"self-preservation" efforts of the organism are 
illustrations of this principle. 

8. The Law of Configuration: One isolated, 
discrete event can never interact with another be-
cause things of this character are nonexistent. The 
present determines the future in no more real sense 
than the future governs the past. Temporal acts 
are unified in the same way that spatial patterns 
are—a conclusion implicit in the phi-phenomenon 
(3? PP. 72-74). 

Wheeler's eight laws, called the organismic viewpoint, 

modified the early Oestalt movement, and for many years 

they were very popular in psychological circles; but 

today his theory is no longer influential, and his writings 

are no longer published in many of the psychological books 

or periodicals (1*., p. 225). 

Probably the fullest and most systematic treatment 

of the problem of learning from the Oestalt point of view 
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may be found in Kofflea's principles of Gestalt psychology 

(4» P» 2.2.$) $ discussed briefly below# 

Laws of Organizations "Gestalt psychology had Its 

start and has achieved its greatest success in the field 

of perception" (Ij., p. 226). Hilgard suggested that Koffka 

could have done a much better job in applying the laws of 

organization to learning problems if he had been more sys-

tematic in his approach and had used the four laws of or-

ganization, which follow. 

1. Law of Similarity* Kohler, in a series of ex-

periments with nonsense syllables, two-place numbers, and 

nonsense two-dimensional figures, showed quite conclusively 

that similar (homogeneous) pairs were muoh more readily 

learned than dissimilar (heterogeneous) ones (I4., pp. 227-

228)* Koffka also applied the law of similarity to the 

selection of a memory trace by a process active at the 

time of recall (l>.» p. 228). In regard to the law of 

similarity, Hilgard said, "The meaning is conveyed suf-

ficiently by the process of recognition, where a face 

present now recalls the same one seen earlier and results 

in the feeling of familiarity" (ij., p. 226). 

2 , Law of Proximityt Koffka found that "old im-

pressions are less well recognized and recalled than new 

ones because the recent trace is nearer in time to the 

present active process" (4, p. 228). Stated in another way, 
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he said, "The law of proximity becomes also a law of 

recency and proximity is a temporal 0110" (lj., p. 228). 

3. Law of Closuret Koffka found that 

. » . closed areas are more stable than unclosed ones 
and thereforo more readily form figures in perception. 
As applied to learning, closure ia an alternative to 
the law of effect. The direction of behavior is 
toward an end-situation which brings closure with it. 
It is in this manner that rewards influence learning 
(i»> p. 228). 

that 

I4.. Law of Good Continuation: Koffka also showed 

. . . organisation in perception tends to occur in 
such a manner that & straight line appears to con-
tinue as a straight line 3 a part circle as a 
circle, and so on, even though many other kinds of 
porceptual structuring would be possible. Closure 
and continuation are aspects of articulate organi-
sation. Organization applies to learning as well 
as to perception (i*., p. 229 )• 

Kurt Lewin»a Theory of Personality 

Biographical Data 

Kurt Lewin was born in Prussia in 1890. He attended 

the Universities of Freiberg, Munich, and Berlin, from 

which he received the doctorate in 1911+- Cl, p. 207). He 

came to the United States in the early 1930's and taught 

at Stanford University and Cornell University before 

going to the University of Iowa as professor of psychology 

in the Child Welfare Division (1, p. 20?). Lewin was a 
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strong advocate for the application of field theory in 

all areas of psychology (1# p. 207), 

The principal characteristics of Lewin's field 
theory ra&y be summarized as follows i (1) behavior 
is a function of the field which exists at the time 
the behavior occurs, (2) analysis begins with the 
situation as a whole from which are differentiated 
the component parts, and (3) the concrete person in 
a concrete situation can be represented mathematically 
(1, p. 207). 

Structure of Personality 

Lewin looked upon a person as an entity set apart 

from all other things in the world. A person should bo 

measured, gauged, and talked about in mathematical terras 

or by making spatial representation of the person. Lowin 

tried to raatheroatize all of his reasoning and concepts of 

a person so as to solve for the unknowns and to be exact 

in his writings (1, p. 206). In describing the structure 

of personality, Lewin began with the individual and "sub-

sequently surrounded him with a psychological environment" 

(1, p. 210). 

Lewin placed emphasis upon what he called "life 

space,n which he described as follows; 

Life space is the psychologist's universe j it 
is the whole of psychological reality. It contains 
the totality of possible facts which are capable of 
determining the behavior of an individual. It in-
cludes everything that has to be known in order to 
understand the concrete behavior of an Individual 
human being in a given psychological environment at 
a gi/en time. Behavior is a function of the life 
space (1, p. 211). 
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Dynamics of Personality 

Lewin analysed the dynamics of personality under 

five concepts (1, p. 224). The concept of energy, or 

what Levin called "psychical energy/' included tension 

and til© effects of tension. Lewin stated that disequilib-

rium 

. . . is produced by an increase of tension in one 
part of the system, relative to the rest of the 
system, either as a result of external stimulation 
or of internal change; for when tension throughout 
the system becomes equalised again, the output of 
energy is halted and the total system comes to 
rest (1, p. 22k)» 

The second concept of personality which Lewin ad-

vocated was tension. Tension, according to his theory, 

coses about throughout the whole system and also in its 

parts* A part of the body may b© tens© or nervous while 

the whole system could be returning to a normal or a 

balanced condition (1, pp. 224-225). 

Lewin's third concept of personality was need. Hall 

and Lindzey's definition of the term need is given in the 

following statement: 

A need may be a physiological condition such as 
hunger, thirst, or sexj It may be a desire for some-
thing such as a job or a spouse; it may be an in-
tention to do something such as completing a task 
or keeping an appointment. A need is, therefore, a 
motivational concept and Is equivalent to such terms 
as motive, wish, drive, and urge (1, p. 227). 

Lewin did not attempt to list a specific number of needs 

or to place them in order as to importance, but he felt 
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that the needs of any person were determined by the social 

environment in a given location (1, p. 228). 

Levin1s fourth concept of personality was valence, 

which 'he defined in the following statements t 

A valence is a conceptual property of a region 
of that psychological environment. It is the value 
of that region for a person. There are two kinds of 
valuet positive and negative* A region of positive 
value is one that contains a goal object which will 
reduce tension when the person enters the region. 
A region of negative value is one that will increase 
tension. 

A valence is coordinated with a need. This 
means that whether a particular region of the en-
vironment has a positive or negative value depends 
directly upon a system in a state of tension. Needs 
impart values to the environment. They organize 
the environment into a network of inviting and re-
pelling regions. However, this network of valences 
depends also upon alien factors which do not fall 
within the scope of psychological laws• 

A valence is a variable quantity; it may be 
weak, medium, or strong. The strength of a valence 
depends upon the strength of the need plus all of 
the nonpsychological factors mentioned above* 

A valence is not a force. It steers the person 
through his psychological environment, but it does 
not supply the Motive power for the locomotion . . , 
(1, pp. 228-229). 

Lewin listed force as the fifth dynamic concept of 

personality (1, p. 229) . Hall and Lindzey explained force 

or vector in the following manner: 

A locomotion occurs whenever a force of suffi-
cient strength acts upon a person. A force is co-
ordinated with a need, but it is not a tension# A 
force exists in the psychological environment whereas 
a tension is a property of an inner personal system. 
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The conceptual properties of force are direc-
tion, strength, and point of application. These 
three properties are represented mathematically by 
a vector# The direction in which the Tector points 
represents the direction of the force, the length of 
the vector represents the strength of the force, and 
the place where the tip of the arrow impinges upon 
the outer boundary of the person represents the point 
of application. A vector is always drawn on the out-
side of a person and never inside "because psychological 
forces are properties of the environment and not of 
the person. 

If there is only vector (force) acting upon a 
person, then there will be a locomotion or a tendency 
to move in the direction of the vector. If two or 
more vectors are pushing the person in several direc-
tions, the resulting locomotion will be the resultant 
of all the forces . . . . 

Now we can see the relation of valence to veotor. 
A region which possesses a positive valence is one in 
which the forces acting upon tbe person are directed 
toward this region. A region of negative valence is 
one in which the vectors are pointing in the opposite 
direction. In other words, the direction of a vector 
is directly determined by the location of a region 
with either positive or negative valence• The strength 
of a vector is related to the strength of a valence, 
to the psychological distance between the person and 
the valence, and to the relative potency of other 
valences. 

Parenthetically, it may be observed that the 
concept of need is the one concept with which all 
of the other dynamical constructs are coordinated. 
A need releases energy, increases tension, imparts 
value, and creates force. It is Lewin's central or 
nuclear concept around which the other concepts 
cluster (1, pp. 229-230). 

of Personality 

From the five personality concepts, Lewin has done 

extensive research in the development of personality and 
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has made M s research available for review and. analysis# 

According to Lewin, "reward and punishment do not stamp 

in or stamp out associations, but cause changes in the 

vectorsj valances# and boundaries of the psychological 

environment and in the tension systems of the person'' 

(1, p. 234). 

Lewin also used personality traits, such as regression, 

retrogression, emotions, needs, social customs, inter-

dependence , integration, tension, inner-personal sphere, 

and other traits to describe his theory of personality 

(1, pp. 23i|.-238}. Many of the personality traits used 

by Lewin to describe, evaluate, and analyze a given 

normal personality were used in the present study. 

Henry A. Murray1s Theory of Personality 

Biographical Data 

Henry A. Murray was born in New York City on May 13, 

1393» and received the bachelor1s degree at Harvard 

University in 1915» H© received the master's degree in 

biology from Columbia University in 1919* and the doctor 

of philosophy degree in biochemistry from Cambridge Uni-

versity in 1927 (1, p. 159). 

Murray's theories of personality are deeply imbedded 

in the biological factorsj he has emphasized consistently 
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in his writings the organic quality of behavior, indicating 

that a part9 a fragment, of personality or huxaan behavior 

cannot tos fully understood by itself or in isolation from 

the whole body. He also emphasized the theory that ©vents 

taking place in infancy and childhood as daily events or 

as traumas are crucial determinants of future adult be-

havior (1, pp. 15>7-l58) • 

Structure, of Personality 

Murray's definitions of personality placed emphasis 

upon the physiological ground of personality, as shown in 

the following statementa: 

Personality may he biologically defined as the 
governing organ, or superordinate institution, of 
the body. As such, it is located in the brain. lo 
brain, no personality . . . (1, p. 165). 

Personality is the governing organ of the body, 
an institution which, from birth to death, is 
ceaselessly engaged in transformative functional 
operations . . . (1, p. 164). 

As Hall and Lindzey saw it, the definitions of per-

sonality by Murray indicatedt 

(1) The abstract nature of personality, the 
fact that it is a construction of the theorist 
which, although related to specific empirical events, 
is not simply a summary of these events. The in-
dividual' s personality will clearly vary depending 
upon the theorist who is representing or formulating 
it. 

(2) There is the Implication that the individual's 
personality refers to a series of events which in the 
ideal case span his entire lifetime. This longitu-
dinal emphasis is expressed more strongly in th® 
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phrase, "the history of the personality is the per-
sonality," which appears time and again throughout 
Murray * a writing, 

(3) The definitions imply that personality 
should reflect the enduring and recurrent elements 
of behavior as well as the novel and unique• 

(4) Personality is the organizing or governing 
agent of the individual. It is the personality 
which produces order and integration among the dis-
parate impulses and constraints to which the in-
dividual is exposed (1, p. 16^). 

Thus, according to Hall and Lindzey, 

» * . Murray throughout all of his writings 
has chosen to anchor personality firmly in the 
brain, pointing out that all we know of the physi-
ological processes, necessary for behavioral func-
tion, indicates that the brain oust be the seat of 
the organizing and executive f unctions--the per-
sonality (ls p. 165). 

Dynamics of Personality 

In order to discuss Murrayfs theory of personality 

furthers it is necessary to understand the concept of 

"need" and the list of needs advocated by Murray in ex-

plaining his theory of personality. Hurray defined a 

need as 

• . « a construct (a convenient fiction or hy-
pothetical concept) which stands for a forca--in the 
brain region, a force which organizes perception, 
apperception, Intellection, conation, and action in 
such a way as to transform in a certain direction 
an existing unsatisfying situation. A need is some-
times provoked directly by internal processes of a 
certain kind—but, more frequently (when in a state 
of readiness J by the occurrence of one of a few 
commonly effective pressures (environmental forces). 
Thus it manifests itself by leading the organism 
to search for or to avoid encountering or, when 
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encountered, to attend arid respond to certain kinds 
of pressure. Each need is characteristically ac-
companied by a particular feeling or ©motion and 
tends to us© certain modes to further its trend. 
It may be weak or intense, momentary or enduring. 
But usually it persists and gives rise to a certain 
course of overt behavior {or fantasy), which changes 
the initiating circumstance in such a way as to bring 
about an end situation which stills (appeases or 
satisfies) the organism (1, p. 172). 

Some of the needs or traits considered important by 

Murray wore abasement, achievement, affiliation, aggres-

sion, autonomy, counteraction, defendance, deference, 

dominance, exhibition, harm-avoidance, infavoidance, 

nurturance, order, play, rejection, sentience, sex, 

succorance, and understanding {1, pp. 173-171;). 

Murray also stated in his writings that the traits 

or needs were not independent of each other but acted with 

each other; and that there existed a chain of needs, a 

hierarchy of needs, depending upon the circumstances and 

certain needs, taking precedence over other needs (1, 

p» 177). According to Murray, to know these needs and 

how a person viewed them, interpreted them, and worked 

with them gave an insight into a person's motives and 

what motivated him (1, p. 179), 

Development of Personality 

Murray1s study of personality was a longitudinal 

study from the infantile stage to the adult stage. He 

believed the events in early life, even before a language 
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was learned, were of utmost importance to the individual 

In his development. 

In explaining tha infant's early life, Murray dis-

cussed and analyzed several complexes faced by infants* 

He defined a complex as "an enduring integrate that de-

termines the coarse of later development" (1, p. 185)# 

The claustral complexes, he said, "represent residuals 

of the uterine or parental experience of the individual" 

(1# p. 185). Furthermore, he said, "the anal complexes 

are derived from events associated with the act of de-

fecating and bowel training" (1, p. 186), and "the oral 

complexes represent derivatives of early feeding experi-

ences" (1, p. 186). All of these complexes, according 

to Murray, affected the development of the child's per-

sonality. How the child was affected depended upon how 

the parents cared for the child (1, pp. 185-188). 

Murray's second theoretical concept gave great 

emphasis to sociocultural determinants. A person, he 

said* 

. . . is an emergent entity of and in a certain 
physical, social, and cultural milieu. He cannot be 
properly represented in isolation from his locale, 
or from the culture which he is part, or from his 
status (role) in the structure of that group. 
Basically every person is a social person, an 
interdependent part of a system of human inter-
actions (1, p. 188). 
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In all his writings, Murray did not lose sight of 

the individual, the essential uniqueness of each person. 

Even though he placed great emphasis on the group or 

culture pressure, he recognised that each individual was 

reared in a different environment, under different cir-

cumstances, and that the individual was born with dif-

ferent interests and aptitudes (1, p. 189). Murray sug-

gested that "the human personality is a compromise between 

the individual's own impulses and the demands and interests 

of other people" {1, p. 190). 

Murray*s theory of personality may be summarized as 

follows i The motivational process has been developed. 

The concepts of need have been fully explored and have 

found wide usage among investigators, and Hurray's theory 

concerning socialization processes has been widely accepted. 

Summary 

In summarys Chapter III has reviewed three personality 

theories; each type has proved to have like features and 

unlike features. Each personality theory has had and con-

tinues to have its followers throughout the world. 

In Chapter IV, the psychoanalytic approach to per-

sonality will be reviewed and discussed, Including Freud 

and his followers. 
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CHAPTER If 

THEORIES OF P3RS0IJALITY: II 

Freudian Theory of Personality 

The Freudian theory of personality, called the 

pa/choanalytic approach, was included in the current 

study to give a resume of the depth approach of understand-

ing human personality traits that are stored and hidden 

away in the body. A brief explanation is given in this 

psychoanalytic theory as to why the hidden personality 

traits move a person into action and then toward a state 

of equilibrium. 

