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,, ABSTRACT 

THE EFFECTS OF  DIFFERENTIAL LINGUISTIC PATTERNS 

IN MESSAGES ATTEMPTING TO INDUCE 

RESISTANCE TO PERSUASION 

by 

Lawrence J. Chase 

Master of Arts in Speech Communication 

June , 1972 

-A relatively small amount of research in persua- I I 
sion has sougnt to discover how to make people more resist-! I 
ant to change. Research on the induction of resistance to I I 
persuasion has generally been concerned with demonstrating l 
the relative efficacy of the supportive and refutational 

pretreatment message strategies . As'a result of the 

emphasis placed upon pretreatment message types as the 

primary independent variable, little attention has been 

given to other message variables. The purpose of this 

study was twofold: 1 )  to examine the effects of language 

intensity upon inducing resistance to persuasion , and 

2} the investigation of the effects of differing pretreat­

ment strategies upon impending persuasive appeals. 

j 

I I I 

It was predicted that subjects would exhibit • 

�-----------------------------------------__j 
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greater resistance to persuasion· ·after having been exposed I 
to a supportive pretreatment message of high intensity 

than would subjects who had been treated with a moderate 

or low intensity message. 

It was also predicted that subjects exposed to a 

refutational message using language of moderate intensity 

would exhibit significantly more resistance to persuasion 

than would those subjects exposed to either a high or low 

intensity refutational pretreatment message. 

The experimental messages were created utilizing a 

procedure developed by Burgoon and Miller (1971 ).  Sup-

portive and Refutational messages were created which 

varied in language intensity to yield high , moderate , or 

low intensity messages. Eleven key words/phrases taken 

from a word list developed by Thrustone and Jones (1955 ) 

were inserted into the experimental messages , to determine I 
the intensity of the messages. 

Attitude change was measured by subtracting pre­

test scores from posttest scores. Subjects evaluated the 

experimental issue on four seven-interval semantic dif-

ferential-type scales. 

The findings support both theoretical hypotheses. 

Subjects in t he Supportive: High conditions exhibited 

significantly less attitude change than did 

the Supportive: Moderate or Supportive: Low 

those in eithel 
conditions. • 

I Moreover , those subjects in the Supportive: Moderate 
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condition changed significantly less than did those 

subjects in the Supportive: Low condition . Subjects in 

the Refutational: Moderate condition exhibited signifi­

cantly less attitude change than did subjects in either 

the Refutational: High or Refutational: Low conditions. 

Findings were discussed in terms of prior research 

in �onferring resistance to persuasion .  A number of 

research extensions , suggested by the findings of this 

study, were discussed. 

·--·--- __ · J 
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The Problem 

C�TER I 

INTRO.DUCTION 

For thousands of years, philosophers, rhetoricians, 

and politicians have examined, described, and prescribed 1 
methods of influencing the attitudes of their fellow men. I 
Classes taught within the speech communication discipline, I 
particularly rhetorical theory, persuasion, and argumen- i 
tation have been concerned with the theory and practice I 
of persuasive communication. Most of the writing on 

persuasion has been directed at showing ways in which 

beliefs can be· changed. However, there exists another 

dimension to the study of persuasion, although compara-

tively little work has been done in this area. It 

involves the reinforcement of already-held beliefs--of 

making attitudes and behaviors more resistant to change. 

Research aimed at conferring resistance to per� 

suasion, and thus minimizing attitude change, has shown 

that such resistance can be induced in a number of dif-

l I 
I 
I 

ferent ways. One of the most successful methods involves I' 
! 

pretreating subjects with various types of messages prior j 
to a persuasive attack. This investigation will utilize ! ! 
such a strategy. In addition, the language intensity � 
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the pretreatment messages will be varied so that the 

effects of linguistic variance upon inducing resistance 

to persuasion may be studied. It is our contention that 

language intensity can be an important variable in con­

ferring such resistance . 

Therefore� the purposes of the investigation are: 

1) the investigation of differing pretreatment strategies 

upon impending persuasive appeals� and 2 )  to examine the 

effects of language intensity upon inducing resistance to 

persuasion . 

Inducing Resistance to Persuasion 

Miller and Burgoon ( 1972 ) accept the position that: i 
I 

"a process should not be labeled 'persuasive communication'! 
unless behavioral and attitudinal modifications result l 
primarily from the effects of symbolization " (p .  13). I Persuasion is a process "in which the persuader strives to: 

i I I establish particular relationships between his own atti-

tudinal or behavioral states and those of the persuadee" ' 
I ! (p .  15) 0 Thus� persuasion may act as facilitator or 

inhibitor of change; it is a two-dimensional process. ' Bettinghaus ( 1968 ) specifies four factors which are 1 i 
of major concern from the standpoint of a receiver in a l 
persuasive communication. These factors are of particular l 

• I relevance to this study� in that the effects of persuas�ve i I appeals are examined in terms of the lack of change in the i 
j --�---------------------------------------------J 
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attitude of the receiver. These factors are: 1) varia-

tions witv�n the source , 2) variations within the message, j 
3) differences in the channel used, and 4) variations in li 
the situation. This investigation is concerned with 

variations within the message, with the understanding that l 
I 

the aforementioned factors are in no way separate or 

distinct influences , and that often such factors tend to 

interact with other variables in the communication 

situation. 

Strategy Considerations 

In a comprehensive review , McGuire (1964) explores j 
! 

some of the contemporary approaches to inducing resistance \ I to persuasion. A brief review of these approaches follows .j 

that the subject "commit" himself on the basis of his 

Behavioral-commitment approach . This approach requires I 
I 

belief. The four levels of commitment discussed by l 
McGuire include , in increasing order: 1 )  private belief, l 
which is anything which might force an individual to make j 1;,:! a private decision; 2) public endorsement, where an indi-

vidual must commit himself publicly to a particular belief; l 
3) behavioral commitment, which includes acting on the I . . I 
basis of belief; and 4 )  external commitment, which·involve� 

telling a person someone else believes that he holds a I particular belief. It is reasoned that the greater the j 
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commdtment , the greater will be his resistance to per- l 
suasion on a given issue. 

Anchoring the belief to other cognitions. By this 

procedure, the belief in question is somehow linked to 

other cognitions thus requiring that any change in the 

original belief should also cause other changes which in 

turn affect a substantial portion of the entire belief 

structure. This kind of treatment is administered in the 

following ways: 1) linking the belief to accepted values , 

2) linking to other beliefs, and 3 )  linking to a highly 

regarded source. 

Inducing resistant cognitive states. Using this method , 

certain resistant cognitive states , i.e . ,  any frame of 

mind which is not conducive to attitude change , are 

induced prior to a persuasive attack. Four methods of 

applying this procedure include: 1) inducing anxiety, 

2) inducing an aggressive state in the individual, 

3) raising the subject's self-esteem by treating him with ' 
a prior success experience , and 4) ideological precondi-

tioning or "brainwashing. " 

Prior training in resistance to persuasion. This approach ! 
i 
1 

is characterized by educating or training people to sharpe� l thei

. 

r critical ability. Examples of this kind of approach l I __....J 
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include general education� training persons to be less 

susceptible to persuasive appeals� and training in the 

field of critical ability . 

Reducing cognitive inconsistency . Up to this point� the 

approaches which have been discussed have all served to 

create a state of imbalance or incongruity in the indi­

vidual; however� competing approaches function in the 

opposite manner . These methods attempt to reduce existing 

incongruity in the individual and thus aid the subject to 

resist persuasive appeals . 

