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This is a report on the research planning aspects of the public infor-
mation section of the Milwaukee Area Survival Flan, It covers, first, a re-
view of such advisory program guidance as is already available in the previous
research literature and, second, an examination of research possibilities and
needs, togebher with detailed plans for further research, The report is based
on a variety of socurces including:

a. The accumulated body of research findings dealing with the process and
effects of mass communication, with special emphasis on studies evalu=-
ating the effectiveness of various modes of communication in informing

b. All available research directly concerned with public information about
and acceptance of civil defense, :

¢, Official and non-official reports impressionistically evaluating the
success of specific civil defense programs both in Milwauvkee and else-
where, '

d. Advisory materials prepared by the Public Affairs Division, FCDA.

e, Conferences and discussions with representatives of FCDA and with the
Regional, State, County and City officials directly concerned with the
Milwaukee Area Survival Flan,

f. Exploratory interviewing of members of the general public in the
Milwaukee area, In the course of developing the proposals and detailed
plans for further research in the Milwaukee area, NORC conducted 113
interviews, each averaging about two hours in cduration, and covering
about the same tapics now included in the final questionnaive tresented
in Appendix IT, These. interviews wers distributed amone the city prop-
er, its suburbs and more remote counties in its support area, as fol- '

lows:
Mumber . of
Milwaukee City o« o o o o o o o o o o o o = 57
Suburbs (Cudahy, Shorewood, South Milwaukee,
Wauwatosa, West Allis, Whitefish Bay) . 30
Support Counties (Dodge, Jefferson) ... . 26
TOLEL v v v o v e e e e e e e e e 113

Although these interviews do not constitute a rigorous sample, they do
provide considerable empirical evidence for our thinking and conclu=-
sions about the filwaukee situation., Their results will, therefore,
be referred to in this veport from time to time, but, in view of their
limited scope, no detailed, tabular presentation of the data contained
in them is presented,
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ge Miscellaneous information about the characteristics of the Milwaukee
community, including histories, U, S, Census reports, commercial market
analyses, and so on, It should be noted, however, that no attempt was
made to gather, review and evaluate exhaustively all of the existing
scattered data on channels of communication in Milwaukee. First, it
was our understanding that these data on community commun¢catlon re-
sources potentially available for civil defense use were to be syste-
natieally collected at the local operations level and, having assisted
FCDA in designing procedures for their local col Lectlon, we felt that
further activity in this respect would be unnecessary duplication,
While these materials have not bheen funded locally in time to permit
their review and discussion in this report, we feel, second, that they
would, in any case, have made little contrlbutlon to it. That is, ex~-
act data on avallable communications resources in the Milwaukee area
and on the totel extent and differential social and geograpnical dis-
tribution of use of, or reliance on, the various possible media of com-
munication are of w most significance in operating an information pro-
gram, but they have a good deal less relevance for general program
planning, especially in the absence--as is the case here--of any availe
able knowledge of how effective such media have proved to be for civil
‘defense purposes in the Milwauvkee area, Since there is no reason to
believe that Milwaukee differs markedly from other urban centers either
in patterns cof media usage or in the effectiveness with which these
media inform or per31ade, the general knowledge available on these top-
ics, together with incidental information about the Milwaukee situation,
will provide sufficient general guidance, without the duplication of
effort, additional expense and greatly-increased expenditure of time
that the collection of these materials for Milwavkee would have en-
tailed,

The report is organized into two major sections and tw appendices.
The first section is an evaluative review of the problems of civil defense
information programs, together with recommendations for meeting some of the
problems and a discussion of the kind of research needed to implement these
recommendations in the lilwaukee area., This section is supplemented by
Appendix I, which contains a critical review of that portion of the general
comrunications research literature of particular pertinence for civil defense
information programs, It marshalls svstematically the supporting evidence for
many of the conclusions and recommendations stated summarily in the text of
the report. The second section of the report is a detailed discussion of the
further public inTormation research propcsed for the Milwaukee Survival Plan
on a procedural level: the exact plan of the research, the techniques to be
used, the research instruments developed, and corments on the adaptability of
the research design to other Survival Plan aveas, This section of the report
is accompenied by Appendix IT, which exhibits the research instruments pre-
pared for the proposed study., Taken together, the latter section of the re-
port and Appendix IT form a kind of manual of procedures for the proposed
Milwaukee public information research,

REVIEW AND RECOMMENDATIONS

The success of Civil Defense Survival Plans involves, at base, only
two fundamental elements: the plans must, in the first place, be technlcally
sound, as adeguate a defense against atomic attack as can be devised. bBub,
regardless of their technical perfection, Survival Flans will fail of their
objectives unless they are, in the second place, popularly ;ﬂplenen+ed,-unaer-
stood, accepted and carried into practice by the general public,
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There is, no doubt, little need to emphasize to the Federal Civil De-
fense Administration the crucial significance of the informational and edu-
cational aspects of its mission., FCDA has, in fact, repeatedly stressed their
importance in setting forth the objectives of its 1nforwatlon programs. As
the Annual Report for 1955 puts it, the goals are:

1. to develop a general acceptance of civil defense as a
necessary, permanent element of our total national
defense, ..

2. to produce a2 sober, routine readiness in all American
farilies, based on indoctrination and public exercises,
to the point where prompt and effective survival action
becomes automatic, ‘

We are, however, faced with sometihiing less ‘than the full realization of these
goals to date, and a discussion of the reasons and remedies therefor can open
in no better way than with a reiteration of the seriousness of the problems
to which it is addressed.

The Status of Civil Defense Information Goals

General Observations

The series of public opinion studies conducted for the Federal Civil
Defense Administration by the Survey Research Center provides periodic as-
sessments of the status of civil defense information goals.* These studies
repeatedly indicate that the first goal--public acceptance of the necessity
for civil defense--has been largely achieved. The first study reported
majorities in the neighborhood of 85-90 per cent accepting the importance
of and need for civil defense programs (1050, pp. 91-92), while the 1932
study showed 80 per cent rejecting the notion that c1v11 defense was unimpor-
tant (1952 pp. 8-9), and similarly large majorities endorsed the concept of
civil defense in the 195 study (1954, Section H).

It is, however, a long step from such general and impersonal acceptance
of the legitimacy of civil defense activity to personal acceptance of respon-.
sibility for civil defense, with accompanying participation in civil defense
preparatory training., Yet, it is this latter kind of personal commitment
that the second civil defense goal of equipping the American population u¢th
a trained readiness to take effective survival action requires, It is in

*The Survey Hesearch Center reports of these suudles w1’1 be reLerred
to simply by the year in which the survey was conducted. Full references are:

Survey Research Center, Institute for Social Research, University of
Michigan, Public Thinking about Atomic War and ClVll Defense,
January, 1951. /195C/

s Ihe Public and Civil Defense, HMarch, 1952 Zi95;7

Civil Defense in the United States, 1952, October, 1952

2
/19527

, Preliminary Report of a Survey on Civil Defense, April,

195L, [To5L7
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this area of translating bland and indifferent approval into conviction, moti-
vation and action that civil defense information programs have been a good
deal less successful.

It is trve that Survey Research Center studies have reported a consist-
ent growth in information about the appropriate civil defense measures to take
under attack and after attack, but their figures take little account of either
the accuracy or the adequacy of the information possessed and, when it becones
a question of knowing such elementary necessitles as recognizing warning and
all-clear signals, the informed segment of the public reduces to a small mine

ority. In the words of the SRC preliminary report for 1954 (i95L, “ection Fj
emphases ours):

Whether the population red izes it or not, even though they may
never have heard of CD as a program or organization, they have
assimilated and are acquiring a large amount of CD information,..

Currently, 75 per cent of the nation has read or heard something
aboul personal protectiocn in event of attack, This is a real
accomplishment. Also, more peonle mention more things, so that
one can assume that individval knowiedge is increasing, Unly a
few, however, report the latest campaign on evacuation informa-
tion., Hostly, they report the older "shelter’ information,
Only a very few (6%) had done anvthing in terms of preparation.

The number having information on what to do after an attack
shows a phenomenal incresse--from 29 to 55 per cent...However,
about cne-guarter felt they had received no information and
aimost another guarter felt their information was inadequate.

On warning and all-clear signals notable improvement has been
made., The number correctly reporiing the warning signal has
gone from almost 10 per cent to over 16 per cent, For those
places where a warning signal is reported one-third know one
or another of the signals. ©Sixteen per cent know both.

Twplicit in this summary of popular levels of information about civil
defense are a number of suggestions that relatively few peorle have suff1c1ent
information; that is, informetion adecuate to survival of atomie =thack.*
When it is observed, moreover, that almost no one has taken any of the practi--
cal steps needed to make their abstract information appiicable in time of
emergency and that SRC finds no increase in the tiny fraction (two per cent
is reported for both 1952 and 1954 in 1954, Section G.) actively engaged in

*As the Survev Research Center states, the data from their studies
unquestionably demonstrate that "individual knowledge is increasing,"” "In-
creasing" is, however, a relative term and does not in any way indicate whethe
er or to what extent, knowledge is adeouate, if adequacy be defined, perhaps,
as ‘the minimum essentlals an individual needs to know if he is to have a
reasonable chance of survival., In evaluating the degree to which civil de-
fense programs have accomplished their goals, it is, of course, the latter
concept of adequacy that is most relevant,
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civil defense training or service; there is little reason to believe that
civil defense has made much progress toward its goal of a fully=-prepared pop-
wlation,

’

The Milwaukee Situation

There are almost no data directly relating to the achieévements of eivil
defense information programs in the Milwaukee area that we could discover, and
those we have seen are already known to FCDA.% Among these, the checklists
used during Operation Alert, 1955, and a survey conducted through the schools
obtained such incomplete returns that their results are unreliable and, pos- -
sibly, misleading and should be ignored, (For example, the checklists re~
turned by families showed far greater levels of both information and imple«
mentation than would seem plausible on the basis of either our exploratory
interviewing in the Milwaukee area, or the systematic samples interviewed
by the Survey Research Center in other areas, or the few cuestions put to a
representative sample of Greater lilwauvkee by fhe Consumer Research Bureau
of the liilwaukee Journal,)

On the other hand, our impression--derived primarily from exploratory
interviewing in the Milwaukee area and quite consistent with the few reliable
items available in the Milwaukee Journal survey--is that the public position
of civil defense in lilwavkee is not notably different from that found in
other urban centers whose attitudes and levels of information and implemen~
tation with respect to civil defense have been systematically investigated by
the Survey Research Center. The picture, in brief, seems, once again, to be
one of widespread acceptance of the necessity and importance of civil defense,
in the abstract, at least to the point of almost no expression of opinions :
directly opposed to or scornful of the idea of civil defense. {For instance,
only five of the 113 people we talked to agreed with the statement that Peivil
defense is really a waste of time and money.") At the same time, ievels of
information about the local activities of civil defense organizations and
about specific survival measures seem to be a good deal lower, and there ap-
pears to be almost no disposition to carry such informaticn as people do have
over into practice, (Again, by way of tentative illustration, 43 of the 113
people interviewed reported that they knew of something their local civil
defense organization wanted "people like you to be doing now," but only 12
of the 113 reported actualiy having done something so they "would be vrepared
in case of an enemy air atlack.™) AIl in all, then, there appears to be
little reason to regard the accomplishments of Milwsukee civil defense infor-
mation as cdistinetive or their problems as markedly different from the prob-
lems of other areas. :

Resistance to Civil Defense

The current situation of civil defense information programs may be re-
garded as a product of two forces: the nsture of the resistance to personal
involvement in civil defense and the tactics which have been used to counter
that resistance, The technicues of information programs wWwill be discussed in
the next section, after a sketch of the sources of resistance,

411 available sources indicate--and Milwaukee is no exception--that a
majority of the American people recognize the possibility of another major
war occurring within their lifetimes and most assume that such a war, if it

*Memorandun from Fugene J, Sleevi, Emergency Information Division,
FCDA, "Ixisting public opinion studies pertinent to Fublic Affairs phase of
Milwaukee Survival Project," December 12, 1955,
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eventuates, would entail the use of atomic bombs against the major cities of
the United States, At the same time, this possibility of war seems remote
and unreal to most people, more an abstract and superficial conclusion than
a deeply-neld conviction giving rise to immediste concern and determining in
part the course of day-to-day activity,

By way of illustration, in their first nstional urban survey of civil
defense problems, the Survev Research Center concluded: "Responses, .,indi-
cated realization by more than half the people that danger does existeve.
there is the general feeling that American cities are in some danger from
military attack,.." (1950, p., 61), but ",,.inconsistencies would seem o
indicate that the long state of emergency had been isolated by many people
and was no longer permitted to affect deeply theipr daily lives..." (1950,
p. 3L). In every survey since the 1950 one, SRC has reported successive de-
clines in popular expectations of war, but NORC national surveys continue to
indicate that a majority of the public believes that the nation will have to
fight a major war sconer or later, even though they have no expectation of
its immediate occurrence.

Results from our exploratory interviewing in the Milwaukee area do not
have the reliability of the foregoing data, but they were explicitly focussed
on the problems under discussion and, therefore, illustrate more pointedly

“the lack of immediate concern surrcunding the threat of war, Of the 113 per-
sons interviewed:

6li...thought there was some possibility of the United States!
getting into another major war, and

58...thought that this war, if it came, would happen within
their oun lifetimes, but only

28...regarded this war as something that was likely to happen
rather than merely possible, and only

S...expected this war within the next two years.

And the possibility of atomic attack was still more widely accepted: 82 of
the 113 thought atomic bombs would be dropped on the United States, if war
did occury 80 felt that the city of Milwaukee would be one of the targets
in that event,

Yet, in this exploratory interviewing, the people talked +o wera frank
in admitting that war and atomic bombing were not the problems that concerned
them, even though it is both tempting and easy to present oneself in an ine-
terview as a person of broad social interests and concerns. Nevertheless, of
the $9 persons who reported that any problems had bothered them or been on
their minds in the past few weeks, 71 were referring to perscnal matters; 20
to problems on the local or national scene; and only eight to world problems,
including threats of war. When asked to make a direct comparison, only 31
of the 113 persons said that they were, in general, more concerned about the
possibility of war than they were about other problems or worries, These
"other protlems or word es" turned out, usually, to be the immediate--and
often ephemeral--personal concerns of daily 1life: the children's behavior,
making ends meet, the mortgage coming due, and so on, While we must repeat-
edly stress that the data based on our exploratory interviewing in Milwaukee
are not derived from a representative sample and can be regarded only as sug-
gestive of quantitative trends, they are, nevertheless, quite consistent with
the findings of reliable samples in this respect, I%t was a very similar set
of data, based on a large and representative national survey, that led Stouffe:
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to conclude that the overwhelming majority of Americans are not concerned with

"problems outside the orbit of their immediate personal lifew-even the threat
of war,"#

Our own impression is--and here there are few systematic data either
to confirm or to deny it--that in this area of war, stomic attack and civil
defense there is more to public reactions than merely the indifference and
lack of interest generally found to characterize public reactions to any probe
lem of less than immediate, concrete, practical significance to people's lives,
Our interviewers consistently reported and the interview records themselves |
are replete with expressions of extreme negative reactions to the nature of
atomic war--horror, revulsion and, sometimes, flat refusal to contemplate or
discuss its implications. True, there was sometimes happy optimism--the
blithe assurmption that "it can't happen here" or, at lesst, "can't hapven to
me," This disregard, perhaps, led to such unrealistic discussions as that of
the otherwise well-informed woman who, having described the devastating ef~
fects of an atomic bombing of her city, went on to answer the question of the -
likely effects on her own family of an atomic attack only with the comment,
"My husband would be without a car if it got blown up, and he would have
trouble getting to work on time,Mss '

Back of this ludicrous reduction of atomic warfare +o the status of a
domestic household crisis with "business as usual," there may be seen simply
the failure of a humen imegination to visualize in anything but familiar terms
a situation with which the person has had no prior direct experience. In a
nation whose cilvilian population has not been exposed to enenmy attack, there
is little wonder if those who are unfamiliar with second-hand accounts of the
experience or who--familiar or not--lack the capacity for sympathetic identi-
fication with the experiences of others cannot stretch their imaginations to
encompass a realistic image of what atomic war on this country would be like
and arrive, as a result, at far more consoling--or "escapist'--versions,

It should, however, be equally obvious that people who can imaginative-
ly visualize the death and destruction of atomic war are horrified by it and
reluctant to lingsr on it. As our interviews led people to think and talk
in concrete detail about the consequences of atomic war for their city, their
families and themselves, it was this kind of disturbance, distress and even
agitation that appeared to be the dominant reaction.se#* In the face of such
reactions, it seems plausible that at least part of the sense of war'!s re-
moteness is a result of the widespread conviction that way means atomic war

Fa

Stouffer, Samuel A., Cormunism, Conformity and Civil Liberties: A
Cross~section of the Nation Speaks 4ts vind. — New Lorks Doubleday & Company,

Il"'lC., 1955’ Pe 69n

**This excerpt is actually from a still more preliminary interview with
a lower middle-class resident of Chicago., It seems unlikely, however, that
the psychological factors which make the full implications of atomic war so
unassimilable into people's thinking observe any city boundaries.

EIATRYS
RERT

nterviewers reported at least three instances where tears came to
the eyes of the respondent as he thought about what might happen to his family,
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and atomic war is emotionally unthinkable.

We are, of course, aware that the first Survey Research Center study
attempted to determine the extent of such avoidance reactions by means of a
direct question about wishing "there weren!'t so much talk" about atomic bomb-
ing, with the result that only a quarter of the populaticn surveyed were
classified as "escapist" (1950, pp. 16L-~5). In our judgment, however, this
figure grossly underestimates the extent of the kind of underlying feelings
we have been discussing, first, because these are impulses which people are
not always aware of and able to report and, second, because direct question-
ing encourages rational responses, Our own impression that tendencies to
avoidance--in the form of either the minimization techniques of the unim-
aginative or the distress reactions of the rest--are present in virtnally
everyone derives largely from the side commenits, involuntary exclamations and
non-verbal gestures of the people we talked to. The unanimous report to this
effect from all NORC staff members who were involved in the interviewing is
only reinforced by the results of one experimental projective question in-
cluded in the exploratory interview.

At the conclusion of the interview, respondents were handed a picture
and asked to invent a story about it. The picture showed a woman and two
children lcoking up above themselves, with anomalous expressions on their
faces., This picture (which is exhibited in Section C of Appendix IT) had
been carefully designed to convey no certain and definite event to the viewer,
while being one which could plausibly be related to bombing if the viewer :
chose to, The rationale of its use is that any person who fails to connect
the picture to war and bombing, after having given almost two hours of cone
centrated attention to the problems of bombing and civil defense in the prior
porvions of the interview, must certainly be motivated to avoid the subject.
It should be added that, in view of the stimulus of the preceding interview
content, association of the picture with the content of the interview is not
a clear indication of an absence of escapist motivation, -

The results of this experiment are most suggestive: Of the 111 nenple
who were shown the picture, only 2L unqualifiedly associated it with war-
time bombing; 30 qualified their perception of the air-raid possibility with
a variety of devices that served to minimize the experience of threat; the
najority--57--did not even refer to the possibility of war:

Number of Exploratory

Nature of Theme Perceived Interviews

Air raid, unqualified + o « v v v 4 4 .« . . 2h

Air raid, implications minimiged ., . . . . 30
Non-Air raid

- Threatening situwation . . . . . . . . . 5

Non-dangerous, but unpleasant situation 25

Neutral or pleasant situvation . . . . . 25

Nothing perceived, rejection of question 2

Total 4 ¢ o v v v 4 v v e e . 111

This outcome is, in fact, a far more conclusive confirmation of our belief
that avoidance is a wide-spread reaction than we had anticipated, given our
quite reasonable expeetation that the interview, itself, would provoke a
number of "war" responses which could not be regarded as spontansous and
unambiguous reactions,
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To sum up, then, the public information programs of civil defense ap-
pear to us to have made as little progress toward the goal of a fully-trained
population as they so far have because they have not so far found ways of
overcoming either the general indifference of the public toward broad social
concerns or the special unwillingness of the American public to contemplate
the full implications of modern war.,

The Tactics of Civil Defense Information Programs

At first glance, the civil defense programs of metropolitan areas appeay
logically to require a pattern of behavior keyond the realm of the psvchologi--
cally possible, - Stated extremely, the success of civil defense seems to de-
prend on people's becoming (1) so interested in a possibility which they find
both too remote and too horrifving to contemplate that thev (2) acquire and
apply in practice a good deal of information about defensive measures which
they hope and believe they will never need and whose major function at the
present time is to focus their attention on matters they prefer not to think
about, and that they (3) continue to remevber and practice this unwanted,
unpalatable informetion indefinitely into the future without any foreseeable
terminal point, Clearly, if all of these conditions were fixed and unalter-
able, civil defense would have no choice but +to abandon all effort,:

The situation is, however, not without possibilities of directed change
and, perheps, by less drastic means than those proposed by the people who told
us laconically (in answer to the gquestion of what they thought could he done
to overcome public apathy about civil defense}, "Drop the bomb, I guess,"

This proposal, incidentally, was not intended as humor, but was made to under-
line the conviction of these particular persons that the threat of war would
continue to appear to be psychologically too remote to awaken concern umtil
the very moment that war broke out, before any further discussion of the
means by which the three requirements of interest, learning and sustained ap-
plication might, despite the formidable conditions attached to them above, be
achieved, however, it will be necessary to give some consideration to the
medes of communication used by information programs, Since the themes, ap-
peals and tactics most likely to overcome the obstacles to effective civil
defense programs are not necessarily adapted equally to all media of commumi-
cation, their discussion would be unintelligible without explicit specifi-
cation of the media to be emploved,

In the main, and in spite of vigorous efforts to overcome this weak-
ness, civil defense information programs have relied primarily on the mass
media of communication--TV, radio, newspapers, etc. Although it is true that
almost everyone in the country is reached by one or another of these media
for one or another purpose, it is equally true that information programs of
a public service character have almost invariably failed to reach this vast

*This entire discussion will assume the conditions of the present
civil defense program, based largely on consent and volunteering., It should
not be overlocked, however, that American public opinion would acquiesce in
compulsory civil defense training. In a release dated September 13, 1956,
the Gallup Public Opinion News Service reported that 6L per cent approved of
"a plan to require every man and woman to spend an average of one hour a
week in Civil Defense work,"
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potential audience with their messages whenever they have relied on mass media
campaigns. It is not that mass media are ineffective in transmitting infor-
mation to the people who use them for thig purpose, but simply that most users
of mass media do not attend to their informational content, particularly when
it deals with subjects in which they are not interested or ideas with which
they are in disagreement.¥ - '

These facts about mass media programs are so well-known that it seems
almost redundant to dwell on them, Nevertheless, their repetition serves to
stress the fact that, whatever title is given it, the civil defense "infor-
mation" program must be, initially, a campaign of persuasion rather than a
campaign of information dissemination., Fven though the witimate goal is a
public trained in civil defense measures and training is, of course, a matter
of the acquisition and practice of information, this ultimate goal cannot be.
achieved simply by distributing informational materials via the channels of
communication known to reach most people. TFor the success of the program
must, in the long run, be judged, not by the number of pamphlets distributed
or the mumber of radio and television programs rroduced, and not even by the
number of people who, upon quizzing, can recall discrete items of civil de—
fense information, but by the number of people adequately trained to tak
effective survival action.

The achievement of this goal requires a series of steps which may be
prograxmistically summed up as attention~qpnviction—actigg: that is, people's
interest or attention must first be captured; the message that they attend to.
must be persuasive and produce conviction that it is necessary for them to
do somethings and, finally, people's convictions must be expresses in their
actions, whether this be simply learning some facts, or the more active co-
operation of taking a training course, making preparatory arrangements or
participating in volunteer work, In this kind of a program, the mass medis
are singularly ill-adapted to the goals to be achieved and cmn play only an
incidental, supplementary or supportive role.

There is, on the other hand, considerable evidence that a campaign re-
lying basically on personal contacts with individuals and groups can achieve
the kind of goals the civil defense program is working toward.r This, too,
is not a novel suggestion in the civil defense field. As early as 1950, the

*The general evidence for these observations appears in Appendix I,
pr. 2-16, It should be pointed out, however, that survey findings specifi-
cally referring to civil defense are entirely in agreement with these con-
clusions, For example, in their first study for FCDA, the Survey Research
Center reported that the people most 1likely to have information about civil
defense were the people who wanted to have such information (1950, p. 143),
and that the people whose lack of interest in civil defense was expressed in
"escapism” neither had nor wanted to have information about civil defense
(1950, p. 17L). Similarly, people opposed to civil defense, in the sense
that they saw no present need for it, were less likely to have acquired in-
formation then people who perceived its necessity (1951, p, 82 and 90).
Although the Survey Research Center has reported that "the more sources
through which a person is reached, the grester is ‘the effectiveness of the
information presented regardless of the source” (1952, D 31), 1% 18 obvious

from results like those preceding that the reletionship vetween amount of ex-
posure and effectiveness obtains just because the amount of exposure is, it
self, largely an indication of the amount of interest.

*%See Appendix T, pp. 16-20 and 31-L5,
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Survey Research Center concluded (1950, p. 217-8):

Bubt to a greater extent, two forces other than information
and education will pv'obabl v make a decisive difference

/%o participation in civil defense7 One involves the way
in which the world situation itself evolves...The other in-
volves the operation of the civil defense program itself

~--the training of local groups to carry the facts
of civil defense and the atomic threat into
every urban home

~--the training of local group leaders in ways of
efficiently convineing members of their groups
(and in turn the general population) that civil
defense is necessary...

~~the training of local leaders in techniques of
achieving democratic group participation

--the prestige which i1s attached to civil defense
work

~-the formation of cohesive work groups which
understand their functions, and whose members
find satisfactions in grour activity,

This recommendation of concentrating on personal contact--essentially
the "volunteer-corps" apnroach--may seem ridiculous to a group whose concen-
trated efforts to promote CD volunteer corps have nowhere met with marked
success, Not only does the Survey Research Center routinely report no more
than two per cent of the acdult population actively engaged in civil defense,
but our own observations in Milwaukee--a city zenerdl ly believed to be more
than usually successful in civil defense activities--suggests no greater level
of success, That is, of the sample of 57 residents of Milwaukee proper whom
we interviewed, exactly one was presently taking a civil defense training
course, and none was actively engaged in any other sort of civil defense vol-
unteer work, Only three of these 47 people had ever received a home call from
a Home Defense Ofilcer—-111| uvkee's volunteer corps for carrying the civil
defense message into every home, and only one had ever been personally ap-
proached and asked to participate in civil defense,

Yet, there is evidence to suggest that the relative failure of civil

defense to establish an active and wide-spread volunteer program is not simply
further proof of public indifference but an indication of tactical errors,
Survey Research Center studies have consistently found that large sections of
the public report willingness to participate; in 1950 and 1951, marked majori-
ties of the residents of metropolitan areas expressed this sentiment; in later
years, willingness to participate was expressed by nearly half of these urban
dwellers (1950, pp. 180-1; 1951, p, 92; 1952, v, Ll-5; 195k, Section G.).
We, too, found marked willingness to take part in civil defense in Milwaukee,
With about the same criteria of willingness as SRC used, we found that just
under half the city residents interviewed took this bos;tlon and, when a
harder test was applied, close to two-fifths (21 of the 57) 1n51sted that they
definitely would participate if approached, (Trc1aenta1¢y, by way of tactical
aside, 12 of the 36 who weren't definitely willing indicated that they would
definitely participate if the Mayor made an official appeal,) In the suburbs
of Milwaukee in which we interviewed, sentiment toward participation was even
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more evident.

A1l of these figures must, of course, be regarded as markedly inflated,.
since it is a good deal easier to tell an interviewer that ore is willing to
participate than it is to get out and actually do the work, Nevertheless,
whatever correction factor is assumed, what remains will be a good deal highe
er than the present achievement of two per cent, and, as over against the
assumption that many of these potential volunteers were simply saying the
easy, pleasant thing, there is the fact that many of these same people were
not reluctant to express indifference or unconcern zbout the threats of war
elsewhere in the interview.

An analysis of why civil defense has never successfully btapped this ap-
parent potential source of support takes us back to the three requirements and
the difficult conditions attached to them with which this section opened (p. 9),
but it should be noted that in the volunteer aspects of civil defense there is,
once again, direct evidence of the failure of mass media campaigns to substi-:
ture for personal contact. That is, the majority of metropolitan residents
have, uhrOhgh the mass media, heard or read something about the need for vol-
unteers in civil defense (195&, Section G,), but these same people do not feel
that they have been asked to volunteer, That more personal spproaches can
succeed in recruiting volunteers is evidenced by the lobile experience, even
though this volunteer organization quickly disintegrated through failure to .
meet the other conditions of successful civil defense programs,%

The question that remains, then, is what may be done to remove what
appear to be the major obstacles to effective civil defense programs, Th
possible courses of action are, for convenience, grouped under the headings
of the three conditions originally posed:

1. dwakening interest in the face of remoteness and horror. Ifforts to
awaken interest in civil defense appear to have attempted, largely, to
deal with this dilerma head-on. The tack generally taken has been to
emphasize the necessity of civil defense as long as there is any pos-
sibility of war, while attempting to be both "middle-of-the-road" shout
the size of that possibility (to avoid any apre arance of war-mongering)
and matter-of-fact about the dangers implicit in atomic war (to avoid
the boomerang effects of fear arousal), There is little question of
the wisdom of aveoiding appeals to fear either of another war or of the.
destructiveness of atomic bombs, but it is guestionable whether the
solution adopted~-which is largely a rational appeal to intellect
rather than an appeal to any positive emotions--does anything to dee
crease the remoteness of the topie,r It is doubtful, however, if any
set of techniques can simultaneously decrease both the remoteness and
the underlying emotional recoil from war. If, as we have suggested
earlier, the sense of remoteness is at least in part a defense against

*T, Ktsanes, et. al. 1 Report of Research on Community Structure,
Organizational Structure, and Citizen Participation in Community-Wide Activi-
ties: A Study of Civil Defense in lMobile, Alabama, New Crieans: Urban Life
Research Institute, Tulane Unmiversity, November 1955; pp. 70-73.

**See Appendix I, pp. 20—2h for a more extended discussion of the use
of emotional appeals, Survey Research Center resulis confirm the applicabili-
ty of these general observations to the specific problems of civil defense in
finding that persons who are excessively fearful of the threat involved in

atomlc bombs, tend to conclude that civil defense cannot be effective (1950,
p. 110).
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the full emotional impact of the implications of war, the one cannot
be decreased without increasing the other.

Regardless of the effectiveness of this apreal, it is difficult
to see what other appeals can be used in the formal, mass media, A
campaign of personal contacts, however, is not equally handicapped by
the public nature of its messages and can do much to solve the probe
lem of interest by circumvention rather than direct assauit, It may
come as a surprise, but the one person most active on behalf of civil
defense whom we interviewed--a woman then taking a CD course, who wWas
so enthusiastic about it that she was, quite informally and quite ef-
fectively, persuvading her friends and neighbors to enrcll-~firmly
believed that there would never be another major war and that what she
was learning would never be put to use in a war. Civil defense had
cauvgnt her interest, not because of any rational considerations inher-
ent in it, but because of a variety of appeals which, narrowly consid-
ered, had nothing whatsoever %o do wita civil defense, In this par-
ticular instance, our respondent had been asked to Join by another
women particularly influential in another group our respondent was
interested in, and the implicit appeal of this woman's ability to ad-
vance the respondent's interests if she were so inclined was reinforced
by direct appeals to her leadership qualities, her community spirit
and her civic pride., Most of the elements of a successful campaign
can already be seen in this one instance: +he abstract necessity for
civil defense is already widely accepted, and people with a sense of
civic responsibility and community service wiil enlist, if it is pre~
sented to them as a community enterprise requiring their participation

by pecple of personal importance to or influence on therm.