The theory of testing with the current instrument 

was founded upon such a concept of the continuity of 

deeply imbedded personality traits that move to the sur-

face to meet the daily environmental problems and then 

retreat to the inner cells of the body. The deeply im-

bedded personality traits are explained in this chapter, 

and the surface personality traits are discussed in 

Chapter V. 

Pounded by S'reud, the psychoanalytic approach was 

a motivational approach to personality (7, p. 333). The 

55 
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psychoanalytic approach to personality and modifications 

of this approach, are discussed under the following 

headings: a brief history of the author, the structure 

of personality, the dynamics of personality, the develop-

ment of personality, and research and evaluation combined 

with the latest findings. 

The five sections could not b© used with each per-

sonality theory? therefore, different terminology was 

ased, and several of the sections explaining the per-

sonality theory were consolidated (5, p. viii). 

Slgmund Freud's Theory of Personality 

Sigmund Freud was born in Moravia May 6, 1856, and 

died in London September 23, 1939. For nearly eighty years, 

however, he resided in Vienna and left that city only 

when the Mazis overran Austria. As a young man, he de-

cided that he wanted to be a scientist; and, with this 

goal in mind, he entered the medical school of the Uni-

versity of Vienna in 1873» from which he graduated eight 

years later (5, p« 30). 

Freud practiced medicine in Vienna and continued to 

do research and writing in the field of neurology. He 

became interested in hypnosis and did research in the 

field of hysteria with a Viennese physician, Joseph Breuer. 

Breuer and Freud investigated the effect of hypnosis on 

a person affected with hysteria. They discovered that the 
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patient related a long train of events that wont back 

into childhood, After the patient recovered from the 

emotional excitement and was restored to full conscious-

ness, her general mental condition had greatly improved. 

At this period of joint research, Breuer and Freud 

parted company. Freud felt that the sex urge or that 

sexual conflicts were the basic cause of hysteria; Breuer 

did not approve of this viewpoint. Freud worked alone for 

several years, accumulating more data in working with a 

patient affected with hysteria but not being under hyp-

nosis. .Prom this research came the foundation for es-

tablishing the psychoanalytic theory (5, p. 31). 

Psychoanalysis, a motivational approach, has been 

very influential in the development of personality. Freud, 

the founder of the psychoanalytic approach to personality, 

believed in complete determinism. He believed that all 

acts, thoughts, and feelings were determined by the inner 

determinants of the individual (7, pp. 333-331?.), Freud 

postulated three major systems or divisions in the core 

of personality: the id, the ©go, and the superego. These 

three systems are explained under the structure of per-

sonality <7, p. 335). 
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The Structure of Personality 

Freud found that the id or the pleasure principle 

is most apparent in the uncivilized, unsocialized, and 

hedonistic behavior of very young people {1, pp. 181-

183). Under this theory, immediate gratification and im-

mediate action persist. This unconscious behavior is a 

storehouse of the impulses that have been rejected by the 

ego (lj p. I8J4-)- Freud stated chat the id is not directly 

or immediately available to deliberate instant recall but 

is extensive and more important in determining one1s life 

than the ego or superego (2, p. 256). 

According to the Freudian theory, the basic principle 

or content of the id or unconscious derives, first, from 

biologically rooted instincts and, second, from the residue 

of impulses or effects which result from the inhibitions 

of responses. This inhibition la called repression (2, 

p. 256). The id comprises the inherited urges or in-

stincts and their vast background of present energy 

(13, p. 259). 

Stagner said that the id is a collective term that 

represents primitive and animal impulses. He further 

described the id as the raw, uncontrolled desire for food, 

for sexual satisfaction, or for open and violent attack 

upon someone else, Fear, morality, decency, and discipline 

are not parts of the id in the organisation and makeup of 
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a person's personality. 8ta.ga©r continued to describe 

the id as a nonexistent entity, an abstraction# a 

collective name for all of those impulses of a primitive 

character (11, pp. 276-279). 

Shaffer and Shoben described the id as tba entirely 

unconscious striving aspect of personality. The seat of 

libido and the original source of all the instinct energy 

of an individual is the id (10, p. i|5l). To understand 

the id concept of personality, the concept of selective 

forgetting, often called repression in psychological 

circles (10, p. 228), must be analyzed. In an analysis 

of Freudian theory Shaffer and Shoben pointed out: 

Freud's theory of repression involved the con-
cepts of conscious and unconscious forces. Pain-
ful and anxiety-provoking material could not be 
tolerated in consciousness and hence was rejected 
forcibly into the unconscious condition. Any 
associated names or ideas that would tend to bring 
up the disavowed thought were repressed, also. The 
barm done by repression was supposed to arise from 
two sources. First, it was conceived that a cer-
tain amount of "energy" had to be expended in order 
to keep the painful memory repressed, so that less 
energy was available for dealing with other problems. 
Also, the repressed memory was supposed to remain 
active in the unconscious and to seek to come out 
in disguise, resulting in various eccentricities of 
behavior, including phobias (10, p. 230). 

Shaffer and Shoben defined the id as the raw, ion-

controlled, violent, primitive-form, animal action which 

gives way to a new psychological process that gradually 
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©merges into what is called the ego; and the ©go as the 

essentially selfish identity C5» p. 33). Freud believed 

it to be in contact with the outer* world and the require-

ments of reality {11, p. 279). 

Cattell said that the ego consists of drives tempered 

by experience, by perceptions by external difficulties, 

and by memories of puniahment (3, p. 229). Young said 

that the ©go is partly conscious and partly unconscious 

behavior and that it develops out of the original id 

ia the external world which stands in conflict with the 

id or the pleasure principle. He also believed that the 

most important functions of the ego are perceiving, think-

ing, and acting. Through these functions the ego handles 

the present situation, plans for the future, usea idonti-

fication3 logical thinking, and tries to bring about 

changes and Modifications in the external world to its 

own advantage (13, p. 260)« 

Stagner spoke of the ego as an abstraction of many 

impulses that require tho postponement of present pleasure 

in order to receive or attain a much greater future pleas-

ure or satisfaction or- to avoid or eliminate future pain 

or hardship (11, p. 279). 

Shaffer and Shoben said the ego is small and weak at 

the beginning of an individual1 a life, but as the indi-

vidual grows and matures through contact with reality 
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and through, the mechanism of Identification he is governed 

chiefly by the external world, often spoken of as the 

"reality principle" (10, p. 1*52). 

Hall and Lindzey summarised the functions of the ©go 

as follows: The ego is too organized portion of the id? 

it comes into existence in order to forward the aims of 

the id, not to frustrate them; all of its power is derived 

from the id. It haa no existence apart from the id, and 

it never becomes completely independent of the id. Its 

principal role is to mediate between the instinctive 

requirements of the organism and the conditions of the 

surrounding environment; its suporordinate objectives 

are to maintain tho life of the individual and to see 

that the species is reproduced ($, p, 3$). 

The superego is another structure of personality that 

arises out ox tho itl and tho ego (13 ? p» 260) • Froud 

believed chat the superego consists partly of inherited 

moralities. customs, mores, and taboos and partly from 

the moral habits of a child's parents (10, p. i;5>3). 

Young said tho beginning of the superego is found 

in the deprivations which the parents and peer group im-

pose upon the child'3 id impulses. He concluded that within 

the child'3 personality develops or emerges a new system 

or drives that seek peer approval (13, p. 260). The 

drives come into being, not because of threats of 
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violence or fear, or to avoid behavior which would re-

sult in pain, tout to secure social approval# The drives 

are brought on by social pressure and gradually molded 

into social conformity that gives peace of mind and forms 

a new system—the superego (5* P* ,35 )• 

The interaction of these three impulse systems, the 

id, the ego, and the superego, actually do not collide or 

clash with each otner; but they work as a team to keep 

the personality functioning as a whole and in balance 

{$, P. 36). 

Dynamics of Personality 

Freud proposed that all the energy available to the 

personality of man comes from "drive energy" or from the 

food ho eats. lie also called the "drive energy" or food 

energy the id energy, and later the psychic energy (5» 

p. 36), He said the "point of contact or bridge between 

the energy of the body and that of the personality is 

the id and its instincts'* (5>, p. 36). "An instinct is 

defined as an inborn psychological re presentation of an 

inner somatic source of excitation" (fj>, p. 36). 

Freud described the instincts as propelling factors 

of personality; they may come and go as the bodily needs 

develop (£, p. 36). He did not seek to make a list of 

instincts, but he divided them into two areas. One area, 
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called t h e life i n s t i n c t s or l i b i d o, "serves the purpose 

of i n d i v i d u a l s u r v i v a l and racial propagation? hunger, 

thirst.v arid sex fall in this c a t e g o r y " {$, p . 39)* 

Another area.- c a l l e d the d e a t h i n s t i n c t s , o r as 

Freud somebiiaos called thorn, " the d e s t r u c t i v e i n s t i n c t s " 

( 5 , p, 3 9 ) , pe r fo rm t h e i r work i n a h i d d e n fashion. 

Hate , g rood , l y i n g , c h e a t i n g , and e v e n t u a l l y d e a t h fall 

i n t h i s p a t t e r n o r c a t e g o r y . 

The Development of Personality 

Proud t h o u g h t t h a t t h e p e r s o n a l i t y of a p e r s o n was 

f a i r l y w e l l deve loped b e f o r e t h e end of t he f i f t h yea r 

and t h a t subsequen t growth c o n s i s t e d of adding t o t h i s 

b a s i c p e r s o n a l i t y s t r u c t u r e . F r e u d ' s t h e o r i e s of c h i l d -

hood p e r s o n a l i t y were deve loped f rom y e a r s of s t u d y w i t h 

p a t i e n t s undergoing p s y c h o a n a l y s i s (5» P* M>). 

H a l l and Lindzey d e s c r i b e d P r e u d 1 s t h e o r y of p e r -

s o n a l i t y f rom t h e t e n s i o n r e d u c t i o n t h e o r y ; they ex -

p l a i n e d j 

P e r s o n a l i t y deve lops i n r e s p o n s e t o f o u r 
m a j o r s o u r c e s of t e a s i o n : ( 1 ) o h y s i o l o g i c a l growth 
p r o c e s s e s , ( 2 ) f r u s t r a t i o n s , ( 3 / c o n f l i c t s , and 
|i|.) t h r e a t s . As a d i r e c t consequence of i n c r e a s e s 
in t e n s i o n emanating f rom t h e s e s o u r c e s , t h e p e r -
son i s f o r c e d t o l e a r n new methods of r e d u c i n g 
t e n s i o n . Th i s learning i s what i s meant by p e r -
s o n a l i t y development ( 5 , p . 14-6), 
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According to Freud, the individuals in developing 

his personality, learns to resolve M s worries, fears, 

frustrations, conflicts, and anxieties by the use of ego 

defense mechanisms (5, p. ij-9)• Soaie of the ego denf ense 

Mechanisms ara: 

1. Identification% Through this mechanism the in-

dividual takes over features of another person, the ap-

proved features, and. the features that help reduce tension. 

The individual selects as models those who seem to be more 

successful in gratifying their needs, their wants, and 

their desires. A child often identifies with his parents 

in the hope of gaining or regaining their love> and the 

same child may identify with animals, abstract ideas, 

imaginary characters, or inanimate objects or with close 

friends (5, p. !+7). 

2. Repression: Freud stated that everything in the 

mind that brought on much frustration or disturbance was 

at one time a conscious thing, but when the frustration 

became great or no longer consciously bearable, then the 

mind forced this event into the unconscious, and repres-

sion occurred (5? ?* 49)« 

3. Projection! I<*reud asserted that if an individual 

could project the sources of his anxiety to the external 

world rather than repress them inside, that individual 
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would likely achieve greater relief for M s pent-up 

©motions or his tame condition. The method of projecting 

the source of anxiety to an external source is an ego-

defense raechanisia called projection (5J P» 50)• 

4. Reaction formations According to Freud» reaction 

formation is the replacing of an anxiety-producing impulse 

by its opposite (5> P» 50)* Hall and Lindzey said that 

any extreme forms of behavior usually signify a reaction 

formation (5> P» 50). 

Freud asserted that a child, in developing his per-

sonality, passes through several stages or periods of 

development during the first five years of life» The 

first stage, the oral stage, which lasts for about a year, 

is a period when the young child obtains pleasure from 

sucking and at a later date from eating (5> P» 51). 

The second stage, the anal stage, is the period when 

the child derives pleasure from fecal elimination; it is 

also the period of "wanton destructiveness, temper tan-

trums 5 and messy disorderliness" (5» p. 53)• 

The third stage of personality development, the 

phallic stage, has been described by Freud as the 

Oedipus complex period (5> P* 53)• 

Briefly defined, the Oedipus complex consist® 
of a sexual cathexis for the parent of the opposite 
sex and a hostile cathexis for the parent of the 
same sex. The boy wants to possess his mother and 
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remove his father; the girl wants to possess her 
father and displace her mother (5» p. 53) • 

Hall and Lindzey explained: 

The behavior of the three-to-five-year-old 
child is marked to a large extent by the operation 
of the Oedipus complex, and although it is usually 
modified and suffers repression after the age of 
five, it remains a vital force in the personality 
through life• Attitudes toward the opposite sex 
and toward people in authority, for instance, are 
largely conditioned by the Oedipus complex ($, p. 
S3). 

The fourth stage, the genital stage, has been 

described by Freud as the period when the individual begins 

to love others for altruistic motives, to join groups, 

to plan a vocation, and to prepare for marriage• "The 

person becomes transformed from a pleasure-seeking, 

narcissistic infant into a reality-oriented, socialized 

adult" (5, p. 55)* 

Freud summarized the four stages of personality 

growth as a whole, or as a personality made and developed 

by all four 3tages (5, pp. 51-55). 

Research and Evaluation 

Freud built and designed the psychoanalytic theory 

of personality and during his lifetime made major re-

visions of the entire structure• Since the death of Freud 

new thinking and research among psychoanalytic theorists 

have made available now ideas. Freud gave great weight 

to the id and the birth of the ego from the id; but the 

t 
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new theory has asserted that the ago does not emerge 

from the id, that it has its origin separately and de-

velops on its own independent course (£, p. 65)* Freud 

placed much weight on heredity and the role of instincts 

in developing his psychoanalytic theory, but the critics 

of the present day have played down the importance of 

heredity and instincts and emphasized the role of social 

life in shaping personality (f>, p. 66). 

Freud mad© hie experiments or gained his observations 

by visual means that were developed under uncontrolled 

conditions. Ho written records were taken during the 

observations, and no proof was available for further re-

search, The critics of psychoanalysis demanded proof 

under controlled, observed, reliable conditions so that 

Freud's theories could have empirical consequences (5, 

p. 71). 

Proud gave the world n©w and challenging Ideas on 

psychology. He was an original thinker and a patient, 

penetrating observer. 

Modifications of Freudian Theory: I 
Carl Jung's Theory of Personality 

Carl Jung was born in Kesswyl, Switzerland, July, 

1875* He received his medical degree from the University 

of Basel in Switzerland, and assisted—later collaborated 
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with-~Bleuler, the eminent psychiatrist who developed the 

concept; of schizophrenia (p, p. 77)* 11 Jung's theory of 

personality is usually identified aa a psychoanalytic 

theory because of the emphasis that is placed upon un-

conscious process" (5* P« 78). 

A distinctive feature of Jung's psychoanalytic 

theory of man was that man's behavior is conditioned and 

changsa, not only by his individual and racial background 

but also by his hopes, wishes, aims, and aspirations ($, 

7̂ % 

o). 

Jung described man as being shaped by the past and 

conditioned and socialized by the present. Jung's theory 

of personality emerged from man's history, his racial 

origin, and the roots of the family tree (£, p. 78). 

