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CHAPTER-1
SCOPE OF SOCIAL PSYCHOLOGY
Chapter-1 Scope of social psychology:

Nature, Scope and Brief History of Social Psychology, Method of Social Psychology:
Systematic Observation, Correlation, Experimental method.

Q.1 What is it that shapes our attitudes? Why are some people such great leaders?How does prejudice

develop, and how can we overcome it?

Ans. These are just a few of the big questions of interest in the field of social psychology.
Social psychologists tackle issues that can have a significant impact on individual health and
well-being, from understanding why bullying behavior and aggression take place to analyze

why people sometimes fail to help individuals in need.

Q.2 What Is Social Psychology?

Ans. According to psychologist Gordon Allport, social psychology is a discipline that uses
scientific methods "to understand and explain how the thoughts, feelings, and behavior of
individuals are influenced by the actual, imagined, or implied the presence of other human
beings."2 Essentially, social psychology is all about understanding how each person's
individual behavior is influenced by the social environment in which that behavior takes

place.

You probably already realize that other people can have a dramatic influence on the way you
act and the choices you make. Consider how you might behave in a situation if you were all
alone versus if there were other people in the room. The decisions you make and the
behaviors you exhibit might depend on not only how many people are present but exactly
who you are around. For example, you are likely to behave much differently when you are
around a group of close friends than you would around a group of colleagues or supervisors

from work.

Social psychology looks at a wide range of social topics, including:

Group behavior Social perception Leadership Nonverbal behavior Conformity Aggression
Prejudice. It is important to note that social psychology is not just about looking at social
influences. Social perception and social interaction are also vital to understanding social
behavior. The way that we see other people (and the way we think they see us) can play a

powerful role in a wide variety of actions and decisions. Just think for a moment about how
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you sometimes act differently in a public setting than you might if you were at home by
yourself. At home, you might be loud and rambunctious, while in public you might be much

more subdued and reserved.

Why is this? Because the people around us shape our thoughts, feelings, moods, attitudes,
and perceptions. The presence of other people can make a difference in the choices we make
and the actions we take.

While social psychology tends to be an academic field, the research that social psychologists
perform can and does have a powerful influence on our understanding of various aspects of
mental health and wellbeing. For example, research on conformity has contributed to our
understanding of why teenagers sometimes go to such great lengths to fit in with their social
group—sometimes to the detriment of their own health and wellness.3 As a result,
psychologists are able to develop public health programs and treatment approaches aimed at
helping teenagers resist potentially harmful behaviors such as smoking, drinking, and

substance use.
Q.3 How Did People Become Interested in Social Psychology?

Ans. While Plato referred to the idea of the "crowd mind,” and concepts such as social
loafing and social facilitation were introduced in the late 1800s, it wasn't until after World

War |1 that research on social psychology began in earnest.

The horrors of the Holocaust led researchers to study the effects of social influence,
conformity, and obedience. What could explain why so many people participated in such
terrible and evil actions, social psychologists wondered? Were people only following orders
and bowing to social pressure, or were there some other forces at work that led people to
engage in such devastating actions? By investigating these questions, social psychologists
were able to gain a greater understanding of the power of societal forces such as authority,

compliance, and obedience.

Social psychologist Stanley Milgram, for example, was able to demonstrate just how far
people are willing to go to obey authority figures. In a series of now infamous experiments,
Milgram and his colleagues ordered study participants to deliver what they believed was a
potentially dangerous shock to another person. In reality, the shocks were not real and the
other individual was only pretending to be hurt by the electrical pulses—but a whopping 65
percent of those who took part in the study delivered the maximum level of shock simply
because an authority figure told them to do so. Social psychology has continued to grow
throughout the twentieth century, inspiring research that has contributed to our understanding

of social experience and behavior. Our social world makes up such a tremendous part of our
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lives, so it is no wonder that this topic is so fascinating to many.
Q.4 How Is Social Psychology Different From Other Disciplines?

Ans. It is important to differentiate social psychology from a few similar and related subjects.
Social psychology is often confused with folk wisdom, personality psychology, and
sociology. What makes social psychology different? Unlike folk wisdom, which relies on
anecdotal observations and subjective interpretation, social psychology employs scientific
methods and the empirical study of social phenomena. Researchers do not just make guesses
or assumptions about how people behave; they devise and carry out experiments that help
point out relationships between different variables. While personality psychology focuses on
individual traits, characteristics, and thoughts, social psychology is focused on situations.
Social psychologists are interested in the impact that the social environment and gr oup

interactions have on attitudes and behaviors.

Finally, it is important to distinguish between social psychology and sociology. While there
are many similarities between the two, sociology tends to look at social behavior and
influences at a very broad-based level. Sociologists are interested in the institutions and
cultures that influence how people behave. Psychologists instead focus on situational
variables that affect social behavior. While psychology and sociology both study similar

topics, they are looking at these questions from different perspective.
Important last note on social psychology

What makes social psychology such an important topic? A quick glimpse at the daily news
shows just how profoundly social problems can impact people's lives. By better
understanding these issues, psychologists can look for ways to prevent, identify, and remedy
such problems. Social psychologists focus on societal concerns that have a powerful
influence on individual wellbeing as well as the health of society as a whole, including
problems such as substance use, crime, prejudice, domestic abuse, public health, bullying,

and aggression.

Social psychologists typically do not work directly in the field of mental health, but the
results of their research do have a significant influence on how psychologists and mental
health professionals treat behaviors that are influenced by social factors. Public health
programs, for example, often rely on persuasion techniques identified by social psychologists
to encourage people to engage in healthy behaviors while avoiding potentially dangerous

ones.



CHAPTER-2

SOCIAL PERCEPTION & PERSON PERCEPTION

Q.1 Whatis social perception.

Q.2

Ans. Being competent in social perception includes three domains of competence:

(1) knowing that other people have thoughts, beliefs, emotions, intentions, desires, and the
like,

(2) being able to “read” other people’s inner states based on their words, behavior, facial
expression and the like, and

(3) adjusting one’s actions based on those “readings”. That is, a socially competent person
can make note of other people’s facial expressions, tone of voice, posture, gestures,
words, and the like, and on the basis of these clues, make reasonably accurate judgments
about that person’s state of mind, emotions, and intentions. Socially competent people
then use these inferences about other people’s inner states to make good decisions about

how to behave socially.

Social perception is one important component of social competence and social success
(including peer acceptance and friendship). In addition to social perception, socially
competent people must have knowledge of social rules, roles, routines, and scripts in their
social lives. Furthermore, they must make use of this knowledge and of these scripts in their
decision making and acting. They also have a concern for other people and make it a habit to
adjust their behavior based on the needs of others. Finally, they have the confidence needed

to interact socially and accept the vulnerability associated with potential rejection.
Describe the Characteristics of the Perceiver

Ans. Several characteristics of the perceiver can affect perception. When an individual looks
at a target and attempts to interpret what he or she, that interpretation is heavily influenced by
personal characteristics of individual perceiver. The major characteristics of the perceiver

influencing perception are:

Attitudes: The perceiver's attitudes affect perception. For example, suppose Mr. X is
interviewing candidates for a very important position in his organization —a position that
requires negotiating contracts with suppliers, most of whom are male. Mr X may feel that
women are not capable of holding their own in tough negotiations. This attitude will

doubtless affect his perceptions of the female candidates he interviews.
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Moods: Moods can have a strong influence on the way we perceive someone. We think
differently when we are happy than we do when we are depressed. In addition, we remember
information that is consistent with our mood state better than information that is inconsistent
with our mood state. When in a positive mood, we form more positive impression of others.

When in a negative mood, we tend to evaluate others unfavorably.

Motives:

Self-Concept: Another factor that can affect social perception is the perceivers' self-concept.
An individual with a positive self-concept tends to notice positive attributes in another
person. In contrast, a negative self-concept can lead a perceiver to pick out negative traits in
another person. Greater understanding of self allows us to have more accurate perceptions of
others.

Interest:

Cognitive Structure: Cognitive structure, an individual's pattern of thinking, also affects
perception. Some people have a tendency to perceive physical traits, such as height, weight,
and appearance, more readily. Others tend to focus more on central traits, or personality
dispositions. Cognitive complexity allows a person to perceive multiple characteristics of

another person rather than attending to just a few traits.

Expectations: Finally, expectations can distort your perceptions in that you will see what you
expect to see. The research findings of the study conducted by Sheldon S Zalkind and

Timothy W Costello on some specific characteristics of the perceiver reveal.

Q.3 The processes of social perception begin.

Ans. Persons — physical influence

Although society tries to train people not to judge others based on their physical traits, as
social perceivers, we cannot help but be influenced by others' hair, skin color, height, weight,
style of clothes, pitch in voice, etc., when making a first impression. People have the
tendency to judge others by associating certain facial features with specific personality types.
For example, studies indicate that people are perceived as stronger, more assertive, and
competent if they have small eyes, low eyebrows, an angular chin, wrinkled skin, and a small

forehead. People tend to associate baby-faced people with impotence and harmlessness.[4]
Situations — context from prior experiences

People are able to easily predict the sequences or results of an event based on the extent and
depth of their past experiences with a similar event. The ability to anticipate the outcomes of

a situation is also greatly influenced by an individual's cultural background because this
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inevitably shapes the types of experiences. Situational observations either lead humans to

have preset notions about certain events or to explain the causes of human behaviors.
Behaviors — nonverbal communication

Nonverbal communication helps people express their emotions, attitudes, and personalities.
The most dominant form of nonverbal communication is the use of facial expressions to
channel different emotions. Greatly influenced by Charles Darwin's research on facial
expressions and book The Expression of the Emotions in Man and Animals (1872), it is
believed that all humans, regardless of culture or race,
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CHAPTER-3
ATTITUDE

Q.1 Define attitude

Ans. In psychology, an attitude refers to a set of emotions, beliefs, and behaviors toward a
particular object, person, thing, or event. Attitudes are often the result of experience or
upbringing, and they can have a powerful influence over behavior. While attitudes are
enduring, they can also change.

Q.2 How attitudes are formed?

Ans. What's your opinion on the death penalty? Which political party does a better job of
running the country? Should prayer be allowed in schools? Should violence on television be
regulated? Chances are that you probably have fairly strong opinions on these and similar
questions. You've developed attitudes about such issues, and these attitudes influence your
beliefs as well as your behavior. Attitudes are an important topic of study within the field of

social psychology. But what exactly is an attitude? How does it develop?

How Psychologists Define Attitudes

Psychologists define attitudes as a learned tendency to evaluate things in a certain way. This
can include evaluations of people, issues, objects, or events. Such evaluations are often

positive or negative, but they can also be uncertain at times.

For example, you might have mixed feelings about a particular person or issue. Researchers
also suggest that there are several different components that make up attitudes. The

components of attitudes are sometimes referred to as CAB or the ABC's of attitude.

Q.3 Explain the Components of Attitude.
Ans. Cognitive Component:
Your thoughts and beliefs about the subject Affective Component: How the object, person,
issue, or event makes you feel Behavioral Component: How attitude influences your behavior
attitudes can also be explicit and implicit. Explicit attitudes are those that we are consciously
aware of and that clearly influence our behaviors and beliefs. Implicit attitudes are

unconscious but still have an effect on our beliefs and behaviors.

Attitude Formation

There are a number of factors that can influence how and why attitudes form. Here is a closer
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look at how attitudes form.
Experience

Attitudes form directly as a result of experience. They may emerge due to direct personal
experience, or they may result from observation.

Social Factors

Social roles and social norms can have a strong influence on attitudes. Social roles relate to
how people are expected to behave in a particular role or context. Social norms involve

society's rules for what behaviors are considered appropriate.
Learning

Attitudes can be learned in a variety of ways. Consider how advertisers use classical
conditioning to influence your attitude toward a particular product. In a television
commercial, you see young, beautiful people having fun on a tropical beach while enjoying a
sports drink. This attractive and appealing imagery causes you to develop a positive

association with this particular beverage.
Conditioning

Operant conditioning can also be used to influence how attitudes develop. Imagine a young
man who has just started smoking. Whenever he lights up a cigarette, people complain,
chastise him, and ask him to leave their vicinity. This negative feedback from those around
him eventually causes him to develop an unfavorable opinion of smoking and he decides to

give up the habit.
Observation

Finally, people also learn attitudes by observing people around them. When someone you
admire greatly espouses a particular attitude, you are more likely to develop the same beliefs.
For example, children spend a great deal of time observing the attitudes of their parents and

usually begin to demonstrate similar outlooks.

Attitudes and Behavior

We tend to assume that people behave according to their attitudes. However, social

psychologists have found that attitudes and actual behavior are not always perfectly aligned.2

After all, plenty of people support a particular candidate or political party and yet fail to go

out and vote. People also are more likely to behave according to their attitudes under certain
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conditions.
Q.4 Describe the Factors Influencing Attitude Strength

Are an expert on the subject Expect a favorable outcome Experience something personally

Stand to win or lose something due to the issue Are repeatedly expressed attitudes

Changing to Match Behavior

In some cases, people may actually alter their attitudes in order to better align them with
their behavior. Cognitive dissonance is a phenomenon in which a person experiences
psychological distress due to conflicting thoughts or beliefs.3 In order to reduce this tension,
people may change their attitudes to reflect their other beliefs or actual behaviors.

Cognitive Dissonance and Ways to Resolve It

Using Cognitive Dissonance

Imagine the following situation: You've always placed a high value on financial security, but
you start dating someone who is very financially unstable. In order to reduce the tension

caused by the conflicting beliefs and behavior, you have two options.

You can end the relationship and seek out a partner who is more financially secure, or you

can de- emphasize fiscal stability importance.

In order to minimize the dissonance between your conflicting attitude and behavior, you

either have to change the attitude or change your actions.

Q.5 Why Attitudes Change?

Ans. While attitudes can have a powerful effect on behavior, they are not set in stone. The

same influences that lead to attitude formation can also create attitude change.4
Learning Theory

Classical conditioning, operant conditioning, and observational learning can be used to bring
about attitude change. Classical conditioning can be used to create positive emotional

reactions to an object, person, or event by associating positive feelings with the target object.

Operant conditioning can be used to strengthen desirable attitudes and weaken undesirable

ones. People can also change their attitudes after observing the behavior of others.
Elaboration Likelihood Theory

This theory of persuasion suggests that people can alter their attitudes in two ways. First, they

can be motivated to listen and think about the message, thus leading to an attitude shift.
13



Q.1

Q.2

Q.3

Or, they might be influenced by the characteristics of the speaker, leading to a temporary or
surface shift in attitude. Messages that are thought-provoking and that appeal to logic are
more likely to lead to permanent changes in attitudes.

