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          art 2: Parts of Personality continues the exploration of the personality system.  Through the past century, psychologists have been developing and refining their understanding of the most important parts of the personality system.  Parts of Personality brings us through an examination of many of those parts: of motives and emotions, of mental models of the self and the world, of intelligence and other mental abilities, and finally, of fascinating – though less well understood –

parts such as the conscious, the innermost self, and free will.  The definitions and measures of these parts will be discussed, as well as how people differ from one another in the personality parts they possess. 

	
Part 2

Parts of Personality

  Chpt. 4. Motivation and Emotion 

  Chpt. 5. Interior Selves; Interior Worlds 

  Chpt. 6. Mental Abilities and Skills
  Chpt. 7: The Conscious Self 

	Copyright © 2004 John D. Mayer


Guided by theory, and using research tools such as psychological measurement and experimental design, psychologists have gradually sorted out and understood the specific parts of personality.  This chapter begins our exploration of the parts of personality with an examination of an individual’s motives and emotions.  Motives help direct our behavior – they guide us toward some aims and away from others.  Emotions interact with motives, amplifying or subduing them.  Emotions also tell us about our relationships with others and how to achieve our aims in a social context.  These parts of personality will be examined in:
Chapter 4:
Motivation and Emotion

	Previewing the Chapter’s Central Questions 

1. “What Are Motives and How Can They Be Measured?” Motives, goals, and plans, propel personality to do the things it does.  To find out which motives, goals, and plans are most fundamental, psychologists have employed psychological tests to understand and organize peoples’ personal directions.

2. “How Are Motives Expressed?” Motives aren’t just something a person feels internally – they have real life impact on the choices a person makes.  For example, a person who values achievement will behave differently from someone who values power.

3. “What are Emotions and Why Are They Important?” Of course, we don’t just follow our motives wherever they lead.  Motives are expressed – or not – depending in part on how we (and others) feel about them; that is, according to how we respond to them emotionally.  If we like a motive, the emotions can amplify the behavior; if we feel guilty or ashamed about a motive, the emotions can subdue the motive.  Emotions also signal us about our relationships with others. 

4. “What are Emotional Traits and How are They Expressed?” There exist lots of different emotions – but some general dimensions of emotions can be used to organize specific feelings.  People vary in the kinds of emotions they experience.  Some people really are sadder than others; some really are happier.

5. “What are Happy People Like?” If people vary in how emotional they are, then what are the characteristics of, say, the very happiest people?    



What Are Motives?

	Key Points Previewed:  • Motives are important because they help organize and direct behavior • An earlier term for motives was, “instincts.” • Measuring motives presents a challenge because people don’t always know their own motives, and sometimes they won’t admit to them even when they do know them.  • Psychologists employ a variety of approaches to measuring motives including projective measures and different kinds of self report. • Different kinds of motives found from such research are described.  


Motives, Instincts, and Needs

Opening Questions

What possible motive could a person have for climbing Mount Everest?  On March 10th, 1996, Jon Krakauer, a reporter for Outside magazine, was riding aboard a Russian-built helicopter with other members of an expedition that would climb Mount Everest, the tallest mountain in the world.  The men and women had all paid steep fees to be guided to the top by an experienced mountaineer – $65,000 a head. At the start of the expedition, Krakauer had wondered about his fellow climbers: Who were they?  Could he have confidence in them?  His life would depend upon these expedition members during the climb (Krakauer, 1998, pp. 37-38).  A number of mountaineering teams ascended the peak on the same day as Krakauer’s team.  An unexpected storm, along with other mishaps, took the lives of a number of people.  Although Krakauer survived, many of those he climbed with did not, including the leader of the expedition.  

In appreciating such a heroic and dangerous endeavor, we might ask, “Why were they there? Why did Krakauer and his fellow climbers spend two months away from their homes and families and strain themselves to the breaking point in order to climb the mountain?”  This is a consideration of motivation.  Most generally speaking, motivation is the study of why people do the things they do.  

“Because it is there” was the famous reason George Leigh Mallory gave for climbing Mount Everest.  Mallory had become irritated by the repeated questioning of a reporter when he provided the response.  Was Everest’s “there-ness” the real reason that Mallory and others such as Krakauer would risk their lives to climb it?  Were there other aspects of their personalities that entered into the equation as well?  The ascent is unquestionably dangerous; Mallory died while climbing it on June 8th, 1924, as have one in four climbers since (Krakauer, 1998, p. 18, p. 28).  Krakauer’s self-described motives included his childhood idolization of mountaineers. (See the Case Study Box for more about Krakauer’s personal motives).

A person can be motivated by a situation “because it is there [Mt. Everest],” or by identification with a hero.  People also vary in how much excitement they seek.  The brochure for the guided ascent Krakauer went on appealed to peoples’ desire for thrills.  It addressed the reader bluntly, opening with: “So you have a thirst for adventure!” (Krakauer, 1996, p. 37).  Technically, individuals who thrive on excitement such as Krakauer and his fellow climbers are known as “sensation seekers.”  There also exist widely different types of motivations.  Only a few of them relate to mountain climbing, others concern food, sex, affiliation, and power.  Each such motive may have a different origin in the brain (or mind), and highlight different aims to which the person aspires. 
	Case Study: Jon Krakauer and the Uneasy Fulfillment of a Boyhood Dream

Jon Krakauer was a reporter for Outside magazine who accompanied an ill-fated climbing expedition to the top of Mount Everest (see text).  He writes that when Outside offered him the assignment, , he said yes with no hesitation,  adding that “…boyhood dreams die hard, and good sense be damned.” (Krakauer, 1996, p. 28).  Many people who attempt the peak die along the way, and Krakauer and several members of his expedition were caught in an unexpected storm during the ascent; some of them died and others were severely injured.  Krakauer was physically spared, but deeply influenced by the events on the mountain.  

Although he had decided to go on the assignment immediately, he experienced misgivings even as he left.  Krakauer’s wife had herself  been a climber but had injured herself and had learned to make hard calculations about the inherent risks of climbing.  She felt her husband’s trip to Everest would be “stupid and pointless,” and feared he would not return.  Krakauer had, in fact, given up climbing temporarily when they got married.  Yet, he noted, “I’d failed to appreciate the grip climbing had on my soul…or the purpose it lent to my otherwise rudderless life.  I didn’t anticipate the void that would loom in its absence,” and within a year he had taken it back up.  His wife had begun to accept that she could not control this need of his, but the Everest trip was a terrible strain on their relationship.  Why did he climb?  To fill a void?  But what does that mean?

As a child, Krakauer lived in Corvallis, Oregon.  He explains how he idolized Willi Unsoeld, a mountain climber who lived in the same town, and whose son he played with.  When Krakauer was nine, Unsoeld completed an especially challenging climb of Mt. Everest with his partner Tom Hornbein a few months before the ascent, Krakauer had climbed his first mountain.  While his friends idolized astronauts and great baseball and football players, he wrote, “my own heroes were Hornbein and Unsoeld.” (Krakauer, 1998, p. 22).  

Elsewhere in his account, Krakauer writes  that he disobeyed his better judgment:  “There were many fine reasons not to go, but attempting to climb Everest is an intrinsically irrational act – a triumph of desire over sensibility…” Krakauer (p. xvii).  Indeed, he continued, “The plain truth is that I knew better but went to Everest anyway.  And in doing so I was a party to the death of good people, which is something that is apt to remain on my conscience for a very long time.”  (Krakauer, p. xvii).  Such is the power of the motives that psychologists attempt to understand.


Instincts, Motives and Goals


When considering the overall motivational system, it is useful to take into account a rough division between what might be called basic motives or needs, and specific goals that are learned or acquired from the social environment.  Among basic motives and needs are a variety of biologically-based desires including hunger, thirst, varieties of sexual behavior, and some tendencies toward social behavior as well. These basic motivations are often innate although they can be modified through learning.  In contrast, more specific goals might be to learn Spanish, or to read the next Harry Potter book.  The motives explored in this chapter are of a more basic sort and serve as a foundation for a person’s more specific goals and strivings.

Originally, a given human motive was viewed as arising from an instinct (William James, 1890).  By instinct is meant a biological based urge which can be satisfied by a specific action.  At the beginning of the 20th Century, for example, William James saw expressions of sympathy, modesty, sociability, and love all as involving innate qualities.  When Freud tackled motives he began by attempting to trace them from their biological origins in the brain to their psychological manifestations.  For Freud, instincts were: 
...a borderland concept between the mental and the physical, being...the mental representative of the stimuli emanating from within the organism and penetrating to the mind (Freud, 1915/1963a, p. 87).



For Freud, human behavior was largely directed by a sexual or life instinct.  In the infant, this sexual instinct involved nearly any bodily pleasure; touching, eating, even defecating were all considered part of the sex, or pleasure, drive.  Any impulse to join others was part of this broadly defined instinct, including many feelings of friendship and love.  Freud even viewed curiosity as beginning with the sexual instinct because sexuality encourages people to explore their personal physical sensations on their own and with other people.  Toward the end of his career, Freud (1937/1964) defined a second class of human urges as stemming from a group of instincts related to aggression and death.  

The concept of the instinct came under fire from anthropologists whose work suggested that wide cultural variations in peoples’ behavior undercut any simple idea of inherited instincts (e.g., Benedict, 1959; Mead, 1939).  Their observations indicated that a given motive might be expressed in different ways depending upon the culture.  Psychologists gradually gave up speaking of the universal instincts expressed in fixed ways and began to speak in terms motives.  Motives are defined as biologically-based and or learned urges or tendencies to behave in a particular manner.  
The term, “motive,” is often used interchangeably with the terms “needs,” “urges,” and “desires”.  Whichever term is preferred, a motive directs us toward certain aims or goals that will satisfy it (Winter, John, Stewart, Klohnen, & Duncan, 1998).  A motive such as thirst can be satisfied in a simple fashion by drinking some water, or in a more elaborate manner by sipping an espresso Italia.  Different motives emerge from different areas of the brain, activate different plans, and work in different ways.   

Take the comparison between hunger and sex, for example.  Hunger arises from a combination of neurophysiological processes, such as the detection of sugar in the bloodstream, and fat molecules in the blood, and also from environmental stimuli such as the presence of a good-smelling, attractive meal.  Hunger aims to help a person maintain his or her energy level (Mook, 1996, pp. 72-73).  When a person is prevented from eating, he or she fantasizes about food more frequently (Keys et al., 1950).  
Sex with another person, on the other hand, does not serve to maintain any particular aspect of the individual’s physiology.  It bears no immediate relation to sugar or fats in the blood, or the maintenance of any other known chemical (Mook, 1996, p. 111).  In addition, sex is socially complex.  Eating alone is possible; sex takes two.  Sexuality and sexual desire are regulated by their own set of hormones: particularly testosterone in men and estrogen in women.  Adults with fewer sexual encounters fantasizes about sex less frequently than do those with more sexual experience (Knafo & Jaffe, 1984).  These examples serve to make the point that each motive is individually complex and each one may vary dramatically from another.  

In the realm of personality, motives may be quite diverse, some may be quite well known to the individual him or herself, whereas others may be unobserved, unnoticed, and outside of awareness.  Motives also interact with one another dynamically – a point that will be covered in the sections on personality dynamics.  Some psychologists have even postulated a “master motive” concerning the need to become all that one can be, called self-actualization.  That motive for growth will be examined in the chapters on personality development.  Here we are simply introducing motives, and will examine a few basic examples, viewed one at a time.
Projective Measures of Motives 

Do you like to dominate and control other people? If you do, would you admit it on a psychological test?  People may not only hide such motives from others, they may hide the urges from themselves, or even be entirely unaware of them.  The idea that many basic psychological motives are caused by biological mechanisms suggests that they may arise somewhat automatically and never reach consciousness so people often cannot report on them.  Moreover, even if the motives were momentarily conscious, people may avoid thinking about them to the extent that the urges conflict with social ideals, and thereby be unable to report them accurately.  For that reason, motives are often assessed through projective tests.

Projective Testing and the Projective Hypothesis

Frank (1939) described how an individual’s personality can be projected through the prism of a psychological test, and separated into its parts.  He drew the analogy to how white light, when projected through a prism and onto a screen, is separated into colors that make it up.  According to Frank and others, the key element that defines a projective test, is the presence of an ambiguous stimulus to which an individual responds.  