8truetare of Personality 

Jung introduced a number of experimental methods 

into the study of psychoanalytic dynamics; these are 

the ego, or the conscious mind, wade up of memories, thoughts, 

and feelings; the personal unconscious, the region ad-

joining the ego, which "consists of experiences that were 

once conscious but which have been repressed, suppressed, 

forgotten, or ignored" (5, p* 79); the complexes, "an or-

ganized group or constellation of feelings, thoughts, per-

ceptions, and memories which exists in the personal 
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unconscious" (5, p. 79); the collective unconscious, the 

'storehouse of latent memory traces inherited from r&an's 

ancestral past, a past that includes not only the racial 

history of man as a separate species but hia prehuman 

or animal ancestry as well*' (p» p. 80); the archtypes , 

Ma universal thought form {idea) which contains a large 

element of ei&otion"; the persona, T,a maalc which ia worn 

'by the person in response to %'o& demands of social con-

vention and tradition''; and the attitudes of extroversion 

and introversion {$, p. -36). Young described Jung's 

theories of attitudes la the following manner: 

The extrovert is one whose fundamental orienta-
tion is toward the external world# In contrast, the 
introvert centers his attention in himself, not in 
people or things; his orientation is predominantly-
colored 'and changed by his efforts to retreat from 
the impression of this outside world into his own 
inner mental sanctum. Ha finds his chief values 
and satisfactions within a realm which he has 
recreated subjectively for himself (13» p» 225)• 

Jung said that the extroverted person accepts the 

world as he finds it and that the more extreme individual 

is inclined to be shortsighted» rigid in his thinking 

toward other people, and unable to give sympathy or deep 

understanding of his own emotions and feelings as well as 

those of others ( 13 , pp. 227 -22S) . 

The extroverted person's feelings are usually de-

termined by the external worldj he follows the conventions 
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and demands of M s group to which he belongs? be identi-

fies himself with til© emotions of those around him? and 

ha is often a pleasure-seeker (13, pp. 227-228). Accord-

ing to Jung, tine introverted thinking type is marked by 

ideational patterns that are completely organized to suit 

that individual. Persons of the introvertive type isolate 

themselves from the world of material objects, live ill 

til© realm of daydreams, theories- and ideals, and are 

notably impractical, often indifferent to style of clothes 

and to persons around them. The introverted persona live 

within their own internal, closed world, and are often 

silent and retiring in nature {13, pp. 227-228). 

Dynamics of Personality 

Jung believed in the following principles: 

(1) Psychic energy, or the energy by which the work 

of the personality is performed (£, p. 91)t Jung thought 

the psychic energy originated "in the same manner as all 

energy; namely, frcan the metabolic processes of the body" 

(5. p- 91). 

(2) Principle of equivalence, "the principle of 

equivalence being that if energy is expended in bringing 

about a certain condition, as for performing work, the 

amount expended will elsewhere appear in the system" 

(5» p. 93) '> The principle of equivalence is a law of 
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thermodynamics or- the principle of the conservation of 

energy. The principle states that if a particular value 

weakens or disappears, th® sura of th© energy represented 

by tho value will not be lost from the "psyche" or per-

sonality, but it will reappear in a new value• If a per-

son loses interest in one field of endeavor or in one 

particular hobby, another occupation or hobby has moved 

in and taken its place (5, pp. 93-9%)• 

(3) The principle of entropy, "tho second law of 

thermodynamics, which states that when two bodies of dif-

ferent temperatures are placed in contact with one another, 

heat will pass from the hotter to the colder body" until 

an equilibrium of forces has been achieved (5* P* 9if) t 

The operation of this principle means that a part of the 

body that is weak will lean on the strong parts and in 

doing so will create tension in personality. 

Likewise, th© energy of the superior attitude, 
whether it be extroversion or introversion, tends 
to move in the direction of the inferior attitude. 
An over-developed extrovert is under pressure to 
develop the introverted part of his nature (£, p. 

95 )• 

Jung also believed that the total energy of the per-

sonality is expended for two general areas. Sou© of th© 

energy is released in performing the dally tasks and for 

"th® propagation of the species" (5, p. 95)» and the re-

mainder of the energy is employed in cultural and spiritual 

activities. Jung said, "As a person be come s more efficient 
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in satisfying M s biological needs, more energy becomes 

available for the pursuit of cultural interests" (5* 

p. 95). 

Development of the Personality 

Jung described man as a forward-going, constantly 

progressing individual who is attempting to progress from 

a "less complete stage of development to a more complete 

one" (5, p. 96). Jung maintained that the teleological 

viewpoint and the viewpoint of causality are necessary in 

the study of man if a complete and full understanding of 

personality is sought. The teleological viewpoint explains 

the present in terms of the future or is understood in 

terms of where it is going. The causality viewpoint 

examines, analyzes, and probes into the past in order to 

account for man's present behavior ($, p, 96). 

Jung placed great emphasis upon heredity in the de-

velopment of man. He said that heredity is responsible 

for the "biological instincts which serve the purposes 

of self-preservation and reproduction and constitute the 

animal side of man's nature" ($» p. 97). 

Jung's theory of personality, as developed in his 

many writings, has opened new avenues and understandings 

in personality and has been adapted by many psychologists 

of the current eentury. 
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Modifications of Freudian Theory* 11 
Alfred Adler's Theory of Personality 

Alfred Adler was born in Vienna in 1070 and died in 

Scotland in 1937* He received a medical degree from the 

University of Vienna, specialized in ophthalmology, and 

later became a psychiatrist (5? P* llo). 

Structure, Dynamics, and Development 

of Personality 

The essential postulate of Adler•s life was character-

ized by a fundamental, inherent, purposive impulsation 

toward some goal or plan (11, p. 287). Adler rejected the 

sexual etiology of neurosis and stated that the present 

feeling of inferiority is the basic cause of neurosis 

(6, p. i|4)» According to Adler, events or circumstances 

early in life affect an individual, and attention must 

be given to the individual's physical-social environment. 

Adler pointed out that everyone develops sane sense of 

inferiority, is born completely helpless, and is rather 

weak and dependent during childhood. Adler felt that the 

present environment has more to do with conditioning a 

person's development than the infantile past. He also 

believed that each individual is conditioned, changed, 

and frustrated by hia social environment rather than by 

biological forces (6, p. 

Adler also described an individual with somatic weak-

nesses that reduce his ability to compete successfully 
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(ij., p. 125)* î rom this feeling of inferiority develops 

an extraordinary effort to excel in some area, especially 

in the area in which the person feels inferior (J4.* p. 12$)» 

Adler spoke of the difficulties that may arise when the 

normal tenderness or love of parents toward their children 

is not manifested to a proper degree. When the love of 

the parents is not shared with the children, the children's 

attitudes become so fixed that the children cannot recog-

nize or share in the love of the parents. The reasoning 

behind this theory is that children*s instincts for tender-

ness have never been developed (8, p. 311) • Adler said 

that a certain sense of inferiority is normal to the state 

of childhood, and the drive within the child to independence 

is part of normal growing up (3, p. 259)* 

In describing Adler1 a theories of personality in the 

early years of a person's life,. Young said that a person 

develops his own styles, his own fixed patterns of be-

havior, and comes to realize from an early age that he 

finds himself surrounded and hedged in by hi3 elders. 

The frustration of being hedged in, conquered, and con-

trolled by hi3 elders aakes the child seek a variety of 

outlets, which are called compensations (13, p. 262). 
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According to the following statement, Stagner agreed 

with Harper (6) in describing parte of Adler'a personality 

theories: 

In individual who is smalls physioally inferior, 
and feela unnoticed may shape his whole life in 
terns of M s relationship. A voice defect, a facial 
blemish, or some other characteristic may be the 
feature determining his reaction to his environment. 
The important matter from Adler*s viewpoint is that 
the individual, usually unconsciously, sets up a 
certain "life pattern" which is directed in such a 
way as either to overcome the defect or to compensate 
for it. The setting up of his goal or direction in 
lifo gives meaning to events which might fail to make 
sens© (11 , p. 288 ) . 

Stagner said that the driving force which motives or impels 

the individual throughout his life is known as the inward 

power or "will to power" (11, p. 288). In its very nature, 

the driving force is largely a matter of available energy 

within the body. 

Stagner described Adler'a personality theories further 

by saying that the body, with one or more defective organs, 

can be compensated for by other like or paired organs that 

are functioning properly. "Thus, a defective kidney on 

one side is found to result in hypertrophy of the other" 

(11# p* 288). On further investigation and after years 

of research, Stagner found that "there is a general prin-

ciple in physiology of compensation for inferiority" 

(11, p. 288). 
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Adler recognised the principle in physiology of "com-

pensation for inferiority" (11, p. 288)# and in M s treat-

ment of certain problems of childlike timidity, withdrawal, 

30elusiveneaa, and attempt to b© a mature person, he said 

that a child likely will often resort to "rebellion, ex-

hibitionism, bullying smaller children, or even delin-

quency" (11, p. 289)» 

Stagner aaid that soras adults fail to resolve the 

childhood problems and continue to show the infantile 

reactions throughout their life span. The Adlerian ap-

proach to such childhood problems was to provide suitable 

outlets in real situations for the child's "will to power.° 

These outlets must be within the child* s mental and physi-

cal ability (11, p. 209K The outlets made available to 

the child should be "widened to provide compensation or 

sublimations of a sort appropriate to the child's age and 

social development" (11, p. 289). 

Major Concepts 

A summary of Adler'a major contributions to per-

sonality theory follows. 

(1) Fictional finalism: "Man lives by many purely 

fictional ideas which have no counterpart in reality" 

(5, p. 119)• Adler believed that man could free himself 

from the influence of fictional ideas when necessary# 
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(2) Social interests Adlor believed that "social 

interest is inborn, that a man is a social creature by 

nature arid not by habit" (5, p. 122). It waa social 

interest that led Adler to develop and establish many 

child guidance clinics in the United States. 

(3) Stylo of life-1 This torn refers to the system 

by which the personality functions, the uniqueness of an 

individual, or the whole body striving for a goal (5# p. 

123). 

(1|.) Creative self; "The doctrine of the creative 

self asserts that iaan makes his own personality# lie con-

structs it out of the raw Material of heredity and ex-

perience* (5, p. 12I4,}* 

C 5 ) Inferiority feelings 1 Auler suggested that the 

reason for the site of a particular afflection was "a 

basic inferiority in that region, an inferiority which 

exists either by virtue of heredity or because of some 

de ve lo parent ax abnormal i t y " (5s p» 121). He then observed 

that "a person with a defective organ often tries to com-

pensate for the weakness by strengthening it through in-

tensive training" (5, p. 121), 

Co) Striving for superioritys Adler identified 

"•power with masculinity and weakness with femininity" 

CSj p. 120), There were three stages in his thinking 
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regarding the final goal of man-—"to be aggressive, to 

be powerful, and to be superior" {$, p. 120)® 

In surawary, it can to® said that Adler formed a group 

known aa Individual Psychology,. & h>. onanist ic theory that 

coincided with the belief that man can he the mastert 

the director, and the pilot of his fate. 

Modifications of Freudian Theory* III 

Krieh Fromm* s Theory of Personality 

Sricli Prornm was trained as a psychologistsoci-

ologiat., and psychoanalyst in Europe ho fore coming to ths 

United States in 1933* Sinco his arrival in this cotmirjj, 

he has had a great deal of influence not only on other 

psychoanalysts but also on psychologists, sociologists, 

philosophers, religionists, and the general public. He 

has made no attempt, however, to develop a separate aystom 

of psyohotherapy ((j3 p. 72). Ho has drawn freely upon the 

concepts of all schools of psychoanalysis, including the 

Freudian within which he had M s original training, ;md 

he criticized Freud and other analytic theorists only on 

points where he felt they made either serious omissions 

or overemphases. 

The essential theme of Prosm' a writing has been man* s 

need to find weaning in his lonely, individuated life. 

Franca held that man can use his unique individual freedom 
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to unite himself with his follow laan in a spirit of loving 

productiveness to achieve salf-fulflUmant and to develop 

a better society; or lie can retro at from freedom by sub-

nit ting himself to the bondage of an authoritarian society 

(6, p. 72). 

Frojam contended thet the mores, folkways, and taboos 

of society placa a prize or premium upon conformity, 

Oroup pressure fror> the external world is applied to each 

individual at the expense of the individual's personal 

needs. Customs of the ma joi'ity and social usages of the 

nation may tend to inhibit personality adjustment (12, 

p. 238). F'rosjm believed that th© Oedipus complex is a 

past product of patriarchal family Ufa and that it is 

a period of time when the child tries to free himself frcen 

home ties or parental controls. He believed the sexual 

clement end castration fears may or nmj not be important, 

depending on the particular familial .situation (13, p. 

265). 

jpromra rejected the Freudian character structure as 

depending: on fixed stage® of development» such as the 

oral, anal, and phallic stages of development; however, 

he developed his own characteristic struct tire 3, which are 

shown in the following quotations s 

(1) The receptive person is marked by willing-
ness to take on attitudes of others; he is friendly 
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and outgoing. Such individuals emerge frcaa family 
and other early training which is warm and emotionally 
secure# 

(2) The exploitative individual manipulates 
others for himself; he is demanding rather than 
friendly and outgoing. Persons of this kind come 
from homes which are characterized by suspiciousness, 
anxietyj and unwillingness to give—an atmosphere 
which induces a "feeling of scarcity." 

(3) The hoarding kind of person, similar to the 
compulsive type , arises from social-cultural train-
ing of a certain kind--not from a fixation on the 
anal period of development as the strict Freudians 
would have it. He is stingy, self-centered, and 
obsessively meticulous about himself because ho 
has had feeding, toilet, and other training from a 
mother or others who induced in him a compulsive and 
ungiving attitude, 

(4) Another type is the marketing personality, 
common under capitalistic culture, who is oppor-
tunistically oriented. (He probably has much in 
common with the exploitative type.) 

(f>) Finally there is the productive character 
known for his capacity for love and creativity. He 
is adaptable, has initiative, and is appreciative 
of others as well as of himself (13, p. 2651* 

Fronsn proceeded to lay the bases for his own theories 

by a clarification of the concept of instinct (9, pp. 2t|.0~ 

2£|lh as follows: 

If by instinct one means a physically determined 
need or urge like hunger, thirst, sex, and similar 
needs, then there can be no quarrel with such a 
notion, for, of course, man has such biological 
needs. However, the form of expression and satis-
faction of these needs is culturally determined, and 
this form of expression and satisfaction varies 
enormously throughout the world. But whan people 
talk about instincts, they often confuse a specific 
action pattern determined by inherited neurological 
structure, such as is found in the animal kingdom, 
with biological needsj the latter in the human being 
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do not have specific, fixed, inherited action pat-
terns by which they are satisfied* Promm is careful 
to point out that the higher we go in the scale of 
animal development, the less completeness of 
structural development do we find at birth. 

With human beings the lack of structural ad-
justment at birth is at a maximum. * . • instinct 
is a diminishing if not a disappearing category 
in higher animals—especially in human beings# This 
means that man's adaptation to nature is based 
essentially on the process of learning, on culture» 
not in instinct (9. pp. 

Hence , the key problem of psychology for Prorata was the 

specific kind of relatedness of the individual toward the 

world and to himself. 

This relatedness is acquired in the process of 
human learning, human acculturation. To be sure, 
man has certain fundamental needs, which have to be 
satisfied; but the significant problems of psychology 
are located elsewhere—in the relationship of man 
to his world. And this relationship is not fixed. 
To say or imply that the fundamental problem of 
human psychology lies in the problem of the satis-
faction or frustration of instinctual needs and 
drives is to oversimplify matters enormously. For 
the very fact of human learning generates new 
needs and problems as imperative--or even more so— 
than the needs of hunger and thirst. In a world that 
is r.ot fixed, static, but ever changing and dynamic, 
new problems and possibilities arise (9, p. 2i|l). 