Source derogation is used as a pretreatment in 

anticipation of a message to be sent by the source in ,. question . Simply stated� the credibility of the source 

ot a forthcoming message is attacked� thus weakening the f i persuasive message and strengthening the opposing argument� 

Source credibility can also be diminished by employing - I 
the technique of denial . 

The technique of denial requires that the S?urce 

deny any responsibility for his assertion . Presumably , 

- this would resolve the inconsistency which was incurred 

when the source made the imbalancing statement , by break­

ing the previously established link between the source 

and the assertion . 

5 



The ·inoculation strategy. One ·approach that deserves a 

more detailed consideration is the strategy of �nocula-

tion. This was introduced by McGuire, et al in a series 1 

of experiments conducted during the early 1960's (McGuire, j 
1961; McGuire and Papageorgis, 1961; Papageorgis and l 
McGuire, 1961). The term "inoculation" is borrowed from I 

I biology; when a patient is preexposed to a small dose of 

a disease virus, his system has a chance to build up anti- j 
I 

bodies in defense . Similarly, if a potential persuadee is: 

I 
preexposed to a mild persuasive attack, he is able to 

sharpen his resistance to future attacks. Two kinds of 

pretreatments have been used in conjunction with this 

approach; supportive and refutational pretreatments . 

Supportive pretreatment messages attempt to 

strengthen the subject's attitude toward a particular 

issue . This is effected by providing the subject with 

information which supports his position . 

Refutational pretreatments preexpose the subject 

to arguments which might be used against him in an up­

coming persuasive attack, and, additionally, supply the 

subject with refutational arguments. 

It is important to note that in these experiments, 

I l 
I. 

I 

i 
I 

the beliefs which came under attack were "cultural truisms.'� I 
"beliefs I l 

These truisms were described by McGuire (1964) as: 

that are so widely shared within the person's social 

milieu that he would not have heard them attacked, and 



indeed, would doubt that an attack were possiblen (p .  201) . , 
Some examples of cultural truisms employed by McGuire are: i 
"The effects of penicillin have been, almost without I 
exception, of great benefit to mankind"; "It 1 s a good idea j 
to brush your teeth after every meal if at all possible . "  j 
The use of cultural truisms allowed for an ideological I . I 
environment which "would approximate, as regards · inocula-

tion theory, the health status of an organism raised in 

a germ-free environmentn ( p .  201) . 

There are some basic assumptions which should be I! discussed here . First, if the inoculation treatment is j 
to be successful, the subject must be made to overcome his i I lack of experience in defending his belief . The reasons l I for this are quite simple: In the first place, since this I 
belief is on the order of a cultural truism, the subject 1 
in all likelihood has never had the occasion to defend it, I I I and secondly, due to the nature of the truism as being 

self-evident or beyond doubt, he is probably not motivated 1 I 
to practice the methods by which he can defend it . 

There are three variables which affect the pre­

dictions one might make from the . i.noculation model. The 

first is the amount of threat which is contained in the 

defenses . Since supportive pretreatments only serve to 

bolster the "germ-free ideological environment"--to keep 

the already healthy body healthier--no element of threat 

is present . However, the refutational pretreatments do 
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conf'ront the subject with a sampler of' arguments which are1 I 
critical of the heretofore unassailable concept, and 

therefore do constitute a threat to the belief-structure 

of the subject . This threat is sufficiently potent to 

alert the "antibodies of the mind11 so as to prepare the I subject for a future attack, but are not strong enough to I 
weaken the subject to the point that he abandons his belief 

·or is unable to protect against another "dose . "  

In addition to the threat variable, another defen­

sive variable, that of the participation of the subject, 

was examined in the experiments . There were two types of 

subject participation . Some subjects were given a defen­

sive essay to read which had previously been prepared for 

them, while others were required to write their own 

essays . Some of the prepared essays contained arguments 

which were to be seen again in the persuasive attack 

(refutational-same ) , while others were composed of argu-

' 

i I :::::l:::;;e::::)�ot present in the later attack (reruta-

I The time elapsed between pretreatment and subsequent 

persuasive attack constituted the third critical variable 

in these experiments . This interval ranged from a few 

minutes to one week . The major task was to minimize the 

time-related jeopardizing factors . 

1.' 
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Supportive v .  re�utational-same . McGuire and 

Papageorgis (1961) �ound that re�utational-same pretreat­

ments were more e��ective in conferring resistance to 

persuasion than were supportive pretreatments . Further , 

the supportive pretreatments were not clearly shown to be 

effective at all . 

Refutational-same v .  refutational-di��erent. 

Refutational-same pretreatments were compared with refuta­

tional-di��erent pretreatments in an experiment by 

Papageorgis and McGuire ( 1961) . The re�utational-same 

pretreatment was not �ound to be more e��ective than the 

refutational-di��erent treatment . However, both pretreat- I 
ments induced significantly more resistance to persuasion I 
than was found in the non-pretreatment (control ) group . 

Combination of supportive and refutational . ! i 
McGuire ( 1961) found that the combination of refutational- l 
different and supportive pretreatments produced signifi- 1 
cantly greater resistance than did either treatment used j 
alone . This finding was not the case when supportive 

pretreatments were combined with re�utational-same 

treatments . 

Language Intensity and Attitude Change 

According to Bowers ( 1964) : "the intensity 
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variable is an important one to -communication research, 

for knowledge of intensity may warrant inferences about 

the attitudinal state of a communicator and his effect on 

the attitude of a receiver" (p . 415) . Nevertheless, much 

of the research in the attitude change field has ignored 

this message variable . However, research on language 

intensity suggests the utility of incorporating the 

variable in attitude change research . 

Several literary critics and semanticists have 

offered descriptions characterizing certain word-classes 

which express a communicator's values of goodness and 

badness. Thomas DeQuincey ( 1890) used the ter.m "language 

power11; Hayakawa {1949)  offered "affective connotation"; 

Ogden and Richards {1952) coined the term "emotive mean­

ing.n These efforts suggest a semantic conceptualization· 

of language intensity, one which would express both the 

direction and the strength of the communicator's attitude 

toward a subject . For the purposes of this investigation, 

the definition of language intensity offered by Bowers 

(1963) will be used . Language intensity is the quality 

of. language which indicates the degree to which the 

speaker's attitude toward a concept deviates from 

neutrality. 

Prior attitude and language intensitx. Burgoon 

and Miller ( 1971) examined the relationship bet111een prior 

10 



attitude and language intensity • . . In the first experiment , 

it was predicted that persons who encoded a belief-dis­

crepant message would use language which was of signifi­

cantly lower intensity than persons who encoded a belief­

congruent message . In the second experiment , subjects 

were forced to write a counterattitudinal essay using 

language of high, moderate , or low intensity . It was 

predicted that attitude change would be directly related I 
to the intensity of the message . In this manner, the high i 

intensity message was predicted to produce the greatest l 
attitude change , while the low intensity message was 

expected to produce the least attitude change . Their 

hypothesis was confirmed . Thus, language intensity, in 

this context , was directly related to attitude change . 

McEwen and Greenberg ( 1970) found a positive cor­

relation between high intensity messages and favorable 

evaluations of the source and topic by the audience . In 

I 

I l 
this study, it was 

change will result 

hypothesized that: 1) greater attitude ! 
from a high intensity persuasive l l 

message than a low intensity persuasive message; 2) source, 
credited with high intensity messages will be rated as more 

i 
credible (dynamism, safety , and qualification ) than sources 

credited with low intensity messages; and 3) the message I 
itself will be more favorably evaluated (clarity , quality , 

logic ) if it is of high rather than low intensity . All 

three hypotheses were confirmed . 