Dissonance Theory

As mentioned earlier, people can also change their attitudes when they have conflicting
beliefs about a topic. In order to reduce the tension created by these incompatible beliefs,
people often shift their attitudes.

CHAPTER-4

PREJUDICE AND DISCRIMINATIONS

Define Prejudice and Discrimination

Ans. Being prejudiced usually means having preconceived beliefs about groups of people or
cultural practices. Prejudices can either be positive or negative—both forms are usually
preconceived and difficult to alter. The negative form of prejudice can lead to discrimination,
although it is possible to be prejudiced and not act upon the attitudes. Those who practice
discrimination do so to protect opportunities for themselves by denying access to those whom

they believe do not deserve the same treatment as everyone else.
What are The sources of prejudice

Ans. Sociologists and psychologists hold that some of the emotionality in prejudice stems
from subconscious attitudes that cause a person to ward off feelings of inadequacy by
projecting them onto a target group. By using certain people as scapegoats—those without
power who are unfairly blamed—anxiety and uncertainty are reduced by attributing complex
problems to a simple cause: “Those people are the source of all my problems.” Social
research across the globe has shown that prejudice is fundamentally related to low
selfesteem. By hating certain groups (in this case, minorities), people are able to enhance

their sense of selfworth and importance.

Explain common social factors that may

contribute to the presence of prejudice and discrimination.

Socialization. Many prejudices seem to be passed along from parents to children. The media

—including television, movies, and advertising—also perpetuate demeaning images and
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stereotypes about assorted groups, such as ethnic minorities, women, gays and lesbians, the
disabled, and the elderly.

Conforming behaviors. Prejudices may bring support from significant others, so rejecting
prejudices may lead to losing social support. The pressures to conform to the views of
families, friends, and associates can be formidable.

Economic benefits. Social studies have confirmed that prejudice especially rises when
groups are in direct competition for jobs. This may help to explain why prejudice increases

dramatically during times of economic and social stress.

Authoritarian personality. In response to early socialization, some people are especially
prone to stereotypical thinking and projection based on unconscious fears. People with an
authoritarian personality rigidly conform, submit without question to their superiors, reject those they
consider to be inferiors, and express intolerant sexual and religious opinions. The authoritarian
personality may have its roots in parents who are unloving and aloof disciplinarians. The child then
learns to control his or her anxieties via rigid attitudes.

Ethnocentrism. Ethnocentrism is the tendency to evaluate others' cultures by one's own
cultural norms and values. It also includes a suspicion of outsiders. Most cultures have their

ethnocentric tendencies, which usually involve stereotypical thinking.

Group closure. Group closure is the process whereby groups keep clear boundaries between
themselves and others. Refusing to marry outside an ethnic group is an example of how

group closure is accomplished.

Conflict theory. Under conflict theory, in order to hold onto their distinctive social status,
power, and possessions, privileged groups are invested in seeing that no competition for
resources arises from minority groups. The powerful may even be ready to resort to extreme
acts of violence against others to protect their interests. As a result, members of
underprivileged groups may retaliate with violence in an attempt to improve their

circumstances.
Q. Explainthe Solutions of prejudice.

Ans. For decades, sociologists have looked to ways of reducing and eliminating conflicts and

prejudices between groups:

One theory, the selfesteem hypothesis, is that when people have an appropriate education and
higher selfesteem, their prejudices will go away. Another theory is the contact hypothesis,
which states that the best answer to prejudice is to bring together members of different groups

so they can learn to appreciate their common experiences and backgrounds.
15



Q.1

A third theory, the cooperation hypothesis, holds that conflicting groups need to cooperate by
laying aside their individual interests and learning to work together for shared goals.A fourth
theory, the legal hypothesis, is that prejudice can be eliminated by enforcing laws against

discriminative behavior.

To date, solutions to prejudice that emphasize change at the individual level have not been
successful. In contrast, research sadly shows that even unprejudiced people can, under
specific conditions of war or economic competition, become highly prejudiced against their
perceived “enemies.” Neither have attempts at desegregation in schools been successful.
Instead, many integrated schools have witnessed the formation of ethnic cliques and gangs
that battle other groups to defend their own identities.

Changes in the law have helped to alter some prejudiced attitudes. Without changes in the
law, women might never have been allowed to vote, attend graduate school, or own property
and racial integration of public facilities in America might never have occurred. Still, laws do
not necessarily change people's attitudes. In some cases, new laws can increase antagonism

toward minority groups.

Finally, cooperative learning, or learning that involves collaborative interactions between
students, while surely of positive value to students, does not assure reduction of hostility
between conflicting groups. Cooperation is usually too limited and too brief to surmount all

the influences in a person’'s life.

CHAPTER-5
INTERPERSONAL ATTRACTION

What is interpersonal Attraction?

Ans. Interpersonal Attraction refers to positive feelings about another person. It can take

many forms, including liking, love, friendship, lust, and admiration.
Q.2 Describe some influencer of interpersonal Attraction.

Ans. Influences many factors influence whom people are attracted to. They include physical

attractiveness, proximity, similarity, and reciprocity:

Physical Attractiveness: Research shows that romantic attraction is primarily determined by
physical attractiveness. In the early stages of dating, people are more attracted to partners
whom they consider to be physically attractive. Men are more likely to value physical

attractiveness than are women.
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People’s perception of their own physical attractiveness also plays a role in romantic love.
The Matching Hypothesis proposes that people tend to pick partners who are about equal in

level of attractiveness to themselves.

Proximity: People are more likely to become friends with people who are geographically
close. One explanation for this is the mere exposure effect. The Mere Exposure Effect refers

to people’s tendency to like novel stimuli more if they encounter them repeatedly.

Similarity: People also tend to pick partners who are similar to themselves in characteristics
such as age, race, religion, social class, personality, education, intelligence, and attitude.

This similarity is seen not only between romantic partners but also between friends. Some
researchers have suggested that similarity causes attraction. Others acknowledge that people
may be more likely to have friends and partners who are similar to themselves simply
because of accessibility: people are more likely to associate with people who are similar to

themselves.

Reciprocity: People tend to like others who reciprocate their liking.

Q.3 Explain the form of attraction.
Ans. Romantic Love

Many researchers focus on one particular form of attraction: romantic love.
Kinds of Romantic Love

Researchers have proposed that romantic love includes two kinds of love: passionate love and
compassionate love. These two kinds of love may occur together, but they do not always go

hand in hand in a relationship:

Passionate Love:

Involves absorption in another person, sexual desire, tenderness, and intense emotion.

Compassionate Love:

Involves warmth, trust, and tolerance of another person. Compassionate love is sometimes
considered to have two components: intimacy and commitment. Intimacy is the warm, close,
sharing aspect of a relationship. Commitment is the intent to continue the relationship even in
the face of difficulties. Researchers believe commitment is a good predictor of the stability of

a relationship.

Attachment Styles
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Some researchers study the influence of childhood attachment styles on adult relationships.
Many researchers believe that as adults, people relate to their partners in the same way that
they related to their caretakers in infancy. (See Chapter 4 for more information on attachment
styles.)

Cultural Similarities and Differences

There are both similarities and differences among cultures in romantic attraction. Researchers
have found that people in many different cultures place a high value on mutual attraction
between partners and the kindness, intelligence, emotional stability, dependability, and good
health of partners.

CHAPTER-6
LEADERSHIP

« Meaning and Nature of Leadership

"A leader is a group member who influences other members to behave in ways he prefers more
than they influence him.” -Lindgren: An Introduction to Social Psychology, 1973 "Leadership is
behaviour that affects the behaviour of other people more than their behaviour affects that of
leader.” — Lapiere & Fransworth Social Psychology, 1949.

"Leadership is an interaction between two or more members of group that other involves a
structuring and restructuring of the situation and the perceptions and expectations of the
members. Leaders are agents of change; persons whose acts affect other people more than other
people's act affect them. Leadership occurs when one group member modifies the motivation or

competencies of others in the group.” -Bass: The Handbook of Leadership, 1990

Leadership is a universal process found in both human and animal societies. If someone is asked
who is the leader of a certain group, then a clear answer from that person would be that the
leader of this group is the one who is followed by the members. Although this simple approach
seems to be true to a large extent, yet there is no scientific explanation of leadership just by
saying this. Therefore, it is necessary that we look at the definitions given by some social

psychologists.

There is a lot of similarity in these three definitions because the leader of these three
psychologists is seen by them as the other of the group defined as the effect it exerts on its
members. Fiedler (1971) and Stogdill (Stogdill, 1948) has also supported the views of these

three experts by expressing similar views. An analysis of these definitions throws light on an
18



important dimension of leadership and that is that there are two parties in leadership - one is the
leader who leads and the other is those who accept the leadership, i.e. the followers. In the
process of leadership, these two aspects influence each other leader influences the followers and
the followers also influence the leader. The only difference is that the behavior of the leader has
more influence on the followers than the behavior of the followers on the leader. This means
that there is a two-way affair between the leader and the followers and not a one-way
relationship, and the degree of mutual influence between the two varies. Haythrone (1956) has
also confirmed this two-way relationship with his study. Eg:- If a commander orders his soldiers
to do something keeping in mind the suggestion of the people, if he makes some modification in
his order, but it will be a sign of a two-way relationship in those leadership. Sometimes the
leader strives for absolute dominance so that he can influence his followers but is not himself
affected by the behavior of the followers. In such a situation, a person cannot remain on the post
of leader for a long time, his leadership ends soon. Therefore, it is necessary that the leader
understands the reactions of his followers and tries to behave accordingly to an extent. This is
the reason why people often say that followers also lead the group just like the leader.
Therefore, the effectiveness of leadership is based on the fact that the leader is considered as
one's own by the followers. Kretch, Crutchfield & Ballachey, 1963 have rightly remarked that
the leader should be considered "one of those and the best of most” from the point of view of

the followers.

The explanation of the meaning and nature of leadership is not complete until the difference
between leader and formal head is shown. On this, Gibb (1969) has expressed his opinion that
the leader gets the right to show influence spontaneously by his followers whereas a formal
head has the right to show influence on others automatically. Not because of his formal
position. For example, a vice-chancellor has influence over the teachers, staff and students of
the university because of his position. Sometimes it is difficult to determine. That the other
members of the group or organization consider him a good leader and follow him or do so

keeping in mind the dignity of his post. The truth is that not all formal leaders are actual leaders.

The conclusion is that leadership is a process that involves interpersonal interaction as the
leader influences his followers and the followers influence their leaders. The only difference is
that the influence of the leader is greater than that of the follower. So there is a difference in the
degree of interaction between these two. It is because of this type of influence that the leader

differs from the formal head.

« Difference between Leadership and Dominance
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Leadership and dominance are two terms that are used in colloquial language with almost the
same meaning. But in social psychology the difference between the meaning of these two has
been told. As we have told earlier that there is a mutual relationship between the leader and the
followers in leadership, as a result of which, despite being influenced by his followers, the
leader guides the followers on the strength of his skill and intelligence. But this is not the case

in dominance. According to Kimbal Young (1957), dominance is a response that-

1. Leader must be perceived by followers as "one of us, most of us and better than most of us." -
Kretch, Crutchfield & Ballachey: "we define dominace as an act or reponse which affects the
attitude and act of another. This may be viwe a power device used by one person to control or
modify the actions of others.” Kimbal Young,1957

Therefore, it is a power device which is used by one person to control or change the attitudes
and actions of other persons.” It is clear from this explanation of dominance that in leadership
there are two parties i.e. the leader. And there are followers, in the same way there are two sides
in dominance - one person is dominant and the other is submissive. Just as there can be no
leader without followers, so is dominance without subordination. It cannot be. Kimble Young's
explanation also makes it clear that dominance has an element of authority or power by which
the dominant person controls the attitudes and behaviors of the people under him. For example,
the dominance of an officer over the grocers, the dominance of shopkeepers over peons, the
dominance of teachers over students and the dominance of mill owners over their employees,
the basic reason is that there is some power or authority in the hands of officers, grocers,

teachers and mill owners. We can state r more clearly in this way.

(1) In leadership the views of the followers are taken into consideration as well as by agreeing
with their views. Leaders are also affected. But the people who are under the dominance are

pressured by power or power. There is no question of agreeing with his views.

(2) There is a kind of fear and sense of compulsion in the people who are under dominance but
there is no such feeling in leadership. In successful leadership, it has even been seen that there is
a feeling of full dedication voluntarily among the followers. Yes, sometimes there are situations

where the leader exerts force and compulsion on his followers. But this is not always the case.

(3) Leadership is a process of mutual stimulation in which the leader have a substantial
influence on the behavior of followers whereas dominance is basically a process of control in
which the dominant individual manipulates the behavior of others in a particular way in order to

achieve his/her own chosen objectives controls direction.
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Thus it is clear that there is a difference between leadership and dominance.

« Common traits or attributes of Leadership

There are certain qualities of leadership on the basis of which a leader can be easily understood
or identified. Different psychologists have given different number of leadership qualities.
According to Allport there are 18 qualities of leadership and according to Tead there are 10
qualities of leadership. After studying the views of all these social psychologists, we come to
the conclusion that there are some common qualities of leadership, in which the following are

the main ones-

1. Physical attributes- There are some physical qualities of a leader, on the basis of which any
person can easily perceive him as a leader. Studies conducted by Terman (1904), Stogdill
(1956), Patridge (1961), Caldwell (1953) have made it clear that there are three main physical
qualities of a leader - height, weight, vigor and good health Often the height of leaders is higher
than normal. The greater height gives the individual extravagance as a result of which he has
some facility in handling the work load of leadership. It is often seen that the height of the
leader of different groups also varies. Leaders of sportspersons are usually more tall but the
height of political leaders can be less. Political leaders like Shri Mahatma Gandhi and Shri Lal
Bahadur Shastri were less tall than most of their followers. Weight is another important
physical quality of the leader. It has been proved by the studies of Partidge (Partidge, 1961) and
Stogdill (1966) that leaders are generally of heavy build. But it is not necessary because the
body of many leaders is light instead of heavy or weighs less. The third physical quality is
energy and health. Most of the psychologists are of the opinion that health is better than normal
people and they also have more energy. All the three physical qualities of a leader mentioned
above are such that it is definitely desirable for a leader, but not necessary. Big leaders of the
world like Mahatma Gandhi, Napoleon and Hitler were neither taller than their followers. But
He was neither of heavy body nor was he very physically strong. So it is concluded that suitable
physical quality is not an essential quality for a leader. 2. Personality traits: Apart from physical
qualities, personality traits are also found in the leader. Such qualities are also called

psychological traits. The main such psychological qualities are as follows-

(1) Intelligence Common sense suggests that the leader is more intelligent than his followers.
This is also confirmed by the studies done by social psychologists. Gibb (Gibb, 1969), Mann
(Mann. 1959) Stogdill, (Stogdill, 1948) etc. Psychologists have found the leader of different

groups to be of higher intelligence than his followers. However, the correlation between
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intelligence and leadership has not been found to be significant. Mann (Mann, 1959) in his
study found a correlation of around 25, Kiessling and Kalish (1961) found a correlation of 35
and Lindgren (Lindgren, 1973) found a correlation of 38 to 41. There are some psychologists
like Loretto and Williams (Leretto & Williams, 1974) who have not found any correlation
between intelligence and leadership. From the results of these psychological studies, we come
to the conclusion that leaders. It is not necessary that one should always be of much higher
intelligence than the followers.

