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                   Unit -1 
 
NATURE AND SIGNIFICANCE OF MANAGEMENT                                                       
What is Management? 
Management is required for an established life and essential to managing all 
types of  
management. Sound management is the fortitude of thriving companies. 
Managing life implies getting everything done to accomplish life’s aspirations and 
maintaining an establishment means getting everything done with and by other 
people to deliver its objectives. 
 
To put it in other words, the organisation and coordination of the pursuits of an 
industry for the idea of accomplishing determined objectives efficiently and 
thoroughly are marked as management. 
 
 
Principles of Management 
Introduction to Management 
Nature of Management 
 
Universal Process: Wherever there exists human pursuit, there exists 
management. Without effective management, the intentions of the organisation 
cannot be accomplished. 
The factor of Production: Equipped and experienced managers are necessary for 
the utilisation of funds and labour. 



 

Goal-Oriented: The most significant aim of all management pursuit is to achieve 
the purposes of a firm. The aims must be practical and reachable. 
Supreme in Thought and Action: Managers set achievable goals and then direct 
execution on all aspects to achieve them. For this, they need complete assistance 
from middle and lower degrees of management. 
The system of authority: Well-defined principles of regulation, the regulation of 
proper power and efficiency at all degrees of decision-making. This is important 
so that each self must perform what is required from him or her and to whom he 
must report. 
Profession: Managers require to control managerial expertise and education, and 
have to adhere to a verified law of demeanour and stay informed of their human 
and social responsibilities. 
Process: The management method incorporates a range of activities or services 
directed towards an object. 
 
 
What are the Levels of Management? 
Objectives of Management 
Significance of Management: 
Achieving Group Goals: Management encourages collaboration and coordination 
amongst workers. A general control must be provided to the organisational and 
personal objectives in order to favourably accomplish the aims. 
Increases Efficiency: Management improves productivity by managing resources 
in a reliable conceivable way in order to decrease cost upscale potency. 
Creates Dynamic organisation: Management undertakes the conditions by 
assuring that these variations are well accepted privately and that objection to 
change is controlled. 
Achieving personal objectives: Management promotes leadership and furnishes 
motivation to the employees to operate effectively in order to accomplish their 
personal aims while working towards the organisational goals. 
Development of Society: Management helps in the enhancement of community 
by manufacturing reliable quality commodities, establishing employment chances 
and fostering innovative technologies. 
Related Read: 
 
Functions of Management 
Henri Fayol 14 Principles of Management 



 

Features of Management: 
Post-learning a few definitions of management we come across some elements 
that can be referred to as basic aspects of management : 
 
Management is a goal-oriented method: An establishment has a predefined set of 
fundamental goals which are the primary basis for its being. These must be easy 
and explicitly mentioned. Different establishments have various goals. For 
instance, the aim of a retail market may be to improve sales, but the purpose of 
The Spastics Society of India is to allow education to children with specific 
requirements. Management strengthens the energies of different individuals in 
the company towards accomplishing these goals. 
Management is all common: The activities associated with managing a firm are 
familiar to all companies whether financial, cultural or civic. A petrol pump must 
be regulated as much as a school or a hospital. What managers do in India, Japan, 
Germany, or the USA is identical. How they achieve it may be considerably 
diverse. This variation is due to the distinctions in tradition, history and culture. 
Management is a perpetual process: The method of management is a set of 
consecutive, composite, but distinct purposes (organising, planning, staffing, 
controlling and directing). These operations are concurrently executed by all 
managers. The responsibility of a manager comprises a continuous series of 
duties. 
Management is intangible energy: It is an intangible strength that can’t be seen 
but its proximity can be felt in the form of the business operations. The outcome 
of management is remarkable in an industry where targets are reached according 
to procedures, employees are comfortable and content and there is 
arrangements rather than confusion. 
Management is a group activity: It implies that it is not a single person who 
completes all the actions of the industry but it is always a group of people. 
Therefore, management is a group endeavour. 
Evolution of Management and Evolution of Management Science 
Every entrepreneur’s capability depends on his/her managerial skills, thus it is 
essential to consider the business management skills as entrepreneurship’s roots. 
Managing any business has several stages, including the management of various 
entities. Moving ahead, we will understand the management concepts and 
evolution of management thought. 
 
Evolution of the management thought is a process that began in the earlier days 



 

of humans. It began when the man found the need to live in the groups. Then, 
mighty men soon organized the masses and distributed them among the groups. 
The sharing and distribution process completed according to the strength, 
intelligence, and mental capabilities of the masses. Thus, with the beginning of 
civilization, the effective practice of management also began. 
 
Evolution of Management Thought 
To understand the entire concept of evolution of the management thought, the 
topic is divided into 4 major stages, which are as follows: 
 
Pre-scientific management period 
 
Classical theory 
 
Neo-classical theory ( or behaviour approach) 
 
Bureaucratic Model of Max Weber  
 
 
Pre-Scientific Management Period 
As the industrial revolution occurred in the 18th century, there was a huge impact 
on management. The scenario changed the method of raising capitals, organizing 
labour, and goods’ production for the individuals and businesses. Entrepreneurs 
then had access to production factors like land, labour, and capital. The final step 
was only to make some effort for combining these factors to achieve the target 
successfully. 
 
But, after the industrial revolution, the newer dimension taken by management is 
because of the involvement of certain notable personalities who introduced some 
effective ideas and approaches for giving management an acceptable and precise 
direction. Here is a brief on some of the personalities and their theories: 
 
 
Professor Charles Babbage of United Kingdom (1729 to 1871) 
Prof. Babbage was a renowned Mathematics professor at Cambridge University. 
He discovered that manufacturers rely on guessing and suggesting and advised 
them for utilizing science and mathematics to be more productive and accurate. 



 

 
 
Robert Owens of United Kingdom (1771 to 1858) 
Sir Robert is often regarded as personnel management’s father as his approach 
focuses on employee welfare. He also introduced the cooperation and trade 
unions. He mainly believed that employee welfare might determine the 
performance to a larger extent. Sir Robert also encouraged the workers’ training, 
children’s education, ensuring canteens in the workplaces, shorter working 
durations, and others.  
 
 
The Classical Theory 
Robert Owens, Charles Babbage, and other prominent personalities are regarded 
as management’s pioneers. However, their contribution to the evolution of 
management is lower. Further, by the last decade of 19th century, the science of 
management began, and with it, some professionals like H. L. Grant, F. W. Taylor, 
Emerson, and others entered for the establishment of scientific management. 
 
Further, during the classical period, management thought focused on 
standardization, job content, labour division, and scientific approaches for the 
organization. It also related closely to the industrial revolution and the rise of 
large-scale enterprises.  
 
 
The Neo-Classical Theory 
This duration of the evolution of the management thought is a better version of 
classical theory. It is a modified version of classical theory with several 
improvements. The classical theory focused mainly on the areas of job including 
physical resources and their management, but neo-classical theory focuses on 
employee relationships in the work ecosystem.  
 
 
The Bureaucratic Model 
Max Weber, a German sociologist, proposed the bureaucratic model. This 
includes a system of labour division, rules, authority hierarchy, and employees’ 
placement based on their technical capabilities. 
 



 

 
 

                          Unit-2 
 
 
Evolution of Management Theories 
Organizations shaped effectively and the writings of some prominent writers 
consisted of the management and governance of various kingdoms. These 
descriptions formed the literature that helped develop the management theories. 
Several heads of religions, political affairs, and military also gave the management 
models. For example, the books like Sun Tzu’s “The Art of War” and Chanakya’s 
Arthashastra used some managerial purposes and the governance of the kingdom 
concerning the policy formulations respectively.  
 
 
The Evolution of Management Science 
Management evolution started with civilization, and the evolution of 
management science is the entire concept involving several theories behind it. 
Whatever we presently have gets refined and improved as management thoughts 
and theories. This helps people in improving the knowledge of the process and 
utilizes the management principles for enhancing the overall organization. 
 
 Factors Influencing Individual Behavior 
The way an individual addresses a situation single-handedly or say in a group is 
influenced by many factors. The key factors influencing an individual’s attitude in 
personal as well as social life are − 
 
Abilities 
Gender 
Race and culture 
Attribution 
Perception 
Attitude 
Let’s take a quick look over these major elements that imprints a person’s 
behavior inside and outside of the organization. 
 
Abilities 



 

Abilities are the traits a person learns from the environment around as well as the 
traits a person is gifted with by birth. These traits are broadly classified as − 
 
Intellectual abilities 
Physical abilities 
Self-awareness abilities 
In order to understand how these affect a person’s behavior, we need to know 
what these abilities are. 
 
Intellectual abilities − It personifies a person’s intelligence, verbal and analytical 
reasoning abilities, memory as well as verbal comprehension. 
 
Physical abilities − It personifies a person’s physical strength, stamina, body 
coordination as well as motor skills. 
 
Self-awareness abilities − It symbolizes how a person feels about the task, while a 
manager’s perception of his abilities decides the kind of work that needs to be 
allotted to an individual. 
 
Thus the psychological, physical, self-assurance traits owned by a person defines 
the behavior of a person in social and personal life. For ex: Ram has a high IQ 
level, whereas Rahul can lift a bike and is a strong guy. 
 
Gender 
Research proves that men and women both stand equal in terms of job 
performance and mental abilities; however, society still emphasizes differences 
between the two genders. Absenteeism is one area in an organization where 
differences are found as women are considered to be the primary caregiver for 
children. A factor that might influence work allocation and evaluation in an 
organization is the manager’s perception and personal values. 
 
For example − An organization encourages both genders to work efficiently 
towards the company’s goal and no special promotion or demotion is given or 
tolerated for any specific gender. 
 
Race & Culture 
Race is a group of people sharing similar physical features. It is used to define 



 

types of persons according to perceived traits. For example − Indian, African. On 
the other hand, culture can be defined as the traits, ideas, customs and traditions 
one follows either as a person or in a group. For example − Celebrating a festival. 
 
Race & culture have always exerted an important influence both at the workplace 
as well as in the society. The common mistakes such as attributing behavior and 
stereotyping according to individual’s race & culture basically influences an 
individual’s behavior. 
 
In today’s diverse work culture, the management as well as staff should learn and 
accept different cultures, values, and common protocols to create more 
comfortable corporate culture. 
 
For example − A company invites candidates for a job post and hires one on the 
basis of eligibility criteria and not on the basis of the country a person belongs to 
or the customs one follows. 
 
 
 
 
 
 
 
 
                       Perception 
 
Perception is an intellectual process of transforming sensory stimuli into 
meaningful information. It is the process of interpreting something that we see or 
hear in our mind and use it later to judge and give a verdict on a situation, person, 
group, etc. 
 
It can be divided into six types namely − 
 
Of sound − The ability to receive sound by identifying vibrations. 
 
Of speech − The competence of interpreting and understanding the sounds of 
language heard. 



 

 
Touch − Identifying objects through patterns of its surface by touching it. 
 
Taste − The ability to detect flavor of substances by tasting it through sensory 
organs known as taste buds. 
 
Other senses − Other senses include balance, acceleration, pain, time, sensation 
felt in throat and lungs etc. 
 
Of the social world − It permits people to understand other individuals and groups 
of their social world. 
 
For example − Priya goes to a restaurant and likes their customer service, so she 
will perceive that it is a good place to hang out and will recommend it to her 
friends, who may or may not like it. However, Priya’s perception about the 
restaurant remains good. 
 
Attribution 
Attribution is the course of observing behavior followed by determining its cause 
based on individual’s personality or situation. 
 
Attribution framework uses the following three criteria − 
 
Consensus − The extent to which people in the same situation might react 
similarly. 
 
Distinctiveness − The extent to which a person’s behavior can be associated to 
situations or personality. 
 
Consistency − The frequency measurement of the observed behavior, that is, how 
often does this behavior occur. 
 
The framework mentioned says it is all about how an individual behaves in 
different situations. 
 
For example − Rohit invites Anisha and two more friends for a movie and they 
agree to bunk and watch the movie, this is consensus. Bunking of class says that 



 

they are not interested in their lectures, this is distinctiveness. A little change in 
the situation, like if Rohit frequently starts bunking the class then his friends may 
or may not support him. The frequency of their support and their rejection 
decides consistency. 
 
Attitude 
Attitude is the abstract learnt reaction or say response of a person’s entire 
cognitive process over a time span. 
 
For example − A person who has worked with different companies might develop 
an attitude of indifference towards organizational citizenship. 
 
Now we have a clear idea about what are the factors responsible for the way we 
behave. We never think about these elements and how they affect our daily life 
but we can’t ignore the fact that they are responsible for the way we walk, talk, 
eat, socialize, etc. 
 
Learning: Meaning, Nature, Types and Theories of Learning! 
 
Meaning and Nature: 
Learning is a key process in human behaviour. All living is learning. If we compare 
the simple, crude ways in which a child feels and behaves, with the complex 
modes of adult behaviour, his skills, habits, thought, sentiments and the like- we 
will know what difference learning has made to the individual. 
 