11 



Rationale and Hypotheses 

T.he role of language intensity has been shown to be 

of importance in effecting attitude change . It was 

reasoned that if high intensity messages were useful in 

facilitating persuasion� such message types should also 

prove effective when inducing an individual to resist 

persuasive attempts . Therefore� based upon the work of II· McGuire ( 1961)� McEwen and Greenberg {1970)� and Burgoon 

and Miller {1971) , it was predicted that subjects would I exhibit greater resistance to persuasion after having been I 

exposed to a supportive pretreatment message of high I !','· intensity than would subjects who had been treated with a 

moderate or low intensity message� specifically: 

Given people exposed to supportive 
pretreatment messages, attitude 
change following exposure to a per­
suasive attack using language of 
moderate intensity will vary 
inversely with the intensity of the 
pretreatment message . 

T.he contrast effect . However, there.is evidence which 

suggests a different hypothesis concerning the use of 

refutational pretreatment messages . Bowers {1963) hypo­

thesized that speeches using highly intense language 

produce greater attitude change toward concepts than do 

those using language of low intensity . The results were 

opposite to this prediction . This was tentatively 

explained by Bowers as na boomerang effect resulting from 

I 
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adverse audience reactions to the ethos of' speakers taking! 

unconventionally and unexpectedly strong positions " 
I (p. 352) . Thus, in this experiment,  the prior attitude of'! I the audience toward the speaker may have contributed to , 

the unexpected outcome . 

Burgoon (1970) f'ound contrasting ef'f'ects between 

response set and message evaluation . It was hypothesized 

that "a relevant message will be rated as more militant 

if' it f'ollows the induction of' a militant response set 

president of' Michigan State University . 

of' moderate nature . They were then asked to rate the 

message on scales bounded by "good-bad, "  "violent-non-

violent , "  "militant-non-militant ," and "responsible-

irresponsible . "  The hypothesis was supported by the 

experimental groups except f'or the white group . This 

group , which was given the militant name set prior to 

reading the moderate message eva�uated the message as 

being less militant than did either the control group or 

the whites who were given the non-militant name set . 

militant name set was so greatly reduced by the unexpec-

tedly moderate message that they evaluated it in a 

' 

J 
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favorable manner. This is the contrast effect suggested 

by Brooks (1970) when he stated: "This principle assumes 

that we carry stereotypes into such social situations as 

the public speech. There� the speaker's behavior may be 

discrepant with our stereotyped expectations. If the dis-

crepant stimuli cannot be assimilated or ignored� they are j 
likely to be exaggerated in a listener's perception. So I viewed� mere civil behavior on the part of Malcolm X may 

be perceived as extraordinarily genteel by an auditor who I 
expects barbaric actions from a black nationalist " 

(p. 155). In addition , Brooks adds that this type of 

contrast effect may work upon a message for which there 

are those kinds of expectations. 

I l 
Research by McEwen and Greenberg (1969) confirms 1 

the importance of assertion intensity upon the reliability j 
of congruity theory predictions. It was found that such I l 
predictions would be more precise when the assertion link- i I 
ing source and topic was of the same intensity than if it 1 I 
were of a different intensity. Thus� for concepts of high i I 
intensity� language of high intensity would assure greater i 
reliability ror congruity theory predictions. The same I would be true in situations of low intensity concept and i 

low intensity language agreement. 

In the refutational pretreatments� the subject is 1 · 
rorwarned or arguments which may be used in an attempt to I 
persuade him. Similarly , in the findings summarized 1 

--------------�---------J 



above, the subjects had formed certain expectations prior 

to the given messages . 

In the study conducted by Burgoon (1970), the 

"contrast effect," which occurred after subjects had been 

exposed to a militant name set, was caused by a conflict 

between the linguistic intensity of the experimental 

message and the prior attitude or expectations of the 

subjects. In the Brooks (1964) experiments, subjects 

reacted adversely to the "unexpectedly " strong messages 

delivered by the speakers. Further, the reliability of 

congruity theory predictions was increased in the study 

by McEwen and Greenberg (1969), when the language inten­

sity of a persuasive message corresponded to the subjects' 

intensity of feeling toward the attitude issue . It was 

therefore reasoned that conflict between subject expecta­

tions and the linguistic structure of the persuasive 

message would yield a similar contrast effect . I - I -
Therefore , based upon the findings of Bowers (1963),: 

I McEwen and Greenberg (1969), Brooks (1970), and Burgoon j (1970), a contrast effect is predicted between language j 
intensity and attitude change when a refutational pretreat-! 

ment is used, specifically: 

�: Given people exposed to refutational 
messages, attitude change following 
exposure to a persuasive attack using 
language of moderate intensity will 
be related in a curvilinear manner to 
the language intensity of the pretreat­
ment message, 't'lith those exposed to a 
moderate pretreatment message changing 
the least . 

I I 
I 
I 
! I l 
I J 
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CHAPTER II 

METHODS 

All experimental subjects were exposed to either a ll 
supportive or refutational pretreatment message prior to 

reading a counterattitudinal persuasive appeal • .  The 

messages were constructed so that in both the supportive 

and refutational conditions , messages of high, moderate, 

and low intensity were used . The counterattitudinal 

appeal contained language of moderate intensity. The 

pretest through posttest attitude change scores were 

compared for groups of subjects . 

Subjects (N=l24 ) were members of introductory 

speech communication classes at San Fernando Valley State 

College . Subjects were asked to aid the researchers i� 

an effort to develop a new sampling instrument . 

Type of pretreatment message and the language 

intensity of the messages were the independent variables 

in this experiment . The overall design is presented in 

Figure 1 .  

�--------------·---------------------------------------------
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Pretreatment Message 

Supportive Re:futational 

>., of.) 
14 ori High N = 21 N = 

co 
s:: 
Q) 

of.) ·  
18 s:: Moderate N - N = 13 

H 

' G)  
� 
«S Low N = 11 N = 12 � 

Control N = 24 ..:I 

Figure 1. The Experimental Design 

Subjects 

Students enrolled in lower division speech commu­

nication classes served as subjects for this experiment . 

Specifically , nine :freshman public speaking and two 

sophomore communication classes participated in this 

experiment. All experimental materials were distributed 

to the students by their instructor. 

Subjects who completed both pretest and pos�test 

questionnaires , and received the experimental treatment, 

numbered ...§.9; there l'tere 24 peopl·e in the control group . 

Pretest through posttest attitude change was measured for 

each cell . 

PROCEDURE 

Pretest 

Five weeks prior to the actual experiment , subjects 
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were administered a pretest questionnaire , ostensibly to 

solicit student opinion on a variety of issues. The 

instrument contained several issues of campus and nation- j " 
wide scope. Each statement was followed by four seven­

interval adjective pairs from the evaluative dimension of 

Osgood , Suci , and Tannenbaum ( 1957 ) . The scales were 

bounded by Good-Bad ," Pleasant-Unpleasant, Fair-Unfair , 

Worthless-Valuable. The subjects were instructed to 

record a check-mark above the space which best repre­

sented their attitude toward the issue in question. 

Issues were scored by summing the scores on each of the 

four scales. Each scale could be scored from one to 

seven. A l rating indicated dissatisfaction with the 

issue in question , while a 7 rating indicated strong 

acceptance of the attitude issue. The most negative 

score for a given issue was 28 while the most favorable 

position was a summated score of 4 .  Only those subjects 

who scored 14 or less were used in the experiment. 

The issue yielding the most skewed distribution , 

with most people opposing the issue , called for San 

Fernando Valley State College to admit on1y those students 1 

who were either juniors or seniors; thus, it was selected 

as the experimental issue for this investigation. 

