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CHAPTER I
INTRODUCTION

Statement of the Problem
This study was concerned with the investigation of
the relationships that may exist between certain personality characteristics, as measured by the Guilford-Zimmerman
Temperament Survey* and the choice of major of student# enrolled in seven fields of study in a school of business
administration.

It also investigated differences in these

relationships between two different levels of academic performance} as measured by grade-point average. The seven
fields of business included in this study were Accounting,
Business Education, Banking and Finance, Insurance, Management, Marketing, and Secretarial Administration.
Hypotheses
It was hypothesised that there were significant differences among the seven groups for all Guilford-Zimmerman
scales except Masculinity-Femininity, which was not considered appropriate for the present study, and Emotional
Stability, for which it was hypothesized that there were no

significant differences.

The specific nature of these

hypothesized differences were as followss
1. Accounting,—
a.

Students majoring in Accounting, regardless of

academic performance, would have significantly higher scores
in "Thoughtfulness" and significantly lower scores in
"Friendliness" than any of the other six group®,
b. Within the Accounting group, the foregoing scores
would be significantly different between those students
with a "B" average or better and those students with less
than a "B" average in a pattern of course® required in the
Accounting major.
2. Banking and Finance,"*
a.

Students majoring in Banking and Finance, regard-

less of academic performance, would have significant!y
higher scores in "General Activity" and significantly lower
scores in "Sociability" than any of the other six groups.
b.

Within the Banking and Finance group, the foregoing

scores would be significantly different between those students with a "B' average or better and those students with
less than a "B" average in a pattern of courses required
in the Banking and Finance major.
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3.

Insurance.—

a. Students majoring in Insurances regardless of
academic performance, would have significantly higher
scores in "Objectivity"1 and significantly lower scores in
"General Activity" than any of the other six groups#
b. Within the Insurance group, the foregoing scores
would be significantly different between those students
with a "B" average or better and those students with less
than a "B" average in & pattern of courses required in the
Insurance major.
4.
a. Students majoring in Management, regardless of
academic performance# would have significantly higher scores
in "Ascendance" and significantly lower scores in "Personal
Relations" than any of the other six groups.
b. Within the Management group, the foregoing scores
would be significantly different between those students
with a "B" average or better and those student® with less
than a "B" average in a pattern of courses required in the
Management major.
5. Marketing*-"
a. Students majoring in Marketing, regardless of academic performance, would have significantly higher scores

in "Personal Relations" and significantly lower scores in
"Thoughtfulness" than any of the other six groups.
b, Within the Marketing group, the foregoing score©
would be significantly different between those students
with a "B" average or better and those students with less
than a "B" average in a pattern of courses required in the
Marketing major,
6. Business Education.-a.

Student# majoring in Business Education, regard-

less of academic performance, would have significantly
higher scores in "Sociability" and significantly lower
scores in "Objectivity" than any of the other six groups.
b. Within the Business Education group, the foregoing
scores would be significantly different between those students with a "B" average or better and those students with
less than a "B" average in a pattern of courses required
in the Business Education major.
7. Secretarial Administration.-a. Students majoring in Secretarial Administration,
regardless of academic performance, would have significantly
higher scores in "lestraint" and significantly lower scores
in "Ascendance" than any of the other six groups.

b.

Within the Secretarial Administration group, the

foregoing scores would be significantly different between
those students with a "B" average or better and those students with less than a "B" average in a pattern of courses
required in the Secretarial Administration major.

Significance of the Study
For many years psychologists have attempted to correlate personality characteristics with various vocational
activities.

Although the success of this endeavor has been

rather limited, research evidence suggests that persons in
some occupational areas do tend to possess similar personality traits.
In order to provide a background upon which to base
hypotheses, information from college instructors, businessmen, secretaries, public school teachers, and previously
completed research was utilized.

An elaboration of this

process will be included in Chapter III.
At this time little is known through research evidence
about the relationship among the personality characteristics
of college students, their choices of major, and their academic achievement.

Heretofore, social scientists have not

been particularly interested in higher education as a field

of research^ nor have persons in the area of developmental
psychology been interested in research in this field.
Despite the fact that little interest has been shown
in such research, many colleges follow the practice of administering personality tests to prospective college students.

One of the instruments frequently used is the

Personality Record, which was developed and recommended
by the Joint Committee of School-College Relations of the
Hational Association of Secondary School Principals (NASSP)
and the American Association of Collegiate Registrars and
Admissions Officers (AACRO). No validation of the Personality Record has ever been published, however, either by
its originators or by its users (2).

Subjective analysis

of the eight traits of the Record suggests that some of
them are related to academic success f and experienced observers have attested to the importance of "motivation,"
"industry," "initiative," and "responsibility" in college
achievement as measured by marks (2).

Critchfield and

Hutson (2) state that traits of personality and character
are important determinants of achievement in both academic
and vocational pursuits.

A better understanding of this

relationship between different personality traits of college students and the areas of study being pursued by these

students should provide a more effective basis upon which
to assist the individual in his choice of field of study,
Goodstein and Heilbrun {3) found in 1962 that personality factors are important in determining the academic
achievement of the average-ability college student; and
sine® academic achievement is one of the requisites for
remaining in college, it should be of importance to all
college personnel.

Most studies on the college-dropout

problem agree that "approximately one half of those who
start to college do not reach graduation" (5),

Summerskill

reviewed and computed median values for thirty-five different studies on the college dropout, dating from 1913 to
1957.

His data led to the conclusion that colleges lose,

cm the average, approximately half their students in the
four years after matriculation.

He states that

"some 40

per cent of college students graduate on schedule, and in.
addition, approximately 20 per cent graduate from some college some day"(5).
Limited data are available on the causes or reasons
for college dropout, but among many factors which might be
related, one would surely include academic incompetence or
unsuitability related to the student's major field of
study (2).

Since enrollment in the wrong field of study
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seems to be one of the causes of failure or withdrawal of
college students, it would represent a real service to guide
the student into the field for which he is best suited both
intellectually and temperamentally.
In addition to those personality traits considered
necessary for academic success, much has been written about
personality characteristics considered to be desirable in
the various areas of business.

Literature indicates that

these desirable characteristics are different for accounting, management, business education, insurance, marketing,
secretarial administration, and banking and finance* Little
research, however, has been conducted to determine the differences that actually do exist in individuals engaged in
the different areas, and the extent to which there is a
relationship between these individual characteristics and
academic achievement.
In a time when education is almost overwhelmed by the
sheer mass of students--frcan 3,500,000 in 1960 to an estimated 6,800,000 in 1970 (1)—seeking admission to and graduation from colleges and universities each year, it is most
important that the facilities, both faculty and plant, be
utilized efficiently.

Obviously, with 30 per cent of the

students dropping out of college in the first two year®,

there is some question whether in all cases colleges are
using their facilities wisely.
If relationships can be found to exist among personality characteristics, major field of study, and academic
achievement, then it is possible that a guidance tool,
based on these relationships, can be developed that should
be beneficial to the individual, the educational institution, and the society in which the student expects to use
his education and training.
Definition of Terms
Specific terms used in this study are defined a®
follows t
Attitude»<•-A specific mental disposition toward an
incoming (or arising) experience whereby that experience
is modified! or a condition of readiness for a certain type
of activity.
Trait. — A distinctive pattern of behavior which is
more or less permanent? or the tendency, due to habit, attitude, or other proponent factor, toward certain types of
behavior.
Personality traits.--A term used in conjunction with
the traits contained in the Guilford-Zimmerman Temperament
Survey,
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Grade-point average.--The average received when total
grade points are divided by total semester hours.

{A grade

of "A" is equivalent to three grade points per semester
hour; a grade of "B" is equivalent to two grade points per
semester hour; and a grade of "C" is equivalent to one grade
point per semester hour.)
B-average.—A two-point grade-point average, based on
the courses considered to be peculiar to the seven different areas.

Limitations of the Study
This study was limited to the following?
1.

Selected student® from the School of Business

Administration at North Texas State University.
2.

A representative sampling of student® from the

areas of Accounting, Business Education, Insurance, Management, Banking and Finance, Marketing, and Secretarial
Administration.
3.

The spring semester of the academic year 1962-63

and both the fall and spring semesters of the academic year
1963-64.
4.

Students of upperclassman standing, either Junior

or senior year of study.
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Basic Assumptions
The following assumptions were basic to the development of the problem in this study?
1.

The instrument used to measure the students'

personality traits was valid for the purposes of this investigation.
2.

The responses to the questions on the test were

the true feelings of the respondents and were given in
good faith,
3.

The subjects were a representative sampling of

students found in the specified areas of accounting, insurance, marketing, business education, management, secretarial
administration, and banking and finance.

Procedures for Collecting Data
The Guilford-Zimaaerman Temperament Survey was the test
instrument used in this study.

The Survey is composed of

300 items which measure ten personality traits.

These

traits are Ascendance, General Activity, Restraint, Sociability, Emotional Stability, Objectivity, Friendliness,
Thoughtfulness, Personal Relations, and MasculinityFemininity.

The area which each score measures is well

defined and the scores represent a confirmed dimension of
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personality and a dependable descriptive category {4}.

The

ten traits measured by the Guilford-Zimmernan Temperament
Survey are those most frequently mentioned by literature,
surveys, studies, and individuals as the traits most desirable among employees in the seven areas of this study.
The subjects of the investigation were selected from
Business Administration classes at North Texas State University, Denton, Texas, during the spring terra of 1962-1963
and the fall and spring terms of 1963-1964.

Classes were

selected in which the majors of the seven areas would be
represented.

The classes involved were:

(1) B. A. 304,

Coiaaercial Banking; (2) B, A. 335, Methods of Teaching Bookkeeping and Related Subjects} (3) B. A. 339, Methods of
Teaching Typewriting} (4) B. A. 356, Property Insurance,
(5) B. A. 359, Life and Health Insurance? (6) B. A, 427,
Advanced Cost Accounting! (7) B. A. 447, Advanced Accounting Principles| (8) B. A. 459, Life and Health Insurance
Seminar; (9) B. A. 465, Sales Management} (10) B. A. 469,
Problems in Marketing! (11) B, A. 47S, Executive Secretaryship; (12) B, A. 479, Property and Casualty Insurance
Seminar? and (13) B, A. 486, Supervisory Management.
These classes were composed of 400 students.

There

were 58 from Accounting, 54 from Banking and Finance, 58
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from Business Education, 56 from Insurance, 63 from Management, 58 from Marketing, and S3 from Secretarial Administration.
The students were administered the Qui If ord-Zinane m a n
Survey during a regular class period of fifty
minutes.

If they did not complete the test in the time

allocated, they finished after the period was over.

The

students were instructed to put the following information
at the top of their answer sheetss

name, date, sex, clas-

sification, class in which they were administered the test,
number of hours completed to date, and the major field of
study*

This information made it possible to sort the an-

swer sheets into areas of study without duplication of
subjects.

Later, the answer sheets were scored by the I ®

equipment in the Office of Guidance and Counseling.
The original data consisted of 400 answer sheets. Some
of the sheets were eliminated when the sheets of ten students, who were not majoring in any of the specified business areas of this investigation but who were enrolled in
the classes being tested, were removed; four male-student
answer sheets were removed from the predominantly female
groups of secretarial administration and business education;

14
and six fwale-student answer sheets were removed from the
predominantly male groups of marketing, management, accounting, banking and finance, and insurance.
The remaining answer sheets were separated into major
areas of study, and grade-point averages for the students
were obtained from the files of the Registrar's office.
Grade-point averages were computed on those courses which
were considered peculiar to each of the seven areas studied
(see Appendix A).

Another seven answer sheets were elimi-

nated from the study because students had not completed the
courses necessary for grade-point computation.

Grade-point

averages were used as the basis for separation of groups
into B average or better and less than B average students.

Procedures for Treating Data
A 2 x 7 design was used to test the (a) hypotheses
that significant differences would exist among students in
the seven areas of accounting, banking and finance, marketing, management, insurance, business education, and secretarial administration with regard to the mean scores on
nine of the tea traits measured by the Gul If or ct-Zimaae rtaan
Temperament Survey.