 
The individual is constantly interacting with and influenced by the environment. 
This experience makes him to change or modify his behaviour in order to deal 
effectively with it. Therefore, learning is a change in behaviour, influenced by 
previous behaviour. As stated above the skills, knowledge, habits, attitudes, 
interests and other personality characteristics are all the result of learning. 
 
 
  
Learning is defined as “any relatively permanent change in behaviour that occurs 
as a result of practice and experience”. This definition has three important 
elements. 



 

 
a. Learning is a change in behaviour—better or worse. 
 
b. It is a change that takes place through practice or experience, but changes due 
to growth or maturation are not learning. 
 
  
c. This change in behaviour must be relatively permanent, and it must last a fairly 
long time. 
                         Unit-3 
 
                       Learning 
 
Learning is the process of acquiring new understanding, knowledge, behaviors, 
skills, values, attitudes, and preferences.The ability to learn is possessed by 
humans, animals, and some machines; there is also evidence for some kind of 
learning in certain plants. Some learning is immediate, induced by a single event 
(e.g. being burned by a hot stove), but much skill and knowledge accumulate from 
repeated experiences. The changes induced by learning often last a lifetime, and 
it is hard to distinguish learned material that seems to be "lost" from that which 
cannot be retrieved. 
 
Human learning starts at birth (it might even start before and continues until 
death as a consequence of ongoing interactions between people and their 
environment. The nature and processes involved in learning are studied in many 
fields, including educational psychology, neuropsychology, experimental 
psychology, and pedagogy. Research in such fields has led to the identification of 
various sorts of learning. For example, learning may occur as a result of 
habituation, or classical conditioning, operant conditioning or as a result of more 
complex activities such as play, seen only in relatively intelligent animals. Learning 
may occur consciously or without conscious awareness. Learning that an aversive 
event can't be avoided or escaped may result in a condition called learned 
helplessness. There is evidence for human behavioral learning prenatally, in which 
habituation has been observed as early as 32 weeks into gestation, indicating that 
the central nervous system is sufficiently developed and primed for learning and 
memory to occur very early on in development. 
 



 

Play has been approached by several theorists as a form of learning. Children 
experiment with the world, learn the rules, and learn to interact through play. Lev 
Vygotsky agrees that play is pivotal for children's development, since they make 
meaning of their environment through playing educational games. For Vygotsky, 
however, play is the first form of learning language and communication, and the 
stage where a child begins to understand rules and symbols. This has led to a view 
that learning in organisms is always related to semiosis. 
 
 
 
Contents 
1 Types 
1.1 Non-associative learning 
1.1.1 Habituation 
1.1.2 Sensitization 
1.2 Active learning 
1.3 Associative learning 
1.3.1 Operant conditioning 
1.3.2 Classical conditioning 
1.3.3 Observational learning 
1.3.4 Imprinting 
1.4 Play 
1.5 Enculturation 
1.6 Episodic learning 
1.7 Multimedia learning 
1.8 E-learning and augmented learning 
1.9 Rote learning 
1.10 Meaningful learning 
1.11 Evidence-based learning 
1.12 Formal learning 
1.13 Nonformal learning 
1.14 Informal learning 
1.15 Nonformal learning and combined approaches 
1.16 Tangential learning 
1.17 Dialogic learning 
1.18 Incidental learning 
 



 

Non-associative learning can be divided into habituation and sensitization. 
 
Habituation 
Main article: Habituation 
Habituation is an example of non-associative learning in which one or more 
components of an innate response (e.g., response probability, response duration) 
to a stimulus diminishes when the stimulus is repeated. Thus, habituation must be 
distinguished from extinction, which is an associative process. In operant 
extinction, for example, a response declines because it is no longer followed by a 
reward. An example of habituation can be seen in small song birds—if a stuffed 
owl (or similar predator) is put into the cage, the birds initially react to it as 
though it were a real predator. Soon the birds react less, showing habituation. If 
another stuffed owl is introduced (or the same one removed and re-introduced), 
the birds react to it again as though it were a predator, demonstrating that it is 
only a very specific stimulus that is habituated to (namely, one particular 
unmoving owl in one place). The habituation process is faster for stimuli that 
occur at a high rather than for stimuli that occur at a low rate as well as for the 
weak and strong stimuli, respectively. Habituation has been shown in essentially 
every species of animal, as well as the sensitive plant Mimosa pudica and the 
large protozoan Stentor coeruleus. This concept acts in direct opposition to 
sensitization. 
 
Sensitization 
Main article: Sensitization 
Sensitization is an example of non-associative learning in which the progressive 
amplification of a response follows repeated administrations of a stimulus. This is 
based on the notion that a defensive reflex to a stimulus such as withdrawal or 
escape becomes stronger after the exposure to a different harmful or threatening 
stimulus. An everyday example of this mechanism is the repeated tonic 
stimulation of peripheral nerves that occurs if a person rubs their arm 
continuously. After a while, this stimulation creates a warm sensation that can 
eventually turn painful. This pain results from a progressively amplified synaptic 
response of the peripheral nerves. This sends a warning that the stimulation is 
harmful. [clarification needed] Sensitization is thought to underlie both adaptive 
as well as maladaptive learning processes in the organism. [citation needed] 
 
Active learning 



 

Main article: Active learning 
Active learning occurs when a person takes control of his/her learning experience. 
Since understanding information is the key aspect of learning, it is important for 
learners to recognize what they understand and what they do not. By doing so, 
they can monitor their own mastery of subjects. Active learning encourages 
learners to have an internal dialogue in which they verbalize understandings. This 
and other meta-cognitive strategies can be taught to a child over time. Studies 
within metacognition have proven the value in active learning, claiming that the 
learning is usually at a stronger level as a result. In addition, learners have more 
incentive to learn when they have control over not only how they learn but also 
what they learn. Active learning is a key characteristic of student-centered 
learning. Conversely, passive learning and direct instruction are characteristics of 
teacher-centered learning (or traditional education). 
 
Associative learning 
Associative learning is the process by which a person or animal learns an 
association between two stimuli or events. In classical conditioning, a previously 
neutral stimulus is repeatedly paired with a reflex-eliciting stimulus until 
eventually the neutral stimulus elicits a response on its own. In operant 
conditioning, a behavior that is reinforced or punished in the presence of a 
stimulus becomes more or less likely to occur in the presence of that stimulus. 
 
Operant conditioning 
Main article: Operant conditioning 
In operant conditioning, a reinforcement (by reward) or instead a punishment is 
given after a given behavior, changing the frequency and/or form of that 
behavior. Stimulus present when the behavior/consequence occurs come to 
control these behavior modifications. 
 
Classical conditioning 
Main article: Classical conditioning 
The typical paradigm for classical conditioning involves repeatedly pairing an 
unconditioned stimulus (which unfailingly evokes a reflexive response) with 
another previously neutral stimulus (which does not normally evoke the 
response). Following conditioning, the response occurs both to the unconditioned 
stimulus and to the other, unrelated stimulus (now referred to as the 
"conditioned stimulus"). The response to the conditioned stimulus is termed a 



 

conditioned response. The classic example is Ivan Pavlov and his dogs. Pavlov fed 
his dogs meat powder, which naturally made the dogs salivate—salivating is a 
reflexive response to the meat powder. Meat powder is the unconditioned 
stimulus (US) and the salivation is the unconditioned response (UR). Pavlov rang a 
bell before presenting the meat powder. The first time Pavlov rang the bell, the 
neutral stimulus, the dogs did not salivate, but once he put the meat powder in 
their mouths they began to salivate. After numerous pairings of bell and food, the 
dogs learned that the bell signaled that food was about to come, and began to 
salivate when they heard the bell. Once this occurred, the bell became the 
conditioned stimulus (CS) and the salivation to the bell became the conditioned 
response (CR). Classical conditioning has been demonstrated in many species. For 
example, it is seen in honeybees, in the proboscis extension reflex paradigm. It 
was recently also demonstrated in garden pea plants. 
 
Another influential person in the world of classical conditioning is John B. Watson. 
Watson's work was very influential and paved the way for B.F. Skinner's radical 
behaviorism. Watson's behaviorism (and philosophy of science) stood in direct 
contrast to Freud and other accounts based largely on introspection. Watson's 
view was that the introspective method was too subjective and that we should 
limit the study of human development to directly observable behaviors. In 1913, 
Watson published the article "Psychology as the Behaviorist Views," in which he 
argued that laboratory studies should serve psychology best as a science. 
Watson's most famous, and controversial, experiment was "Little Albert", where 
he demonstrated how psychologists can account for the learning of emotion 
through classical conditioning principles. 
 
Observational learning 
Main article: Observational learning 
Observational learning is learning that occurs through observing the behavior of 
others. It is a form of social learning which takes various forms, based on various 
processes. In humans, this form of learning seems to not need reinforcement to 
occur, but instead, requires a social model such as a parent, sibling, friend, or 
teacher with surroundings. 
 
Imprinting 
Main article: Imprinting (psychology) 
Imprinting is a kind of learning occurring at a particular life stage that is rapid and 



 

apparently independent of the consequences of behavior. In filial imprinting, 
young animals, particularly birds, form an association with another individual or in 
some cases, an object, that they respond to as they would to a parent. In 1935, 
the Austrian Zoologist Konrad Lorenz discovered that certain birds follow and 
form a bond if the object makes sounds. 
 
 
 
 
Episodic learning 
Episodic learning is a change in behavior that occurs as a result of an event. For 
example, a fear of dogs that follows being bitten by a dog is episodic learning. 
Episodic learning is so named because events are recorded into episodic memory, 
which is one of the three forms of explicit learning and retrieval, along with 
perceptual memory and semantic memory. Episodic memory remembers events 
and history that are embedded in experience and this is distinguished from 
semantic memory, which attempts to extract facts out of their experiential 
contextor – as some describe – a timeless organization of knowledge. For 
instance, if a person remembers the Grand Canyon from a recent visit, it is an 
episodic memory. He would use semantic memory to answer someone who 
would ask him information such as where the Grand Canyon is. A study revealed 
that humans are very accurate in the recognition of episodic memory even 
without deliberate intention to memorize it. This is said to indicate a very large 
storage capacity of the brain for things that people pay attention to.  
 
Multimedia learning 
Main article: Multimedia learning 
Multimedia learning is where a person uses both auditory and visual stimuli to 
learn information (Mayer 2001). This type of learning relies on dual-coding theory 
(Paivio 1971). 
 
E-learning and augmented learning 
Main article: Electronic learning 
Electronic learning or e-learning is computer-enhanced learning. A specific and 
always more diffused e-learning is mobile learning (m-learning), which uses 
different mobile telecommunication equipment, such as cellular phones. 
 



 

When a learner interacts with the e-learning environment, it's called augmented 
learning. By adapting to the needs of individuals, the context-driven instruction 
can be dynamically tailored to the learner's natural environment. Augmented 
digital content may include text, images, video, audio (music and voice). By 
personalizing instruction, augmented learning has been shown to improve 
learning performance for a lifetime. See also minimally invasive education. 
 
Moore (1989)[37] purported that three core types of interaction are necessary for 
quality, effective online learning: 
 
Learner–learner (i.e. communication between and among peers with or without 
the teacher present), 
Learner–instructor (i.e. student-teacher communication), and 
Learner–content (i.e. intellectually interacting with content that results in changes 
in learners' understanding, perceptions, and cognitive structures). 
In his theory of transactional distance, Moore (1993)[38] contented that structure 
and interaction or dialogue bridge the gap in understanding and communication 
that is created by geographical distances (known as transactional distance). 
 
Rote learning 
Main article: Rote learning 
Rote learning is memorizing information so that it can be recalled by the learner 
exactly the way it was read or heard. The major technique used for rote learning 
is learning by repetition, based on the idea that a learner can recall the material 
exactly (but not its meaning) if the information is repeatedly processed. Rote 
learning is used in diverse areas, from mathematics to music to religion. Although 
it has been criticized by some educators, rote learning is a necessary precursor to 
meaningful learning. 
 
Meaningful learning 
See also: Deeper learning 
Meaningful learning is the concept that learned knowledge (e.g., a fact) is fully 
understood to the extent that it relates to other knowledge. To this end, 
meaningful learning contrasts with rote learning in which information is acquired 
without regard to understanding. Meaningful learning, on the other hand, implies 
there is a comprehensive knowledge of the context of the facts learned. 
 



 

Evidence-based learning 
Main article: Evidence-based learning 
Evidence-based learning is the use of evidence from well designed scientific 
studies to accelerate learning. Evidence-based learning methods such as spaced 
repetition can increase the rate at which a student learns. 
 