18 



Independent Variables 

Two independent variables were manipulated in this 

study . The pretreatment message was dichotomized as 

Supportive Pretreatment Message and Refutational Pretreat- ! 
l 

ment Message. The language intensity variable was broken I I · doWn into three levels: High, Moderate, and Low . Subjects 

were assigned at random to each condition . 

Inductions and Posttest 

At the first experimental session, subjects in the 

experimental conditions were exposed to a pretreatment 

message. Subjects were asked to rate the pretreatment 

message as part of a problem analysis being conducted by 

the Communication Research Center at the college . 

Ostensibly ,  these messages were being prepared in an 

effort to assess commmunity opinion, and the researchers I 
were interested in developing a new sampling instrument for. 

this purpose . The following was read to all subjects in 

the experimental condition: 

This class has been selected to partici­
pate in a problem analysis sponsored by 
the Communication Research Center here 
at Valley State. We are currently work- i 

ing in an attempt to assess community I 
opinion on various issues. Before this I 
can be accomplished, however, an instru- 1<ll,' ment must be developed in order to most 
accurately measure and record the atti-
tudes of persons interviewed . We would 1 .like you to read the following message , 
and rate it on several different scales . I 
It is hoped that the· development of new, ! 

, ___________ _] 
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innovative sampling techniques will yield 
the best possible representation of the 
beliefs and attitudes of the persons in 
this community . Than you very much for 
your cooperation in the development of 
this instrument . 

Two days later� all subjects were asked to read and rate 

a counterattitudinal persuasive message . The same scales 

used in the pretest were utilized for evaluation of pre-

treatment and counterattitudinal message content . 

l. 
I Subjects in the control group were not exposed to • 

the pretreatment messages . However� they were asked to

the

l 
.. 

: 
read the counterattitudinal message and evaluate it in 

same manner as the experimental groups . The counter-

attitudinal persuasive message read as follows: 

SAN FERNANDO VALLEY STATE COLLEGE SHOULD LIMIT ENROLLMENT 

TO ONLY THOSE STUDENTS WHO ARE EITHER JUNIORS OR SENIORS 

Limiting enrollment to only juniors and seniors 

I 

would be a good policy for SFVSC to adopt . i It would be a j 
very good move from an economic standpoint� as the college 1 

i l 
would be able to save money by offering fewer lower level i I 
courses while expanding the number of upper division I I 
offerings. Less monies would be given out as scholarships�( 

l 
and this would be good in terms of expanding other I 
programs . 

Such a policy would have a welcome effect upon the 

level of scholarship . The office of admissions would have 

a good example of the student 1 s ability to do coll���-wo�)£,_, 
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and could admit him accordingly· . ·  

Socially, the adoption of such a policy would be 

a welcome move , as it would bring the students closer 

together . This would have a very good effect, in that 

there would be increased support for student activities . 

This would be good in terms of increased student coopera-

tion in scholarship and extracurricular activities . Such 

a policy would also be preferred in that it would facili- i I 
tate communication between students and faculty . The morel I 
limited range of courses would have a welcome effect upon ' 

the amount of shared activities between students and 

faculty . 

All things considered,  such a policy would be 

preferred over the current system at SFVSC . 

Preparation of the Experimental Material 

The experimental issue was chosen after careful 

examination of the pretest questionnaires . The issue which 

was:chosen was the third statement on the pretest instru- I I ment, nsan Fernando Valley State College should only admit i 

students who are either juniors or seniors .11 Initial j 
student opinion ran heavily against this issue . It was l 

l 

necessary to utilize an issue on which �tudent opinion was ! I 
skewed , either positively or negatively, as the experiment i I 
was concerned with the effects of pretreatment strategies 1 J 
and varying intensity upon the already-held beliefs of the ! 

! _____ j 

21 



subjects. According to the pretest questionnaires , 

approximately 2J per cent of the respondents were against 

adopting the policy stated above. 

The experimental messages were created utilizing a , I 
procedure developed by Burgoon and Miller {1971 ) . Suppor- � 
tive and refutational messages were created which varied i , I 
in language intensity to yield high , moderate , or low 

intensity messages . 

In order to create the supportive pretreatment 1 me$sages , a like-population of students were asked to give j 
statements concerning the adoption of a policy whereby I 
only juniors and seniors would be admitted to Valley 

State. From the statements' given by this group of 

students, a supportive message was constructed, omitting 

eleven critical words/phrases·. These blanks were filled 

with words/phrases taken from a word list developed by ' 
j 
! 

Thurstone & Jones (1955) . These words had been quantified i i 
by means of successive interval scaling , thus yielding I I scale values which would allow estimates as to the direc- I 
tional deviation of the words/phrases from neutral point. I 
The values in standard scores of' the words/phrases ranged I 
from + 6 . 15 to - 6 . 44 .  

oThus, each experimental message was differentiated 

only on the basis or the intensity or the language con- I 
j tained in the message. The following is an example of' the i 

intensity manipulation: I 
L-----------------------------·------------------------------� 
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�ting enroilment to only juniors and seniors 
would be a policy for SFVSC . 

'!'�e high intensity messages utilized the words very bad, 

the moderate intensity messages used bad, and the low 

intensity messages had the word po'or: inserted in this 

blank. The counterattitudinal message used language of 

moderate intensity . It was constructed prior to the 

refutational pretreatment message . Moreover, the argu­

ments offered in this message were checked so that they 

did not touch upon the same points used in the supportive l 
pretreatment message. Additionally , this facilitated the l.· 
construction of the refutational pretreatment message, as 

the latter was an implicit rebuttal of the counterattitu- I 
I 

dinal message. The list of experimental words is presented I in Table 1. The experimental messages are presented in 

Appendix A .  

23. 



Table 1. List of experimental words and weighted values 

Dislike 6.22 Very good 2. 36 Poor 1.35 
extremely 

Excellent 3-71 Enjoy 2 . 31 Dislike 1. 20 
moderately 

Dislike 3.3 1  Highly unfa- 2. 16 Like 1. 12 
intensely vorable moderately 

Terrible 3-09 Bad 2.02 OK .87 

Very bad 2. 53 Preferred 1 . 96 Like 
slightly .69 

Good 1. 91  

Welcome 1. 77 Dislike 

Like 1.38 
slightly . 59 

X 3.77 1. 98 -97 

--------------------------------------------
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CHAPTER III 

··RESULTS 

Perceived Importance of the Issue 

In order to determine whether the subjects con­

sidered the task to be important� subjects completed a 

seven-interval semantic differential-type scale bounded by 

Important-Unimportant. With Important being scored 1, the 

mean score for all subjects was 3.49, with a standard 

deviation of 1.60. Apparently, subjects perceived the 

task as moderately important. 

Pretest 
i 

After random assignment of subjects to experimental 1 

and control groups, a preliminary analysis was performed 

to ensure that no significant differences existed among 

the groups' pretest scores. An analysis of variance 

yielded no significant differences for the seven groups 

(Table 2 ). 

, _____ ____ j 
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Table 2 .  Means, standard deviations, and analysis of 
variance of pretest attitude scores for experi­
mental and control groups. 

Condition 

High: Refutational 

Moderate: Refutational 

Low: Refutational 

High: Supportive 

Moderate: Supportive 

Low: Supportive 

Control 

Source 

Between 
Within 

Total 

ss 

7. 18 
1004 . 19 
1011 .37 

df 

6 
106 
112 

Mean 

6 .38 

6 . 78 

7-45 

6 . 23 

6 . 69 

6 .00 

6 .38 

MS 

1 . 20 
g . 47 

Standard Deviation 

2 . 19 

2 . 95 

2 .38 

2 . 97 

3 .38 

2 . 50 

3 . 26 

F p 

. 12 .< .05 

Experimental and Control Differences 

Attitude change scores o:f the·experimental and 

control groups were submitted to a simple analysis of 

variance . The overall amount o:f change and simple analysis i 
of variance results are presented in Table 3 .  The results 

indicated that the groups differed significantly on the 

amount of pretest through posttest attitude change. 