(i) Self-confidence: Self-confidence is the second main quality of a leader. The leader has to
guide his followers and always encourage the people even in the most difficult of
circumstances. Stogdill (1948) and Mann (1959) have found in their studies that leadership and
self-confidence are significantly correlated. If there is a lack of self-confidence in the leader,
then the followers lose faith in him and his leadership also ends. The leader who behaves with

great confidence among the followers, his leadership is more successful.

(iii) Verbosity of Talkativeness—Verbosity is one of the main qualities of a leader. VVerbosity
refers to the habit of speaking more. Riecken (1958), Bass (1949) and McGrath & Julian (1968)
have confirmed the fact in their studies that the most vocal member of the group is seen as the
leader. goes. This is called the "Big Mouth Theory" of leadership. Bavelas and his associates
(Bavelas et al. 1965) conducted a study in which a relationship was found between leadership
and rhetoric. In this study, a group of four subjects were asked to discuss in three different
sessions. The four subjects discussed the given problem and the observers recorded the time
taken by each member to speak. After this, the subjects rate each other on the dimensions of
leadership and it was seen in the result that the subjects who spoke for the longest time were
considered by the other subjects as the leader of the group. Later Gitner and Lindskold (Gitner
& Lindskold, 1975) and Sorrentino and Botiller (Sorrentino & Botiller, 1975) have also

confirmed the relationship between rhetoric and leadership in their respective studies.

(iv) Dominance- Mann (1959) found a positive correlation between leadership and dominance
in his studies. This clearly means that by increasing the quality of leadership, the virtue of lord
also increases in a person. Megargee (1968) conducted a study in which two types of
individuals were selected on the basis of their scores on the dominance scale of the California
Psychological Inventory. There were some individuals who scored very high on that scale and

some

There were those whose score on that scale was very low. Naturally, the first type of people had

more dominance and the second type of people had less dominance. Many groups were formed
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with one person each from these two types of people. In this way, there were two people in each
group — one with a more dominant trait and the other with a less dominant trait. Both the
members of the group had to decide who would become the leader of the group. The results
showed that 75% of males with high dominance traits and 70% of females with high dominance
traits expressed a desire to take over the leadership of the group. This study confirms the fact
that it becomes easier to become a leader of a group when dominance is a trait, or it can be said
that the trait of dominance is more helpful in group leadership.

(v) Adjustment: The leader has the quality of adjustment. In leading a group it is natural that he
has to go through the toughest situations and deal with problems. To deal with such a situation,
it is necessary that the leader should have the quality of adjustment. After reviewing the studies
done in the field of leadership, Mann (Mann, 1959) has come to the conclusion that in about
30% of the studies leadership and adjustment ability are positively related to each other
positively related. Fitzsimmons and Marcuse (1961) conducted a study in which 50 leaders and
50 followers were measured on 12 types of adjustment by Sentence Compretion test. The result
showed that out of 12 Leaders in areas were well-adjusted than followers. Neurotic traits were
also very less in leadership qualities. Moberg (1953) also in his studies on leadership and
adjustment has confirmed the conclusion of Fitzsimmons and Marcus by showing positive

correlation.

(vi) Sociability — Sociability is a major quality of the leader. Successful and top class leaders
always like social gathering and friendship. He has a strong tendency to meet his followers and
understand their thoughts and attitudes. Sherif (1958) and Cattle & Stice (1957) have shown
that when the leader has the quality of sociability, it makes the interpersonal relationship
between him and the followers more close and friendly and the success of his leadership is

extreme. It happens on the rank.

(vii) Industriousness- The leader needs to be industrious. When a member of a group shies
away from hard work, he cannot become a successful leader. History does not confirm that even
a lazy and lazy person can become a successful leader. On the other hand, history is witness to
the fact that many people, despite being born in close and resourceless families, have become
successful leaders because of their hard work. Late Prime Minister Lal Bahadur Shastri is a

vivid example of this.

(viit) Imagination and Foresightedness- It is essential for a successful leader to have more

imagination power. On the basis of this kind of power, the leader anticipates the problems ahead
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and then changes his behavior in such a way that he does not have any problem in making any
kind of plan in relation to goal-achievement. There should be no difficulty of any kind. Apart
from the power of imagination, it is essential for a leader to have the quality of foresight.
Possessing the quality of foresight helps the leader to understand the reactions of his followers
and to make predictions about the group. Sherif (Sherif, 1953) and Lindemann (Lindger. 1973)
have reviewed the studies and told that most of the psychologists have described good
imagination power and high degree of foresight as the most essential qualities for leadership.

(ix) Charisma- According to Worchel and Cooper (Worchel & Cooper, 1979), some leaders
have a special type of magnetic pull called charisma. Some of the world famous leaders like
Martin Luther King, John, F. Kennedy (John F. Kennedy), Adolf Hitler, Ho Chi Minh,
Mahatma Gandhi mostly has been observed. According to Max Weber (1958), it is a kind of
super quality by which the leader, especially in a crisis situation, does something in such a way
that the person can understand it properly. It is true that not all people are impressed by such
qualities of a leader. This is the reason why there are some supporters of the charismatic leader,
while some critics are also there, due to his miraculous qualities, Mahatma Gandhi was able to
give freedom to India without Khadag and any other type of weapon, but some There are such

people even today who do not desist from criticizing their works.

(x) Will power - The leader has to pass through many difficult situations. In such
circumstances, the decision taken by them affects all the members of the group equally. Being
determined in difficult situations is considered a great quality of a leader. According to Myers
and Jones (Myers & Jod 1980), leaders who show more will power in different situations, their

copy becomes more in the eyes of followers.

Based on the above mentioned traits, can we say that most of the leaders have a set of common
traits (ser)? Probably not. Today's psychologists have proved that even though there is some
help in understanding the characteristics of a leader by these virtues, but on the basis of this it
cannot be said that a person becomes the leader of the group only on the basis of these qualities.
. Not only this, it has been proved by many studies that most of the leaders do not have any
common traits. Worchel & Cooper (1979) have rightly remarked, "Hundreds of studies, which
have found no such thing as common traits among most leaders, suggest that in reality

leadership is more than a set of personality traits.” More is found in something else."

« Emergence of leadership
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Due to his special position, the leader of the group influences the goals, structure, ideology etc.
and brings changes in them. But the structure, ideologies and goals of the group also determine
how leadership originates in the group. Social psychologists and sociologists together have
described some such factors which directly affects the origin of leadership in the group. Some
such factors are described below-

1. Group Complexity - As the complexity of a group increases, the possibility of formation of
new leaders in the group also increases. In other words, as the size and functions of the group
increase, the probability of occurrence of primary leaders and secondary leaders in the group
increases. Thus it is clear that increasing group complexity gives rise to a hierarchy of leaders.
Be the primary leader at the top of the chain? and have secondary leaders on the lower surfaces.
So it is clear that having a big organization gives birth to many types of leaders. The famous
sociologist Whyte (Whyte, 1948) has confirmed the above fact on the study in the restaurant

sub-group.

2. Group crisis - When a group is in danger of its security from external elements, the group
fails to achieve its set goals, then in such a situation a new leader is born. In such emergency

situation, if any person, due to his personal qualities or other reasons, avoids that danger,

The hundreds of studies that have failed to indentify traits common to most leaders suggest that
there is, inside a great deal more to leadership than simple set of personality or physical traits.” -

Worchel & Cooper: Undrstanding Social Psychology, 1979 p 44

If he is able to do or lead the group to its set goals, then he is easily accepted by the people as
the leader of the group. Hamblin (Hamblin, 1958) has proved this by doing an experiment. In
this study there were 24 groups of 3-3 persons, out of which 12 were crisis groups. The
distressed group had to learn a particular rule of the game in a crisis situation where learning
was intentionally made difficult by a sudden change in the rule of the game. But the control
group had to learn the rules of the game in a normal situation. Two things were found in the
result. Firstly, the power of the leader increases in a crisis situation and the leader is
immediately accepted by the followers in such a situation. Secondly, if the old leader is not able
to solve the problems of the crisis situation properly, then he is immediately replaced by the
new leader. Hamblin found in his experiment that 9 out of 12 distressed groups replaced their
old leader with a new leader while only 3 out of 12 control groups did so. The effect of group
crisis is not only on the emergence of leadership but also on the distribution of leadership.
Hamblin (1958) has pointed out that when the crisis is more acute. Or when the threat to the

group becomes more, then in such a situation, the possibility of emergence of authoritarian
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leader is more. In the same way, when a difficult task comes in front of the group, then in such a

situation many members together distribute the leadership related tasks among themselves.

3. Group instability- Sometimes it happens that the mutual differences among the members of
the group increase considerably, due to which the achievement of group-goal is in danger and a
situation of instability arises in the group. In such a situation, the possibility of formation of a
new leader and removal of the old leader becomes intense. Any person in the group who
removes such instability and leads the group towards the achievement of the goal, is considered
by the group as its leader. Crockett (1955) has studied and told that if the ideas of the members
about the group goal are divided among themselves, then in such a situation, the possibility of
the emergence of a leader becomes very intense. We get a vivid example of this from the
reshuffle of the Chief Ministers of the state. Take Bihar only.

4. Failure of authorized heads- When the present authorized head of the group becomes
unable to fulfil his responsibility, then in such a situation the possibility of emergence of a new
leader becomes more intense. An authorized president does many things like making plans,
making group policies, doing opposition work, etc. By doing these tasks, the goal of the group
is achieved faster. When for some reason the chairman is not able to perform these functions,
then the group goal is not achieved and his position is given to another person, that is, the leader
of the group becomes another person. Crockett (1955) found in his study that 83% of
unsuccessful formal leaders and only 39% of successful formal leaders were replaced by group
members. Katz and his colleagues (Katz et al., 1951) have also found this type of fact in the

study of the leaders of the groups of rail-road employees.

5. Failures of Leader- Some needs (wants or needs) are of this type which help in the
emergence of leadership. For example, need for power, need for prestige, desire to earn money,
need to show dominance over others are some such needs. If the group is such that most of its
members are full of these needs, then in such a situation, the possibility of emergence of many
leaders in the group increases. On the other hand, if the group is such that only a single member
has such needs, then in such a situation that person in the group will immediately become the
leader. But if any member of the group does not have such requirements, then in such a
situation no person will be able to handle the leadership of the group and the group will

disintegrate.

6. Personality factors: The origin of leadership can also be due to influential personality. Some
social psychologists are of the opinion that if a person has intelligence, power, insight, If the

qualities of verbosity, emotional mobility etc. are sufficient then that person easily becomes the
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leader of the group. These qualities increase the ability to work in a person and help in solving
social problems and implementing various plans and policies. Despite all this, modern social
psychologists do not accept that any person can become the leader of the group, irrespective of
the virtues of the personality. According to these people, along with becoming a leader, it is also
necessary to have an adequate social situation. It is clear from the above description that the
origin of the leader is due to many factors in which the belonging to the group factors and
virtues are important to leader's tasks

. Functions of L eaders

The leader does different types of work for his group. The number of tasks a leader has in a
particular group basically depends on what are the main problems facing the group that he
wants to solve. Yet, in general, a leader must perform certain specific functions, regardless of
the nature of the group. According to Kretch, Crutchfield & Ballachey (1962), such major
functions were divided into two parts — primary functions and accessory functions. The

description of these two is given below-

(a) Primary functions — Primary function refers to the tasks that a leader has to perform
necessary to continue in office. The main such tasks are as follows-

1. Leader as executive: In the form of executive, the leader conducts and directs the programs
of the group. He is considered the supreme operator of all the activities of the group. He also
makes proper distribution of these different tasks among the members of the group. As an
executive, he does not do any work of the group himself, sometimes he gives its work to other

members as well. leader as executive plays an important role.

2. Leader as planner- Another important function of the leader is to plan for achieving the
goals and objectives of the group. In other words, the leader prepares a complete plan of various
means and methods for achieving the aims and objectives of the group. Both short term and
long term plans are made by the leader to achieve the goals. Often it is only the leader who
knows which is the best way and means to achieve the collective goals and how those means

can be mobilized.

3. Leader as policy maker - The leader is also the creator of the goals and policies of the
group. There can be two types of policy in any group Internal policy and External policy.

Whether policy is internal or external, it basically emanates from three sources.
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(1) Sometimes the policy is decided by the top level leaders and it is communicated to their
subordinate leaders and given to the members. Even in such a situation, the views of the
subordinate leaders have a place in policy making is given.

(if) Sometimes group policy is determined not from above but from below. In such a situation,
all the members of the group together determine a concrete policy. But in this also the leader
directs the discussions being held by the members by being present himself and in this way
keeps himself connected with the policy making.

(iii) When the leader has full freedom to formulate the policy, he himself formulates the policy.
Thus it is clear that whatever is the source of the origin of the policy, the ultimate responsibility
for policy formulation, But it happens.

4. Leader as expert- The leader also acts as an expert for the group members and gives advice.
There is a belief among group members that the leader will have the highest technical
knowledge about his group's problems. The greater this belief among the members, the greater
the power of the leader, leading to greater polarization of power around the leader. It is because
of this belief that the members urge the leader to guide them when needed. It is often seen that
religious leaders give good advice about religion, political leaders about politics and about

social work as experts, to the members of their respective groups.

5. Leader as external group representative- It is not possible for all the members of any large
group to represent the whole group together in the context of an external group. Therefore, the
leader has to handle the work of external representation of the group and the other group or
organization is present and keeps the views of all its members as a representative. In this way
the leader is the official spokesperson of his group. All kinds of information going out of your
group and all kinds of information coming from outside into your group are exchanged only
through the official spokesperson i.e. the leader. In this special sense, Lewin has termed the

leader as 'gatekeeper".