 
Formal learning 
Main article: Education 
 
A depiction of the world's oldest continually operating university, the University 
of Bologna, Italy 
Formal learning is learning that takes place within a teacher-student relationship, 
such as in a school system. The term formal learning has nothing to do with the 
formality of the learning, but rather the way it is directed and organized. In formal 
learning, the learning or training departments set out the goals and objectives of 
the learning. 
 
Nonformal learning 
Main article: Nonformal learning 
Nonformal learning is organized learning outside the formal learning system. For 
example, learning by coming together with people with similar interests and 
exchanging viewpoints, in clubs or in (international) youth organizations, 
workshops. 
 
Informal learning 
Main article: Informal learning 
Informal learning is less structured than "nonformal" one. It may occur through 
the experience of day-to-day situations (for example, one would learn to look 
ahead while walking because of the danger inherent in not paying attention to 
where one is going). It is learning from life, during a meal at the table with 
parents, play, exploring, etc. 
 
Nonformal learning and combined approaches 
The educational system may use a combination of formal, informal, and 
nonformal learning methods. The UN and EU recognize these different forms of 
learning (cf. links below). In some schools, students can get points that count in 



 

the formal-learning systems if they get work done in informal-learning circuits. 
They may be given time to assist international youth workshops and training 
courses, on the condition they prepare, contribute, share, and can prove this 
offered valuable new insight, helped to acquire new skills, a place to get 
experience in organizing, teaching, etc. 
 
To learn a skill, such as solving a Rubik's Cube quickly, several factors come into 
play at once: 
 
Reading directions helps a player learn the patterns that solve the Rubik's Cube. 
Practicing the moves repeatedly helps build "muscle memory" and speed. 
Thinking critically about moves helps find shortcuts, which speeds future 
attempts. 
Observing the Rubik's Cube's six colors help anchor solutions in the mind. 
Revisiting the cube occasionally helps retain the skill. 
Tangential learning 
Tangential learning is the process by which people self-educate if a topic is 
exposed to them in a context that they already enjoy. For example, after playing a 
music-based video game, some people may be motivated to learn how to play a 
real instrument, or after watching a TV show that references Faust and Lovecraft, 
some people may be inspired to read the original work. Self-education can be 
improved with systematization. According to experts in natural learning, 
self-oriented learning training has proven an effective tool for assisting 
independent learners with the natural phases of learning. 
 
Extra Credits writer and game designer James Portnow was the first to suggest 
games as a potential venue for "tangential learning". Mozelius et al. points out 
that intrinsic integration of learning content seems to be a crucial design factor, 
and that games that include modules for further self-studies tend to present good 
results. The built-in encyclopedias in the Civilization games are presented as an 
example – by using these modules gamers can dig deeper for knowledge about 
historical events in the gameplay. The importance of rules that regulate learning 
modules and game experience is discussed by Moreno, C., in a case study about 
the mobile game Kiwaka. In this game, developed by Landka in collaboration with 
ESA and ESO, progress is rewarded with educational content, as opposed to 
traditional education games where learning activities are rewarded with 
gameplay. 



 

 
Dialogic learning 
Main article: Dialogic learning 
Dialogic learning is a type of learning based on dialogue. 
 
Incidental learning 
In incidental teaching learning is not planned by the instructor or the student, it 
occurs as a byproduct of another activity — an experience, observation, 
self-reflection, interaction, unique event, or common routine task. This learning 
happens in addition to or apart from the instructor's plans and the student's 
expectations. An example of incidental teaching is when the instructor places a 
train set on top of a cabinet. If the child points or walks towards the cabinet, the 
instructor prompts the student to say "train." Once the student says "train," he 
gets access to the train set. 
 
Here are some steps most commonly used in incidental teaching:[49] 
 
An instructor will arrange the learning environment so that necessary materials 
are within the student's sight, but not within his reach, thus impacting his 
motivation to seek out those materials. 
An instructor waits for the student to initiate engagement. 
An instructor prompts the student to respond if needed. 
An instructor allows access to an item/activity contingent on a correct response 
from the student. 
 
 
 
 
] 
 
 
 
                  
 
 
 
 



 

Types of Learning: 
 
 
1. Motor learning: 
Most of our activities in our day-to-days life refer to motor activities. The 
individual has to learn them in order to maintain his regular life, for example 
walking, running, skating, driving, climbing, etc. All these activities involve the 
muscular coordination. 
 
2. Verbal learning: 
This type of learning involves the language we speak, the communication devices 
we use. Signs, pictures, symbols, words, figures, sounds, etc, are the tools used in 
such activities. We use words for communication. 
 
3. Concept learning: 
It is the form of learning which requires higher order mental processes like 
thinking, reasoning, intelligence, etc. we learn different concepts from childhood. 
For example, when we see a dog and attach the term ‘dog’, we learn that the 
word dog refers to a particular animal. Concept learning involves two processes, 
viz. abstraction and generalisation. This learning is very useful in recognising, 
identifying things. 
 
4. Discrimination learning: 
Learning to differentiate between stimuli and showing an appropriate response to 
these stimuli is called discrimination learning. Example, sound horns of different 
vehicles like bus, car, ambulance, etc. 
 
5. Learning of principles: 
Individuals learn certain principles related to science, mathematics, grammar, etc. 
in order to manage their work effectively. These principles always show the 
relationship between two or more concepts. Example: formulae, laws, 
associations, correlations, etc. 
 
6. Problem solving: 
This is a higher order learning process. This learning requires the use of cognitive 
abilities-such as thinking, reasoning, observation, imagination, generalization, etc. 
This is very useful to overcome difficult problems encountered by the people. 



 

 
7. Attitude learning: 
Attitude is a predisposition which determines and directs our behaviour. We 
develop different attitudes from our childhood about the people, objects and 
everything we know. Our behaviour may be positive or negative depending upon 
our attitudes. Example: attitudes of nurse towards her profession, patients, etc. 
 
 

                      Unit-4 
 

                   Personality 
 
Personality: Introduction, Meaning, Concept, Characteristics, Theories, Traits, 
Stages, Development, Attributes and Theories 
Personality – Introduction 
In modern organisations, personality attributes of a manager are considered 
important, since they affect the entire behavioural pattern of the person. In 
common parlance, personality refers to the impression, which an individual forms 
on others through his personal attributes making attractive or unattractive view. 
 
 
  
It is a fact that psychological factors of an individual are rarely known to others. 
An individual’s personality is not a superficial fact or occurrence that can be easily 
understood, merely on his personal appearance. Personality is the whole aspect 
of an individual from general point of view. It includes a person’s physical, 
psychological and emotional aspects. 
 
Personality has come from a Latin word ‘Persona’ meaning to speak through 
(mask). As in the ancient days masks were worn in Greece and Rome by actors, 
while enacting plays. Thus, personality is used for influencing others through 
external appearance. However, personality is not the external appearance alone. 
 
Personality, which makes an individual to stand apart, is the impression of 
characteristic attributes. It is an aggregate of an individual’s physical, 
psychological and behavioural aspects contributing to his ‘good personality’ or no 



 

personality, according to the presence or absence of the characteristic attributes. 
Some of these, which are of significant nature, are worth mentioning. 
 
 
 
  
i. Omnibus – This personality view is the aggregate of recognizable pattern of 
properties-of qualities. 
 
ii. Integration and configuration – Under this view of personality, the 
organisation of personal attributes is stressed. 
 
iii. Hierarchical – This aspect mainly deals with adaptation, survival and evolution 
of the person to the environment. 
 
iv. Distinctiveness – the definition of this category speaks the uniqueness of each 
personality. 
 
 
 
 
Personality – Meaning 
Personality has a long history. It dates from the time of Greek physician 
Hippocrates (460-377 BC). In order to understand the behaviour of people in the 
organisational setting, we need to know the basic nature of personality. It is a 
psycho-social phenomenon, which analyses the cognitive features and 
presentation of individual in the society. 
 
Personality is made up of the characteristic patterns of thoughts, feelings and 
behaviour of an individual. These attributes make a person unique. Personality 
originates within the individual and remains fairly consistent throughout life. 
Personality exhibits distinctive qualities of a person, especially those 
distinguishing personal characteristics that make one socially appealing. If a 
person wins an election on his own, society may say that he/she has won “more 
on personality than on capability”. 
 
Personality reveals distinctive traits of mind and behaviour of a person. It is a 



 

pattern of collective character which includes behavioural, mental, 
temperamental, and emotional traits of a person that makes one socially 
appealing. It exhibits the quality of a person, which is visible and impresses or 
disturbs others. For example, the statements such as “He has a pleasing 
personality Raju is a Crude persona” reveal the collective characters of a person 
which exhibits positive or negative personality. 
 
“Personality is the supreme realisation of the innate idiosyncrasy, of a living 
being. It is an act of courage thing in the face of life, the absolute affirmation of all 
that constitute the individual, the most successful adaptation to the universal, 
conditions of existence, coupled with the greatest possible freedom of 
self-determination.” — C.G. Jung 
 
“Personality is the relatively stable set of psychological attributes that distinguish 
one “person from another.” — Lawerence Ervin 
 
 
 
  
“Personality refers to the relatively stable pattern of behaviours and consistent 
internal states that explain a person’s behaviour tendencies.” — RT Hogan. 
 
“Personality is the sum total of ways in which an individual reacts and interacts 
with others.” — Stephen P. Robbins 
 
The basic components of personality refer to the personality trait. Many 
researchers have shown interest to know about individual’s personality as it is 
linked with behaviour. If one can predict the behaviour of individuals, 
modification of behaviour can be done in a smoother way towards achieving the 
organisational goals. Each personality factor represents a collection of related or 
cluster of traits. These clusters of traits determine whether the individual is 
achievement-oriented, dominating, responsible, etc. 
 
 
 
  
 



 

Personality – Definitions 
A number of definitions are given in respect of personality in order to give 
meaningful one. Let us extract some standard definitions. 
 
According to Gordon Allport, personality is “the dynamic organization within the 
individual of those psychological systems that determine his unique adjustments 
to his environment.” 
 
Fred Luthans defines the term personality as, “how people affect others and how 
they understand and view themselves, as well as their pattern of inner and outer 
measurable traits and the person-situation intervention.” 
 
 
 
Robbins defines personality as, “the sum total of ways in which an individual 
reacts to and interacts until others.” 
 
Thus, personality devotes for the methods of affecting others, reacting to others’ 
actions and interacting with others. These methods are chosen by individuals 
based on several factors. Important one among these is their traits. 
 
A careful analysis of the above definitions will observe the followings: 
 
i. Personality may be defined as the characteristic pattern of behaviour that 
determines an individual’s adjustment to the environment or situation. 
 
ii. It describes how an individual affects others, how he understands himself and 
his pattern of internal as well as external measurable traits. 
 
iii. It is the dynamic organisation within an individual of those psychological 
systems which determines his unique adjustment to the environment. 
 
 
 
 
  
It is the sum total of ways in which an individual reacts and interacts with others. 



 

 
 
 
Personality – Concept 
Personality means the constitution of mental as well as the physical health of an 
individual. 
 
In his medical text book, “Principles and Practice of Medicine,” Davidson states 
about personality, which is socially acquired after having a genetic basis, over the 
course of time. The individual arrives at an adult psychological stage after passing 
successively through a series of maturational stages. 
 
According to McClelland, “Personality is the most adequate conceptualisation of 
an individual’s behaviour with all its details, which the scientist can provide in a 
moment.” 
 
  
In the definition given by Davidson, there are three different aspects-Social, 
Physiological and Psychological of one’s personality and its development and 
growth. McClelland has stressed mainly the psychological aspects effecting 
desirable changes in the behaviour and personality of an individual. 
 
Hence, both these definitions throw some light on personality development and 
individual behaviour. Thus, both these definitions have utmost applicability and 
usefulness in organisational behaviour apart from the comprehensive approach 
made by Allport on the subject. 
 
Personality of an individual is unique, personal and a major determinant of his 
behaviour. Because of differences in personality, individuals differ in their manner 
of responding to different situations. Some personality theorists emphasize the 
need to recognize the person-situation interaction, i.e., the social learning aspects 
of personality. Such an interpretation is highly meaningful to the study of human 
behaviour. 
 
 
 
 



 

Personality – Nature 
The nature of every individual is attributed to his personality. Generally, an 
individual asserts through his behavioural characteristics. Matured persons with 
their longstanding experience, take an objective attitude towards themselves and 
others. They also introspect, so as to help improve upon their nature and 
behaviour. 
 
 
 
  
i. Self-Conscious: 
 
There is a vast difference between human being and other species. The special 
feature of his nature is ‘self-consciousness’, which makes him aware of his 
surroundings and self-identity. 
 
ii. Adaptability to Environment: 
 
Personality, off and on, does make adjustments according to the changes desired. 
Resistance to change, means a conflict with tension and unpleasantness. 
Normally, people adapt to the changed situations and challenges. Adaptation to 
new situations often follows a modification in behavioural pattern leading to a 
smooth working condition and a conducive environment. 
 
iii. Goal Oriented: 
 
Persons strive for achievement of goal. Individuals do have the drive to achieve 
goals. Wants and needs lead to motive. The desire of an individual directs the 
behaviour for the fulfilment of the same. Both the physiological and social 
motives make behavioural changes. 
 