Where these differences did exist, an

application of the it test was used to test all the (a) hypotheses in the seven areas.
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Then, because of the possibility of a sex factor being
compounded with the major field factor, the data for the
five all-male groups were analyzed separately fro® the allfemale groups. These data were then examined to see whether
any significant F's were related to the two combined sex
groups.
The same design was used to test the hypothesis that
a significant interaction would exist between academic pex>
formance and major area. Where this interaction did exist,
an application of the t_ test was used to test the (b) hypotheses, A total of 357 of the 373 remaining samples were
utilized, allowing for proportionalities of frequencies in
the cells; sixteen students were eliminated by the random
nuratoers table.
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CHAPTER II

RELATED LITERATURE

For the purposes of this investigation the related
literature is limited to two areas of major concern.
are:

These

(1) personality as related to choice of vocation or

major field of study, and (2) personality as related to
academic achievement.

Personality as Related to Choice of Vocation or
Major Wield of Study
People in today's culture are known to have many
interests in common, yet even before Strong (38) showed that
men in different occupations registered different interests
on testa, it was observed that difference® did exist.

Curti

says that the "artist, the welfare worker and the accountant
coexist in the same world, yet seem to find different meanings in it, to put different stress on its developments and
to react to different aspects of it" (6, p. S07).
In recent years, there has been an emergent recognition on the part of educators and businessmen that the
personality of an individual is of paramount importance in
the selection of vocation or choice of major field of study.
17
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Back of research studies lies the general assumption that
personality factors may be determinants of measured interests, of occupations entered, or of occupational success.
A less tenable assumption, on the strength of research by
Strong (37), would be that one's occupation shapes one's
personality--here occupational participation would become
the major determinant of personality.

Strong's results

indicate that interest patterns do represent a societal
setting, in terms and tasks of the world of work, for meeting one's own personality structure and needs.
Investigations by the Minnesota Employment Stabilization Research Institute in 1934 relate unsuccessful
efforts to differentiate members of nonprofessional occupations by use of the Bernreuter Personality Inventory. Later
studies by Dodge (11, 12), however, succeeded in differentiating clerical workers and retail sales clerks on the
social dominance scales (14-0) of the Bernreuter, but had
no success in separating the good from the poor clerical
workers on items drawn from personality inventories.
In 1938 and again in 1941, Darley (8, 7) came forward with positive findings.

He published statistically

significant data showing the extent to which college students with various interest scores differed on structured
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personality tests.

Darley's 1941 monograph presented inter-

esting statistically significant evidence, suggesting that
the personality tests used did differentiate student groups
with differing interest patterns.

He states:

On the average, the less mature, socially adept,
more "masculine" cases may be expected to show "technical" interest#. The economically conservative,
socially aggressive, physically robust individuals
will probably have "business contact" interests. The
more "feminine," the somewhat less socially aggressive
liberal and slightly "feminine" student will be interested in "welfare" and "uplift" jobs (9, pp. 472).
Berdie (3) was one of the first investigators to report
data on the personality correlates of the Revised Strong
Vocational Interest Blank (SVIB) interest patterns.

His

findings confirmed Darley's earlier findings on the unrevised SVIB.

Still using students, Berdie (2) gave an ac-

count of differences in four broad families of occupations;
(1) business activities, (2) social welfare activities,
(3) skilled trade activities, and (4) physical science activities.

These were derived from differential scores

obtained by groupings on the masculinity-femininity scale,
the occupational level scale, the measure of social adjustment, and, in one instance, on a measure of emotional
adjustment.
In another report the same yaar, Berdie (4) found
correlations between various personality tests and the
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number of items checked by college subjects in either the
"like" or "dislike" responses on the SVIB.

The rationale

here was that the number of like and dislike responses is
in itself an indication of the respondent's outlook on the
world.

Berdie states t

Emotional acceptance of their surroundings is
typical of people in socially directed occupations.
Rejection of these surroundings--perhaps an expression of cynical disillusionment--is characteristic
of people in those occupations usually considered
as revealing the realities of life with great emphasis (4, p. 184).
Another study conducted earlier examined the relation
between personality and interest by use of the AllportVernon Study of Values.

In 1940, the study by Sarbin and

Berdie (32) analyzed the scores earned by students on the
Allport-Vernon scales, using those students who did or did
not have primary interests in each of eight areas of occupations on the revised SVIB.

They used fifty-two cases,

having these reappear in each dichotomous comparison for
presence or absence of primary patterns in the eight areas
of occupations.

There were eight sets, with six compari-

sons per set, for a total of forty-eight comparisons.
Sight of the forty-eight comparisons reached an adequate
level of statistical significance.
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From this study, It appeared that students with primary patterns in the biological science family of occupations scored higher than students without such interests
on the theoretical and aesthetic value scales of the AllportVernon, and lower on the economic and political value scales.
Students with a primary pattern in the physical science
family of occupations scored higher on the theoretical value
scale and lower on the political value scale than did students without such primary pattern interest.

Students with

a primary pattern in the welfare family of occupations scored
higher on the religious value scale than did students without such pattern.

For the nonoccupational scales on the

SVIB, masculinity-femininity scores correlated ,38 with
scores cm the theoretical value scale and - .49 with scores
on the aesthetic value scale.
Considerable relationship between occupational interest patterns and the individual's dominant value systems
appeared in this study of Sarbin and Berdie with even so
small a number of cases.

According to Launer, however,

their results could be that
. . . theoretical man seeks truth by way of empirical,
rational, critical measures} economic man involves
himself with what is practical and useful} aesthetic
man looks upon form and harmony as his paramount concern and finds his chief interests in the artistic
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experience of life} political man seeks power in
interpersonal relations, not necessarily in polities!
and religious man is mystical and. seeks unity in his
experience (24, p. 82).
In 1945, Kaback (20) approached the problem by studying differences in Rorschach group method responses between
accountants and pharmacists and between students preparing
for these occupations*

Because of considerable overlap in

her groups, no personality-type differences emerged from
her study.

Schwebel's (33) study of pharmacists has since

resulted in putting pharmacists into the business-detail
group, of which accountants are members, thus accounting
for the lack of differences in Kaback's study.
Roe (27), in an address before the New York Academy of
Sciences, took the position that there is a close relationship between the needs of the individual and the vocation
he selects.

She says, "There is more to working than earn-

ing a living; and there is more to choosing a Job than just
finding one.

Herein, then, lies the basis for the idea

that interests reflect ways of perceiving and valuing
events" (27, p. 259),

Roe's findings offer insights into

the dynamics of vocational choice and adjustment, but, more
importantly, they reveal personality correlates in which
groups tend to differ.
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In 1939, an investigation by Bstes and Horn (14) showed
that students in specialities within a curriculum can be
differentiated. By comparing the interests of each type
of engineer, for instance the mechanical with those of all
other types of engineers, they found that they could devise
an individual scale for the mechanical engineer. More
recently, Dunnette (13) of the University of Minnesota
studied engineers in their different functions and produced
differentiating keys for four groups of engineers, namely
pure research, applied research and development, process
and production, and sales and technical.
In his doctoral study, Segal (34) of Michigan, attempted
to confirm one school of psychological thought. He formulated hypotheses based on the personality characteristics of
two divergent occupational groups—accountants and creative
writers. On the strength of two psychoanalytic premises,
the significance of earlier emotional experiences and the
role of the unconscious in determining behavior, Segal
reasoned that
. . . vocational choice is not peripheral decision
of the individual mad® on a chance or necessarily a
realistic basis, but is a concrete expression of personality development and emotional experiences within
the framework of the environmental pressures and
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opportunities with which an individual is confronted.
Therefore, vocational choice is a resultant of the
emotional development of the individual and is in
part an expression of the individual's method of adjusting to his environment (34, p. 305),
Segal chose fifteen advanced students in each of his
occupational groups} both samples showed clear differences
in patterns of interest on the SVIB.

Two projective tests

were used in the appraisal of personality--a concept formation test and a vocational autobiography.

Segal considered

his study exploratory for any sound "theory of vocational
choice and development."

He further states, "there is need

for job-analysis data which reveal something about the personality needs gratified by a particular occupational outlet
and the socially defined role of the worker in the community, i.e., the status value of the job" (34, p. 203).
Teevan (39) did a study using college students who had
already expressed their preference for a major field of
study but who had not been in the field long enough for it
to affect their personalities.

Eighty-five male students

from Wesleyan University, ranging in age from seventeen to
twenty-five years, were tested.

The subjects wer^, chosen

by their major field, with approximately the same number
from each of the academic divisions.

This investigation
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was conducted to determine whether or not personality
factors correlated significantly with choice of major
field in college.

Three broad groupings of college majors

were compared on scores derived from the ©lackey Pictures.
The following significant differences were founds
1.

The "literature" division had higher disturbance

scores on Oral Eroticism than the other divisions.
2.

The social sciences division had higher disturb-

ance scores on Oral Sadism, Oedipal Intensity, Guilt Feelings, and Anaclitic Love Object.
3.

The science division had the lowest scores on

nearly all categories.
The investigation concluded that correlations between personality and vocation previously found by Roe (25, 26) for
professional groups can be demonstrated during the period
preceding entry into a profession.
Another writer puts the focus on the personality and
the college student by stating:
There is a growing awareness among vocational
counselors, as well as among clinical psychologists,
that the selection of one's occupation is not basically
a fortuitous process. While the limits and pressures
of uncontrollable external circumstances play a part,
the general psychological factors listed below are of
major causal importance.
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1. Choice of a vocation is not primarily rational
or logical, but is a somewhat blind, impulsive, m o tional, and automatic process and is not always subject
to practical and reasonable considerations.
2. Primary reasons for selecting a particular
vocation are unconscious in the sens# that wheal the
individual is pressed to elaborate beyond the superficial rationalization of economic advantage and opportunity, he is forced to admit that he doe® not
know why| he simply has to build bridges or he can't
stand paper work. These activities have immediate
appeal or distaste for him. We are saying that interests and references have unconscious roots.
3. Both of these factors point ultimately to
the purposive nature of occupational choice. Obviously
it is necessary for most persons to find gainful employment. But the economic motive is secondary. Occupational choice, or choice of major field of study, the
specific occupation chosen or the lack of preference,
is an expression of basic personality organisation and
can and should satisfy basic needs,
4. Selection of a vocation, like the expression
of other interests, is a personal process, a culmination of the individual's unique psychological development.
5. Evidence indicates that persons of different
kinds of personality seek to enter occupations which
are peculiarly important to them by dovetailing with
the ways in which they characteristically handle their
problems (16, pp. 362-363).
Earlier studies by Jteapp and Goodrich (22), Roe (25,
28), Farwell (IS), and others have shown that there is a correlation between personality and vocation.

Beamish (1) also

indicates that personality evaluation is a very important
element of vocation placement.

He states:
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Personality difficulties Account for far more
job failures than lack of ability to do the Job* It
has been the experience at this company, and it has
been the conclusion reached by ©very research study
with which this writer is familiar.
Even among employees who could be considered
failures, comprehensive personality evaluations point
out numerous and substantial opportunities to improve
job performance, increase job satisfaction, reduce
absenteeism and turnover, and generally improve harmony and efficiency of the work group.
The fact that accurate personality evaluation
is difficult to obtain is an agrument for more, not
less, effort to obtain it. Indeed, unless the above
considerations can be refuted completely, any selection program which ignores personality evaluation can
attempt to do only a small portion of the job that
needs to be done.
Personality tests, used in conjunction with all
other available data and with full recognition of
their limitations, can make a great contribution to
the evaluation of personality in an industrial setting (1, pp. 64-63).

Personality as Related to Academic Achievement
Psychologists and counselors working in college settings have long been interested in identifying the factors
which operate to determine the level of performance of
college students*

This concern has resulted from the ob-

vious fact that many students with the intelligence considered sufficient for academic success have failed to
achieve or have achieved at a level below that commensurate
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with their ability.

The interest of the investigators has

centered on a large number of factors, ranging from the
family background of students to their proficiency in the
skills considered necessary for college success.
Recently, however, attention has been directed toward
the effect on achievement of selected personality variables,
this new emphasis has stemmed from the now generally accepted belief that the academic performance of the student
is another aspect of his total behavior, and as such is
determined and influenced by the dynamic processes of personality.
In 1959$ Witherspoon and Melberg (41) conducted an
investigation to determine possible relationships between
aspects of temperament and earned grade-point averages of
first-semester freshmen.