The Thematic Apperception Test (TAT; Murray, 1938; Morgan, 1995) is a projective test that is often employed to measure motives. It consists of a number of sketches and drawings, mostly of people alone or interaction with one another. Probably the best known card shows a boy who is gazing into space, sitting at a desk on which rests a violin.  The examiner presents a card of the TAT to the participant and says, “Tell me a story about this picture.  Tell me how it began, what is going on now, and what will happen in the end?”  The test-taker then composes a story in response to the instructions and the card.  The respondent weaves together elements of the picture into a story as the examiner dutifully records what the respondent says.  
The content of the stories that have been told are then evaluated according to the themes and ideas the individual has expressed; note that the test-taker answers nothing directly about him or herself.  Yet the themes are hypothesized to reveal important concerns, or even preoccupations, of the individual.  For example, a person who describes the boy with the violin as dreaming of a concert at Carnegie Hall might be judged to have a need to achieve.  A person who discusses love and romance in various stories would be judged as needing other people.  

	Disciplinary Crossroads: the Projective Hypothesis in Shakespeare 


The idea that one’s personality can be revealed through how one interprets ambiguous material was around well before projective tests.  Sigmund Freud noted that Shakespeare had used the technique in the Merchant of Venice (Shakespeare, c. 1598/1936).  In Freud’s essay on,  “The Theme of the Three Caskets,” he analyzed the passage in question from a psychodynamic perspective (Freud, 1913/1989).  The passage concerns Portia, a rich heiress whose father sets up a test to choose a suitor for her.  To win Portia's hand in marriage, each suitor must choose from among three caskets: gold, silver, and lead.  Each of the caskets contains an inscription on its back.  These read:

GOLD: 'Who chooseth me shall gain what many men desire.'

SILVER: 'Who chooseth me shall get as much as he deserves.'

LEAD: 'Who chooseth me must give and hazard all he hath'

These inscriptions are ambiguous, like the items on a projective test, in that each admits of more than one meaning.  In the play, the caskets and their inscriptions serve collectively as something like a projective test so the audience can learn about the character of each of Portia’s suitors.  Those suitors are the Princes of Arragon and Morocco, and the fair Bassanio.  

The Prince of Morocco  

The Prince of Morocco reads each inscription, ponders it, and then concludes his consideration in this way:

…Isn’t lead that contains her?  ‘Twere damnation 

To think so base a thought: it were too gross

To rib her cerecloth in the obscure grave.

Or shall I think in silver she’s immured,

Being ten times undervalued to tried gold?

O sinful thought! Never so rich a gem

Was set in worse then gold.  They have in England

A coin that bears the figure of an angel

Stamped in gold, but that’s insculp’d upon;

But here an angel in a golden bed

Lies all within.  Deliver me the key:

Here do I choose, and thrive I as I may!

And so he chooses the gold casket, but his reaction (“O hell!”) alerts the audience with admirable directness that he made the wrong choice.  (Shakespeare c. 1598/1936, Act II, Scene VII).

The Prince of Arragon


The Prince of Arragon, had earlier rejected gold as appealing to the “fool multitude.”  He prefers a more considered choice.  His reaction to the inscription on the silver casket is as follows:  

"Who chooseth me shall get as much as he deserves:'

And well said too; for who shall go about

to cozen fortune, and be honourable

Without the stampe of merit? Let none presume

To wear an undeserved dignity.

O, that estates, degrees and offices

Were not derived corruptly, and that clear honour

Were purchased by the merit of the wearer!

(Shakespeare, c. 1598/1936, Act II, Scene ix) 

Arragon opens the silver casket and is silent.  Portia remarks in an aside, “Too long a pause for that which you find there,” foreshadowing that he has not found her portrait.     

The Fair Bassanio

It had been Bassanio who rejected appearances – gold and silver – and dared to choose lead: 

So may the outward shows be least themselves:

The world is still deceived with ornament…

Therefore, thou gaudy gold,

Hard food for Midas, I will none of thee;

Nor none of thee, thou pale and common drudge

'Tween man and man: but thou, thou meagre lead,

Which rather threatenest than dost promise aught,

Thy paleness moves more than eloquence;

And here choose I: joy be the consequence!...

Bassanio opens the casket and discovers he has won his ‘Fair Portia's’ hand in marriage.  

How would you describe the qualities of each of the three suitor’s characters?    What features of Bassanio’s personality do you think attracted Portia to him?  One issue with projective tests is that responses to them may be interpreted differently by different observers.  Freud was intrigued by Shakespeare’s choice of the lead casket to hold the prize.  Arguing from an examination of the myths upon which Shakespeare based this drama-within-a-drama, Freud suggested that lead represents a fusion of both love and death. Only the person who could fully appreciate his own mortality and the glory of love within his allotted time of life would be courageous enough to choose lead.  Bassanio’s capacity to recognize both the threat and promise embodied in the lead casket revealed that he was such an individual.   


Types of Motives

What Motives Are Found with Projective Measures?

Many of the needs measured by the TAT can be loosely divided into three broad groups: Those reflecting the needs for achievement, for power, and for affiliation.  The needs are often abbreviated as n achievement, n power, and n affiliation.  The “n” refers to the fact that the need is assessed as a theme on the TAT or similar instrument, rather than by self-report.  Each of these three needs can be viewed as a somewhat loose confederation of more specific needs.  For example, n achievement includes a need to meet standards of excellence which is specifically called the n for achievement, as well as a need to be superior to others, known as n superiority, and the need to develop an independent perspective on the world, known as n autonomy.  Similarly, n affiliation includes such other needs as the need to play, the need to seek aid and protection, known as n succorance, and the need to seek others who can care for oneself, known as n nurturance.  Murray’s specific needs are shown in Table 4-1.  One benefit of using the three broad motives rather than the more specific ones is that it is easier to develop a scoring systems that accurately identifies each of the three needs, rather than trying to code for 20-plus needs.  

	Table 4-1: A Presentation of Murray's Needs* (Quoted from the text with some summarization, from Murray, 1938, pp. 80-83) 

	I.  Needs having to do with inanimate objects

	n Acquisition
	.  To gain possessions and property.  To grasp snatch or steal things...

	n Conservance 
	To collect, repair, clean and preserve things...

	n Order
	To arrange, organize, put away objects...

	n Retention
	To retain possession of things, to refuse to give or lend...To be frugal, economical....

	n Construction  
	To organize and build...

	II. Actions which express ambition, will-to-power, accomplishment and prestige

	n Superiority
	This was divided into the two following needs: The will to power over things, people, and ideas achievement (n achievement), and the effort to gain approval and status (n recognition). The two subsidiary needs are defined as: 

	n Achievement  
	To overcome obstacles, exercise power, do something difficult well and quickly.

	n Recognition  
	To excite praise and commendation.  To demand respect.  To boast and exhibit one’s accomplishments.

	III. Needs Complementary to Superiority, Involving the Defense of Status

	n Inviolacy  
	Attempts to preserve self-respect, one’s “good name,” to be immune from criticism.

	n Infavoidance.  
	To avoid failure, shame, humiliation, and ridicule. 

	n Defendance  
	To defend oneself against blame or belittlement.  To justify one’s actions.

	n Counteraction  
	Proudly to overcome defeat by restriving and retaliating. 

	IV. Needs Concerned with Human Power  

	n Dominance
	To influence or control others.  To persuade, prohibit, dictate.  To lead and direct.

	n Deference
	To admire and willingly follow a superior allied other.

	n Similance
	To empathize.  To imitate or emulate.   To identify with others.

	n Autonomy
	To resist influence or coercion.  To defy an authority or seek freedom.  To strive for independence.

	n Contrariance
	To act different from others.  To be unique.  To hold

	
	Unconventional views…

	V.  The Sado-Masochistic Group of Needs

	n Aggression
	To assault or injure an other.  To murder.  To belittle, harm,

	
	blame, accuse, or maliciously ridicule a person…

	n Abasement
	To surrender. To comply and accept punishment.  To

	
	Apologize, confess, atone…

	VI.  Needs Concerned with Human Affection

	n Affiliation
	To form friendships and associations.  To greet, join, and live with others.  To co-operate and converse sociably with others. To love…

	n Rejection
	To snub, ignore or exclude an other.



	n Nurturance
	To nourish, aid, or protect a helpless other.

	n Succorance
	To seek aid, protection or sympathy.

	n Play
	To relax, amuse oneself, seek diversion and entertainment.

	*Note: Murray preceded each of his needs with an “n” to indicate he was measuring the need as expressed in personality – not as a self-report).


Self-Report of Motives 

Standard Self-Report

Not all psychologists use projective methods to study motives; some prefer a more direct approach.  These psychologists have developed tests of motivation that employ self-report items.  Self-report items directly ask people questions about themselves.  Such psychologists are willing to overlook possible concerns over a person’s concealment of undesirable motives, or lack of self-knowledge about their motives.  

For example, the self-report based Motivation Analysis Test includes items such as, "I want to lie in bed in the mornings and have a very easy time in life," and "I want to enjoy fine foods, fine drinks, candies, and delicacies," to which people agree or disagree (Cattell, Horn, & Butcher, 1962).  Jackson’s (1974) Personality Research Form (PRF) includes questions for each of 20 needs identified by Murray.  Jackson’s test has been subjected to a number of factor analyses.  

The results of one such factor analysis are shown in Table 4-2 (after Lei & Skinner, 1982).  It serves not only to further acquaint us with the study of motives, but also to review the section in Chapter 2 on factor analysis.  

In Table 4-2, the 21 test scales from the Personality Research Form, each one reflecting a specific Murray need, are listed down the left-hand side.  The obtained factors – identified with roman numerals of I through V, as is customary – are listed across the top of Table 4.2.  The numbers in the center of the table, called factor loadings, show the relation between the original scales of the Personality Research Form and the factors to which they relate.  

Lei and Skinner named their factors based on the original scales that most closely described them (e.g., correlated with them).  Remember that the factor in factor analysis is a variable that is proposed to exist and that summarizes the more specific observed variables.  For example, Factor 1 represents a need for achievement, in that its highest loading original scale is “Achievement,” and its highest negative loading is “Play.  

Factor 2 represents a need for outgoing, social leadership.  Factor 3 represents a need for dependence.  Factor 4 represents self-protection, and Factor 5 represents aesthetic, intellectual achievement.  


At first glance, Lei and Skinner’s results seem quite different than the needs for achievement, power, and affiliation used with the TAT.  Some experts see a loose correspondence between these results and the three broad motives studied with the TAT.  For  example, the first factor seems reasonable to consider as assessing n Achievement.  The “Outgoing, social leadership” factor could be related to n affiliation, and the “Self-protective versus submissive orientation,” might map onto n power.  That leaves, however, two new clusters of motivations not addressed by projective testers.  Other experts have wondered whether what looks like “Outgoing, Social Leadership,” might simply measure a more general trait such as extroversion (e.g., Ashton, et al., 1998).

	Table 4-2.  A Factor Analysis of Self-Report Items Related to Murray’s Needs (After Lei & Skinner, 1982, Table 4)

	Test Scale
	Factor Loadings

	
	I
	II
	III
	IV
	V

	1. Abasement
	.00
	-.26
	-.10
	-.52
	.38

	2. Achievement
	.66
	.00
	-.20
	.10
	.64

	3. Affiliation
	.10
	.63
	 .40
	-.28
	.00

	4. Aggression
	-.26
	.00
	.00
	.58
	.09

	5. Autonomy
	-.23
	-.10
	-.69
	.00
	.09

	6. Change
	 .00
	.14
	-.18
	.00
	.37

	7. Cognitive
	.79
	.00
	 .11
	.29
	.27

	8. Defendence
	.00
	.00
	.00
	.68
	.00

	9. Dominance
	.38
	.43
	-.22
	.20
	.26

	10. Endurance 
	.57
	.00
	-.28
	.00
	.59

	11. Exhibition
	.00
	.75
	.00
	.00
	.00

	12. Harmavoidancee
	.09
	-.08
	.36
	.00
	-.44

	13. Impulsivity
	-.80
	.00
	.00
	.00
	.00

	14. Nurturance
	.26
	.07
	.26
	-.20
	.51

	15. Order
	.73
	.00
	.00
	.13
	.28

	16. Play
	-.63
	.40
	.13
	-.13
	-.23

	17. Sentience
	.00
	.00
	.00
	.00
	.49

	18. Social Recognition
	.08
	.08
	.39
	.31
	.11

	19. Succorance
	.00
	.00
	.71
	.00
	.00

	20. Understanding
	.37 
	.00 
	-.23
	.00
	.43

	21. Desirability
	.57
	.35
	.00
	-.15
	.00


	Connecting Window 4-1: Recalling Facts about Factor Analysis 

From Chapter 2, “Dealing with Many Variables:”

	· Factor analysis can be used to group variables together into major dimensions or groups of variables called factors.  This helps address another issue for which factor analysis is important…deciding how many things a test measures.    