 
 
  
iv. Integration of Personality: 
 
Personality works in consistency by integrating various activities (of mental and 



 

also experiences of the individual) together. Personality differs in the form of its 
integration. Persons with developed personalities are highly integrated with 
values and experiences. This depends on the standards of behaviour, which they 
have acquired right from the childhood. 
 
 
 
Personality – Characteristics 
If you apply for a job you’ll be asked to list your personal qualities. Employers are 
assuming that your personality is to an extent fixed and won’t change much from 
one year to the next, Most of us can relate to that idea, but where does our 
personality come from? Is it in our genes or is it created more by the 
circumstances of our childhood? 
 
Of course the answer is both. There are bound to be genes which influence our 
behaviour simply because our brain and the chemicals that operate within it are 
made by genes. But trying to find any one of the hundreds of genes involved is 
notoriously difficult. The genetics of behaviour is complex, because personalities 
are complex. Scientists are only just beginning to have any success in 
understanding how genes influence behaviour. 
 
i. Personality is organized and constant 
ii. Personality is psychological, but is used by biological needs and processes. 
 
iii. Personality causes behaviour to happen. 
 
iv. Personality is displayed through thoughts, feelings, behaviours and many 
other ways. 
 
 
 
Personality – Top 3 Determinants: Heredity, Environment and Situation 
Different theories propose different factors that determine an individual 
personality. The most popular research work done by Freud deals with the 
identification of self-concept. Self-concept include things (factor) got by nature 
like gene, i.e., heredity and the biological formations and by nurture, i.e., through 
the social and environmental factors. The major determinants of personality are 



 

heredity, environment and situation. 
 
1. Heredity: 
Heredity refers to those factors, which predisposes to certain physical, mental 
and emotional states. It sets the outer parameters of an individual. It also limits 
the range of development of characters. The arrangement and structure of genes 
that are located in the chromosomes is passed around 20% to 50% from one 
generation to another. The studies reveal that twins though brought up in 
different places exhibit similar characters. 
 
Thus, heredity is the transmission of qualities from ancestor to descendent 
through, a mechanism lying primarily in the genes. There are very many achievers 
in their own field like Sachin Tendulkar, U.R. Rao, N.R. Narayana Murthy, Former 
Prime Minister P.V. Narasimha Rao, who gave a new turn to Indian economy and 
many such others, who are unique in their own, way. These achievers’ 
performance is directed by hereditary factor to certain extent. 
 
2. Environment: 
Environment refers to the surroundings in which the individuals are brought up. 
The environmental factors relating to the formation of personality includes 
culture, family, society upbringing and experiences. Experiences relate to the 
confrontation with that of family members, relatives, and friends and to the social 
groups, which they belong. Culture helps to find the similarity and difference in 
behaviour. 
 
Family environment refers to the individual’s upbringing, the social and economic 
status the family holds and the size of the family. The society makes an individual 
to play different roles thus shaping his/her their personality. Environment tends 
to strengthen or weaken hereditary traits. For example, when an individual 
interacts with the environment through speech, his speech organs guarantee that 
he/she is learning to speak. 
  
3. Situation: 
Situation has an effect both on environment and heredity. Situation demands 
certain behaviour. Various psychologists have discovered what personality trait 
matters to an individual in his or her career. Being successful or unsuccessful 
depends upon how the individuals control their behaviour in various situations. 



 

For example, a candidate attending an interview may exhibit limited traits. The 
other trait or behaviour is concealed or not exhibited. 
 
 
 
Personality – 4 Main Stages involved in the Personality Formation 
Personality formation can mainly be divided into four stages, as given below: 
 
1. Primary attachment 
 
2. Family role and identification 
 
3. Entering of a child into social world 
 
4. Adolescent stage. 
 
1. Primary Attachment: 
 
It is a natural phenomenon that a child gets attached to a person(s) taking 
adequate care of the child. In this stage, the child after a few weeks starts 
responding with ‘a smile’ to whom it is attached. It also requires nourishment for 
proper growth. Normally, it resorts to crying for satisfaction of needs. During this 
period, a child is relatively passive and needs utmost care by those around. 
 
2. Family Role and Identification: 
 
This stage is between 2 and 6 years, during which the child understands the family 
interactions and some social normal, etc. It acquires sufficient knowledge to 
differentiate between father and mother (male and female). This is the stage of 
life, when child needs care, affection and recognition coupled with response to 
growth of personality. 
 
3. Entering of Child into the Social World: 
 
During this stage child starts adhering to the social norms by actively taking part 
in school life. He tries to be independent, as the major part of the day is spent 
outside home. The child imitates and adopts the qualities from friends, teachers 



 

and others. 
 
4. Adolescent Stage: 
 
The child’s personality may show much flexibility. During this period, certain traits 
are set aside and adoption of new traits takes place. This is the time, when bodily 
and sexual developments do occur. 
 
A child normally has logical thinking between 7 and 8 years of age. When he 
attains the age of 13, there is every possibility of an ‘Abstract thinking’ and the 
process of ‘Reasoning’ are evident. From this stage, a child enters into the ‘Adult’, 
the prime stage of life. 
 
Normal development of personality occurs through the process of identification 
and displacement, when conflict appears, identification and displacement are a 
common phenomena. Conflicts arise mainly due to physiological growth, 
frustration, and threat from outside. Tension is normally created by conflicts and 
the individual resorts to identification and displacement. 
 
This process may be either partial or total. For example, an individual may hold 
his father’s role in high esteem in certain respects, however, in other respects, he 
may try to identify the qualities received from other people. Hence, the behaviour 
of an individual is the outcome of various identifications; likewise, the 
displacement also takes place in an individual. 
 
 
 
Personality – 8 Major Personality Attributes that Govern Organisational 
Behaviour 
The major personality attributes that govern OB are as follows: 
 
Highlights of major personality attribute (SRI LASTMIA) 
 
i. Locus of control. 
 
ii. Self esteem 
 



 

iii. Self-monitoring 
 
iv. Risk taking 
 
v. Type-A personality 
 
vi. Introversion or Extroversion 
 
vii. Authoritarianism 
 
viii. Machiavellianism, and 
 
ix. Achievement orientation. 
 
The attributes in details: 
 
i. Locus of Control: 
It may be defined as the degree to which people believe that they are the master 
of their own fate. In simple term, it can be described as the extent to which he 
believes that he knows everything. 
 
There are two types of locus of control: 
 
a. Internal locus of control which implies that the degree to which an individual 
controls himself without other’s assistance. In this case individual believes that he 
controls his destinies. Here the individual believe that his behaviour determines 
many of the events in his life. For example – individual with moderately strong 
internal locus of control is successful in his job career and lives. He performs his 
job better, copes better in stressful situation and is satisfied with challenging job 
and performance based rewards. 
 
b. On the other hand External locus of control may be defined as the degree to 
which an individual is controlled by the help of other people. In this case 
individual believes that his life is controlled by outside forces. Here he believes 
that his behaviour determines chance, luck and fate. What happens to him is due 
to his luck or fate. For example – the individual with moderately strong external 
locus of control may not be successful in his jobs, career and lives. 



 

 
Out of these two, internal locus of control is preferred more. 
 
ii. Self Esteem: 
It signifies the degree of liking or disliking towards a particular object. In simple 
term, the extent to which an individual likes or dislikes himself, it defers from 
individual to individual. Some individual may have high self-esteem and some 
have low self-esteem. 
 
The individual with high self-esteem believes the challenging job. But on the other 
hand the individual with /ore self-esteem depends on the receipt of positive 
evaluation from other. He is less likely to take unpopular stands. 
 
Out of the two, high esteem individual is more satisfied with his job. 
 
iii. Self-Monitoring: 
It connotes that the ability of an individual to adjust his behaviour with respect to 
external situation. In simple sense it is the sensitivity of an individual to adopt to 
the situational demand. 
 
A high self-monitoring individual changes his behaviour easily based on the 
situational requirements than low self-monitoring individual. In this case, the 
behaviour of the individual plays a vital role from the organisational point of view. 
 
iv. Risk Taking: 
It refers to the propensity to take risk. It is an integral part of decision taking in 
organisation. 
 
An individual with high risk taking makes more rapid decision and use less 
information in making his choice than the low risk taking individual. 
 
v. Type – A Personality and Type-B Personality: 
This indicates that the aggressive involvement in the organisational process to 
achieve more and more objectives. That means the type-A personality is based on 
active participation towards the organisational system. This type of personality is 
treated as positive personality. 
 



 

The behaviours of type-A personality are: 
 
a. Always moving, walking rapidly, talking and eating rapidly. 
 
b. Impatient. 
 
c. Does two things at the same time 
 
d. Cannot cope up with leisure time. 
 
e. Measures success with quantity 
 
f. Aggressive and competitive 
 
g. Always under time pressure 
 
h. High competitiveness. 
 
Type-B personality indicates the individual who is relaxed & incompetent. He is 
not serious about the objective of organisation to a great extent. This type of 
personality is rarely participating in an endless growing series of event in a 
decreasing amount of time. 
 
The behaviour of Type-B personalities are: 
 
a. Not concerned about time 
 
b. Plays for fun not to win. 
 
c. Relaxes without guilt 
 
d. Has no pressing deadlines 
 
e. Can reach higher position and promotion. 
 
vi. Introversion and Extroversion: 
There two terms are normally associated with an individual’s sociability and 



 

interpersonal orientation. 
 
The introversion is defined as those type of individuals who are shy and reserved, 
timid and quiet. 
 
On the other hand extroversion refers to those type of individuals who are 
sociable, gregarious and assertive. This dimension deals with relationships with 
others. 
 
Out of these two, extroversion individuals contribute more to organisational 
success. 
  
vii. Machiavellianism: 
This is another attribute influencing OB. It refers to the extent to which an 
individual maintains emotional distance and believes that ends can justify means. 
This type of attribute is named after Niccolo Machiavellian who found out how 
people gain and manipulate power. This type of attribute is earmarked under two 
i.e. High Machiavellianism and Low Machiavellianism. 
 
The individual with High Machiavellianism manipulates more & win more. This 
type of trait is exhibited in order to flourish more outcomes. 
 
The high outcomes are obtained when he focuses on the following points: 
 
a. When he interacts face to face with other indirectly. 
 
b. To allow latitude for impoverishing when the situation is not structured nor has 
a minimum rules & regulation. 
 
viii. Achievement Orientation: 
This is also another personality attribute which influences OB. This is the type it 
individual who is highly need to achieve and continuously strive to do things 
better. This type of individual may be high achiever or low achiever. 
 
The high achiever individual looks for challenges having 50-50 chance of success. 
 
To sum up, the above attributes are essential for building up healthy environment 



 

in the organisation provided due attention is given. 
 
 
 
Personality – Top 5 Theories: Type Theory, Trait Theory, Psychoanalytic Theory, 
Social Learning Theory and the Humanistic Approach 
Innumerable theories have been evolved on personality. Each theory exhibits one 
type of unique personality of an individual. However, following theories are 
considered to be more prominent among several theories. 
 
These five theories are briefly explained in the following paragraphs: 
 
1. Type Theory: 
According to type theories, people are grouped into identifiable categories. One 
basis for classifying personalities is based on the physique. Sheldon proposed type 
theories and he feels that a relationship is sought to be established between 
features of body and personality. Thus, a short plump person (endomorph) is said 
to be sociable, relaxed and even-tempered; a tall, thin person (ectomorph) is 
characterized as restrained, self-conscious and fond of solitude; a heavy-set 
muscular individual (mesomorph) is described as noisy, callous, and fond of 
physical activity. 
 
Classification of personalities on a physical basis is subjective. 
 
i. Alfred Adler’s Psychological Types: 
 
Alfred Adler postulates a single “drive” or motivating force behind all our 
behaviour and experience. By the time his theory had gelled into its most mature 
from, he called that motivating force the striving for perfection. It is the desire we 
all have to fulfil our potentials, to come closer and closer to our ideal. It is, as 
many of you will already see, very similar to the more popular idea of 
self-actualization. 
 
Striving for perfection was not the first phrase. Adler used to refer to his single 
motivating force. His earliest phrase was the aggression drive, referring to the 
reaction we have when other drives, such as our need to eat, be sexually satisfied, 
get things done, or be loved, are frustrated. It might be better called the 



 

assertiveness drive, since we tend to think of aggression as physical and negative. 
But it was Adler’s idea of the aggression drive that first caused friction between 
him and Freud. 
 