6. Leader as controller or internal relations — The leader determines and controls the mutual
and internal relations of the members of his group. His every possible effort is to ensure that the
mutual relations of the members remain cordial, for this he also preaches to his members from
time to time and also motivates them by telling them the benefits of good relations. In this way
the leader acts as a controller of the internal relations of the members of his group. 7. Leader as
purveyor of reward and punishment. He also gives punishments and rewards to the members of

his group members who conform to group norms when they contribute significantly to the
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achievement of group goals, the leader rewards them appropriately. Nature of the Award be
anything can happen. The leader can also give cash prizes to such members or give them
promotion. On the other hand the members who behave contrary to the norms of the group and
obstruct the achievement of the goals Yes, the leader also gives them appropriate punishment.
As a punishment, it is possible that the leader may demote such members.Give or expel from
the group. In this way, the leader of the group controls his group by rewarding and punishing
the members. Maintains proper control.

8. Leader as arbitrator and mediator- It has been seen that sometimes a situation of
estrangement and conflict arises between the members of the group. In such a situation, the
leader acts as an arbiter and arbitrator and removes mutual estrangement and conflict among the
members. In this compromise, he listens to the views of each concerned member and after that

gives his decision and removes the estrangement of the members.

(b) Accessory function: In addition to the above primary functions, the leader also performs
some accessory functions for the members of his group. Auxiliary work refers to such work
which the leader either decides to do himself or decides to do on the request of the group
members. The nature of these works is such that even if the leader wants, he cannot do it
himself. No one can remove him from the post even if he does not do this. The following are the

major auxiliary functions:

1. Leader as exemplar- The leader acts as an exemplar or model for the members of the
group. By setting a pattern or example of behaviour, the leader expects the same behavior from
other members. A political leader is expected to behave in front of his party members in a
manner consistent with the ideals of the party. In the same way the religious leader serves as an

example to the other followers of the religion.

2. Leader as a symbol of the group- The leader maintains unity and continuity in the group by
acting as a symbol of his group. The whole group is easily known by that symbol and the nature
of the group is also understood. For example, Mr. Rajiv may be known as the symbol of the

Congress (E) party.

3. Leader as the substitute for individual (responsibility)- Sometimes the leader takes the
individual responsibility of the members of his group on his shoulders. When a dangerous

decision has to be taken (which he really does not want to take), then by taking responsibility
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for it on his shoulders, the leader frees those members from worry. He also acts as a substitute

for the personal responsibility of these members.

4. Leader as ideologist- The leader acts as an ideologist for the members of the group. He
appears before the members of the group as a complete principle of behavior conforming to the
principles, values, and norms of the group. When the leader appears in front of the members of
his group as a principled person, then there is a special purpose behind it and that is that other
members of the group should also behave according to the principles.

5. Leader as father figure- In terms of emotional role, the position of a father in his family is
almost the same as that of a leader in his group. Just as the family members consider their father
as the center of positive emotional feelings, in the same way the members of the group identify
with the leader as the center of positive emotional feelings. The leader helps its members in a
special way in this work. According to Fisher (Fisher, 1982), when the leader is unable to do his

work for some reason, then in such a situation he is not considered an effective leader of the
group.

6. Leader as scapegoat- Whenever the group goal is not achieved, then in such a situation
frustration arises among the members and the members start showing resentment towards the
leader. Often the members put all the blame on the leader which results in the leader being
either removed from office or murdered. In this way, sometimes the leader has to climb the
cross of sacrifice. The assassination of Mahatma Gandhi, Indira Gandhi and Rajiv Gandhi is one
of the best examples of this special function of the leader in the Indian society. It is clear from
the above description that a leader has to perform various functions in his group. One To be an

effective leader, it is essential that he/she does most of these tasks successfully.

. Types or Styles of Leader

Several types or styles of leaders have been described by sociologists and social psychologists.
It is not possible to explain all these types in detail here, but the types of leaders told by some

prominent scientists. The description is as follows-

(a) Classification of Bogardus Bogardus (Bogardus, 1940

The following five types have been described-

1. Direct and indirect leadership- In direct leadership, the relationship between the leader

and the followers is direct. He interacts directly with the members of his group, listens to their
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problems and offers his suggestions for their solution. In this way direct leadership group
members can see, hear and talk to the leader.

The relationship with the followers is indirect. Such leaders indirectly influence and control the
thoughts of their followers. Big scientists, writers, philosophers etc. indirectly control the

followers of their respective fields.

2. Partisan and Scientific leadership- In Partisan leadership, the leader works in favor of
his In front of other groups, such a leader discusses only the good and commendable aspects of
his group and hides the bad and reprehensible aspects. The effort of such a leader is that the
group knows that his group is considered the best in comparison to other groups. Today's
political leaders often. There are partisan leaders because they show only good qualities for the
party in front of the general public. In scientific leadership, the leader lays more emphasis on
truth and justice. Such a leader makes his group discuss both the good and the bad. He brings to
light both good facts and bad facts in the search for truth. This type of leader or leadership is
seen more in the field of science. Big scientists remain connected in the search of their field. In
this search, he puts both the good and the bad sides in front of the public. Thus we see that

scientific leadership is just the opposite of partisan leadership.

3.Social, Executive and Mental leadership — In social leadership, the leader does social and
public work for his group. In this type of leadership there is a direct relationship between the
leader and the followers and all kinds of social problems are resolved in an open environment.
In short, the leader of this field has the predominance of social worker qualities. In mental
leadership, the leader demands a secluded and peaceful environment to perform his functions.
Such a leader, through his thoughts, influences the hearts and minds of others in such a way that
they get inspired to behave according to his sayings. In executive leadership, the inclusion of
both social and mental qualities is found in the leader. Such a leader has the quality of a good
social worker as well as the ability to present good ideas. it occurs. Such a leader also has a lot

of qualities related to governance and management.

4. Autocratic Charismatic, Paternal and Democratic leadership-In autocratic leadership, the
leader is the all-in-all of his group. Such a leader has more absolute power. He himself
formulates and implements all the policies and plans of the group. He punishes someone at his
will and rewards someone. He is neither responsible to anyone for this nor can any justification
be asked for it. Such a leader has less concern for the well being and well being of his members.
The leadership of a charismatic leader depends on some charisma or miraculous actions.

leadership of such persons It is accepted because some unique and extraordinary qualities are
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found in them. enough of such leaders There is real and imaginary power to show some

miracles due to sadhana, effort and other such qualities.

5. Magicians, religious leaders, Pirs, Prophets, Sai etc. are leaders of this category. The
leadership of such a leader lasts till then. As long as he has the power to perform miracles. In
paternalistic leadership, the leader is the equivalent of a father to his followers. Followers have
more reverence and respect for such a leader. Such a leader also takes care of the right and
wrong of his followers like a father.

o Democratic leadership is just the opposite of authoritarian leader. Such a leader formulates a
policy and plan only after consulting all the members of the group. There is a direct relationship
between such leader and the members. Such a leader greatly respects the comforts and feelings
of the members and does not forcefully impose his views and wishes on them. Decentralization

of authority is seen in this type of leadership.

6. Prophets, Saints, Experts and Boss- A prophet is a leader who represents God or some
other kind of supernatural power and by his actions and actions, creates this faith in the minds
of the people grants that all the power of God has come in him. Seeing such power, his
followers get very impressed with him and start worshiping him like God and start considering
his words as Brahmavakya. Saints dominate others by devotion to God and their pious conduct.
They have some such characteristics which can only be called supernatural. Common people get
greatly influenced by these characteristics. Such a person is called an expert if he has special
knowledge about a subject in a particular field. Such people are expert in a particular work art.
Because of his uniqueness, he is worshiped among the people and he has a special authority
over the people. Such a specialist has a high degree of specialization. Boss is such a leader who
pulls other people towards him because of his cleverness. Such leaders have more qualities of
eloquence and fake sociability. The owners of the factories, the big officials of the offices are

the leaders of this category.

(b) Kimball Young's classification:

Kimball Young has divided leadership into the following six parts-

1. Political boss -This type of leader is related to a political party. Such leaders are power-
hungry and quick to form factionalism and struggle. Such leaders maintain their leadership even

when other people oppose them. Such leaders try to keep their party properly organized and
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keep a close watch that the work of the party is going on smoothly. They do this because they

know. It is that his leadership will end if the party breaks up.

2. Democratic leader — Such a leader, while discussing with the group, Determines the leader
and plan. He cares more for the comfort and well-being of his members. He makes any kind of
decision together and does not impose his decision on the people. This way Leaders are tolerant

and go according to the opinion of common members.

3. Bureaucrats: Bureaucrats are those who run the administration of the government
according to certain rules and prescribed laws. Such leaders run the work of the government
department very efficiently and intelligently. They do not take decision on any problem
themselves and prefer to leave it to their higher officials. As a result, they know very well how
to flatter their senior officers and political leaders. They are power lovers.

4. Diplomat - Diplomats work as a representative of the government in another country or
international area. The kind of representation that a diplomat makes, he works according to the
policies and plans made by him. He uses words very cleverly and skillfully to serve the purpose
of his government. Kimbal Young' (Kimbal Young. 1975) has rightly remarked about a
successful diplomat. "When the diplomat says 'yes'. So he means 'probably’, if he does, perhaps,
then he means 'No' and if he clearly does 'no’, it means that he is not a diplomat at all. They
make different efforts to remove these defects and dream of building a new world. Such leaders
are less practical and more theoretical. These leaders have excess of emotions. As a result, they

They are very emotional.

6. Theorist: - The ideas of the theoretician leader are only related to principles. Hence it is
natural that there is less practicality in his thoughts and behaviour. He takes the support of logic
to confirm his views. He lives in the world of logic and by influencing his followers through

logic keeps.

c)_Lippitt & White's classification

White. 1939) conducted a study under the direction of Kurt Lewin which resulted in their The

following three types of leadership are mentioned-

1. Authoritarian Leadership - The authoritarian leader holds more absolute authority or
power in his group. He himself formulates the policies of the group and prepares the plans of
the group. The group itself knows the sequence of actions to be taken in the direction of

achieving the goals. He himself determines the activities of the members and their relations. He
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himself decides which person in the group should be rewarded and which person should be
punished. In this way, the key to the fate of each member of the group is in his own hands. Such
a leader deliberately maintains the structure of the group in such a way that the members cannot
discuss anything among themselves and all communication coming in and out of the group is

through him only. be from The sociometric structure of such a group is star-shaped.

According to Lippitt and Haight (Lippitt & White, 1939) the authoritarian leader is task-
oriented. This means that such leaders are less concerned about the welfare of the members and
emphasize on doing more and more work by the members towards the attainment of the group.
Under such leadership, the morale of the group members is low. As a result, when the leader
dies or is absent for a long time, the group gradually breaks up. Ayub Khan, Yahiya Khan,

Hitler etc. are examples of such authoritarian leaders.

2. Democratic leadership - A democratic leader is just the opposite of an authoritarian leader.
He reaches a definite decision in consultation with all the key members to determine the
policies and plans to be made for the achievement of the group goals. He distributes the work of
the group among all the members and makes every possible effort for the welfare of the
members. In this way, there is decentralization of authority and power in such leadership. The
relationship between the leader and the members is direct. The sociometric structure of a group
with such leadership is like a net. (See Fig. 16.1) It is clear from this that members freely
discuss or discuss a problem with each other under this type of leadership. There is no
interference of the leader in his work. Under such leadership, the morale of the group members
is high. As a result, the group does not disintegrate even if the leader dies or is absent for some
time. Shri Lal Bahadur Shastri, Smt. Indira Gandhi and Father of the Nation Mahatma Gandhi

are some prominent examples of democratic leaders.

3. Non-interventionist leadership (Laisses faire or abdicratic leadership) - This type of
leadership was first introduced in France in the 15th century. This type of leadership refers to
the type of leadership where the leader exercises only nominal control over the members of his
group. In this type of leadership, the leader neither guides nor gives any kind of instructions on
his behalf. The members have complete freedom as to what work to do and what not to do to
achieve the group goals. Reber' (Reber, 1985) has defined laissez-faire leadership as, 'In social
psychology, laissez-faire leadership is defined as a leadership system that operates with a
minimum of control. In a truly laissez-faire system there is no control by the leader, not even

any kind of assistance or guidance."
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In this way we see that many types of leadership have been described in social psychology. Of
these types, two types are more popular — authoritarian leader and democratic leader. Then out
of these two democratic leadership is more common because this type of leadership is seen in

most of the countries of the world

. Difference between Authoritarian Leader and Democratic Leader
Authoritarian leader and democratic leader are among the major types of leaders. Therefore it is
necessary to consider the difference between these two. Although there is a lot of similarity in
the authority function of these two types of leaders, yet there is a lot of difference in the
methods of their implementation. Lippitt & White (1939) and Fisher (1982). According to
Myers (Myers, 1988), the following are the basic differences between these two types of
leadership-

1. Absolute power is more in authoritarian leader. Often it has been seen that such a leader does
not like the interference of any other member in the formulation of group’s policy and plans and
he acts arbitrarily in determining all these. Such a thing does not happen in a democratic leader.
He has more relative authority or power. He gives importance to the opinion of the members in
finalizing the policies and plans of the group and considers the decision taken by them as his

decision.

2. Authoritarian leader is task-oriented while democratic leader is member-oriented. This means
that the ruling leader is less concerned about the interest and well-being of his members and
more concerned about getting them to work for the attainment of group goals. He only needs
work from the members, even if the members are not harmed in any way by this? The
democratic leader lays stress on the welfare and interest of the members as well as on the work
of the group. He makes every possible effort for the welfare of the members. This is the reason
that the democratic leader gets more prestige and respect in his group than the authoritarian

leader.

3. An authoritarian leader is a dictator of his group because centralization of power is found in
his hands. He himself determines the policies and plans of the group to achieve the group goal.
The members of the group are not even aware of it. On the other hand, a democratic leader is an
agent of his group because he works according to the policies and plans set by all the members

to achieve the group goal. He doesn't do any kind of arbitrariness.

4. In authoritarian leadership, there is no direct relationship between the leader and the

followers. There is more social distance between the leader and the followers. This can be seen

35



more clearly in the group. Ordinary members cannot talk directly to such a leader, rather they
can speak to a person or a person certified by the leader Can talk to the deputy leader only,
.Such a certified person or deputy leader conveys his ideas to the leader. This is the reason why
the sociometric structure of the group under authoritarian leadership is star-shaped. In
democratic leadership, on the other hand, there is a direct relationship between the leader and
the followers and social distance between them also decreases. Each member can also discuss
any problem among themselves. This is the reason why the sociometric structure of a
democratic leadership group is in the shape of a net

5. The authoritarian leader is the keystone person of his group, whose death or absence for a
long time leads to distortion of the group structure. But such a thing is not seen in democratic
leadership. The group does not disintegrate when the democratic leader dies or becomes absent.
Yes, mild upheaval definitely comes for a while. In fact, democratic leaders test their success
only by the fact that in their absence, to what extent the group is able to work satisfactorily
towards the achievement of the group goal.