2. Achieving learning and implementation of unwanted, unpalatable infor-
mation of a possibly useless character, This problem, 0o, is ilargely
obviated by the approach just ouvtlined, With a shift to the motiva-
tions involved in "community support of community programs,” there will
be positive factors counterbalancing the lack of interest in and even
antipatily to civil defense information. It is, in fact, just because
the community appeal relates the activities of civil defense to things
much closer to people's concerns and interests than is the threat of
war that it offers an opportunity of success,*

To the extent that this difficulty does have aspects separable

rom that of arousing interest, civil defense efforts appecar to have
been aimed at stressing the usefulness of the skills acquired in other,
more recurrent sitvations, Thus, the obvious usefulness of a knowledge
of first aid and the adaptebilit+ of this and other skills to civilian
emergencies or natural disasters have been utilized in publicity for
civil defense, There is, of course, a limit to the applicability of
civil defense measures to other situations; it is diffieult, for ex-
armple, to find any more ordinary reason for storing vncontaminated
water in air-tight containers. To the extent that it is possible,

*Readers who doubt the rracticality of this approach would do well to
examine the recent competition between Vausau (a small city in central Wiscon-
sin) and Highland Park (a suburb of Chicago) to achieve 100 per cent registra-
tion to vote in the Presidential election. In both cases, large numbers of
people who do not ordinarily register, who had no real desire to do so nor any
conviction that it was worth doing, were nevertheless persuaded to register in
order to help prove that their community was better than its competitor.
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however, this technique should be imaginatively extended, for relating
specific civil defense measures to practices or precautions people may
be interested in for reasons unrelated to civil defense will have much
the same effect of broadening the motivational basis of civil defense
support as does the preceding approach.

3. Sustaining interest and activity for an indefinite period of tine.
The entire welght of learning theory as weil as everything that 1s
known about motivation and morale is that sustained efforts require
definite and concrete goals, In attempting to arrange masg-partici~
pation civil defense tests, civil defense agencies have not only se~
lected what is probably the best mode of teaching, bubt have chosen
wnat can also be a highly effective means of maintaining the involve=-
ment and morale of a volunteer corps.

We are aware that a great many obstacles have stood in the way
of systematic, periodically-repeated, full-scale public civil defense
exercises, as reported experience in Milwaukee and elsewhere attests. _
Without in any way overlooking the complex difficulties, we must, nevers
theless, emphasize that there is probably no other single device as ef-:
fective for both direct and indirect public oducation as repeated,
periodic mass-participation tests. Nob orily do such bests have the
direct effect of requiring the public to learn and practice their roles
in any future emergency, but they provide a dramatic ceriodic focus
for civil defense activities, At one and the same time, this dramatic
event involves everyone willy-nilly, creates interest and captures at-
tention in the way needed to bring people to heed the less exciting
informational materials, even while it furnishes the concrete goal for
their activities so necessary to maintaining and giving a sense of pur-
pose to z volunteer corps. Simultaneously, it permits appeals to a host
of other motives--civic pride, competition with other areas, etc.--to
secure maximum participation. ‘

In conclusion, it is our belief that--short of legally compulsory par-
ticipation in civil defense--only a program of extensive personal contacts
for both recruitment and educational purposes coupled with a program of regu-
lar public civil defense exercises will meet the informational goals of ciwvil
defense, whether in Milwaukee or elsewhere, This conclusion does not, however,
in any way imply that use of the mass media for civil defense information
should be discontinued or even reduced, On the contrary, all the available
evidence indicates that mass media campaigns are an essential backzround ele-
ment in effective informetion programsgs+ That is, mass media Campaigns Dro-
vide an easy means of publicity; thev create a stir and at least notifv people
that the topic is of sufficient importance to ke getting a good deal of at-
tention in the mass media, all of which serves as a kind of introduction for

2 B . . -
riead

stsanes, et al., op, cit.

Milwaukee Clty Civil Defense Administration, "Operation Alert, 1955:
A Report of Participation by the City of Milwaukee in the National Civil De-
fense Test Exercise of June 15-16."

National Research Council, Committee on Disaster Studies, "Operations

Walkout, Rideout and Scat: Studies of Civil Defense Dispersal Test Exercises
in Spokane, Bremerton and Mobile,"

fYAY
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“See Appendix I, pp. 25, 3&—36, and 42-15,
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the personal approach, Once people are enlisted in civil defense or inter=
ested in it by personal approach, they will attend more carefully to civil
defense material in the mass media and, given attention, the mass media do
transmit information effectively,* lioreover, continued attention to civil
defense in the mass media serves to support and reinforce the favorable atti-
tudes that have been created and, particularly, enhances the motivation and
nmorale of volunteer workers.

In sum, civil defense needs a broadly-inclusive network of interperson=-
al influences, a repeated series of public exercises, and an extensive mass
media coverage,

Next Steps
A reading of this brief review of the problems of civil defense infore
mation programs, together with the more extended discussion in Appendix I of
current knowledge of communication programs generally, should indicate that
there is a high degree of consensus about what needs to be done, but very
little specific information about exactly How to do it,

With mass media materials, the transition from knowing what to do to
doing it is not so uncertain, OUnce decisions respecting the content and style
of presentation of the messages have been taken, there are well established
procedures to follow in translating these decisions into actual radio scripts,
posters, film strips, and so on. All of these mass media have the advantage
of yesrs of funded experience, ount of which recognized techniques and tech-
nicians skilled in their application have developed.

Comparable experience and comparasble skills in the management of inter-
personal influences arelacking, Although everyone has at some time haa oc-
casion to influence someone else and has, therefore, some ideas about how to
reach people effectively, the era of systematic and self-conscious application
of intergroup and interpersonal principles to action programs is just begine
ning., VWhen we begin to think, as we must, in terms of organizing networks of
interperscnal contact that will reach in to every segment of society and,
ideally, ultimately involve every person, there is simply no adequate syste-
matic guidance available,

If social research is to be useful to the Milwaukee Survival Plan, it
can do no better than to begin the large research task of discovering the best
means of organizing such large-scale personal campaigns, Milwaukee is fortun-
ate in having the beginnings of a personal campaign in its corps of Home De-
fense Officers. And, because there is an embryonic neighborhood civil defense
organization, research aimed at evaluating and improving it is possible. In °
the next section of this report, detailed attention is given to the research
we think is most needed for the Milwavkee Survival Plan.

3 . ’ 3 . .
Some principles of effective content presentation, not touched on
here, are reviewed in Appendix I, pp. 20-31.
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PROPOSED FURTHER RESEARCH

GenerallPlan

The public information research proposed for the Milwaukee Target Area

Survival Flan is designed to:

1.

2.

3-

Test the validity of our major conclusion that a program based on
active neighborhood civil defense organizations supplemented by cone
sistent use of mass media is the most effective means of educating
the public in civil defense concepts,

Assess the effectiveness of the Milwaukee Civil Defense public infore
mation program and, particulariy, its neighborhood organization phase,
with special reference to its greater or lesser success in certain
geographic areas and the reasons therefori

Formulate and test the validity of procedures for increasing public
understanding of, and public participation in, eivil defense activi-
ties, through the application of insights into the interpersonal net-
works of the comimunity,

The research envisaged to implement these objectives has four stages:

Study a., First, a survey of the Iiilwaukee area on a scale large enough to

perrit the examinetion of (1) information and attitudes sbout civil
defense and related topics and (2) patterns of communication and
community participation in each of the Sectors, Areas and Disbtricts
into which civil defense in the area is organized.

Study b, An intensive study of a few neighborhoods selected to represent ex-

treres of success and failure in civil defense public education in
the area. These neighborhoods will be selected in the light of the
results obtained in the preceding study, with the proviso that both
successes and fallures should represent about equal efforts in the
Judgment of the Milwaukee Civil Defense organization. This study
will, thus, be concentrated on the local community-organization
factors influencing the success or failure of neighborhood civil
defense organization. .

Study cs An intensive study of two contrasting groups of individuals--those

Study de

most positive about, and active in, civil defense and those most
opposed and inactive. The first study and iilwaukee Civil Defense °
lists of volunteers will be used to select the groups to be studied.
This study will concentrate on those social and psychological fac= |
tors influencing civil defense behavior which do not have a local
commualty base,

An experinental study conducted in a neighborhood in which the civil
defense program has not-been particularly successful, as Jjudged by
the first study. This phase of the research will test the effect-
iveness in eliciting more active support of civil defense of a pro-
gram designed in the light of the findings of the three preceding
studies,
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Because of the interlocking nature of this research plan, studies b and
¢ cannot be designed in detail or executed until study a is completed, and,
similarly, study d cannot be planned in detail until all three preceding
studies are finished. Accordingly, this report incorporates detailed proce-
dural plans only for study a, but it should be borne in mind that this study
is but one step in the total research plan, not the research plan itself,

The Basic Survey

Arca of Coverage: The planned research covers only the Milwaukee Target Areca--

essentially, Hilwaukee and its suburbs, rather than the en=
tire Milwaukee Survival Plan Area. Two sorts of considerations entered into
this restriction:

a. For much of the rural support area, there are no active civil defense
organizations and no clear-cut program, Preliminary exploratory in-
terviewing suggested that these areas stood ready to function in sup-
port of the target area, with no seriocus reservations, and, while their
populations knew little zbout specifie civil defense measures, it is by
no means clear that it is necessary for them +to possess the same kinds
of information that urban populations need., The inclusion of these
areas would require an entirelv separate set of resecarch instruments
and, in the absence both of active civil defense programs in the areas
and of clear definitions of tihe desirabie content of rural civil de-
fense programs, would yield little in the way of useful data.

b. The other major cities in the Milwaunkee Survival Plan Area--~Kenosha,
Racine and Sheboygan--present a variable problem., To the extent that
they may be regarded as functioning solely in support of lilwaukee in
a war emergency, their problems of civil defense nrevsration auc o
sentially akin to those of the rural support areas and would rsquire
an entirely separate set of research instruments, if research on the
support phases of civil defense is needed. To the extent that they
may be regarded as themselves targets or part of the target area,
however, they would each require a separate study on the same equiva-
lent scale as the current Milwaukee proposal. In this latter case,
the research that would be needed is not partienlarly Jdifferent from
the research that may be undertsken in other survival plan areas, and
the comments made below on adapting this Milwaukee research plan to
other areas apply equally to them,

Sampling Plan: The basic design of this study rests on the organization of

civil defense in the area. Since the City of Milwaukee is
organized into somewhat more than one hundred civil defense districts (which
in turn combine to form areas, which are further organized into sectors), the
city is well adapted to analysis of the neighborhocd functioning of civil de-
fense organization. In order to carry out this analysis of local civil de-
fense functioning, however, a large and unclustered sample is indicated. The
present plan for this survey calls for interviews in 5,000 households--3,500
in the city itself and 1,500 in the suburbs, These sarple households will be
so drawn that every civil defense district in the city is represented (by an
average of about 35 households per district), and a comparably small unit will
be used in suburbs which do not have the district organization.

Once the basic unit of analvsis is selected, the implementation of the
sampling plan proceeds along well-established lines, In brief, every block
in the city will be coded into its appropriate civil defense sector, area and
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district. From each of these districts, a random sample of the blocks con-
tained in it is chosen. For the random sample of blocks, every dwelling unit
located within their boundaries is listed, and, finally, from these lists, a
random sample of households is selected for interview.

Because of the possibility that a2 significant amount of time may inter-
vene between the submission of this report and the execution of the planned
research in Milwavkee, no attempt has been made to implement this sampling
plan completely. Any major shifts in either the area of residence of the
Milwavkee population or the boundaries of civil defense districts would render
the sampling of blocks and of households obsolete, so their actual selection
is postponed until as close to the date of undertaking the survey as possible,
Procedures for selecting respondents within households are not affected, how-
ever, so these have been fully worked out., The materisls needed for selection
of respondents within households are presented in Appendix IZI. The form to be
used-~the "DU Emmeration Folder'--is exhibited in section A of this appendix,
while fuil instructions for its use aprear in pages 19-29 of the "Instructions
for Interviewers," presented in section D.

Questionnaire and Instructions: These research instruments--the heart of this

survey--are presented in full in Appendix II,
The questionnaire is a carefully designed, fully tested instrument which re-
guires about two hours for its completion in an interview. This length is a
result of the variety of factors that must be simultaneously explored in order
to uncover fully their complex interrelations. While its length creates some
problems of field execution, the questionnaire has been carefully planned and
pre-tested in the Milwaukee area and found to yield exactly the kinds of data
needed. Because of its length and complexity, however, its successful field
execution requires well-trained, experienced interviewers, who can grasp and
apply accurately the detailed interviewing instructions which accompany the
quesvionnaire, In the hands of experienced MORC interviewers, the guestione
naire proved eminently satisfactory and created no insuperable problems of
field administration, during its testing in the Milwaukee area.

The contents of the questionnaire may be sketched as follows:

A, Commwmity Relations

1. General orientation toward the cormmunity: Questions 2-5, 18
2. Identification with the community: Questions 1, 6, 7, 5, 10

3. Iavclvement and participation in community life: Questions 8,
11-17 ’

B, Civil Defense Orientation

1. Background of war-related concern, interest and resistance:
Questions 19-28, 73

2. Attitudes toward civil defense: Questions 29, 36, 38, 39, L5,
L6, 57, 56, 61, 62

3. Information about civil defense: Omestions 30-35, L0, L1, L,

L7
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i, Contact with civil defense: Questions 50-5k, 59, 60 and an
independent check of the Milwauvkee Civil Defense records to
determine whether the household has ever been visited by a
Home Defense Officer (DU Enumeration Folder ITtem l)

5. Actusl and potential participation in civil defense: Questions

37, k2, L3, L8, L9, 55,

Co General Background of the Interviewee

1. Some psvchological tendencies: Questions 63-67

2, Communication habits: Questions 68-72, Factual Item

~3

3. Other social characteristics: Factual Items 1~-6, 8, 9
DU Enumeration Folder Items 1-3, 6, 9

st

D. General Characteristics of the Neighborhood

1., Civil defense organization: DU kmummeration Folder Item L and
a ra*ing of neighborhood progran activities to be derived
from Milwavkee Civil Defense records

2. Other social charzcteristics: To be derived from Census data
for the sampli ng unit recorded in Factual Item 10 and DU Enum-
eration Folder Iiem 1

This sketch can only suggest the wealth of information to be obtained, as does"
the questionnaire itself, Individval questions have, for example, been clas-
ified under only one heading, although a single question frequently bears ‘
on more than one topic. lore important, however, the cquesticns themselves
cannot incicate tne empheses and directions to be pursued in the free-answer
kind of interviewing that is so largely employed. A full understanding of
the material the questions will vield requires the reading of the section of
"Instructions for Interviewers" that specifies in detail the cbjectives of
each question and the direction and extent of exploration to be pursued; that
is, pages 30-52, These specific instructions make clear, for instance, that
the exact techniques by which people are enlisted in community activities will
be fully explored {cf. p. 38, Question 16 of "Instructions for Interviewers"),

although this intention may not be so readily apparent from the question it-
self,

Plan of Analysis: It is impossible o specify fully all of the relationships

to be examined, since their full statement would be much
like trying to write a report of tfe survey prior to the collection of the
data. Nevertheless, it can be said that the data will do much to answer such
guestions as:

Who are the people in Milwauvkee who consistently participate
in commnity activities?

What are their motivations for participstion and to what ex-
tent can these motivations be stimuiated in others?

By what tactics are these people mobilized to participate in
a particular community activity?
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What are the best communicational channels and organi-
zational lines for reaching these people for civil de-
fense?

To what extent do opinions, feelings and ideas about war,
atomic bombs and civil defense affect the tactics to be
used for civil defense?

What sections of Milwaukee have experienced notable success
or failure in organizing interpersonal relstions for civil
defense, and what appear to be the relevant factors in this
outcome?

Because of the nature of the sample to be employed, many of these re-
sults can be presented in the form of maps, showing the distribution of inter
personal resources, formal media of communications, favorable or unfavorable
predispositions toward civil defense or toward community activities, and
relative success or failure of civil defense efforts to date.

Such findings as the foregoing will lead on to and guide the design of
the two later informational studies--one which will further explore the prob-
lems of neighborhood organization for civil defense and one which will study
more intensively any factors affecting the success of civil defense in
Milwaukee which appear to cut across neighborhood organizational lines. BRe-
sults of all three studies will, in turn, guide the conduct and testing of
an experimental program to increase civil defense information and participa-
tion from which final recommendations for the operation of the public infor-
mation program of the lilwaukee Survival Plan will be made.

Time Schedules and Costs: The study proposed is complex and difficult; it

requires a large sample, lengthy and technically-
demanding interviews and an elaborately detailed analysis. TFor all these
reasons, its execution will be quite costly and time-consuming, We estimate
that completion of this survey, on the scale specified through a final report
will require 18-2L months and will cost about $15L,000, as per the tentative
budget beiow. These costs apply only to this one basic survey--the first
step in the total research plan, and do not include the costs of studies b,
c and d, each of which will probably require an additional ¥25,000, although
their costs cannot be accurately estimated until their scope can be more ex-
actly specified,

Tentative Budget for Study a

Sampling « « « « « . . . .« $ 2,000
FieldWork o+ o v o « » . . . 103,000
Coding and Tabulation . . . 31,000
Analysis and Report . . . . 12,000
Miscellareous . . . . . , . 3,000

Dstimated Total . . . $15k,000
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Applicability to Other Survival Plan Areas

The question of whether the present research plan for the Hilwaukee
Survival Area can be adapted to use in other communities engaged upon Lur-
vival Plans requires, first, some consideration of the probable applicabil-
ity of the findings of the iilwaukee studies to the problems of other areas.
The present proposal is complex and difficult; its execution requires a large
budget and a high level of professional social research competence, For
these reasons alone, it is inconceivable that studies on the same scale can
be carried out in every Survival Plan area and, irrespective of their feasi-
bility, it 1s most questionable if it is advisable to do so.

The studies proposed for the iilwaukee Survival area constitute a co=
ordinated research plan, based on an analysis of civil defense informational
problems and aimed at determining how to utilize interpersonal relations ef-
fectively on behalf of civil defense, It is highly probable that the know-
Ledge gained in the Milwaukee studies sbout the management of interpersonal
relations would require only the testing of its generality in from twe to
six other communities and could, thereafter, be applied by all Survival Plans
with only a minimm gathering of supplementary information., To illustrate
the expected process of interaction, let us suppose that the Milwaukee re-
search demonstrated that, in Milwaukee at least, attempting to reach people
through neighborhood organizations was more effective than working with more
formal, city-wide associations, and suppose further that this tentative con-
clusion was found, thereafter, to obtain in several other communities quite
diverse in character from Milwaukee. Ve would then expect that FCDA would
advise all Survival Plans to concentrate their efforts on the one kind of
group rather than the other, without each local comrmnity's repeating the
Tresearch to see if the recommendation held true for them, Each community
would, however, have to carry out concrete local research or fact-finding
to determirne exactly what groups were in existence and available to them
for this purpose, and each community might well want to evaluate periocdi-
cally the effectiveness of its total program. For reasons of efficiency and
economy, the more basic and more complex research on how Lo achieve or in-
crease effectiveness would, however, not usually be conducted in this de~
centralized fashion,

~ The 1oglc of this division of labor is quite analogous to that which
obtains, de facto, with respect to the periodic series of national studies
conducted by the Survey Research Center. As the earlier discussion made clear,
their assessment of the status of civil defense in public opinion and of the
kinds of factors found to influence Oopu,ar thinking about war and atomic
bombing provides ample general orientetion to program planners. The results
and conclusions they report prove to be not so geographically variable as to
Jjustify elaborate replication of their surveys in each Survival Plan area as
an end in itself., Further research should be focussed on operational matterss
local community research will be largely useless duplication of effort unless
a few communities are utilized as a laboratory in which to develop basic pro=
gram guidance along the lines of the present proposal, and the non-experi-
mental communities limit their research efforts to the practical problems of
implementation, -

Beyond our convietion that the research plan we are proposing should
not be routinely executed by every other Survival Plan area, there is little
in the character of the research instruments included in Appendix II to pre-
vent their application. In fact, with the thought in mind that the Milwaukee
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research must be repiicated in several other communities in order to test the
generality of its conclusions, these research instruments have been deliber-
ately designed to permit their adaptation to other areas with only minimum
nodifications, The modifications that will inevitably be needed are:

a., Substitution of the name of the other area for that of lMilwaukee in
all relevant questions. A list of questions that would be affected

by this change appears in Appendix II, Section D, "Instructions for
Interviewers," page 33.

b. Adaptation of questions referring to specific measures, policies or
other aspects of the local civil defense program, Lssentially this
adaptation requires the deletion of such questions as may refer to
practices or policies unique to the Nilwaukee civil defense program
and the addition of any needed guestions about aspects of the other
area's progran not present in the Milwaukee area and not, therefore,
included in the present guestionnaire. Questions which might be
affected by changes of this order are primarily those classed as B2-
BS on pages 18-19 above,

In this context, it must, however, be emphasized again that the re-
‘search instruments in Appendlx I1 are intended to implement only the initial
phase of an integrated research plan, f they are uvtilized without a Ui Ly
ing and organizing principle, the result is 1lxelv to be merely the collection
of a good deal of descriptive information largely duplicative of Survey Re-
search Center findings and of 1ittle additlional usefulness.

he potential usefulness of the information to be collected by means
of these instruments derives entirely from two special characteristics: first,
that the sampling scheme and plan of analysis for the initial phase of the :
I'ilwaukee Survival Plan public information research permits relation of the
data collected to the actual organlzaulon and functioning of civil defense in
the area; and, second, that there are clear-cut and definite plans for carry=-
ing over the research implications into action. In the present proposal the
later stages of the research plan--not yet implemented by research instruments
--represent the mechanism through which resecarch conclusions will be funneled
back into the operation of the information program, Without this dual assur-
ance that the research results will have pract*caW implications for program
orperations and will actually be utilized in practice, there is little justi-
fication for embarking on the initial phase of the total research plan.

Finally, just because our research proposal is carefully tailored to
obtain a practical answer to an operational problem in a concrete setting,
a definitive judgment of the wisdom of adapting either the plan itself or any
of its implementing instruments to research in another area can only be made -
in the light of full consideration of the concrete sitvation of that area—-
its program, present problems and potential resources. Research is effective
only when it is designed to solve a particular problem or answer a particular
question, and the hasty application of research designs to problems for which
they were never intended will benefit no one, Adaptation of any part of this
proposal to other areas should, therefore, be contemplated only if careful
reflection indicates that the present research formulation does in fact extend
to the problems of the other areas., The costs of preparing or modifying re-
search designs to fit the actual needs of an area will in the long run prove
to be far less expensive than the waste of ekecutlng a ready-made but irrele-
vant research plan.
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SUMMARY OUTLINE

1. DIFFRRENTTAL MEDTA TXPOSURE

Taken together, the mass media reach into almost every home, but,
with the single exception of the newspaper, those which require
literacy-~-the printed word--tend to reach only the better-edu~

cated, upper-economic groups . . o+ + o &+ o o o o . .

se o e ¢ 0

Whatever medium of communication is considered, the more liter- -

ate segment of the population--the better-educated, upper-in-
come group--is more likely than the less literate segment to
attend to serious informational features of its content and
less likely to limit its attention to entertainment features .

Socio-economic and other demographic differentials in attention
to the serious informational features of mass media are only an
instance of the general principle that people attend only to
what interests them . . + o ¢ o o o o s o o « o o o o » = o
In much the same fashion, people attend primarily to what they
already agree with; they are not usuelly interested in opposing
VIEWS v v v o o o o o o s o s o s o « a & o ¢ 8 s« 5 o o s o
While the flow of information over the mass media will not in
general receive the attention of those groups who are least ine
formed, uninterested or opposed to the position taken, a neavy
concentration of a particular subject matter in the mass media
will, through sheer ubiquity, result in some degree of casual
exposure by these groups o « o + ¢ o o o ¢ « o o s o o oo 4 e

2 jDIFFERENTIAL MEDIA EFFECTIVENESS

A1l media are effective devices for imparting information but,
if it can be assumed that people are equally exposed to them,
media that do not rely on the yritten word--radio, TV and movies
--are superior to print in imparting information, especially to
audiences of lower educational attaimment. . « . . . . . . . .
Although the evidence is inconsistent and not entirely conclu-
sive, the mass medla appear to be relatively ineffective in
changing the attitudes and opinions of adults, especially when
the change is attempted by means of imparting information. . .

Such evidence as exists suggests that personal contacts play
a more important role in helping people to make up or to change
their minds than do the mass media, whose effectiveness, in

turn, appears to vary with the degree to which they approximate
personal contact o 4 4« 4 4 e v e e e s e s e ee e e 0 e e
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3. TECHNIQUES OF PRESENTATION

Successful techniques of presentation and persuasion will vary
with the general psychological objectives of the mass media
CaMPaLENe o ¢ o o o o 4 4 4 b e 0 e 44 e I

While it is not entirely clear whether appeals to emotion or
to reason are generally more effective, there is some reason
to believe that appeals to emotion are more successful than
rational appeals when the audience is initially unconvinced
OF OPPOSEAs o o o 4 4 o o o o 4 o o ¢ o o o 4t o e o o e e .
Those emotional appeals which rely on fear arousal, however,
tend to boomerang and fail of their basic objective, .

* ¢+ s »

Communications are generally more effective when they are ex-
.plicit about their conclusions and/or their specific action

recomendationS. « + 4 6 0 0 e 4 4 e 4 4 e 4 ke e e e e e .
With subjects about which there is disagreement or controversy,
presentations that include 2 fair and full statement of the
other side of the case as well as the position they advocate
are more persuasive with people who are initially opposed to
the position than are one-sided presentations, and opinions
derived from such two-sided presentations survive subsequent
exposure to counter-arguments better than do oplnlonszln-
duced by one~sided presentations. . . . . 4 . . o v . . ..
Effective communication of one position appears likely to in-
crease the difficulty of persuading people to accept ancther,
conflicting position. . « « . . v o v . . o . o o o L.

Little decisive information exists as to the best sequence of
presentation of material within a single communieation, but it
has been suggested that placement of the most striking material

 Tirst may help to capture the attention of an audience with a

* & 2 2 s 9 4 s =

low level of dnterest. . . . « v + o & + &

The source from which a communication emanates is not consist-
ently related to its persuasiveness and, in any case, has only
a short-run effects . . v ¢« . . « . . . .

e * e &4 & & & s s 2

L. THE ROLE OF INTERPERSONAT INFLUENCE

Interpersonal influence appears to be more effective than the
mass media as a means Of PersuasiofNe « « 4 4 o . 0 e . 0 0 . .
The persons most influential in the decisions of others are,

however, themselves highly exposed to mass media whose contents
they transm1t to others. . . . . .. .
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Differential exposiure to mass media is primerily attributable
to informal and formal group affiliations and to interpersonal
influences exerted directly through individual assoclates. . . 36

Mass media are most likely to succeed in changing opinions or
behavior when support for the advocated change already exists

in the normal group associations of the individuals to whom

the mass cormunications are addressSels +v o « o o o o scs » o o 37

lass media may, however, exert wider influence on individuals
who are not strongly attached to groups having a position on
the issiie at hands o 4 ¢ o ¢ ¢ 4 o & « o ¢ o 6 o ¢ o s o o o s 39 .

Communications aimed at modifying attitudes and practices are,

in general, more effective when addressed to individuals in

group setbtings where perceptions of group support for the

change can emerge rather than to individuals isolated from the

"sense of the Meetinge® o v v v o 4 o o v o o o o o v+ o v o 4« Lo

Programs of public information and educatiorn are most likely to
succeaed when they employ mass medla camoaigns in support of
simultaneous, large-scale campaigns of personal contact with
individuals and ErOUDS. o o s s o o o 4 0 6 4 e 0 e .0 0. L2
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This memorandum is a selected summary and evaluation of significant researches on
communications designed to impart information or affect attitudes, drawn from a
variety of sources--experimental and soclal psychology, mass communications re-
search and small groups research. Its principle of selection is to bring together
those research findings whose generality appesars to transcend thelr immediate sub-
Jject matbers and whose conclusions and implications seem immediately pertinent and
applicaeble to the problems of civil defense information programs., Its intent is,
thus, to organize what is generally known about communication in a manner that
will lend itself to the formulation of tentative conclusions about civil defense
comriunlcation. Until systemabic experimental and evaluative research on the in-
formation programs of civil defense can be carried out, the research findings in
this memorandum represent the best current knowledge available for guidance, but
it should be borne in mind that their relevance is, at best, a matiter of expert
Judgment and not a matter of demonstrated fact.

The effectiveness of the mass medlia as instruments for changing the level of in-
forrmtion or the opinions of large numbers of people is affected by a multitude
of variebles which, for the purposes of the present memorandum, have been organ-
ized into four broad categories.

1, Studies of differences in medie exposvre among different segments of the popu-
laticn and of social and psychological variebles predisposing individuals to
favor or to avoid certain types of mass nedia content.

2. Studies of the differences in medla eifectiveness in imparting information and
changing attitudes.

3., Studies of techniques of presentation that make for variations in the effect-
k ,
iveness of the mass media in influencing different segments of the population,

L. Studies of the effects of interpersonal relations and group merberships on
responses to the mass media, '

A bibliography, arpesring at the end of this memorandum, includes all studies dis-
cussed in the text and annotations covering the design and rosnlte of other rele-
vant studies that are referred to, but not discussed, in the body of the memoran-
dum, ’

1. DIFFERENTIAL MEDIA EXPOSURE

A very considerable amount of the literature in the field of mass communications
is devoted to the analysis of the characteristics of audiences of the various mass
media, and with good reason., Tor, as Lazarsfeld has observed, "Effects, if any,
of mass media come about in two steps. First, people have to be reached and after
they are reached they have to be affected in some way, Common sense considera~-
ions as well as audience research make it appear 1ikely that coverage is the most
important factor." (L7, p. 258)% As illustration of this point, he notes that
laboratory experiments show that educational films cr radio programs greatly in-
crease the knowledge of lower educated groups. But the same pecple so affected
by the experiments would not, ordinarily, be the ones to expose themselves to such
programs in the real life situation. The direct effects of the various mass media

e

tn oo . . o o s .
The first number appearing in parentheses refers to the bibliography appearing
at the end of this memorandum, where citations are given in full,
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can only be exercised upon those members of the public who expose themselves to
such influences, so it is important to know what proportion of the population
attend, at least minimally, to each of the media.

Taken together, the mass media reach into almost every home, bub, with the

single exception of the newspaper, thcse which reguire literacy~~tne printed

Word--tend to reach only tiae betier-edueated, upPEr-£COLOMLC groups.

The two mest widelyr used mass media, from all indications, are newspapers and
radio. Lazarsfeld and Kendall, for example, report, in a survey of the com-
munications behavior of a nationwide cross section ssmple of 3,529 acult re-
spondents, that fully 90 per cent of the people interviewed usually read a
daily newspaper; Th per cent listen to the radio cne hour or more on an aver-
age weekday evening; €1 per cent had seen one or more movies during the month
of the survey; 61 per cent read at least one magazine regularly; but only 26
per cent had read a book during the mcnth that the survey took place (50,

pp. 2-L). Asheim reports similar usage of the various media (2, p. L2k).