Freud was afraid that it would detract from the crucial position of the sex drive in 
psychoanalytic theory. Despite Freud’s dislike for the idea, he himself introduced 
something very similar much later in his life – the death instinct. Thus he came 
out with the following psychological types in his theory based on the energy level 
of the individuals. 
 
ii. Henry Murray’s Psychogenic Needs: 
 
American psychologist Henry Murray developed a theory of personality that was 
organized in terms of motives, presses, and needs. Murray described needs as a, 
“potentiality or readiness to respond in a certain way under certain given 
circumstances”. 
 
Theories of personality based upon needs and motives suggest that our 
personalities are a reflection of behaviours controlled by needs. While some 
needs are temporary and changing, other needs are more deeply seated in our 
nature. According to Murray, these psychogenic needs function mostly on the 
unconscious level, but play a major role in our personality. 
 
Murray’s Types of Needs: 
 
a. Primary Needs – Primary needs are based upon biological demands, such as 
the need for oxygen, food, and water. 
 
b. Secondary Needs – Secondary Needs are generally psychological, such as the 
need for nurturing, independence, and achievement. 
 
Attributes or Needs which Influence Personality: 
 
There are several attributes suggested by psychologists as parameters to identify 
a personality. All the people have these needs and on the basis of degree of these 
needs an individual’s personality can be identified. 
 



 

Influences on Psychogenic Needs: 
 
Each need is important of itself. But Murray believed that needs can be 
interrelated, can support other needs, and can conflict with other needs. For 
example, the need for dominance may conflict with the need for affiliation when 
overly controlling behaviour drives away friends, family, and romantic partners. 
Murray also believed that environmental factors play a role in how these 
psychogenesis needs are displayed in behaviour. Murray called these 
environmental forces, “presses.” 
 
Thus, type theory focuses on needs, health and physical features to identify 
personality. 
 
2. Trait Theory: 
Another interesting approach to understand personality is the trait approach. A 
personality trait is understood as being an enduring attribute of a person that 
appears consistently in different situations. Each individual trait differs from the 
other individual in a unique way. 
 
Psychologists working in the area of trait theory are concerned with two 
processes: 
 
(i) Determining the basic traits that provide a meaningful description of 
personality and 
 
(ii) Finding some way to measure them. 
 
There are two ways of assessing personality traits – (a) the person describes 
himself by answering questions about this attitudes, feelings, and behaviours and 
(b) someone else evaluates the person’s traits either from what he knows about – 
the individual/or from direct observations of behaviour. For this, personality 
inventory or a rating scale is generally used. 
 
3. Psychoanalytic Theory: 
Sigmund Freud developed the first comprehensive personality theory, called 
psychoanalytic theory. 
 



 

Freud saw personality as being- composed of three elements — id, ego, and super 
ego. 
 
i. The Id: 
 
The word ‘id’ is the Latin word for ‘it’ and refers exclusively to the innate 
component of personality. The id is the mental agency containing everything 
inherited, present at birth, and fixed in the individual’s constitution, especially 
instincts. The id, as the original personality system, expresses the primary 
principle of all human life — the immediate discharge of psychic scenery (libido) 
produced by animal drives. 
 
Immediate tension reduction is called pleasure principle, and the id obeys it, 
manifesting itself in an impulsive and irrational manner, regardless of the 
consequences of its actions for others or its own self-preservation. Thus, “Id” is 
the primitive and unconscious part of the personality that contains instincts. 
 
ii. The Ego: 
 
Mental images do not satisfy needs. A man who is starving cannot satisfy his 
hunger by eating pictures. Reality should be considered. The ego develops out of 
the id because of the necessity for dealing with the real world. The hungry man 
must have food if the tension of hungry is to be reduced. Therefore, “The Ego” is 
the “executive” of the personality that is partly conscious and that meditates 
between the impulses of the Id, the prohibitions of the super ego and dictates of 
the reality. 
 
iii. The Super Ego: 
 
The super ego is the third part of the personality. It represents the internalized 
representation of the values and morals or society as taught to the child by and 
others. The super ego judges whether an action is right or wrong according to the 
standards of society. Superego is the moral arm of the personality that 
internalizes the standards and values of society and serves as the person’s 
conscience. These three elements, according to Freud, help an assessor to assess 
the personality. 
 



 

4. Social Learning Theory: 
Many activities of human behaviour is either learnt or modified by learning. 
 
There are two ways of learning. Learning through reinforcement of direct 
experience, and learning by observing others. An individual can learn by observing 
the actions of others and this is called social learning theory. An interesting story 
is given in Box to have a deep understanding of what is social learning theory. 
 
An individual’s action in a given situation depends upon the specific 
characteristics of a situation, the individual’s understanding of the situation, and 
past behaviour in similar situations. 
 
The social learning theory focuses on behaviour patterns and cognitive activities 
like: 
 
(a) Competencies; 
 
(b) Developing cognitive Strategies; 
 
(c) Outcome expectations; and 
 
(d) Subjective value outcomes. 
 
It also focuses on self-regulatory systems and plans, where the individual 
differences have self-imposed goals, rules guiding the individual’s behaviour. 
 
5. The Humanistic Approach: 
The humanistic approach share a common emphasis on man’s potential for 
self-direction and freedom of choice. They are concerned with the ‘self and the 
individual’s subjective experiences. 
 
Carl Rogers Self Theory: 
 
Carl Roger’s approach to personality is described as phenomenological. 
Phenomenology is the study of the individual’s subjective experience, feelings and 
private concepts as well as his views of the world and self. According to Roger, 
behaviour is dependent upon how one perceives the world. The theory 



 

emphasizes the self and its characteristics. 
 
Thus in Rogers’ personality theory, there are two concepts – self and 
self-actualization. The self consist of all the ideas, perceptions and values that 
characterized “I” or “me”. It includes the awareness ‘what I am’? 
Self-actualization is the basic motivating force presenting the inherent tendency 
of the organism to develop all its capabilities in ways which serve to maintain or 
enhance the individual. 
 
 
Personality – How to Predict Personality Traits? 
 
According to Luthans the way people affect others as per their personality traits. 
Personality traits include- height, weight, facial features, colour, dimension, etc. 
Personality traits are enduring characteristics like shyness, submissiveness, 
laziness, timidity, loyalty, dynamism, aggressiveness, creativity, etc., exhibited in a 
large number of situations. 
 
Allport and Odbert identified 17,953 personality traits. It is highly difficult to 
predict the individual behaviour based on such a large number of traits. R.B. 
Cattell reduced this number to . He further reduced them to 16 personality 
factors, or primary traits (See Table 13.1). The 16 factors are found to be generally 
steady and constant sources of behaviour. They help in predicting individual 
behaviour in specific situations. 
 
 
 
 
 
 
 
 
 
 
 
 
Personality – Big Five Personality Traits: Extroversion, Agreeableness, 
Conscientiousness, Emotional Stability and Openness to Experience 



 

1. Extroversion: 
People get the energy from their preference of extroversion or introversion. The 
people who prefer extroversion get the energy from their interactions with other 
people. The people who prefer introversion get energy by spending time or doing 
the activities by themselves. Extroversion types people develop and maintain 
wide-range of social network while the introversion, type people narrow down 
their relationships to a few people. 
 
According to Jung, even the introverts possess social skills, but prefer internal 
world of ideas, thoughts and concepts. In fact certain societies encourage and 
reward extroverts. Extroverts at workplace prefer variety and they don’t mind the 
interruptions at workplace by people/co-workers. 
 
They prefer relationships over quality and quantity of output. In contrast, the 
introverts prefer complete concentration and least disturbances at workplace by 
people/coworkers and telephone calls. They prefer quality and quantity of output 
over relationships. Introverts prefer to work in isolation and concentrate on 
performance. 
 
Extroversion represents a person’s interest in the external world. Person’s 
interest in the external world can be exhibited through sociability, 
talkativeness/gregariousness and assertiveness. Thus, this dimension deals with 
relationships with others. Extroverts are assertive, sociable, talkative, gregarious 
people and introverts are reserved, timid and quiet. 
 
(a) Sociability: 
 
Sociability is the ability of a person in maintaining interrelationship within a social 
group. Some executives possess the trait of maintaining social relations with their 
subordinates. They visit the subordinate’s houses; enquire about the 
subordinates’ health, financial, family, children’s educational and marriage issues. 
They participate in various social functions organized by the subordinates. 
 
The employees with high social skills create, nurture and develop social networks. 
Such employees never feel the social relations as disturbance even at the 
workplace. Sociability of executives and superiors tend to result in positive job 
behaviour and improved job performance of subordinates. 



 

 
Mr. Ravi, Human Resources Manager of Nutrine Confectionary Ltd., has been 
highly sociable, visits the employees’ families and monitors their welfare. During 
one summer when there was heavy demand for chocolates, employees refused to 
work beyond the scheduled hours despite his repeated requests. 
 
Then Mr. Ravi arranged for a social get-together of the employees’ family 
members and explained to them the demands of the company regarding 
overtime work. The convinced family members influenced the employees to 
concede to the demand of the HR Manager. Thus, the sociability trait of Mr. Ravi 
resulted in positive job behaviour and enhanced the production of the company. 
 
(b) Talkative: 
 
People with talkative skills are with open-mind and speak their mind to others. 
They disseminate and share information with others without any hesitation. They 
also voice various issues, ventilate employee grievances and proact on various 
organizational and employee issues. Many executives, with their speaking skills 
attract and influence the subordinates regarding their job behaviour and 
performance. Mr. Mahajan of Grindwell Norton is a skilled speaker. 
 
He is good at making presentations. He talks on various issues and attracts the 
employees and major customers. He makes enquiries with the employees 
regarding their family issues, welfare, etc. His subordinates are influenced by his 
abilities of voicing on various issues of the company, jobs, their personal issues, 
etc. 
 
(c) Assertive: 
 
Assertiveness is confirming one’s own ideas or actions confidently or defending 
oneself and/or others through positive arguments, declaring strongly or laying 
claims. Subordinates like the assertive character of their boss and mould their job 
behaviour and performance to his expectations. Mr. Rajiv of Mukand Industries 
never counts down on his employees though they commit mistakes. 
 
In fact, he appreciates and defends them publicly. He calls them for discussions 
privately and makes them realize their mistakes. Similarly, he also defends himself 



 

through arguments, systematic analysis backed up with reasoning and 
cause-effect presentations. He attracts and influences his subordinates through 
his assertiveness. 
 
2. Agreeableness: 
Highly agreeable people are cooperative, warm and trusting, whereas less 
agreeable people are cold, disagreeable and antagonistic. Individuals with 
agreeable traits think from the view- point of their employees or clients, accept 
the proposals, needs or requests of the employees. Employees’ job behaviour and 
job performance is influenced with such a trait. Individuals with such a trait are 
good natured, cooperative and trusting. 
 
Mr. Uday of Kotak Mahindra enters into the shoes of his employees and 
customers and analyses the issues and problems from their point of view. Added 
to this, his positive attitude towards others makes him to exhibit his trait of 
accepting the proposals or requests or needs of his subordinates. His 
subordinates are influenced positively by his trait of agreeableness. 
 
(a) Good Natured: 
 
Good nature includes respecting the employees’ ideas, views, opinions, values 
and considering them in decision-making. Further, it includes involving the 
employees in decision-making, helping and guiding them in their work. Good 
nature of the superiors influence the job behaviour and performance of the 
subordinates positively. 
 
Mr. Chowdary of Voltas respects the ideas, values and opinion of each of his 
subordinates. He encourages their participation in various activities and 
involvement in decision-making. They visit the workplace of his subordinates, 
offers suggestions, guide them and help them in their work. Employees in Voltas 
are influenced by the good nature and treatment given by Mr. Chowdary. 
 
(b) Cooperative: 
 
Cooperative traits regarding attitude and practice of superiors of an organization 
help the company in moulding the job behaviour and increasing the job 
performance. 



 

 
Mr. Singh of Max India works jointly with his colleagues and subordinates, 
though; he has an independent work and independent office. Further, he shares 
his resources, time and expertise for the efficient performance of his subordinates 
and colleagues. Singh’s cooperation in attitude and practice influenced the job 
behaviour and performance of Max India to a greater extent through positive 
reciprocation of employees. 
 
(c) Trusting: 
 
Trust is worthiness of being relied upon or confidence in the truth of anything. It 
is resting on the integrity. Executives with the trait of trusting provide autonomy 
to the people, enable them to realize their potentialities and rise to the 
expectations of their boss. Executives can concentrate on strategic and policy 
issues. 
 
Mr. Premji of WIPRO entrusts the work, broadly fixes the targets and gives 
freedom to the employees to achieve the targets. He proudly says that his 
employees achieve targets beyond his expectations. His employees happily 
reciprocate that their boss trusts them, which changed their behaviour and 
enhanced their performance. 
 
3. Conscientiousness: 
Conscientiousness refers to governing or regulating the work activity by 
conscience. Conscientiousness is a measure of reliability. Persons with a high level 
of conscientiousness are reliable, organized, dependable and persistent; while 
persons with a low level are easily distracted, disorganised and unreliable. The 
conscientiousness trait of the executive changes the job behaviour and enhances 
the job performance of the subordinates. The conscientiousness trait includes 
responsibility, dependability, persistency and achievement-oriented. 
 