The specific differences between each experimental 

group and the control group were computed by means of a l _j 



Scheffe's t-test (McNemar, 1969}� The results indicated 

that significant differences existed between the High 

Intensity: Supportive, the Moderate Intensity: Refuta­

tional, and the Moderate Intensity: Supportive group and 

the Control group. No significant differencesexisted 

between the control group and the other experimental 

groups, as shown in Table 4 .  

Table 3 .  amount Attitude scores, of change, and analysis 
of variance of attitude change scores of experi-! 

I mental and control groups. 

! 
i 

Condition Pretest Posttest Change : 
i 

High: Refutational 6 .38 11 .08 4 . 70 

Moderate: Refutational 6 . 78 8 . 57 1 . 79 

Low: Refutational 7-45 12 . 00 4 . 55 

High: Supportive 6 . 23 ·5-56 -0 . 67 

Moderate: Supportive 6 . 69 8 . 15 1.46 

Low: Supportive 6 .00 13 .07 7 .07 

Control 6 .38 12 . 94 6.56 ---------------------------------------------------------- i 
Source 

Between 
Within 

Total 

ss 

866 . 55 
1758 .39 
2624.94 

df 

6 
106 IT2 

MS 

144 . 43 
16 . 59 

F p 

< .01  

I .J 
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Table 4. Analysis of differences of attitude change 
scores between each experimental group and 
control. 

Condition* Control = 6. 56 

Mean Change t 

H:R 4.700 n.s. 

M:R 1.789 3.76** 

L:R 4.545 n.s. 

H:S -0.667 5.28** 

M:S 1.462 3-72** 

L:S 7-071 n.s 

**Using Scheffe's t-test� Critical K = 3.64 at the . 05 
level 

*H:R = High: Refutational 
M:R = Moderate: Refutational 
L:R = Low: Refutational 
H:S = High: Supportive 
M:S = Moderate: Supportive 
L: S = Low: Supportive 

Test of the Hypotheses 

The two hypotheses in this experiment were tested 

by means of a two-way factorial analysis of variance. 

Data used for all analyses testing the hypotheses were 

the pretest to posttest attitude change scores of the 

subjects. The� priori significance level designated for �11 ana1yses

. __ 

w

_

a

_

s 

__ 

. 

__ o_s_. ______________________________ _ 
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Hypothesis 1 .  The first-hypothesis predicted an 

inverse relationship between intensity of the supportive 

pretreatment message and subsequent attitude change 

following a counterattitudinal persuasive attack, speci-

fically: 

Given people exposed to supportive pretreatment 
messages, attitude change following exposure to 
a persuasive attack using language of moderate 
intensity will vary inversely with the intensity 
of the pretreatment message. 

HYpothesis 2. The second hypothesis predicted a 

curvilinear relationship between the intensity of the 

refutational pretreatment message and subsequent attitude 

change following a persuasive attack using language of 

moderate intensity, specifically: 

Given people exposed to refutational messages, 
attitude change following exposure to a per­
suasive attack using language of moderate will 
be related in a curvilinear manner to the lan­
guage of the pretreatment message, with those 
exposed to a moderate pretreatment message 
changing the least. 

Table 5 indicates the differences in attitude 

change scores for the experimental groups. Significant I 
differences were found between levels of language intensity 

in each message strategy. Additionally, the interaction 

between message strategy and language intensity was 

significant. There was no main effect difference between 

supportive and refutational strategies. 

I ' 
; 

I __________________________ J 
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Table 5. Analyses of variance for the mean change scores 
for �xperimental groups. 

Refutational Supportive 

High 4. 700 (N = 21) -0. 667 (N = . 14) 

Moderate 1. 789 (N = 18) 1.462 (N = 13) 

Low 4.545 (N = 11) 7-071 (N = . 12) 

Source ss df MS F p 

Total Between 38.9937 5 

Language Intensity 21. 3477 2 10.6738 7-543* <.01 
Message Treatment 1. 6726 1 1.6726 1. 118 NS 
Interaction 15-�734 2 7-�867 5. 644* <. 01 

Total Within 117. 450 83 1. 150 
Total 156. 4387 '8'8 

*p < .01 

Because of the significant results obtained in the 

analysis of variance, individual comparisonswere made using 

Scheffe's t-test. Table 6 summarizes those results. 
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Table 6. Comparisons of mean change scores of 
experimental groups. 

i 
Condition H:R M: R L: R H:S M:S L:S i 

Means 
7.07 ! 4. 700 1.789 4.545 -0. 667 1.462 

H:R 4. 700 8.62* 1 NA NA NA 

M:R 1.789 6.09* NA NA NA 

L:R 4.545 NA NA NA l 
-0.667· 4.99* 16.54* H:S 

M:S 1.462 11. 78 

L:S 7-071 

*Using Scheffe' s _!, the critical K
. 05 = 3. 41 

The means were in the predicted direction in the ., ! supportive condition and the High Intensity condition was , 

sig�ificantly different from the Moderate or Low; more­

over the Moderate condition differed significantly from 

the Low. This clearly supports Hypothesis 1. 

In the Refutational condition; the means were also 

in the predicted direction with the Moderate condition 

changing significantly less than either the High or Low; 

the High and Low Intensity conditions did not differ 

significantly. This presents clear support for Hypothesis 

2. 

Supplementary Analyses 

Supplementary correlational analyses established the: '------·---------------· -�·""-·-·· 
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linearity of the relationship be�ween language intensity 

and attitude change in the supportive condition. The 

product-moment correlation yielded an � = .69. Since Eta 

(.71) was not significantly greater than the obtained cor-· 

relation, the observed relationship is a linear one. In 

the refutational condition, the obtained correlation was j 
predictably low (� = . 08) and Eta was significantly greater 

(.55); therefore, the relationship was curvilinear. 

Finally, it was necessary to demonstrate that the 

counterattitudinal persuasive attack given without pre-

treatment messages changed attitudes. Scheffe's t-test I I 
was computed to compare each experimental condition to the I those individual i Control. Table 7 presents the results of 

comparisons. 

Table 7. Individual comparisons using Scheffe's t-test to 
compare each experimental group mean attitude 
change score to the control group. 

Experimental Conditions 

H:R (N = 21) 

M:R {N = 18) 

L:R (N= 11) 

H:S {N = 14) 

M:S (N ::·13) 

L:S (N = 12) 

*Using Scheffe's t-test 

Mean Change: Control 
6.56 

Mean Chans;e 4.70 
1.79 

4.55 

-0.67 

1. 46 

7-07 

the critical k.05 = 3. 64 

{N = 24) 

t 
NS 

3.76* 

NS 

5.28* 

3. 72* 

NS 
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The High: Supportive , Moderate: ·supportive , and Moderate: 

Refutational conditions demonstrated significantly less 

change than the Control conditions . 
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CHAPTER IV 

DIS CUSSION 

Research on the induction of resistance to per­

suasion has generally been concerned with demonstrating 

the relative efficacy of the supportive and refutational 

pretreatment message strategies . As a result of the 

emphasis placed upon pretreatment message types as the 

primary independent variable� little attention has been 

given to other message variables . The purpose of this 

. study was twofold: 1 )  to examine the effects of language 

intensity upon inducing resistance to persuasion�  and 

2) the investigation of the effects of differing pretreat­

ment strategies upon impending persuasive appeals • .  
In order to facilitate the investigation of both 

pretreatment strategy and language intensity effects � the 
' 

inoculation strategy developed by McGuire {1961)  was 

utilized . From the findings of this · study� some exten-

In the I sions of the inoculation strategy seem warranted . 