6. In authoritarian leadership, there is more submission and submissiveness in the behavior of
the followers towards the leader. Even if they want to, they are not able to openly oppose the
leader. But in democratic leadership the behavior of the followers towards the leader is more

friendly. He openly puts his thoughts in front of the leader.

7. An authoritarian leader is repressive and aggressive. By following the policy of oppression
and aggression, he crushes the members of his group and fulfills his selfishness. On the other
hand, the democratic leader shows more co-operativeness, empathy and sense of difference
towards the members of his group. It wins the hearts of its members by adopting a policy of co-

operation, sympathy and discrimination and gets prestige and respect.

8. In an authoritarian leader, the ‘initiating and directing aspect' is dominant and the
‘consideration aspect' is secondary. One of the main characteristics of an authoritarian leader is
that he himself initiates a task and orders it to be completed. In this, he does not accept the
suggestions of other members and he is not even ready for any type of discussion with them. On
the other hand, the consideration aspect is predominant in a democratic leader. It consults with
other members to finalize the implementation of any policy and plan. Such leaders give less

orders to their members but believe more in getting the work done by urging.

9. Under authoritarian leadership, the morale of the group members is low. Instead of feeling of

brotherhood, the feeling of ‘we are the best' prevails in each member of the group. The result is
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that there is no sense of unity and sympathy among the members of the group, which is an
indicator of low morale. Such a group disintegrates completely as soon as the leader is removed.
In democratic leadership, there is more brotherhood and we-feeling among the members of the
group. In such a group, the members have a favorable attitude towards the leader and towards
each other. As a result, the morale of the group remains high. The structure of the group remains

organized due to high morale when the leader is absent or even dead.

10. The authoritarian leader follows the policy of 'divide and rule' among the members. Perhaps
this is the reason why he does not like the members to meet and discuss about the attainment of
group goals. On the contrary, the democratic leader does administrative work by increasing
interaction among the members and getting their cooperation. When he does not get the
cooperation of the members in the determination of group goals and group-policies, he starts
getting restless.

11. The authoritarian leader rewards or punishes any member of the group at will. for this or
other. The members of the group cannot ask him for any kind of clarification for any work. on
the other side Any member can fearlessly ask a democratic leader as to what is the reason for
awarding or punishing a particular member. Democratic leaders also answer such questions
satisfactorily. 12. In a crisis situation, members of a group with authoritarian leadership tend to
disintegrate rapidly, but in such a situation, members of a group with democratic leadership tend
to act united there is a tendency. It is clear from the above description that authoritarian
leadership and generational leadership differ from each other in their procedures quite different

from

. Theories of leadership

Social psychologists and sociologists have sought solutions to certain specific questions
regarding leadership. Chief among these questions is — How does a person become the leader of
a group? Are leaders born? A leader is effective in some situations but ineffective in other
situations. But why? To give a satisfactory answer to these questions, some theories of
leadership have been propounded by many psychologists. of which the following are the main

ones

(1) Trait theory

(2) Situational theory

(3) Contingency theory:- The main theories of this category are-
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(i) Fiedler theory
(i) Path goal theory
(iif) Vroom-Yetton theory

The critical interpretation of these theories is as follows:

1. Trait Theory

This theory is also called the Great Man Theory. This theory was born as a result of the initial
attempts to explain leadership. This theory is based on the belief that leaders are born and not
made. According to this theory, a great man or a leader has some special innate qualities due to
which he is more effective than his followers and becomes the leader of the group. Is. Due to
the set of these qualities, the leader is effective in every situation. Leaders like Martin Luther
King, Mahatma Gandhi, Hitler, Napoleon etc. had some unique qualities which were not there
in their followers and because of which they emerged in front of the people as an effective
leader. There are two main important assumptions of the Sheelgun theory which are as follows-

(i) The first important assumption of this theory is that leadership is a common attribute. A
person who has become a leader will remain a leader in all circumstances and times. There is
some empirical evidence that supports this hypothesis. For example, Carter (1953) and Gibb
(1947) found in their experiments that when a leader is removed from one group and placed in
another group, he becomes the leader of the group there too. But there have been many such
studies which prove that leadership is not a common attribute. Important studies by Carter &
Nixon (1949) and Meri (Merci, 1949) have proved that leadership is not a general quality and
that being a leader in a situation does not guarantee that he will Will be a leader in other

circumstances as well.

(i) The second assumption of this theory is that the leader has some unique traits which
differentiate him from his followers. Many such studies have been done in which an attempt has
been made to establish which the presence of which makes a person the leader of the group.
Stogdill (1948) surveyed the results of 124 studies done in this regard and Mann (Mann, 1959)
surveyed 125 such studies and found that three types of qualities are important, having which
one can become a group leader. These are — physical traits, personality traits and acquired traits.
In physical virtues, more emphasis has been laid on the physical size, strength and age etc. of
the person. Generally, to become a leader, it is necessary to have a tall, heavy, healthy body and

a relatively old person. Terman (Terman, 1940), Patridge (Patridge 1961). Studies done by
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Caldwell (1953) etc. have proved the importance of these qualities in the emergence of
leadership. Personality traits include intelligence, self-confidence. Verbosity, dominance,
adjustment, sociability, diligence, foresight, charisma and imagination power are prominent.
This has been confirmed in many studies, including Gibb (Gibb, 1961), Loretto and Williams
(1974), McGreth and Julian (McGreth & Julian, 1963), Bavelas and colleagues (Bavelas et al.
1965) etc. The studies done are very important. Some psychohistorians suggest that a more
powerful leader stems from an effort to overcome perceived weaknesses in oneself. Wolfenstein
(1967) studied the history of Lenin, Trotsky and Mahatma Gandhi and found that their inability
to deal with significant men in adolescence helped them to emerge as powerful leaders later.
There are also some acquired traits which help a person to become a leader. Group status is an
important virtue in such virtues. Mills (1967) has pointed out that most of the world's leaders
have attained their positions partly because they were born in high families. Warner and
Abegglen (Warner & Abeglen, 1955) also found in their study that most of the American
business managers were able to achieve their position because they were born in a high family.
Rudraswamy (Rudraswamy, 1964) also conducted a study in which they found that when some
subjects were made to believe that their rank or position was very high in the group, they would
lead in their behaviours started showing qualities. Is the interpretation of trait theory acceptable
to modern social psychologists? Probably not. The main reason for this is that there are some

weaknesses of this theory, in which the following are the major ones-

(i) This theory does not reveal such universal qualities which are found equally in all the
leaders, although finding such qualities is one of the main objectives of this theory. Not only
this, social psychologists have found very low correlation between leadership behavior and
personality traits, which indicates that it cannot be said on the basis of personality traits alone
who is the leader of the group. Or why does the individual become the leader of the group?

(ii) There is a lot of inconsistency and contradiction in the studies done in support of this theory.
As a result, this theory cannot be considered more reliable and valid. (iii) This theory also does
not explain the fact that why some of the people who had to struggle more in the early stages of
their life or who had to face disability became great leaders like Gandhi and Lenin. But why
most of the people could not become even small leaders. In the light of these criticisms, we
come to the conclusion that neither the emergence of leadership by virtue theory. Its origin is
not explained, nor is its effectiveness so modern society. Psychologists have replaced this

theory by other new theories.
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2. Situational theory: -

“The situational approach implies that a particular individual can be leader in one setting and
not in another because it is the characteristics of the situation and not the person that lead to

leadership attainment”. (Feldman Social Psychology, 1985)

The presentation of the situational theory was due to dissatisfaction with the trait theory. When
social psychologists became convinced that the origin or emergence of leadership could not be
explained by the trait theory, then they turning to the characteristics of the group situation,
according to this theory, leadership development is not due to the traits of the individual, but the
characteristics of the group. Who will be the leader of the group is determined not by the
modesty of the person’s personality but by the present situation or time of the group. That’s
why this theory is also called Time theory or Zeitgeist theory. Clearly, then, according to this
principle, they are not born, but they are born by molding the circumstances. According to this
theory, a person may be a leader in one situation but may not be a leader in another situation
because the position of leader is given to a particular person by the characteristics of the
situation. Feldman (1985) while doing this theory said, ‘“Situational theory states that a
particular person can be a leader in one situation and not in another because leadership is

achieved by the characteristics of the situation and not the characteristics of the individual.”

It is clear that according to the situational theory, who will be the leader of the group; it is
determined by the situational time. Cooper and McGaugh (Cooper & McGaugh, 1969) have
brought some facts to light by studying in support of this theory. These people say that if Hitler
had started his movement in America instead of Germany, he would have been thrown in jail;
he would have been admitted to a mental hospital. There are some recent examples of this in
India as well. If Mrs. Indira Gandhi had not been shot dead on October 31, 1984, would Rajeev
Gandhi have been the Prime Minister of India immediately? Probably not. But the situation
arising out of his murder was such that he was made the leader of the people of India. Similarly,
before 1974, Mr. Jaya Prakash Narayan did not give that much successful leadership to the
people. But after March, 1974 some such situation arose due to which he emerged in front of
the people as a successful revolutionary leader. It is clear that a person does not emerge as a

leader until a certain situation or time comes. So time is powerful and not the person himself.

Now the question arises that what are the characteristics of the group situation which influence
the emergence of leadership. Many studies have been done In this regard. The group
characteristics that have emerged in the light of some major studies are as follows — It is clear

from the studies of Carter and associates (Carter et al. 1951) and Ketch and his associates
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(Kretch et al. 1962) that when the group is large If it happens, then the possibility of many types
of leaders being born in it increases. Kurokawa and Misumi (1975) have shown on the basis of
their study that the type of leadership is also determined by the size of the group. For example,
the origin of task-oriented leaders is more in large groups, but the origin of emotional leaders is
more in small groups. Similarly, Dyson and his colleagues (Dyson et al. 1976) have shown on
the basis of their study that the emergence of a homogeneous group leader is delayed. Some
studies have shown that the crisis situation of the group also has an impact on the emergence of
group leadership. If there is a severe crisis in front of the group or the feeling of competition
among the members of the group has become very intense, then in such a situation, the
possibility of an authoritarian leader to emerge in the group becomes very intense. Humbin
(1958) and Worchel and his associates (Worchel et al. 1977) have confirmed this fact on the
basis of their respective studies. Some studies have also shown that leadership emerges from the
need of the group is influenced. In each situation the group has some special needs. The person
who is able to fully satisfy those needs, the group accepts him as its leader. The main
requirement of the Indian freedom struggle movement was such a leadership that would give
satisfactory liberation to the Indians from the British rule. Since people like Mahatma Gandhi,
Nehru etc. were successful in fulfilling this need; the people of India accepted them as their
leader. Bales (Bales, 1953) has also shown on the basis of his study that when the group need
changes, it also changes the leader of the group. This happens because the old leaders are not
able to satisfy the changed needs. Later, Barnlund (1962) also confirmed Wells' conclusion as

he found in his experiment that leadership changes when the task of the group changes.

Thus it is clear that the emergence of leadership is influenced by a variety of situational factors.
The characteristics of the situation determine not only who will be the leader of the group but
also the type of leader that person will be. Sanford (1950) found in his study that authoritarian
followers do not prefer group-oriented or democratic leaders. They only like the ruling class.
According to Halpin (1954), group members seek democratic leadership in low-risk tasks, but

followers seek authoritarian and task-oriented leaders in high-risk tasks.
Some criticisms of the situational theory have also been made which are as follows-

1. This theory cannot explain the fact that why some people always remain leaders and why

some people always remain followers even when the conditions are equal.

(2) This theory also cannot tell that in which particular situation which person will become a

leader. Feldman (1985) has expressed his view in support of this criticism that this theory. "The
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biggest difficulty is that we are unable to tell who the person chosen to be the leader will go.

Thus, in predicting who is going to be the leader, in this situational?

The theory is inadequate.” The conclusion is that the situational theory - in itself - is as
incomplete in explaining the emergence of leadership as the trait theory. In fact, the former
explanation of leadership is satisfactory only when we relate it to both the situational theory and
the trait theory. Therefore, the best theory of leadership is one that takes into account both the
individual's traits and the characteristics of the situation. Psychologists have proposed the

contingency theory has given similar emphasis.

3. Contingency theory:-

“The greatest difficulty is that we are unable to tell which particular individual will be choosing
as leader. In terms of predicting who is going to emerge as leader, than a purely situational

approach is inadequate. “(Feldman, 1985)

Relevance theory is less concerned with the emergence of the leader and more with its
effectiveness. According to this principle, an effective leader can only be a person who has
appropriate leadership traits and at the same time can meet the demands of the situation. It is
clear that in relevance theory, leadership is explained by the interaction or effect of qualities and
situations. Basically three principles are very important in relevance theory neither we are

separating the explanation of all three one by one.

a. Fiedler’s contingency theory:

As the name suggests, this theory was propounded by Fred Fiedler in 1964. Fiedler has tried to
explain in his theory that the leader becomes effective because he has personality traits and at
the same time the situation is favourable. In other words, according to Fiedler, leadership
effectiveness is determined by both the leadership style and the group situation. The reason for
the effectiveness of Rajiv Gandhi’s leadership was on the one hand his own personality and on
the other hand the special situation of the country was such where no successful alternative
party to the Congress € party could be seen. The scientific explanation of Fiedler’s relevancy

theory has been divided into the following parts-

i.  The situation
ii.  The leader’s style
iii.  The model which suggests that
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Which type of leadership is more effective in which situation? The description of these three is

as follows-

The situation may be favourable or unfavourable for the position of the leader.
Favourable situation is called when the leader is able to control the members of his group. The
effectiveness of leadership increases in a favourable situation.

According to Fiedler, the following are the three factors that determine the favourableness of

the situation for the leader:

1. Leader-member relations: If there is a cordial relationship between the leader and the group
member. If so, then that situation is considered quite favourable for leadership. But if the
members look at the leader with suspicion hate him, then that situation is considered

unfavourable for the effectiveness of the leadership.

2. Task structure — When the work done by the members is structured and there is so much
clarity in it that the members do not have any confusion in doing it, then that situation also leads
to leadership Considered favourable for the effectiveness of On the other hand, when the
members are faced with unstructured tasks in which ambiguity is high, it becomes difficult to

provide group leadership and leadership effectiveness is reduced.

