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CHAPTER THREE


PERSONALITY, PERCEPTION, AND ATTRIBUTION

LEARNING OBJECTIVES

After reading this chapter, you should be able to do the following:

1. 
Describe individual differences and their importance in understanding behavior.

2. 
Define personality.
3. 
Explain four theories of personality.

4. 
Identify several personality characteristics and their influences on behavior in organizations.

5. 
Explain how personality is measured.

6. 
Discuss Carl Jung’s contribution to our understanding of individual differences, and explain how his theory is used in the Myers-Briggs Type Indicator.

7. 
Define social perception and explain how characteristics of the perceiver, the target, and the situation affect it.

8. 
Identify five common barriers to social perception.

9. 
Explain the attribution process and how attributions affect managerial behavior.

CHAPTER OUTLINE
Chapter 3 contains five major sections.  The five sections are “Individual Differences and Organizational Behavior,” “Personality,” “A Popular Application of Personality Theory in Organizations: The Myers-Briggs Type Indicator,” “Social Perception,” and “Attribution in Organizations.”

Section One:   “Individual Differences and Organizational Behavior”

Section one contains information that supports Learning Objective 1.  The focus of Objective 1 is on describing individual differences and their importance in understanding behavior.

Section one begins with a discussion about individual differences.  Individual differences refers to the way in which factors such as skills, abilities, personalities, perceptions, attitudes, values, and ethics differ from one individual to another.  Managers face the challenge of working with people who possess a multitude of individual characteristics, so the more managers understand individual differences, the better they can work with others.

Another term introduced in this section is interactional psychology.  This term refers to the psychological approach that emphasizes that in order to understand human behavior, we must know something about the person and about the situation.  Four basic propositions of interactional psychology are introduced in this section.  The main point, though, is that the interactional psychology approach points out the need to study both persons and situations.

Section Two:   “Personality”

Section two contains information that supports Learning Objectives 2, 3, 4, and 5.  The focus of Objective 2 is defining the term personality, while Objective 3 has as its goal explaining four theories of personality.  Objective 4 focuses on identifying several personality characteristics and their influences on behavior in organizations, and Objective 5 pertains to how personality is measured.

Section two begins with a definition of personality.  It is defined as a relatively stable set of characteristics that influences an individual’s behavior.  It is believed that personality is shaped by both heredity and the environment a person is exposed to (i.e., family influences, educational influences, etc.).

The discussion of personality then shifts into a presentation of four personality theories–trait theory, psychodynamic theory, humanistic theory, and the integrative approach.  Trait theory refers to personality theory that states that in order to understand individuals, we must break down behavior patterns into a series of observable traits.  Psychodynamic theory emphasizes the unconscious determinants of behavior.  Humanistic theory emphasizes individual growth and improvement.  The integrative approach, which is the fourth personality theory explored, refers to the broad theory that describes personality as a composite of an individual’s psychological processes.  Each of these four theories has influenced the study of personality in organizations.

Next, a discussion of personality characteristics in organizations is presented.  While there are hundreds of personality characteristics, your authors have chosen to discuss four because of their particular influences on individual behavior in organizations.  The four personality characteristics are: locus of control, self-esteem, self-monitoring, and positive/negative affect.  Locus of control refers to an individual’s generalized belief about internal control (self-control) versus external control (control by the situation or by others).  Self-esteem refers to an individual’s general feeling of self-worth.  Self-monitoring pertains to the extent to which people base their behavior on cues from other people and situations.  The positive/negative affect has to do with mood dispositions at work.  Positive affect refers to an individual’s tendency to accentuate the positive aspects of himself or herself, other people, and the world in general.  In contrast, negative affect refers to an individual’s tendency to accentuate the negative aspects of himself or herself, other people, and the world in general.

Measuring personality is also discussed in Section Two.  The personality measures presented in this section include the projective test, behavioral measures, and the self-report questionnaire.  The projective test is a personality test that elicits an individual’s response to abstract stimuli.  Behavior measures are personality assessments that involve observing an individual’s behavior in a controlled situation.  The self-report questionnaire is the most common method of assessing personality.  It involves an individual’s responses to a series of questions.  A popular self-report questionnaire is the Myers-Briggs Type Indicator (MBTI) which is discussed in the next section.