McGuire and Papageorgis {1961 ) experiments �  care was 1 
taken to maintain the biological analogy o:f the "germ-free l ! ideological environment . 11 As a result, "cultural truisms n j 
--those topics which the subjects had not previously heard I 
attacked- -were used. Thus � subjects had not built up any 

defenses �ntibodies ) to combat such an attack. However, 
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the topic used in the current investigation was of a 

I different nature. Although no data were assimilated to 

verify this contention, it is likely the policy of 

admission advocated in the persuasive attack did not con- I 
flict with a cultural truism of the kind used by McGuire I i & Papageorgis ( 1961 ) . Thus the results of the current 

investigation extend the parameters of inoculation theory ! I to include topics which are at least moderately 

petitive might serve a better purpose. 

McGuire {1961 ) found that the combination of sup­

portive and refutational pretreatments induced signifi­

cantly greater resistance to persuasion than did either 

treatment used alone. Research attempting to specify the 

antecedent conditions governing the construction of such 

combinations would extend the theoretical basis of inocu-

lation theory. Specifically, a high intensity supportive 

message combined with a moderate intensity refutational i I 
message might yield significantly greater resistance to I 

i 
�------------------------------------------------------------] 
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persuasion than either treatment · used separately. The 1 

intensity of the counterattitudinal appeal could be varied I 
as well. This suggestion could be easily incorporated in i 
an experimental design. 

The confirmation of the first hypothesis lends 

theoretic support to the contention concerning the 

generalizability of persuasion findings stated in Chapter 

1 ;  if high intensity messages were useful in facilitating I attitude change, such message types should also prove ! 
effective when inducing an individual to resist persuasive : 

attempts. This notion might also be examined with regard 

to other message variables. Further, the support of 

Hypothesis 1 lends credence to the operational definition 

of persuasion offered by Miller and Burgoon {1972 ) ,  in 

which persuasion is viewed as both a facilitator and 

inhibitor of change . According to Miller and Burgoon 

(1972 ) ,  "in labeling a communicative transaction as 

persuasive, the important issue concerns the type of 

relationship the persuader seeks to establish between his 

own attitudes and behaviors and those of the persuadee, 

not the types of messages encoded"  (p. 16 ) .  

I I 

Hypothesis 2 predicted that persons exposed to a 

refutational pretreatment message of moderate intensity 

would exhibit significantly less attitude change, following 

exposure to a counterattitudinal persuasive attack of 

moderate intensity, than would persons exposed to high- J 
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The ,1 
support given for this hypothesis is encouraging , espe-

or low-intensity refutational pretreatment messages . 

cially in light of the contrast effect predicted in Chap- I .  I 
ter 1. The findings tend to confirm the post-hoc analyses j I 
of Bowers { 1963 ) , Brooks ( 1970 ) , and Burgoon ( 1970 ) . The I operation of the contrast effect in this investigation sugl 
gests an intensity-agreement principle in persuasive j 
research . In other words, when receivers have certain ex- ! I 
pectations concerning the linguistic intensity of a speak- i I er, the pretreatment message intensity should conform to I 
those expectations when attempting to induce resistance to ; 

persuasion. 

Bowers ( 1964 ) contends that the variable of inten-

sity is important in communication research, as inferences i 
l 

. I 
concerning the attitudinal states of both the communicator ! I 
and receiver may be made based upon knowledge of intensity ·! I 
The findings presented in this study evidence the validity : 

I 
! 

of considering the attitudinal states of the receiver, and j 
the effects of message intensity upon such states. Addi- ! I 
tionally, the results of this investigation provide support 

for the utility of message intensity manipulations in I 
attitude change paradigms. 

Implications for Future Research 

The next step in the investigation of the effects of 
! 

language intensity manipulations in messages attempting ! 
to induce resistance to persuasion is the variance of the 

language intensity in the counterattitudinal persuasive __________ _) 
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commit themselves via behavioral or external commitment, 

could investigate the effects of differing commitment 

levels upon the results of language intensity manipulation� 

McEwen and Greenberg ( 1970 ) found that congruity 

theory predictions would be more precise when the asser­

tion linking source and topic was of the same intensity 

than if it were of a hifferent intensity. An investigation I 
of the relationship between linguistic and concept ___j 
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intensity in a framework simila� _ to that used in this 

experiment might yield useful findings in this vein. Such 

an effort would also shed light on the intensity-agreement · 
principle suggested in this study. 

To conclude, further investigation of means by 

which persons may become more resistant to persuasive 

appeals is currently needed. In the words of �ller and 

Burgoon ( 1972) : 

The persuasion literature has long been filled 
with "offensive game plans " which tell how to 
change a person , whether or not the change is 
good for him . It seems to us that in a time 
marked by a veritable explosion of persuasive 
communication , people need added resources to 
defend themse lves against the barrage of per­
suasive attacks they face daily . Indeed , stu­
dents of persuasion need to spend as much time 
and energy on the study of communication con­
sumption as they have in the past on the study 
of communication production (p. 26). 

Summary 

A relatively small amount of research in persuasion ! I 
has sought to discover how to make people more resistant 

· 
to change . Research on the induction of resistance to 

persuasion has generally been concerned with demonstrating 

the relative efficacy of the supportive and refutational 

pretreatment message strategies . As a result of the 

emphasis placed upon pretreatment message types as the 

primary independent variable , little attention has been 

given to other message variables . The purpose of this 

study was twofold: l) to examine the effects of language 

intensity upon inducing resistance to persuasion , and 

2) the investigation of the effects of differing 

39 



pretreatment strategies upon impending persuasive appeals. 

It was predicted that subjects would exhibit �, greater resistance to persuasion after having been exposed . · 
to a supportive pretreatment message of high intensity I 
than would subjects who had been treated with a moderate 

or low intensity message. 

It was also : predicted that subjects exposed to a 

refutational message using language of moderate intensity 

would exhibit significantly more resistance to persuasion 

than would those subjects exposed to either a high or low 

intensity refutational pretreatment message. 

The experimental messages were created utilizing a 

procedure developed by Burgoon and Miller ( 1971 ) . Sup-

portive and Refutational messages were created which I varied in language intensity to yield high� moderate � or 

low intensity messages. Eleven key words/phrases taken . I 
from a word list developed by Thrustone and Jones ( 195� ) j were inserted into the experimental messages � to determine ; 

the intensity of the messages. 

. Attitude change was measured by subtracting pre­

test scores from posttest scores. Subjects evaluated the 

experimental issue on four seven-interval semantic dif-

ferential-type scales. 

The findings support both theoretical hypotheses. 

Subjects in the Supportive: High conditions exhibited l 
i 

significantly less attitude change than did those in eithet 
the Supportive: Moderate or Supportive: Low conditions. I 
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Moreover� those subj ects in the· supportive: Moderate 

condition changed signi�icantly less than did those 

subjects in the Supportive: Low condition. Subjects in 

the R e�utational: Moderate condition exhibited signi�i­

cantly less attitude change than did subj ects in eith er 

the Re�utational : High or Re�utational: Low conditions. 

Findings wer e  discussed in terms o� prior research 

in conferring resistance to persuasion. A number o� 

r esearch extensions � suggested by the �indings o� this 

study� were discussed. 