Mr. Rajesh Chowdary, an executive of Bharat Heavy Plates and Vessels Limited 
(BHPVL) had no real pressure of work and responsibility to spend longer hours in 
the company, take risks, exert his energies, etc. But he worked sincerely beyond 
the expectations of the organisational culture and his colleagues. The responsive 
trait of Mr. Chowdary changed the work culture of his department to a 
considerable extent. 



 

 
(a) Responsible: 
 
Responsible trait is responding readily to discharge one’s own obligations towards 
others and the organisation. The responsible trait of the individuals enables them 
to take up the work activities with or without delegation, and makes the superiors 
to concentrate on policy issues. This process improves the job performance of the 
employees and moulds the employee behaviour towards organisational 
requirements. 
 
(b) Dependable: 
 
Subordinates commit themselves to organizational goals; take up the 
responsibility and carryout the organizational activities that contribute to the 
strategy even they are not assigned to them. Such subordinates are dependable. 
Employees with dependable traits maximize organizational performance. Thus, 
the dependable trait of the employees improves their job performance. 
 
Mr. Prakash Singhal of Escorts frequently takes up the work activities of the 
company depending upon the situation, without being assigned to him by his 
boss. His boss feels that Mr. Prakash is dependable and the work he takes up or 
which is assigned to him need not be followed up. 
 
(c) Persistent: 
 
Persistent trait refers to the behaviour of rendering the services or doing the work 
continuously at a steady pace without any opposition. The persistent trait 
influences job behaviour and performance. 
 
Mr. John of Dr. Reddy’s Lab reacts to the needs of his subordinates and 
organisational requirements continuously, steadily at a fast rate without any 
opposition. This persistent trait of Mr. John influenced the behaviour of his 
subordinates significantly. 
 
(d) Achievement-Oriented: 
 
Employees translate the objectives into achievable goals based on ground 



 

realities and conditions and achieve the goals to a large extent. The achievement 
oriented trait of employees improves their job performance and mould the job 
behaviour of others and shapes work culture. 
 
4. Emotional Stability: 
Some executives absorb the actions, reactions, views, feelings, attitudes, outcome 
of activities, etc., and maintain stability of their emotions. Consequently, they 
tend to be calm, self-confident and secure. People with negative scores tend to be 
nervous, anxious, depressed and insecure. 
 
5. Openness to Experience: 
Executives are expected to be open to new job experiences, learn, absorb and 
integrate them with their previous experiences and knowledge. This trait includes 
imaginative, artistically sensitive, intellectual, creative and curious people. Those 
with low level of openness are conventional and go along with the familiar. 
 
(a) Imaginative: 
 
All the business ventures come into existence only after they cross the stage of 
imaginative or projective. In fact all the business activities also cross this stage 
and as such, all the employees are expected to possess the imaginative trait. In 
fact, those who imagine much, achieve much. 
 
(b) Artistically Sensitive: 
 
Employees should be sensitive to all types of changes in the environment and 
imagination. Employees with this trait learn much from the environment and use 
such knowledge for the improvement of the job performance. 
 
(c) Intellectual: 
 
The intellectual trait enables the individuals to think and analyse rationally and 
understand systematically. This trait helps the employee to make efficient 
decisions and enhance the job behaviour. 
 
 
 



 

Personality – Top 4 Methods Used for Measuring Personality 
Personality is measured through tests. These personality tests are supposed to 
find out the traits possessed by an individual. These tests determine the 
personality factors mainly in three areas, viz. – (i) personal adjustments, (ii) 
attitudes, and (iii) interests. Research studies show that there is a positive 
relationship between the three different personality factors. The personality of an 
individual is attributed to the above factors. 
 
Methods used for Judging Personality: 
 
1. Word association test (WAT) 
 
2. Situation Reaction Test (SRT) 
 
3. Interview 
 
4. Transactional Analysis 
 
1. Word Association Test (WAT): 
This test is intended to give an insight into the personality of an individual through 
his imagination. It works as guide to an individual’s emotional attitude and 
behavioural pattern. It is observed that different persons react in different 
manners to the same stimulus. 
 
For example, certain words bring different ideas and feelings in different persons. 
Thus, the same stimulus word is associated with different traits of personality of 
the individual tested. 
 
The test is conducted by showing the words printed on cardboard strips to the 
participants for a period of 15 seconds and they are required to write their 
feelings in a sentence or in a phrase or even in a word. The individual is expected 
to write his reaction within the minimum possible time, since sixty to ninety 
words are shown in quick succession in this test. 
 
The word shown to the individual acts as a stimulus and he writes the idea with 
which he associates the word. Thus, it is known as ‘Word Association Test’. The 
psychologists interpret the feelings expressed by the individual and make their 



 

opinion, as to what type of personality the individual is? 
 
One thing is to be understood that an odd sentence alone written by an individual 
in this test cannot give the idea about his personality. It is essential that several 
reactions of the individual in this test can help from an idea about the pattern of 
personality the individual possesses. 
 
Now, let us examine the expression of word ‘achieve’ by two participants: 
 
Participant-‘A’ – It is difficult to achieve the goal by everyone.’ 
 
Participant-‘B’ – It is possible to achieve the goal with diligence.’ 
 
In this, participant-‘A’- is not confident and also have a negative approach, 
whereas Participant-‘B’ is confident enough and have a positive approach. 
 
2. Situation Reaction Test (SRT): 
A situation reaction test measures an individual’s responses to a situation 
confronted by him in everyday life, one come across various unforeseen 
situations and one has to tackle such situations. This is normally done with one’s 
past experience of similar situations. For this purpose, an individual must have 
qualities of alertness, adaptability, logical thinking and presence of mind to take 
proper decision and quick action. 
 
The reactions of an individual’s personality are measured through Situation 
Reaction test. 
 
3. Interview: 
This is a popular method of judging the personality. This method is commonly 
made use of by the Service Selection Board (SSB) and Public Service Commission. 
The very fact that an interview can be successful in finding the personality of a 
candidate, if the interviewer is well-trained in interview techniques. He must be 
aware of what he is looking for in a candidate, while conducting the interview. 
 
In an interview, the interviewer must carefully note the following points: 
 
i. The person to be interviewed is to be encouraged to speak freely and frankly. 



 

 
ii. The interviewer must observe the hesitation and reservedness of the candidate 
in the conversation. 
 
iii. What are the emotional responses of the individual. 
 
iv. The interviewer must listen patiently what the candidate says and accept it. 
 
v. The interviewer should make encouraging remarks to help the candidate speak 
more freely. 
 
vi. The observations of the interviewer will reveal a lot about the candidate. 
 
vii. If the method of interview is not scientific, the interviewer will be subjective 
and without any purpose whatsoever. 
 
viii. A successful interview depends on the intimate rapport, which the 
interviewer establishes with the interviewee. 
 
While concluding the topic, we may form a concise idea of an individual’s 
personality. An individual’s traits, habits, ideas, values and interests are mainly a 
product of the environment, the family in which the individual was brought up, 
the social background and relation with other members of society, his 
experiences as a student, the type of fraternity (friends’ circle) he has. 
 
The mental make-up of the teachers, who taught him definitely influence his 
personality. Apart from the above, the community of which he is as member, 
socio-economic status, the entire cultural pattern, etc., have a definite bearing on 
the individual’s life and personality. 
 
 
4. Transactional Analysis: 
This is a theory of a communication process that helps predict the future pattern 
of behaviour. This was introduced by Eric Berne. He, after a long experimentation, 
through clinical examination and process advocated the principle as a rational 
form of theory suitable for psychic patients. 
 



 

However, the theory was not confined only to people suffering from psychological 
disorder. It has found its use for normal people also, who face relation problem in 
some sphere or the other. This theory has a similarity of Freud’s concept of Id, 
ego and super-ego. 
 
Berne emphasized that people possess three types of ego state like parent, adult 
and child. According to Berne, personality is a characteristic combination of three 
ego states in an individual. For example, the parent ego state is similar to that of a 
parent, the individual with adult ego has an objective approach to reality and the 
child ego accounts for the early period of life. 
 
It is worthwhile to know what happens to an individual’s behavioral pattern in 
response to the stages of personality. These stages start developing in an 
individual right from the early period of life itself. During this period itself, the 
brain starts recording internal and external events, which, as a matter of course, 
are carried forward by an individual. 
 
Everyone in life has parents or parent substitutes. Due to experience with them 
an individual carries with him certain feelings and behavioural pattern of parents. 
This is the beginning of ‘Parent ego state’ which is reflected in an individual 
according to certain situations. 
 
The genes play an important role in behavioural pattern of an individual. They do 
not die, but are passed on to the posterity (coming generations). 
 
Every individual has or had parents or parents substitute in life with a fixed 
residual effect to carry from preceding years. This is occasionally activated in an 
individual under certain circumstances. This process is known as ‘Parent ego 
state.’ 
 
Normally, every individual is capable of obtaining ‘objective information’ and 
processing it. He is also capable of behaving in a rational manner. This process 
depends on the type of individuals in various degrees. This is known as ‘adult ego 
state’. 
 
Every individual was a child in his early life with a fixed residual effect to carry 
from preceding years. This is occasionally activated in an individual under certain 



 

circumstances. This process is known as ‘child ego state.’ These three stages of 
“personality structure” is noticed in every individual index varying degrees. 
 
Parent ego state has two forms, viz.- ‘the direct’ and ‘the indirect’ according to 
behaviour. In the direct parent ego state, an individual responds either like his 
father or mother in the past. In the indirect form, the individual responds the way 
they desired of him. 
 
Adult ego state is very essential for a good way of life. It is the source by which we 
can rationally deal with the external world. It is ego state having the function to 
regulate activities of the parent and child ego within ourselves. 
 
Same way, there are two types in which the child ego state comes up. The 
adaptive child ego state comprises of adaptation of parent or authority demands 
by way of compliance, consciousness and withdrawal etc. The natural child ego 
state is described by spontaneous action, whether it is exhibited either in a 
rebellious way or in creativity. 
 
Transaction denotes the exchange of communication, verbal or non-verbal that 
occurs between individuals making some gestures to acknowledge the presence 
of the other. This is known as the transactional ‘stimulus’. The other person will 
also make some corresponding gestures in response. This is called transactional 
‘response’. A transaction is complete when both transactional stimuli and 
transactional response have occurred. 
 
Stroke: 
 
Every individual likes to have recognition. A childhood experience is an example 
to consider. When a child is completely dependent on parents for its survival, the 
parents put into his mind this feeling of dependency for existence; that is called a 
‘stroke hunger.’ A stroke may be of a positive or a negative nature. 
 
The early days’ personal experience of having approval and acceptance from 
other develops into a positive stroke hunger. On the other hand, the experience 
of disapproval and rejection later, develops into a negative stroke hunger. 
 
There are mainly two types of strokes, the positive and the negative. The stroke 



 

that makes an individual feel all right (okay) is a positive stroke, i.e., a word of 
appreciation, expression of affectionate feeling from others, etc. The stroke that 
makes one feel dejected, not all right (not-okay) is a negative stroke, i.e., scolding, 
criticising, admonishing, etc. A stroke, in fact, can be conditional and/or 
unconditional, genuine or not genuine. Despite the nature of strokes, they are 
always expected through transactions. 
 
In practical application, transactional analysis has two aspects: 
 
1. Structural analysis (Analysis of personality, structure and transactional 
analysis). 
 
2. Analysis of individual transaction (Analysis of games, life script analysis). 
 
1. Structural Analysis: 
 
This mainly deals with the personality of an individual. Regarding parent, adult 
and child ego states. The values of parents and their behaviour are perceived and 
retained as the basic values of one’s personality. 
 
The present ego state has two main factors- (i) it enables the individual to be a 
successful parent, and (ii) it makes many automatic responses. The habit makes 
the adult ego state from making unimportant and trivial decisions. This provides 
more time for important matters. Adult ego state is the most essential for 
existence and survival, as it is said, “Survival of the fittest.” 
 
This is the means through which we act in rationality with the external 
environment. The main function of adult ego state is to control the activities of 
child and parent and also in mediating effectively between them. The child ego 
state is enriched with initiation, spontaneity, creativity and adequate energy for 
enjoyment. 
 
The transactional theory provides the personality analysis of an individual’s view 
of his internal aspects. This can be understood by the behaviour of the individual 
in any situation. From the variety of transactions, it is possible to identify three 
ego states, viz., the parent, adult and the child ego. 
 



 

Which one of these is more prominent either in a particular relationship or in the 
entire social relationship of the individual in general needs to be analysed. 
 
2. Analysis of Individual Transaction: 
 
In this type of analysis stimulus is given by one person and response by the other. 
When two individuals have three ego states, each ego state (parent, adult or 
child) produces stimulus and response. Simple transactions are of two kinds; 
complementary and crossed. 
 