The foregeing figures provide a picture of the relative usage of the various
mass media prior to the introduction of television on a mass scale. It is not
yet clear to what extent the advent of this new mecium has zffected the use of
the other mass media. For one thing, the purchases of TV sets have been in-
creasing so rapidly that studies of its coverage hecome oubdated almost be-
fore they appear., TFor example, an NOXC study based on an area probability
sample of 2,139 cases in the city of Chicago found thet in 1531 57 per cent

of the households contained television sets and that families who owned sets
used them an average of Tive hours a day, £ more recent (195L) study, based
on a national probabiiity sample of 2,071 houssholds, reports the voliume of

1V owmership by city size and indicates that TV coverage has been greatly ex-
tended, particularly in metropolitan arsas {75, p. 22):

Per cent of Homes with
Television Sets,
Jan,-Feb,, 1954

Metropolitan areas : 500,000 and over 80.7
: Under 500,000 . . . 68.3
Non-metropolitan areas: 10,000 and over . . 36,9
¢ Under 10,000 . . . 29.3

Tt could also be anticipated that the initial impact of this new mass medium
on established commnication habits woulc be considerable, although its long-
run effects might well be less extreme, From all indications the advent of
TV has had the most effect on radio listening and movie attendance. AlL
studies that were reviewed in this context report that IV owners listen sig-
nificantly less to the radio and attend movies less than non-ouners (155 773
80; 83). what effect TV is having on magazine and book reading is less clear.
Some comparisons of TV owners and non-owners find little difference on tils
score (80; 88), Others find that TV owners spend somewnat less time reading
(15), while ancther indicates that TV cimers read more megazines and report
having read a book recently more often than non-owners (77). Such incon-
sistencies may well arise from the fact that length of ownership of TV sets
was generally nob employed as a control in these analyses, and d.so. from the
strong possibility that the early buyers of TV may have differed in some
significant respects from non-owners. Early buvers of IV mey have been those
who were heavy users of radio and the movies and light users of books and
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magazines, We will, therefore, have to wait on more carefully designed
studies of the impact of TV on the use of other mass media before we can say,
with any degree of accuracy, just what these effects have been.

One would, however, hazard the guess that the same types of people who were
heavy users of radio and the movies will become the heavy users of TV, but
~that this new medium will not make sharp inroads on the audiences for the
ptinted media--newspapers, magazines and books. It seems likely that in the
large urban centers TV and the newspapers will constibute the means for reach-
ing the largest number of people, while in rursl areas radio, along with the
newspapers, will continue to offer the best means of achieving this objective
for some time to come, ‘

Although the vast majority of people watch IV or listen to the radio and read
newspapers, there are wide variations anong them in the amount of time they
devote to these and to the other mass media., Ubviously, all other things
being equel, the chances are greater that a given communication will reach
the individual who, say, listens to the radic three hours daily than the one
who spends less than an hour a day doing so, Similarly, the individual who
regularly exposes himgelf to two of the mass media is more 1ikely %o be
reached by a given communication, all other things being equal, than the
person who regularly attends only to one medium. It is, therefore, of great
importance to the communicator, whether his objective be to sell a product
or a set of ideas, to discover what the characteristics are that differenti-
ate the "heavy user" from the "light user" of each of the mass media, and to
ascertain whether there is any carry-over in the pattern of use of one med~
ium to use of the other media.

As could be expected, the level of educational achievement of people is an
important factor in exposure to magazines and books. Lazarsfeld and Xendall
report, for example, that the proportion of book and magazine readers in-
creases directly with educational level., Twice as many magazine readers and
five times as many book readers are found ameng college educated respondents
as among those with only a grade school education (50, p. 9). The ahbility

to read with ease is, of course, a function of formal education, and people
who lack this skill are not generally habitual readers. Furthermore, books
and magazines are more expensive than newspapers and therefore, less avail-
able to the less educated, who are also more likely than better educated peo-
ple to be of low socio-economic status. It has also been found that the '
audiences for these two media are overlapping, Virtually all those people
who read books regularly also read magazines regularly (50, p. L).

Radio, TV, and the movies differ from the printed media in that they require
no specific skills, The audience need do little more than watch and listen,
and consequently the appeal of these "spectator" media is far more widespread,
Neither socio-economic status nor educational achicvement is an important :
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differentiating factor in the amount of usage of radio, TV and the movies.

There are, however, considersble differences between men and women in the
amount of time they devote to listening to the radio, Since the majority of
woinen are housewlves they have more opportunity to listen to the radio during
the daybime than do men, and they apparently listen no less than men to the
radio during the evening hours. Consequently, they are usually heavier users
of this medium than men (50, p. 135).

Still another factor--age--is important in determining the frequency of movie
attendance, TYounger people, as might be expected, attend motion pictures
most frequently, and as people grow older movie attendance drops sharply.
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Thus, Lazarsfeld and Kendall report that among respondents in their twenties,
only 19 per cent had attended no movies during the survey month, but among
people in their fifties this proportion becomes 51 per cent (SO, Do 11). The
advent of TV may affect this relationship between age and movie attendance
but it is very doubtful that it will destroy it. Indeed, it may make for
sharper differences in attendance between the younger and older groups for,
as Lazarsfeld and Kendall point out, "The teens and twenties are age periods
of relatively few personal and social responsibilities, and therefore those
people have more 'free evenings.! ...Furthermore, movie going is a social
activity (more than magazine reading, for example) through which the young
people make sccizl contacts which are imporbant to them., Movie going is

thus much more than mere entertaimment." (50, pp. 11-12.)

Finally, area of residence conditions motion picture attendance. The amount
and variety of movies are more limited in rural areas than in urban centers,
and, as a resvlt, one finds a higher proportion of non-attenders among peo-
ple who live in rural communities and farms than among urban dwellers (50,
pe 13). Similariy, TV ownership is least widespread in ruwal areas where
reception facilities are more limited (75, p. 22).

Whatever mediumof communication is considered, the more literate segment of
The popllation--the petter-esducated, ugper-incore group--is nore likely than
the less iiterate segnent to attend to serious informationas features of its

content and Less lilely to limit its attention to entertainment foatures.

The guantity of exposure to the various mess media constitutes only one of
the dimensions by which the media hebits of different segments of the popu-
lation can be cdescribed. A& second dimension deals with the differences in
centent preferences exhibited by various groups in the population. Two peo-
ple may spend the same amount of time listening to the radio, bvt the tyres
of programs they select may be totally different. Informaticn programs may
succeed with relative ease in reaciiing those people who enjoy and therefore
are likely to listen to pregrams that carry discussions of public affairs or
other educational fare. It will, however, be much more difficult to reach
those people who are nob interested, and therefore avoid, programs of an
educaticnal nature in the mass media,

It would seem, on first thought, that taste is a highly individual matter,
that it has a great deal to do with the perscnality characteristics of peo-
ple. Communications research, however, offers very little support for this
view; indeed, the weight of evidence is against this conclusion. Thus, per-
sonality studies have been made of "fans and non-fans" of deytime radio
serials, and thematic aprerception tests were given to people who panicked
ard those who did not on hearing the "Invasion From Mars" progrem, These
investigaticns failed to find any perscnality differences that distingvished
these groups from one another (L7, p. 2L2), The absence of any significant
correlations between personality characteristics of individuals and their
communication habits, on the one hand, and the presence of consistent and
clear-cut correlations between demographic characteristics--socio-economic
status, educational level, age and sex~-and media habits of pecple leads to
the conclusion, aptly summed up by Lazarsfeld, that "Ferhaps what a person
is interested in does not depend on his versonality but on his position in
the social system, People ave interested in the things which the groups to
which they belong believe to be worthwhile., Group stratification in our

‘soclety is along economic, educational, sex and age lines3 sc perhaps it is
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not surprising that these primary characteristics are related to a greater
degree to communication habits than are personality traits.” (L7, pe 2h2.)

News broadcasts, sports programs, comedy programs, popular music and mystery
stories in radio, cut across socio-economic lines, that is, exposure to these
types of content occurs about equally among the various sccial strata, But
their behavior with respect to programs that carry discussion of public is-
sues or serious music differs considerably. Thus, NORC data show that such
prograns are favored approximately twice as cften by higher socio-economic
groups, or by the college~educated, than by the lower socio-econordc groups,
or by those having only a grade school education {50, p. 25 and p. 136).
Beville (7) and Nafziger (60) also find that attendance to serious programs
on radic varies directly with socio-economic status., Similarly, with respect
to newspaper content, there is a direct correlation between the amount of
news reading, the reading of public affairs items and editorials, and the
socio~economic status and educational level of respondents (70, p. L19).

Lge constitutes another factor malking for selective exposure to pubiic affairs
content in the mass media. In genersl, younger people (under thirty) appear
to use the mass media primarily for entertairment, and are less interested,
and therefore less likely than people in clder age groups to expose them-
selves to discussions of public issues on radio, or to articles dealing with
public affeirs and %o editorials in the newspapers (50, p. 1363 70, p. LO7).

Finally, sex plays an important role in program preferences. Although women
listen more to the radio, for example, they are less likely than men to se-
lect news broadeasts or discussions of public issues as radio fare (50, p.
137). These sex differences in the selection of content also extend to news~
papers. Women read fewer news items and fewer items dealing with toplcs
having communal or social significance than men, and they attend more to con=-
tent having human interest appeal or dedling with activities that are part
of their daily life (9).

Students in the field of mass communications, although highly conversant with
the findings just cited, have been slow to design research aimed at explaining
the process by which these demegraphic factors--socio-economic status and
education, age and sex--act upon the individuwal's interests and tastes to
bring about conformity with the communication habits of others similarly situ-
ated in the social structure. We would like to suggest that one reason for
this paucity of explanation is the failure of researchers in this subject
area to study the communications habits of individuals within the social con-
text in which they develop and persist, By this we mean sirply that in all
probability the selection of content in the mass media that adults make is
strongly inflvenced by the people with whom they assoclate regularly. Gon=
sider, for example, the strong correlation that has been found between level
of education and exposure to "serious" types of content in the mass media.

Tf comminications habits were rationally determined then it should be the
less educated members of the audience who expose themselves to the education-
al offerings of the mass media, for this would constitute a relatively simple
means for broadening their scope of knowledge. And, as was noted earlier, it
is precisely these people with little formal education who, in esperiisnial
situations, do show the greatest relative information gains upon expcsure bo
the comrunication media. But it would be a fallacy to assume that the less
educated generally experience an overweaning need to broaden thelr scope of
knowledge. People generally are not anxious to be different from thelr
associates, and, from gll indications, the friendships of most people are
with others of like age, sex, and socio-economic status (59). To the extent
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that this is the case, it could be anticipated that there is a great deal
more opportunity and more social pressure exerted by his peer group on the
higher class, better educated individual than on the lower class, poorly
educated individual to familiarize himself with community and public affairs.
There is a whole cluster of social behavior that differentiates higher soclo-
economic groups from lower ones, and which operates to stimwlate interest in,
and discussion about, public affairs. As a result, even the relatively un-
interested person in the higher soclo-economic groups is more likely than the
one occupying a lower position to be exposed, in his interpersonal contacts,
to information of this sort (60). This, in turn, enhances the liklihcod that
he will also expose himself more to such content in the mass media., A find-
ing from an NORC study of the effectiveness of a campaign to stimulate inter-
est in and support for the United Nations in Cineinnati serves as partial
illustration for this point. It was found there that though a direct re-
lationship exists between interest in the UN and the level of information
about it, even better educated people who were uninterested in the UN were
usually more informed than uninterested people with little formal education
(61, p. 1h).

c. Socio-cconomic and other demographic differentials in attention to the ser-
Tous informational Teatures of mass media are only an instance of the general
principle that people attend only to what interests them.

A major factor that produces selective exposure to serious content in the
mass media is the level of interest that individuals hold with respect to

o given issue. To be sure, those groups in the population that are generally
less predisposed to attend to serious content in the mass media are also the
ones who are generally less interested in and less informed aboutb specific
public issues. Thus, studies of voting behavior, for example, consistently
find higher proportions of people with low interest in politics among the
lower socio-economic groups, less educated, young people and women (63 L9).
But, this relationship does not deny that the amount of specific interest in
a particular issue also affects exposure to the mass media. Although certain
groups in the population are generally less predisposed than others to attend
to serious content in the mass media, within each of these broad groups, one
usually finds considerable variations in the level of interest held by peo-
ple with respect to any given public issue, And this variable of interest
also plays an important role in exposure to particular content in the mass
rnedia. Whatever the issue, people who are more interested in it can be
reached more easily through the mass media than those who have little inter-
est in the issue.

The role that interest plays in selective exposure to the media has been most
carefully documented in studies of political campaigns. In a study of the
1910 presidential campaign, for example, it was found that the respondents
with high political interest attended twice as much as the less interested

to newspapers and radio and three btimes as much to magazines during the period
of the campaign (L9, p. 51).% The important qusstion here, of course, is

"This study started with a representative sample of 3,000 persons in Erie County,
Ohio, and was subseguently subdivided inte four groups of 600 persons each; three
of these groups were interviewed once each during the progress of the campaign,
and the fourth group, -the panel, was interviewed once each month during the period
of the 194C campaign. It represents the first systematic attempt to analyze what
role the mass media play in voiing behavior. Its importance also derives from
its introduction of the panel design into survey research dealing with political
behavior.
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whether it is the higher level of initial interest which brings about greater
exposure to campaign materials, or vice versa., This particular study, because
it made use of repeated interviews with the tame respondents, was able to pro-
vide an answer to this question. The authors started with pairs of groups which
were alike in the amount of exposure to political campaign materials during the
early months (May to August) of the campaign, but which differed in their level
of interest--two were high, two medium high, two medium low, and two low., The
question asked was, "What happened to their exposure for the two paired groups,
alike in their brev1ous exposure but different in interest?" during the later
perioc (August to October) of the campaien. It was found that th he initielly
more interested group in each palr read and listened more to campaign materials
in the second period than did the initially less interested groups (L9, pp. 79~
80). This is perhaps the most convincing demonstration in the communications
survey literature of the proposition that, once interest has been aroused in an
issue, it operates tc increase exposure tc the mass media, While these data
1ndlca te clearly that level of interest exerts an independent effect on exposure,
these two variables are, of course, reciprocally related to one another. In the’
words of the authors, "Fropeganca leads to inereased interest which in turn makes
peop1e more willing to expose themselves to further propaganda, and so on, But.;.
in the course of ﬁﬂls process not all people are reached by the same kind of
propaganda.” (L%, p. 79.)

d. In much the same fashion, people sttend primarily to what they already agree
with; they are not usually interested in opposing views. '
This brings us to still another factor that makes for selective exposure to the
contents of the mass media, and which often acts as an impediment to their po-
tential effectiveness. Peopie vary not only in the amount of interest they have
in & particular issue, bub also in their attltuces towrard it. Some peovle are
in favor of the UN, while others oppose it; some people favor the Republic
party, cthers, the Democratic party;. some ppople are prejudiced agalnst Negroes,
others are not; some people favor Civil Defense preparation, while others are in-
different or opposed. Such attitude differences play an extremely imporitant role:
in the selective exposure of audiences to the mass media, ’
One of the best doocumented propositions in the communications literature is that
whatever the issue people expose themselves to information that is congenial to -
their existing attitudes, and avoid communications that fail to support or which
oppose such attitudes (68; 695 79). Thus, in the study of voting cited eariier
the authors conclude (L9, p. 89):
... Actual exposure does not parallel availebility, Availability plus
predispositions determines ekposure~-and.pre01gpn81t¢ons 1ead.peop1e to
select communications which are comgenﬂal which support their previous
position. - More Republicans than Democrats listened to Wilkie and more
Democrats .than Republicans listened to Rocsevelt. The universe of cam-
paign commnications-~political speeches, newspeper stories, newscasts,
editoriels, columns, maegazine articles--was cpen to virtually everyone.
But exposure was consistently partisan, and such partisanship resulted in
reinforcement of political vredispositions of respondents."
This phenomedon of partisan exposure is not confined to politics. It is practi-
cally an adage in communications research that educational broadeasts are
most succeqsful 1n reaching those people who need them least.* ~f‘xorts to use
“For. a. dlscu531on of echnﬂqpes for bu 1d*ng avdiences for ed ional programs see

Elmo Wilson (96) and Katz & Elsenuerg (39).
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the mass media for the reduction of ethnic prejudice are a case in point.
Cooper and Jahoda conclude, on the basis of their analysis of a number of
studies and experiments dealing with ethnic prejudice, that "it is diffi-
cult for a communication to reach those people not already in favor of the
view 1t presents....Many people evade points of view which are at odds with
their own by the simple expedient of not exposing themselves to such views,"
And they go on to note that when prejudiced people are involuntarily con-
fronted with anti-prejudice messages in experimental situations, they evade
the issue by simply not understanding the message, or by distorting its mean-.
ing to support their own preconceptions (16, pp. 15-25)., A study by Kendall
and Wolf also furnishes careful documentation of this point (L3),

Additional evidence that exposure to information occurs on a partisan basis

ig provided by an analysis conducted by NORC of the relationships betwsen ex-
posure to and information and attitudes about foreign sffairs, Hespondents

in a national sample (1,292 cases) were asked if they had heard or read about
a recent Anglo—ﬁmerlcan Committee report on Palestine, and about a joint
statement by England, France and the United States denouncing the govermment
of Franco Spain., The entire sample was then given a brief description of this
information, followed Ly some relevant attitude questions. Hyman and Sheatsiey
report that "...in every case,.. the group who reported prior exposure to the:
information had a different attitudinal reaction from those without prior ex-
posure.' Those respondents who reported having prior information consistently
held more favorable attitudes toward these pieces of information than those '
who had not previously exposed themselves (33, pp. L17-18).:

While the flow of information over the mass media will not in general receive
the ettention of those groups who are least informed, uninterested or opposed
to the position taken, a heavy concentration of a particular subject matter
in the mass media will, through sheer ubiguity, result in some degree of
caSal exposure by these groups. Uasusl exposure, in turn, may evenvuate in
increased int ere@t if it succeeds in focussing atiention on the issue,

We have discussed several factors that make for selective exposure to the
contents of the mass media. There is, however, also some evidence that not
all groups are equally selective in tqalr exposure, and that certain patierns
of use of the mass media occasionally, at least operate to modify the se~
lection of content.

A recent study of opinion formation in a presidential campaign~--voting--while
in substantial agreement with the findings discussed as to the factors that
condition consistent and concentrated exposure to the mass media, also pro-
vides some evidence that a good many people who, during the period of the
pregidential campaign, do not actively seek out political content do, never-
theless, "run across" such content in the mass media. Thus, data are present-
ed which show, in the words of the authors, that ”people who pay general,
ronpolitical attention to newspapers, radios and magazines tend to see and
hear more political material, along with everything else, (These results hold
even when the variable ofimterest is gontwolled.) Thus the very accessibility
of the medium ‘rubs off! a certain amount of political exposure, It would
take almost deliberate action to keep from some exposure to politics under

1N
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For a discussion of the relationship Detueen vnforrednebs and a*tWBudes in the
context of atomic warfare maneuvers among trcops, see ochwartz and Winograd

(71).
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such conditions."s#¢ (6, p. 2Lk.) The same order of findings is reported by
Berelson in his analysis of the effects of printed media in the 19L0 presi-
dential campaign (5).

Some earlier studies of daytime serial listening furnish an additional bit

of evidence that, within limits, the availability of content in the mass media
serves to stimulate interes’t and cxposure. Two independent studies of listen~
ers to daytime serials on radio found a clear-cub pattern of adjacent listen-
ing., Serials which come over the same station in a chain have a high over- :
Tapping audience, but overlapping decreases the further apart that two serials
appear on the broadcasting schedule of the station (40). This pattern of ad-
jacent listening also prevailed among listeners to a music program on radio
(20}, 1In other words, interest governs selection of a particnlar progrem in
the mass media, bub exposure makes other programs easily aveilable, and avail-
ability, in turn, operates to increase the probabiliity of exposure,

Lazarsfeld, Berelson and Gaudet (L9) have also suggested that, while exposure.
to political canpaign propaganda is primarily a function of interest in the
issues, some interest, at least in the initiel phases of the campaign, is also
created by an increase in the sheer volume of propaganda. Thus the authors B
note that "As the campaign gains momentum, pecple who have not been interested
begin to pay attention., At this stage it is the rising volume of propaganda -
which initiates the change....As pecple ‘'wake up' to the campaign, their
aroused attention leads them to see andhear more out of the supply arcund
them, .. " (L9, p. 75-6.) In other words, in the initial phases of a campaign,
before the attitudes of people teward the issues crystallize, a substantial
increase in the volume of propagands in the mass media can sometimes serve

to generate interest and to focus the attention of people on given issues.

Nevertheless, the observation of Berelson, Lazarsfeld and HcFPhee sbout the
Timitations of the mass media for bringing about widespread participation in
politics would also seem applicable to public irformation programs:

It is a credit to the agencies of communication (media and parties)
that far more Americans participate in politics than are really
interested., But there is a limit--reached fairly soon--to whatb
availability without interest can do., Beyond that, only interest
based on enduring soclal involvements can go. The most likely
sources of heavy as opposed to superficial communication exposure
are in the main independent of and prior to the communications
themseives, If minimum or superficial exposure can be "manipu-
lated" externally by such matters as the volume and the accessi-
bility of media materials, the conditions for more concentrated
or serious attention lie in the society and individuals them-

. selves (6, p. 245).

]

REFLCTIVENESS

w el

2. DIFFIRENTIAL MEDIA

P

Studies in this section deal with the relative effectiveness of the various mass
media for imparting information, for persuasion and for retemtion of comtent.
Since these studies primarily consider what happens when exposure occurs, they
deal, for the most part, not with the actual effects of thess media in practice
but with the limits of their possible effects under ideal conditions,

In fact, the literature of experimental psychology with respect to the relative
effectiveness of content presented by visual and aural means wider ldeal condi-
tions is vast, and it would be impossible to cover all of it within the 1imits
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of the present memorandum. We shall, therefore, discuss only a selected number
of the important experimental studies in this field, We will also be concerned,
however, with studies of the effectiveness of various mass media carried out in
"real life' situations because it is felt that, even though such studies lack
the precision of the experiment, their findings have more immediate relevance to
the problems at hand. The well-considered conclusions of Klapper (Ll, iHemo II,
Pp. 3-4) regarding the comparability of ezperimental and non-experimental media
comparison studies help to explain why this may be the case:

Most of the investigations in which two or more media are compared were
conducted under laboratory conditions which differ markedly from the
situation in which the public at large listens to or looks at the prod-
ucts of mass media. Three differences between the laboratory and the
social situations are of particular importance.

1. The controlled experiment ordinarily involves highly motivated
attendance. Often the subjects are students who are compelled
to read, listen or watch by faculty command....Their awareness
and reactions are thus likely to be gquite different from those
of the hcusewife or worker who reads, watches, or listens to
what he wishes, when he wishes, and where he wishes.

2. The controlled experiment ordinarily involves identical texts
presented through different media, Outside the laboratory,
however, one is not likely to hear over the radio the exact
words of a magazine article or advertisement. Data pertain~
ing to identical texts cannot be assumed to be valid in re~
lation to vaguely similar texts.

3. The controlled experiment ordinarily controls the Irequency
and length of exposure. The subjects see, hear, or view the
material a given numker of times, which is ordinarily equal
for the several media. In daily life, however, a man may read
something in the paper once and hear similar material over the
air, seven times, or twice, or not at all. In short, reither
balanced exposure nor its resulis necessarily occur in the
work-a~-day world,

a. All media are effective devices for imparting informaticn but, if it can be
assumed that people are equally exposed to them, media that do not rely on
the written word~-~radio, IV and movies--are stperior to print in imparting
information, especially to audiences of lower educational attairment.

Cantril and Allport (10, pp. 159-80) report a series of studies that used
controlled laboratory conditions to compare the effectiveness of radio
listening and reading for eliciting recognition, verbatim recall and atti-
tude modifications., A typical one of these, from the standpoint of both
procedure and findings, used equivalent sets of material on two groups de-
gigned to represent different populations. One group was supposedly typical
of the non-ccllege urban population, while the other group consisted of col-
lege students. Half of the subjects within each group heard the material
that the other half read. Radio listening was found to he more effective
than print in promoting recognition of content, verbatim recall, and "sug-
gestibility," ~

These experimental results also suggest that the effectiveness of auditory
presentation tends to vary inversely with the difficulty of the material pre-
sented and that it tends toc be superior to visual presentation for subject
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matter that is concrete and serial in nature. Print obviously has some ad~
vantages for the presentation of complex material and there are some indi-
cations that better educated subjects prefer to receive such material through
the medium of print rather than radio. But since the poorly educated show a
definite preference for listening as compared to reading it seems very possi~
ble that the advantages accruing from print would be offset by the greater re-
luctance of such people to expose themselves to material presented in this
form. Cuxperiments do not take this factor of selective exposure into sccount,
of course, but the practitioner whose objective is to communicate specific
information to the largest possible number of people cannot aiford to over-
look this consideration.

Another series of experiments which compared the effectiveness of the audi-
tory and visual modes of presentation of content for commanding attention and
for retention was carried out by Eliot (19)., & number of advertisements aboub
different products with fictitious trade names were presented to matched
groups of students in three ways: a simulated radio program, a visual screen
using slides, and both methods used simultaneously. Reeall of the content

was higher for the radio mode than for the screen mode of presentation, and
it was highest when both modes of presentation were used together.

In the same article, Eliot reports ancther study which compared the effects
of a dietary exhibit using posieéers alone, radio description alone, and both
methods of presentation together, It was found that the use of both radio
and poster simultaneously was most effective for commanding attention, that
the use of radio alone was less effective, and the use of posters alone
rroved to be the least effective method of eliciting attention, If length
of vetention is considered the criterion, however, the order of effectiveness
was radio, radic and posters used together, and posters alome., On the basis
of his findings, Eliot concludes that the aural mode of presentation of con~-
tent is more effective than visual modes of presentation. He found this to
be the case more often for women than for men, and more often for subjects
on low educaticnal levels than for those on higher levels.

A more recent experiment, by Goldberg (21), compared the retention of con-
tent presented through the means of a telecast and a radio broadeast. This
study involved Lé subjects, of which half watched a telecast of a popular
program (Godfrey's Talent Scouts), and the other half listened to the radic
version of the same program. Rating sheets were admiristered every five
minvtes during the program, and a content test was administered to all sub-
jects one week after exposure. It was found that the group exposed to the
telecast scored higher on every liking scale, and also retained more of the
program content a week afier exposure than the group that had listened to
the radio broadcast. Similar effects of television, used as a device for
classroom instruction, are reported by Rock, Duva and Murray (67).

‘An elaborate series of experiments designed to test the effects of movies

on learning, retention, and attitudes, carried out under the auspices of

the Payne Fund, are presented in the well known summary publication, Hotlon
Pictures and Youth by W, W, Charters. UMNone of these studies compare "ihe
eiTects oF movies with those of other mass media, but they do represent the
nost intensive effort to date to measure the effects of commercial entertain-
ment films on children and young people, and as such, they are worthy of
attention, In the first set of experiments the objectives of the investi-
gators, Holaday and Stoddard, were to "measure two effects of motion pictures
on the memories of children: the retention of film content and the changes in
quantity and accuracy of general information, includirg the direction and
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duration of the changes." (23) Seventeen commercial films were shown, in
the course of the experiments, to over 3,000 subjects. The procedure used
was to administer a battery of information tests based on the content of the
films to subjects the morning of the day on which exposure was to occur,

and on the morning following the presentation. It was found that the gen-
eral information of subjects was increased to a considerable extent by ex~
posure to the films shown them--the average information gain was 12 per cent
among superior adults and 28 per cent to 3L per cent among school children.
lMoreover, tests administered six weeks and three months after exposure showed
a high degree of retention of content. For example, second and third grade
school children remembered 90 per cent of what they knew the day following
exposure six weeks afterward, and the same amount three months afterward.
And, in the czse of some films, for example in Tom Sawver, they remembered
more at the end of six weeks, and still more at the end of three months.,

This gein in retention of information is one variety of the pkenomenon,
cbserved in some other studies of information retention and attitude modifi-
cations, which has been termed the "sleeper effect," Une possible explana-
tion of this phenomenon, to which we will return later in snother connection,
is that exposure sensitizes the individual to cues which then serve to fix
the content of the film, For example, children, after sesing the film of
Tom Sawyer, may then discuss it with their friends, or even read the book
after seeing the film, This latter possibility, incidentally, wes apparently
not controlled for in the retention test analysis.

Although the evidence is inconsistent and not entirely conclusive, the mass
media asppear to be relstively ineffective in changing the atiitudes and opin-
ions of aduits, especially when the change is attempted Ty reans of imparting
information..

Three importent experimental studies serve to demonstrate some major incon-
sistencies in the experimental literature with respect to the qusstion of

the effectiveness of the mass media in bringing aboubt modifications in atti-
tudes. Wilke, in a well-known experiment, compared the persuasive effective-
ness of the same content when presented via personal address, radio, and the
printed page (85). Twelve groups of students received lectures on four
topics--war, the distribution of wealth, birth control, and the existence of
God-~on which the experiment sought to change attitudes. FEach speech was
delivered to one audience by a lecturer personally, to a second group via
loudspeaker, and to a third via a mimeographed pamphlet. The attitudes of
students On these topics were measured two weeks before and one week after
the presentations. Wilke reports that in each case the message had a large
and statistically significant effect in changing opinions. The lecture tech-~
nique proved most effective, howsver; the loudspeaker was less effective, and
the pamphlet turned out to be least effective in changing opinions,

In a second set of experiments Petercon and Thurstone {(63) were concerned
with the effects of commercial films on the attitudes of school children.
They administered a battery of attitude scales to high school children prior
to exposure to the films, and again about a day after. Differences in posi-
tion on the scales before and after exposure constituted the measure of ef-
fect of the film on attitudes. About 4,000 children, mostly high school
students, were the subjects in these experiments, The investigators set
forth three major conclusions on the basis of their findings:

1) The attitudes of children can be measurably affected or changed by one
exposure tc a movie, For example, in the case of one film which por-
trayed Chinese persons in a favorable light, the mean attitude of the
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test population shifted 1,22 steps in a favorable direction on the scale,
A similar effect bub in the opposite direction was observed with respect
to Wegroes following exposure to a film in which members of this ethnic
group were portrayed unfavorably.

2} The effects of movies upon attitudes appear to be cumulative. It was
found that two pictures of similar character were more effective than
one, and three even more effective than two in modifying attitudes of
children.

3}  Such shifts in attitude which occurred as the result of exposure to films
appeared to have a considerable degree of permanence. In several locali-
ties where attitude scales were readministered at varying intervals, it
was found that these effects of films had not worn off in & year and a
half. In one locality, however, there did cccur a complete recession te
attitudes held prior to exposure.

These findings with respect to the effects of films on atititudes are of par-
tlcular interest because they are coniradicited by the findings of later
studies concerned with similar problems, For example, the use of films to
modify the attitudes of prejudiced peorle toward ethnic wmincority groups has
not met with notable success., Several studies have shown Thet films or
posters designed to diminish prejudice offen fail to affect the attitudes

of prejudiced members of the audiences. Psychological mechanisms come into
play which enable such individuals to Pescapse" the implications of the mes-
sage: They misunderstand the message, or distort it to fit their own pre-
conceptions (16; 17; L3; 6L). To be sure, different types of films were used
in the latter studies~-specially prepared educational and documentary movies
~-than in the Peterson and Thurstone experiments in which commercial enter-
tainment {ilms were employed. £Another, and perhaps more important, explans-
tion of these contradictory findings may arise from the fact that the subjects
for the Peterson-Thurstone experiments were children whereas the samples used .
in the prejudice situdies and in the experiments of the Research Branch of the
War Department, which will be discussed presently, were adults. It is gen-
erally believed that the attitudes of children can more readily be influenced
than those of adults, and, if this is the case, then one must cuestion the
validity of generalizing experimantal results obitained on children to the
behavior of adults.