41. 
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APPENDIX A 

PRETEST ATTITUDE QUESTIONNAIRE 
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SAN FERNANDO VALLEY STATE COLLEGE 

STUDENT OPINION PROFILE 

Course ____________ �Day/T�e _____________ Name ____________ _ 
The Communication Research Center at San Fernando Valley 
State College is attempting to solicit the opinions or 
students on a variety of current issues--campus and 
national--which may serve as a foci or a problem analysis . 
On -each or the following pages you will find a number of 
issues rollowed by a series of scales. 

PLEASE READ THE INSTRUCTIONS ON COMPLETING THESE SCALES 
VERY CAREFULLY 

You will find several statements followed by several 
scales . Please mark each scale in the blank that BEST 
represents how you feel. For example� here is an item 1 
similar to those you will see: 

"All universities and colleges should establish Chicano 
Studies Programs 11 

Good : : : : : : Bad 

Your task is to place a check-mark (X) above the line that : 
best indicates your feelings about the statement. For i 
example� if you feel that the establishment of a Chicano 

· 
Studies Program at all universities and colleges would be i 
very good� you would mark the scale as follows: I Good X : : : : : : Bad 1 
If you feel that such a move would be quite good� you would 
check as follows: 

II Good : X : : : : Bad ! If you reel neutral or indifferent about the proposition, 
or ir you feel that the scale is . irrelevant to the proposi-: 
tion� you would check as follows: j 

Good : : X : : _: Bad 1. Remember: Never put more than one check-mark on a single 
scale and be sure that each check is in the middle of the 
line� not on the boundaries. 

WORK RAPIDLY--RECORD FIRST IMPRESSIONS--DO NO CHANGE MARKS 

PLACE ONE "X " on EACH SCALE 
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46 .  
San Fernando Valley State College 

should admit 20% minority students 
regardless of qualifications 

Worthless • • • • • Valuable • . . . • 

Pleasant · ·  . . • • • . . Unplesant . • . . . . 
Unfair • • • • • . Fair . . . • . . 

Good . • . . • . Bad . . . . . . 

San Fernando Valley State College 
should be changed from college to university status 

Pleasant • . . . . . Unplesant . . • . • • 

Unfair . • . . . . Fair . . . • . . 
Good . • • . • • Bad • . . . . . 

Worthless . . . . . . Worthless . . • • . • 

San Fernando Valley State College 
should only admit students who are juniors or seniors 

Good • . • . . Bad • • • . . 
Worthless . . . . . • Valuable . . • . . . 

Pleasant . . . . . Unplesant . . . . . 
Fair • . . . . . Unfair . . . • . . 

All grades should be changed to 
a Credit-Fail system 

Unfair • . . Fair . • . 
Good • • . . • Bad . . . . . 

Worthless . . . . . . Valuable . . . . . . 
Pleasant . • • • • . Unplesant . • • . . . 



47 
Tuition should be charged to all students 

in the State college system 

Worthless . . . . Valuable . . . . 
Pleasant . . . • Unpleasant . . . . 

Unfair . . . . . Fair . . . . . -
Good . . . . Bad . . . . -
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POSTTEST ATTITUDE QUESTIONNAIRE 
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SAN FERNANDO VALLEY STATE COLLEGE STUDENT OPINION PROFILE 

This c las s has b e en s e lected to participate in a 

prob lem analysi s  spons ored by the Communication Res earch 

Center at Valley State . We are current ly working in an 

attempt to as s e s s  c ommunity opinion on various i s sues . 

Before this can be accomp li shed , however ,  an ins trument 

mus t  b e  develop ed in order to mos t  ac curately measure and 

rec ord the atti tudes of p ers ons intervi ewed . We would 

like you to read the following mes sage and rate it on 

s everal different s cale s . 

It is hoped that the deve lopment of new, innovative i �!,! 
s amp ling techniques wi ll yie ld the best pos s ible repre- . 

s entation of the b e liefs and attitudes of the p ersons in 

thi s c ommuni ty. Thank you very much for your c ooperation 

in the development of this ins trument . 

Lawrenc e J. Cha s e  
Proj ect Director 
Communication Res earch Center 
San Fernando Val ley State 

College 

COURSE ____________ DAY/TIME_______ NAME�-------------

._____ _____ . __ _1 
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SAN FERNANDO VALLEY STATE COLLEGE SHOULD LIMIT ENROLLMENT 

I TO ONLY THOSE STUDENTS WHO ARE EITHER JUNIORS OR SENIORS 

Limiting enrollment to only juniors and s eniors · 
It would b e  a I 

very good move from an economic s tandpoint ,  as the college i would b e  a good policy for SFVSC to adopt . 

I . I 
would b e  able to save money by offering fewer lower leve l j 
cour s e s  whi le expanding the number of upp er divi s i on ! I 
offerings . Les s moni e s  would be given out as scholarships ,! I 
and thi s would b e  good in terms of expanding other program� 

! 
I 

Such a p o licy would have a welc ome effect upon the : I 
level of s cho larship . The offi c e  of admi s s ions would have i I 
a good examp le of the s tudent ' s  abi lity to do college work,! 
and c ould admit him ac c ordingly . 

Socially, the adoption of such a policy would be a 

welcom e  mov e ,  as i t  would bring the s tudents c los er 

together . This wou ld have a very good effe c t ,  in that ther� 
would b e  inc reas ed support for s tudent ac tiviti es . 

. I 
Thi s I l 

would b e  good in terms of' increas ed s tudent coop eration in i l 
scholarship and extracurricular activitie s . Such a p olicy 1 

I 
would a l s o  b e  p referred in that it would faci litate c ommu- ; I 
nic ation between s tudents and faculty . The more limited 1 

I range of c our s es would have a welc ome effect upon the 

amount of' shared activi ti e s  b e tween s tudents and faculty . 

All things c ons idered, such a p olicy would be 

preferred over the current system at SFVSC . 
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San Fernando Valley State College should 

only admit s tudents who are juniors or s eniors 

Good • • . • • . 

Worthles s  . • . • . . 

Pleasant . . • • • . 

Fair . . . . • . 

Now� p leas e check thes e  s cales 
i t s e lf'. 

Comp lex . • • . . . 

Ornate • • . • • . 

Important . . . . . . 

Lucid . • 0 . . . 

C onci s e  . . . . . . 

Strong • • . . . . 

Active . . . . . . 

. . . . . . 
• . . . • . 
. . • • . • 
. • . . . . 

conc erning 

• . . • 

. . • . . . 

. • . . . . 

. . . . . . 
. . • . . . 
. . . . . . 
. • • . . . 

. . 

• • 

• . 
. . 

Bad 

Valuable 

Unp leasant , . I 
Unfair I 

I 

the mes sage I 
. Simple ! . 

I 
. Plain l • I . Unimportan� . 

I 

. Obs cure I • 

. Di:f:fus e  I . I 

. Weak . 

• Pas sive . 
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(High Supportive ] 
SFVSC SHOULD NOT LIMIT ENROLLMENT TO ONLY THOSE STUDENTS 

WHO ARE EITHER JUNIORS OR SENIORS 

I dislike extremely the idea o� limiting enrollment 

at Valley State to only those students who are juniors or 

seniors . It would have a very bad ef�ect upon the diver­

sity o� the student body. Students strongly like inter­

acting with a wide variety o� people . 

This policy would have a terrible effect on the l 
' 

quality of student scholarship . I would dislike intensely ! 

the effect such a policy would have on the continuity of ! 
the college experience . 