If a transaction happens to be complementary, it expects response from 
corresponding ego state. For example, when the transactional stimulus is one ego 
state and the transactional response is from the corresponding ego state, such a 
transaction is known as complementary one. 
 
When the transactional stimulus originated in one ego state and the response 
does not arise from a corresponding ego state, it is a cross transaction. 
 
Complex Transactions: 
 
Now, let us understand the notion of complex transactions. They are mainly of 
two types – (A) ‘DUPLEX’ and (B) ‘ANGULAR’. Transactional Stimulus and 
Response contain overt and covert level meanings, which is known as a duplex 
transaction. Overt and covert level meanings represent ‘social’ as well as 
‘psychological’ meanings, respectively. 
 
When transactional stimulus and response both having overt social level message 
at one end and psychological message at the other, it is known as Angular 
transaction. 
 
The main difference in Angular transactions is that both the Social and 
Psychological level transactions come from the adult ego state of ‘X’. 
 
1. Game Analysis: 
 
Game analysis has become popular in the recent past. A game of continuous 
transactions that is carried on in a mechanical fashion. This has a well-defined 



 

‘Pay-off’. A game initiated the message of social level along with a dormant 
message, which comes from other individuals at the psychological level. 
 
When the response to the dormant message is received from the other end, the 
first person has a surprise that all that has happened was beyond his own 
awareness. This aspect has been explained by Berne through the example Why 
Don’t You-Yes But (YDYB) game. 
 
Why Don’t You-Yes But was the first game to be devised by Eric Berne. This is a 
game most commonly played by groups of all strata of people in get together and 
other informal parties. (YDYB) can be played by any number of people. One 
person presents a problem and then others start getting into the talk. Why don’t 
you? 
 
To each which the initiator (who is the person that has posed the problem) 
objects with a Yes, but “A clever player can sideline all others until everyone else 
gives up; thereby the INITIATOR becomes the winner”. 
 
Following is an example of how the game is played (This example is of typical 
industrial employees in an informal get-together): 
 
Mr.-X – (In an informal get together). My boss always talks about the machine 
tool room to be set right of our department; but he never does anything. 
 
Mr.-Y – Why does he not take any interest to involve himself to set it right? 
 
Mr.-X – Yes, but he is always on leave, not getting time. 
 
Mr.-Y – Then why don’t you people in the workshop get it done? 
 
Mr.-X – Yes, but he does not like others’ ideas; he wants to put up a new idea in 
setting up. 
 
Mr.-A – Then, why don’t you take the help of other departments to set it right? 
 
Mr.-X – Yes, but other department personnel are busy due to ‘over-time shift 
duties.’ 



 

 
Mr.-B – Then why don’t you keep the tool room as it is? Let it go on like that. 
 
Mr.-X – Yes, but the entire tool room is in a mess. You can’t get any tool from 
there on time. 
 
This is followed by a gap till another person explains, that is how the bosses make 
their plans, however, they seldom carry them out. So in this game the clever 
player X has won. 
 
In this game, the initiator’s transactions prima facie (at first sight) may seem to be 
a series of adult transactions for solving the problem, whereas beneath all these, 
there is a strong concern to reassure himself as a child, who is inadequate to meet 
the situation. At the same time, others transform transactions into ‘Parent’ wants 
to give him useful advice. The pay-off is the victory of initiator, when all others 
have tried their best to solve his problem, but failed. 
 
2. Script Analysis: 
 
Take an example of a 7-8 years old child. What will be his future? Life script is a 
continuous programme stretched out in the entire span of life of an individual. 
 
A child has to pass through ups and downs of his career, till he reaches to achieve 
the benefit. In a life script, there are ‘Don’ts’ that present or destroy expression of 
impulses due to parents’ authoritative restrictions. Apart from the above, the 
child may have to respond to the restrictions in obedience to please the parents. 
 
Parents, normally give injunctions also like, ‘you must not waste time.’ Try to be a 
good boy, etc. Added to this, a child, in an effort to please the parents, tries to 
substitute something in place of his real feelings. Such a method, which a child 
uses, is known as ‘Racket’ in psychology, not a fair means in any way. 
 
In this, a child resorts to a method, when he is sure of payoffs (rewards). Racket 
forms in a peculiar way, e.g., in sadness, to racket the sadness is a substitute 
feeling for anger. So a person decides to feel sad instead of angry. These feelings 
attract others for sympathy. This is the typical outcome of an individual’s feeling; 
if I am sad for a prolonged period someone will look after me. 



 

 
Therefore, the feeling of anger is substituted by sad feelings. When we deal with 
script analysis, we may come across certain games and programmes. Games are 
the ‘strokes’ a child collects. In programme, the games are played. A child gets 
information from the programme for taking and avoiding the decisions. In a script 
analysis, injunctions, counter injunctions, rackets, games and programmes and 
decisions are the important elements. 
 
3. Life Positions: 
 
Life position means the strokes in individual receives during his early life. An 
individual, who acquires an unconditional positive stroke is likely to develop an 
attitude of ‘Positive thinking’ (okay) about himself and others too. At the same 
time, if he has not acquired any strokes or got the negative stroke, he is supposed 
to develop an attitude of ‘Negative thinking’ (not okay) about himself and others 
also. 
 
The early childhood experience of an individual has a major role in determining 
the attitudes. As per the strokes, a child gets or misses the limited ability to 
understand the reality. 
 
The individual will acquire one or the other life position, as follows: 
 
i. I am okay, you are okay. 
 
ii. I am not okay, you are okay. 
 
iii. I am okay, you are not okay. 
 
iv. I am not okay, you are not okay. 
 
Once a person acquires any of these life positions, it becomes a part of the 
personality and exists with him throughout life time, if not changed deliberately. 
Reversing the life position and correspondingly making a change is personality can 
be achieved through transactional analysis. This transactional analysis is necessary 
for implementation of organisational behaviour and for effective management 
practices. 



 

 
 
 
Personality – 3 Stages Involved in the Development of Human Personality 
There are two approaches to development of personality. One approach attempts 
to identify specific physiological and psychological stages that occur in the 
development of human personality. The second approach tends to identify the 
important determinants of personality. 
 
The stage approach is theoretical whereas the determinants based approach is 
empirical in nature. Many psychologists have contributed to, the stage approach. 
The prominent psychologists include Freud, Erikson, Alfred Alder, Carl Jung, and 
Levinson. 
 
1. Freudian Stages: 
Sigmund Freud propounded psychoanalytic theory of personality which is based 
on the notion that man is motivated more by unseen forces than by conscious 
and rational thought. Freud noted that his clients’ behaviour could not always be 
consciously explained. This clinical finding led him to conclude that major 
motivating force in man is unconscious framework. This framework contains three 
aspects, though interrelated but often conflicting. 
 
These are: 
 
(a) Id, 
 
(b) Ego and 
 
(c) Super ego. 
 
Their brief description is as follows: 
 
(a) The Id – The id is the source of psychic energy and seeks immediate 
gratification for biological or instinctual needs. Freud believed that instincts could 
be classified under life-instincts and death-instincts. Life-instincts are hunger, 
thirst, and sex; the energy involved in these is the libido. The id would proceed 
unchecked to satisfy motives, particularly the sexual relations and pleasures, were 



 

it not for the channeling activity into acceptable ways by the ego. As an individual 
matures, he learns to control the id. But even then, it remains a driving force 
throughout life and an important source of thinking and behaving. 
 
(b) The Ego – The ego is the conscious and logical part of the human personality 
and is associated with the reality principle. While id represents the unconscious 
part, ego is conscious about the realities of the external environment. The ego 
keeps the id in Check through intellect and reason. 
 
(c) The Super Ego – The super ego represents societal and personal norms and 
serves as an ethical constraint on behaviour. It can best be described as the 
conscience. The super ego provides norms to ego to determine what is wrong or 
right. However, a person is not aware of the working of the super ego, and 
conscience is developed by absorption of cultural values and norms of the society. 
 
Freud theorized that there are four universal stages of psycho-sexual 
development which are decisive in the formation of personality. These stages are 
– oral, anal, phallic and genital. The first three stages of development extend from 
birth to five years and are called pregenital stages since the genital zones of the 
body have not attained a dominant role in personality development. 
 
(i) The Oral Stage: 
 
It extends throughout the first year of life. The mouth is the body zone through 
which biological drives are sought to be satisfied, e.g., thumb sucking by an infant 
or biting when teeth erupt. 
 
(ii) The Anal Stage: 
 
During the second and third years of life, the focus of liberal energy shifts from 
mouth to the anal region. In other words, the anal becomes the body zone for 
sexual gratification. Young children derive considerable pleasure from both 
retention and expulsion of faeces. Toilet training given to the child by its parents 
will have its influence on adulthood. If the mother is too harsh and repressive, the 
child withholds faeces, and if this becomes excessive, the child develops an 
anal-retentive personality. 
 



 

When grown up, such personality exhibits traits of obstinacy, stinginess, 
orderliness, punctuality, and extreme cleanliness or extreme messiness. 
Alternatively, if the mother pleads with her child to have regular bowel 
movements and showers him with praise when he does, the child will develop an 
anal-aggressive structure. A person fixated at this level would show traits of 
cruelty, destructiveness, disorderliness and hostility. 
 
(iii) The Phallic Stage: 
 
At about four years of age, focus on sexual gratification shifts to Mother 
erogenous body zone, the sex organs. During this stage children can be observed 
obtaining gratification by examining and fondling their genitalia, masturbating 
and expressing interest in matters of birth and sex. 
 
Between the ages of six or seven and the onset of adolescence, there is the 
latency period. During this period, the child loses interest in sexual matters and 
seeks gratification of the libido from the external world, curiosity, knowledge and 
so on. It is a period of social development under which the child acquires 
knowledge and skills to get along with the world. 
 
(iv) The Genital Stage: 
 
The genital stage occurs during adolescence to adulthood. There is a revival of 
sexual and aggressive impulses coupled with an increased awareness of an 
interest in the opposite sex. The individual experiences satisfaction through 
heterosexual love. Discharge of libido through mature sexual relations with an 
opposite sex partner paves the way for genuine concern for one’s fellow. 
 
Freud believed that in order for people to attain the ideal genital character, they 
must relinquish the passivity of early childhood days when love, security, and 
physical comfort-indeed all gratifications-were freely given and nothing was 
expected in return. They must learn to work, postpone gratification, become 
responsible, and above all, assume a more active role in dealing with life’s 
problems. 
 
The psychoanalytic theory of Freud is based on a theoretical conception, rather 
than a measurable item for scientific verification. The theory does not give a total 



 

picture of behaviour .emerging from the personality. That is why this theory is not 
very relevant from behavioural science point of view. However, this theory gives 
an important insight into personality structure and the idea of unconscious 
motivation which can be used by behavioural scientists. 
 
2. Erikson Stages: 
Erikson criticised the heavy emphasis given by Freud on the sexual and biological 
factors in the developing personality. He felt that relatively more attention should 
be given to the social factors. Erikson identified eight stages of life that 
characterize the unending development of a person. He characterised each stage 
by a particular Conflict that needs to be resolved successfully before a person can 
move to the next stage. However, these eight stages are not totally separable, 
and the crises are never fully resolved. 
 
Movement between stages is developmental as explained below: 
 
(i) Infancy – During the first year of life, a child resolves the basic crisis of trust vs. 
mistrust. An infant who is cared for in an affectionate way learns to trust other 
people and lack of love and affection results in mistrust. This stage makes a 
serious impact on a child that influences events for remaining life. 
 
(ii) Early Childhood – In the second and third years of life, a child begins to assert 
independence. If the child is allowed to control these aspects of life that the child 
is capable of controlling, a sense of autonomy will develop. If the child encounters 
constant disapproval by elders a sense of self-doubt and shame is likely to 
develop. 
 
(iii) Play Age – The four and five year old seeks to discover just how much he can 
do. If a child is encouraged to experiment and to achieve reasonable goals, he will 
develop a sense of initiative. If the child is blocked and made to feel incapable, he 
will develop a sense of ‘guilt and lack of self-confidence’. 
 
(iv) School Age – From ages 6 to 12, a child learns many new skills and develops 
social abilities. If a child experiences real progress at a rate compatible with his 
abilities, he or she will develop a sense of enterprise. The reverse situation results 
in a sense of inferiority. 
 



 

(v) Adolescence – The crisis of the teenage years is to gain a sense of identity 
rather than to become confused about who you are. While undergoing rapid 
biological changes, the teenager is also trying to establish himself or herself as 
socially separate from the parents. The autonomy, initiative and enterprise 
developed in earlier stages are very important in helping the teenager to 
successfully resolve this crisis and prepare for adulthood. 
 
(vi) Early Adulthood – The young adult during the twenties faces the crisis of 
intimacy versus isolation. The sense of identity developed during the teenage 
years allows the young adult to begin developing deep and lasting relationships. 
 