The instrument used was the

Guilford-Zinunerntan Temperament Survey.

Each of the ten

scales on the Survey was correlated with the first-semester
grade-point averages of 229 freshmen.

They found that no

significant relationship existed between the investigated
first-semester college freshmen grade-point averages and the
scaled scores G, A, S, 0, P, and T.

They also found that

a low but statistically significant relationship between
F (Restraint) scale score and grade-point averages existed
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and that a low but statistically significant relationship
existed between P (Personal Relations) scale score and
grade-point average.
Over the years, many attempts have been made to isolate some of the factors that could possibly explain why
some students make the most of their potential and others
seemingly do not.

Shaw and Brown,1958; Holland, 1959| Jen-

sen, 1958; Gough, 1956; Broedel, Ohlsen and Froff, 1958;
and Shaw and Grubb, 195S, have indicated that this phenomenon may be due to several nonintellectual factors working.
They felt that the logical way to better understand this
problem and to make more accurate predictions with regard
to a student's chances of success in academic endeavors,
would be to consider certain personality traits as well as
scholastic aptitudes, intelligence, achievement, interest,
and special aptitude measures typically used in making such
predictions.
In trying to determine the relationship between personality and achievement of college students, Goodstein and
Heilbrun (19) correlated the scores of the Edwards Personal
Preference Schedule (SPPS) with the semester grade-point
average on a sample of 257 undergraduates, 206 males and
151 females, with the variance attributed to a brief

30
vocabulary test estimate of scholastic ability partialled
out.

Following a comparison of the obtained results with

previous studies, the importance of using levels of intellectual ability as a control variable in studies of nonintellectual factors in achievement was noted.
The prediction of scholastic success in academic
institutions has become a perennial problem for the applied
psychologist, the educator, and the counselor.

Research

with tests of scholastic aptitude or intelligence as predictors of academic achievement has made it clearly evident
that tests of intelligence are quite useful for predictive
purposes.

At the same time, it is also clear that predic-

tions based upon measures of scholastic aptitude are far
from perfect and that such measures account for less than
half of the variance in academic performance.
A® a result of these findings, there has developed
some research interest in nonintellectual factor®, especially
personality variables, as an additional relevant source of
variance in the prediction of academic achievement.

Klett (21),

in 1957, used the EPPS to predict academic success in a larger
unselected high school sample with rather equivocal results.
There were 357 undergraduate students who took the BPPS
early in the semester under standard condition® for research
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purposes.

The results of the study offer support for the

belief that personality factors ar© significantly related
to academic achievement when the influence of academic
ability is statistically removed? but that the nature of
the relationships depends upon the general ability level
of the group being studied.
One possible general interpretation of the findings
is that personality factors are most important in determining the academic achievement of the average-ability
male.

While all males may be interested in college achieve-

ment, the success of the relatively bright and dull males
is more determined by intellectual factors than is the case
with the average-ability males#

In this group of average-

ability males, intellectual factors are less predictive of
success and personality factors are the more important determiners of actual academic success and failure.

Addi-

tional research will be necessary to test conclusively the
appropriateness of this interpretation,
Gebhart and Hoyt (17) and Krug (23) also studied the
usefulness of the Edwards Personal Preference Schedule
(SPPS) in understanding the special problem of over- and
under'-achievement in college.

They were interested in

whether a personality measure such as the SPPS can, in
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some manner, contribute to the prediction of academic success in an unselected group of college students.

Although

over- and under-achievement are important aspects of college
success, their studies were concerned with the contribution
of the EPFS to the prediction of academic achievement over
the entire range of scholastic abi:lity in undergraduate
college students.

Their findings indicated that there were

no significant differences between the groups compared on
any of the variables of the EPFS.
A similar study by Centi (5) attempted to determine
the differences between the highest and lowest ranking students with respect to their personality and adjustment as
indicated by scores on the Minnesota Multiphasic Personality
Inventory and the College Inventory of Academic Adjustment.
The subjects participating in this investigation were sixtyfour full-time students.

Thirty-two subjects, eight from

each class, comprised the group of lowest ranking students.
The high and low students were chosen on the basis of the
first semester grade-point averages.

The subjects were

chosen randomly from the ten highest ranking and the ten
lowest ranking students in each class.
Each subject completed the Minnesota and the College
inventory tests.

The test scores of the high and low
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students were then tested fox significance by the analysis
of variance technique and the t_ test of significance.

The

.01 level of significance was employed.
An analysis of the scores on the Minnesota Multiphasic
Personality Inventory (MMPI) revealed that the lowest ranking students in each class scored higher mean scores (indicating poorer adjustment) than did the corresponding highest
ranking students on the nine scales of the MMPI.

In addition,

the combined lowest ranking group was found to have significantly higher mean scores than did the total highest ranking
group on four scales.
The results of this study indicate that, with respect
to the subjects and the school under investigation, a definite relation existed between level of achievement and
selected adjustment factors.

Scores on the MMPI and the

CIAA (College Inventory of Academic Adjustment) indicated,
in general, that the highest ranking students tended to be
better adjusted than were the lowest ranking students.

In

addition, certain of these factors significantly differentiated between the highest and lowest ranking students.
These results provide further evidence to support the belief
that personality factors are related to the level of achievement of college students.
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Evidence has also been found in research on this
problem to indicate that emotional adjustment affects
achievement in an indirect way.

Unstable and maladjusted

students have been found to do less well in their studies
in proportion to their intelligence than have students who
were well-balanced.

Research has also shown that a closer

correlation exists between capacity and achievement in
stable groups than in unstable groups.

It might be con-

cluded, therefore, from this evidence that the emotional
adjustment of the student affected his level of achievement by affecting the degree to which use is made of his
potential.
The results would imply, furthermore, that if colleges
and universities are to insure the optimal development of
students, they cannot ignore the influence of personality
and emotional factors upon achievement.

This may possibly

be an area needing investigation by those college counselors and educators who have expressed strong concern
about those individuals who are not achieving at the level
that can be eapected of them.
Demos and Spolyar (10) attempted to isolate some of
the manifest needs associated with each of the fifteen
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variables found on the Edwards Personal Preference Schedule
(BPPS)i an instrument which is administered to all incoming
freshmen with the #tandard scholastic aptitude test battery
at Long Beach State College.
A stratified sample of 245 students {both male and
female) was selected from the total class of freshmen for
the fall semester of 1958-1959 at Long Beach State College
and placed in four group® for statistical analysis.
groups were compared as follows:

The

(1) achievers--achieving

students of high scholastic aptitude, (2) underachieves-nonachieving students of high scholastic aptitude, (3) overachievers- -achieving students of low scholastic aptitude,
and (4) nonachievers~»nonachievers of low scholastic aptitude.
The students were selected and placed in the respective
groups on the basis of two variables, namely scores made on
School and College Ability Test (SCAT) and cumulative
grade-point average (CPA) for two semesters of academic
work at Long Beach State College.
Group 1, the achievers, was randomly ©elected from a
list of students who scored at or above the 90th percentile
on the SCAT and maintained a OPA that was above the allfreshman <3i*A of 2.47 (grading systems A • 4, B » 3, C « 2,
D » 1, and F » 0).
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Pifty-one students were selected and placed in this
group.

These students were achieving at or above what

could be expected of them on the basis of their aptitude
test scores.
Group 2, the underachievers, was randomly selected
fro® a list of students who scored at or above the 90th
percentile on the SCAT, and maintained
below the all-freshmen GPA of 2.47,

a GPA that was

Seventy-six students

were selected and placed in this group.

These students

were not achieving at the level that could be expected of
them*
Group 3, the ovearachievers, was randomly selected from
a list of students who scored below the all-freshmen mean
(63rd percentile) on the SCAT and maintained a GPA that
was above the all-freshmen GPA of 2.47.

Forty-two students

were selected and placed in this group.

These students

were achieving above the level that could be ejected of
them.
Group 4, the nonachievers, was randomly selected from
a list of students who scored below the all-freshmen mean
(63rd percentile) on the SCAT and maintained a GPA that
was below the all-freshmen GPA of 2,47,

These students

were achieving at the level that could be ejected of them.
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Various comparisons were made of the mean raw scores
among the fifteen variables on the BPPS.

The results indi-

cate that there were no significant differences between
the groups compared on any of the variables of the BPPS.
The findings appear disappointing in that many of the manifest needs of the BPP8 are the kinds of habits that for
some time counselors have felt could distinguish the achiever
from the underachiever and the overachiever from the nonachiever, and could, in fact, account for these phenomena»
On the basis of this investigation, such an assumption does
not seem warranted.
Rothney (30) said, in 1949, that the practice of comparing a pupil'® performance with some vague potential
ability or aptitude based on scores of general mental ability is erroneous.

To say that a student is or is not achiev-

ing up to this ability, when the measure of ability is one
of several test scores, assumes that the tests provide a
stable measure of potential in all subjects and that the
test score is highly correlated with GPA.

Rothney (31)

points out again in 1956, that neither suggestion is acceptable.
Stephens (35) elaborates on this same point by suggesting that on the basis of what the present mental ability
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tests and achievement tests measure, it should not be
surprising to find some students achieving beyond their
potential and others achieving below it.

He says that

"it is to be ejected that some studiously-minded students
will be xaore successful on some of the specialised tasks
(achievement) of the school than they are on the more general haphazard tasks (intelligence) of everyday life" (35,
p. 169).
In other words, the placing of students in arbitrary
categories on the basis of GPA (achievement) and mental
ability (potential) test scores, the computing of some
formula on the basis of tests, is subject to considerable
error.

No mental test can determine the level at which a

student should be achieving, except in very broad terms,
according to Stephens (35).

Summary
Great emphasis has been placed on the role of the
student in the college environment? one has but to scan a
drugstore magazine rack, the paperback book® on display
almost everywhere, or even the daily newspaper, to note
with what concern the nation views college and college
students.

How to get into college, how to finance college,
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how to stay in college, what subjects to study—these are
matters of great concern to both student and administrator.
The substantial increase in the size of the collegeage population and the increasing awarenes® of the necessity
of higher education for personal economic survival have made
colleges and universities highly visible operations.

Ho

longer regarded as a "luxury," post-high school education
has become a standard_part of life in America, resulting
in pressures on institutions as well as on individual students.
Undeniably, there is evidence that many factors are
working which determine a student's choice of major and his
success in his chosen field, but there is no conclusive evidence to show what these factors are or the relationships
between them.

As of now, the field seems to be wide open

for further investigation as to which behavior traits aid
in adaptive responses toward academic goals.-

Qoff statesj

It is assumed that the mind organizes its content,
gives meaning to situations and determines which
traits shall operate in adaptive response or in carrying out a course of action under conditions of the
specified environment. Further, emotional energy,
some of which is deeply embedded, has force potential
which takes shape under the press of particular environmental stimulations different from the form which
it would have taken in the absence of these stimulations. Finally, goal-reaching is the function of
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variables, dependent upon operation of selected traits
which are anticipatory means to ends and which are in
turn affected by psychic tendencies and experience (18,
p. 300).
As an effort in the over-all field of needed research,
the present study was undertaken to investigate certain
interrelationships of personality, choice of major field
of study, and academic achievement.

Useful documentation

for future exploration should result from this investigation.
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CHAPTER III
PROCEDURES OF THE STUDY
The present study was concerned with the relationships existing between certain personality characteristics
of students enrolled in a school of business administration,
their choice of major field of study, and their academic
achievement.

The sampling of the subjects, the selection

and administration of the instrument, and the procedures
for testing were conditioned by the instructional arrangements of the institution and the cooperation of the professors in whose cla#se« the students were enrolled.

The

sample studied, the instrument employed, the procedures
followed, and the method by which the hypotheses were formulated are described in this chapter.
The Sample
Initially, the subjects included in this study consisted of 400 students enrolled in the School of Business
Administration, North Texas State University, Denton, Texas,
during the spring term of the 1962-1963 school year and both
the fall and spring terms of the 1963-1964 school year.
46

The
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students were enrolled in the upper-standing classes which
were considered by the instructors as being representative
of the seven major areas of study included in this investigation.

These areas were insurance, banking and finance,

marketing, management, secretarial administration, business
education, and accounting.