3. Power position of the leader: The wider the power position of the leader, the more favorable
that situation is for the effectiveness of the leadership. The power level of the leader refers to

the privilege of giving rewards and punishments to its members.

(i) Leadership style—In Fiedler’s theory, only the group’s influence in Ileadership
effectiveness not only the situation but the quality or type of leadership is also important. It has

become clear from the studies done by his colleagues that there are two styles of leadership.

1. Task-oriented leadership — Task-oriented leaders basically believe in getting their
members to work at any cost. They only want work, even if no one has to suffer any loss from
it. Such a leader does not care about the mutual relations and interests of the members.

2. Group-oriented leadership- Group-oriented leader is cordial with his members. They
make more efforts to maintain relations and do their work while taking more care of the
interests of the members. This way more emphasis on maintaining close personal relationship

with the leader members

Let’s put that’s why such a leader is also called a relationship-oriented leader. Fiedler also
created a questionnaire based on the answers to which he was able to determine whether an

AMU leader was task-oriented or group-oriented. They termed this questionnaire as the Least
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Preferred Coworker Scale or LPC Scale, which is separated from each other by 8-points of
the eight points on each pair of adjectives, the point marked by the subject is the actual score.
By adding together the scores obtained on all the pairs, the total score of that application is
determined. If the total score is high (high LPC), then the person is considered to be a group-
oriented leader, but if the total score is low (low LPC), then the person is considered to be a
task-oriented leader. The first type of leader (group oriented) gives the first place to the
satisfaction of the members and their harmonious relationship and gives a secondary place to
the performance of the work, while the second type of leader gives the first place to the

performance of the work and gives a secondary place to the satisfaction of the members.

(iti) Prediction from Model — When Fiedler explained the suitability of the situation and the
leadership type, in the end he made some predictions about the effectiveness of the leader on the

basis of his model which are as follows-

(1) Task-oriented leader is highly favourable and more unfavourable (highly unfavourable)
prove to be effective in both the circumstances but when the favourability of the situation is in
the middle (i.e. neither less nor more) so task-oriented leaders do not prove to be very effective

in such situations.

(2) The group-oriented leader has the opposite pattern. Group-oriented leaders are more
effective when the compatibility of the situation is in the middle, but their effectiveness goes on

decreasing when the compatibility of the situation is low or high.

To test the validity of this theory of Fiedler, many social psychologists like Chemers and
Skerzypeck (1972), Rice (Rice, 1981) and Main and his colleagues (Graen et al. 1970) have
researched. Most of the results have gone in favor of this theory. But some people have also
found some demerits in this theory. Before explaining the demerits, we consider it essential to

explain the following three merits of this theory-

i. This is the first such theory which has clearly stated that the nature of leader's effectiveness

is determined by both the characteristics of the situation and the quality or type of leadership.

(i) The theory makes specific predictions about those qualities of the leader and those

characteristics of the situation. From which the effectiveness of the leader is determined.

(1) Sturbe & Garcia (1980) conducted studies in the field of this theory till 1980 analyzing it, it
has been shown that Fiedler's theory about leadership effectiveness is a successful, makes

reliable and valid predictions.
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In spite of these merits, there are some demerits of this theory which are as follows-

1. Some psychologists like Schein (Schein, 1980) say that it is a difficult task to measure the
contingency variables of Fiedler’s theory. For example, it is difficult to measure precisely how
good leader-member relations are, how structured the group work is, how much authority the
leader has over its members, and so on. The result of all this is that leadership effectiveness
cannot be explained correctly by this theory.

2. In this theory, the characteristics of group members i.e. followers have been ignored
whereas the truth is that these also determine the effectiveness of leadership.

3. According to Mitchell and his colleagues (Mitchell et al., 1970), one of the main problems
of Fiedler’s theory is that it does not distinguish between task-oriented leader (low-LPC leader)
and group-oriented leader (high L.PC leader). There is a lot of vagueness about the behaviours.
According to Fiedler’s study, low-LPC leaders are task-oriented, but some studies have found
that low-LPC leaders are more socially sensitive than high-LPC leaders and are punitive.

4. Several recent studies, most notably those of Main and colleagues (Graen et al., 1970) and
Ashour (1973), have found a significant relationship between LPC and leadership effectiveness.
The correlation that Fiedler mentions in support of his theory, though in the right direction, is
statistically non significant. This clearly means that LPC is not related to leadership
effectiveness.

5. According to Worchel and Cooper (Worchel & Cooper, 1970) in this principle the
adaptability of the situation. No objective way of measuring favourableness has been suggested.
6. Some people are also of the opinion that Fiedler based his theory on only three dimensions.
Only the situation has been classified but there are many other dimensions on the basis of which
situations can be classified. Such dimensions are not even mentioned in this principle.

7. Worchel & Cooper (1979) have also pointed out that the theory did not explain the effects
of change in circumstances on leadership effectiveness. Is. For example, suppose a low LPC
leader enters a group where the situation is unfavourable, but by his efforts he makes it
moderately favourable, then can he still remain in this improved situation? Will it be less

effective? The answer to this question cannot be clearly found in this theory.

In the light of these criticisms, it remains to be doubted whether Fiedler’s contingency theory
accurately predicts leadership effectiveness. Nevertheless, the importance of this theory is
considerable because it clearly states that leadership effectiveness is based on the confluence of

both leadership type or quality and situation.
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b. Path goal theory :-

The root of this theory lies in the research and experiments done by Martin Evans (1970) and
Robert House and his associates (Robert House et al., 1971). The essence of this theory is that
both leader behaviour and contingency factors together influence the behaviour and attitude of
the followers properly and increase the effectiveness of leadership. According to this theory, a
leader is responsible for the satisfaction, motivation and performance of group members. Their
satisfaction affects motivation and performance. It can affect in the following three ways.

(1) By giving proper rewards to its members can Leaders can influence the satisfaction,

motivation and performance of the members

2. By giving such rewards only when the performance goals are achieved.

3. According to Podsakoff (1982), the third way to increase satisfaction, motivation and
performance of the members is to create paths that lead to the goal of your followers or
subordinates clarify the path (i.e. tell them what they should do to achieve the goal) and make it
easy for them to walk on the paths (i.e. guide your subordinates in the right direction as needed,

provide directions and advice).

The basic facts of path-goal theory can be broadly divided into two parts and presented.
(a) Styles of leadership behaviour

(b) Contingency factors

The explanation of these two is as follows-

(a) Styles of leadership behaviour — In this theory, emphasis has been laid on the following

four types of leadership behaviour-

1. Directive leadership — In this type of leadership, the leader gives various opinions or
suggestions to his subordinates related to reaching the goal. He tells them what they should do,
how they should do it, etc. so that they reach the goal as soon as possible. Such a leader also
inspires his members to act according to a standard rule.
2. Supportive leadership — In this type of leadership, the leader takes more care of the
interests and well-being of his followers and subordinates. He makes every possible effort to
fulfill as many of their needs as possible.
3. Participative leadership — In this type of leadership, the leader takes any decision with his
subordinates. Takes opinion from (subordinates) and gives special respect to their suggestions.
To decide all shows great readiness to implement.
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4. Achievement-oriented leadership- In this type of leadership, the leader sets challenging
goals for his subordinates and motivates the subordinates to take personal responsibility for
achieving them. Is. The leader often emphasizes that his followers are capable enough to
achieve these challenging goals. It has become clear from the studies carried out in the field of
this principle that the same leader can act in different circumstances. All four leadership types
can be adopted.

b. Contingency factors—In this theory, emphasis has been laid on the fact that any one type
of leadership style can affect the satisfaction and motivation of subordinates or followers in
every situation. Growth is not possible. Therefore, different types of leadership are effective for

different situations.

In this theory, the following two types of institutional factors have been considered important,
which tells to what extent a certain type of leadership will be successful in increasing the level

of satisfaction and motivation among the members-

a. Personal characteristics: There are certain personal qualities of group members which
determine the extent to which they are satisfied with a certain type of leadership. Such major
qualities are as follows-

a. Ability — When the group members have less ability, they like the directive leadership and
this type of leadership gives them more satisfaction and their motivation. The level of
motivation raises high, but when the potential of the members is high, the guiding leadership,
they do not like such a leader and they consider such a leader as a major obstacle in the
direction of achieving the goal. It became clear that the effectiveness of a directive leader is

only in the situation when the ability of the members is low.

2. Focus of control — There are two types of members in the group. There are some members
whose locus of control is internal but there are others whose locus of control is external.
Members with an internal locus of control understand that whatever happens to them is under
their own control, but members with an external locus of control understand that whatever is
happening to them is being controlled by an external situation. Mitchell and his colleagues
(Mitchel et al., 1975) have shown on the basis of their study that members with internal locus of
control prefer participatory leadership and are more satisfied with such leaders, while those with
external locus of control Point members prefer directive leadership more and they get more

satisfaction from it.

3. Needs and Motives——The needs and motivations of the members also determine the fact

that they will be more satisfied with the type of leadership style, for example, members who
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have achievement needs. Need for achievement is high, they like achievement oriented
leadership more and they get more satisfaction in working with such a leader. But members who
have a strong need for affiliation are more likely to prefer supportive or participative leadership.

(b) Characteristics of work environment: The environment in which members work for their
goal attainment is called work environment. There are certain characteristics of the work
environment that also determine which type of leadership will result in greater satisfaction
among its members. According to House (1971), the most effective leadership style is the one
that fills the gaps in the work environment of its followers by providing guidance and support.
According to this theory, if the members of the group are doing some unclear work, then in such
a situation, the directional leadership will be more effective. Under such leadership, the
satisfaction, motivation and performance of these members will be very good. On the other
hand, if the members are doing structured work in a group where the work policy is very clear,
then directive leadership will not be beneficial and effective; rather it will create frustration
among the members. It is clear from this that this theory emphasizes the fact that before
adopting any kind of leadership style, the leader should see how the working environment of the

members is, that is, how He has to work in the circumstances of the establishment.

The most important feature of this theory has been told that in this, attention has been paid not
only to the different styles of leadership but also to the characteristics of subordinates and the
characteristics of leadership situation, due to which leadership can be effective. Despite this,
people have tried to draw attention towards some demerits of this theory. According to Robbins
(Robbins, 1983), since this theory is still very new, the experimental validity of its concepts has
not been fully tested. Therefore, the experimental veracity of its concepts has not been fully
tested.

Therefore, it would not be appropriate to accept its predictions as correct. Szilagyi and Wallace
(Szilagyi & Wallace, 1980) have drawn attention to the following two major flaws of this

theory-

(1) Four types of leadership have been described in this theory. But how are they measured or
what are its measuring criteria, it has not been explained. Participative leadership in particular

the measurement of leadership) and achievement-oriented leadership is even more precise.

(2) In this theory, more emphasis has been placed on the prediction of the satisfaction and

motivation of the group members, but the prediction of the performance of the members has
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been ignored, although the satisfaction of the members All three are considered to be equally

important concepts.

C) Vroom & Yetton’s Theory

This theory has been propounded by Vroom and Yetton (Vroom & Yetton, 1973). In this
theory, the leader has been considered as the major role decision making and this theory
basically throws light on this point. Keeping the spirit of contingency theory in mind, it also
explains situations in which different styles of decision making may prove more appropriate

these principles are described below. We can explain it by dividing it into three parts —
1. Alternative decision type — In this theory there are five alternative decision types._

This theory describes five alternative decision styles that a leader can use to decide on a

problem. What are those five types—

a. Autocratic decision style in this type of decision style, the leader does not give any
information about the problem of the group to his subordinates. We are about to be decided. It
has two alternatives — Al and AILAI. The leader takes the decision without telling anything to
the subordinates, but in all he partially asks his subordinates on some aspects of before taking
the decision.

b. Consultative styles — In this type the leader takes advice from his followers and expects
their help in deciding the group problem. It has two alternatives Hd and CICI in which the
leader consults each member of his group individually and then arrives at a decision. But in ClI
the leader consults the members not individually but collectively and arrives at a decision.

c. Group consensus style — This is called GlI and this decision type the leader sits in a group
with his followers and takes a decision by obtaining the consent of the group. This final

responsibility and authority for the decision rests with the leader.

Thus we see that there are five alternative decision types — Al All CI, Cll and GII which can be

used by the leader.

2. Decision effectiveness: In Embryo and Aiton’s theory, three such important components
have been mentioned which affect the effectiveness of the rule taken by the leader. Those tone
elements are as follows-

e Decision quality: If the problem of the group is very important and the alternative solutions

given to it are such that they are quite different from each other, then in such a situation it is
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worthwhile to take a decision in which Should be of high quality so that the problem is solved
properly. On the other hand, when the problem is simple and whose alternative solutions are
almost the same, then in such a situation the qualitative level of the decision is not necessary to
be high. Therefore, the effectiveness of the leader increases when decisions are taken according
to the importance of the situation.

o Decision acceptance: The acceptance of the decision means that to what extent the decision
taken by the leader is accepted by his subordinates and has been complied with. The
effectiveness of the decision taken by the leader clearly depends on the extent to which it is
accepted and followed by the subordinates or followers. A high-level attribute or decision may
also be trivial if it is not followed and used by the subordinates.

e Timeliness — Timeliness means that the decision is made within a certain period of time
should be done within. It does not occur to either the leader or his subordinates that it takes
more time than necessary to make a high-quality decision. If they do, then there. This
attractiveness to subordinates has a bad effect on effectiveness.

e Choosing a particular decision style an important aspect in Vroom & Yetton’s Theory_is
which decision style a leader adopts because the effectiveness of the decision is directly related
to that style is affected.

According to this theory, the effectiveness of a leader is directly affected by that style.
According to this principle, flexibility is more in the leader. Therefore, in the same situation, by
adopting different types of decision style like autocratic style or consultative style, he makes his
decision effective in that particular situation. It does not happen that authoritarian type decision
making leaders cannot conduct advisory programmes. He has been told a special quality of this
principle. In this theory also on some such questions has been considered, on the basis of whose

answers the leader is able to decide which decision style should be adopted.

This theory has some merits and demerits.

The main merits are as follows-

i. This theory is a normative model of leadership which explains the factors by which the
leader can determine the level of his participation in the process of decision-making according
to the situation. Gets help. According to Robbins (Robbins, 1979) this is the main quality of this
theory.