Promm also stateds 

It is not as if we had, on the one hand, an 
individual equipped by nature with certain drives 
and, on the other, society as something apart from 
M m , either satisfying or frustrating these innate 
propensities. Although there are certain needs, 
such as hunger, thirst, sex, which are common to 
man, those drives which make for the differences 
in men's characters, like love and hatred, the lust 
for power and the ye aiming for submission, the en-
joyment of sensuous pleasure and the fear of it, are 
all products of the social process* The most beautiful 
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as well as the most ugly inclinations of mm are not 
a part of a fixed and biologically given human 
natures but result from the social process which 
creates man. In other words, society has not only 
a suppressing function—although it has that, too--
but it has also a creative function. Man's nature, 
hi8 possessions, and anxieties are a cultural product; 
as a matter of fact, man himself is the most important 
creation and achievement of the continuous human 
effort, the ire call of which we term history (9, PP» 

214.1*242} • 

From summarized his personality theory by saying that 

& perfect society would furnish everyone with an equal 

opportunity to become fully human; there would be no 

loneliness, no feelings of isolation, and no despair 
<5* P. 130). 

Modifications of Freudian Theory: IV 

Karen Homey'3 Theory of Personality 

Karen Homey was born in Hamburg, Germany, in 1885 

and died in New York City in 195?2. She was trained as a 

Freudian analyst in Germany and cmm to the United States 

to act as Associate Director of the Chicago Psychoanalytic 

Institute. After serving the Institute for two years, she 

moved to New York City and helped form the Association 

for the Advanceiaent of Psychoanalysis and the American 

Institute of Psychoanalysis (5, pp. 130-131). Horney 

rejected Freud's instinct theory and his structure of the 

mind, the id, the ego, and the superego (6, p. 63). 

Horney thought that the underlying principle for human 

behavior was the need for security. She said, "When the 
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security of the child in relation to M s parents reaches 

unmanageable proportions? he develops an all-pervasive 

feeling of the world as a hostile and dangerous place" 

(6» p. 63)* M s feeling is what Homey called basic 

anxiety (6, p. 63}* The anxious person develops various 

strategies by which to cope with his feelings of isolation 

and helplessness. Any one of these strategies may as suae 

the character of a drive or need in the dynamics of the 

personality. They are irrational (hence neurotic) attempts 

to find the solution for the problems of disturbed human 

relationships. Homey spoke of ten such neurotic needs: 

(1) for affection and approval, (2) for a "partner" who 

will take over one's life, (3) for restriction of life 

with narrow borders, (k.) for power, ($} for exploitation 

of others, (6) for prestige, (7) for personal admiration, 

C8} for personal achievement, (9) for self-sufficiency 

and independence, and (10) for perfection and unassail-

ability. "These ten needs are the sources from which 

inner conflicts develop" (6, p. 63). 

Horney categorically asserted that "there is no 

such thing as a universal normal psychology? the normal 

human being does not exist" (9, pp. 209-211)• She also 

asked, "In this case, then, how can anyone say that any 

person is neurotic? It appears—does it not?—that at 
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»iost all one can say in regard to alleged neurotics is 

that thej are uncouventional" (9» p. 209). Without at-

tempting to raset thia problem directly. Homey xaentioned 

two characteristics, which she said can be discerned in 

all neuroses: a certain rigidity in reaction and a dis-

crepancy botweon potentialities and accomplishments" 

(9, p. 209). 

Horary* s basic contention waa that "Freud over-

emphasised the importance of instincts and of organic 

development by inevitable stages from birth to maturity, 

fhe Unstinctist orientation,' in which the influences 

of the environment are secondary, should . , . give way 

to a 'sociological orientation,1 in which cultural con-

ditioning would have a central place in any theory of 

personality development and function" (13, p. 263). 

Borney did not hold to the strict Freudian theory 

that neuroses result frora the ego's fear of being beaten 

or overwhelmed by id-derived instincts or of being pushed, 

frustrated, or punishod by the superego. She contended 

that neuroses come about in early life by "all those ad-

verse influences which make a child feel helpless and 

defenseless and sake his conceive the world as potentially 

menacing" (13, p. 263). 

Horney explained the neuroses as basically due to 

disturbances in three fundamental aspects of human re-

lations. 
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The first of these is the tendency to move 
toward other people--a tendency which has Its roots 
in love and the need to belong or be closely related 
to others. The second is the tendency to move 
"against people,M which has its foundations in striv-
ing for power and prestige through aggression. The 
third aspect derives from the exaggerated inclina-
tion. to move "away from people.n Hero the concern 
is with one's self, which the neurotic believes can 
best be protected by withdrawal from others (13, 
p. 265)* 

In place of ordinary contacts with one's fellows, 

the neurotic daydreams of a perfect world in which lie 

is the center of attention. Homey pointed out the clinical 

characteristics of the neurotic: (1) a need for affection, 

(2) an incapacity to give affection, (3) a sense of in-

adequacy, and (4) an inhibition of any normal amount of 

aggression or sexual expression (3, P* 261). 

Hall and Lindzey suasaarisod Homey'a poroonality 

theory as, "Aggression is not inborn, as Freud stated, 

but is a means by which man tries to protect his security" 

(5» p. 131)» "Narciasicisra is not really self-love but 

self-inflation and overevaluation owing to feelings of 

insecurity" (5, P* 133)• Many of these conflicts con-

cerning personality are avoidable or resolvable if the 

child is reared in a home where there is security, 

trust, love, respect, tolerance, and warmth (5, p. 134)• 
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Modifications of Freudian Theory: ¥ 
Harry Stack Sullivan's Theory 

of Personality 

Harry Stack Sullivan, a clinical psychiatrist, was 

what might be called a quasi-Freudian. He was empirically 

rather than theoretically oriented. Ilia most telling work 

was in trying to bring certain schizophrenic patients back 

into the stream of normal society and culture. Out of this 

and other clinical observations, he fashioned his "theory 

of interpersonal relations" or "theory of the self-system." 

For him, given a biological foundation, the personality 

emerges out of the social-cultural influences that play 

upon him (13, p. 266). 

The human being has two major motives and correspond-

ing goals t "pursuit of satisfaction of biological needs 

and pursuit of security, the core of wh^ch id feeding of 

belonging and of being accepted by others" (13, p. 266). 

"While the two are closely interrelated, tfce odltural 

influences are particularly,evident in. the . l ^ W 

(13, p. 266). ^ 

Sullivan believed that as long as life lasts, man 

is a part of the external world, interacting with the 

physical and social world, that man cannot mentally or 

physically isolate himself from the external world for 

a long period of time and remain mentally and physically 
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healthy. Mullahy said, "We are always Interacting with 

and In the world; we are always undergoing experience» In 

fact, xo are our experience" (9? p» 280}* 

Sullivan differentiated human performances into two 

groups? one, the pursuit of satisfactions, which, include 

sleep, rest, rood and drink, and sexual fulfillment; the 

other groups the pursuit of security, which refers more 

directly to man's cultural background than to personal or 

•bodily organization# Sullivan thought of security as a 

state of well-being, of happiness from within# of euphoria, 

fiie process of maturing, growing up in society, meant the 

same as the process of acculturation or socialization to 

Sullivan (9s p. 2«3l). 

Sullivan also believed in the concept of tension? in 

M s theory, a person suffers tension when tbe muscles of 

a body are contracted, tight, strained, and uncomfortable 

{9# p. 281). On this point, Shaffer and Slioben said: 

So conceivedj tension is sin intrabodily response 
that in turn acts as a drive-stimulus. Examples are 
the stomach contractions that act as a supplementary 
cue for hunger, the dryness of the throat and mouth 
in thirst, and the choking and suffocating states 
arising from the stoppage of free access of air to 
the lungs. These states are often called appetitive 
tensions because they serve as drives in relation to 
appetitive or survival needs. Tensions are also il-
lustrated by the distensions of the bladder or the 
large intestine by excretory products, giving rise 
to restless activity until the source of the tension 
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is removed by emptying til® body cavity. Such drives 
are called eliminative tensions# Sex tensions can 
also be identified (10 , pp. 3 6 - 3 7 ) , 

More significant in social motivation are th® ©motional 

tensions brought on by interpersonal relations. 

Siren more important and logically more funda-
mental than th© impulses resulting from a feeling 
of hunger or thirst is the "power motive," tha im-
pulse to obtain and maintain a feeling of ability. 
To be able to obtain satisfactions and security 
is to have power in interpersonal relations; not to 
be able to do so is to be powerless, helpless (9, 

p« 285)* 

According to Sullivan, the development of actions? 

thoughts, foresights, and other activities, which are 

calculated to protect one from insecurity, is based and 

springs from the disappointments and frustrations of 

early infancy. When one achieves power or ability in 

interpersonal relations, one respects oneself, and, 

therefore, others. While the attitude toward the self 

is first determined by the attitude of those who take 

care of the child, the child's subsequent attitude toward 

others is determined by the attitude he has toward him-

self (9, p* 285), Sullivan said, "If there is a valid 

and real attitude toward the self, that attitude will 

manifest as valid and real toward others" (9, p. 285), 

Sullivan believed that there is a peculiar emotional 

relationship between an Infant and the mother or between 

an infant and the person who cares for him the first few 

years of Ixfo• If there is an emotional disturbance in 
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the household and if tension and anxiety are shown or an 

unclear mode of ©motional coamunication displayed before 

fcli© young iafants the infant will be affected biologically 

as well as mentally (9, pp. 279-285)• 

Sullivan also believed in self-dynamism, or what he 

claimed to be "a relatively enduring configuration of 

energy which manifests itself in characterisable processes 

in interpersonal relations" (9, p. 291), 

Mullahy continued a description of Sullivan's theory 

of the evolution of the self j 

As everyone knows, certain restraints are put 
on the young offspring's freedom which are con-
sidered to be necessary for his socialization, for 
training him and making him the sort of person con-
sidered right and desirable in the society in which 
he will live and have his being. These restraints, 
above everything else, bring about the evolution 
of the self-dynamism. In this evolution, other 
aspects of the personality, such as the selectively 
disassociated processes, those which occur outside 
of self-awareness, are also developed (9, p. 292). 

Sullivan's theory of personality can further be 

clarified by describing the period of infancy. Infancy 

refers to the period from birth to the maturation for 

language behavior. During the infancy period, certain 

of the attitudes of the parent are said to be released 

or conveyed to the child esipathically. Should the mother 

be angry, be tired, or be ioentally upset when she is in 

close contact with the child, the child is affected by 

the mother1 s ejaotions, facial expressions, and her actions. 
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The child1 a sense of well-beings M s euphorias is markedly 

decreased. The mother, observing the child's emotions 

and actions, becomes anxious and tense, a state which is 

then communicated to the child. The child's feelings of 

well-being are further lowered, increasing M s insecurity 

(9, p. 292)« This process may continue for a short period 

of time or be a part of the daily household experience. 

Sullivan said there is no such thing as pure euphoria, 

in which there is no tension and* therefore, no ecivjon 

(9 > pp. 292-293)• As he said, 

It is not difficult to aee that a chronically 
hostile mother will induce an intense and more or 
less chronic anxiety in the offspring* Further-
more, such a mother will deprive him of the ex-
perience of tenderness—a deprivation which will 
have fateful consequences for his future well-being 
and happiness (9, p. 293)-

The tenseness of the mother "interferes with obser-

vation and analysis, with the acquisition of information 

and understanding, and with recall and foresight; it 

interferes with alertness and effective action" (9, 

p. 293). 

Mullahy continued a description of Sullivan's 

theory of actions of anxiety, thus: 

Anxiety is the instrumentality by which the 
self limits and restricts awareness. It functions 
so as to maintain its own form and direction. Even 
when the self is a derogatory and hateful system, 
it will inhibit and misinterpret any disassociated 
feeling or experience of friendliness toward others; 
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and it will misinterpret any gestures of friendli-
ness from others» The direction and characteristics 
given to tho self in infancy and childhood are 
maintained year after year, at an extraordinary 
coat, so that most people in this culture, and pre-
sumably in others, oecause of inadequate and un-
fortunate experiences in early life, become inferior 
caricatures of what they might have been. Not only 
the family, but various other cultural institutions 
less directly all combine more or less unwittingly 
to produce this effect (9, p. 297)# 

Sullivan* s personality theory may be summarized under 

two headings. One, sex is not considered to be of utoost 

importance in personality disorders; and, second, v--„ 

role of the parents in rearing the child is highly im-

portant (9? p. 301)• 

Summary 

Chapter IV sought to give & resua® of Freud's 

psychoanalytic approach to personality and to identify 

the psychologists associated with Fraud's psychoanalytic 

theory of personality. 

Chapter V will be devoted to Allport's trait theory 

of personality. Allport*s trait theory, often called the 

American theory or outward superficial appearance theory, 

•was used in developing the instrument that was employed 

in this study. 
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THEORIES OF PERSONALITY: III 

Gordon W. Allportfs Trait Theory 
of Personality 

Allport's trait theory of personality was used in 

in the current study because personality traits, general 

or specific, are easily identified; they are in the in-

dividual; they are independent of the observer; and they 

live as long as the individual lives. 

Allport was horn in Indiana in 1897 hut grew up in 

Cleveland, Ohio, where he received his early schooling. 

He attended Harvard University and completed requirements 

for the doctor of philosophy degree in psychology in 1922 

(8, pp. 258-259). After graduation, he studied in Berlin 

and Hamburg, Germany, and at Cambridge, England. At the 

end of his schooling in England, he accepted an appoint-

ment as instructor at Harvard University. Two years later 

he accepted an appointment as assistant professor of 

psychology at Dartmouth College. Several years later, 

Allport returned to Harvard University; there be began 

M s career in teaching and promoting his trait theory of 

9k 
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personality (8, p. 258)# Allport's view of man was that 

man "is more a creature of the present than of the past" 

(8, p. 259). 

Hall and Lindsey said of Allports 

His is a view of man in which positive, con-
scious elements of motivation are emphasized, and 
behavior is seen as internally consistent and de-
termined by contemporary factors (0, p. 260). 

They further described Allport's trait theory of person-

ality as, 

Allport has consistently opposed extensive bor-
rowing from the natural sciences. His belief is 
that methods of study and theoretical models that 
have proved useful in the physical sciences may be 
only misleading in the study of complex human be-
havior (8, p. 261}. 

Structure and Dynamics of Personality 

Some psychologists view the personality of an in-

dividual as made up of more or less stable traits. Some 

of the traits of personality may be specific* and some of 

the traits may be general (11, p. 371). Allport defined 

a personality trait as, 

. . . a generalized and focalized neuropsychic system 
(peculiar to the development of the individual), with 
the capacity to render many stimuli functionally 
equivalent and to initiate and guide consistent 
(equivalent) forms of adaptive and expressive be-
havior . . . thus tying together • • . the concept 
of uniqueness and individual autonomy of personality 
(13, p. 279). 

Young observed that the debate "regarding specificity 

and generality of personality traits has gone on for years, 
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'but accumulated evidence, both from experimentation and 

clinical studies, indicate that neither extreme viewpoint 

is absolutely accurate" (13, p, 279)* 

On the same subject. Hunt said: 

No longer can there be any doubt that there is 
both specificity and generality. Both personal con-
sistency and inconsistency must be recognized* • . . 

Proponents of a radical antitrait theory who 
deny any generality of behavior or any consistency 
of personality commit the "situation error," the 
error of assuming that all behavior is determined 
solely by the specific situation, physical and 
social, in which the individual finds himself. On 
the other hand, supporters of an extreme trait 
theory who deny any specificity of behavior or any 
inconsistency of personality commit the Morganisa 
error," the error of thinking of behavioral traits 
as fixed attributes of an organism as stable and as 
unchanging as a fingerprint or as a birthmark (9, 
P. 1§3}» 

Hunt had the following to say about the trait theory: 

Radically different from the conceptual repre-
sentation of personality as either an aggregation of 
specific stimulus response bonds or a constellation 
of mathematically independent factors is the layman1 s 
notion of people possessing more or less stable and 
enduring traits of personality in terms of which they 
may be described and on the basis of which they can 
be distinguished from one another. Unlike the 
specialist, the layman doe3 not hesitate to use 
adjectives to describe persons, for he believes that 
most people act consistently even in widely differ-
ent situations. In the light of what he knows about 
a person today, he feels safe in predicting not only 
the kind of person ha will be tomorrow, but also what 
he will do in certain concrete situations. 