Most of the subjects were junior

or senior undergraduates; only ten were enrolled for graduate credit during the period of testing.
The total sample involved both male and female students,

Students who indicated majors other than the seven

used in the present study were eliminated from the samples
and since five of the seven groups were predominantly male
and two of the seven groups were predominantly female, the
male students were eliminated from the predominantly female
groups of business education and secretarial admini s t rat ion
and the female students were eliminated from the predominantly male groups of accounting, marketing, management,
banking and finance, and insurance.

Additional subjects

were eliminated from the study during the process of checking grade-point averages in the Office of the Registrar,
Those students who had not completed the pattern of courses
considered peculiar to their major field of study were
excluded from the investigation at this point.

A final

48
elimination of students was made to obtain proportional
frequencies by using a table of random numbers.

The sub-

jects remaining numbered 357 students and were classified
as follows?

forty-eight secretarial acSninistration majors,

of wham sixteen had a "B average or above" and thirty-two
had "below a B average"5 fifty-four business education
majors, of who® eighteen had a "B average or above" and
thirty-six had "below a B average"| forty-five insurance
major®, of whom fifteen had a "B average or above" and
thirty had "below a B average"? fifty-one banking and
finance majors, of whom seventeen had a "B average or
above" and thirty-four had "below a B average"? fortyeight marketing majors, of whom sixteen had a "1 average
or above" and thirty-two had "below a B average"? fiftyseven management majors, of whom nineteen had a "B average
or above" and thirty-eight had "below a B average"? and
fifty-four accounting majors, of whoa eighteen had a "B
If

average or above and thirty-six had "below a B average."

The Instrument
The Guilford-Zlaimerman Temperament Survey (hereafter
referred to as the Survey) was chosen asthe instrument to
measure the personality characteristics of the students in
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this investigation.

The Survey was constructed with the

following objectives in mind:

(1) a single booklet of

items, (2) a single answer sheet, (3) an efficient scoring
method, (4) a coverage of the traits proven to have the
greatest utility and uniqueness, and (5) condensations and
omissions of trait scores where intercorrelations were sufficiently high (4, p. 1).
The form of statement of the items is unusual for
inventories of this type, inasmuch as they are stated affirmatively rather than in question form, using the secondperson pronoun; personal pronouns were avoided whenever
possible.

3y using the affirmative statement, it was pos-

sible to make the statements more direct and simple, and
by using the second-person pronoun rather than the first*
person pronoun it was believed that the statement would
seem less personal to the examinee.
ments in the Survey are

Examples of the state-

"You start to work on a new pro-

ject with a great deal of enthusiasm," or "You seldom give
your past mistakes a second thought,"

By using 300 items,

thirty items for each of the ten traits, the instrument
may be adapted to the standard IBM answer sheet on which
there are thirty item spaces per column.
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In the Survey, the alternate responses to each item
are

"yes,"

and "no." The "yes" and "no" responses

are preferred to "true" and "false" because, with the "truefalse" responses, some examinees become so concerned with
the actual truth of statements that their more spontaneous
responses are not given.

The spontaneous responses are

thought to be more diagnostic in a measurement of this
kind (4, p. 5).
The internal validity, or factoral validity, of the
scores was fairly well assured by factor-analysis studies
and successive item-analyses directed toward internal consistency and uniqueness.

The Manual states:

"It is be-

lieved that what each score measures is fairly well defined
and that the score represents a confirmed dimension of
personality and a dependable descriptive category'.'- (4, p.5).
The following interpretations of the traits measured by the
GuiIford-Zimmerman Temperament Survey are given in the
manual as follows?
1.

G--<3eneral Activity. — A high score indicates

strong drive, energy and activity; a low ©core indicates
anemia or inactivity,
2.

R--Restraint.--A high score indicates an over-

restrained or over-serious individual! a low score indicates
a carefree, impulsive individual.

SI
3.

A--Ascendance. "-Ascendance is a relative matter,

and the need for it varies,
4.

S--Sociability. — A high score indicates ease with

others; a low score indicates a withdrawn, reserved person,
5.

S^-asotional Stability.--A high score indicates

optimism, cheerfulness, and emotional stability? a low
score indicates poor mental health.
6.

0--Objectivity.--A high score indicates less

egoism; a low score indicates touchiness and hypersensitivity.
7. ff--Friendliness»—A high score indicates a lack
of fighting tendencies or a realistic handling of frustrations; a low score indicates hostility.
8.

T—Thoughtfulness.—A high score indicates an

extrovertj a low score indicates an introvert.
9.

F--Personal Relations.--A high score indicates

tolerance and understanding; a low score indicates faultfinding and criticalness.
M--Masculinity. — A high score indicates ways that
are characteristic of men; a very high score may mean that
a person is unsympathetic and callous (4, pp. 8-10).
The survey is actainistered with a separate answer sheet
which may be either hand-scored or machine-scored.

The
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hand-scoring method requires only two stencils, while the
machine-scoring process requires ten.

In hand scoring, the

marks for each column are counted and recorded#

Scores for

G, R, A, S, and R are counted on the front page and scores
for the remaining five traits are counted cm the back page
of the answer sheet.

These scores are raw scores and may

be transferred to the Profile Chart for interpretive purposes.

The machine-scored sheets have the final scores

indicated on the machine; the operator merely transfers
scores from machine to the answer sheet as they are computed.
Over a period of years many users of the Guilford
series of personality inventories have found then to be
of valuef and validation studies from various sources have
provided objective testimony to support their confidence in
the instruments.

Shaffer says that "the Survey is a supe-

rior instrument of its kind.

As the outstanding omnibus

instrument based primarily on factor analysis, the Survey
will have usefulness for screening, rapid evaluation, and
research"(11, p. 368).

Van Steenberg supports this state-

ment by saying, "the Survey gives a very favorable impression of a well-rounded, carefully worked out method of
evaluating an important portion of the total personality" (12,
p. 103).
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Procedures
The basic hypothesis asserted that there would be
significant differences among the seven groups of business
administration students for all Guilford-Zimaierman scales
except Masculinity-Femininity and Emotional Stability.
The Masculinity scale was omitted because it was not considered to be appropriate for the present investigation.
The subhypotheses indicated the specific nature of the
differences.
In order to test the stated hypotheses, the GuilfordZimmerman Temperament Survey was administered to students
enrolled in the School of Business Administration, North
Texas State University, Denton, Texas, during the long
terms of 1962-1963 and 1963-1964 school years.

Instructors

in the major fields of study assisted in selecting and
scheduling classes to be tested.

The classes were selected

for their representation of desired sample population.
Through the cooperation of the instructors in charge
of selected classes in accounting, business education, marketing, management, insurance, banking and finance, and
secretarial administration, it was possible to administer
th© test instrument to the students in groups during the
regularly scheduled class periods.

Twenty-five classes
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were selected and scheduled for testing purposes, with the
testing operation extending over a period cxf six weeks.

A

total of 400 students were tested, and 357 of the 400 were
selected as subjects for this investigation.
In the decision to use only 357 af the original 400
subjects, several factors were taken into consideration;
First, the scores of those students who specified a major
field of study other than the seven listed above were removed from the data.

Second, the female subjects were

eliminated from the accounting, management, marketing,
banking and finance, and insurance groups, and the male
subjects were eliminated from the business education and
secretarial administration groups.

Third, the scores of

any student who had not completed the pattern of courses
required for his or her particular major (see Appendix A)
were dropped from the data.

Finally, subjects were ran-

domly eliminated from the research data by use of a random
numbers table in order to provide for proportionalities of
frequencies in the cells of the statistical design.
In order to investigate the possible influence of the
sex variable, the male groups and the female groups were
treated separately in 2 x 5 and 2 x 2 , and together in
2 x 7 analysis of variance designs, and the differences
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were observed.

Raw scores were used in the treatment

because it was believed that they would yield finer discrimination of the data than would the C scores.
To provide the necessary data for the (b) hypotheses,
the "B average or better" and the "less than B average1'
samples in each major category were determined by examining the scholastic records on file in the Office of the
Registrar.

The files of 380 students were pulled and

examined in order to determine grade-point averages.
After all necessary information had been accumulated,
analysis of variance designs were used to test the hypothesis that significant differences existed asiong the students
in the seven major fields with respect to the mean scores
on nine of the ten traits measured by the QuiIford-Zimmerman
Temperament Survey.

The tenth scale, M-Masculinity, was not

considered to be appropriate to the present investigation.
Where differences did exist, an application of the £ test
was used to test the (a) hypotheses.

On the basis of the

£ test results, the (a) hypotheses were retained or rejected.

The same design was used to test the hypothesis

that there were significant differences between "B average
or better" and "less than B average" students with regard

56
to differences among criterion means.

Where such differ-

ences did exist, the £ test was used to test the (b) hypotheses.

On the basis of the results of the £ tests, the (b)

hypotheses were retained or rejected.

Acceptable level# of

significance for the t_ value were set at .05*
The results obtained by following these procedures
were then tabulated, analyzed, and interpreted.

The next

chapter contains a report of the findings, the analyses»
and the interpretation of these data.

Formulation of Hypotheses
Because of the limited number of previous investigations of the personality characteristics of college
students, their choice of major, and the degree of success
they achieve academically in their chosen areas, there was
difficulty encountered in locating data of this nature.
Individuals actively engaged in business, teaching, and
research were contacted, therefore, regarding the personality traits believed to be representative of students
found in the business areas of accounting, marketing,
management, banking and finance, insurance, secretarial
administration, and business education.
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Many individuals were contacted and asked whether they
would participate. Most were cooperative and interested,
and rescheduled appointments for discussing the project.
Only a few of those persons contacted declined for various
reasons. During the interviews, there was a reluctance on
the part of the interviewees toward being quoted or identified in any way.

It was agreed, therefore, that no name®

of any persons or companies would appear in the text of the
investigation report.
Since the method of obtaining information was that of
informal question and discussion, the interviews varied
from person to person. The data gathered, however, were
basically the same in nature.
The interviewee was reminded that the present study was
not concerned with the individual who is already employed
in a vocation and who has made his adjustments, but is concerned with the college student who is preparing himself for
entering the profession of his choice.

It is assuaed, in

such a case, that the student possesses certain personality
traits which were present when he chose his major area of
study and that these traits have not yet been conditioned
by his participation in the profession. Therefore, the
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personality characteristics discussed in the conferences
were not those considered most desirable, but were those
most frequently noticed in employees recently graduated
from high school or college.
Using tine Interpretation of the Guilford-Ziamerman
Traits (see Appendix B) as a basis of communication, the
interviewee was asked which traits he considered most characteristic of an individual entering the profession which
he represented (accounting, marketing, insurance, et cetera).
Then, each was asked on which trait he would rank the employee highest and on which trait he would rank the employee
lowest. As was to be expected, there was seldom complete
agreement on these answers, but one half to two thirds agreenent was used as the criterion for predictive purposes.

The

hypotheses presented in Chapter I were based on those answers which appeared most frequently, and on the findings
obtained from other sources mentioned in this chapter.
In addition to the data gathered in the foregoing manner, the assistance of college instructors at North Texas
State University was an important factor in making predictive decisions. Most of the college instructors involved
had been working with college students in the specified
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areas over a period of years.

All had the rank of Assist-

ant Professor or above and had been teaching for at least
five years at the college level.

During that period they

had observed certain behaviors recurring year after year.
Their observations and comments were considered carefully
in the formulation of the hypotheses used in the present
research project.
A third source, that of available literature, was
examined carefully for evidence that certain vocations or
certain major fields of study attracted persons possessing
certain personality characteristics.

These investigations

and their findings were discussed in Chapter XX.
On the basis oaf the information collected from the
foregoing sources, it was hypothesized that students majoring in accounting, regardless of academic performance,
would have significantly higher scores in Thoughtfulness
and significantly lower scores in Friendliness than any of
the other six groups.
Personnel contacted in the accounting area were five
college professors, four certified public accountants, two
presidents and three vice-presidents of banks, and two personnel directors of large manufacturing plants.

There was
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general agreement that Thoughtfulness ranked high, but there
was disagreement between Friendliness and Sociability as
the low ranking score.

The decision to predict Friendliness

as the low ranking trait was influenced by the research of
Huttner and others (6, p, 46), which concluded that accounting executives showed the least signs of original thought
or creativity, and were the least optimistic group, with more
frequent indications of overt depression.