J. (i) According to Arnold and Feldman (Arnold & Feldman, 1986) another important quality

is that in this theory the leader is considered a flexible and not a rigid person. In other words,
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the leader adjusts his decision style to suit the situation. If the autocratic style would be more
effective in the situation, he tends to make authoritarian decisions and if he feels that the
consultative decision would be more effective in the situation, then he tends to make such
decisions. It happens. In fact, this quality of theory makes it different from Fiedler's theory
because in Fiedler's theory, the leader is considered to be a rigid and not a flexible person.
According to Fiedler theory, authoritarian leaders can only take authoritarian decisions. They do
not have the ability to make other types of decisions. It is clear that in Vroom & Yetton’s
theory, the leader is considered more effective than Fiedler's theory. In spite of these qualities,
some demerits of this theory have been told, which are as follows-

The main demerits are as follows: -

i. Some social psychologists have neglected this theory as a complex theory and have said that
despite this complexity, leadership behaviour cannot be explained by this theory in all
situations.

J- (i) The actual data for this theory were obtained not in leadership situations but through
self-reports by managers of different organizations. Therefore, some critics are of the opinion
that the truth of the theory should be in the context of organizational leadership. But it will
happen in other normal group conditions, it is difficult to say. Despite these criticisms, this
theory as stated by Field (Field, 1912) is an important step in the field of leadership. This theory
explains such a unique model of leadership and decision-making process, which we do not find

in other theories.
Q.1 Whatis Leadership?

Ans. Leaders and their leadership skills play an important role in the growth of any
organization. Leadership refers to the process of influencing the behaviour of people in a
manner that they strive willingly and enthusiastically towards the achievement of group

objectives.

Q.2 What is the important quality of a leader.

Ans. A leader should have the ability to maintain good interpersonal relations with the
followers or subordinates and motivate them to help in achieving the organizational

objectives.
Q.3 Features of Leadership?
Ans. Influence the behaviour of others:
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Leadership is an ability of an individual to influence the behaviour of other employees in the
organization to achieve a common purpose or goal so that they are willingly co-operating
with each other for the fulfillment of the same.

Inter-personal process: It is an interpersonal process between the leader and the followers.
The relationship between the leader and the followers decides how efficiently and effectively
the targets of the organization would be met.

Attainment of common organizational goals: The purpose of leadership is to guide the
people in an organization to work towards the attainment of common organizational goals.

The leader brings the people and their efforts together to achieve common goals.

Continuous process: Leadership is a continuous process. A leader has to guide his
employees every time and also monitor them in order to make sure that their efforts are going

in the same direction and that they are not deviating from their goals.

Group process: It is a group process that involves two or more people together interacting

with each other. A leader cannot lead without the followers.

Dependent on the situation: It is situation bound as it all depends upon tackling the situations

present. Thus, there is no single best style of leadership.
Describe the Importance of Leadership:

Ans. Initiating Action: Leadership starts from the very beginning, even before the work
actually starts. A leader is a person who communicates the policies and plans to the

subordinates to start the work.

Providing Motivation: A leader motivates the employees by giving them financial and non-
financial incentives and gets the work done efficiently. Motivation is the driving force in an

individual’s life.

Providing guidance: A leader not only supervises the employees but also guides them in
their work. He instructs the subordinates on how to perform their work effectively so that

their efforts don’t get wasted.

Creating confidence: A leader acknowledges the efforts of the employees, explains to them
their role clearly and guides them to achieve their goals. He also resolves the complaints and

problems of the employees, thereby building confidence in them regarding the organization.

Building work environment: A good leader should maintain personal contacts with the
employees and should hear their problems and solve them. He always listens to the point of

view of the employees and in case of disagreement persuades them to agree with him by
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giving suitable clarifications. In case of conflicts, he handles them carefully and does not
allow it to adversely affect the entity. A positive and efficient work environment helps in
stable growth of the organization.

Co-ordination: A leader reconciles the personal interests of the employees with the
organizational goals and achieves co-ordination in the entity.

Creating Successors: A leader trains his subordinates in such a manner that they can succeed

him in future easily in his absence. He creates more leaders.

Induces change: A leader persuades, clarifies and inspires employees to accept any change
in the organization without much resistance and discontentment. He makes sure that

employees don’t feel insecure about the changes.

Often, the success of an organization is attributed to its leaders. But, one must not forget that
it’s the followers who make a leader successful by accepting his leadership. Thus, leaders and

followers collectively play a key role to make leadership successful.

Describe the Qualities of a Leader.
Ans. Personality:
A pleasing personality always attracts people. A leader should also friendly and vyet

authoritative so that he inspires people to work hard like him.

Knowledge:

A subordinate looks up to his leader for any suggestion that he needs. A good leader should

thus possess adequate knowledge and competence in order to influence the subordinates.
Integrity:

A leader needs to possess a high level of integrity and honesty. He should have a fair outlook

and should base his judgment on the facts and logic. He should be objective and not biased.

Initiative:
A good leader takes initiative to grab the opportunities and not wait for them and use them to

the advantage of the organization.

Communication skills:

A leader needs to be a good communicator so that he can explain his ideas, policies, and
procedures clearly to the people. He not only needs to be a good speaker but also a good listener,

counsellor, and persuader.
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Motivation skills: A leader needs to be an effective motivator who understands the needs of

the people and motivates them by satisfying those needs.

Self-confidence and Will Power: A leader needs to have a high level of self-confidence and
immense will-power and should not lose it even in the worst situations, else employees will

not believe in him.

Intelligence: A leader needs to be intelligent enough to analyze the pros and cons of a
situation and take a decision accordingly. He also needs to have a vision and fore-sightedness
so that he can predict the future impact of the decisions taken by him.

Decisiveness: A leader has to be decisive in managing his work and should be firm on the
decisions are taken by him.

Social skills: A leader should possess empathy towards others. He should also be a humanist
who also helps the people with their personal problems. He also needs to possess a sense of

responsibility and accountability because with great authority comes great responsibility.

Leadership Styles

Autocratic leadership style: It refers to a leadership style where the leader takes all the

decisions by himself.

Democratic leadership style: It refers to a style where the leader consults its subordinates

before taking the final decision.
Laissez-faire or Free-rein leadership style: It refers to a style where the leader gives his
subordinates complete freedom to take the decisions.

CHAPTER-7
COMMUNICATION

Communication

Meaning and nature of communication:-

"Communication is the process of importing one's thoughts and ideas to other by speech,
symbols or signs. In this process the individual also becomes aware to other's thinking and
ideas." -Author

An important process of human interaction is communication. It is a fundamental part of the
complex processes of social interaction. The English version of ‘communication’ is derived
from the Latin word 'communis' which means common. In communication a living being
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establishes a common understanding with another living being. Therefore, it can be said that
in communication two or more beings or persons exchange information and feelings among
themselves. Animals also have the ability to communicate. They convey their feelings to
other members of their species through their special expressions or speech. Human
communication differs from animal communication in the sense that humans have the ability
to use some common response signals, such as words, etc., during communication. Thus
humans have the ability to use written or oral language. By using these in communication, a
person conveys his thoughts, thoughts etc. to others and also becomes aware of the thoughts,
thoughts etc. of others. If we want to define communication, it can be defined in this way —
the process of conveying our thoughts and ideas to others through language, signs or symbols
is called communication. In this process, a person also becomes aware of the thinking and
thoughts of others.

As far as human communication is concerned, it is related to different situations. The nature
of such situation may be personal or impersonal, may be formal or informal, may be direct or
may be indirect. Social psychologists have classified such situation into five categories. It is

divided into main parts which are as follows-

1. Two-way communication - In this type of situation there are only two persons who

exchange ideas among themselves. Communication between husband and wife,
communication between two friends, communication between mother and daughter are
examples of this type of communication. The nature of such communication is more

informal.

2. Small group communication- In this type of situation more than two persons is involved
in the communication. Here the form of communication can be direct or indirect, when it
is indirect; it will be through other members of the group. The communication between
family, neighborhood and among one's co-workers is an example of this type of

communication. The nature of such communication is more informal.

3. Public communication: - This type of communication takes place in public places like

schools, colleges, offices. It happens in temple, mosque, playground etc. The nature of

such communication is more formal and less informal.
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4. Organizational communication — The situation of this type of communication is some

or the other institution like hospital, industry, government institution, educational
institution etc. This type of communication is formal, structured and done with a specific

purpose. Various channels are used in this type of communication.

5. Mass communication: Many people are involved in this type of communication and mass

communication media such as radio, television, newspapers, cinema, etc. are used in this.
This type of communication is more formal and structured than other types of
communication. This type of communication is one way. It became clear that the form of
communication is somewhat complex. The complexity of its form can be easily estimated

from its various forms.

Types of Communication

If we pay attention to communication properly, it will be clear that there are many types of it-
such as downward communication, upward communication, one-way communication, two-
way communication etc. etc. But all these types of communication can be broadly divided

into two main types-

1. Verbal Communication - Verbal communication is called such communication whose

basis is language. In such communication, the communicator expresses his thoughts and
feelings by speaking in written language or in the form of words or sentences. By listening to
such voices or reading the written message, the receiver of the state understands their
meaning and reacts accordingly.

Verbal communication is used more by humans. But apart from humans, it is also used by
orangutans, monkeys and parrots, although the verbal communication used by these animals
is not as developed. According to the facts known so far, orangutans use about 300 different
types of sounds to communicate. According to Torrance (1986), orangutans can be easily
taught up to 200 words of American Sign Language.

There is also a difference between the verbal communication of humans and the verbal
communication of animals that humans are able to express their thoughts in the form of long
sentences by combining different words whereas animals do not have such ability. Not only

this, humans are able to create new words and use them but animals do not have such ability.
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2. Non-verbal communication - In communication, a person does not only use language,

but apart from that he also uses other non-verbal behaviors. For example, intonation of voice,
body posture, facial expression etc. are also used in communication. Such signals are called
non-verbal cues and such communication is called non-verbal communication. In other
words, nonverbal communication refers to communication in which a person expresses his
thoughts and feelings using nonverbal signals.

Danzinger( Danzinger, 1976). Studies by Harper and colleagues (Harper et al. 1978) and
Mehrabian (1972), Bayon, Byrne & Branscombe (2006), made it clear that non-verbal
communication has many elements or aspects in which the following are the five pleasures-
1. Proxemis.

2. Kinesics

3. Facial Expression

4. Touching

5. Paralanguage

The importance of these five is described below-

1. Proxemics — In this element or aspect of nonverbal communication, signals received
from the physical distance between the communicator and the receiver of information are
studied. It is clear from the studies done by the psychologists that the distance between
the communicator and the receiver of information and the attitudes generated by the
previous interactions between the two persons are revealed. If the physical distance
between these two is less, then it is generally understood that the relationship between
them is sweet and intimate. Based on their study, Heshka & Nelson (1972) reported that
when the physical distance between the two is less i.e. they are sitting or standing nearby,
it means that Both have a good relationship and both have a friendly attitude towards
each other. Mehrabian (Mehrabian. 1968) has also confirmed this fact on the basis of his
study. Becker (1973) found in his study that when the communicator and the receiver of
information are unfamiliar to each other, the physical distance between them is greater

while concluding.

2. Kinesics — This element or aspect of nonverbal communication is related to the body
position, posture, gesture and other bodily movements shown by the communicator while

communicating. it happens. This is collectively called body language. It is often seen that the
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communicator makes a special gesture while giving any information and adopts a special
kind of body posture. Such gestures and body posture say a lot in themselves and other
people can easily attach its special meaning. There have been many studies related to this.
Mehrabian (Mehrabian, 1968) has stated on the basis of his study that when two persons talk
to each other, the person who adopts a more relaxed body posture is considered to be of high
status or status cracked up to be. It is considered disrespectful for a person of low rank or
status to adopt a loose body posture in front of a person of higher status. Apart from this, the
person's self-confidence and status is also revealed by the way a person walks. A person who
adopts a taut body posture while walking usually means that the person is more confident and
has a higher social status. Very important meanings also emerge from other body postures
and gestures. Mehrabian (Mehrabian, 1971) found in his study that when a person walks with
a stooped body posture, it means that he is in a state of emotional distress. In a study by
Mehrabian, subjects were shown photographs taken in different postures of communication
and were asked to describe their meaning. When the communicator is found leaning forward
slightly and showing an open and attractive body posture, gestures, he is perceived as a
dignified, self-confident and highly idealized person. Similarly, if a person shakes hands in a
jerky manner, then according to Mehravian it means that the person is showing respect only
from the upper mind.

There have been many such studies from which it has been found that the emotional states of
a person are also revealed by body language. For example, when one part of the body does
something to another part (as in touching, rubbing, rubbing, etc.), it can elicit emotional
arousal. Similarly, large-scale body movements also provide important information about a
person's emotions and apparent traits. This fact has been confirmed by a study by Aronoff,
Woike & Hyman (1992). In this study, two types of characters were identified in classical
ballet, one type of characters were those who performed dangerous and threatening roles and
the other type of characters were those who played amicable roles and used to play a
sympathetic role. After this, the examples of dances performed by both these types of
characters in real dance were analyzed to know that they actually used to dance adopting
different postures. Aronoff and his associates, The hypothesis was that while dancing by
dangerous and threatening characters, more diagonal or angular postures will be adopted
while cordial and comparatively more circular or circular gestures will be done while
dancing by sympathetic characters.

This hypothesis was found to be confirmed in the results of the research more recently,

Schubert (Schubert, 2004). Studies conducted have shown that the meaning of specific

58



pasture is different for men and women it varies. For example, for men, gestures related to
bodily force such as fist of hands shows that the man wants the power or has achieved it
already. Such gesture by a woman shows her helplessness, despair of not getting power etc.

3. Facial expression or display — Facial expression is an important element in nonverbal
communication. Anan expression shows the level of affiliation and the level of generosity in
the behavioral relationship. Closeness is indicated by eye contact and eye movement.
Mehrabian (Mehrabian, 1971) has confirmed this fact with his study. Exline and Winters
(Exline & Winters. 1965) have shown on the basis of their study that if two people like each
other and have a favorable attitude towards each other, then both of them have eye contact. )
is straightforward and direct but if they hate each other, they will not even like to see each
other. Rubin (Rubin, 1970) found in his study that in heterosexual love, both people maintain
direct eye contact with each other. Ellsworth (Ellsworth, 1979) has found in his study that
when a person gives some information by frowning and shrinking his nose, it means that the
person is showing a feeling of unhappiness and disgust. The fist of the hand shows that the

person has or has received strong thoughts or power.