These common-sense notions about personality are 
in essential agreement with that theory of the struc-
ture of personality which is known as the theory of 
traits or the theory of generality (9, p. 1*0). 
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The trait theory saw generality rather than specificity 

as predominating in the organization of personality (9* 

p. ko). 

Guilford thus described the generality of a traits 

By the generality of a trait, we mean the extent 
to which it is exhibited in the behavior of a person* 
Some traits are evident in almost everything a person 
does, while others are exhibited in only a limited 
range of his behavior. To state it another way, the 
generality of a trait is proportional to the number 
of different trait indicators that apply to it. 

Examples of broadly generalized traits would 
be nervousness, g©ja©ral~&etivity level, and restraint 
or self-control. Other traits enter into determina-
tion of certain areas of behavior but do not affect 
all or nearly all behavior. In this connection, we 
might mention the traits of endurance, interest in 
art, and affectionateness. There are only certain 
kinds of situations in which we should be able to 
detect any evidence as to a person's trait positions 
for these traits# We should expect to see individual 
differences with respect to endurance only when there 
is need for individuals to persevere in an activity 
in the face of discomfort or pain. Interest in art 
would be best exhibited in behavior in the presence 
of art objects or implements or places of exhibit. 

Affectionateness would show itself in the 
presence of other persons or in letters or conversa-
tions. • . * 

Sron less generalized traits would be platform 
shyness, which is confined to appearing before groups, 
fear of cats, or fear of one particular cat. With 
these last examples, we see the continuity between 
the generality of traits and the phenomenon of generally 
zation in learning. This does not necessarily mean 
that transfer of learning is the only basis for 
generalisation of traits. Some of them, particularly 
the most widely generalized traits, could be deter-
mined by broadly effective hereditary dispositions. 
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Some traits„ as we have seen, are restricted 
in their manifestations by reason of the range of 
situations in which, the trait cam operate. Other 
restrictions occur because the person himself has 
not generalized the trait. Traits of honesty, 
loyalty, and cordiality say be given as examples# 
The person who has not developed clear and strong 
principles of honesty that make him respond in the 
honest manner in many types of situations does not 
have a very generalised trait of honesty. He dis-
criminates more sharply than do most people between 
different kinds of situations and needs for honesty. 
Similar statements would be made with regard to 
loyalty and cordiality. Thus, we can state two 
general principles with regard to generality of 
traits: there are some traits that tend to be more 
or leas general among, most people ; ther# are also 
variations in generality of the same trait in dif-
ferent individuals {?, pp. 7^-75)• 

In hi3 study, "Chance and Personality Inventory 

Scores," Bernreuter said: 

The comparison of the means, standard deviations, 
and reliabilities of scores obtained from a repre-
sentative group of human beings makes it apparent 
that factors other than chance operate to determine 
which answers will be given to the various questions. 
These additional factors undisclosed in the present 
study cause the subjects to choose answers which are 
weighted in a single direction more consistently 
than does chance alone. The existence of these 
factors justifies the use of the concept of "traits." 
The relatively high reliability of the scales demon-
strates that in the construction of the scales, 
weights were assigned to the answers in accordance 
with the traits existing in the human subjects. The 
error in the measurement of the various traits by the 
various scales approximates the dispersion of 3cores 
on ths scales that is due to chance (3, pp. 282-283}. 

Prince defined a personality trait from a "purely" 

point of view: 
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, . , by traits is meant the sentiments and ideals 
with their meanings for the individual; th® mcr© 
complex habitsj the fixed acquired beliefs and 
prejudice and likes and dislikes; the accepted 
ethical and social codes of conduct; the aspirations 
and enduring desiresj the innate cravings, or urges, 
or impulses and appetites and inherited tendencies 
in general; and many other analogous characteristics 
of human nature, all of which, according to their 
varying combinations, distinguish one individual from 
another and determine behavior (12, p. kZZ). 

Allport quoted Baumgartenr 

A trait is a constant directing psychic force 
which determines the active and reactive behavior 
of the individual. A trait has more than nominal 
existence; it is independent of the observer; it is 
really there (2, p, 289). 

Further, h© said] 

la other words, this view does mot hold that 
every trait name necessarily implies a trait j but 
rather that behind all confusion of terms, behind 
the disagreement of judges» and apart from errors 
and failures of empirical observation there are 
nonetheless bona fide mental structures in each 
personality tWt account for the consistence of its 
behavior (2, p. 289)* 

Hall and Lindzoy described Allport's theory of traits 

by placing those traits under the following headings) 

(1) conoQ traits, (2) cardinal traits, and (3) central 

traits (3, p. 266), 

Gomroon traits*--Of cosmoon traits, All port said: 

In the strict sense of the definition of traits, 
only the individual trait is a true trait: (a) be-
cause traits are always in individuals and not in 
the community at large, and (b) because they develop 
and generalize into dynamic dispositions in unique 
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ways according to the experiences of each individual, 
flie common trait is not a trait at all# but it is 
merely & measurable aspect of complex individual 
traits (2, p. 299)* 

Allport felt the common trait is important because the term 

has been widely used in both senses and because the two 

usage a point to the two major approaches to the study of 

personality? for these reasons the common trait must be 

included in a study of personality (8, p. 266). 

Cardinal traita»--Allport said of cardinal traitsi 

Oco&sionally so» trait is so pervasive and so 
outstanding in a life that it deserves to be called 
the cardinal trait. It is so dominant that there 
are few activities that cannot be traced directly 
or Indirectly to its influence. lo such trait can 
for long remain hidden; and individuals known by it 
may oven become famous for it. Such a master quality 
lias sometimes been called the eminent trait, the 
ruling passion, the master sentiment, or the radix 
of a life (2, pp. 337-333). 

Central traits.--Hall and Lindzey described central 

traits as traits that are highly character!atic of the 

individual (8, p» 266), In describing the common, cardinal, 

and central traits of personality, they observed? 

Allport argues that the trait is identifiable 
not by its rigid independence but rather by its 
focal quality. Thus, it tends to have a center 
around which its influences operate, bat the be-
havior it leads to is clearly influenced simul-
taneously by other traits. There is no sharp 
boundary that delimits one trait from another. 
This interrelatedness governs the functioning of 
individual traits, as in some psychometric studies, 
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representing one of their important shortcomings as 
accurate representatives of real behavior. This 
intertwining of the various traits also accounts 
in part for the fact that it is not possible to de-
vise completely satisfactory methods for classifying 
traits (8, p. 267). 

lfan*s Intentions 

Allport spoke of the future as being the key to 

man's life. He agreed with Adler and Jung that the 

riddle of the person can be found in the future. The 

dreams of man, his hopes, wishes, ambitions, aspirations, 

his plans, and what he is actually seeking and trying to 

do are the key to how man will act or behave in the 

present (8, p. 266). Allport described man as a dynamic 

living organism that is reaching, searching, and seeking 

out into the future for his mental nourishment (£{.)• 

Functional Autonomy 

The principle of functional autonomy is one of the 

most controversial concepts advocated by Allport. The 

concept, an important part of his personality theory, 

gives an explanation to the statement that follows: 

. • • traits are learned, they appear with develop-
ment, and if this is so, doe® not the past of the 
organism play m important role in determining 
what the individual is now motivated to do {8, 
p. 269)? 

Hall and Lindzey, in explaining Allport*s theory, 

atateds 
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the principle simply states that a given ac-
tivity or form of behavior may bee m m an ©ad or 
goal in itself, in spite of the fact that it was 
originally engaged in for sera© further reason, 
toy behavior9 complex or simple, although it may 
originally have derived from organic or segmental 
tensions 4 may b© capable of sustaining itself in-
definitely in the absence of any biological re-
inforcement (8, pp. 269-270). 

Allport summarized the nature of his functional 

autonomy as, 

The principle of functional autonomy holds 
(1) that all motives are contemporary, that what-
ever drives must drive now; that the "go" of a 
motive is not bound functionally to Its historical 
origins or to early goals, but to present goals 
only, individualised motives. The dynamic structure 
of every personality is unique, although similarities 
due to species, culture, stages of development, and 
climate may produce certain resemblances that justify 
—so long as they are admitted to be approximations 
--the use of universal dimensions for the purposes 
of comparing Individuals in references to a norm, 
or for the purpose of constructing convenient 
"types" according to the special interests of the 
Investigator. While not denying the possible 
existence of instincts in infancy--or even the per-
sistence of some instinctive (or reflex) foras of 
activity throughout llfe--still the principles of 
functional autonomy regard . . . (2) that the 
character of motives alters so radically from in-
fancy to maturity that w© may speak of adult 
motives as supplanting the motives of infancy; 
(3) that the maturity of personality is measured 
by the degree of functional autonomy its motives have 
achieved! even though in every personality there 
are archaisms (infantlllsms, regressions, reflex 
responses), still the cultivated and socialized 
individual shows maturity to the extent he has 
overcome early forms of motivation; and {^) that 
the differentiating course of learning (reflecting 
ever more diversified environmental influence), 
acting upon divergent temperaments and abilities, 
creates the developed personality as essentially 
a past-instinctive phenomenon (1, p. 545)» 
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Development of Personality 

English viewed the life of an adult as, 

. . . largely, though not entirely, dominated by 
direct tissue needs; his motives are those of 
hunger, thirst, the escape from pain, and each of 
these operate more or less independently of the 
others (5, p. 37k)* 

Allport considered the newborn infant to be an in-

tricate bundle of behavior patterns and behavior potenti-

alities subject to the laws of heredity and lacking a 

personality (2» p. 102)# He thought of the newborn 

infant as living only for ths present moment, without 

any reasoning power, helpless, quickly changing in 

anger and affectionj little by little, as the infant 

matures, enduring consistencies of adult behavior 

emerge (5, p. 37k)» 

Citing Breckenridge and Vincent (10), Hurlock said 

that while a child passes through life's experiences, and 

while certain personality traits change, "each personality 

preserves a central stability, a central core or focus 

or 1 center of gravity' which does not change" (10, p, 

565). This concept of Breckenridge and Vincent (10, 

p. 565) is in accord with Allport»s cardinal trait 

theory (8, p, 266). 

In suramry, traits of personality are regarded not 

as fixed compartments or faculties but as dimensions of 
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personality with the individual in constant change 

m. 
Allport1s selected theory, generality of person-

ality traits, was divided into three areas: the ccramon, 

cardinal, and central trait areas. Personality traits 

from each area were used in the present study to develop 

a personality-trait instrument* 
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CHAPTER VI 

PiiBSEHTATIOH M D AHALYSIS OP DATA 

Instruments of psychological measurement are simply 

the means by which the internal and external aspects of 

human behavior can be observed and tested with greater 

accuracy. By using an instrument that was designed for 

a particular job, it beoomes possible to know with 

greater exactness the relationship that existed between 

one group of scores representing life insurance agents 

over age 30 and another group of scores representing 

life insurance agents under age 30. 

During the past few years much research has been 

conducted and much hope has been expressed that it will 

soon bo possible to add many measurements of personality 

to other selection or screening devices for choosing or 

selecting life insurance sales agents for legal reserve 

life insurance companies. 

There has also been a growing recognition within the 

hoiae offices of the legal reserve life insurance companies 

of the potential usefulness of valid and reliable testing 

instruments that could be used in selecting young life 

insurance agents* 

10? 
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This chapter presents the data found in a thirty-

eight month study concerning a personality-trait in-

strument to help select life insurance agents* 

Objeotivity 

The scores made by the agents in this study were 

independent of each other. They were not biased by on© 

observer, nor were they influenced by any one person 

(2, pp. 91-92). One hundred forty agents, representing 

six companies in thirty-eight cities and located in eight 

states., gave the instrusient an appropriate spread for 

greater objectivity. 

Personality Traits 

The beat test for any particular appraisal is a test 

which incorporates the largest proportion of valid test 

items (>J, pp. 219-220). Test constructors must study 

and evaluate oach item (10) in the test and determine 

the value and set a weight on the item in order to pro-

duce the most effective test for a given situation. Any 

test, regardless of length, can be improved through the 

selection, substitution, or deletion of iteasu In the 

current study a personality-trait analysis was made be-

fore the test was assembled and placed in final form. 

Six agency directors, representing the companies 

selected for this study, were requested to evaluate 300 
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personality traits and select those personality traits 

that, in their opinion, represented successful life in-

surance agents. After the six agency directors evaluated 

the 300 personality traits, 1^8 personality traits re-

mained to be built into th& revised instrument. This 

revised instrument was placed in the hands of the six 

agency directors for their use. Over a period of thirty-

eight months, the six agency directors had administered 

the instrument to H|.0 life insurance agents. Sixty-one 

tests were given to agents classified as successful life 

insurance agents over age 30 and who load been with their 

respective companies for over one year, and seventy-nine 

tests were given to agents under age 30. 

Validity 

In an effort to determine the validity of the in-

strument, teat scores and production figures were sought. 

Table 1 shows the teat scores and production figures of 

the seventy-nine life insurance agents, 

Psychologists have found that the most common check 

on the validity of an instrument is a correlation between 

the instrument and sorao other criterion of the behavior 

which the instrument was designed to measure (6, p. 99)• 

In this study the Pearson Product Moment or raw correlation 

was used first to indicate the relationship between certain 

personality traits and success in selling life Insurance• 
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TABLE I 

•TEST SCORES AMD PRODUCTION FIGURES OP SEVENTY-NINE 
LIFE INSURANCE AGENTS UNDER AGS 30 

Test Scores Production Figures 

168 32,500 
266 14-7,000 
273 650,000 
298 121,163 
308 44,000 
331 . 140,021 
333 173,282 
338 385,391 
351 . • . 34A96 
352 . . . . . . . . . . . . 691,^83 
353 0,000 
355 . . . . . . . . . . . . 162,540 
356 . . . . . . . 22,400 
363 . . . . . . . . . . . . 628,000 
363 . 30,000 
363 151,327 
364 . . . . . . . . . . . . 168,000 
369 . . . . . . 493,000 
371 . 90,000 
372 0,000 
384 . . . . . . . . . . . . 340,598 
389 . 874,202 
390 5,000 
392 443,280 
393 272,509 
394 . 210,150 
396 . . . . . . . . . . . . 71,000 
396 . . . . . . 35,786 
402 869,720 
403 . . . . . . . . . . . . 310,132 
407 . 213,000 
413 25,000 
419 0,000 
419 . . . . . . 510,000 
420 . . . . . . . . . . . . 4 ,000 
421 0,000 
422 . . . . . . . . . . . . 405,493 
425 . . . . . . 338,000 
428 . . . . . . 110,500 
431 . . . . . . 79,000 
431 . 55,499 
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TABLE I—Continued 

Test Scores Production Figures 

432 317,747 
434 . . . . . . . . . . . . 215.982 
434 32,000 
1*35 . . . . . . . . . . . . 550,000 
437 49 , 261 
14-39 16,000 
439 . . . . . . . . . . . . 29^,000 
445 • 49,000 
khB . . . . . . . . . . . . 659,435 
449 . . . . . . . . . . . . 0,000 
455 . . . . . . . . . . . . 151,000 
456 . . . . . . . . . . . . 559,649 
456 530,000 
461 . . . . . . . . . . . . 37,000 
4 62 188,000 
467 . . . . . . . 12*000 
4̂ 7 . . . . . . . . . . . . 68,500 
468 . 10,000 
469 3,000 
471 91,403 
473 . . . . . . . . . . . . 16,000 
473 . . . . . . . 54,ooo 
4 73 * • . « . . « * . . . * 43,892 
4§o . . . . . . 40,973 
483 . 20,562 
485 0,000 
486 44,000 
488 . . . . . . 280,000 
492 7,000 
495 0,000 
496 . . . . . . . . . . . . 22,000 
502 ....... 15,000 

274,725 
>07 490,000 
508 40,000 
§14 . . . . . . . . . . . . 5,000 
>i> . . . . . . . . . . . . 303,000 
>35 * 0,000 

All ©cores used for tails first correlation study 

war© taken from Table I. The appropriate formula, listed 
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below, for computing the Pearson Product Moment raw score 

correlation (9, p. 118) was used, and the following raw 

score correlation was revealed. 