Harrell (5) con-

cludes that the average accountant is very capable, especially with numbers, but has relatively little imagination
and creativityj he values security xaore than most, is
pessimistic and at times depressed, values independence in
the work situation, and does not like to interact with
others.

Further substantiation of this opinion is given

by Shaffer and Kuder, who state, "The interests of accountants differed from those of other business alumni, being
higher in the Computational and Clerical scales, and lower
in Social Services and Persuasive" (11, p, 368).
It was hypothesized that students majoring in banking
and finance, regardless of academic performance, would have
significantly higher scores in General Activity and significantly lower scores in Sociability than any of the other
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six groups.

Personnel contacted in banking and finance

were three college professors, two presidents and three
vice-presidents of banks, and four directors of saving#
and loan companies.

These authorities agreed generally

that the banking and finance area of business is becoming
more and more competitive and that it requires an alert,
"on-the-ball" person to perform effectively in this atmosphere of competitive activity.

They seem to think that

sociability outside business hours is becoming less iraportant to the individuals engaged in the financial areas.
Sociability was thought to be on a selective basis in this
area, taking place usually between members of the banking
activity; customer# are recruited in a more business-like
manner now than in earlier times.

Pederson (7) finds fi-

nance managers to be interested in making order out of
chaos, highly capable in quantitative reasoning but less
so in verbal, and critical as well as having little imagination and creativity.
It was hypothesized that students majoring in insurance,
regardless of academic performance would have significantly
higher scores in Objectivity and significantly lower scores
in General Activity than any of the other six groups.

Per-

sonnel contacted in the insurance area were two viee-presidents
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of large insurance companies, five presidents of smaller
companies, and three college instructors.

Most of those

contacted thought that newly graduated employees were objective to the degree that they did not become emotionally
involved in their work.

The persons interviewed stated

that they believed this objectivity was due to the many
areas of insurance which involve statistic#*

Statistics

are, to most persons, highly impersonal.
The idea that insurance majors were low in General Activity was both unexpected and interesting.

The college

professors were quite positive in their opinion.

Most people

think of insurance personnel in terms of insurance salesmen
with whoa they have come in contact.

The instructors stated

that students who graduate with a degree in insurance do not
become salesmen; they go into the "behind-the-scenes*1 aspects
of the insurance profession which involve less physical activity.

The students themselves generally agreed with this

idea, as did the finding® in the study by Pederson (8).
It was hypothesized that students majoring in management, regardless of academic performance, would have significantly higher scores in Ascendance and significantly
lower score® in Personal Relations than any of the other six
groups.

Personnel contacted in the area of Management were
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four college professors, two personnel directors of manufacturing plants, two presidents and three vice-presidents
of banks, six managers of large chain supermarkets, three
managers of large department stores, seven executives of
insurance companies.

The majority of those interviewed

agreed that in order to become a manager, an individual
must be independent, dominant to some degree, and ambitious.
The terra "manager" means to be in charge of other individuals
and this requires a certain amount of impersonal determination.
The majority also agreed that getting along with
everyone, or personal relationship, was not the most necessary element in the field of management.

In fact, they

felt that being too agreeable might in some cases interfere
with the best interests of the company.

Management was one

area in-which there was the most agreement upon the characteristics of management employees.

Research findings also

seem to agree with this predicted result.

Spencer (10) made

a statement to the effect that the variables most highly
correlated with success in general management were a personality pattern of high will, wanting to succeed in the
field, high energy, dominance, aggressiveness far above
the average, and superior mental adjustment.

Benta (1)
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says that sales managers are interested in power, status,
in persuading people, and that they are optimistic, enthusiastic, masculine, and dominant.

Randle states*

The average manager is highly dominant and independent, and his high ego is balanced by greater
objectiveness than the average person. Most general
managers want to be liked more than the average man,
are more on the defensive than most people, and are
ambitious to succeed, although they are afraid of
failure (9, p. 123).
It was hypothesised that students majoring in marketing, regardless of academic performance, would have
significantly higher scores in personal relations and significantly lower scores in thoughtfulness than any of the
other six group®.

Personnel contacted in the area of this

major were two personnel directors of manufacturing firms,
six managers of supermarkets, three managers of department
stores, and three college instructors*
Marketing involves every phase of handling a commodity
from the time it is produced until it reaches the ultimate
consumer! and at all stages of this process there is a necessary interaction among human beings,

there was almost unami-

mous agreement among the people interviewed that good
personal relations are a necessary attribute of the individual who makes the marketing process his career.
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For the same reasons, he is thought to be an extrovert
(low scores on Thoughtfulnes©), because he must constantly
interact with his environment,

Harrell (5) maintains that

individuals in this field are articulate, dominant, and
generally optimistic and manic? their talkativeness, coupled
with their relative inaccuracy, aggressiveness and optimism,
causes some conflict within the company.

In his opinion,

their interests are primarily in business competition! they
believe they are helping people} and they have some interest
in the necessary paper work of reports.

In the study by

flutter and others (6), marketing personnel axe reported as
being highly dominant, sociable, and extroverted, and tend
to be more generally people-oriented, thick-skinned, and
more optimistic and self-assured than other group®.

Also

they are inclined to show evidence of self-centeredness
and selfishness.
It was hypothesised that students majoring in Business
Education, regardless of academic performance, would have
significantly higher scores in Sociability and significantly
lower scores in Objectivity than any of the other six groups.
The following personnel were contacted with respect to newly
employed people in the area of business education:

fifteen
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public-school teachers and five college professors.

Th©

public schools represented were in the Dallas-Fort WorthDenton area.

They were the Bell, Castleberry, Fort Worth

Technical, Denton, Haltom, Thomas Jefferson, Irving, and
Lewisville high schools.

The teachers interviewed were

participants of teacher-training programs in the capacity
of directly supervising student teacher® in classroom situ*
ations and had been working closely with student teachers
from several training institutions in the area.

Here again,

it must be remembered that this study is not concerned with
established teachers, but is concerned with those students
who are in their initial teaching situation—that of studentteaching before college graduation.

The supervisory teachers

all agreed that the student-teachers were sociable generally
and that they had a great deal of difficulty in remaining
aloof fro® and/or objective to the problems of the students
in the classroom.

In his study, Qillis states:

The results . . . tend to support the finding® of
other investigators who have examined populations
of teachers and teacher trainees. The fact that
future teachers feel less need for humanism, objectivity, and understanding is somewhat disturbing"
(3, p. 599).
Gillis found also that future teachers seek close
friendly relationships with others within their environment,
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and express a willingness to be supportive and protective
of others in return for greater support and security for
t hosts elves*
Cook, Linden, and McKay {2) factor-analyaed the
responses of Purdue University sophomores majoring in
teacher education to the Edwards Personal Preference
Schedule and the Guilford-Zianerman Temperament Survey*
The authors concluded that six factors tentatively identified as
. . . docility, dependency, authoritarianism, compulsive conformity, int rovers ion-ext rovers ion, and
avoidance are characteristic of teacher-trainees*
These factors lend support to other recent findings
which suggest a discrepancy between idealized and
observed personality characteristics of teachers (2,
p. 870),
It was hypothesized that students majoring in Secretarial Administration, regardless of academic performance,
would have significantly higher scores in Restraint and
significantly lower scores in Ascendance than any of the
other six groups*

While interviewing the personnel men-

tioned previously for observed personality characteristics
of employee® in the various major areas of business activity, the area of secretarial administration and the persons
represented in it were also discussed.

Since almost all
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business activities involve the services of a wall-trained
secretary, each of the foregoing personnel was considered
qualified for answering questions concerning collegetrained secretaries.

Since the college-trained secretary

does not usually begin her employment on the stenographic
level, she needs more than the mastery of skills to be
successful in her Job.

She was described as a person who

supervised the office of her employer and assumed responsibility whenever necessary.

She was also described as

one who did not put her own ambitions above those of her
employer} she worked with him and as he moved upward toward
success, she also moved up the ladder.
Careful study and evaluation of all the information
accumulated by these various means afforded the basis for
the formulation of the hypotheses set forth in Chapter X,
In Chapter IV the acceptability of the hypotheses will be
examined.
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CHAPTER IV
ANALYSIS AND INTERPRETATION OF FINDINGS
4

After the data were collected, they were analysed to

determine whether differences existed among seven major
fields of study in a school of business administration
with respect to personality characteristics as measured
by the Guilford-Zimroerman Temperament Survey, A further
analysis was made to determine whether such differences
varied between students with a B average or better and
students with less than a B average in a pattern of courses
considered peculiar to their major area.
Analysis of Data
In order to determine'Whether differences existed
among the students enrolled in seven major fields of study
in a school of business administration with respect to personality characteristics, as measured by the GuilfordZimmerman Temperament Survey, data for 357 students enrolled
in the seven major areas were analyzed*

The mean scores in

the seven major areas were compared through an analysis of
variance design. The analyses data, presented in Table I,
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VAiat w f
SUMMARY TABLE FOR ANALYSIS OF VARIANCE OF THE SCORES
ON THE GUILFORP^ZIMMBRMAN TBMPBRAMBNT SURVEY FOR
SEVEN MAJOR FIELDS OF STUDY

Source

Sum of
Squares

d£

Variance
Estimate

F

F

1.17
6.92

NS
.001

General Activity
Grade level
Major field
Within cells
Gt X M F
Total

34.08
1205,41
9951,91
249.34

1
6
343
6

11440,74

235

34.08
200.90
29.01
41.56
#

•

1.43
#

•

NS
•

Restraint
Grade level
Major field
Within cells
GL x m
Total

402.38
320.54
7655.19
56.56
8434.67

1
6
343
6

•*0*9

402.38
53.42
22.32
9.42

356

•

18.03
2.39
•

* 42

.

.01
. 05
*

NS
*

Ascendance
Grade level
Major field
Within cells
GL x MF
Total

102.85
1018.66
11339.13
134.46

1
6
343
6

12595.10

356

102.85
169.77
33.06
22.41
m

3.11
5.14

.

NS
.001

.

,6S

NS

•

.

Sociability
Grade level
Major field
Within cells
GL x MF
Total

250.60
661.77
11462.62
158.85

1
6
343
6

12533.84

356

250.60
110.30
33.41
26.48
*

7.49
3.30

..79
.

.01
.01

.

NS
•
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TABLE I--Continued

Source

Sun of
Squares

df

Variance
Estimate

F

P

Bt»oti<anal Stiability
Grade level
Major field
Within cell#
GL X MF
Total

186.59
330.36
10972.91
68.96

1
6
343
6

11558.82

356

186.59
55,06
31.99
11.49

5.83
1.72
•

,01
NS
*

.35

NS
NS

*

Objectivity
Grade level
Major field
Within cells
GL x MF
Total
Grade level
Major Field
Within cell©
GL x
Total
Grade level
Major field
Within cells
GL x MF
Total

39.53
1
39.53
515.53
6
85.92
9862,28
343
28.75
95.05
6
15.84
10512 39
356
Friendliness
37.21
1
37.21
905.37
6
150.89
9297.89
343
27.11
39.35
6
6.55

1.37
2.98
•

,01
*

.55

NS

1.29
5.56

m

NS

,001

m

.24

NS

.73
1.79

m

.23

NS

1.22
1.64

NS
NS

10279, 82

356
Thoughtfulness
13.17
13.17
1
193.01
32.17
6
6162.76
17.96
343
30.31
5.05
6
6399 25
356

MS
*

Personal Relations
Grade level
Major field
Within cells
GL x MF
Total

31.93
8975.89
139.88

1
6
343
6

9405.52

356

t£*f O 1

31.93
42.97
26.17
23.31
#

*

.89
•

*

m
•
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are for each of nine trait scales of the GuiIf ord-Zitaroerraan
Temperament Survey, by major field and the two grade level®.
The M--Masculinity scale was eliminated because it was not
considered appropriate for the present study.

Shown in the

table are the sum of squares, degrees of freedom, variance
estimates, P*Katio, and levels of significance for both
Main effects and their interactions.
The general hypothesis of this study was that there
would be significant differences among the seven major
fields of study in a school of business administration in
regard to ranked »ean scores on nine Guilford-Zimmerman
trait scales? mean scores are ranked from highest score to
lowest score.