· The factor analysis begins with a set of variables.  (Lei and Skinner’s factor analysis study starts with the original scales of the Jackson Personality Research Form).  These scales are listed down the left-hand side of the table.  

· The factors themselves are listed across the top and are customarily labeled with Roman numerals.  

· The correlations in the table represent the degree to which the original variables (test scales, in this case) correlate with the factors.  

· To name a factor, the researcher decides based on what (if any) variables correlate positively with it and what (if any) variables correlate negatively with it.  There is often more than one way to name a factor.    


Aside from the similarity (or lack of it) in measuring motives across methods, some researchers have expressed skepticism over whether self-report items can assess a person’s true motives.  Consider the self report test item, "I want to see violent movies where many people are injured or slain."  If a young man enjoyed watching such mayhem, would he really admit to it?  Many young men might be concerned others would question their values if they made such an admission.  For such reasons, modified self-report methods have been introduced.      

Modified Self-Report (Forced Choice)

The willingness of a person to endorse a test item has to do in part with the social desirability of the test item.  Social desirability concerns the value society places on a particular way of thinking or feeling.  For example, the thought “For me, family comes first,” represents a socially desirable attitude, whereas, “I care more about fine wine and fast cars than family,” does not.  Although there are people who care more about fast cars than family, at least some people who hold such attitudes may be justifiably cautious about expressing them.   


To control for the impact of social desirability on test responding, psychologists have developed a form of self-report called forced choice (Edwards, 1957).  A forced-choice scale is a self-report test on which, for each item, a person has to choose between two alternatives of roughly equal social desirability.  In the Edwards Personal Preference Inventory, a forced-choice measure of motives, items were drawn from 15 of the specific Murray needs.  Edwards hoped to overcome a person’s tendency to select only socially desirable alternatives by carefully constructing items that forced a choice between alternatives of near-equal social desirability.  For example, an item on Edward's test might ask people to commit to one or another undesirable alternative.  As an example:

Which would you prefer: 

(a) “To watch a sexy movie"  or 

(b) "To watch a violent movie."

The 225-item scale was employed in a great deal of research and correlates well with other tests intended to measure similar needs (Edwards & Abbott, 1973; Edwards, Abbott, & Klockars, 1972).  The forced choice method does have some drawbacks, however.  For example, to equalize the socially desirability of items measuring the need for aggression and the need for autonomy, the aggressive-need item might be edited so that it is relatively mild whereas the autonomy item would be edited so that it is relatively undesirable.   Thus, one could end up with a relatively mild aggression item such as “I don’t mind it when children play with toy guns,” paired with a relatively negative independence item such as “I think a person’s independence takes precedence over other people’s needs.

Self-Report and Projective Measures Compared 

In those cases when projective and self-report tests measure the same need, such as n achievement, they often don’t correlate very highly.  Conscious self-reports, and thematically-expressed motivations seem to reflect two different motivational qualities.  McClelland (1992, p. 52) has argued that self-reported motivation indicates what a person thinks guides his or her behavior.  So, if a person reports feeling motivated by achievement, he may choose to engage in an achievement-  oriented activity (e.g., studying) rather than an affiliative or power-oriented activity.  It is, however, the projectively measured trait, the “implicit motive,” as McClelland refers to it, that is more likely to determine the individual’s long-term planning and setting of goals.  The idea is that the sorts of motivational preferences one consciously believes one possesses (e.g., preferring to work rather than go to a party) can predict one’s immediate behavior, but it is the deeper, longer-term, more automatic ways of organizing the world – revealed by projective tests – that in the end determine where one will go in life.  Of course, tests such as the TAT have both their critics and defenders and a debate continues as to their validity for use in individual cases.  Most critics acknowledge, however, that research with such tests indicate validity for some purposes (Garb, Wood, Lilienfeld, & Nezworski, 2002; Hibbard, 2003).  In the next section we will examine what such scales tell us about different human motives and how they are expressed in a person’s life.       

How are Motives Expressed?
	Key Points Previewed:  • The achievement motive concerns meeting standards of excellence.  People high in it are entrepreneurial and success oriented.  • The need for power concerns influencing and controlling others.  People high in it tend to hold positions in which they can control others, including teaching, being a counselor, or a manager.  • The need for affiliation concerns wanting to be with others.  People high in affiliation may actually be less popular than others, however, suggesting that such people are needy.  For that reason, a need for intimacy has been suggested as a potential replacement for the need for affiliation.  • The need for sex describes issues concerning dating and relationships.  • Personal strivings represent specific ways that people satisfy their needs.  


The Achievement Motive and its Relation to Personality 


Achievement-oriented people are motivated to compete against standards of excellence, attain unique accomplishments, and commit themselves to pursue a goal over the long term (McClelland, Atkinson, Clark, & Lowell, 1992).  One picture-card on the TAT shows young people watching a surgeon in an operating room.  A person high in achievement motivation told the following story in reaction to it:

A group of medical students are watching their instructor perform a simple operation on a cadaver….  In the last few months they have worked and studied.  The skillful hands of the surgeon perform their work.  The instructor tells his class they must be able to work with speed and cannot make many mistakes.  When the operation is over, a smile comes over the group.  Soon they will be leading men and women in the field (McClelland, et al., 1992, p. 160).


In a review of the literature on n Achievement, McClelland (1992) concluded that people high in achievement motivation share several characteristics. First, they set challenging goals that keep them learning, improving, and approaching their standards of excellence.  They avoid goals that are so easy as to be boring or that are impossibly difficult.  In addition, they are more persistent than are others when their progress at various tasks is frustrated, and they are more future-oriented.  


Students high in n Achievement obtain their chief satisfactions primarily from tasks they perceive as relevant to their goals.  Interestingly, n Achievement does not predict overall school achievement (McClelland, 1992).  Rather,  students with high achievement motivation will get higher grades only in those courses they perceive to be relevant to their future goals.  In work settings, high n Achievement people are more interested and involved in their occupations and are more upwardly mobile.  They tend to be highly entrepreneurial and enterprising and better at finding jobs when they are unemployed (McClelland, 1992).

The Power Motive and Personality 

Westerners often feel uncomfortable acknowledging power motives – gaining power seems associated with controlling others, dictatorial styles, and similar issues, it is an important motive for many people.  The topic is regarded more positively and more openly discussed in certain Asian cultures (Winter, 1992a, p. 301).  The power motive involves direct and legitimate control over other people’s behavior – that is, interpersonal power.

	Disciplinary Crossroads: Achievement Motivation and the Economic Progress of Nations

 When a person tells a story in response to a picture from the Thematic Apperception Test the story is coded for motivational themes.  But the coding systems developed for the TAT can be applied to other texts as well – for example to the literature of a nation.  David  McClelland (1958) reported the results of a senior honors thesis by Berlew in which the achievement theme was gauged for ancient Greece from 900-100 B.C.E..  Central pieces of the literature from the time were coded for achievement imagery.  So, if an Athenian poet rhapsodized about the beauty of a runner who excelled and won a race,  n Achievement would be scored, whereas if the poet ruminated on love, an affiliative motive would be applied. Berlew found that achievement imagery declined over the 800-year period studied, along with the number of nations with which Greece traded.  This suggested a connection between the Greeks’ cultural emphasis on achievement and economic prosperity.  These results were replicated for Spain during its economic decline (1200-1730; Cortés,1960).  

The stage was now set for more ambitious studies that could determine if n Achievement causes economic development. One way to accomplish this is to show that n Achievement precedes economic development. Bradburn & Berlew (1961) first accomplished this by illustrating how, from the 1400's to the 1830's in England, there were two waves of achievement imagery.  There was a flashpoint of such images twice during that period, in the late 1500's and the late 1700's, as measured in popular English plays, songs, and accounts of sea voyages.  Each of these bursts of achievement imagery preceded periods of rapid economic expansion.  

The most remarkable demonstration of this relation, however, was McClelland’s analysis of second- through fourth-grade school readers, for 23 countries from 1920-1929 and for 140 countries world wide from 1946-1950.  The amount of achievement imagery in those readers was unrelated to previous economic growth but strongly predicted national economic growth for the years afterward.  The correlation between achievement imagery and later economic growth was r = .45!  This prediction held for the following 15 years of economic growth as well (r = .40; Winter, 1992, p. 112).  

These results provide rich information about personality, culture, and economics.  If it is true that school readers can influence the motivation of a generation children, it suggests the profound effect that the cultural atmosphere can create among groups of people.  Such widespread shifts in the constellation of personality attributes within a culture can, in turn, become central to determining the culture’s future economic status.  Although these results focus on achievement, it is likely that other personality-culture interactions also take place.  For example, it has been suggested that high power and low affiliation motives in a culture may be a precursor to war, and that the reverse constellation may predict the end of war (Winter, 1992).  Researchers in the future may find still more interesting correlations between culture-wide motivations and national action.  


The power theme can be recognized when people evaluate and heighten their influence, impact, and control over others (Winter, 1992b, p. 312).  For example, on TAT stories, a high-power person might tell stories in which characters directly express their power (e.g., “They plan to attack the enemy”), or provide unsolicited protection (e.g., “The mother protected her daughter against the others”), or try to influence, impress, or control other people (e.g., “She told him she went to Harvard.”)  An example of a story with a power motive is the following response to a picture of an older man and a younger man together:  

These two men are planning a break from the political party to which they both belong.  The elder man is the instigator.  Noticing the disapproval the young man has shown with the party policy, he is convincing him to join with him.  The elder man was pushed into the party.  At first, he thought it was a good idea.  As he saw the workings of it he became more against it...The two will start a new opposition party (Veroff, 1992, p. 290).


Power-motivated people tend to enter professions in which they direct the behavior of other individuals and in which they can reward or punish others within the legitimate policies and procedures of organizations (Winter, 1992b).  Such occupations include business executives and managers, psychologists and mental health workers, teachers, journalists, and members of the clergy.  Occupations in which the use of power is arguably more indirect, such as in law or science, or where the power is over someone’s body as in medicine, rather than over someone’s behavior, are less likely to attract those high in n Power.  Although you might guess that all politicians are high in n Power, many politicians run for office because of their need to achieve or to be loved instead.  Politicians high in n Power, however, are more likely to initiate their own candidacies for office.


How do these power-seeking individuals attain power?  They seek visibility, sometimes by taking extreme positions or gambles.  Student leaders high in n power may write letters with extreme opinions to campus newspapers.  Other high n power students may acquire possessions that others may not be able to afford (such as stereos, cars, nice apartments).  In addition, high n power students in general build alliances with others, particularly with those of lower status, and encourage them to participate in the organizations in which they are trying to attain power.  People high in power are not necessarily well liked, nor are they perceived as working hard or creating the best solutions for problems.  In addition, such individuals may seek power to compensate for a fear of being controlled by others (Veroff, 1992).

The Affiliation Motive and Personality 


The third area of motivation studied by Murray’s intellectual descendents was the need for affiliation.  Evidence for affiliation requires expressions of companionship, mutual interest, and sympathetic understanding.  It is not enough, for example, to see a TAT card and tell stories about relationships.  Rather, affiliative imagery is centered around maintaining or restoring a positive emotional relationship with a person (Heyns, Veroff, & Atkinson (1992, p. 213). The following is an example of the affiliation motive scored in response to the same picture of two men used above in the n Power example:

A younger man is approaching a man older than himself for help or advice on a problem.  The younger man is worried about his lack of acceptance in the new social group he just became acquainted with.  The young man seeks restoration of his confidence.  He knows his problem.  A short conversation will ensue in which the older man will restore the younger man’s confidence (Heyns et al., 1992, p. 221).  