Pearson Product Moment flaw Score 
Ckj'rreia'i'ion̂ omuia 

1 3 Y - £X Y 

f i^x2 - (Ex)2 V T&*ulz - (zEJ)2 

k negative correlation was found to be .1593. With 

respect to the negative correlation of ,1593, the evidence 

cited indicated, that th»re was not a significant relation-

ship between certain -personality traits, aa measured by 

the instrument, and success in selling life insurance, 

The second step taken to gain the validity of the 

instrument was to use the eame statistical procedures 

and formula to show that the strength of the relationship 

will be different for those agents over age 30 as com-

pared with those agents under age 30. The scores used 

in the second step consisted of scores and production 

figures taken from fable I and scores and production 

figures taken from Table II. Table II shows the test 

scores and production figures of the sixty-one successful 

life insurance agents over age 30 who had been with their 

respective companies for one year or longer. 
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tabu: II 

TEST SCORES AND PRODUCTION FIGURES OP SIXTY-ONE 
SUCCESSFUL LIFE INSURANCE AGENTS OVER AGS 30 

Test Scores Production Figures 

302 . 1,063,000 
311 717,035 
327 1,36^,818 
326 . 1,153,416 
336 . . 286,450 
339 234*031 
344 661,658 
357 869,191 
358 840,085 
360 . . 472,410 
364 525,000 
368 . . . 917,323 
371 . . . 564,470 
374 554,280 
375 977,280 
376 800,000 
379 494,481 
381 . . . 965,037 
382 576,303 
389 973,352 
395 250,685 
397 361,040 
398 587,568 
401 480,000 
404 404,695 
408 358,862 
409 288,645 
412 435,995 
416 * • 783*186 
419 . 260,341 
420 269,009 
420 1,090,000 
421 . . . » 1,206,000 
425 . . . . 363,000 
427 249,254 
427 741,861 
429 . . . . . . . . . . . . 342,000 
430 . . . . . . . . . . . . 246,120 
433 . . . . . . . 785,000 
434 . 509,116 
438 . . . . . . . . . . . . 729,040 
438 707,149 
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TABLE II--Continued 

Test Scores 

hMZ 
i|i|6 
W 
m 
kSk 
k$h 
1*55 
k$7 
kok 
1*77 
1*85 
14-36 
lj-93 
502 
5ii 
517 
563 

» m 4 

Production Figures 

1,395,770 
592,913 
688, 5lij. 
650,000 
605,7614-
U55,937 
253,733 
1^6,679 
222,602 
373?089 
538,618 
571,087 

1,005,156 
512,033 
238,963 
568,335 
720,910 
228,978 

Computing the second step, a negative correlation 

was found to be .2966. The negative correlation indicated 

t lie re was a significant- negative relationship, at the 5 

per cent level, between test scores and production figures 

and the strength of the relationship was different for 

those agents over age 30 as compared with those agents 

onder age 30. 

Analyzing Test Results 

Qreene said that a low correlation between an in-

struuient and its criterion may be found when both are ap-

praising the same pattern, but not when one or both have 

large errors (6, p. 99). 
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Hence a low validity correlation does not 
necessarily mean that a test is qualitatively in-
valid, A low correlation means that the predic-
tion of one variable from the other is poor {6, 
p. 9 9 ) . 

The test results in gaining the validity of the instrument 

indicated that the predictive value of the instrument in 

selecting successful life insurance agents under age 30 

was poor. 

Reliability 

The Pearson Product Moment raw score correlation 

formula was used to determine the reliability of the 

personality trait Instrument. The split-half technique 

(1* PP* 120-121) waa adopted. The procedure used in the 

current study to find the reliability of the instrument 

was to assemble all the tests used in the study, find the 

total score of the odd-numbered personality traits, then 

find the total score of all even-numbered personality 

traits* By using the appropriate Pearson Product Horaent 

raw score formula <9* p. 118), the correlation for the 

odd- and even-numbered personality traits was found, 

A positive correlation was found to be .92. The 

correlation of ,92 indicated that the test was highly 

reliable. Scores used for the split-half correlation 

study were taken frara Table III. Table III lists the ofifi-

and even-numbered personality trait scores and the total 

score of eaoh battery of scores. 
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TABLE III 

ODD- AID MEN-NUMBERED PERSONALITY TRAIT SCORES 
AID THE TOTAL GP EACH BATTERY OF SCORES 

Odd-Numbered Personality Even-Ntnuber ed Personality 
Trait Scores Trait Scores 

192 202 
209 . . . . . . 193 
218 230 
183 201 
222 ...... 210 
197 195 
193 209 
213 ...... 226 
184 . . . . . . 205 
170 182 
164 174 
224 . . . . . . a o 
229 227 
200 222 
252 . . . . . . 251 
185 208 
253 254 
210 ...... 225 
170 . . . . . . 199 
230 258 
220 ...... 236 
195 212 
170 . . . . . . 193 
245 . . . . . . 270 
199 . . . . . . 220 
201 224 
136- 137 
198 212 
203 . . . . . . 198 
206 ...... 206 
218 ...... 233 
207 . . . . . . 211 
238 248 
246 250 
197 . . . . . . 211 
225 229 
148 163 
172 164 
213 . . . . . . 214 
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TABLE III--Continued 

Odd-Numbered Personality 
Trait Scoreo 

244 

ill 
229 
230 
222 
28 3 
214 
182 
214 
214 
184 
218 
192 
191 
229 
2G4 
164 
223 
18? 
173 
163 
209 
225 
185 
195 
206 
203 
196 
214 
185 
198 
15? 

• 1 6 2 
190 
228 
246 
184 
171 
164 
226 
218 
215 

Even-Numbered-Personality 
Trait Scores 

258 
266 
194 
256 
224 
235 
280 
224 
235 
231 
232 
176 
225 
203 
198 
222 
215 
173 
218 
192 
184 
176 
218 
200 
190 
203 
210 
227 
213 
228 
196 
203 
201 
166 
20? 
236 
271 
184 
173 
207 
251 
216 
225 
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TABLE III—Continued 

Odd-Nunbored Personality 
Trait Scores 

Svan-Numbored Personality 
Trait Scores 

202 
174 
135 
223 
20? 
205 
18k 
212 
212 
229 
213 
179 
209 
231 
206 
173 
165 
177 
333 

213 
200 
241 
178 
2l|2 
175 
22? 
220 
239 
185 
237 
2J4.6 
137 
lol 
166 
183 
168 
231 
131 
225 
216 
232 
199 

202 
190 
16? 
23? 
249 
216 
192 
221 
221 
226 

176 
222 
22k 
22$ 
19S 
186 
186 
236 
2^6 
216 
190 
239 
157 
giii 
189 
2^6 
219 
263 
171 
259 
263 
129 
172 
165 
208 
195 
2tf.o 
167 
214.8 
229 
235 
197 
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TABLE III—Continued 

Odd-Numbered Personality 
Trait Scores 

236 
2^8 
213 
84 
199 
ZkO 
216 
208 
216 
182 
228 
232 
230 
268 
190 
2k2 
203 
239 
19? 

Evan-Numbered Personality 
Trait Scores 

232 
260 
221 

6k 
21J4. 
255 
205 
211 
233 
172 
233 
23$ 
232 
26? 
182 
m 
21? 
2^7 
204 

Total 29,104.7 Total 30,764 

According fco Anastasi, 

Other things being equals the longer a test, the 
more reliable it will be. It is reasonable to ex-
pect that, with a larger sample of behavior, we can 
arrive at a more adequate and stable measure. The 
effect that lengthening or shortening a test will 
have upon its reliability coefficient can be estimated 
by means of the Spearm&n-Brown formula (1, p, 121)* 

The Spearman-Brown formula is listed below* 

Spearman-Bx»own Formula to Determine Reliability 
of1 Scores ''Based' on bha ifeole feat 

ab 
2r 2(*92) 

1 + 1 + 9 2 

1.85 

1.92 
.95 
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By completing the Spe arraan-Brown formula and inserting 

the positive *92 that vias found in the split-half correla-

tion study, a positive .95 was found# The posit lire cor-

relation of #95 indicated a highly reliable inatinauent. 

Personality Trait Analysis 

Only those agents considered successful and over age 

30 were used in the personality trait analysis* Each 

personality trait (k, p. 2k) was analysed by the percentage 

method, and only those personality traits receiving a 30 

per cent rating or better in tho number Z, 3, and 4 classi-

fications were retained; all other traits were deleted from 

the instrument. 

Tablo IV shows how the successful life insurance agents 

over age 30 rated each personality trait in a percentage 

table. Each personality trait was Hated by number. The 

number used to indicate each personality trait in Table IV 

matches the number used in the inatrusoent as listed in 

the Appundlx, 

Three personality traits were deleted from the in-

strument; these were as follows: acquisitive r affection, 

and analytical. 
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TABLE IV 

PERCENTAGE RATING OP EACH PERSONALITY TRAIT OP 
SUCCESSFUL LIFE INSURANCE AGEHTS OVER AGE 30 

Personality 
Percentage Rating of Each 

Personality Traic 
Trait Number 

1 2 3 4 

1 8 . 1 4 0 . 3 51.6 
2 6 . 5 2 4 . 2 67 .7 
3 4 . 8 35 .5 59 .7 
k 3 0 . 8 4 0 . 3 12 .9 
5 1 4 . 0 * 3 25.8 6 . 5 
6 2 5 . 8 14.5 1 . 6 
7 : I4-.8 25.8 6 9 . 4 
8 2 5 * 8 16 .1 4*8 
9 | 17*? : 4 3 * 5 32.3 

10 1 .6 ! 25.8 | 72.6 
11 8 , 1 > 1 9 . 4 71 .0 
12 25.8 3 7 . 1 6 . 5 
13 21,0 2 1 . 0 22 .6 
1 4 6.5 1 2 9 . 0 64 .5 
15 22.6 4 0 . 3 1 24*2 
16 19.4 3 0 * 6 3 8 . 7 

1 7 12.9 2 4 . 2 1 5 6 . 5 
18 3 . 2 2 7 . 4 I 69.4 
19 1 9 . 4 i a . 9 2 7 . 4 
20 4 . 8 16 .1 7 7 . 4 
21 1 9 . 4 53.2 25-8 
2 3 1 6 . 1 32.3 51 • 6 
2k 
2 5 1 

30 .6 3 5 * 5 2 1 . 0 2k 
2 5 1 6 , 5 32.3 ! 5 8 . 1 
2 6 ; 1 7 . 7 41.9 30 .6 
27 9 . 7 3 5 . 5 5 1 . 6 
2 8 .0 27.4 72.6 
2 9 G.l 21.0 71 .0 
3 0 8 . 1 30.6 58.8 
3 1 0 . 1 29.0 51 .6 
3 2 3 . 1 37.1 54 .8 
3 5 35 .5 24.2 33 .9 
3 6 1 . 6 25.8 71 .0 
3 ? 4 . 8 29.0 66 .1 
3 8 .0 33.9 66 .1 
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Personality 
Trait Number 

1 

Percentage Rating of Each 
Personality Trait 

4 

53 
54 
56 
58 
59 
60 
62 
64 
65 
66 
67 
69 
?1 
72 
73 
75 
76 
77 
78 
79 
80 
61 
82 
84 
85 
87 
89 
90 

• 0 
3*2 

2 2 * 6 
25*8 
21.0 
24*2 
14.5 
30.6 
9,7 
8,1 
8,1 
1.6 
,0 

22* 6 
12.9 
12.9 
9.7 

1-1,3 
16.1 
19.4 
4.a 
21.0 
41.9 

3.2 
9.7 

32.3 
8 ,1 
9*7 
1.6 
3.2 

11.3 
,8 i « *> 

16 #1 
11,3 
9.7 
4.6 
6.5 
6.5 
12.9 
11.3 

14«5 
8.1 

33.9 
32.3 
40-3 
32.3 
37.1 
22.6 
32.3 
27.4 
32.3 

9 .7 
lt>» 1 
38.7 
35.5 
45.2 
40.3 
45.2 
41.9 
30.6 
8.1 

45.2 
17.7 
25.8 
33.9 
21,0 
19.4 
19»4 
37.1 
16.1 
40.3 
40.3 
40.3 
41.9 
32.3 
37.1 
37.1 
22.6 
29.0 
40,3 
45.2 

33.9 
8 8 . 7 
40.3 
30.6 
30.6 
37.1 
45.2 
19.4 
50.0 
62.9 
58.1 
87.1 
8 2 . 3 
35.5 
43.5 
29.0 
46.8 
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Personality 
Trait lumber 

Percentage Rating of Each 
Personality Trait 

3 

91 
92 
93 
94 
95 
96 
97 
98 
99 
100 
101 
102 
103 
10k 
105 
10? 
108 
109 
110 
111 
112 
113 
114 
115 
116 
11? 
113 
119 
120 
121 
122 
123 
124 
125 
12? 
128 
129 
130 
132 

6,5 
3.2 
4.8 
4.8 
9-7 

11*3 
6,5 

51.6 
46.8 
24»2 
17.7 
14.5 
11.3 
16*1 
3.2 

41.9 
14.5 
19.4 
12.9 
16,1 
32.3 
33.9 
3.2 

35.5 
3.2 
6.5 
1.6 

14.5 
22.6 
22.6 
11.3 
3.2 
4.8 

17.7 
3.2 
8.1 

16.1 
,8 

u$ I : 

32.3 35.5 

24.2 
35.5 
30.6 
30.6 
27.4 
27.4 
16.1 
33.9 

35.5 
32.3 
35*5 
25.8 
33.9 
22.6 
43.5 
46.8 
53.2 
37.1 
35.5 
21.0 
32.3 
35.5 
19.4 
35.5 
33.9 
32.3 
46.8 
30.6 
48.4 
27.4 
32.3 
38.7 
12.9 
32.3 
37.1 
25.8 
27.4 

56.5 
58.1 
69.4 
56.5 
58.1 
56.5 
62.9 
6.5 
9.7 

27.4 
29.0 
10*5 
50.0 
50.0 
54»8 

3 .2 
37.1 
27.4 
27.4 
40.3 
16.1 
21.0 
61.3 
14.5 
75.8 
54.8 
62.9 
51.6 
25.8 
35.5 
37.1 
67.7 
56.5 
37.1 
82.3 
54.8 
27.4 
67.7 
64*5 
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TABLE IV—Continued 

Personality 
Trait Number 

Percentage Hating of Bach. 
Personality Trait 

1 2 3 1 k 

134 1 6 . 1 | 2 5 . 8 & . 6 
I3i? i 3 2 . 3 1 6 . 1 6 . 5 
136 1 7 . 7 4 3 . 5 i 38 .7 
13? 2 1 . 0 3 2 . 3 | 38 .7 
138 sb.z 3 5 . 5 ' 3 5 . 5 
139 2 2 . 6 14,6*8 22«6 
lS.0 21.h \ 3 7 . 1 2 7 . ^ 
l ip. 27 . h 3 5 . 5 • 30 .6 
1 );P 4 0 . 3 9 7 4*8 
11*3 27.k ; 3 3 . 9 3 2 . 3 
iiTig 27. li- 35^5 32«3 
ikS i|-5*2 17 .7 17 .7 
346 : 9 . 7 3 8 . 7 l|.6»0 
ikl 25 . B $ 0 . 0 19.1}. 
1J+8 2 1 . 0 l|.0»3 i 33-9 

Percentile Norms 

A percentile norm (8» P* 720) is essential for most 

tests if a test constructor wants to know something about 

how other individuals performed on a particular tost for 

a particular purpose. A test may be appropriate, re-

liable, and validj but a given score obtained frcw a 

particular test is usually irjoaninglesa until it is com-

pared with other scores. The scores used in this test 

were relevant. They were based on agents interested in 

life insurance arid agents active in the life insurance 

business (2, p. 121)* 
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In this study ll|B test scores were placed in a cumu-

lative frequency distribution, as shown in Table V. 

fABLE ¥ 

DISTRIBUTION OF SCORES EARNED Bf 140 SUCCESSFUL 
LIFE INSURANCE AQENTS 

Class Interval 
Scores 

Number of Agents 
Frequency 

Cumulative 
Frequency 

Percentile 
Bank 

$60-584 
535-559 
510-534 
485-409 
460-484 
435-459 
410-434 
385-409 
360-384, 
335-359 
310-334 
285-309 
260-204 
235-259 
210-234 
185-209 
160-184 

1 
4 

14 
14 
22 
21 
1? 
18 
11 
5 
3 
2 
0 
0 
0 

140 
139 
138 
134 
120 
106 
84 
5? 
40 
22 
11 

6 
3 
1 
1 
1 
1 

100., 0 
99.2 
98.5 
95.7 
85.7 
75.7 
60.O 
40.7 
28 #5 
15.7 

7.8 
4.2 
2*1 
*7 
.7 
.7 
,7 

fiie first column of fable ? shows the highest per-

sonality trait test score of 584 and the lowest personality 

trait score of 160. The difference between the highest per-

sonality trait score and the lowest personality trait score 

is the range# This rang© mist be divided by a number to 

get a ©lass interval that is greater than 11 but not greater 

than 20 unless the 140 test scores are to be used without 

a class Interval. 
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As noted by Lindquist, 

For the most types of data there is usually no 
real need for more than 20 intervals, and the me of 
less than 12 intervals usually obliterates too many 
important characteristics of the distribution (7, 
p. 16). 