An examination of the data presented in

Table 1 reveals that significant differences among major
fields were found with respect to scores on the GuilfordZiiaraeraan scale© of General Activity, Restraint, Ascendance,
Sociability, Objectivity, and Friendliness,

An examination

of the computed means shown in Table II indicate© that management majors scored higher than any of the other six major
groups on G-Z scale General Activity; accounting majors
scored higher than any of the other six groups on the Restraint scale| marketing majors scored higher than any of
the other six groups on the Ascendance scale; business

75
TABLE II
MBAN AND STANDARD DEVIATION FOR SEVEN MAJOR FIELDS OF STUDY
IN A SCHOOL OF BUSINESS ADMINISTRATION BASED ON THE
RAW SCORES MADS ON NINE SCALES OF THE GUILFORDZ P M M M M TBMPERAMSNT SURVEY

Classification

Mean

General Activity
Management
21.12
Marketing
20,52
Accounting
19.46
Business Education
19.17
Banking and Finance
18.72
Secretarial Administration
17.38
Insurance
15.07
Restraint
Accounting
19.57
Secretarial Administration
19.06
Management
17.91
Business Education
17.78
Banking and Finance
17.49
Insurance
16.93
Marketing
16.83
Ascendance
Marketing
20.10
Management
20.00
Insurance
19.91
Banking and Finance
19.35
Accounting
18.07
Business Education
17.81
Secretarial Administration
14.94

Standard'
Deviation
5.07
4.97
4.74
S.96
5.81
6.15
4.46
4*74
4.62
4.35
5.08
4.21
4.37
5.82
5,66
5.03
6.01
6.09
6.61
5.21
5.08

Sociability
Business Education
Management
Marketing
Insurance
Banking and Finance
Secretarial Administration
Accounting

23.46
23.07
23.06
21.93
20.86
19.63
19.63

4.71
4.64
5.19
6.39
6.04
7.09
7.09
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TABLE II--Continued

Classification

Mean

taotional Stability
19.70
Management
Accounting
19.15
19.13
Insurance
18.94
Business Education
18.15
Marketing
18.06
Secretarial Administration
16.67
Banking and Finance
Objectivity
Management
20.44
Accounting
19.39
Insurance
18.58
Marketing
18.17
Banking and Finance
17.47
Business Education
17.31
Secretarial Administration
16.85
Friendliness
Secretarial Administration
16.65
Business Education
16.01
Management
14.45
Accounting
13.02
Insurance
12.87
Marketing
12.56
Banking and Finance
12,41
Though tjfu lness
Accounting
19.94
Secretarial Administration
19.46
Management
19.46
Banking and Finance
19.04
Business Education
18.39
Marketing
18.25
Insurance
17.53
Personal Relatione
Marketing
19.63
Business Education
19.30
Secretarial Administration
19.25
Management
18.85
Insurance
18.29
Banking and Finance
17.67
Accounting
18.22

Standard
Deviation
5.16
6.17
4.54
5.23
5.69
6.32
5.90
5.45
5,75
4.89
5.23
5.90
3.88
5.60
4.81
5.49
5.05
4.68
5.29
5.04
% AJL

3.57
4.68
4.30
4.31
4.06
4.19
3.99
4.59
4,91
4.43
4.91
5.40
5.78
5.29
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education majors scored higher than any of the other six
groups on the Sociability scalef and secretarial administration majors scored higher than any of the other six
groups on the seal® Friendliness.
Further examination of Table II reveals that insurance majors scored lower than any of the other six groups
on the scale General Activity,* marketing majors scored
lower than any of the other six groups on the scale Restraint; secretarial administration majors scored lower
than any of the other six groups on the ®cale Ascendance,
accounting majors scored lower than any of the other six
groups on the scale Sociability; and banking and finance
major® scored lower on the seal® Friendliness*

The great-

est difference was found for the General Activity variable
with the F-Ratio of 6.92 being significant at better than
the .01 level.
With regard to the hypotheses concerning specific
differences among the means in the major fields of study,
the hypotheses regarding the Guiiford-Zismerman trait scale
General Activity were that banking and finance majors would
have significantly higher scores and that insurance majors
would have significantly lower scores cm this seal®.

An

examination of Table II, however, shows that management
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majors rather than banking and finance majors had the highest score; therefor©, that part of the hypothesis was
rejected*

Further examination of Table II also shows that

insurance majors did have the lowest score for the scale
General Activity.

The t^ test data, calculated by using!

within cells variance for the estimate of the population
variance, were examined to determine the significance of
the difference between the score of accounting majors and
the next ranking score of secretarial administration majors.
The t_ value of 2.0377 indicates a difference which is significant at the .05 level; therefore, this part of the
hypothesis was accepted or retained.
The hypothesis regarding the G-Z trait scale of Restraint was that secretarial administration majors would
have significantly higher scores on this scale than majors
in the other sisc areas of business.

As revealed in Table II,

accounting majors ranked highest on the scale Restraint,
just above secretarial administration majors; therefore,
this hypothesis was rejected.
It was hypothesized that Management majors would have
significantly higher scores and that secretarial administration majors would have significantly lower scores cm
the G-Z trait scale Ascendance than would any of the other
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six groups.

An examination of Table II shows that market-

ing, not management, majors had the highest scores on this
trait 5 therefore this hypothesis was rejected.

Information

cm Table II also indicates that secretarial administration
major# do have the lowest ranking scores on the trait scale
Ascendance; so the t, test data were examined to determine
whether the difference between secretarial administration
and business education majors was significant.

The _t value

of 2.8 indicated a significance at the .01 level; the hypothesis was therefore retained.
It was hypothesized that business education majors
would have significantly higher scores on the G-Z trait
scale Sociability and that banking and finance majors would
have significantly lower score® on the same scale.

An exam-

ination of the data in Table II reveals that business education majors do have the highest ranked mean score on the
scale Sociability! however, the £ value shown in Table III
(below) between business education and management majors
of .44 was not significant.
rejected.

The hypothesis, therefore, was

Examination of Table II further reveals that ac-

counting majors rather than banking and finance majors
ranked lowest in regard to the Sociability trait scale}
therefore, this part of the hypothesis was also rejected.

80

TABLE III

THE t TEST VALUES FOR GUILFORD-ZIMMERMAN TRAIT SCALES
GINBRAL ACTIVITY, ASCENDANCE, AND SOCIABILITY

Groups

£

Variable

Value

Insurance vs. Secretarial
Administration

General
Activity

2.24

,05

Secretarial Administration
vs. Business Education

Ascendance

2.64

.01

Business Education vs.
Management

Sociability

,39

The hypothesis in regard to the G-Z trait scale Friendliness was that accounting majors would have significantly
lower score® on the scale than any of the other six group®.
As shown in Table II, however, the insurance majors were
the lowest ranking group in respect to ranked means on the
scalej therefore, the hypothesis was rejected.
It was further hypothesised that insurance majors would
have significantly higher scores and that business education
majors would have significantly lower scores on the trait
scale Objectivity than any of the other #ix groups. An
examination of Table II reveals that management majors ranked
highest cm mean scores and that secretarial administration
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majors ranked lowest on the same means 5 the foregoing hypothesis was therefore rejected.
Finally, it was hypothesized that there would be no
significant differences among the seven major fields of
study on the trait scale Emotional Stability,

An examina-

tion of Table II indicates that there were no significant
difference® among mean scores for this trait.

The hypothesis,

therefore, was retained*
Guilford and Zimmerman suggested that differences on
three of the traits—Ascendance, Friendliness, and Sociability—may be due to some extent to sex variables when
they state:

"Men appear to be somewhat more ascendant than

women, but less friendly and sociable" (1, p. 6).

An ad-

justment was made by the authors on the answer sheet of the
Survey to offset such sex differences; the adjustments appear in the areas of Ascendance and Friendliness.

Vaughan

(2) also found that males scored significantly higher on
the trait Ascendance in his study completed in 1963.
In order to further study the effects of the sex variables, separate computations were made utilizing the male
and the female groups.

The results of these computations

are presented in Tables IV and V.

Table IV shows the sum

of squares, degrees of freedom, variance estimate, F-Ratio,
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TABLE IV
SUMMARY TABLE FOR ANALYSIS OF VARIANCE OF THB SCORES ON
THE TRAITS ASCENDANCE, FRIENDLINESS AND SOCIABILITY
OF THE QU ILFORP*Z IMMBHMAN TBMPBRAMBNT SURVEY
FOR THE FIVE MALE GROUPS#

Source

Grade level
Major field
Within cells
GL x MF
Total

Sum of
Squares
101.04
149.99
0664.69
105.75
9021.47

df

Variance
Estimate

Ascendance
101.04
1
4
37.49
245
35.37
4
26.43
254

•

F

F

2.86
1.06

.01
NS
«

#•

, .75

NS

•

•

Friendliness
Grade level
Major field
Within cells
GLxMF
Total

18.98
145.65
6564.45
27.05

1
4
245
4

6776.14

254

38.98
36.41
27.79
6.76
*

1.45
1.35

NS
NS
•

*

.25

NS

«

•

Sociability
Grade level
Major field
Within cells
GL x MF
Total

107.37
465.33
8731.11
118.34

1
4
245
4

9422.15

Ei

107.37
166.33
35.64
29.64
»

3.01
3.26

.01
.01

•

.83

•

NS

*

*

•Summary table for analysis of variance of the scores
cm the remaining six traits of the Guilford-Zirotnerraan Temperament Survey appear in Table VI, App endix~cT

and the level of significance on the trait scales Ascendance,
Friendliness, and Sociability for the GuiIford-Ziatmeranan
Temperament Survey for the five male groups in the areas of
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accounting, banking and finance, insurance, marketing, and
management.
Table V presents the sum of squares, degrees of freedom, variance estimate, F-Ratio, and level of significance
on trait scales Ascendance, Friendliness, and Sociability
for the Guilford-Ziamerman Temperament Survey utilising
the two female groups in the areas of secretarial administration and business education,
An examination of Table IV revealed that there were
no significant differences among the male groups on the
trait scale Ascendance,

An examination of Table V, on the

other hand, revealed significant differences at the .01 level
between the female groups on this trait scale.

An examina-

tion of Table I revealed a significant difference at the
.001 level for the combined groups on the trait scale Ascendance,

These results could have been due to sex differ-

ences, types of occupations, or to the increased population
when the groups were combined.

The pattern of the means,

as shown in Table II, indicate® that the female groups of
business education and secretarial administration fell at
the bottom of the scale somewhat separated from the mean
scores of the male group.

There was also a gap between
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TABLE V
SUMMARY TABLE FOR ANALYSIS OF VARIANCE OF THE SCORES ON
THE TRAITS ASCENDANCE, FRIENDLINESS AND SOCIABILITY
OF THE GUILFORD-ZIMME3MAN TEMPERAMENT SURVEY
FOR THE TWO FEMALE GROUPS*

Source

Sum of
Squares . df

Variance
Estimate

F

P

.35
7.71

NS
.001

f iscendanee

Grade level
Major field
Within cells
GL x MF
Total

9.49
210.38
2674.42
21.05

1
1
98
1

291S.34

101

49
38
29
05

9
210
27
21
«

•

*

.77

NS

•

#

Friendliness
Grade level
Major field
Within cells
GL x MF
Total

2.37
9.99
2733.44
3.15

1
1
98
1

2753.96

101

2.37
9.99
27.89
8.15
•

.09
.36

.01
.001
t

*

.29

NS

«

*

Sociability
Grade level
Major field
Within cells
GL x MF
Total

187.S3
175.72
2739.64
9.63

1
1
98
1

3103.81

101

178.83
175.72
27.96
9.63
*

6.39
6.29

.001
.001

*

.344
•

•

NS
•

•Summary table for analysis of variance of the scores
on the remaining six traits of the Guilford-»2immerman Temperament Survey appear in Table VII, Appendix C.

the aean scores of the secretarial administration majors
and the business education Majors of almost three points
which would imply that there were differences between th®
two female groups.
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In regard to trait scale Friendliness, an examination
of Tables IV and V reveals that there were no significant
differences within the groups for male and female samples.
Further examination of Table I reveals that when the male
and female groups were combined differences occurred which
were significant at the .001 level.

Since the groups were

compatible as separate male and female groups, the differences were probably a result of the sex combinations.