One would perhaps not be so inclined to question the findings of Peterson and
Thurstone were it notv for the fact that o far more syetematic and sophisti-
cated series of experiments and controllied studies on the effects of educa-
tional films, conducted by the Experimental Section of the Research Branch
during World War IT has produced results which are not consistent with their
findings. One of the primary functions of the Experimental Section was to
evaluate the effects of the filws prepared by the Information and Education
Division, and other divisions of the War Department. Among the tasks of this
section were the experimental evaluations of four of the "hy We Fight" series
of orientation films. Hovland, Lumsdaine, and Sheffield report that "the
principle criteria of 'effectiveness! used in evaluating these films were
whether they succeeded in imparting informabion, in changing opinions in the
direction of the interpretations presented, and in increasing men's motiva-
tions to serve." (28, p. 247.) Different experimental designs and varving
sample sizes were employed in the course of the experiments. In the study of
the "Battle of Britain" film, for example, two types of design were employed
in two different camps. An "after-only” design, so termed because measure-
ments were not made for the same group before and after the film showing, wWas
used on 1,200 men in one camp, and a "before-after! design, where "measure-
ments were taken on the film and control groups both before and after the
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introduction of the experimental variable," was employed with 900 men at
another camp, An interval of about one week usually occcurred before the
administration of the "after" questionnaire. Lffects of the filns were
measured iv terms of the difference in the percentage of individuals knowing
a particular fact or endorsing a particular opinion before and after exposure
to the films.,

It would be quite impossible in the space available %o do full justice to
the wealth of thoughtful and suggestive analysis conbained in this work.
Let vs, therefore, simply present the brief sumary of the research resulis
prepared by the authors themselves (28, pp. 254-5):

The fiims had marked effects on the men's knowledge of factual

material concerning the events leading up to the war, The fact

that the upper limit of effects was so large--as for example

in the cases where the correct answer was learned and remembered

a week later by the majority of the men-~indicates that highly

effective presentation methods are possible with this type of

film,

e films alsc had some marked effects on opinions where they
specifically covered the factors involved in a particular inter-
pretation, that is, where the opinion test item was prepared on
the bagis of film-content analysis and anticipated opinion change
from suech analysis., Such opinion chengss were, however, less fre-
qguert and, in general, less marked than changes in factual know-
ledge.

The films had only a very few effects on opinion items of a more

sneral nature that had been prepared indemendently of film con-
tent, but which were considered the criteria for determining the
effectiveness of the films in achieving their orientation chjsc-
tives.

The films had no effects on items prepaved for the purpose of
measuring effects on the men's motivation to serve as soldiers,
which was considered the ultimate obiective of the orientation
progran,

One possible explanation suggested by Hovland, Iumsdaine and Sheffield ‘o
account for the lack of effects of the films upon the general opinions and
motivations of subjects is that "a single 5C-minute presentation is too small
an influence to produce noticeable changes in deep~seated convictions.,.'
However, "a study in which the cumulative effects of two films were studied
did not,..show simable effects on general opinions or motivations." The
authors conclude that ".,.1it was to be expescted that the amount of men's
motivation (4o serve) which could be influenced by a film was very small in
relation to the other motivational factors present in their immediate and
total 1ife situation.” ‘

In general, their findings challenge one very ¢ommon assumption of mess ine-
formation or orientation programs; namely, that the attitudes and behavior
of people are motivated primerily by rational considerations, and that the
facts" point inevitably to only one rationsl conglusion or course of action.
The convietion is, therefore, that if the public is given the "facts" about
issues, they will auvtomatically conform to recommended views or courses of
action: '
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The rationale of the orientation program--of which the orientation
films were a part--resied primarily upon two. basic assumptlons con-
cerning mechanisms for affecting wmotivation by means of 'orienta-
tion.! The first assumption was that giving men more informaticn
about the war and its background would produce more favorable opin-
ions and attitudes. The second related assumpbion was that improve-
ment of opinions, attitudes, or interpretations about the war wouid
lead in some measure to higher motivation or greater willingness to
serve in the role of soldier,

The results ....cast considerable doubt con the first of these as-
swgptions., The films produced sizable increments in information
hut effected almost no significant changes on the more general
cpinion items designed to measure changes in the orientetion
program's objectives., This negabive conclusion was slso supported
by cdata from other studies which indicated only a slight correlation
between scores on information tests and orientation opinions ...

Mo evidence was prov1ded.by the eﬂpe“wnental studies of films bearw
ing on the second assumption, concerning the relationship between
changes in opinions an id in motlvatﬁ0h, since the films produced
almost no increments in the opinions considered significant (28,

p. 256).

It should be noted that the army's series of oriemtation films failed to
aCuOhﬁllSﬂ their intended objectives despite the fact that they were direct-
ed to a capulve” audience, and thus had an advantage not shared by infor-
mation camp gmsmamlaedmwcwanC“'hﬂnpqumﬂm& The same lack
of connection between increases in information and atiitude change has. been
neted in other researches such as the Cincirnati*United Hations study (61)
and Hymsn and Sheatule"'s analysis of informetion campaligns fBJ,.

A few other findings of this monumental series of investigations deserve
mention:

In relation to imparting informsation, it was unmiformly found that the sol-
diers with greater intellectual ability, whether measured by educational
level or AGCT score, learned more, on the average, from a given expogure

than those with lesa ability (28, p, 266). This outcome suggestis, insofar

as educational programs are concerned, that a greater volume of information-
al materials may have to be directed to ‘the less sducated sectors of the pop-
ulation than to others in order to achieve the same amount of information
gain,

The relationship of intellectual ability to opinion changes, however, was
found to be far more complex and varied according to a number of intervening
factors, the most important of which is what the authors call "anecertance
which refers to the prevalence of a given opinion in a group. The films
tended to be more suceessful in promoving opinion changes among the better
educated in those items of opinion which were initially mere prevalent among
the better educated members of the army population, but they were ineffect-
ive with this group in those areas of opinion which were initially least
p“ﬁwa4ent among the betber educated (26, p. 174}, In other words--if we may
ke the liberty of conceptualizing and .generalizing this finding in socio-
1o ical terms rather than in the framework of experimental psychology--films
tend to be effective in changing opinions of individuals only in those areas
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of opinion for which there exists group support, but they appear to be in-
effective in doing so in instances where the opinion being promulgated in
the film is generally not shared by others of like social status.

One final finding of the Experimentsl Section that merits mention is that
having to do with the ¥sleeper effect.” It will be recalled that Holaday
and Stoddard, in their experiments dealing with the effects of movies on
the information level of school children, found that, in some cases, a gain
in information retention occurred with the passage of time. Hovland,
Iumsdaine and Sheffield, however, report an opposite finding with respect to
information gains over time. Their data show that subjects reteined less

of the information imparted by the orientation films nine weeks after ex-
posure than one week after., But gquite an opposite resullt was noted with
respect to opinion changes over time, following exposure to the "Batile of
Britain" film. Opinion changes, on the average, were somewhat larger after
nine weeks than after one weck, and in some cases they were very much larger,
The suthors observe that "Analysis indicated that the increases in opinion
changes with passage of time were more likely to occur in the case of 'un-
informed! opinions--i.e., opinions more prevalent among the less well edu~-
cated--and that the changes occurred more freguently among the less well
educated and among individuals who seemed predisposed to accept a particular
opinion prior to the film showing." (28, p. 27h.) The authors suggest sev-
eral hypotheses to explain their findings, bubt these are, admittedly, only
speculative, It will require a good deal more research on the phenomenon of
the Vsleeper effect" tc explain the inconsisbtencies in observation in re-
spect to it, and to understand just what significance it has for mass com-
munications effects, ’

Such evidence as exists suggests that perscnal contacts play a more impor-
tant role in helping people to make up or to change their minds

mags media, waose effectiveness, in turn, appears to vary with
wiich they anproximate personal contact.,

g 3 T
Glan oo Tae

<
the degrse to

A word of caubion is in order before we turn to a discussion of some of the
findings of studles of the relative effectiveness of varicus mass media in
"real 1ife" situations. The studies covered in this section deal primarily
with the comparative effectiveness of various media in the realms of adver-
tising and politics. To what extent such findings are generalizable to
other realms of behavior is a moot question. Certainly it ils krown bthat it
is more difficult to Msell" the American public on civic objectives than on
a particular brand of socap.

The research staff of NBC has engaged in several studies which compare the
effects of advertising carried on TV with those on radioc. A typical study
is one by Coffin (13) which covered a sample of 1651 individuals~-half men
and half women, half TV owners and half non~ovners, one third from Metro-
politan New York, and the rest from suburban areas. Ouwners and non-owners
were matched with respect to & number of relevant varisbles including socio-
economic status, ege and education, It was found that more TV owners than
non~-ovners use brands advertised on TV and that no non-TV advertised brand
had higher sales among owners than among non-owners; these results held for
both big and small selling brands, and for both higher priced, dursble goods
and low-priced frequently purchased items, Persons whe did not own sets

but had seen TV recentiy bought more of IV advertised products than non-
owners who had not seen TV, Those TV owners who like commercials buy more
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than those who do not, but even disliked commercials were effective in stimu-
lating buying, Program commercials were more effective than spot commercials,
but even the latter showed positive results, Finally, those who watched two
programns by the sane aponsor remempered more of the advertised brand than
those who watched one of the programs, Coffin concludes that there is a
direct "television effect! opersting among consumers indicated by the fact
that brends advertised on TV have higher sales among set ouners than among
non~owners, and brands not advertised on TV have lower sales among set omers
than among non~owrers, A second survey covering the same sample four months

later indicates that the trends noted in this early studj are steadily in-
creasing, and are consistent over time,

In a later study, using a Hew York lletropolitan area sample of 3163 respond~-

ents, Coffin compared TV with other mass media in respeﬂu to its effective-
ness in eliciting recollection of advertising (1), He found that of those
products and brands that were recalled, advertising seen on TV was recalled
by 56 per cent, that on radio by 36 per cent, that in newspapers by 20 per
cent, and that in magazines by 21 per cent of the sample, For those report-
ing uWO sources of impact or more, recall was found to be highest for com-
bined TV and radio advertising, next highest for combined TV and newspaper
advertising, and lowest for combined TV and magazine acvertising. Finally,
the content of TV adveritisements is recalled most clearly, that carried over
radio less clearly, and that presented in newspapers least clearly,

The relative influence exerted by the various mass media con the voite deci-

sicns of pecple is a major focus of The Pecple's Choice. Since this report
covers the 1940 election, befors the advent of IV, the oniy media compared

were radic, newspapers ana magazines, Lagar chld Barelson and Gavdet sum
up their findings with respect to radio and newspapers in the foliowing
paragraphs (L9, pp. 128-9):

In SLm, to the extent that the formal media exerted any influence
at all cn vote intention or actual vote, radic proved to be more
effective than the neuwspaper. leLerpnces in the way the campaign
is waged in print and on the air probably account for this, In the
first place, a considevable amount of political material appears
in the press from the beginaing to the end of the campaign with a
few notable variations. In time, the claims and counter-claims of
the parties as they appeared in cold print came to pall upon Ithe
reader who had been exposed to essentially the same stuff over an
extended period. The campalgn on radic, howsvsr, was much more
cursory in its early phases and became vigorous and sustained only
toward the close,

Secondly, the radio campaign consists much more of "evenis® of
distinctive interest. A political couvention is broadcast, and
the listener can virtually narticipate in the ceremonial ccca-
sion: he can respond to audience enthusiasm, he can directly ex-
perience the ebd and 1'om of tension., Sid _erv with a major
speech by one ofthe candidates: it is more dramatlc than the
same speech in the newspaper the next morning.

And thirdly, the listener gets a sense of personal access from
the radio which is absent from print, Politics on the alr more
readily becomes an active experience for the listener than Poli-
tics in the newspaper does for the reader, It represents an
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approach to a face-to-face contact with the principals in the
case. Lt is closer to a personal relationshin, and hence more
effective.*

The authors then go on to a discussion of the role of magazines in the presi-
dential campaign. 1t was found that magazines were mentioned less often by
respondents as a source of influence than were either radic or the newspapers.
One important resson for this, of course, is that "the possibility of maga-
zine influence upon vote is limited at the outset by the relatively small
numbers of magazine readers,,.only 15 per cent to 25 per cent of the respond-
ents read magazine articles on the campsign at any time." (L9, p. 13L.)

Among thosze who did read magazines, however, it was found that the speci- '
elized magazine designed for a special interest audience, despite its lcsser
coverage, was relatively more effective in changing people's vote intention
than the general mass circulation magazine., The explanation for this find-
ing suggested by the authors is thet (49, pp. 135-6):

The speciallized masgazine already has a foot in the door, so to
speak, because it is accepted by the reader as a reliable spokes-
man for some cauwse or group in which he is greatly interested and
with which he identifies himself, The general magazine tries to
speak to everyone abt once and as a result is less able to aim its
soots directly at a pariicular target. In addition, the general
magazine is ordinarily considered as an entertaimment publication
whereas speciallzed magazines are granted & serious turn., In Lrie
County in 1910, the Farm Journal was mentioned as a concrete in~
fluence upon changes in vote intenticn as frequently as Collier's,
lespite their great difference in clrculation, and the Townsend
publication as freguently as Life or the Szturday Bvening Post

Janowitz's {indings regarding the role of the neighborhood newspaper, another
specialized medium, are also relevant in this connection (37),

Substantially the same findings with respect to the relative ranking of the
various mass media as sources of influence are reported in Perscnal Influence,
a vecently published study of the "everyday flow of influence! in the commu-
nity of Decatur, Illirnois, which inguired into four arenas of everyday de-
cisions--marketing, fashions, public affairs and movie going (38). This
study is based on 800 interviews wiith a cross-sectional sample of women in
Decatur, and on follow-up interviews with people mentioned by the original re-
spondents as having influenced them in the four realms of everyday decisions
mentioned atove.,

Although the primary focus of this investigation is on the role that personal
influence plays in these everyday decisions (the findings that deal with this
problem will be discussed in a later section), it also compares the role of
various mass media in specific contexts. For marketing decisions, the roles
of radio, newspapers and magazines were compared with that of personal con-
tacts; for movie decisions, the media discussed were magazines and newspapers;
in the realm of fashion changes, only magazines were mentioned freguently
enough to warrant statistical analysis. (Such comparisons were not, unfortu-
nately, carried into the realm of public affairs decisions.) This analyais
differentiates between the extent of exposure to a particular medium, and to
the "effectiveness" of such exposure. "IEffective exposure,” as distinguished
from "contributory exposure" and "ineffective exposure," refers to those

*For more extensive statements of the particular effects of radio, see the state-
ment issued by the Office of Radio Hesesrch (62), and another discussion by
Lazarsfeid (I8).
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instances where people claim that a given source was the most important
factor in +their decision to shift %o a particular product or to attend
a particulsr movie,

In the realm of marketing decisions, 1t was found that "the greatest con~
centration of 'effective exposure! is...among those exposed to personal
contacts. ... Exposure to radio advertising is next in importance to personal
contacts. While total exposure to radio doss not exceed exposure to news-
papers, comparing the effectiveness of the two media with regard to shifvs
in small consumer goods indicates that radio is the mediwm more often re-
ported a2s having been an 'effective' or a ‘contributory’ infivence, MNaga-
zines follow newspapers in reports of overall exposure but 'effective ex-
posure! to magazines is no greater than to newspapers.” (38, pp. 177-6.)

Tt is worth nobting that, although the messurss used were iess refined in
The People's Choice, the findings there regarding the relative effective-
ey
¥

ness of persomal contacts, radio, newspapers, and magazines in the realm of
vote decisions are virtually identical to those in ‘the realm of marketing
decisions.

With respect to the influences that respondents mentioned when they report-
ed how they made up their minds to seec the last movie they atiended, the
rank order of "effective exposure" was: personal contacts, newspapers, and
megazines. The "fact-feeding role' of newspapers, which present a 1ist of
alternative films that a movie goer may go to ses, and which ammounce where
a particular film is being shown, is offered by the authors as the explana-

AT

tion for the superior effeciiveness of newspapers in the single realm of
movie cgelections.

Although a fuller discussion of the rols of informal personal influence in
relation to the mass media is reserved for a later section, a word should

be said here sbout the findings concerning the relative effectiveness of
personal address and the mass mediz for imparting information and persuasion.
A mmber of experimental findings are in agreement with the finding of

W, B, Hlke (85), discussed earlier in the present section, that the per-
suasive power of tie same conbent is greater when presented by personal
address than when presented by radio or the printed mpage (265 Lb; LG,

In addition, numerous studles report that the mass media used in conjunction
with perscnal, address are mere effective in impariting informaticn and per-
cuasion than when used zlone, Thus, for example, Hovland, Lunsdaine and
Sheffield compared the effectiveness of a traiming film in map reading when
used alone, when supplemented by an inbroductory lecture, and when supple-
mented by a review lecture (28, p, 143). They found that the film used
alone was less effective as an instructional device than when 1t was sup-
plenented by either an introductory or review lecture.

On the basis of the evidence just cited, and on that which will be discussed
in a later section, the conclusion of Berelson that "Ihe move personal the
media, the more effective 1t is in converting opimions” (L, p. 4523 certain-
1y seems warranied,
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3. TECHNIQUES OF PRUSENTATION

Tt hardly need be said that the kinds of appeals employed, and the manner of
their presentation mey play an important role in the success or failure of
campaizns of persuasion, Nerton, scme years ago, made the cogent observation
that "...we can understand the social psvchology of persvasion only when we
ansiyze both the content of the propaganda and the responses of tie audlience
to 1t." (56, p. 12.)  In other words, merely to catalogue the kinds of themes
or appeals that have been employed in atiempts at mass persuasion, as sore
textbooks do, is not likely teo prove wvery useful. to anyone planning a campaign
of persuasion, This discussion will, instead, deal with a selected number of
studies which seek to assess the differential effects of various types of
appesls and modes of presentation on different types of audiences, and which
do so in a relatively systematic fashion,

a. Successful techniques of presentation and persuasicn will vary with the
general psychological objectives of the mass media campaign.

Any discussion of the role that specific themes and modes of presentation
play in persuasion first requires a brief distinction amceng the varlous
generd objectives that a campalgn of persuasion may be cesigned to achieve.
For, the types of argurents emwployed to gain support and the resistances
encountered would depend, in part at least, on whether persuasion is di-
rected at channelizing existing behavior or sttitudes, at converting peo-
ple to beliefs and practices which they oppose, or at gaiming widespread -
acceptance for new practices.

The first of these objectives has been labeled "eanalization' by
Lezarsfeld and Merton, who observe that (51, v. L77);

Advertising 1s typlcally directed toward the canalizing of
preexisting behavior patterns or abttitudes. It seldom seeks
to instil new attitudes or to create significantly new be-
havior patterns, "Advertising pavs' because it generally
deals with a simple psyciological sitpaticn. TFor fmericans
who have been socialized in the use of a tootnbrush, it makes
relatively little difference which brand of tocthbrush they
use, Once the gross pattern of behavior or the generic atiti-
tude hes heen established, it can be canalized in one di-
rection or another, Hesistarce is slight,

Where the object of a persuvasion effort through the mass media, however, is.
the conversion of people from one pattern of belief or behavicr to ancither,
resistance has been found to be much nmore intense, In these instances, as
we have already observed elsewhere, thers is reason to believe that the
mass media have not met with any great success, Indeed, as Merton and
Lazarsfeld note, "...the successes of advertising...only highlight the
failures of propaganda." (51, p. L77.)

Perheps one major resson why the mass media are generally less effective

in the realms of poiitics or ethnic relations then in that of marketing
behavior is that the former types of attitudes ars much more often "group
anchored" than tne latter. That is to sgy, the primary groups in which
individuals participete do not, as a rule, exert any strong pressure toward
conformity on thelr mewbers in regard to the brand of cigaretie they choose
to smoke, or the brand of toothpaste they use, but conformity is enforced
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in the areas of polltical and ethnic beliefs, And to the extent that peo-
ple value their position in such groups they are likely to resist ouiside
pressures to adopt attitudes not shared by members of their own social
circle,

The problem of innovation-~-that is, of gaining widespread acceptence for
new patterns of behavior--may very waj? be different from those entailed
in the canalization or conversion processes, The problems involved in
immovation--whether it be getiing people 1o accept pas-rationing during
way time or gaiming acceptance for the Communibty Chest concept or for a
program of mass innoculations--are, in some respects, identical, They are
alike, for example, in that all these programs have had the sanction of
the institutional agencies of govermment# bubt have lacked, initially, at
least, widespread support from the face-to-face groups in the community
that play so importent a role in molding and controlling opinion. This
is not to say that such groups generally oppose the introduction of such
programs of innovation but neither do they assume responsibility for en-
forcing conformity to them.it As a result, it could be anticipated that
an initial obstacle to the success of quc% innovating programs is not the
active ofpositiop of incdividuals but rather & widespread lack of 1nterest
and ccncern The major job of the mass media in campaligns of this sort
would then be to create and sustain interest among individuals and groups
strategically placed in the commumnity. 1hat the mass media can be instru~
mental in commanding widespread attention for new issves around which there
has, as yet, been no crystallization of ﬁ”onp opinion is indicated by the
finding of Lamarsfeld, Eerelson, and Gaudet that (4,, p. 98):

Insofar as mass media led to conversicn at a 11, it was through a
redefinition of the issues,..ilssues ahout which people had pre-

vicusly thought very ilttle or hsd been *1ttls concerned, took
on & new lrportance as they were szccented by campaign propaganda.

Jhi it is not entirely clear whether appeals to emotion or to reason are
general 1y more effective, there is some reason to pelieve that appeals to
erovion are more successful than rational apreals when the audience is ini-

tially unconvinced or opposed.

One dimension along which various types of appeals can be ranged is whether
they are designed to play upon the emobions and sentiments of the audience
or to convince people rationally that their interssts will best be served

*7h

he problen of imnovabing practices, on a wide seale, without such spepsorship
and sanct.on is, of course,

a far more &3Fficult and’ comn“ex matter. Bub it

is one which is beyond the purview of the present memorandum.

A%

““It would be interesting, and we believe also fruitful, to classify various

ampaigns of persuasion along these two dimensions--whether or not they have

1noa¢tut;onai sanction and whether or not their programs have w1desprea4
support in primary groups--and to make a compsrative study of the dynamics
of such campaigns, and of the different funcbtions that the mass media serve
in these different contexts,
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by accepting a recommended course of action. Appeals which seek to elicit
strong sentiments--fear, anger, pity--are usuvally called "emotional" ap-
peals; those that emphasize self-interest, that use facis or scientific
knowledge to persuade are generally referred to as "rational’ appeals,

There are several well-known experiments which have compared the relative
persuasive effectiveness of rational and emotional appeals. Thus, Hartmann
(o2) compared these two types of apreals in terms of their efficacy in per-
suading people to vote for the Socialist Farty. In one set of voting dis-
tricts he distributed to every family a pamphlet employing a strong emotione-
al appeal which stressed the implications of socialism for freedom frow

war, want and fear, and in another set of vobting districts he distributed
pamphlets using a "rational" approach--a guiz format in wvhich argoments
favoring soclalism were stressed. A third set of wards served as a control.
He found that the emotional pamphlet was considerably more effective. That
is, a greater increase in Socialist votes over the previocus election occurred
in the districts where it was employed than in those where pamphlets ernploy—
ing the rational appeal were distributed.

Other studies, however, concerned with investigating similar problems have
come up with different results. ZEnower (lb), for example, who exposed groups
of subjects to these two different types of appeals on the subject of pro-
hibition, found that the rational and emotionsl approach were of 2PProxXie-
mately equal effectiveness. Those persons, however, who favored prohibition
were more affected by the logical argumsnt, and thcse opposed by the emotions
al argument, ‘

Probably the most intensive analysis of the use of appeals in a campaign of
persuasion over the mass media is that carried out by Merton on the Kate
Smith war bond marathon broadeast over CBS in 1943 (56). This is a pioneer-
ing work in that it not only makes a careful content analvsis of the broad-
cast, and ascertains the relative frequencies of the themes therein, but it
also seeks to determine the differential effects of these various appeals

on the people who heard the broadcast., This was done by intensive inter-
views with 7% persons who had responded to the progran by telephoning in
their war bond pledges to the radio station carrying the program. For come
parative purposes interviews were also held with 25 persons who, though they
had heard the broadcast, did not telephone in their pledges. For the Pur-
poses of statistical analysis, a questionnaire was also adwinistered to 978
persons, & cross-sectional sample of the population of Greater Hsw York.

lierton reports that Kate Smith dwelt almost exclusively on six major themes:
nearly half of her broadcast time was devoted to the theme of sacrifice,
sixteen per cent to the theme of participation in a common enterprise, the
same amount of time was spent on the familial theme {which defined war bonds
as a means of getting the boys back home), 12 per cent was devoted to the
competition theme (which either urged people to help Smith surpass her pre-
vious sales records, or urged listeners to help their community outdo
others), and about equal amounts of time were spent on the facilitation
tneme (reminding listeners of the ease with which they could phone in their
pledges) and the personal theme (where Smith referred to her private feel-
ings and aspirations}. Merton identifies two groups among ‘the listeners

who vesponded to the brosdecast by buring bonds, for whom the content of the
broadeast had a different significance. The predisposed group--that is,
those with a strong genersl emotional commitment to ouy bonds--indicated a
marked concern with the content of the Smith arpeals only half as often as

SRR

those who had had no prior intent to buy a bhond~-the gusceptible group,
SEEER YT B
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In other words, the only effect that the emotional appeals of Smith had on
the first group was to convince them to buy a bond at that particular time

and through Smith, It was only on the susceptible group that the emotional
appeals that characterized the broadeast had a marked persuasive effect.

One of the noteworthy omissiocns from the themes stressed by Swmith were ap-
peals based on self-interest., She completely omitted mentioning the func-
tions of bonds as means for accumulabting personal savings or as a means of
preventing inflation in the ecorony. In other words her attempts at per-
suasion relied exclusively on emotional appeals, For the majoriiy of in~
formants this tactic apparently proved to be successful, Indeed, for some
the introduction of self-interest themes might have weazkened the persuassive
eff?cts of the broadcast, as the comments of one informent indicate (56,

e Lb):

I don't think it's patriotic to buy bonds. Wrhat's patriobic

in saving money and getiing more for it? It's my duiy. Theylre
asking for little and giving us more in reburn. The boys are
doing the noble work, We'lve Just giving a few lousy dollars,

if you'll excuse me.

However, for a minority of respondents--generally those with more education
whose boad buying had been motivated by self-interest~-her tactic of relying
exclusively on emotional appeals backfired, and they did not respond to her
recommendsations.

Those emotional avpeals which rely on fear arougal, however, tend to boomer-

ang and fail of their basic objective.

One type of emotional argumeni--the fear appeal--has been a subject of in-
vestigstion in several recent studies. Janis and Feshbach (35}, for ex-
amplie, carried oul an experiment designed to asceriain the effects of three
different intensities of "fear appeal® in & standard communication on dental
hyglene., A fifteen minute illustrated lecture which was prepared in three

-decay and the same recommendations regarding cral hygiene but 8iffered

in the =mount of +threst meterial used. Version I employed a strong
fear appesl, that is, it emphasized the painful comsequerces of tooth decay
both in the lecture and in the slides which portrayed diseased povtions of
the mouth. Version IT used & moderate fear appeal in which the dangsrs of
incorrect oral hygisne were porbrayed in a milder form. In Version IIT
most of the.threat materisl was replaced by relatively neubral information.
A& battery of five guestions was administered to the subjecis~-college stu~-
dents~-concerning their dental hyglene practlices one week hefore and again
one wesk following exposure to the lectures. The results cobitained showed
that the greatest amount of conformity to the recommendations in the lecture
occurred in the group which received the minimal amount of fear-arousin
material, Bub the group that received the strong appeal did not differ sig~
nificantly in their oral hyziene practiges from the controls. Furthermore,
a follow-up guestionnaire administered to subjects a year later indicated
that conformity to the recdmmended practices continusd to be shown by a
somewhat higher percentage of students in the minimal appeal group than

in the one exposed to the strong appeal. The boomerang effects of the strong
appeal occurred primarily among students who menifested "overt excitebility
and psychonevrotic complaints,”
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One question that arises in connection with this admirably designed exper-
iment is to what extent these findings would hold for subjects drawn from
a different population. And indeed, this query is relevant 4o all experi-
mental studles that use college students as subjects, The results of ex-
periments carried out by the Research Branch of the War Department on sol-
diers show very clearly that the level of education of subjiects plays a
role~-often a crucial one--in their response to a large variety of EXPerd -
mental stimuli. It would, therefore, seem unwarranted to assume that the
responses of college students in an experimental situation can be general-
ized to the population at large.

There is, however, some evidence from other sources which does tend to
corroborate the findings of Janis and Feshbach about the relative ineffect-
iveness of fear appeals as a means for motivating people to follow a recom-
mended course of action., For example, Sills (73, p. 62}, in a recent study
of the Polio Foundation,% reports that people who are concerned over the
threat of Polio do not meke contributions to the March of Dimes campaign
significantly more often than those who are not concerned cbout the disease.
And the same findings occur in connection with other health campsligns~-T8,
Hesrt, and Cancer,

A study -of quite a different order, where rats served as the experimental
Subjects, also suggests that, in the long run, fear appeals are not likely
to cormand enduring conformity, Hudson (31} reports that when rets are
exposed to a series of strange objects, though each is different from the
others, they respond with progresssively less Ffear and curicsity, indicating
thaet a generelized process of adaptation to feer stimuli tends to develop.
Substantially the seme process of adaptation has been reported by Janis
(3L} in the reacticns of civiliens in England and in Germany during bomb-
ings in World War II, and in this country among people living in areas
where natural disasters taxe place., Hudson, as a matter of fact, spell
out some of the dmplications thal such findings have for civil defense pro-
grams (31, p. 59):

For civil defense these processes of adaptaticn and rationali-
zation make conduct of a program difficult. To expect that a
pepulation will continue to respond to appeals for support that
was iniviaily motivated by anxiety seems contrary o evidence,
»».that dynamic force that stirs a population to action in the
face of threat rspidly declines in the absence of reinforcement.
These processes are inevitable and should be recognized as such.
They are the result of learning processes that successfully reduce
arxiety. '

Finally, Hovland (2l) notes another possible danger that may ensue from the
vse of fear appeals in campaigns of persuasion: "The more strongly anxiety
is aroused about the dangercus consequences of failure to adhere o commuie
cations, the greater the motivation to accept competing ideas which reduce

anxilety by minimizing the importance of the threat,m

“This study covers a sample of volunteers in the Harch of Dimes Campaign, a
sample of chapter members in various localities, and a sample of contributors
to the campaign. ’
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Communications are generally more effective when they are explicit about
their conclusions and/or their specilic sction recomendations,

& problem that often arises in preparing communications for purposes of
persuasion is vhether o state conclusions explicitly or to "let the facts
speak for themselves." As indicated earlier, the factual communication of
infermation appears to have little effect on attitudes and actions, and an
experiment by Hovland and Mandell (29) directly confirms the superior ef=
fectivensss of including interpretative materiszl. Two groups of college
students were exposed to a transcribed talk on currency devaluation. In
one group the appropriate conclusion was stated explicitly by the speaker,
while in the other group it was omitted, It was found that the talk in
which the conclusion was made explicit produced a significantly higher pro-
portion of opinion changes. Two conditions, suggested by the authors,
under which conclusion~drawing might be expected to be particulariy effect-
ive are in the presentation of communications that deal with complex issues
and in addressing less well educated audiences,

Just as the presentation of facts without explicit dnterpretation often
fails of its objective, Wiebe suggests, in two articles discussing the ques-
tion of whether the mass media can "sell! broad social objiectives as suc~
cessfully as they market commercial products (83; 8&), that a1l too often
campaigns concerned with civic obleciives, in contrast to commercial came
paigns, urge people to "support! their program without offering them any
clear dirvectives as to how they might implement their support, £s a result,
they oftentimes fail to generate anything more than "lip service" to their
stated objectives among people who favor their program. Both Merton (56)
and Wiebe (83) have noted that an imporiant fzctor in the success of Zate
Smith's bonc-selling drive was the provision of an implementing mechanism,
Throughout her broadcasts she repeatedly tcld the audience that s11 they had
to do was to phone in their bond pledge to the radio station, which had pro-
vided extra phone lines for just this cceasion. In this way her campalgn
served to activate a large number of people to foliow her recommendsations

at that time who though favorably predisposed to buying bonds might other-
wise have delayed or even neglected to implement their support of the war
bond drive. In sum, the mass media are one potentially affective means of
creating active support among the segments of the audience who already favor
the objectives of a given campaign, provided that they are used to direct
people, in a clear and unambiguous fashion, to readily accessible implement-
ilng mechanisms,

With subjects about which there is disagreement or controversy, presenta~
tions that include a fair and full Statemens of Lhe obher side of the case
as well as the position they advocate are more persuasive with people wno
are initially opposed to the position Lhan are cne-sidedpresentations, and
opinions derived from such two~sided prestnbations survive subsequent ex
posure to counter-arguments betier tnan do OpLILONS induced by one~sided

presentations.