In this study the range of 424 was divided by 17» an 

arbitrary number that stands between 12 and 20, to get a 

quotient of 25. The quotient, 2$, was used as the class 

interval in constructing Table V. 

The frequency column of Table V reveals that one life 

insurance agent scored between 160 and 1314., two agents 

between 260 and 28%, throe agents between 285 and 309, 

five agents between 310 and 331*., eleven agents between 

335 and 359. eighteen agents between 360 and 384, seven-

teen agents between 385 &nd 409» twenty-seven agents between 

lf»10 and 434, twenty-two agents between 435 and 459, four-

teen agents between 460 and 484» fourteen agents between 

485 and 509, four agents between 510 and 534> one agent 

between 535 and 559, and one agent between 560 and 584. 

In the third column are the cumulative frequencies, 

found by adding frequencies from the bottom up. This 

column gives the number of frequencies or agents who took 

the test. 

Jjri the fourth column, the cumulative frequencies have 

been changed to percentages or to percentile rank. "The 

percentile rank of a given score is the number representing 
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the percentage of the cases in the total group lying be-

low the given score value whereas the percentile is the 

score or measure below which a given percentage of the cases 

lie" (7j pp. 32-33). 

Prom Table V it can readily be seen that the percentage 

value of a personality trait score, or the score value of 

any percentage up to 100, may be read immediately. The 

15-7 per cent point in column four corresponds approxi-

mately to the point 359 in column one. The percentage 

value found in column four, corresponding to a specific 

score in column one of Table ?, is the percentile rank 

(3» p. 70). Thus, the score 359 has a percentile rank of 

!>*?» This means that 15•7 per cent of the life insurance 

agenta included in Table V had scores below 359. Score 

359 corresponds approximately to the percentile value of 

15.7; or the figure, 359, has a percentile rank of 15.7, 

and the 15.7 percentile is 359 (3, p. 70). 

Summary 

Tli© major topics discussed and analyzed in this chapter 

are summarized below, 

1. Objectivity.^ The scores derived from the per-
sonality trait instrument were not dependent 
upon the personal or biased judgment of one 
individual examiner. 

2. Validity. The validity of the instrument was 
gained by two separate steps. Pearson Product 
Moment raw score correlation was used in each 
step* 
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3* ^©liability. The items of the instruraant were 
subdividdd into two separately scored groups« 
Tli© two sets of scores, odd- and even-numbered 
traits, were correlated as though they were 
obtained from two testings. 

I|.» Personality traits. The personality traits of 
the instrument were evaluated by two separate 
groups. One group of life insurance agency 
directors evaluated the Instrument and eliminated 
fifty-two personality traits, and a second group 
of eighty-eight successful life insurance agents 
eliminated three personality traits. 

5'. Percentile norms. The scores of the 11*0 agents 
were placed in a cumulative frequency distri-
bution chart to show the class interval, fre-
quency, cumulative frequency, and the cumulative 
percentage frequency. From these data the per-
centiles and percentile rank can be obtained for 
all the personality trait test seor#s« 
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CHAPTER VII 

SUMMARY, CONCLUSIONS, AID RECOMMENDATIONS 

Summary 

In this study an attempt was mad© to gain Insight 

into the meaning of many personality traits# The person-

ality traits ware assembled, and a personality-trait in-

strument was developed and used to rate and select agents 

to sell life insurance. 

The problem of this study was the development and 

validation of an instrument for rating and selecting agents 

to sell life insurance. To expedite the development and 

validation of the instrument, the major problem was broken 

down into four subproblems, as follows: 

1. An array of personality traits was identified, 

described, and made a part of the personality trait in-

strument. 

2. The instrument was developed, and Pearson 

Product Moment (r) raw score correlation was used, first, 

to indicate the relationship between certain personality 

traits and success in selling life insurance and, second, 

to show that the strength of the relationship would be 

130 
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different for those agenta over age 30 aa compared with, 

those agents under age 30. 

3. Weighted values, up to four points® were as-

signed to each personality trait, and the percentile norm 

table was constructed. 

ij.. Split-half reliability involving the correlating 

of the two halves and applying the Spearman-Brown formula 

was used to determine the reliability of scores based on 

the whole test (2, p. lf?6). 

S* The objectivity of the instrument was gained by 

having IJ4.O agents take the test. These agents were 

located in thirty-eight cities, representing eight states, 

and more than fifty examiners were used in giving the test. 

The two hypotheses of this study were as follows: 

1. There is a relationship between certain per-

sonality traits and success in selling life insurance, 

and this will be true for both agents over age 30 And 

agents under age 30. 

2. The strength of this relationship will be dif-

ferent for those agents over age 30 as compared with 

those agenta under age 30. 

Several limitations were established to give the 

study direction and purpose, as followst 

1. The study was limited to six legal reserve stock 

life insurance companies. 
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2. The study was limited to a consideration of young 

life insurance agents under age 30. 

3. The study was limited to include agency directors 

with three or more years of agency experience with legal 

reserve stock life Insurance companies, 

k.. The study was further limited to six legal reserve 

stock life insurance companies with current and fixed as-

sets of $200,000 or more. 

Conclusions 

As with any investigation., It is essential to know 

the outcome or the conclusions of the research* This 

study produced the following conclusionst 

1. The evidence produced by the current study in-

dicated that there was not a significant relationship 

between certain personality traits and success in selling 

life insurance* 

2. The negative correlation, .2966, indicated there 

was a significant negative relationship between test scores 

and production figures, and the strength of the relation-

ship was different for those agents over age 30 as com-

pared with those agents under age 30• 

3. The correlation gained between the split-half 

technique was a positive correlation of .92. This score 

indicated that the instrument was highly reliable. 



133 

k» According to Anastasi, 

Other things being equal, the longer a test! 
the more reliable it will bo. It is reasonable to 
expect that, with a larger sample of behavior* we 
can arrive at a more adequate and stable measure. 
The effect that lengthening or shortening a test 
will have upon its reliability coefficient can be 
estimated by means of the Spearman-Brown formula 
(1, p. 121). 

The Spe arman-Brown formula was used to correct for 

the reduced lengths of the two instruments, the odd-

numbered instrument and the even-numbered instrument. 

Recoraraendations 

Prom a review of the conclusions, the following 

recommendations may be femulated: 

1. It is recommended that continued effort be made 

to design and develop a personality-trait instrument that 

could and would be used in selecting young life insurance 

agents under age 30. 

2* It is recommended that more life insurance com-

panies participate in research programs in order to do a 

better job of selecting life insurance agents. 

3. It ia recommended that the life insurance companies 

investigate and analyze the personality traits of their 

successful salesmen in order to help them select future 

sales agents. 
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APPENDIX 

Personality Characteristics of 
Life Insurance Salesmen 

Name of Life Insurance Company 

Mam© 

Address 

A m S@x_ 

Date 

Directions to Applicant 

In this booklet you will find on© hundred and forty-
eight words and their definitions that have been used to 
describe Salesmen. 

Head each word and definition carefully and encircle 
the number that is located to the right of the word that 
you think best describes the Successful Life Insurance 

Salesman* 

The following code will be used: 

(0) Mot Important 
(1) Fair 
(2) Good 
(3) Important 
(4) Very Important 
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1, Accurate I 0 1 2 3 4 
To talc® car© o f ; conformity t o 
some s t a n d a r d j freedom f rom mistake 
or error; precision; e x a c t n e s s . 

Comment: 

2 . A l t r u i s m : 0 1 2 3 4 
Unselfish; r e g a r d f o r ; and d e v o t i o n 
t o t h e i n t e r e s t s of others* 

Comment: 

3, Achievement : 0 1 2 3 4 
A b i l i t y t o g e t t h i n g s done ; boldness; 
or praiseworthy exertion. 

Commentt 

4. Active: 0 1 2 3 4 
Individual moves rapidly; is rest-
less; likes to be on the go; and 
tends to hurry. 

Comment : 

5. Agile: 0 1 2 3 4 
Quick; dexterous; an easy-moving 
person; deftly nimble. 

Comment % 

6. Acquisitive: 0 1 2 3 4 
Grasping; money-minded; strongly 
desirous; acting merely for reward. 

Comment: 

7. Adaptability: 0 1 2 3 4 
Ability to a d j u s t readily to new 
and changing situations on the job. 

Comment: 
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8. Affections 
Individual is greedy for constant 
manifestations of approval, vants 
to be loved toy everybody around him. 

Comment: 

0 1 2 3 4 

9, Aggressive! 
Self-assertive; 
dominate» 

takes the lead; 
0 1 2 3 4 

Comment: 

10, Alertness, mental 
Watchful; quick to understand; 
observant; vigilant. 

Comment I 

0 1 2 3 4 

11. Ambitious: 
Aspiring; self-improving; strongly 
desirous; eager to get ahead; and 
to surpass others. 

Comment: 

0 1 2 3 4 

12. Anxious: 
Concerned or solicitous as to some-
thing future or unknown; worrying; 
earnestly desirous. 

Commentt 

0 1 2 3 4 

13. Analytical: 
This person is inclined to be 
critical; to study a situation; to 
observe; to notice faults, defects 
or weaknesses; and wants to know the 
why of things. 

Comment? 

0 1 2 3 4 
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ll|.. Appearances 0 1 2 3 4 
Manner of appearing; look; aspect; 
external show. 

Comment % 

15. Ascendance : 0 1 2 3 If. 
Move or go upward in a higher 
position of influence; domination. 

Comment: 

"16. Associate j o 1 2 3 4 
To join as a friend; companion; 
to combine? unite in ooramon. 

Coinment s 

17* Attitude i 0 1 2 3 4 
A person's point of view; M s way 
of looking at sea©thing; a person's 
readiness to react to; react in a 
predetermined way. 

Comments 

18. Behaviors 
Mod© of conducting oneself properly 
under all conditions. 

Comments 

0 1 2 3 4 

19* Benign: 0 1 2 3 k 
Kind; gentle; gracious disposition. 

Comment t 

20. Characters 
Reputation; repute; noble traits; 
moral vigor. 

Conusant: 

0 1 2 3 4 
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21. Cheerful: 0 1 2 3 4 
Pull of cheer; joyful; gay} happy; 
light-hearted. 

Comment: 

22, Claustrophobia: 0 1 2 3 4 
Individual loves to be out in the 
open; to work in the open; dislikes 
small, closed-in offices. 

Comment: 

23. Clear-thinkingr 0 1 2 3 4 
Incisive j does not lose his head 
if excited. 

Comment: 

24. Clever! 0 1 2 3 4 
Agile; adroit; deft; facile; sharp-
witted. 

Ooimanb: 

25. Competitive (Aggressiveness): 0 1 2 3 4 
Enjoyment of competitive strife. 
Push| drive and enterprise in the 
struggle to get ahead of others. 
II® is free from restraint and 
inhibition, and is not afraid to 
ask for what he wants. 

Comment: 

26. Compos ore: 0 1 2 3 4 
A settled state; calmness; repose 
of mind and body. 

Comment: 
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2?. Concentrations 0 1 2 3 4 
A mental trait which makes it 
possible for one to disregard 
other problems and focus atten-
tion on the particular task at 
hand, 

Comment: 

28. Confidence: 0 1 2 3 4 
Trust| reliance; state of feeling 
sure; assurance under adverse 
conditions. 

Comment: 

29. Conscientious J 0 1 2 3 4 
Influenced bys governed by, or 
conformed to a atrict regard 
to the dictates of conscience. 

Commentt 

30# Considerate: 0 1 2 3 4 
A person is thoughtful of the 
feelings of others; is icind; 
is sympathetic; is quick to give 
aid and comfort to others. 

Comment% 

31. Control: 0 1 2 3 4 
Self-control during interview; 
feelings and emotions never show; 
temper and poise remain unshaken. 

Commentj 

32. Constructive imagination: 0 1 2 3 4 
The ability to apply present 
knowledge and experience toward 
the solution of new problems. 

Coaanent: 
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33. Contented: 0 1 2 3 4 
Adjusted; satisfied. 

Comment: 

31*.. Conventional: 0 X 2 3 4 
Lacking spontaneity, originality,-
or individuality. 

Comment: 

35. Cooperates 0 1 2 3 4 
Act or operate jointly with 
others. Join with, others for 
mutual benefit; helpful; willing; 
assisting. 

Comment: 

36. Courage! 0 1 2 3 4 
Confident in mind, spirits temper, 
or disposition. That quality of 
mind which enables one to meet 
difficulties with firmness, valor., 

Commie nt s 

3?» Create: 0 1 2 3 4 
To bring into being; to cause to 
exist; to produce; to create a 
favorable impression. 

Comment: 

38. Decisions 0 1 2 3 4 
Involves quickness of compre-
hension; ability to think through 
a situation; and ability to 
arrive at a conclusion. 

Comment t 
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39. Dependable? 0 1 2 3 U 
Trustworthy; reliable; counted, 
on to cooperate; teiaperat© and 
moderate person; recognizes his 
duty to his prospects. 

Comment: 

I4.O. Determination i 0 1 2 3 ^ 
Will to succeed; willing to work 
hard? courage and will power; 
determined to get ahead; has 
driving ambitions; can work hard 
under discouraging circumstancea. 

Coaanent i 

111. Diligent: 0 1 2 3 k 
Industrious; assiduous; attentive; 
prosecutes with careful attention; 
painstaking. 

Comment J 

k-2. Discriminating: 0 1 2 3 Ij. 
Welcomes new ideas and ex-
periences but habitually suspends 
judgment until all the available 
evidence is obtained. 

Cociment: 

1|3» Dominate: 0 1 2 3 If. 
To predominate over; rule; control 
over a situation; capable of 
taking initiative and responsi-
bility. 

Commenti 



143 

44» Drive: 0 1 2 3 4 
Forcing his way; pushing; carry-
ing through energeticallyI 
using persuasion to an end. 