The

mean scores of secretarial administration and business education majors were very close, but they were separated from
the male groups by almost two points.

There was a definite

break in the pattern of means at that point.
Examinations of Tables I, IV, and V revealed that all
three groups registered significant differences on the trait
scale Sociability.

For the male groups, the significance

reached a level of .05} for the female group the significance reached a level of .01; and for the combined groups
the level of significance was .05.

Since all of these

seemed to go in the same direction, the differences in the
levels of significance could probably be attributed to the
increased number of degrees of freedom.

The pattern of

means as illustrated in Table II was a regular one; there
were no noticeable irregularities from one score to another.
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III regard to hypotheses concerning grade levels, an
examination of table I shows that there were no significant
grade level by major field interaction® for any of the
Quilford-Zimmermai* trait scale#. Therefore, all the (b)
hypotheses regarding greater differences at one grade level
than the other were rejected*

Since the interactions were

not significant, no further £ comparisons between major
field means at the different grade levels were justified.
Further Analysis
The results of the present investigation stay appear,
at first glance, to be of limited value since few of the
original hypotheses were retained. A closer examination,
however, reveals much information that should be of interest to individuals working with students enrolled in a
school of business administration*

An examination of

fable X revealed that there were significant differences
in F-Ratio among major fields ©f study in a school of business administration on fix of the nine Guilford-Zimmerman
trait scales utilised in the present study. These differences occurred on the trait scales of General Activity,
Restraint, Ascendance, Sociability, Objectivity, and
Friendliness. And, while not a part of the original
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hypotheses of this study* certain data may be subjected to
further analysis.
It was hypothesised that on the trait scale General
Activity students majoring in banking and finance would
have significantly higher scores and those majoring in
insurance would have significantly lower scores than any
of the student® majoring in other areas of business. Students majoring in management, as shown by an examination
of Table II, made the highest mean scores on the trait
scale General Activity. Pour of the areas had means that
were not significantly lower than the mean score for the
management group. The difference in mean scores of management reached the .OS level of significance with only two
fiel<3s--secretarial administration and insurance.
Students majoring in insurance made the lowest mean
score on the trait General Activity, as was hypothesized.
This mean score was significantly different at the .OS
level from the adjacent mean score of students majoring in
secretarial administration. Students majoring in insurance,
therefore, did have a mean score which w&» significantly
lower than the six other groups since scores are ranked in
order of their size.

88
The hypothesis in regard to the trait seal® Restraint
was that students majoring in secretarial administration
would have significantly higher scores on the trait than
any of the other six groups.

Students majoring in account-*

ing, as shown in Table II, made the highest mean scores on
the trait scale Restraint.

Only one rank below the mean

score made by accounting majors, however, was the mean score
of secretarial majors, with no significant difference indicated between the two.

In fact, the difference did not

become significant among the first four ranking mean scores.
Only three areas, banking and finance, insurance, and marketing, were significantly different from the top ranking
mean score of accounting majors on the trait scale of Restraint.
The hypothesis in regard to the trait scale Ascendance
stated that students majoring in management would have significantly higher scores and students majoring in secretarial
administration would have significantly lower scores on the
trait scale Restraint.

Examination of the data shown in

Table II indicates that the marketing major mean score ranked
above the mean score for management majors, but not significantly.

In fact, only the mean score for the secretarial
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administration majors, the lowest ranking score, was significantly different from that of the top ranking marketing
major mean score.

This difference could perhaps be credited

to the sex difference involved.
The mean score for secretarial administration majors
was significantly different at the .05 level from the mean
score of business education majors; therefore, it was significantly different from all other major area scores as
well.

This was in keeping with the hypothesis.

The hypothesis in regard to the Guilford-Zimxaerraan
trait scale Sociability was that business education majors
would have significantly higher scores and banking and fi»
nance majors would have significantly lower scores on this
trait than any of the other six groups. An examination of
the information given in Table II shows that business education majors do rank highest in mean scores but not significantly from the next three areas.

The difference

reached the level of significance of ,02 between business
education and banking and finance mean scores and continued
to be significantly different between business education
and secretarial administration and between business education and banking and finance mean scores.

There was no
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significant difference among the mean scores of banking and.
finance, secretarial administration and accounting majors.
The next variable which showed a significant difference among major fields of study was that of Objectivity.
It was hypothesised that insurance majors would have signicantly higher and business education major* would have
significantly lower scores than any of the other six groups
an the trait Objectivity. Examination of Table II reveals
that students majoring in management had the highest scores
and the student# majoring in secretarial administration had
the lowest scores on the trait of Objectivity, There was
a difference significant at the .01 level between management majors and secretarial administration major®, but the
five in-between areas of study did not differ significantly
fro® either of these. This indicated a similarity among
fields of study on the trait Objectivity.
The last GuiIford-Ziramerxnan trait score examined in
the present study to determine whether a significant difference existed among the seven fields of study was that of
Friendliness, The hypothesis was that accounting majors
would have significantly lower scores than any of the other
six groups. An examination of Table II shows that banking
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and finance majors, not accounting majors, had th© lowest
mean ©cor© on this trait. An interesting observation was
that the level of significance of .OS separated the male
and female groups, indicating that »ales are significantly
different from females in a school of business administration on the trait Friendliness.
There was much less difference among major areas of
study in business administration than had been anticipated.
A significant difference m&y be found? but there way also
be several differences which are not significant before a
level of significance is reached. And, although the hypotheses were based on an analysis of the replies received
in interview®, it can be readily understood that when five
of the areas show no significant difference for a variable,
it would be impossible to determine in advance which area
would have the highest mean.
Another area of interest which resulted from this
study is the data in regard to academic performance. An
examination of Table I' reveals that there are significant
differences between the over-all B average or better and
less than B average students on three of the GuilfordZimmerman trait scales. These scales were Restraint, Sociability, and Emotional Stability.
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An examination of the analysis of variance data (on
file in the Education Library) reveals that the B average
or better students had higher mean scores on trait scales
Restraint and Emotional Stability, but had lower mean
scores on trait scale Sociability.

The exception to this

was that the marketing and the banking and finance students who maintained a 8 average or better had higher mean
scores in Sociability than did the less than B average
students? however, since there was no significant interaction, these differences cannot be considered significant,
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CHAPTER ¥
SUMMARY, CONCLUSIONS, AND RECOMMENDATIONS
The present study was an investigation of personality
differences among students enrolled in seven major fields
of study in a school of business administration with regard
to scores on the Guilford-Zimmerman Temperament Survey. An
<mii.i.i<iiiitiii»iiiii»iit>iji<iiiii»iiii»«iiii.iiiiinniiii
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analysis was also made to determine whether differences
among major fields of study varied for B average or better
and for less than B average students.
Summary
Subjects for the investigation included 357 upperclassmen enrolled in a school of business administration.
These students included forty-eight secretarial administration majors, fifty-four business education majors, fortyfive insurance majors, fifty-one banking and finance majors,
forty-eight marketing majors, fifty-seven management majors,
and fifty-four accounting majors.
The Guilford-Zimmerman Temperament Survey was administered to the foregoing students during a regularly scheduled
class period of fifty minutes during the spring semester of
94
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the 1962-1963 or the fall or spring semester of the 19631964 school years.

Grade-point averages were computed from

grades made in a pattern of courses considered peculiar to
each major area.

These averages were taleen from records in

the Office of the Registrar.
Analysis of variance designs were used to test the
hypotheses that significant differences existed a»o«g the
students in the seven major fields of business with regard
to mean scores on nine of the ten traits measured by the
Guilford-Zlmmerraan Temperament Survey.

The trait scale M-~

Masculinity was not included because it was not considered
appropriate to the present study.

The same design was used

to test the hypothesis that there were significant differences between B average or better and less than B average
students with regard to the pattern of differences among
criterion means.
Original hypotheses and the results of the statistical
procedures included the following;
1.

It was hypothesized that there would be no signifi-

cant differences among the seven groups on the G-Z trait
scale Emotional Stability.

An examination of the statisti-

cal data indicates that this hypothesis was tenablef there
were no significant differences among the ranked means on
this scale.
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2.

It was hypothesized that banking and finance majors

would have significantly higher and insurance majors would
have significantly lower scores on the G-Z trait scale
General Activity.

Insurance majors did score significantly

lower than any of the other six groups, but management
majors were the group making the highest scores.

Four

groups scored significantly higher on the scale than did
banking and finance majors.
3.

It was hypothesized that secretarial administra-

tion majors would have significantly higher scores on the
G-Z trait scale Restraint than any of the other six groups.
Accounting majors had the highest mean scores on this trait,
but there wa« no significant difference between the accounting majors and the secretarial administration majors.
4.

It was hypothesized that management majors would

have significantly higher and secretarial administration
major® would have significantly lower scores on the G-Z
trait scale Ascendance.

Secretarial administration majors

did score the lowest mean score, but it was not significantly different from the other means.

Marketing, not

management, majors made the highest mean score, but this
mean was not significantly different from the means of the
other major groups.
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5.

It was hypothesized that business education major#

would have significantly higher and banking and finance
majors would have significantly lower scores on the G-Z
trait scale Sociability.

Business education major® did

have the highest mean scoret but it was not significantly
different to three other group#.

Accounting majors made

the lowest mean score; this score was significantly lower
than five of the other six groups.
6.

It was hypothesized that insurance major# would

have significantly higher and business education majors
would have significantly lower scores on the G-Z trait
scale Objectivity.

Management majors had the highest ranked

mean and secretarial administration majors had the lowest
ranked mean on this trait.

The only significant difference

was between the low ranking secretarial administration majors and the high ranking management majors| the five areas
between did not differ significantly from either of these
means,
7.

It was hypothesized that accounting majors would

have significantly lower scores on the G-Z trait scale
friendliness.

There were no significant differences among

the five male areas on the trait Friendliness and no significant differences between the two female areas.

The

differences were significant between the two groups.
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8.

It was hypothesized that accounting majors would

have significantly higher scores and marketing majors would
have significantly lower' scores on the G*Z trait scale
Thoughtfulness.

There were no significant differences

among means of the seven groups on the trait Thoughtfulness,
9.

It was hypothesized that marketing majors would

have significantly higher scores and management majors
would have significantly lower scores on the Q-Z trait
scale Personal Relations than any of the other six groups.
There were no significant differences among mean scores of
the seven groups on this trait scale.
10.

It was hypothesised that there would be signifi-

cant differences between B average or better and less than
B average students in the pattern of means in the major
fields on all of the nine G-Z trait scale® used in this
study.

However, the interactions between grade level and

major field did not reveal significance for any of the Q-Z
trait scales.
Conclusions
The following conclusions are made a® a result of the
foregoing information:

99
1,

The findings of the present investigation did

support to some degree the hypothesis that there would be
significant differences among seven major fields of study
in a school of busines® administration in regard to personality traits as measured by the Guilford-Zimmerman
Temperament Survey,

Many of the differences, however, did

not reach levels of significance among the seven areas
represented.
2,

The discrepancies between the original hypotheses

and the findings may be due to any of several factors: the
individuals interviewed may not have fully understood the
meaning of the personality traits as represented by the
Guilford-Zimmerman Temperament Surveyi the individuals interviewed may have been too eager to cooperate and did not
think through the idea as thoroughly as they might have;
or the college sample may have differed from the working
population.
3,

There was much less difference among the groups

of accounting, insurance, business education, management,
secretarial actainistration, banking and finance, and marketing majors than had been anticipated.

In some cases,

there were three, four, or five areas which did not differ
significantly on a specified G-z trait scale.
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4.

There were significant differences in some trait®

among the seven areas of study\ in others, however, the
groups did not differ.

The similarities could be due in

part to the fact that students majoring in the field of
business administration take many of the same courses to
obtain a degree from college.

The school of business admin-

istration represented in the present study is a member of
the American Collegiate Schools of Business and has a rigid
program which must be followed.

There is a general curricu-

lum requirement of sixty hours which every student must take*
In addition, there is a thirty-hour course curriculum requirement and eighteen to twenty-four hours in the professional
area of business, twelve of which must be of a specialised
nature. Many students take their elective hours in the area
of business also.