People with higher affiliation needs spend more time with others, visit their friends more frequently, talk on the phone more frequently, and write more letters.  In addition, these individuals appear more sympathetic and accommodating toward others, are interested in people-oriented careers, and have heightened desires to live in a peaceful world. Rather interestingly, however, these people end up being less popular than others.   That result has led to the concern that affiliation imagery may indicate a more dependent, anxious social motivation than originally thought (Koestner & McClelland, 1992, p. 208). 


McAdams suggested that a new but related motive, the need for intimacy, might be more important in predicting success in relationships.  Intimacy is defined as “the sharing of one’s thoughts, feelings, and inner life with other human beings” (McAdams, 1992).  Scoring intimacy themes is a bit different than scoring affliliation; intimacy scoring emphasizes the exchange of information between characters.  Examples of intimacy content include comments in stories such as, “They enjoyed talking to each other,” or “she had fun telling him a secret,” or even, “they had a friendly argument about which movie was better.” Non-intimate statements, such as “she admired her mother,” or “he had a good time at the party,” are not.  The measure of n Intimacy correlates only modestly with n Affiliation (r = .30 or so, Koestner & McClelland, 1992, p. 209).


In contrast to affiliation, intimacy motivation predicts general psychosocial adjustment, including better job satisfaction and marital satisfaction, as much as 15 years after original measures were administered.  This measure therefore shows promise as a predictor of important personal outcomes (McAdams, 1992a). 

The Sex Drive and Related Motives


Beyond the three needs studied by Murray and his students there certainly exist others worth studying.  For example, Freud viewed the sex drive (or instinct) as exerting  important influences over a person’s life.  The first widespread surveys of sexual behavior in the United States were conducted by Alfred Kinsey in the 1940's and William Masters and Virginia Johnson in the 1960's (Kinsey, Pomeroy & Martin, 1948; Kinsey, Pomeroy, Martin, & Gebhard, 1953; Masters & Johnson, 1966).  The techniques used to survey people about sex must be quite sophisticated in order to obtain accurate answers; moreover, psychologists theorizing about sex can expect to generate reservations about their work from contemporary human ethics committees, not to mention controversy about their findings.  


Laumann, Gagnon, Michael, & Michaels (1994) recently conducted a sophisticated study in terms of the methods employed.  Unlike the earlier large-scale studies which had been dependent upon samples of volunteers, this one used a stratified random sample that was representative of the United States population.  The experimenters targeted specific people drawn at random and did what they could to get them to participate.  Second, the survey was based on personal interviews.  Using interviewers made it more certain that people understood the questions being asked.  To ensure that the interviewers were not influencing results, participants could answer some sensitive questions anonymously, by placing written responses in a sealed envelope.  The survey was not perfect – the question of subjects’ sexual orientation was asked face-to-face, and because some homosexuals, either fearful of discrimination or simply wishing to preserve their privacy, might have been reluctant to answer the question honestly, the survey was likely to have underestimated the number of homosexuals in the population. 
This survey found that the average rate of sexual activity in the United States was rather conservative, with most married adults engaging in sex about once a week.  One third of married couples reported experiencing little or no sexual activity over the prior year.  In addition, most participants reported few sexual partners over the course of their lives.  The survey also paints a picture of considerable difference in sexual activity among people, with wide variations in sexual frequency, number of partners, and sexual orientation.  Shafer (2001) developed a scale of sexuality which included self-descriptors such as alluring, sexy, seductive, ravenous, and lusty.  College students who score high on such sexuality scales are more likely to be single, have higher interest in dating, date for longer periods of time, and to get over their last relationship more quickly to start dating again (Shafer, 2001).  Higher levels of sexuality appears to predict having more partners and a more active dating life in early adulthood.  Getting married is another story – one covered in Chapter 12 on adult development.

Personal Strivings and Goals 


Motives are general tendencies to prefer certain activities over others.  An individual engages in personal strivings to satisfy those motives.  Personal strivings describe the class of things that a person does to attain his or her goals (Emmons, 1985).  Emmons (1985) writes:

For instance, a person with a striving to be physically attractive may have separate goals about exercising, ways of dressing, or wearing his or her hair in a certain way.  Thus, a striving may be satisfied via any one of a number of different concrete goals.

Emmons found that people can reliably report the things for which they strive (e.g., staying in shape, doing well in school).  How a person strives affects how a person feels.  People who set realistic goals that require great effort tend to generate positive feelings and emotions for themselves.  Holding goals that are unlikely to become true, however, leads to negative feelings.  A person who holds a goal such as being charitable, that causes little conflict with others is also likely to feel greater well being.  That is, specific motives interact with one’s emotional status.  These relations will be examined next.
	Connecting Window 4-2: How Do Motives Relate to Each Other?

From Chapter 9, “Which Need Will Begin Action?”  This book examines several ideas about  the dynamic interaction among needs.  Here is a preview:

	· Needs that most quickly take over and direct personality are called prepotent needs (they were named originally by Henry Murray).  

· Another type of important need – called a determinant need – often brings about other needs to satisfy it.  For example, a student might really enjoy the company of people she perceives to be smart and conscientious, and who she believes can be found attending college.  She may not be very interested in studying for its own sake, but may study so as to stay in college and remain around such people.  Her need to be with others has determined other needs – to study in college.    

· Needs often conflict with one another.  Consider two needs often expressed by college students in a large study: “to keep my relationships on a 50-50 basis,” and, “to dominate, control, and manipulate” others.  On average, the fewer such conflicts a person experiences, the higher his or her well-being will be.    


What Are Emotions and Why Are They Important? 

	Key Points Previewed:  • Motives are amplified or suppressed by emotions • Emotions evolved as a signal system about relationships • Certain aspects of emotions, such as specific facial expressions for specific emotions, appear universal.  • Emotions can be distinguished from longer term moods and still longer-term emotion-related traits. • There exist important individual differences in emotionality.    


The Motivation-Emotion Connection  

Correspondence between Emotions and Motivations

Two related views are often expressed about the relation between motives and emotions.  The first is that certain motives appear accompanied by specific emotions, and the second is that emotions amplify those accompanying emotions (Murray, 1938, p. 90-91; Tomkins, 1984).  A simple example involves the connection between the aggressive motive and anger.  We can observe that aggression is usually accompanied by anger.  Moreover, if a person is aggressive and becomes angry, the anger will amplify the aggression, making its possible expression both closer to  awareness, and more likely to be acted upon.    Similarly if a person is affiliative, the emotion of love will likely amplify the desire and need to be near others.


Plutchik (1984) was one of the psychologists who, in the late 20th century,  applied evolutionary theory to the study of emotions.  After carefully examining the literature on animal behavior, Plutchik identified eight basic functions such as self-protection and reproduction common to many animals that were important to continuing the species.  These basic functions are very similar to what we have referred to as motives, and can be seen in Table 4-3. 
	Table 4-3: Plutick's Emotional Correspondences for Eight Emotions (Modified from Plutchik, 1984, pp. 200-208, and Plutchik, 1991, p. 54)

	Behavior
	Function
	Emotion
	Trait

	escaping
	protection
	Fear
	timid

	attacking
	destruction
	Anger
	quarrelsome

	mating
	reproduction
	Joy
	sociable

	crying for help
	reintegration
	sadness
	gloomy

	bonding
	affiliation
	acceptance
	trusting

	vomiting
	rejection
	disgust

	hostile

	examining
	exploration
	anticipation
	demanding

	stopping
	orientation
	surprise
	indecisive



Plutchik’s idea was that each of these basic functions had attached to it a subjective experience, which we have come to call an emotion.  For example, the function of (self-) protection served to maintain the organism, and Plutchik believed it corresponded to fear.  Destruction served to eliminate various threats, and Plutchik believed it corresponded to anger.  Reproduction fostered mating and corresponded to joy, and so forth.


Are there really relationships between motives and emotions like those Plutchik proposed?  Izard and his colleagues (1993) studied the relations between various motives (as measured by the Jackson Personality Research Form) and emotions..  The list of motives was a bit different than that proposed by Plutchik, but they certainly found correspondences between motives and emotions.  For example, aggressive motives were highly related to anger; similarly, the motive for understanding/exploration was related to the emotion of interest.  The complete emotional profiles of several motives (aggression, affiliation, and play) are shown in Table 4-4.  As you can see, several of the motives are related to a number of different emotions.  That is, they are defined by an emotional profile rather than by a single emotion. 


Before we leave this topic, note too that emotions can depress motivation.  Consider a person who is very depressed – devoid of feeling except for extreme sadness, and hostility toward the self.  In Table 4-4, moderate levels of those emotions reduce all motives with the exception of aggression.  At extreme levels, depression acts as a global motivation dampener, reducing desires and needs until very little seems pleasurable and worth doing.  Individuals who are depressed often seem unmotivated and lazy, and, in fact, often report feeling useless because their activities are so diminished (American Psychiatric Association, 1994, p. 345).  

	Table 4-4.  Four Motives and their Emotional Profiles

(after Izard et al., 1993, Table 10, p. 856).

	Emotion
	Sample Needs

	
	Aggression
	Achievement
	Affiliation
	Play

	Interest
	-.32*
	.31*
	.32*
	.10

	Joy
	-.21
	.17
	.32*
	.17

	Surprise
	-.07
	.09
	.13
	.18

	Sadness
	.34*
	.03
	-.14
	-.27*

	Anger
	.45**
	-.11
	-.06
	-.05

	Disgust
	.45**
	-.07
	-.23
	.01

	Contempt
	.48**
	-.08
	-.24
	-.03

	Fear
	.28*
	.04
	-.21
	-.15

	Shame
	.31*
	.06
	-.28*
	-.19

	Shyness
	.18
	-.07
	-.29*
	-.15

	Guilt
	.40**
	-.02
	-.06
	-.19

	Self-Hostility
	.33*
	-.17
	-.20
	-.26


From Motives and Emotions…to Cognition

People vary dramatically in their emotional style.  Before getting into those differences, however, it is worth asking what these emotions mean.  In fact the meaning of emotions brings us to a consideration, first, to the cognitive changes they bring about.  In fact, not only does emotion tend to accompany motives, but it appears to integrate in certain emotion- (and motivation-) related thinking as well.  Appraisal theorists study how different situations elicit various emotions and their accompanying motives.  The first such appraisal theorists were philosophers such as the Renaissance thinker Spinoza, who first noted that each emotion arose as a consequence of some situations but not others.  For example, being threatened can make a person fearful, and want to avoid harm.  Being denied justice often makes a person angry, and want to behave aggressively.  Being cared for and loved by another makes a person happy, and want to affiliate with others. (DeRivera, 1977; Mayer, Salovey, Gomberg-Kaufman, & Blainey, 1991; Roseman & Smith, 2001; Scherer, Schorr, & Johnstone, 2001; Plutchik, 1980).  
These meanings appear to make sense, but could they be universal?  If so, how would that be possible?  The answer may have been provided in a book by Charles Darwin.  It is to this idea that we turn next.

Emotions as an Evolved Signal System

Facial Manifestations 

If, as appraisal theorists contend, each specific emotion arises in response to a certain kind of situation, then emotions act as a kind of signal system about situations.  Could this language of emotions have evolved?  One of the major indicators of emotion is facial expression.  Darwin's book, The Expression of the Emotions in Man and Animals (Darwin, 1873/1965), was written after his groundbreaking The Descent of Man.  According to Darwin, emotional expressions – especially facial expressions – serve the purpose of representing and signaling relationships and were biologically programmed.  Darwin believed that certain expressions, particularly those that were important to purposes of survival, such as anger, are especially similar across species.  For example, the arched back of the cat, the way it bares its teeth, and its snarl and spit, are all readily recognizable and seem comparable to the growl of the dog, and the snarl of an angry person.  

Darwin argued that human facial expressions were universal.  To establish the universality of emotional expression, Darwin wrote to biologists and other acquaintances around the world, and asked them to observe the muscles involved in various facial expressions in the country or region in which they lived.  His correspondents then observed indigenous peoples to see if they shared certain facial characteristics with the English.  Darwin received a number of interesting and dramatic replies.  “Mr. J. Scott of the Botanic Gardens, Calcutta,” wrote Darwin:

…observed during some time, himself unseen, a very young Dhangar woman from Nagpore, the wife of one of the gardeners, nursing her baby who was at the point of death; and he distinctly saw the eyebrows raised at the inner corners, the eyelids drooping, the forehead wrinkled in the middle, the mouth slightly open, with the corners much depressed.  He then came from behind a screen of plants and spoke to the poor woman, who startled, burst into a bitter flood of tears, and besought him to cure her baby [1965, pp. 185, 186]. 