Commenti 

4£. Dubitative: 0 1 2 3 4 
Doubtful; hesitant; vacillating# 

Comment: 

46. Efficiency! 0 1 2 3 4 
Quality or degree of being 
efficient; producing; efficient 
operation on the job. 

Comment: 

4 7 . Kgotiarar 0 1 2 3 4 
Hunger for recognition; faith 
in ability to bring other 
people to one's point of view. 

Comment: 

4 8 . Smotional stability! 0 1 2 3 4 
Ability to remain calm and self-
controlled under all conditions. 

Comment: 

4 9 . Endurance: 0 1 2 3 4 
Stat© of capability of lasting; 
power of continuing under 
adverse conditions. 

Cawmnb t 

5 0 . Knergy: 0 1 2 3 4 
Force; inherent power; capacity 
of acting; performing work. 

Comments 
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51. Enthusiasm: 0 1 2 3 k 
Divln© inspiration or possession! 
ardent seal or interest in people 
and current happenings. 

Comment t 

52* Expressions 0 1 2 3 4 
Ability to think clearly; to 
convey ideas to others in such 
a way that one will be understood* 

Cowment: 

53. Extroverts 0 1 2 3 4 
Interest directed outward; a 
propensity for finding one's 
satisfaction in external things; 
does little day dreaming; little 
given to worrying; interested 
in people. 

Comment: 

514. Fealtyt 0 1 2 3 k 
Loyalty; allegiance; faithful-
ness; homage; duty. 

Coraraent: 

55. Pigets 0 1 2 3 4 
To move restlessly; uneasiness; 
nervous. 

Comment: 

56. Firm: 0 1 2 3 4 
Not easily moved, shaken, or 
disturbed; steady; constant. 

Comment t 
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57. Flexible; 0 1 2 3 4 
Cap&'bl© of being flexed; pliable; 
not r i g i d ; ready to y i e l d to in-
fluence! capable of being adapted? 
capable of being modified or molded# 

Comment t 

58. Force? 0 1 2 3 4 
Full of or possessing force; 
e f f e c t i v e action; power to per-
suade or convince, to impel, 
to move or produce. 

Comment: 

59. f r i e n d l y : 0 1 2 3 4 
Accommodating; o b l i g i n g , a f f a b l e ; 
bland. 

Comment: 

60, Happy: 0 1 2 3 4 
Enjoying we l l being; peace and 
comfort; Joyous. 

Comment: 

o l . Headstrong! 0 1 2 3 4 
S e l f - w i l l e d ; f i e r y ; urgent-
tempered. 

Comment: 

62. Health, phys ica l , good: 0 1 2 3 4 
Sound body; freedom frcaa physical 
disease or pain* 

Commenti 
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63. Hearty! 0 1 2 3 4 
Boisterous; vibrant? noisy; 
tumultuous. 

Comment; 

61+.. Honesty: 0 1 2 3 4 
Upright; truthful; principled| 
Incorruptible. 

Coirime nt: 

6$. Humor: 0 1 2 3 4 
Pleased; happy state of mind; 
pleasing mood; whimsical or 
freakish actions toward people. 

Comment: 

66. Hurried: 0 1 2 3 4 
Hustling; hunting disposition; 
pursuing competition. 

Comment! 

67. Imagination: 0 1 2 3 4 
Picture making; explaining; 
describing situations; helps 
prospects see and understand by 
painting word pictures of the 
situation. 

Comments 

68. Impetuous: 0 1 2 3 4 
Rushing with force; hasty in 
action; furiously, hastily, 
or rashly energetic; impulsive 
in action or feeling. 

Comment: 
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69. Impreasiveneas: 0 1 2 3 4 
Combination of personal and 
physical qualities which in-
fluence people. It involves 
physique? energy; personal ap-
pearance ; manner; presence. 

Comments 

TO. Imprudent 5 0 1 2 3 4 
Lacking in discretion or caution. 

Comment: 

71. Impulsive: ' 0 1 2 3 4 
Individual is a happy-go-lucky 
person; carefree. He makes 
decisions quickly; enjoys com-
petition; changes from task to 
task easily. 

Comment; 

72. Independent? 0 1 2 3 4 
Self-governing; self-reliant; 
self-confident; self-respecting; 
not subservient. 

Comment t 

73» Industrious: 0 1 2 3 if 
Person is energetic; persevering; 
works steadily; completes his work 
regardless of how much discourage-
ment he meets* 

Comment: 

7k• Inexorable: 0 1 2 3 4 
Unyielding; inflexible; 
resolute; firm; relentless. 

Coffiaent: 
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7$. Initiative: 0 1 2 3 4 
Ability to recognize implica-
tions of a work situation and act 
on needs of a situation without 
specific instructions; self-
reliant, self-initiated activity. 

Comment: 

76» Integrity: 0 1 2 3 
Honesty; moral dependability? 
soundness; purity; uprightness. 

Comment: 

77* Interested: 0 1 2 3 4 
Having the attention aroused; 
showing concern in a particular 
job or project. 

Comment ? 

78. Intelligence: 0 1 2 3 4 
Ability to reason and make 
judgmenta; power or act of 
understanding; intellect or mind 
in operation; also* mental 
acutenes3. 

CommentI 

79* Judgment: 0 1 2 3 4 
Power of arriving at a wise 
decision; using discretion. 

Commentt 

80. Kind (disposition): 0 1 2 3 4 
Benevolent; well-disposed; 
showing kindness; gracious. 

Cowientt 
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81. Kind {principle ): 0 1 2 3 4 
Christian; humanitarian; humane; 
considerate. 

Comment: 

82. Knowledge: 0 1 2 3 4 
Knowledge means knowing facts. 

Comment: • 

83» Lassitude: 0 1 2 3 4 
Individual has a primary desire 
to be comfortable, to bask in 
his comfort; and if he has any 
energy or ingenuity, it is 
devoted to making himself 
comfortable most of the txmo. 

Comment: 

94. Leadership: 0 1 2 3 4 
Ability to get others to do 
willingly what one wants then 
to do. It includes mastery; 
control; fairness; tact. 

Coittiaeni;: 

85. Listen: 0 1 2 3 4 
''Tell roe more" attitude; recall 
things that are not solved; 
pick up clues; make prospect 
feel important. 

Comment: 

36. Love (risk and chance)t 0 1 2 3 4 
Runs risk of gain. Occupations 
of chance are wholly pleasant; 
the higher the stakes the greater 
the fun and pleasure. Outdoing 
others gives pleasure. 

Comment: 
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87. Loyali 0 1 2 J 1|. 
Faithful; true to any person or 
company to whom on© owes fidelity. 

Commenti 

88. Lust (power): 
Deep and constant desire to be 0 1 2 3 4 
important, to wield power over 
others; craving for prestige; 
desire to be conspicuous. 

Comments 

39. Manners (good): 0 1 2 3 k 
A customary way of acting; normal 
behaviorj habit or custom in 
society. 

Comment: 

90. Mature: 0 1 2 3 k 
Ready always to make a compromise 
between own wishes and those of 
others; able to forgo without 
fuss; does not overlook subjective 
life of others, their wishes, 
limitations, and individualities. 

Cowment z 

91. Mental agility: 0 1 2 3 k 
Matching wits with prospect; 
quick; keen mind; alert to any 
eventuality. 

Commentt 

92. Morale* 0 1 2 3 k 
Steady ae'lf-control; determined 
conduct despite privations, based 
upon a conviction of being' in the 
right and on the way to success and 
upon faith in the cause or program 
and in leadership. 

Cessment; 



93. Morals 0 1 2 3 4 
Pertaining to character, conduct, 
intentions? social relations. 

Commentt 

94. Neatness: 0 1 2 3 4 
Clean; pure; free from what is 
unbecoming, inappropriate, or 
tawdry; tasteful. 

Commentt 

95. Observation: 0 1 2 3 4 
Mental trait which involves 
memory as well as perception. 

Commentt 

96. Optimisms 0 1 2 3 4 
Seeing reality as essentially 
good; anticipating the bestj 
doctrine that this world is the 
best world, 

Comment: 

97. Organizing ability: 0 1 2 3 4 
The ability to analyze and 
synthesize; keeping in mind the 
important elements in a problem; 
resourceful in planning methods 
for solution of problems. 

Commenti 

98. Original: 0 1 2 3 4 
Origin or beginning; first in 
order; not copied, imitated, 
or reproduced. 

CommentI 
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99. Pacify: 0 1 2 3 J* 
To calm or appease; to restore; 
to quiet; to make to be at peaee; 
to tranquil!ze, 

Comment: 

100. Painstakings 0 1 2 3 4 
Seat; thorough; accurate; 
prompt in work habits. 

Cosment s 

101. Patients 0 1 2 3 4 
Forbearing; long-suffering; 
not easily frustrated; undis-
turbed by obstacles, delays, 
failures, or waiting. 

Coranent: 

102. Perfection: 0 1 2 3 4 
Analyzing for imperfections in 
sales talk; striving to do better. 

Comment: 

103. Persevering: 0 1 2 3 4 
Persistent in motive; determined; 
tenacious. 

CommentI 

104. Persistent: 0 1 2 3 4 
To go on resolutely in spite of 
opposition; to be insistent; to 
continue to exist; to recur 
constantly. 

Comment: 
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105# Persuade: 0 1 2 3 4 
Act of persuading; act of in-
fluencing tli© mind by reason®; 
to induce one to believe or do 
something; to plead with; to 
urge. 

Comment: 

106. Pertinacious t 0 1 Z 3 4 
Persistent; firmly resolute; 
unyielding; obstinate* 

Comment t 

10?. Placid1 
Unruffled; undisturbed; peaceful; 
quiet. 

Comment: 

108. Pleasants 
Giving pleasure; agreeable; 
pleasing manners. 

Comment: 

109. Poised1 
Self-assured; nonchalant» 

Comment; 

110. Polite: 
Polished, refined, or cultivated; 
highly cultivated. 

Commentt 

0 1 2 3 4 

0 1 2 3 4 

0 1 2 3 4 

0 1 2 3 4 
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111. Prudent t 0 1 2 3 4 
Capable of directing or con-
ducting oneself wisely and 
judiciously. Cautious; circum-
spect; discreet in conduct; 
highly sensible. 

Comment s 

112. Puissance; 0 1 2 3 4 
Strength; force; power. 

Comment: 

113« Punctual; 0 1 2 3 4 
Attentive in regard to 
appointed or exact time; prompt 
in keeping engagement®. 

Comment s 

114. Punctilious 1 0 1 2 3 4 
Overly attentive to details; 
very precise. 

Comment: 

115* Refined: 0 1 2 3 4 
Freed from dross; fastidious; 
cultivated; marked by refinement 
of methods or execution; subtle; 
exact. 

Comment: 

116. Heliable: 0 1 2 3 4 
Suitable or fit to be relied on; 
trustworthy. 

Comment 1 
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11?* Respect: 0 1 2 3 ^ 
Considered worthy of esteem; 
act of noticing with, attention; 
regard; consideration. 

Comment: 

118# Resourcefulness t 0 1 2 3 & 
Alertness and use of commonsense; 
discovering the best way to get 
people to do what one wishes the 
prospects to do. 

Commentt 

119. Responsiblei 0 1 2 3 U 
Accountable; enswerablej liable j 
amenable; subject to authority. 

Commentt 

120. Sanguine! 0 1 2 3 1|. 
Inclined to be hopeful; sure; 
warm; ardent; anticipating the 
best. 

Comment* 

121. Secure: 0 1 2 3 i+ 
Pre© of fear, care, or anxiety; 
easy in mind; confidentj not 
feeling doubt, 

Comment: 

122. Sedulous: 0 1 2 3 if. 
Industrious; in good earnest; 
diligent in application or 
pursuit* 

Commentj 
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123. Self-confidenti 0 1 2 3 
Confident under disturbing and 
distressing conditions? well-
poised; not easily thrown off 
balance? displaying forwardness 
and willingness to try new ap-
proaches and methods. 

CommentJ 

12k" Self-po3session: 0 1 2 3 4 
Concealing anxiety; exhibiting 
a neutrality of attitudej placing 
tlio needs of the prospect first. 

Comment: 

12^. Self-reliant: 0 1 2 3 4 
Confident; trusting own powers 
or judgment without the help of 
others. 

Comment: 

126. Self-sufficiency: 0 1 2 3 4 
Adequacy for work; inner reserves; 
resourcefulness; seeming not to 
need people; not inclined to seek 
advice; preferring to make own 
decisions; not easily influenced 
by opinions of others. 

Comment: 

127• Sincerity: 0 1 2 3 4 
Sincere interest in problems and 
in well-being; honesty and 
loyalty to clients. 

Commenti 
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128 . S o c i a b l e \ 0 1 Z 3 k 
To associate; to be f r i e n d l y 
and affable| to promote friendly 
relations in a group. 

Comment s 

129 . S o c i o p h i l i a j 0 1 2 3 l|. 
lias a l o v e for company; 
appetite for people in the 
general sense; ©motional delight 
upon being surrounded and sup-
ported by o t h e r s . 

Comment s 

130 • S t a b i l i t y : 0 1 2 3 4 
Solidity? ability to take 
emot ion*! punishment from day 
to day# 

Comment: 

131* Stubborn: 0 1 2 3 4 
Fixed in ways? resolutej 
o b s t i n a t e ; difficult to handle 
or manage. 

Coasnent: 

132* T a c t f u l ! 0 1 2 3 4 
The sens© of touch; f e e l i n g ; 
s e n s i t i v e ; mental p e r c e p t i o n ; 
p a r t i c u l a r a b i l i t y t o d e a l w i th 
o t h e r s wi thout g i v i n g o f f e n s e . 

Comment: 
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133* Temperamental: 0 1 2 3 ^ 
Pertaining fco temperament; having 
a sensitive and easily excited 
temperament* 

Comment: 

134. Tenacity? 0 1 2 3 4 
Persistency, coheaiveness, and 
courage to perform. 

Gofamant; 

135* Tender-hearted: . 0 1 2 3 4 
Easily moved to pity and sorrow; 
compassionate; impressionable. 

Comment% 

136. Thoughtful? 0 1 2 3 4 
Characterised by or manifesting 
depth or richness of thought; full 
of thought; considerate; atten-
tive; unselfish concern for others; 
courtesy. 

Comment t 

137• Thoroughness {perseverance,, exactness): 0 1 2 3 4 
Accuracy and dependability in 
performing all tasks? paying 
attention to details; not "taking 
things for granted." 

Comment: 

138. Thriftj 0 1 2 3 4 
Economical management j 
frugality. 

Comment: 
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139* Tolerance: 0 1 2 3 4 
Trait of easy-going toleration 
of people's customs, situations, 
and institutions. 

Goiiiment i 

llf.0# Trenchant: 0 1 2 3 4 
Sharp; incisive; cutting? 
alert? keen; mentally energetic* 

Comment: 

141* Trust: 0 1 2 3 4 
Assured reliance on another; 
integrity; veracity; justice; 
confidence. 

Comment f 

142« feneration! 0 1 2 3 4 
Respect mingled with awe, excited 
by the dignity, wisdom* or 
superiority of a person and by 
3acredness of charaoter. 

Comment t 

143* Versatile: 0 1 2 3 4 
Having numerous abilities or 
talents; changeable; variable; 
turning with ease from one thing 
to another; capable of turning 
forward or backward. 

Coxmaent: 

144• Very active; 0 1 2 3 1+ 
Participating in a wide variety 
of social activities; seeking 
contact with others; is sought 
after in turn. 

Comment s 
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Vigorous t 0 1 2 3 k 
Participating in physical 
sports; much physical activity; 
plenty of energy. 

Comment 5 

li}.6. Vivacious: 0 1 2 3 4 
Lively; animated? expressive of 
face and gesture. 

Coiment i 

147. Vitalitys 0 1 2 3 4 
Power of enduring or con-
tinuing. 

Comment: 

ll|,Q. Wit l 0 1 2 3 4 
Activity of mind; power of 
conceiving, judging, reasoning; 
a mental faculty; power of the 
mind| practical good judgment; 
wisdom; xaental alertness; aptness 
or talent for clever expression. 

Commentt 
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