(vii) Adulthood – During this stage, the adults face the crisis of generativity versus 
self-absorption. Self-absorbed persons never develop an ability to look beyond 
themselves. They become absorbed in career advancement and maintenance; 
and they never learn to have concern for future generations, the welfare of 
organisations to which they belong or the welfare of society as a whole. 
Generative people see the world as much bigger than themselves. Productivity at 
work and societal advancement become important to them. Through innovation 
and creativity, they begin to exert influence that benefits their organisations. 
 
(viii) Mature Adulthood – The person is developed as a highly mature person. He 
has gained a sense of wisdom and perspective that can really guide the younger 
generations. 
 
3. Chris Argyris’ Immaturity-Maturity Theory: 
Chris Argyris argued that personality of an individual develops along a continuum 
from immaturity as an infant to maturity as an adult. 
 
Chris Argyris further contended that: 
 
(i) The seven dimensions represent only one, aspect of the total personality. 
Much also depends upon individual’s perception, self-concept and adaptation and 
adjustment. 
 
(ii) The seven dimensions continually change in degree from the infant to the 
adult end of the continuum. 
 



 

(iii) The model, being only a construct, cannot predict specific behaviour. 
However, it does provide a method of describing and measuring the growth of 
any individual in the culture. 
 
(iv) The seven dimensions are based upon latent characteristics of the personality 
which may be quite different from the observable behaviour. 
 
The personality development of a man in organisation is towards the mature end 
of the continuum. This will warrant a formal organisation to ensure activity for 
passivity, independence for dependence, long for short perspective, 
superordinate to subordinate position and self-awareness and control to lack of 
awareness and perhaps external control. 
 
Argyris felt that generally reverse happens with the result that the “mature 
organisational participant” becomes frustrated which results in conflict with the 
organisation. Thus, there is an incongruity between the goals of the individual and 
those of the organisation. But Argyris’ assumption that all organisational men are 
mature people does not always hold good in practice. Moreover, the mature 
people continue with the organisation inspite of all aberrations in their 
personality. 
 
 
 
Personality – Top 5 Variables: Personality Traits, Attitude, Perception, Abilities 
and Needs 
Some people are quite and passive, while others are loud and aggressive. Certain 
personality types are better adopted for certain job types. Why this is so? To 
know this, we will have to understand the concept of personality. 
 
Goldon Allport defines the personality as “the dynamic organization within the 
individuals of those psychological system that determine his unique adjustments 
to his environment”. 
 
Personality is a concept describing the growth and development of a person’s 
whole psychological system. For our purposes, we will consider personality as the 
sum total ways in which an individual reacts and interacts with others. This sum 
total behaviour of an individual is the result of certain personal variables. 



 

 
These are: 
 
1. Personality traits 
 
2. Attitude 
 
3. Perception 
 
4. Abilities 
 
5. Needs 
 
1. Personality Traits: 
Psychologists have identified literally thousands of personality traits and 
dimensions that differentiate one person from another. But in recent years, 
researchers have identified five fundamental traits that are especially relevant to 
organizations. 
 
i. Agreeableness: 
 
Agreeableness refers to a person’s ability to get along with others. It seems likely 
that highly agreeable people are better at developing good working relationships 
with co-workers, subordinates, and higher-level managers, whereas less 
agreeable people are not likely to have particularly good working relationships. 
 
ii. Conscientiousness: 
 
Conscientiousness refers to the number of goals on which a person focuses. 
People who focus on relatively few goals at one time are likely to be organized, 
systematic, careful, thorough, responsible, and self-disciplined; they tend to focus 
on a small number of goals at one time. Research has found that more 
conscientious people tend to be higher performers than less conscientious people 
in a variety of different jobs. 
 
iii. Negative Emotionality: 
 



 

People with less negative emotionality are relatively poised, calm, resilient, and 
secure; people with more negative emotionality are more excitable, insecure. 
Reactive, and subject to extreme mood swings. People with less negative 
emotionality might be expected to better handle job stress, pressure, and 
tension. 
 
iv. Extroversion: 
 
Extroversion is the quality of being comfortable with relationships; the opposite 
extreme, introversion, is characterized by more social discomfort. Extroversion 
reflects a person’s comfort level with relationships. Extroverts are sociable, 
talkative, assertive, and open to establishing new relationships. Introverts are 
much less sociable, talkative, and assertive, and more reluctant to begin new 
relationships. 
 
Research suggests that extroverts tend to be higher overall job performers than 
introverts, and that they are more likely to be attracted to jobs based on personal 
relationships, such as sales and marketing positions. 
 
v. Openness: 
 
Openness is the capacity to entertain new ideas and to change as a result of new 
information. People with high levels of openness are willing to listen to new ideas 
and to change their own ideas, beliefs, and attitudes in response to new informa-
tion. People with high levels of openness may resist change. 
 
Other Personality Traits at Work – Besides the “big five” characteristics, several 
other personality traits influence behaviour in organizations. Among the most 
important are locus of control, self-efficacy, authoritarianism, Machiavallianism, 
self-esteem, and risk propensity. 
 
vi. Locus of Control: 
 
Some people believe that they are masters of their own fate. Other people 
believe that what happens to them in their lives is due to luck or chance. A large 
amount of research comparing these two types has consistently shown that 
individuals who believe that their lives are being controlled by outside forces, are 



 

less satisfied with their jobs, have higher absenteeism rates, are more alienated 
from the work setting, and are less involved on their jobs than the individuals who 
believe that they control their destinies. 
 
vii. Self-Efficacy: 
 
A person’s self-efficacy is that person’s beliefs about his or her capabilities to 
perform a task. People with high self-efficacy believe that they can perform well 
on a specific task, but people with low self-efficacy tend to doubt their ability to 
perform a specific task. 
 
viii. Authoritarianism: 
 
Authoritarianism is the belief that power and status differences are appropriate 
within hierarchical social systems such as organizations. For example- a person 
who is highly authoritarian may accept directives or orders from someone with 
more authority purely because the other person is “the boss.” 
 
On the other hand, a person who is not highly authoritarian, although he may still 
carry out reasonable directives from the boss, is more likely to question things, 
express disagreement with the boss, and even refuse to carry out orders if they 
are for some reason objectionable. 
 
A highly authoritarian manager may be relatively autocratic and demanding, and 
highly authoritarian subordinates are more likely to accept this behaviour from 
their leader. On the other hand, a less authoritarian manager may allow 
subordinates a bigger role in making decisions, and less authoritarian 
subordinates respond positively to this behaviour. 
 
 
 
ix. Machiavellianism: 
 
People who possess the personality trait of machiavellianism behave to gain 
power and control the behaviour of others. Research suggests that degree of 
Machiavellianism varies from person to person. More Machiavellian individuals 
tend to be rational and nonemotional, may be willing to lie to attain their 



 

personal goals, put little emphasis on loyalty and friendship, and enjoy 
manipulating others’ behaviour. 
 
Less Machiavellian individuals are more emotional, less willing to lie to succeed, 
value loyalty and friendship highly, and get little personal pleasure from 
manipulating others. In jobs that require bargaining skills (such as labour 
negotiation) or where there are substantial rewards for winning (as in 
commissioned sales), high Machs will be productive. 
 
x. Self-Esteem: 
 
A person’s self-esteem is the extent to which that person believes he or she is a 
worthwhile and deserving individual. A person with high self-esteem is more likely 
to seek higher-status jobs, be more confident in his ability to achieve higher levels 
of performance, and derive greater intrinsic satisfaction from her 
accomplishments. In contrast, a person with less self-esteem may be more 
content to remain in a lower-level job, be less confident of his ability, and focus 
more on extrinsic rewards. 
 
xi. Risk Propensity: 
 
A person’s risk propensity is the degree to which he or she is willing to take 
chances and make risky decisions. For example- a manager with a high risk 
propensity, might experiment with new ideas and gamble on new products. He 
might also lead the organization in new and different directions. This manager 
might be a catalyst for innovation, or on the other hand, might jeopardize the 
continued well-being of the organization if the risky decisions prove to be bad 
ones. 
 
2. Attitude: 
People’s attitudes also affect their behaviour in organizations. Attitudes are a 
person’s beliefs and feelings about specific ideas, situations, or other people. 
When I say “I like my job,” I am expressing my attitude about work. 
 
In organizations, attitudes are important because they affect job behaviour. If 
workers believe, For example- that supervisors, auditors, bosses, and time and 
motion engineers are all in conspiracy to make the employee work harder for the 



 

same or less money, then it makes sense to try to understand how these attitudes 
were formed, their relationship to actual job behaviour, and how they can be 
made more favourable. 
 
Attitudes are formed by a variety of forces, including our personal values, our 
experiences, and our personalities. For example- if we value honesty and 
integrity, we may form especially favourable attitudes toward a manager who we 
believe to be very honest and moral. 
 
Similarly, if we have had negative and unpleasant experiences with a particular 
coworker, we may form an unfavourable attitude toward him. Any of the “big 
five” or individual personality traits may also influence our attitudes. 
Understanding the basic structure of an attitude helps us see how attitudes are 
formed and can be changed. 
 
Typically, there are three primary attitudes that are of concern to us; job 
satisfaction, job involvement, and organizational commitment. 
 
Job satisfaction refers to an individual’s general attitude towards his or her job. A 
person with a high level of job satisfaction holds positive attitudes toward the job, 
while a person who is dissatisfied with his or her job holds negative attitudes 
about the job. 
 
Job involvement measures the degree to which a person identifies with his or her 
job, actively participates in it, and considers his or her performance important to 
his or her self-worth. 
 
The third job attitude we shall discuss is organizational commitment. This attitude 
expresses an individual’s orientation towards the organization by tapping his or 
her loyalty to, identification with, and involvement in the organization. Individuals 
who are highly committed to the organization are likely to stay with their jobs and 
feel psychologically attached to them, regardless of whether they are satisfying or 
not. 
 
Attitudes are not as stable as personality attributes. For example- new 
information may change attitudes. A manager may have a negative attitude about 
a new colleague because of his lack of job-related experience. After working with 



 

the new person for a while, however, the manager may come to realize that he is 
actually very talented and subsequently develop a more positive attitude. 
 
3. Perception: 
It is another important element of workplace behaviour. People behave on the 
basis of what is perceived rather than what actually is. Each person has a point of 
view based on individualistic perceptions of the real world. This way, everybody 
having his distinct set of thought process perceives differently. If everyone 
perceived everything the same way, things would be a lot simpler (and a lot less 
exciting!). 
 
As an illustration, think about how two people exposed to a person at the same 
time may form very different impressions. Hearing your new instructor tell lots of 
funny stories in class, For example- you and a classmate might reach opposite 
conclusions. You might find him friendly and approachable, whereas your 
classmate might think he’s unprofessional. 
 
How can this happen? After all, the instructor is the same person. The answer 
rests on the fact that our perceptions of other people depend in great part not 
only on them, but on what we bring to the situation ourselves-our own biases and 
past experiences. 
 
The process of perception may be understood in context of its three elements – 
stimulus, sensory registration, and cognitive process resulting into interpretation. 
 
Stimulus———- Sensory registration——— Interpretation 
 
The first important factor is stimulus, or situation present. Perception begins 
when a person is confronted with a situation. During the registration 
phenomenon, the physiological (sensory and neural) mechanisms are affected – 
the physiological ability to hear and see would affect the perception. 
 
Interpretation is the most significant and cognitive part of the perception. 
Although perception depends largely the senses for the raw data, the cognitive 
process may filter, modify, or completely changes the data. 
 
For example- when a person sec that his manager has entered into the factory 



 

with raised eyebrows and expressions of anger on his face. The stimulus is the 
need to guess the manager’s mood, and the sensory registration would see the 
raised eyebrows and other face expressions of the manager. 
 
Now, the interpretation as to why it could be so, or how it would affect the 
worker would depend upon the way his mind would process the situation. 
Suppose he is coming late from last 6 days, or he is not completing his target 
output, he may perceive that today he is going to get scolding from the manager. 
 
Suppose a machine is giving troubles, he may perceive that manager is upset 
because of possible losses. Likewise one may have any perception that may or 
may not be the actual cause of manager’s worry. 
 
4. Abilities: 
Ability of a person is his competence to perform a particular job. This includes 
general ability and technical ability both. It may be capacity of reasoning, 
analytical skills, communication skills, and so on. Ability of a person has a direct 
correlation with his job behaviour. The best part is that ability can be developed 
by education, training and experience. 
 
5. Needs: 
Need is not an independent variable. It depends on the individual’s basic 
personality plus his environment, like his education, financial position, family 
status, position of his relatives and peer group, his ambitions, perceptions, etc. 
For instance, a person with a poor financial background would prioritize money 
before any other need. 
 
Again, same person’s needs keep changing over the period of time depending 
upon how he is positioned in the life. This can be better understood by studying 
the Maslow’s need hierarchy model. 
 