Although Darwin's idea that emotions were universally evolved seemed plausible – it had its critics.  Many anthropologists argued that different cultures certainly used different facial expressions to mean the same idea.   Thus, some cultures exhibited solemn expressions during celebrations whereas others were smiling.  Darwin’s work was insufficient to persuade such critics because it relied on limited numbers of observations, sometimes without the full context of what was occurring.  By the early 1970's, however, various researchers had come to demonstrate that much of what Darwin said about faces was correct.  

Cross-Cultural Issues

Modern Studies of Cross-Cultural Facial Expression  

The Facial Affect Coding System (FACS) was developed to create a language of the face and its expressions.  The FACS systems is a method of coding the muscular system of the face as it enters into various emotional expressions.  The employment of this system enabled its developer, Paul Ekman to identify representative examples of basic emotional facial expressions.  Ekman collected 3,000 photographs of people's facial expressions and then selected those that were particularly pure representatives of basic emotions.  In particular, Ekman focused on happiness, anger, fear, sadness, disgust/contempt, and surprise (see Figures 4-3 to 4-5).  

Ekman and his colleagues then showed these representative photographs to individuals in five literate but diverse cultures in Japan, Brazil, and elsewhere (see Table 4-5).  Individuals were asked to identify which emotion each face displayed.   Across cultures, individuals agreed that a given face showed a particular emotion more than 80% of the time.
  Ekman and his colleagues next wanted to see whether this recognition of emotions would extend to more remote pre-literate cultures.  They set off to Borneo, New Guinea, to test their hypothesis.  Although members of the preliterate societies correctly identified many  faces, they performed at levels far below those who participated from more developed nations.  Individuals in the pre-literate society, however, were unable to refer to the written list of emotion alternatives when labeling faces, since they had no written language.  For that reason, they had the additional responsibility of remembering the six emotion alternatives during testing – a potential disadvantage.  The Ekman team returned to the United States where they reconsidered their approach.  
	Table 4-5: Agreement as to Facial Expression Classification  (Abridged and Revised from  Ekman, Friesen, & Ellsworth (1972), Page 157; Table 13).

	
	Japan
	Brazil
	Chile
	Argentina
	U.S.

	Happiness
	87
	97
	90
	94
	97

	Fear  
	71
	77
	78
	68
	88

	Surprise
	87
	82
	88
	93
	91

	Anger
	63
	82
	76
	72
	69

	Disgust/Contempt
	82
	86
	85
	79
	82

	Sadness
	74
	82
	90
	85
	73

	N of raters
	29
	40
	119
	168
	99


When they later returned to New Guinea, they employed a new procedure.  Each participant was told a story designed to elicit an emotion (e.g., happiness, anger, fear, etc.).  At the same time, the examiners laid out the six face photographs.  At the end of the story they asked the individual to choose the face that went with the story.  Each story was developed with the help of people familiar with the Borneo area. The happiness story was simple, "Her friends have come and she is happy."  The fear story was a bit more complex:

She is sitting in her house all alone and there is no one else in the village; and there is no knife, ax, or bow and arrow in the house.  A wild pig is standing in the door of the house and the woman is looking at the pig and is very afraid of it.  The pig has been standing in the doorway for a few minutes and the person is looking at it very afraid and the pig won't move away from the door and she is afraid the pig will bite her (Ekman, 1973, p. 211). 

             Using this procedure, agreement rose to mid-80% – about the same as that for literate societies.  Ekman's then concentrated on why people in different cultures do not always make the same facial expressions as one another.  Ekman suggested that there were cultural display rules, that is, rules by which people in a particular culture are taught to express their feelings.  For example, men may be taught not to express fear, and women may be taught not to express anger.  For some of Ekman's Borneo studies, for example, only women were used because men denied ever feeling fear.
Evolution explains how these meanings arose in relation to each emotion; the cognitions evolved along with the emotional signals.   Because emotions often arise in response to specific situations, there seem to be distinct plans or possibilities for dealing with the class of relationships that accompany  each emotion as well.  

Ekman wrote: "One hundred years after Darwin wrote his book on emotional expression, a conclusion is possible.  There are some facial expressions of emotion that are universally characteristic of the human species."  (Ekman, 1973, p. 219).

	Inside the Field: Replicating Ekman’s Results

Ekman’s research on whether emotional facial expressions were universal came during a time of rapidly increasing globalization, with faster planes and more international travel, greater accessibility to remote, isolated areas, and the spread of communications.  When Ekman and his colleague Friesen began to study emotional facial expressions with an eye to proving they were universal, they were able to borrow over 100,000 feet of film taken of two preliterate cultures in New Guinea in the late 1950’s and early 1960’s, at the moment of the cultures’ first contact with the outside world.  Although the people looked very exotic, Ekman noted, their facial expressions were totally familiar.  After studying the films he and his colleagues set out to explore the possibility of universal emotional expressions (Ekman, 1984, p. 320).

Part of Ekman’s rationale for getting his cross-cultural research funded in the 1960’s was that in just a few years, there would be no isolated people on earth left.  In 1967, Ekman traveled to Papua New Guinea to study the South Fore people. These New Guineans had no written language and were visually isolated – having no televisions and living well before our present era of personal computers and the internet.   Ekman and his team found that recognition of emotional faces in the South Fore was as good as it was among Westerners.  Still this contradicted a great deal of anthropological opinion that culture determined how a person expressed emotion.  Ekman proposed – and provided a first empirical demonstration with the South Fore people -- that facial expressions were universal.  He introduced the concept of cultural display rules to explain that although emotional expressions were universal, they were often exhibited in different ways.

Karl Heider, an anthropologist who had conducted extensive research among the Dani people, also of Paupua, New Guinea (now Indonesia) didn’t believe Ekman’s findings.  He and a psychologist colleague, Eleanor Rosch (formerly, Eleanor Heider), collaborated in a research project designed to challenge what Ekman had found.  Heider had been studying the Dani people of West Irian for many years.  The Dani people were among the most isolated on earth.  Heider knew that they lacked works for some of the six emotions Ekman had studied (i.e., happiness, sadness, anger, fear, surprise, and disgust).  When Heider heard about Ekman’s findings in Paupua New Guinea, he visited Ekman and learned his research techniques, and then traveled back to West Irian to prove Ekman and his team was wrong (Ekman, 1999, pp 308-310; Heider, 1991, p. 88).    

To their surprise, Heider and his colleagues were able to replicate Ekman’s work with the Dani.  They tested two Dani subcultures, one known for their placidness and peacefulness, and another group known for their emotionality, and found results supporting Ekman’s work (as well as their own observations about the emotional differences between the groups) in both cases.  As a consequence of this study and more recent studies of the brain physiology of the Minangkabau culture of West Sumatra (e.g., Levenson, Ekman, Heider, & Freisen, 1991), of the universality of emotional expressions has become widely accepted.


Emotional States, Moods, and Emotion-Related Traits

So, the emotions system is a universally evolved signal system.  It is extensive in its scope. It amplifies motives and organizes thoughts and ideas.  Certain emotions are universal in their meaning.  At the same time, however, the emotions system is very personal in regard to how it works in the individual case.  Some people are sad, some glad, and many in-between.  To better understand this idea it helps to distinguish between emotional states, mood, and traits.  

The emotion system responds to a situation in the short-term with emotions.  Emotions can be considered transitory states of the organism – moments in which the organism shifts into a particular configuration: afraid, or mad, or happy.  Those states, however, are different from an individual’s longer term emotional qualities, which are described by emotion-related traits.  Emotion-related traits are long-term characteristics of the individual related to how happy, sad, or otherwise emotional an individual is over time.  A beginning understanding of emotional states versus emotion-related traits was pioneered by Spielberger and his colleagues, who developed a set of scales called the state-trait scales of anxiety (e.g., Spielberger & DeNike, 1966).  
Spielberger drew a distinction between a momentary feeling and a long-term likelihood of feeling a certain way.  That is, a person could be anxious at a given time, but that might not make the individual an anxious person.  For example, a person might respond to taking a test with anxiety, but otherwise be quite calm.  A generally anxious person – called a trait-anxious person – was more likely to be anxious in more situations more often than others, but might not be anxious at a given time.  Some people use the term “mood” to indicate a mental state somewhere between a relatively quick emotional reaction and a long-term trait.  If emotional states occur in seconds and minutes, moods are more on the order of hours and days, traits reflect personality processes that extend for months, years, and decades.

Individual Differences in Emotionality

People vary along a number of emotional traits depending upon how happy or sad they usually are, and how variable their mood is, among other characteristics.  We describe ourselves and others according to these emotional styles.  We readily recognize happiness and sadness in others.  
In the 1980's, a group of graduate students were having a party when the talk turned to how long humanity would last.  Some students seemed bored by the conversation and appeared to believe it was a silly question – the world had lasted thousands of years and it would likely last thousands more.  One student, however, picked up the theme with great gusto, arguing that it was very likely –perhaps almost 100% certain, in his estimation – that an environmental catastrophe would destroy us all within a few years.  His animated espousal of this notion contrasted with his normally monotone voice, his unhappy expression, and his apparent modesty and avoidance of the spotlight.  


In the above instance, the graduate student’s lively but negative, defeatist thinking was likely to reflect his negative emotional character – his sadness, depression, and anxiety – independent of whether or not his prediction was accurate.  Each person appears to possess a general trait related to his or her own positivity or negativity – an emotional set point of sorts – where a set-point reflects a characteristic emotional level to which the individual returns.  

The measurement of emotion has mostly relied upon direct self-report measures.  One of the reasons for this is that emotions are largely states, and people seem more comfortable communicating a momentary state than they do a longer-term trait.  Most people realize nearly everyone feels a variety of feelings, and logic suggests that most people would be willing to describe accurately what they were feeling at a given time.  Moreover, in daily life we rely on people’s statements about their emotional experiences to assess how they feel.  Because those feelings are internal and hidden, a person’s self statements are the best and most obvious ways we have of knowing what emotional reactions a person is having.    For those reasons, self-report techniques have been the measures of choice when examining emotions.

What Are Emotional Traits and How Are They Expressed? 

	Key Points Previewed: • Specific emotions can be arranged according to the dimensions that describe them; usually, two dimensions are employed: pleasant-unpleasant, arousal-calm, or alternative positive and negative affect dimensions. • People also vary according to the emotional intensity they experience.   • Emotional states blend over time into emotional traits. • There exist important individual differences in emotionality due to both biological and environmental influences. •  Such traits are expressed and have implications for peoples’ lives.


The Two-Factor Approach to Measuring Emotion


Recall that Robert Plutchik studied 8 basic emotions; Ekman studied 6.  Strong cases have been made for as many as sixteen or as few as five, or even that the search for basic emotions is misguided altogether (e.g., Averill, Ekman, Panksepp, et al., 1994; Izard, 1992; Ortony & Turner, 1990).  Regardless of how many basic emotions there are, there also exists a set of dimensions along which those specific emotions can be described.


In the 1960's, psychologists began trying to determine the basic emotions people reported on psychological scales, and whether there existed dimensions that could organize those emotional reports.  This research into emotions and their divisions was motivated in part by the discovery of mood-altering drugs.  To understand how a drug affected a mood, pharmaceutical researchers needed good measures of how a person was feeling.  To address this question, researchers such as Vincent Nowlis (1965) asked people to describe their present moods by checking off how much they felt each of a series of feelings.  A sample version of such a scale is shown in Table 4-6.  