Severdl recent investigations have been concerned with ascertaining the
relative effectiveness of the "one-sided” and "two-sided" method of present-
ing arguments. The general problem is to determine under what conditions it
is =dvantageous to take into account both sides of an issue in order to gain
support for an advecated position. In one such experiment reported by
Hovland, Lwumsdaine, and Sheffield (28, pp. 201-25), commnications were Dre-
sented to two experimental groups (of 214 soldiers each} and to a control
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group (197 soldiers) ded.ing with the chances of an early end to the war
with Japan following Germary's surrender, One of the experimenteal groups
wes given a talk dealing with only one side of the issue--arguients sup-
porting the position thalt the wer with Japan would be a long one, and
stressing the adventages and resources of Japan, the other group received
a slightly longer talk which stressed both the advantages possessed by the
United States, and the weaknesses of Japan, Beliefs concernling the issue
were tested before and immediately after exposure.

Two interesting findings emerged from this study. First, it was found that
the effects of these two modes of presenting material differed, depending on
the initial position held by subjects, The two-sided communication proved
to be more effective with subjects initially opposed to the argument that
the war with Jspan would be a long one, For soldiers, however, who were
initially in agreement with this position, the one-sided mode of presenta-
tion turned out to pe more effective, Second, the effects of ihese two
methods differed, depending on the educational level of subjects. The twow
sided presentation was generdlly more effective with the hetter educated
soldiers, while the less well educated were more likely to be influenced by
the one-sgided presentation.

A later experiment carried out by Lumsdaine and Janis (53), which also com-
pared a one-sided and two-sided mode of presentation, revealed another con-.
dition under which the effects of these two types of communications differed,
Here the subjects--high school students--were exposed to a message contrary
to the initial communication after having heard either a one-sided or two-
sided presentation. It was found that, prior to exposure to the counter-
commumnication, both versions of the communication were about equally effect=
ive in modifying opinions of subjects. For those subsequently exposed to
counterpropaganda, however, the two-sided presentation proved to be cleariy
more effective in sustaining opinion changes. These findings imply that

the two-sided method of edvocacy has an "innoculating! effect against sub--
sequent countercommunications.

While the two-sided argument seems to have the advantage of sustaining opin-
ions in the face of countercommunications, the War Department studlies, dis-
cussed earlier, indicate that this mode of presentation can have a boomer-
ang effect under certain conditions. This effect was specifically noted
in the case of a two-sided communication which omitted an important argu-
ment of the opposition. Subjects who favored the opposing position, and
who noted the omission of the argument for "thelr side" were particularly
resistant to persuasion (28, pp. 217-21)., This suggests that the two-

ided presentation must avoid the appearance of a manipulative technique;
that is, it must teke into account all of the arguments of the opposition
of wiich the audience might be aware or else run the risk of stiffening,
rather than reducing, resistance to the advocated position, This result
suggests the advisability of pretesting the perceived fzirmess of such two-
sided presentations on a sample of persons whose characteristics resemble
those of the intended audience, a procedure that was, in fact, followed in
subsequent studies of the Research Branch (28, pp, 271-2).

Effective communication of one position appears likely to increase the dif-

ficulty of persuading pecple to gccept another, conflicting position.

Hovland, Janis and Kelly note that "little is known about the conditions
under which preparatory commumications diminish or augment the psychologi-
cal impact of later events (27, p. 273). Yet this is an area of research of
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the utmost relevance for programs of information and indoctrination that
may have to modify or change certain of their facts, conclusions and recomw
mendations through time. PFPrograms that are in the pesition of having o
make public current recommendations which may at some subsecuent time have
to be withdrawn in favor of different, and perhaps confliicting, recormmen-
dations face the difficult question of what effects such shifts in policy
will have on the generalized atbitudes of the public toward its program.
Do conflicting recommendations have the effeet of undermining confidence in
and support of the communicator? Waat mechanisms can be developed to mini-
mize these dysfunctional consequences of policy shifts if they occur? What
would be the short-run and long-run effects on public attitudes of letting
it be known thait oresent recommendations are subject to future changes? It
is not possible, on the baslis of existing research to furnish complete an-
swers to these questions., The best thalt can be done at the present juncture
is to examine the few studies that do exist in the general problem area of
preparatory communications with an eye to their possible relevance io the
guesticns raised above,

The previcusly mentioned investigation by Lumsdaine and Janis {53) which
compared the effectiveness of a one-sided and two-sided presentation for
prepaving individuals 1o resist the influence of counterpropaganda is par-
ticularly relevant here. In brief, fwc versions of a rccorded radio program
advecating the opinion that it would be at least five years before Russia
could produce A-bombs in guantity were presented te two groups of higl
school students, One grouvp received a one~sided versicn, and the other a
two-sided vercion of the issve, Half of the subjects in each group were
subseguently given a second communication in which a different speaker advo-
cated a position oppesing that in the earlier communication, It was found,
it will be recalled, that the two-sided version proved morse effective in
producing susitained opinion change, This result was interprebted by the
investigators as an indication that familiarity with the opposing gosition
served Lo ilnnoculate the audlence against subsequent countercommnications,
In other words, tae two-sided version, which produced opinion change more
often than the other, also seemed to produce deeper convietion in that it
alse more often served to innoculste subjects against an oprosing argument.

Wnile this outcome suggests thal opinions, once sbtrongly established, will
resist alteration, it is by no means clear, in this rescarch, whether the .
two communications were perceived as emenating from the same or from dif-
ferent sowrces, and what differences, if any, these alternate perception
would have made. It may be that public anncuncement of shifts in policy
within an organigation, even if they are inconsistent with esarlier policy,
can be made without as much public resistance s there would be to a cone
tradictory policy urged by an entirely different source, This possibility
is speculative, however, and its test would require an extension of this
experiment, varying not only the method of presentaticne--one~sided versus
two-sided-~-but also the source of the communication.

A follow-up experiment carried out by Janis, Lumsdsine and Gladstone (36),
using some of the subjects who participated in the investigation just dis~
cusged, was concerned with the problem of how an "opiimistic!" commuwilcailion
prepares an audience for an unfavorable news event, In the fivst experi-
ment, it will be recalled, the pcsition advocated by the test commumication
was that it would be at least five years before Russia could produce the
A-bomb in guantity. Three months after the first investigation, President
Truman anncunced that Russia had exploded an A-bomb, After this announce-
ment, the responses of those subjects who had been sxposed fo the earlier
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optimistic communication were compared with the responses of the control
subjects (those who had not been exposed to the first comminication). It
was found that the expectation that Russia would soon have a large supply
of bombs and that war would then be imminent developed in a significantly
higher proportion of persons in the group that had not received the earlier,
optimistic communication than in the other group. The investigators initer-
pret this finding as indicating thalt "once a belief is modified by an ef-
fective communication there will be a tendency for the newly acquired opin-
ions to interfere with the subseguent acquisition of any incompatible opin-
ions.M

From these findings it might be anticipated--and let us emphasize again the
highly tentative nature of this conclusion--that 1f an organlzation finds
it necessary to abandon one policy in favor of another, it might encounter
resistance to the new policy precisely among those groups in the population
that had been persuadsd of the desirapility of the first policy. It will,
however, reguire a good deal more research to ascertaln whether or not this
is areasonable inference, In any case, it is evident that information
agencies would stand to gain much from research direclted to the problem

of how people can be prepared in advance to accept necessary shifts in
public policy.

Little decisive information exists as to the best sequence of presentation
of material within a single communication, but 1t has been sugnested that

placement of the most striking meterial first may heip to cepture the at-
wentlon of an audience with a low level of interest. '

Several investigations have been concernsd with the preoblem of how the im-
pact of a communication iz affected by the sequence in which arguments are
presented, The results in this particular area of research are inconclusive,
Thus, in one experiment by Sponberg corcerming the desirebility of war time
marviages 92 college students in one group were exposed ic & spesch which
dealt with the arguments in "climax" order, that is the most important srgu-
ments were presented at the end, while in another group of 93 students the
arguments were vresented in "antisclimex! order. Opinion questionnaires
were administered to subjects immediately before arnd after the experiments,
and again sore two weeks afier the experiment., It was found that opinion
change on the most important argument in the communication cccurred more
frequently when it was presented in anti-climax order, that is at the be-
ginning of the speech.

Another investigation carried out by Cromwell (18), however, obtained oppo-
site results. Here four groups of college students (Ll1 cases) were exposed
to speeches on the desirability of Federal medical aid., One group of sube
jects listened to a ¥strong" affirmative speech, followed by a '"weak" af-
firmative speech (the ratings of "weak! and "strong" were made by trained
judges); a second group listened to the speeches in opposite order; and two
other groups heard strong and weal speeches on the negative side of the
question. Results showed that the mean shift in audience attitude was sige
mificantly greater in the groups that received the speeches in climar order
than in those that received it in reverse order.

Hovland (25) suggests two variations in the experimental designs used by
Sponberg and Cromwell that may account for the differences in their results.
Sponberg compared two parts of a single speech, whereas Cromwell compared
two different speeches on the same subject; and where in the former experi-
ment the criterion of strength of argument was the amount of time devoted
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to it, in the latter experiment the criterion employed was the relative per-
suasiveness of the arguwments in each talk, In another publication, Hovland,
Janis and Kelly (27) hypothesize that the "anti-climax" sequence of pre-
senting controversial commmications might prove particularly effective in
instances where audiences have a low level of interest in the gubject
matvter. However, the authors do not report any tests of this proposition
in the area of persuasive communications, although they do note that this
technique has been successfully used in learning situations.

The source from which a communication emenates is nob consistently related

to its persuasiveness and, in any case, has Oniy a Shori-Tun GFFech.

A widely accepted proposition in the mass communications literature is that
the effects of a communication will differ depending on who says it, that
is, on the seccial characteristics of the cormunicator, égﬂﬁerceived by ,
different members of the audience. This is one application of the more gen~
eral theory of reference group® behavior which postulates that the attitudes
and oehavior of individuals are influenced not only by their objective posi-
tion in a given sccial structure but alsc by the beilefs and behavior they
perceive to prevall among sccial groups with which they identify or in
which they aspire to attain membership., There are a nurber of empirical
studles, dedling with various problems snd various types of individuals,
wiich lend support to this proposition by showing that differences in their
soclal frames of reference help to account for veriations in +the selfestti-
tudes and sccial beliefs among people who oceupy an objectively similar
gocial position,iet

In the field of mass communicatiorsproper, there are virtually no studies
which seek to relate the differential persuasive effectiveness of mass come
murdcations about specific issues with audiences composed of individusls
oriented to different reference groups. The small pumber of communications
studies, to date, that have dealt with the role of the communicator have
been carried out with relatively homogeneous groups, sucn as high school or
¢ollege students.

In one such study carried out by Hovland and Veiss (30) college students
were given communications to read which were represented as excerpts from
newspaper and magazine articles. Half of the messages were attributed, by
the experimenters, to high credibility sources--that is, to sources deter-
mined beforehand to be considered trustworthy by students--and the other
half were attributed to low credibility sources., TFor example, an article
on the feasibility of developing an atomic submarine was atiributed to
Hobert Opperheimer in half the cases and tc Pravda in the other half. Ques-
tiomaires to ascertain both atiitudes and information were administered
before and after exposure to the communicastions., It was found that, in
three out of the four topics presented, a considerably higher proportion

of subjects changed their opinions in the direction of the position advo-
cated by the commnication when it was attributed to the high, rather than
the low, credibility source, Substantially the same results are reported by
"anmenbaum (81). His investigation is concerned with the impact of communi-
cations on attitudes in terms both of initial attitudes of subjects toward

e
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The term "reference group" was first coined by Herbert H, Hyman in his pioneer—

ing study, The Psychology of Statvs (32).
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qﬁ@any of these are cited in the important paper by Robert K. Merton and Alice S,

Kitt (58),
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the communicator and toward the opinions being advocated.

Hoveland and Welss note that these differential effects were not the result
of differences in the amount of abtention or comprehension, since infor-
mation tests showed that subjects learned the contents of the communications
egually well whether they were presented as coming from high or low credi-~
bility sources. It is interesting, however, that re-tests administered
four weeks later showed that there was a considerazble decline in agreement
in the growp exposed to the trvstworthy source and an increase in agreement
in the group exposed to the same materizl presented by the untrustorthy
source. The explanation that the investiecators offered of thls sleeper
effect was that people initially resist accepting corclusions from a source
they do not have confidence in but that with the lapse of time they cease
to associate the conclusion with the source,

Kelman and Hoviand (L2) subsequently carried cut an investigation to test
this interpretation., Thres different identificaiions were used to introduce

-a speaker to different groups of high school students, The content, which

advocated a more lenient approach to the treatment of juvenile delincquents,
yas identical. But in one introduction the communicator was represented as
2 trustworthy comsumicater {a juvenile court judge}, in the second as a
neutrd source {a member of a radio studio audience), and in the third asa
negative source {a fommer delinguert still involved in shady enterprises).
The results in this investigation were substantially the same as those ob-
tained in the eariier Hovliand-i‘elss experiment: opinion was affected more

by the positive then oy the negative sourcs, with the effects of the neutral
source fallirg between them, but these differences tended to disappesr by
the time of re-tests three weeks following the experiment, When portions

of the introductions were replayed to the subjects, however, the earlisr
differences reappsared; that is, reinstatement of the source asgain had the
effect of increzsing agreement with the positive source and decreasing agree-
ment with the negative one, The authors conclude, on the basis of these
findings, that one explanation of the delayed effects that communications
have on opinions may lie in the absence of the communicator as a cue for the
acceptance or rejection of arguments.

4 third experiment by Hovland and Mandell (29), which had as its main pur-
pose a comparison of the eifects of conclusion~drawing by the communicstor
and by the asudience, alsc compared these effects when presented by a partial
and impartial scurce., The findings here are especlally interesting, first,
because they do not confimm the differential effectiveness of trustwortiy
and untrustworthy sources found in the Two studies discussed above; and,
second, thelr simultanecus control of the "source" variable and the "pre-
sentation-of-argument" varizble permits a comparison of the Teiative influ-
ence of these two types of variagbles on opinion change,

Briefly, twe versions of a tape~rvecordsd talk dealing with the devaluation
of currency--one drawing a conclusion explicitly and the other leaving it
implicit--were presented to different groups of students accompanied by dif-
ferent introductions. In one version the commmicator was introduced as a
prominent importer, who would have something to gain by devaluation, and in
the other as an economist from a specified large American university, who
could be considersd an impartial source. Vhile considerable differences in
the judgments of the adequacy and fairness of the presentations by these two
sources were found, no significant differences were noted betwesn the pro-
portion of subjects influenced by the partial and by the impartial sources.
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Furthermore, when the proportions of subjects changing their opinions on
exposure to the partial and impartial source are compared and the method
of argument presentation--explicit conclusion vs. implicit conclusion--is
controlled, it is clear that the latiter variable is far more important in
opinion change than the former one. That is, a considerably higher pro-
portion of subjects changed their opinion in the direction advocated by the
message in which the conclusion was explicitly drawm by the communicator
then in the one where this was not done, and this relationship was hardly
at all affected by whether the source presenting the conclusion was partial
or impartial. Another experiment by Weiss (82) reports a similar order of
result, that is, that the response to communicatlons is affected more by
the tactics of persuasion than by the communicatdion source.

In the fece of this contradictory evidence regarding the effect that vary-
ing the source has on opinion change, and also considering the fact that
such changes as have been noted to occur appear 1o be relatively impermanent,
we must wait on further research, both in the experimertal situation and in
the natural environment, to specify the conditions under which the communi-
cator does and does nobt affect the persuasiveness of mass communications.

L. THE ROLE OF IWTERPERSONAL INFLUBNCE

In 2 recent study of the role that pecple play in the flow of mass communica-
tions, Katz and lLazarsfelds (38, p., 25) make the observation that:

...commmications studies have greatly underestimated the extent

to which an individual's social attachments to other people, and

the character of the opinions and activities which he shares with
them, will influence his response to the mass media, We are suggest-
ing...that the response of an individual to a campaign canrnot be
accounted for without reference to hils soclal eanvironment and ©o

the character of his interpersonal relations.

- This section reviews a number of studies which, directly or indirectly, point up

the diverse ways in which interpersonal relationships intervene in the effects
of the mass media on peoprle.

a Interpersopnal influence appears to be more effective than the mass media

as a means of persuasion,

Traditional communicabtions research has been predicated on the assumpbion
that the effects of the mass media on individuals can be studied by means
of
WA

the simple stimulus-response type of model which was teken over from the
field of experimental psychology. According to this conception, the indi-
vidusls who constitvie the audience for the msss media are simply a con-
glomeration of "atoms" each privately responding to the stimuli sent over
the mass media. The fact that peopie participate in interpersonal relations

2
7
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"The first part of this work, incidentally, examines a host of findings dealing
with personal influence from diverse subject areas of sociology and social psy-
chology and speils out some of theiyr implications for the study of the effects
of the mass media. It is undoubtedly the most systematic and complete codi-
fication, to date, of ressarch bearing on the role that interpersonal influence
plays in the flow of mass communications.
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and social groups was not considered to enter into their behavior toward the
mass media, and accordingly no attempt was made to take such factors into
account in the laboratory situation. It was only after studies of the ef-
fects of the mass media were taken into the fisld, and carried out under
"peal-life" situations, that it became apparernt that this research model was
inadequate for understanding the differential effects of trese media on
various audiences.

The "discovery" in the realm of communications research of the crucial role
that interpersonal influence plays in the responses of people to the mass
media can be said to date from a study of the 1940 presidential campaign
-~The People's Choice--carried out by Lazarsfeld, Berelson and Caudet {49),
already menticned. IThis study set out to find out how voters make up thelr
minds in a presidential election, and, of course, the investigators expect-
ed that the mass media would play a crucial role in this type of decision.
As it turned out, however, interpersonal influence was a more important
factor in vote decision than any of the mass media, Indeed, in only a
negligible proportion of the cases (8 per cent) was there any clear evidence
that the mass media had played a decisive role in vobte choice. The campaign
through the mass media served largely to reinforce, activate or crystallize
vote intemtiosns., Despite the enormous volwme of campaign material sent
over the mass media, it was found that "on any average day at least 10 per
cent more people participated in discussions about the election... than
listened %o a major speech or read about campaign items in a newspaper.

And this coverage ‘bonus’ came from just those people who had not yet made
a final decision as to how they would vote. Political conversations, then,
were more likely to reach those people who were still open to influence,"
(49, p. 150.) The authors go on to note that less interested people relied
more on personal conversations than on the formal media for informatbion;

the overwhelming majority of respondents who had not intended to volte and
finally did so mentioned personal influence as the decisive factor in their
behavioral change; and people who made a change in vote intention during
the period of the campaign, more often than those who kept a constant vote
intention, mentioned friends or family members as the most important factor,
In other words, enalysis showed that it is precisely those people who con-
gtitute the hard-to-reach groups via the mass media that are most amenable
o the influence of family members, co-workers and friends.

Since the appearance of The People!s Choice other studies have gone on to
compare, in more systematic fashion, the effects of interpersonal relations
and of the mass media on the decisions that people make in varicus realms
of behavior, Indeed, in three such recent studies, one notes a significant
shift away from the study of "the effects of the mass media" per se foward
a more general formulation of the problem of mass persuasion so as to in-
clude an assessment of the role that the mass media play in relation to
that of interpersonal relations and group affiliations.

Thus, in their study of marketing decisions, Ketz and Lazarsfeld (38, p. 180)
compared the impact of personal advice and various mass media on two types

of decisiong~-brand and product shifts in small consumer goods, and movie
selections--made by respondents, In regard to marketing decisions they
conclude, on the basis of thelr analysis thatl:

sy The impact of informal personal advice is greater than the
impact of mass medla advertising, and this is true in two re-
spects... First, our respondents report more exposure to per-
sonal advice than to advertisements; and second, among those
exposed to each source, "most important influence" is more
often attributed 1o people than to formal advertisements.
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In the selection of a motion picture, though a far higher proportion of
people report exposure to a newspaper than to personal advice, among tiaose
exposed to both sources, the personal source was considerably more often
mentioned as tine most important factor in their selection. In other words,
these findings indicate that the role of the mass medis as a scurce of in-
formation is quite distinet from that as a source of influence, and that
even when their coverage is wider than that of personal contacts their im-
pact on decisions is often considerably less.

A finding of a similar order is reported by Menzel and Coleman (55) in &
not yet published study of the process by which a new drug came to be
adopted by the medical profession. In tracing the sequential flow of
information following the introduction of a new drug on the markebt, the
investigators found that drug house salesmen and publications constitubed
the first sdurce of information about a new drug for a wajority of physi-
cians in the sample, bub such initial exposure only rarely lad to ite
adoption, The majority of doctors "relied heavily on professional contacts,
particular fellow-physicians in the eommunity, for their last sources éaf
information/ for adopiion. These professiopal sovrces apperently reinforce
the 'sales<oriented! information of the drug house material, and provide
the kind of sanction which the physician requires for action,” (55, III-16.)
This analysis, incidentally, also allows a comparison of the influence ex- '
erted by two types of personsl contacts--the "detail! marn, a highly trained
salesman of the drug company uio visits doctors in their offices, and pro-
fessional colleagues. The authors nobe that the detszil man is an important
source of information for the majority of docters but they go on to say
that "whatever the importance of the detail man it was not great enough

by itzelf to make more than a few doctors use the drug in the {irst month
or two after its introduction.," (55, IV-37.) This result suggests that

it is not simply perscnal contact but more particularly the social support
furnished by interpersonal ties between the physician and bis professional
peers that accounts for the supericr effectiveness of the latlter type of
personsl 'influence,

Furthermore, Menzel and Coleman show in their analysis that interpersonal ine
fluence has a cumulative effect on the physician's readiness %Yo adopt a new °
practice, that is, a new drug. Their data clearly indicate that doctors who
participate in several networks of interpersonal relationsg--who, for ewomple,
both share an office with others and see more doctors socially--adopt dmg
iznovations earlier than those who participate in only one soclal network

of phvsicians, And those physicians who have neither office partners nor
extensive sccial contacts with other physicians are the slowest to adopt
innovations. The authors comment, "This result is all the meore striking
because 1t is not a matter of the doctor's orientetion to medicine making
him resist new technigues, nor of his medical background nor of his ex-
posure to formal chamels of information aboub new drugs. It is rather by
the accident of his location in the soc¢ial structure, his happening to be
in-an office alone and not much in contact with his colleagues on social
occasions that he is so little likely %o adept new drugs.? (55, V-38.)

In sum then, the findings of those communications studies that have Taken
the variable of interpersonal relations into account in thelry analysis—-
and thus far, there are only a few such studies--strongly indicate that
interpersonal influence is a more effective agent of persuasion than the
formal mass media., The why and how of these differential effects will be
discussed more fully below, but an observation o Katz and Lagarsfeld
spproaches the heart of the matter (35, p. 185):



=3l

Formal media will influence mainly by representation or by
indirect attraction, that is, by what they tell. People,
however, can influence both this way and by control. FPeo-
ple can induce each other %o a variety of activivies as a
result of their interpersonal relaticns and thus their in-

] 4

iuence goes far beyond the content of their compunications.

The persons most influential in the decisions of others are, however, them-

seives highiy expozed to mass media whose contents thney transmit to cothers,

Another fruitful conception which emerged from the ploneering study The
People's Choice was that "ideas often fliow from radio and print to the
opinion ieaders and from them to the less active sections of the population.”
(Lo, ». 151.) In the course of the study it became apparent that certain
people in the community, those who were most concerned and most articulate
about the issues raised in the presidential campaign, exposed themselves
most heavily to the campaign materials in the mass media, and in bturn,

seemed to serve as bransmitters of the information thus gained to the less
active snd interested segments of the community. Such individvals, termed
f“opinion leaders," were not identical with the socially prominent people

v the civic leaders in the community nor were they confined to any par-
ticulay sub-group. They weve located in all cccupational groups., The im-
portance of such individuals in the {low of mass communications became
apparent only after the study design had been set and bhe fleld work begun,
and consequently only the crudest techniques for identifying them could be
employed at the time, But these findings, crude and incomplete though they
were, served to sensitize sociologists to the key role played by opinion
leaders in the flow of information and influence in the commnity, and pro-
vided the impetus for edditional research on this problem,

The Decatur study, reported in Personal infiuence (38), which set out to
trace the channels of influence that alfect evervday decisions in the realms
of marketing, fashlon changes, movie selections and public affairs was de-
signed, in large part, to permit a more systematic investigation of the
phencmenon of opinion leadership in specific realms of decisions, Accord-
ingly, the 800 women that constituted the original sample were asked a series
of cuestions designed to detect the opinicn leaders among them in each
vealm of decisions and to Cetermine, as well, specific perscns not in the
sample who had influenced or been influenced by persons included in the
sample in each of these areas of opinilon, on some specific occasion. A
total of 1,5L9 designations outside the sample were obtained, of which 634
persons were subsequently reached and interviewed.¥

The findings of this study indicate that a number of characteristics differ-
entiate cpinion leaders in the realm of public affairs from non-lsaders.
First, with respect to their mass media habits, opinion leaders seem to
read move books, magazines and a more varied assortment of magazines, They
tend to be more information-oriented in their magazine reading, that is they

v
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Space does not permit a2 detailed description of the comnlex procedure by which
I

swflusntials outside the sample were chosen and interviewed. This information
can be found in Chapter I of Personal Influence {38).
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read more of the news and biographical content. Though they are not differ-
ent from non-leaders in the number of newspapers they read, they differ
from the labter in the greater extent of readership of metropolitan, as
distinct from local, newspspers,® Thus, in general, cpinion leaders rely
more on the mass media as a source of information than non-leaders, Second,
opinion lesders in public affalrs are niore actively interested in and in-
formed about public issues., Katz and lazarsfeld note, however, that there
tends to be a higher concentration of opinion leaders in the higher socio
economic groups than in the lower ores. ’

Many of these findings regarding the characteristics of opinion leaders in
pvbl*c aifeirs are replicated in Vouing (6), a recently published s study of
he 1948 presidential campasign carried out in BElmira, Vew York, This in-
vestigation, already referred to elsewhere, takes up, in a sense, vhere
The People's Choice (L9} left off; that is, it investigates the voling be—

havior of peopie cirectly within the context of their interpersonal re-
lations and social groups. Additional characteristics that differentiate
opinion leaders from non-leaders in the realms of politice and public ali-
fairs are veported here. For example, they belong to more crganizations,
have more extensive personal contacts, and participate more in discussions
of politics, perticulariy outside the family, than non-leaders. In terms
of their location within the social structure, Berelson, bLazarsfeld and
McPhee present a somewhat differert picture ulaﬂ toe DPC&uhf study,., They
found that opinion leaders ¢id not come disproporticnately from the upper
/ﬁ“ltu col¢af7 occupational groups bubt within each occupational stratum,
opinicn leaders were somewhat more 11xe¢y {0 come from the better educated
mewbers of the group. This difference between Elmira and Decatur, however,
may simpiy refliect the different measures used Lo define soclo-economic
status in the two investigations.

A noteworthy finding of both studies, which in both instances was not an--
vicipeted by the investigators, is that opinion leaders not orly rely more
than non~]edders on the mass media for information about public affair

and politics but they are also more likely than non-leaders to seek the
sdvice of other people in these matters (6, p. 110; 38, pp. 280-3). In
other words, opinion leaders, thoss people who by definition are more often

Y
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An early case study of the p &Muce of mass comrunications in interpersonal ine

filvence carried oub by Merton in a small town on the IZastern se aboa”d, sug~
gests thab it is useful bo distingnish between two types of opinion leaders;
the "local influential whose generalized orientation toward and within the
local community is reflected in theilr greater rellance on local newspapers
and their greater liking for radic news presented in a Vpersonalized!" manner;
the "Cosmopolitan" influential, in contrast, is more oriented to the larger
society, a position reflected.ln his reliance on Metropolitan newspapers and
national megazines, and in his preference for analytical news commentaries
on radio (87),

“In the Decatur study the socio-sconomic qtgtuq index was based on two Tactors
-=rvent and level of education--from which a trichotomy of status levels was
derived. In Elmira a dichotomy was empTOVBQ, based on type of occupaition.
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consulted by others, are in turn the very people who are also most likely
to consult others about public issues. And indeed, in the Decatur study
where tuere were three waves of follow-up 1nterv1ews with influentials
outside the original sample, it was found that those people who were
designated as influentials by others, were also more likely to designate
SB11¢ others who were influential for them, and these, in turn, were still

e likely to designate others. In the light of these findings, lazarsfelc
Ber glsen, and lMcPhee conclude that "there must be unending c1rcu1ts of
leadership relationships running through the community, like a nerve sys-
tem through the body,"

These findings reveal certain ambiguibies in the concept of opinion leader-
ship. It is, of course, to be expected that the chances of being consult-
ed as well as of consultldg others is greater for the person who, like the
opinion leader, has more extensive interpersonal relations and group af-
filistions than for the one with relatively few social centacts. HMore
gregarious people are in a better position te play a key communication

role in their social groups, if they expose themselves more to the mass
media and talk more with peoo“e about what they read and hear. But if
their extensive soclal contacts increase their effectiveness as trans-
mitters of mass communications it does not necessarily follow that these

are the people who have the greatest impact on the opinlons of their as-

sociates, -

There is empirical evidence, based on systematic chservation (8) and soeio-
metric data obtained in interviews (55) that patterns of consultation
and interpersonal influence tend to arise and per sist between pairs of
individuals similarly located within given socilal groups, and that thus
mach of the infiuence exercised in everyday affairs is a two-way affair
between equals rather than simply a one-way flow of influence from an
"opinion leader! or "star" to the less informed or less competent members
of the group. We shall have to walt on further research to provide th
answers to these problems before it will be possible to assess the the-
rebic and practical usefulness of the concept of opinion leader,

Differential exposure to mass media is primarily attributable to informgl

and formal group affiliations and to interpersonal inTfluences exertea
directly through individual assoclates.