4. Touching — Touching or physical contact also reveals a person's thoughts and possible
future behavior. There are many factors related to touch or physical contact that have
received the attention of psychologists. Who is the person touching (friend, stranger, person
of the same sex or person of the opposite sex)? What is the nature of physical contact? Means
being touched for a short time or for a long time being touched in a simple way or being
touched in a vigorous jerky way; Which part of the body is being touched and under what
circumstances it is being touched, etc. All these aspects of touch can be used to predict the
behavior of many partners, which shows affection, respect, sexual interest, dominance and
aggression etc. Studies by Alagna and colleagues (Alagna et al., 1979) and Smith, Gier &
Willis (Smith, Gier & Willis, 1982) have shown that when touch or physical contact is
perceived as appropriate, it Positive reactions are produced in the person touched. Hand-
shake has also been considered as an important indicator by psychologists. When a person
shakes hands in a proper and firm manner, he naturally leaves an impression of a good image
on the other person with whom he shook hands. A study by Chaplin and colleagues (Chaplin
et al., 2000) found that when a person shakes hands more slowly and firmly, they are
generally perceived as more extroverted and open. The person of nature is considered. At the

same time, such a person is also able to generate a good first impression on the other person

59



0

with whom he has shaken hands, today's characteristics such as intensity, heaviness, pitch
etc. of the voice.

5. Paralanguage — Paralanguage means that the motivation and emotion of the
communicator can be known on the basis of what is taken out of the mouth by the
communicator. If a person speaks in a loud voice, if it goes to Sura, it clearly means that the
person is in a state of anger and he is trying to control his negative attitude expressing
negative feeling. In the same way, if a communicator says something in a soft voice, it shows
that the person is saying something in a calm manner and with a generous mind.

It became clear that non-verbal communication is an important form of communication,
which provides important information about many aspects of the communicator. Prominent
in these aspects are closeness of communication, trust, power, attractiveness and status. No
light is directly thrown on those aspects by verbal communication. Mehrabian (Mehrabian,
1972) on the basis of his many studies prepared a formula to show the relative importance of
three aspects of communication, namely facial, vocal and verbal aspects which is as follows-

Total feeling = 55% facial + 38% vocal + 7% verbal

Keeping this formula in mind, it can be said that the combined contribution of nonverbal
components i.e. emotion and voice elements in communication is 55% + 38% = 93%
whereas the importance of verbal communication is only 79%. This means that the
importance of nonverbal communication is more than that of verbal communication. But
some psychologists have criticized that formula of Mehrabian and said that it is not possible
to accept the importance of verbal and non-verbal communication shown by this formula in
every situation. Firestone (1977) has expressed the opinion that psychologists should make a
special study of how verbal and nonverbal elements are organized together to show the

overall effect of communication.

Barriers to Effective Communication

The communicator tries to make the communication done by him as effective as possible.
But sometimes due to some reasons or factors the effectiveness of communication decreases.
The presence of these factors creates obstacles in the flow of communication. Some of the
factors that affect the smooth flow of communication are described below-

1. Vagueness in message information

2. Unintentional distortions of the message
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3. Limitations of receiver's capacity
4. Physical barriers
5. Poor quality of communication channel.

6. Personal barriers

All these types of factors are described below-

1. Vagueness in the message: The effectiveness of communication is greatly reduced when
the transmitted information becomes ambiguous due to the use of different words and
unusual behaviours. In such a situation, the purpose of the communicator or the
communicator is to communicate a certain type of communication but it is meant to be
something else by the information receiver. In such a situation, the meaning of the
transmitted information is applied differently by the communicator and the receiver of the

information. As a result, the effectiveness of communication decreases.

2 Unintentional distortions of the message — Sometimes the receiver of the information
interprets the received information in exactly the way he wants it because of his particular
bias, attitude and motivation. or likes. In such a situation, the interpretation of information
becomes subjective rather than real and objective. This unintentionally creates many

distortions in the interpretation of information and disrupts the smooth flow of information.

3. Limitations of receiver's capacity—the effectiveness of the communication can also be
reduced because the information receiver does not have sufficient capabilities. It is possible
that the receiver of the information may have insufficient vocabulary, may be of low
intelligence, may have hearing impairment and may have qualities such as fleeting attention.
In such a situation, he is not able to interpret the information received properly and he is able
to extract some other meaning from it. This leads to ambiguity in information and the

effectiveness of communication decreases.

4. Physical barriers - Physical barriers also reduce the effectiveness of communication.
Obstacles arise in the fluency of communication due to physical factors like unnecessary
noise, excessive distance, excessive vision etc. Due to these factors, sometimes the
information transmitted from the communicator does not reach the receiver. This defeats the

real purpose of communication.
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5. Poor quality off communication channel: In order to avoid effective communication, the
communicator uses different types of communication channels. In this, the use of telephone,
correspondence etc. is maximum when telephone is well managed; the fluency of
communication is very high. But if there are interferences and obstacles in the telephone, the
communication gets stalled and its effectiveness is almost lost. According to the results of the
study of Schultz (Shultz, 1989), there is a decrease of about 65% in the production capacity
of large organizations and institutions due to disruption of telephone service. Apart from
telephone, other mediums of communication like correspondence, personal contact etc. Since
it is a medium of communication which is more time consuming and its quality cannot be

trusted much, hence the effectiveness of communication is also not better than these.

6. Personal barriers of communication- Sometimes the qualities of the communicator itself
become a hindrance in the effectiveness of communication. The quality of unnecessary fear
in the communicator Hesitation, language-defect, hearing-defect, lack of intelligence etc. are
found. Due to these factors, the communicator is not able to express his wishes and feelings
properly. As a result, both the fluency and effectiveness of communication get greatly
affected. In conclusion, it can be said that the effectiveness of communication is influenced
by many factors. By removing or controlling it, we can make communication more effective

and increase its fluency.

Q.1 What is communication?

Ans. The transmission of the message from sender to recipient can be affected by a huge
range of things. These include our emotions, the cultural situation, the medium used to

communicate, and even our location.

In other words, an act of conveying intended information and understanding from one person
to another is called as communication. The term communication is derived from the Latin
word “Communis” which means to share. Effective communication is when the message
conveyed by the sender is understood by the receiver in exactly the same way as it was

intended.

Q.2 Describe the different categories of communication.

Ans. The different categories of communication include:
Spoken or Verbal Communication, which includes face-to-face, telephone, radio or television
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Q.3

and other media.

Non-Verbal Communication, covering body language, gestures, how we dress or act, where
we stand, and even our scent. There are many subtle ways that we communicate (perhaps
even unintentionally) with others. For example, the tone of voice can give clues to mood or

emotional state, whilst hand signals or gestures can add to a spoken message.

Written Communication: which includes letters, e-mails, social media, books, magazines, the
Internet and other media. Until recent times, a relatively small number of writers and
publishers were very powerful when it came to communicating the written word. Today, we
can all write and publish our ideas online, which has led to an explosion of information and

communication possibilities.

Visualizations: graphs and charts, maps, logos and other visualizations can all communicate

messages.

The desired outcome or goal of any communication process is mutual understanding.

The process of interpersonal communication cannot be regarded as a phenomena which
simply 'happens'. Instead, it must be seen as a process that involves participants who

negotiate their roles with each other, whether consciously or unconsciously.
Define communication with the information process model of communication.

Ans. Definition: The Communication is a two-way process wherein the message in the form
of ideas, thoughts, feelings, opinions is transmitted between two or more persons with the

intent of creating a shared understanding.

Simply, an act of conveying intended information and understanding from one person to
another is called as communication. The term communication is derived from the Latin word
“Communis” which means to share. Effective communication is when the message conveyed

by the sender is understood by the receiver in exactly the same way as it was intended.
Communication Process

The communication is a dynamic process that begins with the conceptualizing of ideas by the
sender who then transmits the message through a channel to the receiver, who in turn gives
the feedback in the form of some message or signal within the given time frame. Thus, there

are Seven major elements of communication process:
communication process

Sender: The sender or the communicator is the person who initiates the conversation and has
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conceptualized the idea that he intends to convey it to others.

Encoding: The sender begins with the encoding process wherein he uses certain words or
non- verbal methods such as symbols, signs, body gestures, etc. to translate the information
into a message. The sender’s knowledge, skills, perception, background, competencies, etc.
has a great impact on the success of the message.

Message: Once the encoding is finished, the sender gets the message that he intends to
convey. The message can be written, oral, symbolic or non-verbal such as body gestures,
silence, sighs, sounds, etc. or any other signal that triggers the response of a receiver.

Communication Channel: The Sender chooses the medium through which he wants to
convey his message to the recipient. It must be selected carefully in order to make the
message effective and correctly interpreted by the recipient. The choice of medium depends
on the interpersonal relationships between the sender and the receiver and also on the
urgency of the message being sent. Oral, virtual, written, sound, gesture, etc. are some of the

commonly used communication mediums.

Receiver: The receiver is the person for whom the message is intended or targeted. He tries
to comprehend it in the best possible manner such that the communication objective is
attained. The degree to which the receiver decodes the message depends on his knowledge of

the subject matter, experience, trust and relationship with the sender.

Decoding: Here, the receiver interprets the sender’s message and tries to understand it in the
best possible manner. An effective communication occurs only if the receiver understands the

message in exactly the same way as it was intended by the sender.

Feedback: The Feedback is the final step of the process that ensures the receiver has received
the message and interpreted it correctly as it was intended by the sender. It increases the
effectiveness of the communication as it permits the sender to know the efficacy of his

message. The response of the receiver can be verbal or non-verbal.

Note: The Noise shows the barriers in communications. There are chances when the message

sent by the sender is not received by the recipient.

Q.4 Explain the types of Nonverbal Communication?
Ans. Types of Nonverbal Communication
Scientific research on nonverbal communication and behavior began with the 1872
publication of Charles Darwin's The Expression of the Emotions in Man and Animals. Since
that time, abundant research has been conducted regarding types, effects, and expressions of
unspoken communication and behavior.

64



L)

L)

While these signals are often so subtle that we are not consciously aware of them, research
has identified several different nine types of nonverbal communication, including nonverbal

cues and behaviors.
CHAPTER-8
PROSOCIAL BEHAVIOR

Prosocial behaviors: - Social psychology Prosocial Behavior, Altruism

Nature and Characteristics

1. "Prosocial behaviour refers to a helpful action that benefits other people without necessarily
providing any direct benefits to the person performing the act, and may even involve a risk for
the person who helps."-Baron, Byme and Branscombe: Social Psychology, 2006.

2. "We can define behaviour as helping, sharing or cooperating with others. Thus prosocial
behaviour includes a wide variety of acts performed by one or more individuals and may also
benefit those perfoming the acts."— Brown & Cook: Indroductory Psychology, 1986.
Pro-social behavior is such a behavior in the study of which social psychologists have shown
great interest. Antisocial behavior is called such behavior which is evaluated positively. This
type of behavior benefits others and the person doing the behavior is likely to suffer some loss
without getting any benefit. Such behavior is in accordance with social values and norms and
conforms to social norms. Donating blood, giving scholarship to meritorious students, giving
financial assistance to poor people for bread, clothes and house, reaching food items for
drought-flood areas, donating etc. are examples of antisocial behavior. It has become clear
that in pro-social behavior, the benefit of the person himself is negligible and the benefit of
others reaches more.

In much the same sense, Baron, Byrne and Branscombe (2006) have defined pro-social
behavior and have said, "Pro-social behavior is a helping behavior without any direct benefit
to the person being helped.” Only others benefit and the person helping may even have to bear
some risk.

According to Brown and Cook (Brown & Cook, 1986), “Pro-social behavior is defined as
helping others, showing participation and showing cooperation. In this way pro-social
behavior is done by one or more people. There are many types of work that benefit one or
more than one person and the person doing such work can also be benefited.

There are many categories of pro-social behavior; one of the major categories is helping
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behavior. Helpful behavior refers to such behavior in which a person voluntarily benefits
other people, which reduces their worries and relieves others from some kind of crisis.

There are three characteristics of helping behavior, which are as follows-

(1) The person does the helping behavior voluntarily.

(i) The purpose of helping behavior is to do well to others by benefiting them.

(iif) While performing the helping behavior, the person does not give importance to the
thoughts of his own loss or gain. It is possible that while doing such behavior, the person may
also get some financial loss or physical punishment etc., but still he does not get distracted
from doing such behavior.

One type of helping behavior is called altruistic behavior.

"Altruism is performing an act voluntarily to help somone else where there is no expectation
of a reward in any form, except perhaps a feeling of having done a good deed." —Schroeder,
Penne, Dovidio & Piliavin: The Psychology of Helping and Altruism, 1995.

Altruistic behavior is said to be such behavior which is done without any selfishness or
without expecting to get any reward in return. Teaching poor children without remuneration,
giving free medical treatment, using one's money for the education of poor children and
saving a child from a burning train or house are some examples of altruistic behavior. The
motivation of philanthropic behavior arises from the desire to benefit others and not from the
desire of his own welfare. In altruistic behavior, the desire for one's own benefit does not
exist. Clearly then whether a behavior is altruistic or not depends on the intention of the
person helping. If after rescuing a person from a burning train or house, the helping person
demands some reward from him, then clearly such behavior will not be called altruistic
behavior.

Myers (Myers, 1988) has described two types of altruism — altruism of reciprocal
exchange and unconditional altruism. In reciprocal altruism, a person helps others only if
the other has helped them. In unconditional altruism, a person helps others without any
conditions. Here he helps others but does not expect anything in return.

Distinction between Pro-social behavior and Altruistic behavior

The meaning of pro-social behavior and altruistic behavior has been explained above.
Sometimes these two types of behavior are used interchangeably but there is a micro
difference between the two that needs to be noted.

According to Batson (1998) pro-social behavior is a broad term. It includes all those behaviors
through which others are helped, regardless of the intention of the helper. But altruistic

behavior is different from this. It includes only such behavior which is done by the helper
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without the desire to get any reward in any form. At the most, such behavior gives a person
the satisfaction that he has done a noble deed. Schroeder, Penna, Dovidio & Piliadhin (1995)
have defined altruistic behavior in much the same way, "Altruism refers to voluntarily giving
to another with no expectation of reward in any way." is conduct which involves at most only
the intention of doing a good deed."

Many pro-social behaviors cannot be classified as altruistic behavior. For example, if a person
voluntarily participates in a concert in which on the one hand he is helping his group of
friends but on the other hand he has the secret intention that this will improve or brighten his
musical career. If it happens, then this behavior of his may be called pro-social behavior but it
will not be called altruistic behavior.

Determinants of Helping Behaviors

It is clear from the study done by social psychologists that there are five steps involved in the
occurrence of any helping behavior or pro-social behavior which is described above. A variety
of determinants influence decisions about helping intervention at each stage. Social
psychologists have divided all those determinants into the following three categories-

(a) Situational determinants

(b) Social determinants

(c) Individual determinants

Situational determinants and social determinants together are called external determinants

and individual determinants are also called internal determinants.

The description of these three types of determinants is given below-

Situational determinants — On the basis of studies done by social psychologists, those
factors have b