	Table 4-6: Sample of a Mood Checklist Similar to Those Employed in Emotions Research

	
	Definitely Don’t Feel
	Somewhat Don’t Feel
	Somewhat Feel
	Definitely Feel

	Happy
	YY
	Y
	X
	XX

	Sad
	YY
	Y
	X
	XX

	Angry
	YY
	Y
	X
	XX

	Afraid
	YY
	Y
	X
	XX

	…
	…
	…
	…
	…


The test taker was instructed to read through each mood-adjective and check off how he or she felt at the moment.  When Nowlis (1965) first factor-analyzed a mood scale, he obtained a large number of factors, but they didn't seem very elegant.  Perhaps, he concluded, there were about eight factors, beginning with “Surgency,” (a blend of liveliness and dominance) and proceeding through other moods such as aggression, joy, and anxiety.  
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About 15 years later, using newer approaches to factor analysis, Russell (1979) found a very elegant two-factor depiction of mood.  The first factor represented a Pleasant-Unpleasant Mood (or Affect) Factor.  The term Affect is often used in a slightly broader sense than mood, to include along with mood such states as alertness and tiredness.  Russell’s second factor reflected an Activated-Deactivated Mood (or Affect) Factor.  Sometimes Activation-Deactivation is simply referred to as “Aroused-Calm.”  A schematic overview of this solution is shown in Figure 4-1.

Research by Deiner and Emmons (1984) and others (e.g., Zevon and Tellegen,  1982) generally supported Russell’s findings and enlarged them by considering two alternative dimensions to explain the same phenomena.  This well-known alternative solution re-divides aspects of mood to yield two alternative dimensions of affect: Positive Mood (or Affect) versus Tiredness, and Negative Mood (or Affect) versus Relaxed.  These two alternative sets of dimensions are all part of the same picture – literally!  The picture is represented in Figure 4-1.  

In Figure 4-1, the Pleasant-Unpleasant and Aroused-Calm dimensions run vertically and horizontally. The Positive-Tired and Negative-Relaxed dimensions run at 45 degree angles to them.  The specific, individual emotions such as fear, sadness, happiness, surprise, and so forth, are arranged within the sets of axes.  The two sets of axes represent directions like north-south, and east and west.  In this case, however, there are no agreed-upon poles.  Today both pairs of dimensions, Pleasant-Unpleasant/Aroused-Calm, and Positive-Tired/Negative-Relaxed, are commonly employed to organize specific emotional reactions, and there is an ongoing debate as to which is best (e.g., Green, Salovey, & Truax, 1999; Russell, 1999; Russell & Barrett, 1999; Watson, Wiese, Vaidya, & Tellegen, 1999).  

There are, of course, more dimensions of mood.  For example, there is a Fear-Anger (or Submission-Dominance) sub-dimension that is of some importance.  Still, these two dimensions of positive and negative affect serve as a good first approximation of the dimensions along which specific emotions can be described.  

Affect Intensity


It is worth considering one somewhat different type of of emotional dimension – that of affect intensity before going on (e.g., Diener, Larsen, Levine, & Emmons, 1985; Larsen & Diener, 1987).  The daily mood reports of different individuals plainly illustrate that some of people experience only mild instances of any positive or negative moods across time.  These people experience low affect intensity.  By contrast, others experience extremely positive and negative moods on a nearly daily basis, going way up and down in their feelings, and doing so more frequently and rapidly than others. These individuals have high affect intensity.  

High and low affective intensity people can be identified either by studying their moods over a several month period, or, more simply, by asking them to endorse statements such as, “My heart races at the anticipation of a happy event,” that reflect high-emotional-intensity versus statements such as “’Calm and cool’ could easily describe me,” that reflect low-intensity (e.g., Larsen, 1984, cited in Larsen & Buss, 2002, pp. 418-419).

One of the things Larsen and his colleagues point out about high affect intensity people is that they are more extreme on both positive and negative dimensions.  That is, they take the pleasure along with the pain.  These individuals tend to be more energetic, vigorous, and outgoing in their lives than calmer individuals.  To high affect intensity people, the worst thing is to be bored; they often do things to liven up a situation such as playing jokes and seeking slightly dangerous activities.  One such individual described himself as an “intensity junkie” – hooked on emotional stimulation.  Mood intensity is correlated with both Neuroticism and Extroversion (Larsen & Buss, 2002, p. 420).  That is, people high in both neuroticism and extroversion are likely to have more intense emotions.

From Emotional States to Emotion-Related Traits
The Work of Hans Eysenck 


Do emotional dimensions blend into personality dimensions?  In the 1930's, Hans Eysenck became intrigued by the newly evolving technique of factor analysis, which led him to see if he could discover the primary factors of personality.  He began by writing his own influential test, which became known later as the Eysenck Personality Inventory.  This included a set of about 120 items similar to the following:  


(1) Do you enjoy going to parties on weekends?  YES NO


(2) Do you often worry?  YES NO

(3) Are you often happy or often sad for no obvious reason?  YES NO
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A factor analysis of a set of items like these convinced Eysenck that the scale could be summarized best by two independent factors (that is, uncorrelated factors).  Eysenck called the first factor “Neuroticism-Stability,” or more tactfully, “Emotionality-Stability.”  Throughout the book, we will use both terms interchangeably.  This first factor was represented at the emotionality end by a group of items representing negative emotions, mood swings, anxiety, and uncertainty, and at its stable end by calmness, mood stability, and security.  For example, a person answering “yes” to an item such as, “Do you often worry?” above would score high on the emotionality end of this factor.  A person answering no would score on the stability end.  

The second factor was one of Introversion-Extroversion.  People high on the  extroversion end of the second dimension would answer “yes” on the “enjoying parties” item above, whereas people scoring in the Introverted direction would be likely to endorse items such as “I enjoy reading.”
Once Eysenck laid out his dimensions, he noted that you could locate a person within the dimensional space of common trait terms as reproduced in Figure 4-2.  For example, a person high in emotional stability and extraversion would be located in the upper right of the two-dimensional space, and be described by such terms as “easygoing” and “talkative,” whereas an introverted, emotional individual would be located in the lower left and be described as “pessimistic” and “sober.”  Stable introverts (upper left) represented “peaceful and thoughtful” individuals, whereas extroverted neurotics (lower right) were “changeable and excitable.”  Eysenck was able to arrange a great number of personality trait terms in a highly organized way using the two dimensions.  

You also may be wondering about the four terms, “phlegmatic,” “sanguine,” “melancholic,” and “choleric” in the inner portion of the diagram.  The ancient Greek physician, Hippocrates, had earlier classified personalities into four groups, as described in Chapter 1 (“Personality before personality”).  Eysenck believed that his two dimensions created four quadrants that closely corresponded to Hippocrates’ ancient division.  Thus, factor analysis can integrate the ancient observations of Hippocrates with modern research methods.
So, by 1980, there existed a two-dimensional model of mood and a two-dimensional model of personality.  A number of personality researchers were intrigued by the similarity between these two models and wondered if they might be related in some way. Costa and McCrea (1980) suggested that a person described by an Eysenckian trait could be described by a parallel tendency to experience a particular type of mood.  For example, highly neurotic people might typically feel negative moods, whereas extroverts might typically feel positive moods.  If correct, then the two-dimensional personality trait structure would correspond to the two-dimensional mood structure, and they could be superimposed on one another in the same diagram.  This has been done here in Figure 4-3; personality trait dimensions (capitalized) and words used to describe them form the inner circle.  The mood dimensions are also placed in the Figure, in the outside circle.  Conceptually, they appear to correspond.  Subsequent research supported Costa & McCrae’s empirical findings that there were also day-to-day relations between mood and personality.  That is, for example, introverted neurotics experienced more negative affect, and stable extroverts experienced more positive affect (Gross, Sutton, & Ketalaar, 1998; De Raad & Kokkonen, 2000).

Causes of Emotional Traits


Eysenck, then, suggested that a person occupied a particular emotional place – a lively, happy, extrovert, for example, or a calm, quiet, introvert.  In doing so, he was updating a theory of the ancient Greek physician, Hippocrates, who suggested people varied in their humours – internal bodily fluids – which distinguished the sanguine, melancholic, phlegmatic, and choleric personality types.  That was probably antiquity’s best known biological theory of personality, and it distinguishes among people according to their emotional styles. Today, biopsychologists and evolutionary psychologists have suggested the existence of two brain areas that relate to negative and positive emotional feelings.  The behavioral inhibition system (BIS) has been described as a “stop, look, and listen” system to emphasize that it reduces behavior and increases attention (Gray, 1987).  It helps the organism monitor surroundings, anticipate fear-provoking stimuli, and behave cautiously.  This system is associated with negative emotions, particularly anxiety and sadness (Cray, 1987; Fowles, 1987; 1994).  
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	Research in Focus: Positioning the Emotional Dimensions of 

Inner Space
This chapter describes how researchers arrived at a two-factor solution to describe moods.  This two-factor solution can be thought of, geometrically, as a two-dimensional space.  When factors are interpreted as dimensions, they can be drawn according to certain geometrical rules depending upon their intercorrelations.  Recall that correlation coefficients are numbers that express relationships between variables.  These coefficients vary from -1.0 (a perfect negative relationship) to +1.0 (a perfect positive relationship) with a correlation of 0 indicating no relationship.  


Correlation coefficients have a second interpretation as well.  When one wants to create geometric or dimensional representation of factors and variables, the correlations among them can be interpreted as the cosines of angles (e.g., Gorsuch, 1983, p. 63).  So, a correlation between factors of 1.00, corresponds to a cosine of 1.0, which defines an angle of 0 degrees between them: The dimensions are identical.  A correlation – and cosine – of 0.0 corresponds to an angle of 90 degrees.  This is the case with the Pleasant-Unpleasant Mood factor and the Arousal-Calm Mood factor.  Most factor analyses are conducted to obtain independent, uncorrelated factors (r = 0.0).  

If researchers find that Pleasant-Unpleasant Mood dimension correlates with the alternative Positive-Tired Affect dimension r = .707, the corresponding cosine would be .707, which corresponds to an angle of 45 degrees.  In much early work with emotions and mood, the Pleasant-Unpleasant and Arousal-Calm Mood dimensions were the dimensions of choice.  These were arranged North-South, East-West, to create a diagram including specific moods.  Some researchers, however, prefer the Positive-Tired, Negative-Relaxed Mood dimensions.  These correlate about .707 with the original mood dimensions.  For that reason, they can be placed in the same two-dimensional space, but rotated 45 degrees from the originals.  That is, they run Northeast-Southwest and Southeast-Northwest.  That is how psychologists develop the sort of diagram illustrated in Figure 4-1.  The movement from the Pleasant-Unpleasant, Arousal-Calm dimensions 45 degrees to the right, to obtain the Positive-Tired and Negative-Relaxed dimensions is sometimes referred to as “factor rotation.”  


By contrast, the behavioral facilitation system (BFS) encourages the organism to engage with its outside surroundings, to explore, and to investigate (Depue et al., 1984; Watson, Wiese, Vaidya, & Tellegen, 1999). It is highly associated with positive emotions such as happiness and joy, although anger may also play a part in this behavioral system.  There is some evidence for hemispheric differences in these two behavioral systems as well.  Davidson, Tomarken, and their colleagues have found that happy, positive people have greater neural electrical activity in their left prefrontal cortex when resting.  Dissatisfied, negative people show greater electrical activity in their right prefrontal cortex when resting (Davidson & Tomarken, 1989; Tomarken & Keener, 1998).  So, a person high in neuroticism and introversion may have a relatively more active behavioral inhibition system, whereas a person high in extroversion and stability may have a relatively active behavioral facilitation system.

Why are there two largely independent systems – behavioral inhibition and behavioral facilitation – rather than one?  Cacioppo, Gardner, & Berntson (1999, p. 847) have suggested that two systems permit the organism to be shaped through learning in more subtle ways than would be possible with one system.  As a person experiences various events, the two systems learn to respond in partial independence of one another.  Sometimes a person may be rewarded for inhibiting certain behaviors, sometimes for facilitating behaviors, and sometimes for both.  Because there are two partially independent systems acquiring experience from the environment, more emotional configurations are possible – such as being both inhibited and facilitated at the same time (or being neither inhibited or facilitated)  in reaction to a given situation.  

Other biological models of Introversion-Extroversion and Neuroticism-Stability exist as well.  Eysenck, for example, has suggested that introverts have higher physiological responsiveness to stimuli than do extroverts.  For example, if you place a drop of lemon juice in the mouths of an introvert and an extrovert, introverts  will salivate more intensively than extroverts will (Von Knorring, Moernstad, & Forsgren, 1986).  From such findings, Eysenck suggested that introverts have a higher resting level of activation than do extroverts.  For that reason, introverts want to minimize the stimulation they experience so as to keep their activation level from rising even higher than its already high set point.  Extroverts, on the other hand, go out and find stimulation so as to raise their initially too-low level of excitement (Eysenck, 1967; 1990, p. 248).  This hypothesis has been difficult to explore empirically thus far, and awaits increasing developments in physiological research.  All such explanations are at present little more than hypotheses, and their specific nature changes frequently (Zuckerman, 1991, p. 135-137).  