This program necessitates close associa-

tion among the various majors in the school of business administration; therefore, the similarity of personality trait
means may result from the type of program, or it may mean
that persons of like personality are attracted to the program.
5»

In the hypotheses regarding the G-Z Survey trait

scales Restraint, Ascendance, Sociability, Objectivity,
Thoughtfulness, and Personal Relations, the predicted areas
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for high scores were included in the top group which had
no significant differences among several areas.

In the

hypotheses in regard to the areas which would rank lowest,
six of the hypotheses were fulfilled in that the predicted
areas fell in the low ranking scores, even though there
were no significant differences among the lowest ranking
groups.

It would appear that there are few significant

differences among the seven areas of business in regard
to the personality traits as measured by the G-Z Survey.
Where differences did appear, they could, in some part,
be due to the sex variable.
Although the foregoing hypotheses were based upon
analyses of replies received in interviews with people
working in the specified major areas, it can be readily
understood that with so few significant difference® among
the students enrolled in these areas, as measured by the
Quilford-Zimmerman Temperament Survey» it would have been
impossible to determine in advance which major field would
have the highest mean scores.
6.

The data examined in respect to personality traits

and academic performance reveal that the better, more successful students differ from the less successful students
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at* three of the trait scales measured, namely Restraint,
Sociability, and Emotional Stability,

These differences

are in an over-all pattern, however, and do not break down
into the various major area® of study.

Generally, those

student® who are more restrained and »ore emotionally
stable make the better grades.

Those who are more sociable,

in some instances, do not make the better grades.
7.

The results of the present study should add to

the information available regarding the college student's
personality, his academic performance, and hi® choice of
major field of study»

Recommendations
In view of the results of the present investigation,
and because of the lack of evidence regarding personality
differences in major fields of study in a school of business and academic performance in these areas, the following
recommendations are presented.
1.

Studies using other personality measurement instru-

ments should be made in college business acteiin1st rat ion
I
samples.

These studies would afford an opportunity to

measure personality traits other than those represented
on

Gui If ord-Zimmerman Temper w e n t Survey.

Such data
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would supplement the findings of the present investigation,
perhaps giving a more complete picture of the personality
patterns,
2.

Investigations utilizing measurements of variables

other than personality traits, such as interest, aptitude,
et cetera, should be made in similar college populations.
Analysis of these aeasureaents should assist in determining
the influence of other variables upon a student's behavior
regarding choice of field of study and academic performance
in his chosen field.

An examination could then be made of

the relationships between other variables and personality
characteristics in the choice of major field and academic
performance in business.
3.

A comparison should be made of measured person-

ality traits of student® enrolled in a school of business
and individuals already actively engaged in the same areas
in a business society.

An investigation of this type might

give an indication of the relationships which exist between
measured personality traits and success in the chosen field.
4.

A longitudinal study should be made two or three

years from the date of this study to determine whether differences have occurred because of active participation in a
chosen vocation.

APPENDIX A

The courses listed below are considered to be peculiar
to each of the seven areas studied; there are twelve hours
in each area.
Accountingi
B.
B.
B*
B,

A.
A.
A,
A.

347--Cost Accounting
349--Advanced Accounting Principles
427--Advanced Cost Accounting
449--Auditing

Banking and Finance:
B,
B.
B.
B.

A.
A.
A.
A.

3 0 4 — Commercial Banking
404--Mortgage Lending & Banking
439—Financial Statements
476--Real Bstate Appraisal

Business Education:
B, A. 250--Principles
cation
B. A. 335--Methods of
Subjects
B. A* 339--Methods of
B, A, 346--Methods of
tion

and Problems of Business EduTeaching Bookkeeping and Related
Teaching Typewriting
Teaching Shorthand and Transcrip-

Insurances
B.
B,
B.
B.

A.
A.
A,
A.

354»-Fundamentals of Life and Health Insurance
356--Property Insurance
357--Casualty Insurance
359--Life and Health Insurance
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Management;
B.
B.
B.
B.

A,
A,
A.
A.

383--Production Management
384--Administrative Management
484—Wage and Salary Administration
486--Supervisory Management

Marketing;
B.
B.
B.
B.

A*
A.
A.
A.

460—Retailing
465--Sales Management
469--Problems in Marketing
470--Market Research

Secretarial Administration:
1,
B,
B.
B.

A.
A.
A.
A.

231--Transcription
233--Advanced Transcription
474--Ojffic@ Administration
475—Executive Secretaryship

APPENDIX B

INTERPRETATION OF THE GUILFQRD-ZIMMBRMAN TEMPERAMENT
SURVEY TRAITS*
As a consequence of validation information from clinical experience with previous inventories, the following
interpretations of the traits and of some of their combinations are offered.

These comments will be organised around

each trait in turn.
G--General Activity.--A high score indicates strong
drives, energy, and activity. If coupled with the right
kind® of other qualities, this is good. If coupled with
the wrong kinds, it may be bad. High activity ha« the
general effect of exaggerating the appearance of other
qualities. In many way#, it may be regarded as a kind
of catalyser.
R--Restraint.--Results show that the happy-go-lucky,
carefree, impulsive individual (low score) is not well
suited to positions of responsibility, such as supervision.
The other extreme, of over-restrained, over-®erious individual is also less promising, although the optimal position for a score on thi® trait is on the latter side.
A--Ascendance«--It would seem that C scores below six
(certainly those below five) should be avoided in selecting
foremen and supervisors. Thi® would depend, however, somewhat upon the particular assignment and the personnel to be
supervised. Ascendance is a relative matter, and the need
•Reproduced from the Guilford-Zimmertaan Temperament
Survey Manual.
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for it varies according to the personalities of those to
be supervised and the extent of face-to-face contact required. Too high a ©core in A might become unfavorable
if coupled with a low score on F (Agreeableness). In such
a person, there is a tendency to ride rough-shod over others.
It is important that a very high A score be balanced with
favorable scores on X, R, W, and F.
S—Sociability.—This score should be useful in vocational and personnel counseling whenever the trait of social
participation is a consideration, the high and low scares
indicate the contrast between'the person who is at ease with
others, who enjoys their company and readily establishes
intimate rapport, versus the withdrawn, reserved person who
is hard to get to know.
B—Emotional Stability.—A high score indicates optimism and cheerfulness, cm the one hand, and emotional stability on the other, A score here that is very high,
however, if coupled with a low G score, may indicate a
sluggish, phlegmatic, or lassy individual, A very low score
is a sign of poor mental health in generals in other words,
a neurotic tendency.
O--Objectivity.—High scores mean less egoism, low
scores mean touchiness or hypersensitivity. It would appear
that a person could be too objective for effective performance, as well as too subjective. A too high score might
mean that the person is so insensitive himself that he cannot appreciate the other fellow's possible sensitiveness.
He may, consequently, hurt the other fellow unwittingly.
A high O score should be balanced by a high X score.
F--Friendliness.—A high score may mean lack of fighting tendencies to the point of pacifism, or it may mean a
healthy, realistic handling of frustrations and injuries.
It may also mean an urge to please othersj a desire to be
liked. A low score means hostility in one form or another.
At best, it means a fighting attitude. If kept under control, in many situations this can be a favorable quality.
X—Thoughtfulness.--Men who score on the introvert or
thoughtful side of this trait have a small but distinct
advantage in supervisory positions over the man who scores
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on the extrovert side. The reason is that the extrovert
of this type is so busy interacting with his social environment that he is a poor observer of people and himself. He
is probably not subtle and may be lacking in tact. He dislikes reflection and planning.
P—Personal Relations.—Of all the scores, this one
has consistently correlated highest with all the criteria
involving human relations. It seems to represent the core
of "getting along with others'1 whether on the same or on a
different level of organizational hierarchy. A high score
means tolerance and understanding of other people and their
human weaknesses. A low score indicates fault-finding and
criticalness of other people and of institutions generally.
M—Masculinity.--On the positive side, a high raw
score on this trait means that the person behaves in ways
characteristic of men and that he is more likely therefore
to be better understood by men and be more acceptable to
then. If the M score is very high, it may mean that the
person is somewhat unsympathetic and callous. He may, on
the other hand, be attempting to compensate for some feminine tendencies or for feelings of weakness in traits other
than M. Women who score toward the masculine end of this
dimension may have had masculinizing experiences through
long association with the opposite sex or they may be rebelling against the female role and attempting to play a
male role.

APPENDIX C
TABLE VI
SUMMARY TABLE FOR ANALYSIS OF VARIANCE OF TUB SCORES
ON SIX SCALES OF THE QUILFORD-ZIMMBRMAN
TEMPERAMENT SURVEY FOR' FIVE
MALI GROUPS

Source

Siim of
Variance
df
Squares
Estimate
General Activity

Grade level
Major field
Within cells
01 X MP
Total

24.16
1077.89
6281.92
198.51
7382.48

1
4
245
4

Grade level
Major field
Within cells
GL x MF

256.95
254.22
5388.47
46.56
5946.19

1
4
245
4
254

Total

F

24.16
.94
269.47 10.51
25.64
49.63 1.94
•

F

NS
,001
•

NS

*\ OA

2X1
Restraint

•

*

256.95 11.68
63.55 2»88
21.99
•
11.64
.52
#

•

*

.001
.05
*

NS
#

Emotional Stability
Grade level
Major field
Within cells
GL x MF
Total

148.28
310.19
7625,94
58.58

1
4
245
4

8142.99

254

148 . 28 4,76
77.54 2.49
31.12
14.64
.47
*

•

.001
.05
•

NS

*

Objectivity
Grade level
Major field
Within cells
GL x MF
Total

64.24
282.24
7541.53
69.45

1
4
245
.4

7957.47

d3*k
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64.23
70.56
30.78
17.36
*

2.08
2.29
#

.56
«

NS
NS
*

NS
«
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TABLS V I — Continued

Source

Sua of
Squares

df

Variance
Estimate

F

F

1.37
2.37

NS
.OS

Thoughtful.ness
Grade level
Major field
Within cells
GL x MF
Total

23.72
163.75
4223.34
IS *40

1
4
245
4

4429.23

23.72
40.93
17.23
4.60
•

•

.26
•

NS
#

Personal Relations
<3rade level
Major field
Within cells
QL x MF
Total

48.95
193.23
6740.78
113.70

1
4
243
4

48.95
48.30
27.31
28.42

7096.67

254

#

1.77
1.75
*

1.03
•

NS
NS
•

NS
•
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TABLB VII
SUMMARY TABLE FOR ANALYSIS OP VARIANCE OF THE SCORES ON
SIX SCALES OF TUB GUILFORD-ZIMMBRMAN TEMPERAMENT
SURVEY FOR TWO FEMALE GROUPS

Source

Sum of
Squares

df

Variance
Estimate

F

F

General Activity
Grade level
Major field
Within cells
GL x MF
Total

9.92
81.57
3670.00
50.82

1
1
98
1

3812.32

101

9.92
81.57
37.44
50.82
*

.26
2.17
•

1*35
«

m

NS
•

•

«

Restraint
Grade level
Major field
Within c$lIs
A x MP
Total

148.41
41.94
2266.72
7,01

1
1
98
1

2464.09

101

148.41
41.94
23.12
7.01

6.41
1.81
•

.39
#

.001
NS
•

NS
*

Itaotional Stability
Grade level
Major field
Within cells
a x MF
Total

39.70
19.76
3346.97
8.97

1
1
9®
1

3415.41

101

39.70
19.76
34.15
8.97
*

1.16
.57

NS
NS

•

•

.26

*

•

Objectivity
Grade level
Major field
Within cells
GL x MF
Total

,82
5,,39
2320,.73
,07

1
1
98
1

2327,,02

101

4

*

.32
5.39
23.68
.07
•

.03
.22

NS
NS

*

.01

•

•

•
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TABLE VII--Continued

Source

Sum of
Squares

df

Variance
Estimate

F

P

Thoughtfulness
Grade level
Major field
Within cells
GL x MF
Total

,62
29,0©
1939.41
.52

1
1
98
1

1969,81

101

.82
29.06
1939.41
.52
•

.04
1.46
•

.03
#

NS
NS
*

NS
•

Personal Re!Lations
Grade level
Major field
Within cells
QL X MF
Total

.24
.OS
2235.09
8.92

1
1
98
1

2244.31

101

.24
.OS
22.81
8.92
m

.01
.002
#

NS
NS
#

.39

NS

*

* v\
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