It has already been pointed out that differential exposure to particular
media and their contents is largely a function of interest, which is, it-
self, socially determined. The findings already reviewed in the ssctions
dealing with the role of social position and of interest in differential
exposure can be supplemented by a mumber of researches more directly
focussed on the influence of interpersonal factors on the use of mass
media.

In Suchman's study of the influence of radio on serious music listening
(78), two groups of listeners to a serious music program--those who attrie
buted their taste for serious music to radio and those whose interest in
masic had developed apart from radio--were asked how they first became
interested in seriocus music, He found that nearly half of the people who
credited their interest in serious music to radio, compared Lo only a
quarter of the others, said that "friends" had motivated their 1n1tlal
exposure to serious music programs on radio.
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The role that organized group affiliations play in the sustained exposure
of people to serious content in the mass media is illustrated by the
findings of at least two studies, Thus, cCandless (5L) in a survey of

a randomly selected sample of 600 women in an lowa community analyzed

some of the characteristics thet differentiated listeners, ex~listeners,
and non-listeners to a child guidance program sponscred by the PTA and
other organizations in the community. He found that nearly two-tnirds

of the women who, at the time of the study, were "active" listeners _
reported that they had initially started listening to this program because
the PTA or a similar organization sponsored it, but only slightly over a '
third of the "ex-listeuers” reported that their initial exposure had come
about through organizatiocnal ties. Yet, an identical proportion of women
in both groups (three-fourths) said they listened tc the program for the
purpose of obtaining guidance in rearing their children. In other words,
although ex-listeners were initially as interested as the active listen-
ers in the content of the program, they lacked the impetus provided by
organized groups to sustain their Iinterest.

The same order of finding is reported by Robinson {66) in a study of rural
radio~listening patterns; namely, that there is a high correlation between
listening to serious programs on the radio and attendance at club meet=
ings among rural women. And he goes on to note that "over half of the
women belonging to these groups reported using the radio in comnection
with their club work," Riley and Riley (65) also show that children who
are members of peer groups use the mass media to further their integration
Whersas non-members Use the same content as forma of escipe.

Mass media are most likely to succeed in changing opinions or behavior
when support ror the advocated change already exists in the normal group
asesociaticns of the indivicuals to whom the mass communications sre ad-
dregsed. - ’

Numerous findings in the field of communications research, implicitly or
explicitly, indicate that the differential effects of the mass media on
individuals cannot be understood without taking into account the context
of opinion within the primary groups~--families, friends, co-workers, etc.--
in which people hold membership. = The finding of Hovland, Lumsdaine and-
Sheffield (28), for example-~that opinion changes in the direction of ac-
ceptance of an opinion advocated in Army orientation films were more like-
1y to occur among better educated soldiers, when imitial acceptance of the
-advocated position was more prevalent generally among better educated
soldiers, and was more likely to occur among less well educated soldiers,
if the opinion advocated was initially more prevalert among the less well
educated groups--constitutes one illustration of how the group context of
opinion conditions the effects of the same communication on different in-
dividuals. In other words, opinion changes are not likely to be brought
abhout by the mass medlz unless support for such opinions already exists
among the pecpls with whom individuals regularly associate.

Traditional researches in mass communicabtions, by and large, have been
distinguished by their failure to follow up the implications of findings’
of this kind and to design systematic studies aimed at discovering how
and to what extent the various primery group affiliations of individuals
affect their reception of various kinds of mass communications. In other
reas of inqulry, however, there has been a resurgence of interest in how
small face-to-face groups mold and control the opinions and beliefs of
their members, and indeed "small groups" research has in recent years
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achieved a quasieindependent status as a field of investigation within
which social psychologists and sociologists have joined one another in
seeking an understanding of group processes and their effects on partici=-
pating individuals, Several such "small group" experimental investi-
gations, although not directly concerned with the effects of mass communi-
cations, nevertheless furnish some clues to just what factors in the group
situation operate to control the perceptions and beliefs of individuals.

There is, for example, the now classic experiment carried out by Sherif
(72) some twenty vears ago which shows how a group norm, once established,
operates to bring about a common outlook on the part of the individual
members of the group, Sherif constructed experiments using the auto-
kinetic effect which is a term aprlied to the illusion of movement cre-
ated by a stabionary point of light when it is flashed in a completely
dark room. He first asked his subjects (college students) individually
to make Jjudgments about the number of inches the light '"moved" each time
it was flashed, and thus obtained a measure of the perscnal norm for each
subject~-that is, the modal number of inches that he perceived the light
to have moved, He then repested the experiment bringing his subjects to-
gether in groups of two and three, Sherif found that in the group situ-
ation each individual at first based his estimate on his previcusly es-
tablished personal norm but after awhile, being confronted by the dissent-
ing estimates of the others in the group, each subject modified his esti-
mate in the direction of others until a new group standard was established.
Sherif then reversed the experiment on other groups--the group situation
preceding the giving of estimates singly--and found that individuals
carried over the group norm, initially established, in their subsequent
judgments made privately, These results clearly suggest that out of the
recurrent interaction between individuals--at home, at work, at play,
etc.--group norms emerge which, once established, operate to bring about
conformity to the opinions and beliefs prevalent in such groups. Accord-
ingly, the chances that an opinion or course of action advocated through
the mass media will be accepted by an individual can be expected to vary
with the context of opinion prevailing within the groups in which he pare
ticipates. A further implication of these findings is that the way in
which individuals perceive and receive communications from onteide the
group is continuously colored by their group affiiistions. These find-
ings help to explain why the mass media have not been eminently success-
ful, for example, in reducing ethnic prejudice and why, as has been found,
prejudiced people distert the meaning of any anti-prejudice messages so
as to maintain intact attitudes and beliefs that they share with others
in the face~to-face groups in which they carry on their daily activities,

To be sure, groups vary in the extent of consensus that prevails among
their members on any given issue, and there is a varying degree of cone
sensus within any given group with respect to different issues. Thus,
for example, in Voting (6, p. 98) where the vote intentions of respond-
ents were analyzed in relation to the vote intentions of their threse
closest friends, it was found that the likelihood of an individual cast-
ing his vote for the Republican presidentisl candidate varied directly
with the degree of consensus on vote intention ip his friendship group.
In those cases where all three friends intended to vote Republican 88
per cent of the respondents also planned to vote Republican, but this
proportion declined to Th per cent among people who had one Democratic
friend {out of three) to L8 per cent among those who had two Lemocratic
friends and to 1F ver cent among those whose three friends planned to
vote Democratie, In oths words, tlz highar the degrec of consenesue in
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the group on a particular issue the more difficult it becomes to persuade
an individual to accept an opinion which is not in ascecord with the norms
of the group.

A remarkable experiment carried out by Asch (1) has a direct bearing on
tiis problem. The immediate object of his investigation was to study

the social and personal conditions that indvuee individuals to resist or
to yield to group pressures when the latter are perceived to be contrary

to fact." (1, p. 177.) The experiment consisted of the following pro-

cedure: using 50 collepge students as the experimental subjects and 37
as controls, Asch placed each experimental subject in a group of seven
others who, unknown to the subject, had been given instructions by the
investigator in advance, The members of the group were asked to match
the length of a given line with three other lines, only one of which was
the same length as the test line, All of the instructed members of the
group were called on to render incorrect judgments before the naive sub-
Ject was asked to stalte his estimate publicly. Though these intentional
errors of the unanimous majority were large and obviously incorrect, fully
one~-third of the experimental subjects capitulated to the majority 1n one-
half or more of their trials. However, the proportion of "pro-majorltj
errors" dropped from 32 per cent to only five per cent when the naive subgect
hiad social support from even one other person in the group,  4#sch then
went on to introduce other experimental variations, Une set of these in-
volved varying the size of majorities that confronted a naive subject with
twrong" Judgments, the size of the unanimous majorities ranging from two to
16 persons, It was found that naive subjects confronted by ﬁhe opposition
of one instructed subject showed virtually no distortion of judgment;
when opposition proceeded from a group of two, a small amount of distortion
ocourreds but the optimal amount of distortion occurred when the naive
subject was confronted by a majority of three, Larger majorities did not
oroduce effects greater than a majority of three. In still another vari-
ation the conditions of the basic experiment were reversed, Here the
majority (a group of 16 subjects) were naive and in thelr midst was placed
one svbdect who had been instructed to make a "wrong" judgment. In this
situation the group reacted to the lone dissenter with amusement and dis-
dain. But when the minority of dissenters was increased to threse, the
judgments of the deviants, though patently incorrect, were received ser-
iously and with more respect.

These results suggest several things: first, they indicate how sitrong the
pull of conformity to the group is even.ln,31tuat&ons where, as in the
contrived laboratory set-up, there are no strong interpersonal ties be-
tween the group members; second, they indicate that it may require only

a united majority of a few peopie to influence a group member to relin-
quish deviant opinions, even those having a strong basis in fact, in favor
of those shared by others in the group; third, they serve to conflvm the
findings of non-experimental studies that much of the social control over
opinions and beliefs is exercised in set or group relations rather than

in pair relationships, and that consegquently the target for changing opin-

ions or gaining acceptance for new practices must be the group rather than
the individual.

Mass media may, however, exert wider influence on individuals who sre not
strongly attached to groups having a position on the 1lssue at hand.

The investigations discussed above have been concerned with some of the
variables of group structure--the pressure toward conformity created by
group norms and group consensus. However, the extent to which groups
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succeed in exacting conformity from their members depends not only on the
charscteristics of the group but also on how much particular individuals
value their group memberships. An experiment carried out by Kelley and
Voikart (L) provides some evidence in support of this proposition. The
investigators selected 18 Boy Scout troops representative of all Boy Seout
organizations in a large New England industrial comrunity din socio-
economic status composition, troop sponsorship, and morale, The experi-
mental groups (1LS subjects) were given a questionnaire covering thelr
evaluations of membership in the troop, sociometric ratings, activity
preferences, and a scale designed to determine their attitudes toward
camping and forest activities as compared with activities characteristic
of city life. One week later the experimental group heard a talk deliv-
ered by an outside adult who attacked the emphasis placed by the Boy Scoutb
crganization on camping and forest activities; after his talk, the atti-
tude scale was readministered., Results showed that opinion changes in the
direction of the position advocated by the guest lecturer occurred signi--
ficantly less often among the boys who highly valued their membership in
the troop than among the boys who valued it less, These findings suggest
that groups ave successful in exacting conformity to their norms only to
the extent that their members strongly value their membership, It might
also be inferred from the resulte of this experiment that less cohesive
groups--those in which there 1is a relatively high proportion of members
without strong attachments--are less elfective in exercising control over
the opimicns of their members, and therefore may be more cpen to influence
outside the group than more cohesive ones.

Communications aimed at modifving attitudes and practices are, in general,
Tore effective when addressed ©o indivicuals in group setiings where ter-
cepbions of group surport for the change can emerge rather than to indi-
Tduals isolated from the "sense of the meeting,”

Several studies sugzest that opinion changes and acceptance of new prac-
tices can more readily be brought about when communications are aimed at
individuals within the group context than when they are directed to indi-
viduals taken singly. Fror example, in an investigation carried out by
Remmers and Morgan {(6L), 11lL college students were exposed in different
manners to a sympathetic account of the plight of Jewish people in Germany
during the Hitler era, with the intent of creating more favorable atii-
tudes toward Jewish people generally. Group I read the story outside of
class and had no discussion about it in class; group II read the story
cutside of class and afterwards discussed it in class; CGroup III read the
story in class but without a discussion. Attitude questionnaires were ad-
ministered before and after the introduction of the test story. It was
found that a significant change in attitudes favoring Jews occurred only
in Group II, where there had been a group discussion of the contents of
the story, In those situations where no group discussion occurred, stu-
dents often misunderstood oy distorted its meaning.

Findings of a similar order resulted from the well-known series of in-
vestigations carried out by Lewin and his associates {52). The first ex-
periment, aimed at increasing consumption of glandular meats in connection
with the war effort, was conducted with six Red Cross volunteer groups
with from 13 to 17 membsrs each, Three groups were glven lectures which
1linked the problem of nutrition to the war effort, emphasized the health
value and economy of these kinds of meat, and offered information about
their preparation. The other three groups were also given & very brief
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lecture in which glandular meat consumption was lirked to the war effort
and general health, but a group discussion of some of the obstacles that
"housewives like ourselves" might encounter in changing to this kind of
meat consumption followed the lecture, After the group had become in-
volved in the discussion, the group leader offered suggestions for the
preparation of glandular meats, At the end of the test period a sinow

of hands indicated which of the women intended vo serve these meats in
the future., Follow-up interviews revealed that 32 per cent of the women
who participated in the discussion groups, but only three per cent of the
women who recelved the lecture subseguently served one of the glandular
meats that they had never served before participstion in the experiment.
Substantlally the same results were obtained in two later investigations,
one designed to increase consumpbion of milk in fresh or evaporated form
and the other designed to persuade rural mothers to feed their new-born
infants cod liver oil and corange juice., Some conditions were varied in
these later experiments, For example, the subjects in the first investi-
gation were members of an organized grovp in which all the women were ac-
guainted with one another; the subjects of the second experiment were
houvsewives who lived in the same neighborhood, and a good proportion of
them knew one another; the subjects of the third experiment were rural
mothers of new-born infants who did not live in the same area and were not
acquainted with one another, Under all these conditiocns, however, the
group discusslon mebhod resulted in a higher proporiion of enduring food
consumption changes in the advocated direction than the lecture method.
Lewin concludes his discussion with the following observation (52, p. L73):

The present experiment approaches the individual as a member
of a face-to~-face group. Ixperience in leadership training
end in many areas of re-education,..indicates that it is
easier to change the ideology and social practice of a small
group handled together than of single individuals., One of
the reasons why "group carried changes" are more readily .
brought about seems to be the unwillingness of the indi-
vidual to depart too far from group standards; he is iikely
to change only if the group changes,

The investigations carried out by lLewin and his associates are open to
criticism on a number of counts, the most important of which is that they
do not specify the particular factors that make the group discussion
method a more effective medium of persuvasion than the lecture method., A
recent study by Bennett (3) is of interest because its more rigorous de-
sign was aimed at isolating the factors in the group situation that make
it effective for purposes of persuasion., The subjects (473 college stu-
dents) were divided into 36 groups: 12 groups carried on group discussions,
12 groups were given lectures, and 12 groups were used as controls. The
criterion of effect was defined as the proportion of people within each
group who responded favorably to mailed requests to list themselves in a
central file of volunteer subjects for experimentsl purposes. Bennett
reports that "the factors of fdecision and perceived umanimity of such
decision were found to be significantly related to the carrying out of

the specified action., Group discussion, other things being equal, was not
more effective than lecture, nor did public identification of individuals!
decisions contribute appreciably to obtained differences.” (3, p. 315.)
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Programs of publie information and education are most likely to succeed
when they employ masg media campaigns in support of simultaneous, large=
scale canpaigns of personal contact with individuals and groups. ‘

Some vears ago Lazarsfeld made the observation that "For anyone intend=-
ing to use radio for promotional purposes of any kind, nothing is more
important than to know that it is most effective when used in conjunetion
with other stimuli for which radio provides, so to say, the background,”
(48, pe 73.) The research results already reviewed go a long way toward
explaining why, as Lazarsfeld suggests, campaigns which rely solely on

the mass media to gain public support stand little chance of influencing
groups other than those who already favor the objectives being advocsted.

There is some evidence, however, that a campaign's chances of success are
enhanced to the exbtent that the mass media are supplemented and supported
by face-to-face methods of persuasion. For one thing, the personal ap-
proach can succeed in reaching peopie who, though uninterested or even
opposed to given campaign objectives, feel constrained to listen to
campaign representatives who approach them directly, Thus one important
barrier encountered by the mass media, nemely the selective exposure of
audiences, can be overcome, in part, by the personal approach, Forther-
more, this means of persvasion allows for a kind of flexibility which it
is not possible to achieve through the use of the mass media. A campaign
repressntative can select from a wide range of appeals and tactics of
persuasion the particuler ones which, in his judgrent, are most apt to
prove effective with the particular persons whose support he is seeking
to enlist,

These increments in effectivencss that derive from face-to-face methods
of persuasion are illustrated in some findings reported by Cartwright {12)
in an analysis of factors that influenced the purchase of war bonds during
World War IT, His analysis, based on a national cross-section sample of
2,336 respondents, shows that regardless of what reasons people offered
for buying war bonds, those who were personally approached considerably
nore often bought bonds than those not sc approached. In this same
article Cartwright also presents a table (12, p. 266) showing the pro-
portion of persons who bought bonds in each of a series. of six bond
drives divided according to whether or not they had been personally
solicited. In each of the bond drives, as before, persons who were per-
sonally approached far more often purchased war bonds than others, The
most interesting aspect of the table is the indication that the series

of six bond drives, spsced six months apart, had a cumlative effect--
that is, the proportion of people who purchased war bonds increased di-
rectly with the number of drives among the group of respondents that had
been personally soiicited. In the other group--those who had not been
personally approached--the proportion of people buylng bonds did not in-
crease directly with the number of drives, One possible interpreiation
of these Tindings is that personasl solicitaticn at some time during a
series of campaigns serves to sensitize individuvals to subsequent appeals
that they encounter in the mass media.s

* X ' N ' s .
The tentative nature of this interpretation must be stressed, since

Cartwright provides no information about the relative volume of personal
solicitations in each of the bond drives.,
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The supplementation of mass media campaigns by face-to-face discussions in
organized groups seems to be another way in which tre impact of mass cam=-
paigns can be extended, Although previously-discussed experiments of Lewin
and his associates (52) did not directly involve the use of mass media,
their results suggest that persuasion altempts directed at individuals
through the medium of group discussilon are likely to prove more effective
than when they are directed at individuals taken singly. Similarly,
Lazarsfeld and Merton have suggested that the propaganda successes of Father
Coughlin during the thirties were not primarily cue o the content of his
radio talks. "It was, rather, the product of these centrel ized propaganda
talks ggg_widespread local organizations which -arranged for their members
to lisTen tc him, followed by discussions among themselves concerning the
social views he had expressed, This central supply of propaganda, the co-
ordinated distribution of newspapers and pamphlets and locally organized
face-to-face discussions among relatively small groups--this compliex of
reciprocal reinforcement by mass media and personal relations proved spec-

Taculariy successtuls” (51, pp. L77-8.)

The most practicable method for linling a mass media campaign to a campalgn
of personal solicitation is, of course, recrultment of a sizeable corps of
voluntesrs, Some pitfalls in the recruitment process can be avoided if it
is recognized beforehand that 1) the possibilities for extending the flow

of informabion will be enhanced to the extent that efforts are made to
attract volunteers from each sub-group in the community--well-to-do people
and working class members, people from the various ethnic groups that con-
stitute the population, people from different age and sex strata, and to
select those people who are more integrated socially in their group~-that is,
people who have wide acquaintance, organizational affiliations, neilghborhood
affiliations, etc.--for these are the people who are in a strategic position
both to spread the fiow of information regarding the program and to per-
susde others to become involved in ity 2) most volunteer programs tend to
attract a disproportionate number of persons from higher socio~economic
groups, and therefore special efforts are needed to involve persons of lower
socio-ecornomic status and with different ethnic backgrounds; and 3) volun~-
teers can more readily be recruited in face-to-face situabiong-~direct per~-
sonal solicitation or in organized groups-~than through the mass media.

Up to this point, little has been said about the function of the mass media
in a joint cempsign., They, however, can perform important services. It has
already been indicated that mass media may contribute to some extent o
arousing interest and can serve to channel existing support into specific
courses of action. It may further be noted that large-scale mass media
attention to a given issue has the very importent effeet of conferring status
or importance to the topic. As Lazarsfeld and ierton have noted {51, pe

L65) s

The mass media bestow prestizge and ernhance the authority of indi-
viduals and groups by legitimizing their status. Recognition by
the press oy radio or magazines or newsreels testiiies that one
has arrived, that one's behavior and opinions are significant enough
w0 require public notice..the audiences of the mass media apparently
subseribe to the circular belief; "if vou veally matier, you will
e at the focus of mass attention and, if you are at the focus of
mass attention, then surely you must redl 1y matter.” This status
conferral function thus enters into organized social action by
legitimizing selected policies, persons Or groups which receive
the support of the mass media,
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Prom this legitimizing function of the mass media flows what 1s probably

the most frequent effect of mass communications, namely that of the reinforce-
ment of existing attitudes and beliefs, That the mass media serve largely

to reinforce and rarely to change opinions is largely a result of the process
of sclective exposure through which people tend to listen to what they are
interested in, and are interested, as a rule, in those commmnications which
support their point of view. Lazarsfeld, Berelson, and Gaudet describe how
the political campaign in the mass media brings about the reinforcement ef-
fect (L9, p. 88): '

The provision of new arguments and the reiteration of old argu-
ments in behalf of his candidate reassure the partisan and
strengthen his vote decision. Should he be tempted to vacillate,
should he come to question the righitness of his decision, the
reinforeing arguments are there to curb such tendencies toward
defection. The partisan is assured that he is right; he is told
why he is right; and he is reminded that other people agree with
him, always a gratification and especially so during times of
doubt,

In other words, mass media campaigns serve to maintain and stabilize favor-
able sttitudes toward given issues and practices., This is a particularly
important function from the standpoint of any program that must not only
win supporters, but also sustain their adherence to its recommendations for
an indeterminate periocd of time,

Mthough there are virtually no systematic investigations of the cumilative
effects of wass commniecations, there is clearcut evidence from other fields
hat the maintensnce of levels of informstion and of desired opinions both
reguire periodic reinforcement--periodic repetition of facts in the case of

information and periodic renewed evidence of social support in the case of
attitudes. ‘

Finally, mass media campaigns directly support the efforts of the devoted
inner corps of workers in any public service program and notably help to
maintain thelir commitment and morale. It is not merely that volunteers!
approach to less interested members of the public is made easier, if their
program is well publicized and, thus, scmewhat familiarized and legitireted
to the pecple they deal with, Above dnd beyond this introductory function,
however, the workers, themselves--volunteer or otherwise--derive a new sense
of the importance and worthwhileness of what they are deing from the at-
tention given their program in the mass media, This motivating effect is
well~-documented in a recent study carried out by Csrison (11) to evduate

the effects of a series of information campaigns conducted by the Mississippi
State Board of Health, He found no evidence that these campaigns had ra sed:
the level of information concerning health matbers of the target population,
but they did have the important, though unanticipated, effect of raising

the morale, znd thereby the efficiency, of the local public health workers.
Garlson describes how this effect came about (11, p. 247-8):

They /iocal puklic health workers/ were made aware of the im-
portance of their work in relation to the overall venereal dis=-
case activities in their state., They were given concrete evi-
dence that the Siate board of health and their superiors were
personally interested in thelr work. Moreover, during the
course of the intensive educatlon campaign conducted in their
county, these workers in the county health department clinics
had their work brought to the atbtention of their neighbors

and fellow citizens, often for the first times..
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This effect resulted in "more vigorous efforts on the part of personnel in
the local county health deparitment to locate new pools of infection which
they had hithertofore neglected" and this, in turn, was reflected by a
higher incidence of syphilis being reported following each mass campaign,
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group that is likely to be exposed to it. Even a program which appeals pri~
marily or disproportiocnately to one socic-economic level will not have as -
large an audience from thet level as will programs drawing larger audiences,
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Chapters vil and viii,
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Effectiveness of TV Adveriising. New York: NEC Television, Hay, 1S5C.

1k, . Sumer Television &dvertising, MNew York: WNBC Television, 1952,

15.

. PMTelevision's Lffect on Leisure Time ‘ctivities," Journal of
Iprlied Psychology, XXXII (October, 19h&), 550-58,

A survey covering 274 Long Island, i, ¥, families, evenly divided be-
tween TV owners and Hon-owners, Families that have TV participate in 25
per cent fewer activities outside the home then do non-owners. Inside~the-
home activities declined an average of 29 per cent in the TV group, the
sharpest drop being in night-time radic listening (68 per cent), and the
smallest in reading (18 per cent), TV commercials were preferred to radio
advertising. The impact of TV appears to be greater in middle class famiw
lies than in higher socio-economic units, HMovie going decreased more
among admlts than among children in TV families.
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(Jamuary, 1947), 15-25.
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(June, 1950), 105-22.
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terly, I (July, 1937), 83-87.

20. PFishman, Sidney, and Roslow, Sydney. "The Study of Adjacent Listening,"
Radio Research, 1942-143, eds, Paul F. Lazarsfeld and Frank Stanton. New
York: Duell, Sloan and Fearce, 19Lh. Pp. 397-L06.
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Haven: Yale University Press, 1953.
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Psychology in World War IT, Vol., IIT: Experiments in Mass Communication.
Princeton: Princeton University Press, 1949,
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Hudson, Bradford B, "Anxiety in Response to the Unfamiliar," Journal of
‘ 800131 Issues, X (195L), 53-60.

Pyman, Herbert H., "The Psychology of Status," Archives of Psychology,
XXXVITI, NO. 269 (June, 1942), 1-9k, :

, and Sheatsley, Paul B, "Some Reasons Why Information Campaigns
TTFsil," Public Oplnlon Quarterly, X1 (Fall, 19L7), Li2-23.

Janis, Irving. Alr War and Emotlonal Stress. New York: MeGraw-Hill, 1951.

, and Feshbach, 5, "Ef;ects of Fear~Arousing Communications,”
Journal of Abnormal and Social Psvchologv, ¥IVIIT (January; 1953;, 78-92.

, Lumsdaine, A, A., and Cladstone, &, I. "Effects of Preparatory
Communlcablons on Reactions to a Subsequent News Ivent," Public Opinion
Quarterly, XV (Fall, 1951), LE7-518. ' '

Janowitz, “orrls "The Imagory of the Urban Community Press,"  Public Opinion
Quarterly, XV (Fall, 1951}, 519-31, T »

A study of the community press in Chlcago. 5iz hundred people in
three neighborhoods were interviewed, Eighty-four per cent read community
press. Readers regard the communiby press as an aux,llary to the daily
rress, not a competing news source. It is generally not perceived as a
commercial medium, although it carries advertising. It is generally not
perceived as a political or partisan organ, but as an agent of community
welfare, It is perceived as an extension of the individualts personal
and social contacts. It is also seen as a democratic dispenser of pres-
tige. No particular ncrsons or groups are believed to get special or
honorific attention,

Katz, Elihu, and Lazarsfeld, Paul F. Personal Influence: The Fart Played
by People in the Flow of Mass Comm munications. Glencoe, L11,: The Free
Press, 1955,

Katz, Oscar, and Eisenberg, FPhilip., "Showmanship in Radio Educational Pro-
grams,?" The Journal of Psychology, XX (1945}, 235-L5,

Avthors offer some principles of showmanship which might be applied to
educetional programs. Data and illustrative material used obtained from
studies of audience reaction to several different educatlonal prograns
conducted by program analysis division of CBS research depariment by
means oi uazaTS;eld~Stanton program analyzer, Thelr conclusions are:

Education is preferred in entertaining form,

Defects in presentation were criticized four times as frequently by
audiences of an educaticnal dramatic program as was the subject
matter itself.

Comparison of two broadcasts in same dramatic program series shawed
that program presented in interesting form enhances educational
appeal,

Entertainment faeilitates learning

Listeners are more likely to learty material which they find entertain-

ing, and more likely to retavn it than material which they do not
find interesting. i

In discussion programs comments of audiences indicate that the elements

ephancing enjoyment and understanding are: A clear-cub structure;
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a clear statement of problem to be discussed at beginning; speakers
should confine themselves to topics speakers should not imterrupt
one another; a summary by moderator at end of main points or lines
of argument.

Another factor which affects listener reactions is the degree to
which the practical current implications of the material is em-
phesized. Events set in unfamiliar distant places are not as
meaningful to audiences as events set in familiar places and
surroundings which are related to activities in which audience
engages. &.g., auvdience of housewives reacted favorably to se~
quence concerning procedures of establishing honest weights in
stores, & topic which had relevance for them in their role of
shoppers.

Kaufran, Helen J, "The Appeal of Specific Daytime Serials," Radio Research,
19L2~13, eds. Paul F, lagarsfeld and Frank Stanton. New York: Duell,
Sloan, and fearce, 1%L, Pp. 866-107.

Kelley, Harold H., and Volkart, Edmund H, "The Resistance to Change of

Group-Anchored Attitudes," American Sociological Review, IVII (August,
1952}, L53-65.

Kelman, H, C., and Hovland, C., I, "'Heinstatement! of the Communicator in
Delayed Measurement of Opinion Change," Journal of Abnormal and Social .
Psychelogy, XLVIII (July, 1953), 327-35.

Kendall, Patricia L., and Wolf, Xaotherine &, "The Analysis of Deviant
Cases in Communications Research," Communications Research, 1946-L9, eds,
Paul ¥, Lazarsfeld and Frank Stanton, New York: Harper and Brothers, 1949,

Ppo 152"79.

One hundred and sixty white, non-Jewish working class men were inter-
viewed intensively about their responses to a series of three cartoons
designed to reduce ethnic prejudice. The central figure of these cartoons,
"ir. Biggott," is depicted as an unattractive middle~aged man who displays
ethoic prejudice, The object of the study was to find out the process by
which the messages of anti-prejudice communications are misunderstood.
Three patterns of response to the cartoons were found: 36 per cent of the
sample correctly understood the general message of the cartoons; 31 per
cent did not recognize the reference to prejudice or the satire presented;
and 33 per cent misunderstood the general message completely by believing
that the cartoons were intended to create ethnic prejudice, The interpre-
tation of these findings offered is that persons who were not prejudiced
and who showed awareness of the problems created by prejudice were pre-
disposed to uncerstand the cartoons; subjects who were prejudiced were pre-
disposed to misunderstand the cartoons for understanding constituted a
threat to their self-images. Analysis of the deviant cases (the pre-
Judiced who understood the message, and the unmprejudiced who misunderstood)
indicated that the prejudiced who correctly understood the cartoons were
likely not to have guilt feelings about their attitudes snd thus under—
standing constituted no threat to their self-images. A variceiy of factors
were suggested to explain the other group of deviant cases.

Klapper, Joseph T. The Effects of Mass Media: A Report to the Director of
the Public Library Inquiry, New lork: DBureau of Applied Social Hesearch,
Columbia University, LoLs. (Mimeographed,)
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the Effect of Printed Argument on Changes in Attltude," Journal of Ab-
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York: Henry Holt, 1952, Pp, L5973,
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Produced by a One-sided Versus a Two-sided 'Pro“aganda‘ Presentation.”
Public Opinion GQuarterly, XVII (Fall, 1953), 311-18,

MeCandless, Boyd R, "A Study of Non-Listeners," Radio Research, 19L2-43,

eds, Paul ¥, Lagarsfeld and Frank Stanton, Hew York: Duell, Sioan and
Pearce, 19hL. Pp, LOT7-18,

Menzel, Herbert, and Coleman, James S, On the Flow of Scientific Information

in the Medical Profession: 4 Study of the Adoption of a Hew Drug by the
Medical Frofession. Umpublished study. Bureau of Appiied Social Research,
Columbia Uriversity, 1955.