Emotional reactivity is influenced by more than just one’s biology, of course.    People start learning emotional responses in infancy.  For example, a toddler who receives a shot from a doctor may learn to associate the white coats of doctors with pain, and future doctors in white coats may elicit fear automatically as a conditioned reaction (Lewis, 2000).  People develop preferences to toothpaste brands, odors, and architecture in part due to early exposures to them.  If a child who loves his mother has his teeth brushed with Willard’s of Vermont Toothpaste, that child may connect the brand to his mother and develop a basic positive reaction to it (Parkinson & Manstead, 1992).  

As the child’s mental models develop, more varied and complex emotional responding is possible.  The child at 8 months may exhibit only relatively simple fears such as those in response to loud noises, or in response to a stranger’s approach.  By 2 years of age, however, a child may fear more complex social events.  For example, even a child as young as 2 may feel apprehensive upon breaking her parents’ favorite lamp (Lewis, 2000).   
Cultural factors come into play to further shape emotional learning, for example in the differences in child-to-mother expression of anger across cultures.  Among the !Kung bushmen of northwestern Botswana, if a small child has a tantrum he or she is typically allowed to frown, grimace, and cry, and also to throw objects at the mother and to hit her.  Mothers behave in a serene fashion during such tantrums, brushing off the tiny blows, and laughing and talking to other adults while they take place.  The children’s aggression is later channeled toward animals; they are free to chase and hit dogs and cows, and even to kill small animals.  Such aggressive behavior is viewed as preparation for hunting. The !Kung children fight among themselves relatively infrequently.  

In a  Baltimore area community in the United States, by contrast, mothers often teased their children and encouraged them to fight in order to learn to defend themselves against others.  One mother described wrestling matches in which she encouraged her daughter to make a fist and hit her. When her daughter gave her a surprise punch, the mother reacted with pride and feelings of confidence that her daughter would be able to defend herself against others (Saarni, 2000, pp. 306-307).  Such differences in emotional environment will certainly change how a person feels anger, its psychological meaning, and how it is expressed. Thus, both biological and socio-cultural influences act upon the emotion system.  

How Are Emotional Traits Expressed?

What are emotionally stable and unstable people like?  

Wessman & Ricks (1966) studied a group of college men and women and tracked their emotions over time.  They then compared their most emotionally stable person, who they called “Shield,” with their most unstable person, called, “Swallow.”  Shield had initially escaped the researcher’s attention until they realized just how stable he was, at which point he became an object of concentrated study (Wessman & Ricks, 1966, p. 195).  They described Shield this way:

Tall and well built, with good coordination and motor control, Shield manifests no apparent nervous mannerisms and few expressive gestures.  His features are regular and good-looking, though not striking.  He is inconspicuously well groomed.  His speech is quiet, soft, low, and gentle.  He gives a sense of calm reserve and aloofness – polite but detached.  No zest, no enthusiasms, no spontaneity ripples his urbane composure.  He provides little warmth and appears to ask for none in return...” (Wessman & Ricks, 1996, p. 195).

Shield described himself as follows: 

...By nature, I am optimistic and never remain unhappy for long periods of time.  I change my opinions slowly, but do not bear grudges.  My ethical code can be summed up as “Love, i.e. respect, do not harm, thy neighbors,” and my moral code as “nothing is immoral unless you think it is.” (Wessman & Ricks, p. 196).

Compare this with their description of Swallow:

Swallow is tall, gawky, and poorly coordinated, with an adolescent softness to his appearance...  Usually laughing and smiling, Swallow readily tosses puns and jokes into conversation, however inappropriate they may be.  What he says is often colorful, spontaneous, and unguarded.  On occasion there will be a slowness, or a plaintive clutch or sob in his voice that belies his humorous banter...He has periods of soaring enthusiasm when all the world is bright and promising and he is supremely self confident.  At other times he is despondent, melancholy, hopeless...(Wessman & Ricks, 1966, pp. 214-215). 

Both Shield and Swallow were from divorced homes and it is interesting to compare their autobiographies in that regard.  Shield says of his parent’s divorce that, after his father fell ill, the “relations between my mother and father deteriorated and finally they were separated” (Wessman & Ricks, 1966, p. 200).  Wessman and Ricks note that, “The entire sequence of the family disruption, mother’s death, and father’s remarriage is recounted in barest outlines, entirely devoid of any account of Shield’s personal emotions.” (Wessman & Ricks, 1966, p. 200).  


Swallow was the only participant not to write an autobiography for the researchers over the course of the multi-year study.  The researchers did, however, collect some of Swallow’s narration of his family, and it is, as you would expect from his test scores, highly emotional.  For example, he reported that, “When my parents were divorced, my mother, sister, and I came to live with my grandmother in the house that she owns.  It’s a real madhouse, everybody fighting with everybody else, really yelling and really violent tempered house...”  (Wessman & Ricks, p. 219). 

A study of childhood psychiatric disorders is consistent with the above picture of emotionality.  Such emotionality is different for the extrovert and the introvert (Eysenck & Rachman, 1972, p. 22).  Among extraverted children, moderate levels of neuroticism led to egocentrism, unpopularity, and bossiness.  Higher levels of neuroticism led to rudeness, violence, disobedience, fighting, and truancy.  Among introverted children, moderate levels of neuroticism led to (apparent) laziness, irresponsibility, and feelings of inferiority.  As neuroticism rose, the children became depressed, absentminded, reclusive, inefficient, strange, and eccentric.


The emotion-related traits of emotionality-stability, and extraversion-introversion, can also be used to predict the career path an individual chooses later in life.  In Figure  4-4, different psychiatric and professional groups are located according to their average scores on the two dimensions.  For example, salespeople scored as very extraverted, and were emotionally average.  English students, however, were a bit more emotional and introverted by comparison – though still well within the normal range.  These relationships seem to agree in part with our intuitions about what people in those groups are really like (from Eysenck & Eysenck, 1968).

General Emotion Approaches: Contemporary Developments 


Today, Eysenck’s two-dimensions are still studied both on their own and in the broader context of the Big Five personality traits (see connection box).  In Chapter 3 we discussed Big Five traits in some detail, which include Extraversion, Neuroticism, Openness, Agreeableness, and Conscientiousness.  From model to model, the exact nature of a trait may change.  For example, Neuroticism as measured in some of the Big Five models, emphasizes self-consciousness and emotional vulnerability rather than Eysenck’s mood instability (e.g., Costa & McCrae, 1985).  Others have suggested adding one of the Big Five traits – Agreeableness-Disagreeableness – to Eysenck’s model to form a three-dimensional model “socio-emotional sphere” (Saucier, 1992). These dimensions form an intuitively appealing group that can be used to define and locate an even larger number of more specific traits than Eysenck had first organized.
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What Are Happy People Like?

	Key Points Previewed: • Natural happiness is largely determined by inherited biological factors.  •  There are few demographic characteristics that affect happiness, although extreme poverty can reduce it. • Extremely happy students are extremely happy and yet are the same as others on many other criteria  • Those who are less happy can take steps to improve their happiness.


Natural Happiness

Many people wish to become happy in their lives.  As we have just seen, many people’s emotional styles involve soberness or negativity; only a few possess the exact traits in the exact right amount to experience happiness.  What are such happy people like?  Why are they so lucky.  From an emotions standpoint, happiness involves being low in neuroticism, somewhat high in extroversion, and having a general sense of well-being as well.     


The first thing to say about happiness is that some people seem to feel it  rather naturally, whereas others do not (e.g., Watson, 2002).  In 1975, the great 20th century psycho-diagnostician Paul Meehl (1975), wrote that some people seem to have more “happiness juice” than others.  Some people, in other words, seem born happy, whereas others, according to one Wild West maxim, are born “three drinks behind” (Meehl, 1975, p.299).  Meehl (1975) describes those who lacked the ability to experience pleasure as often experiencing life as a struggle: 

Well, you know, I have to get up in the morning when I hear the alarm clock ring and go out and shovel the walk [Meehl worked  in snowy Minnesota] and all that kind of junk, and what do I really get out of it?  I mean, it strikes me that life is often pretty much a big pain in the neck – it just isn’t worth it. (Meehl, 1975, p. 300).


Reading the above description from today’s perspective, incidentally, brings to mind the fact that seasonal decreases in sunlight (as might have been the case in Minnesota snow storms) can also lead to rises in negative feelings.  

The happy person, by contrast, is “born three drinks ahead” (Meehl, 1975, p. 300).  Such individuals are fun loving and cherish their experiences.  Indeed, research indicates a fair degree of heritability of positive emotions, with estimates at about r = .40 for both positive and negative emotions (measured on the Neuroticism-Extroversion-Openness (NEO) scale (Jang et al., 1998).   

Demographic Influences

A wide variety of environmental and demographic conditions, on the other hand, appear fairly unrelated to happiness.  Neither age nor sex is correlated with happiness.  A second set of “comfort of life” variables, including educational attainment, status, and annual income, are only weakly related to happiness.  Between 1960 and 2000 in the United States, inflation-adjusted income more than doubled from roughly $7000 to $16,000.  Yet, over the same years, the percentage of people saying they were very happy remained surprisingly constant, hovering around 30% (Myers & Diener, 1995, Figure 4).  Today in the United States the correlation between income and happiness is only r = .13.  There is some indication in cross-national data, however, that extreme poverty does impact happiness negatively.  For example, in a survey of 43 nations completed in 1993, the then-poor nations of India and the Dominican Republic rated below average in happiness (Diener & Diener, 1996; Veenhooven, 1993; for reviews of demographics and happiness, see Argyle, 1987; Myers & Diener, 1995, and Watson, 2002). 
	Table 4-7: Facts At a Glance: What Are the World’s Most Happy and Unhappy Nations?  (From Inglehart, 1990, cited in Myers & Diener, 1995, p. 13)

	People Who Say They Are Happiest Are In…
	Score (from 1 to 10)
	People Who Say They Are Least Happy Are in…
	Score (from 1 to 10)

	Denmark
	8.0
	Portugal
	5.5

	Sweden
	8.0
	Greece
	5.8

	Switzerland
	7.9
	Japan
	6.4

	Australia
	7.9
	Spain
	6.6

	Norway
	7.8
	Italy
	6.6


The Most Happy Students

Returning to happy people…what are they like?  Diener and Seligman (2002) screened 222 college students.  Since people use a variety of definitions for happiness, so did Diener and Seligman.  They examined the students’ emotions reported on a day-by-day basis over 51 days, their positive and negative thoughts, their general life satisfaction, and other similar measures. Only the 24 happiest students, judged against all the criteria, were selected.  In certain respects, the happiest students were much like everyone else. They were identical to the depressed and normal students in their perception of how much money they had, their grades, how conscientious they were, their objective physical appearance (rated from photographs), and their time spent doing anything from watching TV to religious observances.    

The happy students also were different from the other groups in some significant ways.  They were highly satisfied with their lives, they nearly never thought about suicide, they could recall many more positive events than negative ones, and, almost every day, they reported many more happy emotions than unhappy ones (Diener & Seligman, p. 82).  These individuals had good quality relationships in every area of their lives – with both family and friends.  On the Minnesota Multiphasic Personality Inventory (MMPI) – a scale measuring various psychopathologies – they scored within the normal range in virtually every category, with one exception – 6 of the 24 scored a bit high on a scale measuring mania (the happy aspect of bipolar disorder).  

Only 10% of us qualify for that most happy group.  Another group of us are quite happy, without being among the happiest.  Is there anything the person born without a tendency toward happiness can do?  The psycho-diagnostician Paul Meehl (1975), had foreseen advances in psychopharmacology when he wrote in the mid-1970’s and believed that psychoactive drugs would someday offer the less-happy individual important support.  In addition to such biological interventions, however,  he believed that such individuals might improve by paying more attention to their emotional bookkeeping.  To do so, individuals needed to “purchase” activities most carefully.  He wrote that, “…it matters more to someone cursed with an inborn hedonic defect whether he is efficient and sagacious in selecting friends, jobs, cities, tasks, hobbies, and activities in general.”  (Meehl, 1975, p. 305).  A second issue for such individuals was to free themselves somewhat from cultural pressures to interact and go to parties, given that that is not what they generally enjoy.  As Meehl put it, “I have a strong clinical impression that, at least in American culture, many people develop a kind of secondary guilt or shame about it….not everybody gets a big “kick” out of social interaction—there is no compelling reason why everybody has to be the same in this respect (Meehl, 1975, p.305). 