Section Three:   “A Popular Application of Personality Theory in Organizations: The Myers-Briggs Type Indicator”

Section three contains information that supports Learning Objective 6.  Objective 6 discusses Carl Jung’s contribution to our understanding of individual differences and also explains how his theory is used in the Myers-Briggs Type Indicator.

Section three begins with a discussion of the Jungian approach.  Jung built his work on the notion that people are fundamentally different, but also fundamentally alike.  He suggested that human similarities and differences could be understood by combining preferences.

During the 1940s, a mother-daughter team, Katherine Briggs and Isabel Briggs Myers, developed the Myers-Briggs Type Indicator to put Jung’s type theory into practical use.  By definition, the MBTI is an instrument developed to measure Carl Jung’s theory of individual differences.  The MBTI focuses on four basic preferences and two possible choices for each of the four preferences.  The four preferences are paired off as follows: extroversion/introversion, sensing/intuiting, thinking/feeling, and judging/perceiving.

Extraversion and introversion pertains to energized individual’s are by interaction with other people versus by time spent alone.  Sensing pertains to gathering information through the five senses, while intuiting refers to gathering information through “sixth sense” and focusing on what could be rather than what actually exists.  Thinking refers to making decisions in a logical, objective fashion; while feeling is about making decisions in a personal, value-oriented way.  Judging refers to a preference toward closure and completion in making decisions.  Perceiving, in contrast, shows a preference to explore many alternatives and flexibility.

Type theory is valued by managers for its simplicity and accuracy in depicting personalities.  It is also used by managers to develop interpersonal skills and to build teams that capitalize on individuals’ strengths.

Section Four:   “Social Perception”

The focus in section four supports Learning Objectives 7 and 8.  Objective 7 focuses on the definition of social perception and explains how characteristics of the perceiver, the target, and the situation affect it, while the focus of Objective 8 is on identifying five common barriers to social perception.

Section four begins with a definition of social perception.  Social perception is defined as the process of interpreting information about another person.  Virtually all management activities rely on perceptions.  Social perception is affected by characteristics of the perceiver, the target, and the situation.  Examples of characteristics of the perceiver include familiarity with the person being perceived (target), the perceiver’s attitudes, mood, self-concept, and cognitive structure.  Examples of characteristics of the target include physical appearance, verbal communication, nonverbal communication, and intentions.  Characteristics of the situation in which the interaction between the perceiver and the target takes place are also discussed in this section.

Section four also includes a presentation of five common barriers to social perception. They are as follows.  Selective perception refers to the process of selecting information that supports our individual viewpoints while discounting information that threatens our viewpoints.  Stereotype pertains to a generalization about a group of people.  First-impression error is the tendency to form lasting opinions about an individual based on initial perceptions.  Implicit personality theory is another barrier to social perception that refers to opinions formed about other people that are based on our own mini-theories about how people behave.  Finally, self-fulfilling prophecy is a barrier that pertains to situations in which our expectations about people affect our interaction with them in such a way that our expectations are fulfilled.

Section Five:   “Attribution in Organizations”

The focus in section five supports Learning Objective 9.  Objective 9 focuses on internal and external attributions and also on attributional biases.

Attributions can be made to an internal source of responsibility (something within an individual’s control).  They can also be made to an external source (something outside the individual’s control).  As expected, attribution patterns vary among individuals.  For example, achievement-oriented individuals attribute their success to ability and their failures to lack of effort, both internal causes.  In contrast, failure-oriented individuals attribute their failures to lack of ability, and they may develop feelings of incompetence as a result of their attributional pattern.

Attributional biases are also discussed in the section.  Here, two very common errors are discussed–fundamental attribution error and self-serving bias.  Fundamental attribution error is the tendency to 

make attributions to internal causes when focusing on someone else’s behavior.  Self-serving bias refers to the tendency to attribute one’s own successes to internal causes and one’s failures to external causes.