I ! ' 
I would dislike extremely the fact that college 

students with excellent quali�ications would be denied 

admission to Valley State simply because they had not 

completed enough units . To admit students based upon 
I 

such : 

criteria would be a terrible policy to adopt . This would 

be very bad �rom the standpoint of the high school 

graduate� whose quali�ications were excellent� as well . 

All in all� it is a very bad idea to limit enroll­

ment to only juniors and seniors at Valley State . 
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(Mode rate Supportive } 
SFVS C  SHOULD NOT LIMIT ENROLLMENT TO ONLY THOSE STUDENTS 

WHO ARE EITHER JUNIORS OR SENIORS 

I dis like the i dea of limiting enrollment at Valley , 

State to only tho s e  s tudents who are juniors or s enior s . I 
���� It would have a highly unfavorable effect upon the diver-

s ity of the s tudent body . S tudents enj oy interacting with ; 

a wide variety of p e op l e . 

� s  p o licy would have a bad effect on the quality 

of s tudent s cholarship . I would dis like the effect such 

a policy would have on the c ontinuity of the college 

expe ri enc e .  

I would di s like the fac t that co llege s tudents 

with good qualifications would be d eni ed admi s s i on to 

Valley State s imp ly becau s e  they had not c omp leted enough 

units . To admi t s tudents bas ed upon such c riteria l'IOUld j 
b e  a bad p olicy to adop t . This would b e  highly unfavorable I 
from the s tandpoint of the high school graduate ,  whos e  ! 
qualifications were good ,  as well . 

All in all , it i s  a bad i dea to limit enrollment to i 
only j uniors and s eni ors at Val l ey State . 
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[Low Supportive ] 
SFVSC SHOULD NOT LIMIT ENROLLMENT TO ONLY THOSE STUDENTS 

WHO ARE EITHER JUNIORS OR SENIORS 

I dis like s lightly the idea of limiting enrollment I 
I 

at Valley State to only thos e s tudents who are juniors or i 

s eniors . It would have a p oor effect upon the diversity l l I of the s tudent body . Students like moderate ly interac ting 1 

with a wide variety of p e op le . 

This p olicy would have a p oor effect on the quality ! I I I 
of s tudent s cholarship . I would di s like moderately the 

effect such a policy would have on the c ontinuity of the 

c ollege exp eri ence .  

I would di s like s lightly the fac t that c ollege 

s tudents with OK qualifications would be deni ed admi s sion 

to Valley State simply becau s e  they had not c ompleted 

enough units . To admit s tudents bas ed upon such cri teria 

would be a p oor p olicy to adopt . This would be poor from 

the standpoint of the high s chool graduate , whos e  quali­

fications were OK, as wel l . 

All in all , i t  is a p oor idea to limi t enrollment 

to only juniors and s eniors at Val ley State . 
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[High Refutational ] 
SFVSC SHOULD NOT LIMIT ENROLLMENT TO ONLY THOSE STUDENTS 

WHO ARE EITHER JUNIORS OR SENIORS 

Limiting enrollment to only juniors and s eni ors 

would be a very bad policy for SFVSC . It would b e  a 

terrib l e  move from an ec onomic s tandpoint , becaus e the 

' .  
i 

l I 
c ollege would offer fewer lower divis i on c ours e s , and thus ! 
rec eive les s s tate funds . There would be fewer s cholar-

ships available , and this would have a very bad effect 

upon our chanc e s  of rec eiving extra monies . 

Such a p olicy would have a t errible effect upon the ! i 
level of s c holars hip at SFVSC . Students would be admitted : l I to upp er divi si on cours e s  wi th only the very bad back-

ground that a j uni or c ollege can provide . Thus admis sion 1 

I can only be a gues s  bas ed upon very bad evidenc e .  

Soc ial ly , the adop tion of such a p olicy would be 

a terrible move , as it would drive the students furthe r 

apart . A greater empha s i s  would be p laced on c ompetition ,  

and thi s i s  a very bad sub s ti tute for c ooperation and 
! 
I 

interaction. This would have a terrible effec t upon parti-; 

c ipation in student activities and wou ld be very bad in 

terms of s tudent faculty c ommunication . 

All things c onsidered , I would dis like intens e ly 

adopting such a p olicy at SFVSC . 

I 
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[Mod erate Refutational ] 
SFVSC SHOULD NOT LIMIT ENROLLMENT TO ONLY THOSE STUDENTS 

WHO ARE EITHER JUNIORS OR SENIORS 

Limiting enrollment t o  only juni ors and s eniors 

would b e  a bad policy for SFVSC . I t  would be a bad move 

from an economic s tandpoint, becaus e the college would 

offe r  fewer lowe r divi s i on c ours e s ,  and thus rec eive l e s s  

s tate funds . The re would be fewer s c holarship s avai labl e ,  

and thi s  would have a highly unfavorable effect upon our 

chances of rec eiving extra moni e s . 

! . i 

Such a p olicy would have a bad effect upon the I l 
admitted ! level of s cholarship at SFVSC . Students would be I 

to upper divi sion cours es with only the bad bac kground l I 
that a junior college can provide .  Thus admi s sion can onlt 

be a gues s  bas ed upon bad evidence . 

Soc ially, the adoption of such a policy would be a I I bad move , as it would drive the students further apart . ' 

this I A greater emphas i s  would be p laced on completion, and 

is a bad sub s titute for c ooperati on and interac tion . Thi s 

would have a highly unfavorable effect upon partic ipation 

in s tudent ac tiviti es and would be bad in terms of s tudent 

faculty c ommunication . 

All things c ons idered, I would dis like adop ting 

such a policy at SFVSC . 

I 
�--------------------·----------------------------------------j 
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(Low Refutational ] 
SFVSC SHOULD NOT LIMIT ENROLLMENT TO ONLY THOSE STUDENTS 

WHO ARE EITHER JUNIORS OR SENIORS 

Limiting enrollment to only juni ors and s eniors 

would be a p oor p olicy for SFVSC. It would be a poor move ! 

from an economic s tandp oint ,  because the c ollege would I 
offer fewer lower divi s i on c ours e s ,  and thus receive l e s s  1 

state funds . There wou ld b e  f ewer scho larships available, 

and thi s would have a p oor effect upon our chanc e s  of 

receiving extra moni e s . 

Such a p olicy would have a p oor effect upon the I 
level of s cholarship at SFVSC . Students would be admitted ; 

to upper divi s i on c ours e s  with only the p oor background 

that a juni or c ol l ege can provide . Thu s  admi s s i on can 

only be a gue s s  bas ed upon p oor evidence . 

! j I I 
Socially ,  the adopti on of such a policy would be a l 

p oor mov e ,  as i t  would drive the students further apart . 

A greater emphas i s  would be p laced on comp etition ,  and 

thi s i s  a p oor substitute for c ooperati on and interac tion . 

This would have a poor effect upon partic ipation in 

s tudent activities and would be p oor in terms of s tudent 

faculty c ommunication . 

All things c ons idered, I would di s like moderately 

adopting such a policy at SFVSC . 
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Compl ex . • . . • . Simple . • . . • • -

Ornate • • . • • • Plain • . • . . • --

Important . . . • . . Unimportant . . . . • . 

Lucid . . . • . • Obs cure . . . . . . 

Conc i s e . . . . . Diffus e  • . • . . --
Strong . . . . • . Weak . • . . . . 

Active . • . . • . Pas sive . . . . . . 

Unpleasant . • • • . Pleasant . . . . . 

Fair • • . . . Unfai r . . . . . 

Good . • • . . . Bad • . • . . . -
Worthless . . . . . Valuabl e  . . . . . 