Merton, Robert K., Mass Persuasion: The Socizl Psychology of a War Bond

Drive. New York: Harper and Brothers, 1946.

"Patterns of Influence: A Study of Interpersonsl Influence and of

Communications Behavior in a Loeal Commumity," Commnications BResearch,

1948-49,  eds. Paul F, Lazarsfeld and T“ank Stanton, New York: Harper
anc Brothers, 19h9, FPp., 180-219.
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59, . , West, ratricia, and Jahoda, ilarie. Patterns of Social Iife. {To be
published. ) o

60, Nafziger, Ralph O., Engstrom, “Varren C,, and MécLean, Maleolnm S,, Jr, "The
Mass Media and an Informed Public," Public Opinion Quarterly, XV (Spring,:
1951) F) .;.Og—lb,. )

A survey of characteristics of the poorly informed and well-informed
audience, including 299 metropolitan readers of the evening newspaper in
a large Minnesota city, 335 small city readers of the only daily paper,
and L6 rural readers of a county seat weekly. The entire sample was
tested for "aress of ignorance” by being asked to identify prominent
personages in international, national and state news., Study done in 194L8.
Metropolitan readers obtalned highest percentages on non-political figures
in all three areas of informedness--international, national and state.
Avid newspaper readers tended to be better 1nformed in all three groups
and in all three areas. Among farmers, a strong positive correlation found
between amount of radio listening and level of information, but a somewhat
negative correlation between these factors was found in the metropolitan
and small city groups. Indeed, in small city group,. %op radio listeners
were least informed. In all three groups strikingly positive correlation
between magazine reading and informational level, Iittle relation found
between movie attendance and informational level, Although smaller pro-
portion in all three groups read books than listen to radio or read mag-
azines, all readers of books tended to be better informed on both politi-~
cal and non-poiitical figures in national and international news, The
better educated at tine higher socio-economic levels were better informed
in all groups. However, the rural group was as well informed on many names
as the other groups, despite a generally lower educational level, len
were better informed than women, particularly in nationsl and international
areas and political fields, Women were as well informed as men in non-
political fields, particu*arlv about other women., Sex differences were
greater in urban than in rural groups, perhaps because women tended to
have higher educational levels than men in rural group. Social partici-
pation showed a definite positive relationship to informational levels.

61, National Opinion Research Center. "Cincinnati Looks at the United Nations,"
and "Cincimmati Looks Again," Reports No. 37 and 374. Chicago, 1947, 1948,

62, Office of Radio Research (Consulting Division), Report on Radio. New York:
Columbia University, 1943,

A swrmary of findings from various studies regarding effective elements
of radio. Radio is found in more homes than any other single commodity.
Listening does not interfere with other activities and can therefore serve
as a time-saver and a diversion for those occupied with other tasks. How-
ever, while this factor increases the number of people receiving informa-
tion, it may reduce the nunber of people who digest and retain this infor-
mation. The higher the educational level, the greater the preference for
printed content; also the greater the difficulty of the content, the great-
er the reliance on print. However, the stronger the motlvatlon for absorb-
ing content, the more it is absorbed from either medium, While research
has demonstrated that listeners are more suggestible than readers, this
may be qualified by fact that less well educated audiences, who prefer
spoken to written information, are more suggestible anyway. The power of
redio as a social force may he accounted for in part by its cumulative
effect. People become habituated to it, and over a period of time tend
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to arrange other activities so as to include it in their daily or weekly
schedule, Radio announcers and characters become part of the listensr's
world when attended to regularly, and the anticipation of encountering
these people every day enhances their interest in the program., Since
program preferences of different groups have been surveyed, sponsors can
select the kinds of audiences thev wish to attract by the kinds of pro-
gram materisl, their choice of hour, and their choice of station. Sponsors
may build audlences bj newspaper advertising, direct mail to potential lis-
teners, cross-announcing from other stations, and contacts with organi- '
zations and institutions. Assuming that the "voice has a kind of surplus
value sbove and bevond the printed word)' the announcer can inject the. con-
tent of the commercial with additionsl emotloﬂa¢_aypeal In addition...
the human voice is more personal, thus more cradible. As listeners become
familiar with an ammouncer in a pleasant connection, they will tend un- :
consciously to adopt some of his attitudes., Through the products he adver-
ises on the radio he may becone associated with "prestige! personalities
or orgenizations, thus furthering sales, On radio the commercial can be
integrated into the entertainment, which cannot be done in printed media,
An experiment has shown that retention is better for such sandwiched-in
advertising than for isolated commercials. These indirect comercials are
most effective with those who tend to resist exhortations to buy, and pre-
fer to think they are making up their own minds after hearing "impartial
evidence," Radio can be used to reinforce advertising in other media, and
such tie-ins have been demonstrated to be beneficial to all media involved,
Commercials most disliled and least effective are those employing Jingles,
demanding immediaste purchese, those that are repetitious and those using
loud sound effects. A strong dislike was also expressed for spot commer-
cials, most people preferring advertising attached to a program. Cormer-
cials most liked and most effective are those woven into the script of the
program, those describing in detail the uses and application of the product,
and those employing dialogue rather than monologue,

Peterson, futh C,, and Thurstone, L. L, DMotlon Pictures and the Social Atti-

tudes of Children, New York: The Macwillan Company, 1933. {(4s summerized

- In Charters, W, W, DMotion Pictures and Youth. New York: Pt. I, pp. 1-63.)

Remmers, H, H, "Propaganda in the School g--Do the Lffects Last," Public

Opinion Quarterly, IT (April, 1938), 197-210,

Riley, Matilda White, and Riley, Jokn W,, Jr. "4 Sociological Approach to

Communications Research," Public Opinion Quarterly, XV (Fall, 1951},

Lli5-60,

Intencive interviews were held with LOC school children to ascertain how
the variable of mewbership in peer groups influences choices and uses of
the mass media, Mejor finding is that peer group members and non-members
put same media content to different uses. Peer group members, oriented
to the need to get along well with the group, tend to select and Jjudge
content in terms of their social utility; that is, in terms of their im-
mediate relevance for group living. Hon-members, on the other hand, use
the same content as an escape from the real world.

Robinson, ”1;11am 3, "Radio Comes to the Fgrmer," Radio Research, 1911,

eds. Paul ¥, Lazarsfeld and Frank Stanton. New fork: Duell, Sloan and
Pearce, 1942, Pp. 221~9k, '
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Rock, R, T., Jr., Duva, J, S,, and Murray, J. I, Training by Television:

A Study of Learning and Retention, New York: Special Devices Center,
U.S. Havy, NAVEXCS P-B50-3, n.d. ‘

A group of 3000 army reservists were tested before and after seeing
each of a series of 8 telecasts, to ascertain the effects of TV instruce-
tion on information gain and retention. All grades of officers and men
made higher scores after viewing Telecasts, lMen of different levels of
intelligence and experience can benefit from a single level of TV ine
struction, Tests of retention showed that both officers and men retained
a substantial amount of materisl over six weeks, The most effective teach=
ing procedure included narration, Three quarters of subjects indicated
preference for being taught by TV than by other classroom methods.

Rose, Arnold M, Studies in Reduction of Prejudice, Chicagn: American

Council on Race Relaticns, 19h7. (Mimecgraphed. )

Schramm, Wilbur., "The Lffects of lass Communications: A Review," Journalism

Quarterly, XXVI (19h9), 397-h09. .

This article constitutes a swmwmary of findings in mass corrwmnications
research based largely on Klapper's The Iffects of the Mass Media and
Hovland, Lumsdaine and Sheffield!s Experiments in 1lass Communications.
On the basis of his summary, Schrarfi formiletes & Set 0 birty-two
hypotheses that reflect the present status of research in mass communi-
cations., They are grouped under five headings: General principles;
effects of communications on individuals; persuasive effects; effects of
different media; effects on public taste; effects on society., Also in-
cluded is a bibliography of 63 items,

» and Vhite, David M, "Age, Education, and Economic Status as Factors

in lewspaper Reading," Mass Communications, ed. "Hibur Schramm, Urbana:

University of Illinois Press, 19LS. ©Pp. L02-12.

Schwartz, Shepard, and Winograd 'Berton. "Preparation of Soldiers for Atomic
L 2 H s 3 s

Heneuvers,  Journal of Social Issues, X (195h), Le-52,

The Human Resources Office of the Army did a series of three investi~-
gations the objective of which was to evaluate the effect of indoetrination
of troops preceding field maneuvers in course of which atomic explosives
are detonated in presence of participating troops. In the first two
studies the design involved two groups of men drawn at random from battal-
ions which participated in exercises, Before men were notified that they
wers to participate in these exercises, one group was given a base-line
questiomaire, After course of lectures had been given to men question-
naires were administered to second group. In the third study the same men
tested at base-line were tested agsin after indoctrination course.  The
questionnaires included two major groups of items (the questionnaires ad-
ministered before and after were virtually identical): a group of questions
designed to test men's information about atomic weapons and warfare, and
a group of questions designed to test men's attitudes toward atomic weapons
and warfare, In all three of the studies a substantial increase in infore
mation was observed following indoactrination. Some kinds of information,
namely those dealing with "personal injury" were learned more readily than
others dealing with "non-personal injury.” The hypothesis that information
dealing with personal injury increases to a greater extent than that about
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non-personal injury was born out by third study, which had a panel design.
A clear relationship was found between amount of information gained by
troops and improvement in attitudes toward atomic weapons and warfare,
il.e., attitude improvement was much more marked among men in group dis=
playing a high gain of information than it was among men in lowegain

group., However, even among men who did not materially improve their in-
formation levels, attitude improvement was considerable, For example,

51 per cent of the low gain group after indoctrination no longer indi-
cated anxiety about the bowmb or maneuver. This indicates that some factors
other than information gain are responsible for relieved anxiety,

72. Sherif, Muzafer, "Group Influencesupon the Formation of Horms and Attitudes,®
Readings in Social Psychology, eds, G. I, Swanson, T, I, Newcorb, and E,
L. Hartley, Rev. ed. Hew York: Henry Holt, 1952. Pp. 249-62.

73. S5ills, David L, "The Volunteer Way." Unpublished Doctoral dissertation,
Columbia University, 1956,

7h. Silvey, Robert, "The Intelligibility of Broadcast Talks," Public Opinion
Quarterly, XV (Swmer, 1951), 229-30kL.

Armed forces educational broadcasts in Britain subject of study, Four
thousand six hundred and thirteen ary recruits asked to: assess broad-
cast as easy or difficult to understend (on a five point scale); to assess
it as interesting or dull {five point scale); to write down as much as they
could remember of the main points of what they had heard. Understanding of
content of broadeasts strongly related to educational level: so important
is dependence of understanding on level of education that a tali couched
at level of difficulty appropriate to the top third of population can
rarely convey much to people of even sverage educational achievement.
Author suggests that perhaps only face-to-face instruction can hope to
reach bottom 25 per cent of population in educational achievement and I, Q.
However, the intelligibility of broadcasts tested was found o depend far
more on their "interestingness" to subjects than upon any other factor,

If a topic were interesting the task might be understood, even though it
violated all the canons of good broadecasting, Analysis gave some clues

as to what interests average or below average audiences: talks found most
interesting were those "which dealt with concrete subjects of a practical
kind which were familiar to listeners in their daily lives or which affect-
ed them perscnally." Qualities of broadcast talks thatht make for intelli-
gibility were: limitation of the number of major teaching points, clear
summaries, preferably at end or beginning and end, lucidity and liveliness
of style, concreteness of both subject matter and treatment, concrete il
lustration of any abstract principles. '

75. Simmons, W. &, and Associates, Research, Inc. Television's Dayiime Profile.
Rerort of a Survey for ¥BC. New York, 1954,
L 0 b

76. Sponberg, H, "& Study of the Pelative Effectiveness of Climax and Anti-
Climax Order in an Argumentative Speech," Speech lonographs, XIIT (1946),
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77. Stewart, RBaymond F, The Social Impact of Television on Atlanta Housewives.
Division of dJournalism, bmory University, Georgia, 1552

A comparison of TV owning families with none-owning families, and of the
fan¢iv hchuS of owners before and after acquisition of TV based on 800
personal interviews with a random sample, using only adult heads of sach
household, Owmers reported reading fewer magagzines than non-owners, but
had more magazines in their homes, Owners reported reading fewer books, but
had read a book more recently than non-owners. Ouners reported ati ead¢rv :
fewer movies than non-owners, but the same percentage in both groups had
attended a recent film, Less daytime and evening radio listening in TV
homes, but owners possessed more radios than non-owmers, Hadio apneared
to be only medium seriously affected by IV competition. TV had been allowed
to interfere more with habit patterns in lower income levels and among the
less educated than in higher income, higher educated strata.

78. Suchman, Edward A, "An Invitation to Music," Radio Research, 1941, eds.
Paul ¥, Lagarsfeld and Frank Stanton. New Yor Dueil, s Sloan and Fearce,
1941, Pp. 1Lo-88,

79. Swanson, Charles E., Jenkins, James and Jones, Robert L., "President Truman
Speaks: A Study of Ideas vs. lledis," Journa,lsm Quarterly, XLWII (Summer,
1950), 251-62,

Aim of study was to discover whether the ideas or the media by which
they reach the audience ave more effective in deltermining what is remember-
ed of a2 major speech by a prominent politicel Ffigure, 4&ight trained ob-.
servers were stationsd in audltorlum to record themes that evoked most
apvlahse, length and mammer of applause., Two pairs of ohservers recorded
effects of Telecasts in two bars, one freguented by "white collars” and
the other by "blue collars,” Content analysis was performed on stories
about the speech in two newspapers and two major radio stations, to de-
termine frequency of each theme in each medium. Interviews conducted by
sociology students with a sample of 1L5 Minneapolis adults to deterwine
exposure to speech in the various media. Amount and type of exposure was
compared with number of speech items recalled, and with frequency with
which items had appeared in the speech and in the media in order to ascer-
tain whether recall was higher with muitiple exposure.  White collar and
blue collar respondents! reactions indicated that both groups selected
or rejected the speech in terms of how they related its content to their
predispositions rather than in terms of the medium., Those exposed to the
speech through more than one chapnel did not have higher recall than those
exposed to orne medium only. Freguency of mention by press or radioc had
little relation to recall of any theme, URelationships between the theme
and the needs and values of the individual were more significant in deter=~

- mining freguency of recall than was repetition by media.?

80. , and Jones, Robert L., "Television Ownlng and Tte Correlates,
T Journal of Applied Psychology, XXXV (October, 1951), 352-57.

Study of relation of TV ownership to use of other media, and to socio=-
economic levels, Four series of hour long interviews were conducted with
a probability sample of liinneapolis adults in April and May, 1950. First
series began with a base sample of LL8 dwelling units. By last wave, this
number had decreased to 202 households, 31 of them TV owners and 171 non-
owmers. In addition a readership survay*was made of sample, covering gov-
ermmental affairs, news and comics in one daily issue of Hinneapolis Star.
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Ho significant relationship was found in this survey between set ownership.
and income level, although there was a slight trend for owners to have
higher incomes. TV owners attend 56 per cent less films, and spend L2

per cent less time listening to radio than non-owmers., Little relationship
was found between ownership and number of magazines read or amount of news-
raper reading time. Conclusion: TV competes most directly with films and:
radio, least directly with newspapers and magazines.

81, Tanvenbsum, Percy. "Initial Attitude Toward Source and Concept as Factors in
Attitude Change Through Communication," Public Opinion Guarterly, XX
{(summer, 1956), L13-25,

An experiment involving a before-after test of attitudes carried out on
LO5 college students. Test items consisted of three stories, each pre-
pared in a pro and en anti version, dealing with legalized gambling, ab-
stract art, and accelerated college programs, The sources designated were
lsbor leaders, Chicago Tribune, and Senator Hobert Taft, HExperiment was de-
signed to test two hypotheses: a) that the amount of attitude change in
the direction of a communication is directly proportional to the degree of
favorableness of the original attitude toward the communicator, and b) the
amount of attitude change toward the communicator source in a favorable
direction is directly proportional to the degree of favorableness of ini-
tial attitude toward the advocated position, and inversely proportional
when the advocated opinion counters initisl attitudes. Experimentdl re-
sults confirm both hypotheses. The attitudes that audience member brings
into the communication situation toward the communicator and the opinions
belng advocated both are significant in determining the amount of aititude
change that takes place., Furthermore, the susceptibility to change is in-
versely proportional to the intensity of the initial attitudes.

82, Weiss, Walter. Opinion Congruence with a Negative Source on One Issue as a
Factor Influencing Lereement, on Anothor Issue, Technical Report #ly NONR~-
L92 (Oh). Washington: Cifice of Naval Research, n.d.,

Fxperiment designed to test hypothesis that a "statement by a communi-
cator of opinion congruence with the commnicatees on an issue of impor-
tance to them will facilitate the opinion-change effectiveness of a follows
ing, persuasive communication on a different topic," and to ascertain ef-
fectiveness of this technigue when used by an "unbrustworthy" source.

A before-after design was employed with a class of 120 students. The com-
municated stetement of opinion congruence expressed a pro-academic freedom
position (with which most of the audience agreed), The persuvasive commurni-
cation argued for an anti-fluoridation position. lNost subjects had indi-
cated favorable opinions on these issues in their before questionnaires,
but had rated the former topic high and the latter low in importance to
them. The point was to try and effect an attitude change with respect to
the less salient opinion by tieing it to the academic freedom issue which
held much salience., Four experimental groups were formed in cdwmmurnication -
session, OGroup 1 read an article in favor of academic freedom immediately
followed by one opposing flucridation, both with Daily Worker as source.
Group 2 read an article on Uganda, followed by one opposing fluoridation,
again with Daily Worker as source for both, Group 3 read an article on
academic freedom with New York Times as source, and then the one on flu-
oridation with Daily Worker as source., Group L read articles on Uganda

and on fluoridation with Daily Yorker as sources for both, All subjects
were given an immediste-after questiomnaire. Findings: Major hypothesis



83,

8L,

85.

86.

87.
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was confirmed, The commmication of opinion congruence on a particnlar
issue by an untrustworthy source did not lead to a boomerang effect. The
author believes that this finding does not support the notion that popular
support of a particular ides or opinion position can be radically dimin-
ished by the actual or imputed adherence to this viewpoint of an especially
untrustworthy or suspect communicator. It was found that no differential
regression to a less favorable position on academic freedom occurred follows
ing statements of opinion congruence by Daily Worker and New York Times.

It may therefore be assumed that detrimental effects of a suspect compmuni-
cator's statement of opinion congruence, may only cccur under certain cone
ditions, e.g., when issue is not of importance to audience, or when opin-
ions have not yet crystallized (as in early period of discussion of an
issue), it may have this effect among people who are uncertain with respect
to given opinion or somewhat opposed.

Wiebe, C, D, "Herchandising Commodities and Citizenship on Television,®

Public Opinion Cuarterly, XV (Winter, 1951-52), 679-91,

"Responses to the Televised Kefauver Hearinps: OSome Social Psy-

chological Implications,” Public Opinion GQuarterly, XVI (Summer, 1952),

17 9"'200-

Wilke, Walter H, "An Fxperimental Comparison of the Speech, the Radlo, and

the Printed Page as Propaganda Devices,"  Archives of Psychology, XXV,
No. 169 (June, 193h), 1-32,

Wilson, Elmo., "The Bffectiveness of Documentary Broadcasts," Public Opinion

Quarterly, ¥II {(Spring, 1948), 19-29,

Policy of CBS in effort to build large audiences for documentary broad-
casts is 1) to schedule its documentaries in cream evening time; 2) ex-
tensive and expengive promotions undertaken by means of: a, special re-
corded announcements sent out by network to local stations to be spotted
through broadcagting schedule days in advance of broadcast; b. local news-
paper advertising in local areas; c. brochures, circulars, telegrams dis-
patched to thousands of organizations and to federal, state, and municipal
auvthorities. Effectiveness studies indicate that documenbtaries do have
considerable impact on certain attitudes,-(that is giving test of atti-
tudes before and afier seeing documentaries), but they give no indication
of the retention or stability of attitudinal shifis noted immediately after
viewing or hearing. They provide no information on extent towhich modi-
fications in attitude noted affect actions of public.

Wright, Charles B, Evaluation of Hass Yedia Effectiveness. A HMemorandum pree

pared for the International Social Science Council., Bureau of Applied
Social Research, Columbia University, 195h. (Unpublished,)

88. Zorbaugh, Harvey W, and Millé, C, Wright., A Report on the Impact of Tele-

vision in a lMajor Metropolitan Market, New York: Puck, lthe Uomic Weekly,

1952,
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Recormended Research Instruments

Dwelling Unit Enumeration Form
Questionnaire
Avxiliary Materials for Use with Questionnaire
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Dwelling Unit Enumeration Form



DU ENUIERATION TFOLDER

Line No. on
PSU Segment No. Listing Sheet

1. Address (or deseription) of IU

2. Type of Structure DU is in:'3. Race of Ccoupants: 'h. 0D Classification
Single family house 5= 8 White « o & o 6= 0 Sector _ 7=
Two-DU structure . . 9 Negro o« o « & X Ares 8- 9
Multiple DU Structure 0 Other « + « v District 10-12
Hooming house . . . . X ‘ ER 13-1h
Other (SPECIFY) . .. ¥ HDO | 15-

5. Pirst we need a list of all the‘people who live here at this address. Who is
the head of the household? (ENTER NAME, SEX, MARITAL STATUS AND AGE OF HEAD ON
FIRST LINE, AND CONTIIWUE LISTING ALL RRESIDENTS OF DU.)

6. Have we missed any children or babies, or anyone else who lives herg-~anyone
away traveling, in a hospital, or visiting somewhere, or away on business or
at school? (IF WYES," ADD TC LISTING.)

™aT 3 P T KN ; ; ¥ ;.L i %
_ Relationghip to ! eV larital! . ‘Ragpk
¥ Sege | . .
Full Neme Head of Henashold i © Status Ago No,
}
Head |
16—~
: !
| -
H i

7. BGHTLR RANK HO, FOR-ALL ADULYS 21 AWD OVER, FROH OLBSST TO YOUNGEST; IN-LRVIBW
PERSON WITH RANK NO:

18-
NO, of adults : ' ! ! 6 or ’ "
in DU g 1 i 2 i 3 b 5 |  more | 13
] H i i
. { ! i
Inteyview i i i i
' Rank No. f 1 E l 2 { 20~

8, PLACE AN "X" AT LEFT BEFORE NANME OF PERSON CHOSEN FOR INTERVIEW. 21~







NORC 392
/956

Questionnaire




1. How long have you been living in this neighborhood (section or part of town)?
Less than one ysar . . 5= 1
Cne to five years . . . 2%
Five to ten years . . . 3%
Ten to 15 years . . . . It
Fifteen to 20 years . . D5¥%
Twenty vears or more . . 6%
M) my life . .. v .. T

*A, (UNLESS YALL MY LIFE") And how long have you been living in
(Milwaukee) (NAME OF SUBURB)?

Less than one year . . 6= 1#
One to five years . , . 2F
Five to ten years . . . 3#
Ten to 15 years . « » « U#
Fifteen to 20 years . . i+
Twenty years or more . . Of
Al mylife . . o o o a7
#UNLESS "ALL MY LIFE," ASK (1), (2), (3), amp (L).

(1) Where did you live before you moved to (¥ilwaukee) (NAVE OF
SUBUERB)?

(2) And how long did you live there? !
Less than one year . . ,8- 7
One to five years . . . 8
Five to tenyears . .. 9
Ten to 15 vears . . . » O
Fifteen to 20 years . . X
Twenty years ormore . . ¥

{(3) On thz?whole , did you like living there (PLACE NAMED IN (1) ),
or not?

Liked s & o & & & = 3 .9" 1
Distiked o v v v v 4 « &
Dontt know » +» » + « « .

(L4} VWhich do you like better as a place to live--(Milwaukee) (NAME
OF SUBURB), or (FLACE WAMED IN (1) )? R

Present suburb . + . .+ 10
Place named in (1) . .
About the sane . . . .
Don't know . . . ..

-~ O~



-

A, What would you say is the biggést need or problem for (Milwaukée)

2e
(NAME OF SUBURB) right now?
11~
12~
B. What other problems in (Milwaukee) (NAME OF SUBURB) strike you as
pretty important? (Any others?)
13=
1l
3. Here is a list of problems that some communities have...(HAND R. CARD A)
A. Which one (of those on the list) do you think is most important here
in (Milwaukee) (NAME OF SUBURB)? T
B. Which is next most important? i B C
C. Which is least important? Host Next ILeast
(1) Improving roads, traffie, transportation . . . ., 15-1 16-1 17-1
(2) Getting more and better public schools ... . . . 2 2 2
(3) Cleaning up slums and keeping neighborhoods from
becoming SLUMS 4 o « « v ¢ o o » o s # 5 + o o 3 3 3
#(};) Getting ready to take care of people in case
of bombing - . L] L] - L] L] - L > * » - * » . * » h l-lr h
(5) Preventing juvenile delinguency . « « « o « « « o 5 5 5
Don't know, can't chooSe ONe .+ v v « « & & o « & 6 6 6

#*RECORD HERE ANY SPONTANEOUS COMIENTS ABOUT ITEM (L),
TRRESPECTIVE OF WHAT IS CIHCIEDT ‘FOR‘A', B AND C.

18~
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fow I'd like to ask you to rate some of the community services here in
(1ilwaukee) (NANE OF SUBUEB), considering what a community like this one
really should have in the way of services like these..,

A, How about (BACH ITEM BELOW)? Would vou say that the job is being done
here about as well as it should be, or is there room for improvement?

B. {(IF "ROOM FOR TMPROVEMENT") How wuch improvement is needed? (IF NEEDED,
PROBE: A4 little or a 1ot?)

WELL ROOM FOR IMPROVEMENT CAN'T
DONE Thafiie ocme Lots  RATE

(1) (City) (Village) govermment . . . . 19-1 2 3 L 5
(2) SChOOLS o « o o ¢ o o o o o v+ oo 20-1 2 3 L 5
(3) Police protection . . . . » » o+ » o 211 2 3 L 5
(L) Fire protection . . « « « « « « « o+ 2= 1 2 3 h 5
(5) Cleaning streets and alleys . . . . 231 2 3 L 5
(6) Hospital facilities « « o+ « - « o & 2l 1 2 3 b 5
(7) Hed Cross services o+ « . o « » « » 25-1 2 3 L 5
(8) The United Fund or Community Chest 26-1 2 3 L 5

Se

Thinking about community problems and services like those we've been talk-
ing about, some people say it works better if 211 the communities in
Milwaukee County get together and set up unified services--I1 mean, to have
just one department in charge of a particular service for -all the commurni-
ties., Of course, other people think it's better for (Milwaukee) (NAME OF
SUBURB) and each of the other communities in the County to have its v
separate services...

A, dJust in general, what would you say on that? (Do you think it's
petter for all the communities in the County to get together and
set up unified services or is it better for (Milwar kee) (NAME OF
SUBURB) to have its oun separate services?)

Unified county services . . . . o 27= 1%

Separate but coordinated services 2%
Entirely separate services . . . 34
Don't KNOW » « + » o o o o o o L

(1) (UNLESS "DON'T KNOW'") What are your reasons for favoring that?
(What other advantages do you see?)

28~
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(Continued) (ASK BVERYONE)

B.

D.

L

(HAND R. CARD B) Now, for the things on that list, which ones d

you think all the communities in the County should get together on,
and which should (Milwaukee) (MAME OF SUBUEB) keep separate on?

(IF NEEDED, PRCBE: How about (FACH L1EM BELOW)? Should there be
just one for all the communities in the County, or should’ (Milwaukee)
(NAME OF SUBURB) have its own?)

Unified (Coordi- Own Sep~ Don't

unnty- nated erate Know
(1) City or village council . . . . . . 29=6 7 8 9
(2) Public school system . . « « » . » 30-6 7 8 9
(3) Police department . « o +» « o + . 31=6 7 8 9
(L) Fire department . + + « « o + o o . 32 é 7 8 9
(5) Department of streets and dlleys . 33- é 7 8 9
(6) FPublic transportation system .. . . 3l= 6 7 8 9
(7) 4 Chepter of the Red Cross .. . . 35= é 7 8 9
(8) United Pund or Community Chest . . 36~ é 7 8 9

Are there any (other) things that you'd like té see all the communi-
ties in Milwaukee County get together on? (wnat are those?) (Any
others?) : o

1

37~

Are there any (othér) things that you'd like to see (Milwaukee)
(WAVE OF SUBURB) keep separate on? (What are those?) (Any others?)

38~
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6. On the whole, do you like living here in (iilwaukee) (NAME OF SUBURB),
or not?

Like....'...- 39"0

DiSlike L) * L ] * . . * X

Don't KNow + + o + ¢ o y

7. Do vou think of (Milwaukee) (NAME OF SUBURB) as your resl home~--the place
where you really belong, or do you think of it as just a place where you
happen to be living, or what?

Reglly belong . + + « LO=- 0
Just a place . . . W . X
Don't know « « o v +

8, Do you feel you really have a say'abouf what goes on here in (Hilwaukee)
(NAME OF SUBURB)?

Yes + 4 o+ s o v o . M= 0
PIO - » . . L . . . ° . X
Dontt Xnow . + + + « o ¥

9. Have ybu ever thought that you might like to leave the Milwaukee area
and go somewhere else to live?

YGS » a2 & & s o v e hz"' O
1o X
Don't know + . « + .« & ¥

10. (If you had children), Do you think it would be better for (them) (your
children) to settle and raise their families in the Milwaukee area, or
would it be better for them to settle somewhere else?

Milwaukee area . . . o U3= 0
Somewhere €lse « . .+ o

Don't know + + + . &

11. Do most of your friends live right arcund here in this neighborhood
(a2 few minutes away), or do most of them live further away?

Neighborhood . + + » o Ll
Half and half . . . .

Further away . . . .

= 0w

Don't know . . + + .+

12. How often do you visit in the homes of people who live right around here
in this neighborhood (a few minutes away)? (IF NEEDED, PROBE: Would you
say very often, fairly often, or just once in a while?)

Very often « « + » « & Ub=
Fairly often « v . .
Just once in a while ,
Notatall . . .. .«

OO =~ v

Don't KNOow « « « o + &
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13. How do you usually get to know about things that are happening around
here, in your part of town? {(How else do you find out about things in
your part of town?) '

16—
1l. Do you happen to belong to any organizations like church and school
groups, labor unions, or social, civic and fraternal clubs?
TES o v 6 0 0 s e e s X
Mo o v v o o es.. H
#IF "YES," ASK A AND B,
A. Which ones do you belong to? (Any others?)
B, (POR EACH MENTIONED IN A) Do you take an active part in that,
or don't you do very much besides belonging? (IF NEEDED, PROBE:
When you say "active," do you mean that you go to meetings regu-
larly or do you do more than that?)
A. RECORD NAKE OF ORGANIZATICH B, CIRCLE PARTICIPATION
Active  Attend Belong
a b c
a b ]
8 b c
a b c
8 b c
L7~
3 b c
1,8~
a b c

L9~
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(IF OTHERS IN HOUSEHOLD) How about the others (in your family here)
{in your househcld)? Do any of them belong to any groups or organi-
zations? (Who belongs?) (Anyone else who belongs to anything?)

(How about the children?)