KEY TERMS
Individual Differences.  The way in which factors such as skills, abilities, personalities, perceptions, attitudes, values, and ethics differ from one individual to another.  (See page 80.)

Interactional Psychology.  The psychological approach that emphasizes that in order to understand human behavior, we must know something about the person and about the situation.  (See page 80.)

Personality.  A relatively stable set of characteristics that influences an individual's behavior.  (See page 81.)
Trait Theory.  The personality theory that states that in order to understand individuals, we must break down behavior patterns into a series of observable traits.  (See page 82.)
Psychodynamic Theory.  The personality theory that emphasizes the unconscious determinants of behavior.  (See page 83.)
Humanistic Theory.  The personality theory that emphasizes individual growth and improvement.  (See page 83.)
Integrative Approach.   The broad theory that describes personality as a composite of an individual`s psychological process.  (See page 83.)
Locus of Control.  An individual`s generalized belief about internal control (self-control) versus external control (control by the situation or by others).  (See page 83.)
Self-Esteem.  An individual`s general feeling of self-worth.  (See page 84.)
Self-Monitoring.  The extent to which people base their behavior on cues from other people and situations.  (See page 84.)
Positive Affect.  An individual`s tendency to accentuate the positive aspects of himself or herself, other people, and the world in general.  (See page 86.)
Negative Affect.  An individual`s tendency to accentuate the negative aspects of himself, herself, other people, and the world in general. (See page 86.)
Strong Situation.  A situation that overwhelms the effects of individual personalities by providing strong cues for appropriate behavior.  (See page 87.)
Protective Test.  A personality test that elicits an individual`s response to abstract stimuli.  (See page 87.)
Behavioral Measures.  Personality assessments that involve observing an individual`s behavior in a controlled situation.  (See page 87.)
Self-Report Questionnaire.  A common personality assessment that involves an individual`s responses to a series of questions.  (See page 87.)

Myers-Briggs Type Indicator (MBTI).  An instrument developed to measure Carl Jung`s theory of individual differences.  (See page 88.)
Extraversion.  A preference indicating that an individual is energized by interaction with other people.  (See page 88.)
Introversion.  A preference indicating that an individual is energized by time alone.  (See page 88.)
Sensing.  Gathering information through the five senses.  (See page 89.)
Intuiting.  Gathering information through "sixth sense" and focusing on what could be rather that what actually exists.  (See page 89.)
Thinking.  Making decisions in a logical, objective fashion.  (See page 90.)
Feeling.  Making decisions in a personal, value-oriented way.  (See page 90.)
Judging.  Preferring closure and completion in making decisions.   (See page 90.)
Perceiving.  Preferring to explore many alternatives and flexibility.  (See page 90.)
Social Perception.  The process of interpreting information about another person.  (See page 92.)
Discounting Principle.  The assumption that an individual`s accounted for by the situation.  (See page 96.)
Selective Perception.  The process of selecting information that supports our individual viewpoints while discounting information that threatens our viewpoints.  (See page 96.)
Stereotype.  A generalization about a group of people.  (See page 96.)
First-Impression Error.  The tendency to form lasting opinions about an individual based on initial perceptions.  (See page 97.) 

Implicit Personality Theory.  Opinions formed about other people that are based on out own mini-theories about how people behave.   (See page 97.)
Self-Fulfilling Prophecy.  The situation in which our expectations about people affect our interaction with them in such a way that our expectations are fulfilled.  (See page 97.)
Impression Management.  The process by which individuals try to control the impression others have of them.  (See page 98.)
Attribution Theory.  A theory that explains how individuals pinpoint the causes of the behavior of themselves and others.  (See page 99.)
Fundamental Attribution Error.  The tendency to make attributions to internal causes when focusing on someone else`s behavior.  (See page 100.)
Self-Serving Bias.  The tendency to attribute one`s own success to internal causes and one`s failures to external causes.  (See page 100.)