Subsequent research has obtained some encouraging findings concerning positive and negative affect.  As a person ages, his or her happiness tends to increase – at least through age 70 (Mroczek, 2001).  For men, being both extraverted and married further reinforces this trend (Mroczek & Kolarz, 1998).  A variety of psychotherapies exist that are effective in teaching a person how to employ a more positive perspective on life.   Such therapies are as effective as many drug therapies in improving a person’s sense of well-being (Wampold, Minami, Baskin, & Tierney, 2002; Westen & Morrison, 2001).  
More recently, Fredrickson (2002a) has suggested that certain forms of coping with moods – particularly engaging in activities such as play and investigation, and tackling various problems with persistence, increases positive affect over time.  Her idea is that, even when in negative moods, one can redirect thoughts and ideas more positively. This might involve practicing physical relaxation responses and attempting to engage in more positive, pleasant activities (Fredrickson, 2002b).  Fredrickson’s research may provide important alternatives to psycho-pharmacological approaches to increasing happiness, and by doing so, help better explain the nature of the emotion itself.  

Frederickson’s work, and the work of others, suggest that by creating more positive models of oneself and the world, it is possible to bring about more positive emotional reactions and moods in oneself.  These learned positive ways of thinking can make a person happier over the long-term.  The creation and influence of mental models of oneself, the world, and one’s relationships is the topic of the next chapter, “Interior Selves; Interior Worlds.”  

Reviewing Chapter 4

The goals of this chapter are to introduce you to the motivational and emotional systems, and to discuss the role those systems play in allowing personality to function.  In addition, the chapter examined key attributes of those systems, how they are measured, and how  they are expressed.   The chapter prepares you for the discussion, in upcoming chapters, of other parts of personality, its organization and its development.

Questions About: “What Are Motives and How Can They Be Measured?”

1. What are motives, goals, projects and plans?  The motivational system is made up of basic urges that drive the individual and the goals that satisfy the urges.  To get from the motives (basic urges) to the goals, a person may work on projects and develop plans to achieve his or her goals over time.  Can you describe and distinguish among motives, goals, projects and plans?

2. What are projective measures of motives?   Projective measures of motives, such as the Thematic Apperception Test, were developed because  researchers assumed that many people might not understand their own motives, or might be reluctant to speak openly about them.  Can you describe how a projective test works and how it is scored?
3. What are some of the central motives of personality?  People are motivated by different desires and goals.  Freud emphasized sex and aggression.  Early in the century, Henry Murray laid out a list of between 20 and 30 motives.  Since then, three larger areas of motivation–Achievement, Affiliation, and Power –have been examined, along with sexual motivation.  Can you describe each of these?  

4. Self-Report Motives.  Some psychologists believe that if you ask people to report their own motivations directly, you will obtain some useful answers.  Sometimes to get such answers it is helpful to use “forced choice” formats.  Can you describe the forced-choice method and any differences in findings between self-report and projective measures?

Questions About: “How Are Motives Expressed?”

5. Personal Strivings and Goals. Personal striving refers to some of the paths people take to achieve their goals.  Personal projects are the routes to which people hope to achieve those goals.  Striving toward some goals will make a person feel better; other kinds of goals, however, may  damage ? psychological health.  Can you distinguish between the sorts of goals that will help and the ones that will not?

6. The Achievement Motive and Personality.  People with strong achievement motives often compare themselves to standards of excellence.  They do well in entrepreneurial situations and on tasks they view as relevant to their performance.  What else can be said about people high in this motive?

7. The Power Motive and Personality.  People with a high need for power tend to engage in power-motivated behavior, such as attempting to impress others.  They may also be drawn to careers such as medicine, psychotherapy, or teaching.  Can you say what attracts these people to such occupations?  

8. The Affiliation Motive and Personality.    People with high needs for affiliation place greater value on – and more frequently engage in – relationships with others.  They are not, however, necessarily well liked in their relationships.  This has led psychologists to examine the need for intimacy.  Do you know the difference between affiliation and intimacy?  How are these two needs expressed? 

9. The Sex Drive.  Very little is known about the sex drive in relation to personality beyond the facts that people vary substantially in their sexual interests and that women and men show different mating patterns.  For example, men prefer women younger than themselves, and women prefer men of higher occupational status.  Evolutionary psychologists have tried to account for some of those differences; can you explain how?  

Questions About: “What Are Emotions and Why Are They Important?”

10. The Motive-Emotion Connection.  Motives and emotions are intertwined with one another.  For example, some emotions can be paired directly with corresponding motives: anger and aggression, fear and escape, love and altruism.  Beyond such direct pairing, it appears that some emotions have amplifying effects on motives, whereas others dampen motives.  Can you give an example of an emotion that amplifies motives and an emotion that would dampen them?

11. Emotions as an evolved Signal System.  Emotions appear to have evolved in mammals to communicate social relations and intentions Do you know who first proposed this idea?

12. Cross-Cultural Issues.  The idea that emotions are universal communications about relationships requires testing across cultures.  Paul Ekman provided such tests, first among Westernized nations, and then among relatively isolated communities in New Gunea and elsewhere.  Do you know the general level of agreement across cultures over basic emotion expressions?
Questions About: “What Are Emotional Traits and How Are They Expressed?”

13. The Two-Factor Approach to Measuring Emotions.  Mood-adjective checklists are scales in which a person indicates how much of each of a number of feelings  he or she is experiencing (e.g., happy, sad, angry, peaceful, etc.).  Factor analysis can provide ways of summarizing these large numbers of feelings.  One good solution from factor analysis indicates that mood can be represented according to two dimensions.  There are, actually, two sets of two dimensions, depending upon how one wishes to label moods. One set describes mood as falling along Pleasant-Unpleasant and Arousal-Calm dimensions.  Can you describe the other set?
14. Affect Intensity.   Another way of describing a person’s moods is to examine how intensely  he or she experiences them.  Some people have relatively low-key experiences of feelings; for others moods and emotions are intense.  Can you describe any other differences between such individuals?
15. From Emotional States to Emotional Traits.  There is a two-dimensional representation of emotion suggested by several research teams, and Hans Eysenck earlier found a two-dimensional representation for personality that spanned Emotional-Stable and Extroversion-Introversion axes.  This led to the idea that there might be a relation between the two dimensions.  Do you know what it is?
16. How are Emotional Traits Expressed?   Whatever one’s emotional style, it has consequences in a number of areas, from how one appears to others to one’s choice of occupation.  Can you relate some of the more important consequences of emotion-related traits to everyday life?
Questions About: “What Are Happy People Like?”

17. Natural Happiness.  Some people may be born happier than others; others are “three drinks behind.”  Can you name the eminent 20th century psycho-diagnostician who proposed this?
18. Demographic Influences.  Happiness has been studied in relation to nationality, socio-economic status, and other variables.  Mostly, however, there is no relationship between happiness and these factors.  Do you remember the one exception?
19. The Most Happy Students.  A recent study examined extremely happy students, selecting them according to a variety of different criteria.  Can you say how they differed from the more typical student?
Glossary for Chapter 4
Motivation: A field that studies the psychological reasons that people behave the way they do.

Instinct: A biologically pre-programmed fixed set of behaviors that, when triggered, is meant to accomplish a particular goal under certain circumstances.   

Motive or Need:  Basic motives and urges involve a mostly innate part of personality that directs the individual toward a specific source of satisfaction.

Projective Test:   A test that uses ambiguous stimuli as its items.  The test taker must respond to each item by completing a sentence, or telling a story, or otherwise supplying a response.  

Thematic Apperception Test (TAT): A projective test developed by Henry Murray and Christiana Morgan consisting of pictures.  The respondent must tell a story to a given pictures which has a beginning, a middle, and an end.

Need for Achievement:  A broad need characterized by the desire to meet standards of excellence.

Need for Power:  A broad need characterized by the desire to exert control over others.

Need for Affiliation:  A broad need characterized by the desire to be friendly and cordial with other people.

Self-Report Items.  Test items in which a person is asked a direct question about themselves, e.g., “Do you like parties.”

Factor (in factor analysis):  A factor is a hypothetical variable that can be used to summarize two or more specific, observed, variables.  Sometimes the factor is said to “underlie” the observed variables.  

Forced-Choice Items:  Test items in which a person is forced to choose between two items that are paired such that they are equivalent in social desirability.   That is, the two items might both be highly desirable, or highly undesirable.  The item type is believed to force the participant to express a motive or preference independent of social pressure.

Need for Intimacy:  The need to share inner urges, feelings, and thoughts with others.

Personal Strivings:  Activities people engage in so as to meet their goals.  Many types of striving may be necessary in order to meet a single goal.

Facial Affect Coding System (FACS).   A method developed for coding emotions in the face according to the position of muscles in the face and facial features.

Cultural Display Rules.  The rules that people in a culture employ when expressing emotions, e.g., in some Western cultures, men are taught that they should not show fear.  

Emotion-Related Traits.  A type of personality trait (e.g., long-term psychological quality) that describes a person’s overall emotional quality (e.g., happy-go-lucky, sad).
States: Momentary feelings or internal qualities or activities.

Traits: Relatively long-term characteristics of the person, typically composed of thematically related features.

State-Trait Scales:  Scales that measure parts of personality, such as anxiety, in two different ways: once as a momentary state, and once as a trait.

Pleasant-Unpleasant Mood (or Affect) Factor.  One member of a pair of two basic dimensions for describing the interrelation of specific emotions.  The other pair member is Activation-Deactivation.  This dimension is obtained through factor analysis of mood scales.  Other factor solutions yield a second pair of dimensions.

Affect:  A term used to encompass both moods and other related states such as alertness and tiredness.  

Activated-Deactivated Mood (or Affect) Factor.  One of a pair of two basic dimensions for describing the interrelation of specific emotions, based on how much the emotion conveys energy or action.  The other pair member is Pleasant-Unpleasant Mood.  This dimension is obtained through factor analysis of mood scales.  Other factor solutions yield a second pair of dimensions.

Positive Mood or Affect Versus Tired Mood or Affect Factor.  One member of a pair of two basic dimensions for describing the interrelation of specific emotions.  The other pair member is Negative-Relaxed Affect  This dimension is obtained through factor analysis of mood scales.  Other factor solutions yield a second pair of dimensions.

Negative Mood or Affect Versus Relaxed Mood or Affect.  One of a pair of two basic dimensions for describing the interrelation of specific emotions, based on how much the emotion conveys energy or action.  The other pair member is Positive-Tired Affect.  This dimension is obtained through factor analysis of mood scales.  Other factor solutions yield a second pair of dimensions.

Affect Intensity:  A dimension indicating how intensely one experiences pleasant and unpleasant emotions.

Neuroticism-Stability or Emotionality-Stability:  A personality dimension (obtained through factor analysis) describing highly emotional individuals on the neurotic/emotional side, and people who are relatively emotionally stable on the stable end. 

Introversion-Extroversion:  A personality dimension (obtained through factor analysis – and simple observation) describing people who like to keep to themselves on the introverted end, and those who prefer sociability, on the other end.

Behavioral Inhibition System (BIS):  A brain system that interrupts and suppresses behavior so that the individual can think and examine a situation.  

Behavioral Facilitation System (BFS):  A brain system that encourages and facilitates behaviors such as fighting or joining with others.







 


Figure 4-4: Various Groups Positioned According to their        Neuroticism-Stability and Extroversion-Introversion. Table reproduced from Eysenck & Eysenck (1968).
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Figure 4-3: Eysenck’s 2 Dimensions of Personality Superimposed on the 2 Mood Dimensions: Trait Dimenions are in Black and White; Mood Dimensions are in Color
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Figure 4-2: Eysenck’s 2 Dimensions of Personality (after Eysenck, 1963)
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   Figure 4-1:  A Two Dimensional Representation of Mood  


     Illustrated with Specific Emotion Words (modified from Watson 


        & Tellegen, 1985).
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