TEST YOURSELF
Multiple Choice Questions

  1.
Which one of the following is not a factor that pertains to individual differences?
A. 
abilities

B. 
attitudes

C. 
values

D. 
earning power

2. 
  Which one of the following personality theories is described as emphasizing individual growth and improvement?

A. 
  trait theory

B. 
  Psychodynamic theory

C. 
  humanistic theory

D. 
  the integrative approach

3. 
  Which one of the following personality theories describes personality as a composite of an individual’s psychological processes?

A. 
  trait theory

B. 
  the integrative approach

C. 
  humanistic theory

D. 
  psychodynamic theory

4. 
  Which one of the following personality characteristics refers to an individual’s generalized belief about internal control versus external control?

A. 
  locus of control

B. 
  self-esteem

C. 
  self-monitoring

D. 
  positive/negative affect                                                         

5. 
   An individual’s tendency to accentuate the negative aspects of himself or herself, other people, and the world in general is referred to as:

A. 
   self-esteem.

B. 
   positive affect.

C. 
   negative affect.

D. 
   self-monitoring.

6. 
  ___________________ pertains to an individual who are energized by interaction with other people.

A. 
  Intuiting

B. 
  Sensing

C. 
  Introversion

D. 
  Extraversion

7. 
  _________________ refers to the sixth sense.

A. 
  Sensing

B. 
  Intuiting

C. 
  Thinking

D. 
  Perceiving

8. 
When one shows a ___________________ preference, he or she prefers to explore many alternatives.

A. 
  perceiving

B. 
  judging

C. 
  thinking

D. 
  sensing

9. 
Which one of the following is a characteristic of a perceiver not of a target?

A. 
  verbal communication

B. 
  intentions

C. 
  physical appearance

D. 
  self-concept

10. 
Which one of the following choices is not a characteristic of a target?

A. 
mood

B. 
nonverbal communication

C. 
intentions

D. 
physical appearance

11. 
Which one of the following choices is described as a barrier that pertains to situations in which our expectations about people affect our interaction with them in such a way that our expectations are fulfilled?

A. 
stereotype

B. 
self-fulfilling prophecy

C. 
selective perception

D. 
implicit personality theory

12. 
Which one of the following choices pertains to a generalization about a group of people?

A. 
selective perception

B. 
first-impression error

C. 
stereotype

D. 
social perception

True/False Questions

At the end of each of the following statements, write the letter T if you believe the statement to be true, or F if you believe the statement to be false.

1. 
The more managers can understand individual differences, the better they can work with each other.

2. 
Interactional psychology emphasizes that in order to understand human behavior, we must know something about the person only.

3. 
Personality is shaped exclusively by the environment a person is exposed to.

4. 
The projective test is the most common method of assessing personality.

5. 
Self-monitoring refers to an individual’s general feeling of self-worth.

6. 
Social perception is affected by characteristics of the perceiver, the target, and the situation.

7. 
Intentions is an example of a characteristic of a perceiver.

8. 
Selective perception is another term for social perception.

9. 
Fundamental attribution error refers to the tendency to attribute one’s own successes to internal causes and one’s failures to external causes.

10. 
Attributions made from an external source are viewed as something outside an individual’s control.

Short Answer Questions

Write your response in the space below each question.

1. 
Discuss how an individuals locus of control and self-esteem are related.

2. 
Discuss the relationship among the perceiver, the target, and the situation as they pertain to social perception.

3. 
Explain what is meant by a first-impression error.

Fill-In/Matching Questions
Fill in the blank space in each question below with the appropriate term found in the following list of words.

Personality
         Trait Theory
          Locus of Control

Selective Perception

Self-Esteem
       Self-Monitoring

Social Perception
       Selective Perception
1. 
____________________ refers to personality theory that states that in order to understand individuals, we must break down behavior patterns into a series of observable traits.

2. 
The process of interpreting information about another person is referred to as ________________.

3. 
_____________________ pertains to the extent to which people base their behavior and cues from other people and situations.

4. 
A relatively stable set of characteristics that influences an individual’s behavior is ____________.

5. 
The process of selecting information that supports our individual viewpoints while discounting information that threatens our viewpoints is ____________________.

6. 
______________________ refers to an individual’s generalized belief about internal control versus external control.

7. 
______________________ refers to an individual’s general feeling of self-worth.
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