Husband, wife . . « « = v o o « + » o M
Son(s), daughter(s) . . « + « « . . . DM
Father, mother . . . + + 4 « ¢« . « o, Me
A1l other household members . . . . . M¥

*IF "YES" TO ANY, ASK A AND B FOR FACH,

A. UWhich ones does (he) (she) belong to?

2‘221%’3

oooo!g

"d“d"ﬂ“djlg‘

B. (FOR EACH MENTIONED IN A) Does (he) (sne) take an active part in
that, or doesn't (he) (she) do very much besides belonging?
NE&DED PROBE: When you say "actlve " do you mean that (he) (she)
goes to meetings regularly, or does (he‘ (she) do more than that?)

(Ir

A, FECORD NAME OF ORGANIZATION B, CIRCLE PARTICIPATION
‘ Acte At Bew
ive tend lo;;_g DX
S ' a b ¢ d
P a b e d
o}
a b c d
U
g a b ¢ d
E a b ¢ !
¢ a b o] a
B
I a b c d
L
D a b c d
R a b c d
E
N a b c d
0 a' b c d
T
B a b c d
E
a b c a
R
< a b c d
a b c d

5l
55=
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Have you ever taken part in any kind of volunteer work in the
Milwaukee area? (IF WEEDED, PROBE: I mean, anything at all--
like helping with church bazaars, or collecting money for charity,
or any kind of service work like that?)

T e
NO 6 v 4 o o ¢ o o o 2 s s o o « » N
IF WYES,® ASK A, B AND C,
A. What kinds of volunteer work have you done? (What else?)

56~
B., (FOR FEACH VENIIONED IN A) How did you happen to get into this?

57~

C, Vhen was the last time you did any work like that?

58~

i7.

(IF OTHERS IN HOUSEMOLD) Has anyone else {(in your family here) (in your
household) ever done any volunteer work like that? (Who?) (&nyone
else?) (How about the children?)

Yes No D NI
Husband, wife « « v & o o o » M¢ N 0 P
Son(s), daughter(s) . . . .. Mt X 0 P
Father, mother . . . . ... ¥ H O P
A11 other household members e N 0 P

#IF UYESY TO ANY, ASK A FOR EACH ANDVRECORD ON NEXT PAGE..
A, What kinds of volunteer work has (he) (she) done? (What else?)



-
17. (COnt:')mued) (IF HOUSEHOLD MEMBERS HAVE DONE VOLUNTEER WORK, RECORD KINDS
HERE, '

SPOUSE:

-..--..--———n——--‘——n————n———--—-u-_—.—---—.—.-

CHILDREN:

.-—--_--.—-n-——n--..———-—--—-——-.-_...—._.-...-.

ALL OTHERS:

61-

18. If there were some sort of trouble or disaster around here, like a
flood or a tornado or a big explosion or something like that, who are
the groups and orgenizations who woyld help out? (Who else might help?)

62~
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21, (Getting back to national affairs), here is a list of topics that héve been
in the news rvecently ... (HAND B, CARD C) '

A,

B.

G,

DI

Which ones do you remember talking about with your family or friends

in the last week or so? (CIRCLE ALL THAT APFLY)

Wnich one on that list do you feel is mosb
as a whole--whether you talked sbout it or

Which one is next most important?

hich one is least important?

(1) Communism in the United States . . .
(2) Crime and juvenile delinquency . . .
%(3) Danger of another big World wWar . .
(L) Farm prices o« « « « o s o o o o s o
(5) High prices of things you buy . . .
+#(6) Plans for surviving atomic attacks .
(7) High taxes

(8) Negro-white problems . « + + o « « &

& 4 € o s 8 2 ¥ e s e+ b

(9) Possibility of another depression. .

(10) Graft and corruption in politics . . .

A11 of them . . . .
Hone of them o« o+ o ¢ ¢ o « s ¢ o &

a 0 o e s = s =

»

I

important for the country
not?

»

.

.

.

.

*

Don't know, can't choose one . . « « « o + »
%RECORD HERE ANY SPONTANEOUS COMMENTS ABOUT ITEMS (3) AND (6), IRRESPECTIVE

A,

C.

B.

Talked Most Next Least

"HB8- 1 69-1 T 1 T~ 2

2

OO N0 o~ O v\

o

R

OO v o~ Oy Ul EWw

o

R

Moo WM oo~ O Ul W

o

R

OF WHAT 15 CLRCLED FOR A, B, G, AUD D,

T2~

O W o =3 O Ul W

2

b

s
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19, So far we'lve been talking about local things, but now I'd like to switch

Yo national affairS...

4. What would you say is the biggest problem for this country today?

B. What other problems do you see as pretty important for the country

as a whole? (Any others?)

63~

65~

66-

20, What would you say has bothered you or been on your mind most in the past

few weeks--personal things in your own life, local problems in the

Milweukee area, the way things have been going in this country, or the

way things are going in the world generally?

Personal . .
Local . . .
Country . . .
World . . . .
No concerns .

Don't know

.

.

67~ 7

MO O o™
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22, Do you think it is at all likely thst the United States will get into

another big World War?
TiKeLlY o o o o » o o o
Hot at all likely . .
Don't know + v « & . .

*IF "LIKELY," ASK A AND B.

seIF BNOT AT ALL LIKELY, " ASK C.

A, ¥hen do you think another big World War is likely to come~-in the
next year or two, not as soon as that but 1n your own lifetime, or
not until after that?

Next year or two . . .
Own lifetime . . . . .
After own lifetime . .

Dontt know . + + . . .

B. When you say that the United States is likely to get into another
big war (in the nexi year or two) (in your lifetime) (sometime),
do you mean that it's something that will definitely happen, some=-
thing that's pretty sure to happen, or just something that mlght
happen, or what:

Definite « « v o o 4 W
Pretby sure . ¢« o « o
Pight hapgen . . . .
Don't know + + « « + .

C, What are your reasons for feeling that way (that the U, S. isn't
likely to get into another big World War)? (What else?)

(Card 2)

5.

o%
xs
y

o ~ O\

M O w

o
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23, Would you say that you are nmore concerned about whether or not there
will ke another war than you are aboubt anything else, or are there
other problems or worries that you are more corncerned about than war?

War bigger . . 9= O%
‘Others bigger Ko
Dontt know . . y

TF "yAR BIGGER," ASK A,
#*IF_"OTHERS BIGGER," ASK B AMD C.

L., Vhy do you worry more about war than about other things? (Why is
war worse?)

10-

B, What kinds of things worry you more than another war? (Others?)

11-
C. UWhy do you suprose people generally worry more about things like

that than they do about emother war? (Why does war seem less
important?) ,

12~



2k,

K

Suppose a person believes that the United States is definitely going
to get into another big war in the next few years... A4s you see it,
should a person like that change anything about his daily behavior

(the way he lives from day to day)?

YGSonocnl.B“O%
No .. . .. Xawr

Don't kanow . ¥
*IF WYES," ASK A,

#¢IF "0, " ASK B,

4., In what ways should a person who believes war is coming change
his life? (Others?)

14~

B. ¥hy do you feel that way (that a person who believes war is

coming should not change his life)?

15~
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25, A. Now, supposing the United States did get into another big World War
in the next year or two, what do you think it would be like? (I mean,
would it be pretty much like World War IT for us, or would it be dif~
ferent?) (How would it be different?) (What else would be different
about it?)

16~
B, (If we did get into another World War) What do you think would
happen to you and your family?
C. (IP "DEATH" NOT MENTIONED IN B) What else do you think would
heappen to you and your family?
17~

D, (IF NOT HENTIONED IN A) Who do you think would win the war?

U.S. A s e 18" 8

Enemy + + + »

Neither . . .

Don'tt know .
#(1) (IF "WEITHERY TC D) How do you mean that?

19~
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26, If a World War were to break out, do you think Milwaukee would be
attached, or not?
Would be , . .20=- T3

Would not be . B
Don't know . , Gt
+IF "YOULD DE," ASK REST OF THIS PAGE, SKIP NEXT PAGE,
3*IF "OULD NOT BE," OR "DON!T XNOW," SKIP THIS PAGE, ASK WEXT TAGE.
A. What do you think the attack would be like? (What else?)

21-

B, (ASK ONLY IF NOT MENTIONED IN A, BUT CIRCLE IN ALL CASES AND
AST APPROPRIATE SUB-OULSTION) Do you think atomic (b= or BH-)
Pombs would pe dropped on Milwavkee, or not?

Would be . . .22= O

Would not be . p

Don't know . . vH#
# (l) (IF "WOULD NOT BE" OR “DOW!T KHOW TO B.) Do you think

atomic (A= or H~) bombs would be dropped on any other
part of the country?

Would be . . .23= O
Would not be , X##_

Dontt know . . K4

##(a) (IF _"WOULD MOT BE" TO (1)) Why do you feel that
atomic bombs would not be used against us?

2h-
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ASK THIS PAGE OMLY TIF "wOULD HOT BL ATTACEKEDM OR "DONST KNOW" TO 26

26. (Continued)
C. (If a World ¥War were to break out), do you think the United States
would be attacked, or nob?
Would be attacked , 25~ 7%

Would not be . . . Bt
Don't know . . .+ . 9
#IF "WOULD BE ATTACKED, " ASK (1) AND (2)

#%IF "WOULD NOT BE," ASK (3)
(1) What do you think the attack would be like? (What else?)

26~

(2) (ASK OWLY IF WOT MENTIOWED IN (1), BUT CIRCLE IN ALL CASES AND
ASK APFROPRIATE SUB~GUESTION) Do you think atomic (A= or H- )
bombs would be dropred on this country or not?

WO'Llld be * v e & 27" O
Would not be . . . X

Don't know . . . . v

#(a) (IF_"WOULD NOT BE" TO €(1) or (2) )

Why do you feel that atomic bombs would not be used
against us?

28~
(3) vhy do you feel that the U.S, wouldn't be attacked?

29=
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27. A, Supposing there were an atomic attack on Milwaukee, what do you
think would hapren to you and vour family? (What else wouid happen?)

30~

B. (IF NOT MENTIONED IN A) Do you think you and your family would
be likely to live through it, or not?

World live through it . . . . .31~ 8

Would nobt o o & & & o & o v o 9
Some would, some wouldn't . . ., 0
Don't know o+ . « . o o o o 4 . X

28, What if there were an atomic (A~ or H- ) bomb attack on Chicago? Do you
think people here in thke Milwaukee area would be in any sort of danger?

YBS ¢ ¢ 9 & @ 532" 8.)%
Mo o v 0 v v 9
Don't know . . 0

#A, (IF "YESM) What sort of danger would people in the Iilwaukee
area be in? (IF "WE'D BE BO BED, TOO," PROBE: Well, if only
Chicago were bombed, what sort ...7)
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29. Do you think there is anything that should be done now, before an
atomic attack, so in case there were an attack, more people would
live through 11:"

B. What else about an atomic bomb attack causes a good many deaths?

Yes P R N T T Bb."' 1"-'
T 23
Don't know . . 3
*IF PYES, ! ASK A,
Il "Wo," ASK B.
A. UWhat sorts of things should be done now? (IF NEEDED, FROBE; How
would that help?) ‘
35-
B. VWhy do you say thai?
36
30.  About how far do people have to be from where an H- bomb hits in order
to be fairly safe from being killed? (How close can you be to an He
bomb Before you'lre likely %o be killed?)
37~
31, A, From what you've heard, what causes most of the deaths in an atomic
(A= or H~ ) bomb attack? (GET R. TO NAIE ONE; RECORD OTHERS IN B)
38-
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32. As far as you know, is there anything you can do to protect yourself
from the blast (explosion) and heat (fire) of an atomic bomb attack?

Yes, can dg something . . LO- lg

A

“¥

Mo, can do nething . . . 5
Mot Sure + o o v « ¢ o o 6

#4, (IF "YES") What can you do? (IF NEEDED, PROBE: What about a
person who stayed in the city? ~What could he do to protect him-
self?) (What else?)

33, How about fail-out, or radiation, or atomic dust {in an atomic homb
sttack)? (Is there anything you can do to protect yourself from that?)

Yes, can do something . . h2- 7%

HNo, can do nothing . . . 8
NHob SUPE 4 o v « « v ¢ o 9
xA,  (IF "YES") What can you do? (IF NUEDED, PROBE: What about a
person who stayed in the city? hat could he do to protect hime
self?) (What else?)
)3~

34. Do you happen'tb know what the warniﬁg‘signal is that tells people
that enemy planes are headed for this general area?

Yes, Knows o+ « « o o o o Ll=Ax
Yo, doesn't know . . . . 5
Hob SUTE .+ v v w e e 6
#b, (IF "YES") How would you describe it?
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35, 4, Vhat do you think vou would do if you heard s warning of an
eneny air attack in the next few days? (What else?) '

L5~

B, (ASK ONLY IF NOT MBENTIONED IN A, BUT CIRCLE I¥ ALL CASES AND
ASY APFROPRIATE SUB~QUESTIONS)

Do you think you would try to get information about what was
going on, what to do, and things like that?

YGSOOOnc-hé"?%
No .. ..+ 4. 8
Not svre . . . 9
#(TF "YBES" TQ B, ASK (1) AND (2)
(1) How would you go about that?
L7-
(2) (ASK ONLY IF NOT PREVIOUSLY MENTIONED, BUT CIRCLE IN ALL
CASES AND ASK APPROPRIATE SUB-QUESTIONS) '
Would you try to use your radio? Yes » . . . . . L8~ O#
o v v v v v X
Not sure . . . y
#(a) (IF "YES® TO RADIO) "
Where would you tune in?
L9~
36, Some people say that in order to save lives, there will have %o be a
2
plan to move most of the people out of the whole Milwaukee area, in
case there's a warning of an enemy attack, What do you think of this
P
1deal Good idea . . . 50- 0
Bad idea . . . X
Don't know . . N

#A, (IF "BAD IDEA") Uhat do you think is wrong with this idea?

51~
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37. Suppose a practice test were held in the Milwaukee area, to see
whether it would be possible to move people out of the area during
an air-raid warning.,. Do you think your family would take part in
a practice evacuation like this, or not?

A1l would , + . . . 52=

Some would . . . .
*IF_MSOME WOULD," ASK A, B, AWD C None would . . . .
#¢IF RNONE WOULD M ASK B Don't know . . . .

el TATT, WOULD,W ASK C
4, Which ones would not take part?

53~
. )i
B, Why wouldn't (you) (they) take part in a practice evacuation?
(Any other reasons?)
55

C, PSuppose this practice evacuation was held in the middie of the
night... Do you think any of you would gzet up and leave your
home, or wouldn't you take part in the test, in that case?

A1l would . . . . . 56
Some would . . . .
#IF PSOME WOULD," ASK (1) AND (2) None would . . . .
##IF "NOME WOULD,Y ASK (2) Don't know . . . .
(1) Which ones would not take part in a night test? ‘

57~

58~
(2) vhy wouldr#t (you) (they) take part in a practice evacuation
at night? (Any other reason?)

59~

5

A
i

T
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i, A, If there were an air-raid warning in the next few days, and
vou decided to take shelter--instead of leaving the area,
where would you go? (GET EXACT LOCATION)

65~
B. Is there a public bomb shelter you could go to?
TeS v v v o o o 66 1k
Ho o 4+ 4 0 o 2
Not sure . . . 3
#(1) (IF "YBS" TO B) TWhere is it located?

67~

L2, (IF OTHERS IN HOUSEHOLD) Have you ever talked it over with (your
family) (the others in the household) what each of you wowld do if
there were a warning of an enemy alr attack?

YeS P R N A 68"‘ i‘.x.

W
WO s o e o » o 5

+IF "YES,® ASK A AND B.
A. What did you talk about, and what did you decide? (Anything else?)

69-
B, (IF NOT MENTIONED IN A) Have vou ever talked aboul what you would
do if you are in diiferent places at the time of the warning?
' . YGS » . . . - » 70" 7#
Wo v v v v o 8

#(1) (IF "YES" TO B) What did you decide?

71-
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38, Well, here's snother idea,.. Some people say that in order to save
lives, public underground shelters should be built in the whole
Milwaukee area, for use in case there's a warning of an enemy air
attack, What do you think of this idea?

GOOd i@eﬁ . Ov e o @ 60- 1
Bad idea r's » . . . 2*
Don't know . . . » 3
%A, (IF "BAD IDEA") What do you think is wrong with this idea?
61
39. Which do you think would be the better idea for a big city area in case
there's a warning that there may be an enemy air attack in two or three
hours-~to have people start moving out of the area, or to have public
bomb shelters in the area for peocple to go to?
Evacuation . ., . . 62= lp
Bomb shelter , . . 5%
Both needed . ., . G
No difference . . VES
Don't know . . . . 8

#A, (UNLESS UDON!'T KNOW") Why do you say that? i

63-

k0. A, If there were an air-raid warning, and you dec¢ided to move oubt of
the area by automobile, what route would you take? (GET STRELT
WAME OR RVACUATION ROUTE NUMBER)

B. (IF MO REFERENCE TO LVACUATION ROUTES) Why would you take that
one? (Any other reasons?) :

6l



-25-

L3. Is there anything (else) you've done, s¢ you'd be prepared in case
of an enemy air attack?

(Cara 3)

YE8 4 o o o o s Bm 1
O v o s o o o 2
#*IF "YES," ASK A AND B.

A, That sorts of things have yvou done? (What else?)

B, (FOR EACE THING MENTIONED IN 4) How did you first find oub
about doing that?

A B

6w

lli. Have you ever heard anything about a civil defense organization here
in (Milwavkee) (VWAME OF SUBURB)?

TS v v o o o » 1= Lt

WO o v o o o » 5
Mot sure . « » 6

%A, (IF "YEST") In your own words, what is it supposed to do? (What
else?

8~
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5. (Wéll, you know, there iz a civil defense set up here in (Milwankee)
(WAYE OF SUBURB), that's supposed to get people ready and help to
vake care ol them afterwards, if there should be an enemy attack,..)

Considering what a comwmnity like this one really should have in the
way of civil defense, would you say that the job is being done here
about as well as it should be, or is there room for improvement?

Done well « o o w & « 9= 1
Room for improvement fe
Don't know . . . . . 5
#*IF "ROOM FOR THPROVEMENT," ASK A AND B.
L., How much improvement is needed? (IF MNEEDED, PROBE: A4 little or a
lot?)
A little . . . . . 2
Some . 4 e e e oo 3
Alob . .. v o v o L
B, Vhat's the matter? (Why isnt't civil defense doing better?)
10-
16. Do you think civil defense in (¥ilwaukee) (NAHE OF SUBURB) would be
"able to do a good job of taking care of people, if an atomic atback
were to happen right now?
Yes v o v o v .« . LA1- 7
HO v 6 v v 0 o v o B¢
Don't know o+ + + « &
#4, (IF "NO" OR "DOM!T KiOW") How about a year from now? (Do you
think civil defense will be ready to do a good joo of iaking
care of people, if an atowdc attack were To happen then?)
YeScA-i.-Q .12"0
No *® & & = & s @ » X#
Don't know . . . . ¥

#(1) (IF_"wo® TO A) What's the matter? (Why isn't civil de=~
fense moving ahead faster?)

13~
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L7. Do you héppen to know of any things that the (Milwaukee) (NAME OF

SUBURB) civil defense organization wants people like yvou to be
doing now?

Yes v v, o v v b0 oo e 1
o v v o e s 6 v 2
#A,  (IF "XES”) What does civil defense want people like you to do?

(What else?)

15-

L8.

Here is a list of some of the things that civil defense would like for
people to do... (HAND R. CARD D)

A, Would you look down that list and tell me if there are any of those
things that you have done or are planning to do? (IF YEEDED, FROBE:
How about (EACH ITEM BELOW)?) Ave you planning to do that, or not?)

B. (FOR FACH ITEM MENTIONED AS'"HAVE DORE") Is that something you did
specially for civil defense, or something you just do anyhow?

A, !B, IF
Have Plan Not Don't ! "DONE!
Done to  Bure Plan QQ No

(1) Learn vhere the Conelrad stations
are on the radio . . . . . . . . 16=B 1 2 3 L 5

(2) Mark the Conelrad stations right
onthe radio . . . . ., . . . . 17=B% 1 2. 3 L 5

(3) Have a battery-operated portable
radio in working order . ., . . ., 18~-B% 1 2 3 L 5

() Store a seven-day emergeney supply

Of £00d & v v v 4w 4 v o 4 4 . . 19=Bx 1 2 3 L 5
(5) Store a seven-day emergency supply

of water in air-tight conteiners 20~ B% 1 2 3 L 5
(6) Always have a first-aid kit handy 21-3Bx 1 2 3 L 5
(7) Learn first aid or home nursing 22~ B ) 2 3 L 5
(8) Build a home shelter . . . , . . 23=B% 1 2 3. L8

(9) Always keep the gas tank in the
car at least half-full . ., . . 2k=Bx

(10) Learn your exact evacuation route 25-B% 1 2 3

(11) Tell each member of the family
what his special job will be in
ANy EMEXGeNcy . . » o » » o« o o 26=B% 1 2 3 L 5

bed
At
Lol o
Ul WU
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L9, Have you ever done any civil defense work in the Milwaukee area?

#IF "YES," ASK THIS PACE, SKIP NEXT PAGE Tes o v v v v v v 27- 12

#IF_"NO," SKTP THIS PAGE, ASK NEXT PAGE B e 2
A, What kind of civil defense work have you done?
28~
B, How did you happen to get into that?
29~
. v st "
C. Are you doing any civil defense work now.v YeS o v v w a . . 30- 3
#IF YNOM TC €, ASK (1) AMp (2). Ho v v v v v v .. 1g#

(1) How d&id you happen to stop doing civil defense work?
(Any other reason?)

31~
(2) Do you think you will ever do any civil defense work again?
Pretty certain to . 32~ §
Might, but not sure 6##
Mo, will not . .. T

##(a) (IF "MOT SUREM OR "DEFINITELY WONITHY  Why do you
feel you won't (might not)? (Any other reason?)

33~



29
ASK THIS PACE IP "HD CIVIL DEFZNSE WORKY TO Q, LS
L9, (Continued)

D. Have you ever been asked to do any civil defense work in the
Hilwaukee area?

176500000303}4"3#
#IF WYES,M ASK (1), (2), (3), AND (L).

N’O F @& o o A s l-!j}tlf]
A om0, " ASK (L),
(1) what were you asked to do?
35
(2) How éid vou happen to be asked?
36~

(3} what kept you from doing that? (Any other reason for not
doing it?)

37-

() Do you think you would do some civil defemse work if you
were to be asked now?

Pretty certain to 38- 5
Might but not sure G4
No, would not . . Tk

#Ha) (IF "NOT SUREM OR "WOU'Tr) why do you feel you
wouldn™ {might not)}? (Any other reason?)

39-
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50, (IP OTHERS IN HQUSEHOLD) How about the other members of your {(family)
(household)? ..,

A, Are any of them doing any civil defense work in the Milwaukee
area now? (Who)

B, Have any of them done any civil defense work in the Milwaukee area
in the past? (Who?)

C, Have any of (those who have never done any) ever been asked to do
any civil defense work in the Milwsukee area? (Who?)

(CIECLE AS MANY AS APPLY)

Spouse 8?%%’ Others

Nowdoing . . . . . . . v o v o v v o . LWO-1 -1 21
Have done « . . o v v v v v v v 0w o u 2 2 2
Was asked o« 4 4 4 4 4 4 v 4 4 e . v . 3 3 3
Wone of above apply v v v v v v o o o L h L
Inapplicable: not present in household 5 5 5
51. KBave you or your family ever been visited here at home by a Home De~
fense Officer, or someone from the (Hilwaukee) (NAYE OF SUBURB) eivil
defense organization?
Yes . . . . . L3~ 1%
it e e e e 2
Don't know . .
*A, (IF "YESM) How well had you known the person who called, be-
fore (his) (her) visit? (Was it = close friend of yours, an
acquaintance, or someone you'd never met before?)-
Close friend , Ll U4
lNeighbor . . . 5
Acquaintance -, 6
tranger . . . 7
Don't know . . 8
52. Do you happen to know anyone else who is doing civil defense work in
(i lwaukee JUAME Of SUBURB) Yes . . . .. L5~ 8
Ho o s e e e
53, As far as you know, ig there anything going on'about<éivil defeﬂée
where you or anyone in your family here works?
Yes, R's work . . . . . . bb=- 9
Yes, other's work . . . . . 0%
Mo, nothing going on . . . X
No, don't know of anything bs

#A, (IF_"YES") What's going on where (you) (he) {she) (they) work(s)?
(Ehything else you know of at work?)

h7-
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5. Have you heard of anything the (liilwsukee) (NAIE OF SUBURB) schools
are doing sboubt civil defense?

Yes........_..ha-‘o*
Mo, not doing anything X

No, haven't heard ., . .

5e

A, (IF_"YES") As you recall it, what are the schools doing about
civil defense? (Anything else?)

55. Mavbe you've heard of a course for civil defense training that is
being given (here) in Milwaukee. It meets one hour a week for
eight weeks.., '

(MILWAUKEE ONLY) Would you be interested in taking a course like that?

(SUBURBS > OWLY) If (NAME OF SUBURB) started a course like that, would
you be interested in taking it, or not?

Now taking . . . . . . B50=-6

Would ke interested . . 73
Would not be interested B
ot sure o & « ¢ v o & et

#A, (IF "INTERESTEDM) Do you think you actually would take a course
like that 1f you were asked to sign up for it within the next six

months?
ontas: Definitely would . ., . 51= 0
Wowld mot . . . . . , . Xsee
Notsure . . . . . . . NEa

*#+UNLESS "NOW TAKING" OR "DEFINITELY WOULDY TO A, ASK B AMD C
B, Why woulan‘t you take a course like that? (nny other reasons?)

52~

C. Suppose that in the next few days (layor Zeidler) (the mayor or
village president of NAME OF QUBU?B) called upon all residents
of (Milwaukee) (NA'E OF SUBURB) to take this course in civil
defense tralnlng... Do you thini you would actually take the
course within the next six months, or not?

Definitely would , . , 53~ 0
Would not o 4 o & .+ 4 X

‘ Not sure . . . . . .f, b
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56. Suppose you were asked to spend some of vour free time calling on your
neighbors and explaining to them what eivil defense is all aboute..
Assuming you'd be trained for it, do vou think you would taxe a job
like that, or not?

Now d01ng-. e + o+ bh=6

Definitely would do 7
Would not » + + « & 8%
Not sure . + . . & %

¥A, (IF "WOULD WOT" OR "HOT SURE") What would keep vou from doing it?
(Any other reasons?)

55=
57. HNow I'd like to read you some things that different people have said
about bombings and civil defense, Will you tell me, for esch one,
whether you're inclined to agree or disagree with it...
Dig~

A. If enemy planes tried to make a surprise attack on Agree agree DK
‘ Milwavkee, the Army, Navy and &ir Forces are strong '

enough to proteet the city from heavy damage . . . . . . 56= O X 7

B, People just aren't going to be very concerned about
¢ivil defense unless we're a lot closer to war than we
are now e+ & 8 s s & s & e F & B 6 6 & * 8 2 s e » @ 57"' O X ,'f

C. A strong civil defense will help keep Russia from
attacking US o v v v 4 v 4 6 4 « 4 8 o e 4 4 4 0 e .., 580 X ¥

D, Civil defense work is patriotic and all that, but a
person has to be a 1ittle peculiar to spend very mch _
tjjne on it YIOW o o ¢ o o 6 o o o 5 v o s » 5 s « o & & o 59"' O X y

E. All this talk aboubt atom bombs and civil defense makes
people more scared than they need tobhe .+ » o o o » . o 60- 0 X VA

F, Hebombs are so powerful and destructive that there really
isn't much that can be done to save people if there is

anat’tack.......-...;...‘..;....61-0 X y
G. There ought to be a law that makes everyone who is physi~-

cally able to take part in civil defense tests, like

practice evacuablons . « v v v v ¢ v v v 4 0 0 o 0 0 s . O2=0 X ¥

H. You can't really plan for civil defense, because things
change so fast, with new weapons and things like that,
that plans are out of date by the time people learn
8hout BheM v o 4 v v o 4 4 o o 4 ¢ o ¢ o s o s o s o« » 63«0 X ¥

I, Working for civil defense is one of the most important
ways you can help your community now . . .+« « . « . . 6= O X ¥
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§8. A1l in all, do you think it would be better if all the communities in
Milwaukee County got together and had just one c¢ivil defense set-up
for the whole Milwaukee area, or is it better for (ifilwaukee) (NAME
OF SUBURB) to have its own separate civil defense set-up?

—

(Card L)

Unified county~-wide . . . , 5= 6%

Separate but coordinated . 7%
Entirely separate . . « . . 8
Don'™t know . . + v ¢ « & » 9

#A, (UNLESS "DOM'T KNOWY) Why do you feel it should be that way? {(dny
other reasons?)

B9, A, TWhere have you gotten most of your information sbout civil defense
in the last year or so? (Where else have you learned about civil
defense?) (CIRCLE ALL MENTIONED IN WAY BELOW)

B. (FOR EACH ITEM NOT CIRCIED IN A) Have you (read) {seen) (heard)
anything about ¢ivil defense in the last year or so ...

Aa

=

<
m

w
oot
é -
)
s

R (1)...in the newspapers? « « « o « 4 ¢ « s o o+ o ¢ « =

_[‘l (2 ) LX) oin magaZiHeS? 4 e & & o % e & e £ & & 2 5 » = 8-

o Oy O

D (3)...in pamphlets or leaflete? . . . « .+ + v v o o 9=

S ().l.) ess O teleViSi On? " 2 2 ¥ e 8 s & & e ¢ » e s 2 e lO-‘
E (5) e e il’l neWSI’GSIS? » . » - - . . . . . v . . » ° - 11"’
B {6)...in other movies? v . v ¢ v v ¢ ¢ s o o & o & o o=

Ho(7)eeein pOSteTs? v v v v v v v v b e e s e e a v 13-

N Oy OO ON

H (8) . e .On the I‘adiO? o & v & . . - . . . ¢« & e s = * lb-

A (9)...at lectures, meedings? « o « ¢ . . 4 . . . . . 1B-6

o o ™ o o o™ coaocoi’

"D (10),..from someone talking to you personally? . . . 16- 6

S B I RS RN B SR BN —~J~J~ql
AV TR Vo TR Vo WA Vo IR Vo BN B Ve BER N ERNR Vo BN s SRANe {?

© {11)e..in any other way or place? (SPECIFY) ., . . . 17-6

co

60, From your own experience over the past six months or g0, would you
say that information about civil defense has been put out very
regularly, pretty often, or just once in a while?

fd
il

Very regularly . . ., 19~
Pretty often . . , .
Just once in a while

Not at a11 . . . .

Don't know . . . .

oM O v o
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61, How do vou feel about the amount of information about civil defense
that's been put out in the last vear or so? (Would you say there'ls
been too much, not enough, or about the right amount?)

Toomuech » . . o o . 20~ Ox

Not enough » . . . . O
About right . . . .
#IF "TO0 MUCH," ASK A Don' know . . . . . v
eIl "ROT LNOUCH,™ ASK B AMD C
A, VWhy do you say that? (Any other reasons?)
21~

B. What sorts of things would you like to know more about? (Any-
thing else?)

22«

C. (IF NOT MENTIONED IN B) How about things you could be doing now
for civil defense? (Would you say there's been enough informa-
tion on that, or not?)

Toomuch . . . . . . 23=- 9

Not enough .;. “ o 0
About right . . . . X
Don'™ know . . . . . v

62, Just to sum things up, do you think you feel any differently about
civil defense now than you did before we began the interview?

Yes, changed ., . . . 2l= O

Ho, not changed . . X

Don't know « . . . . v
*¥A, (IF_"YES") What's changed? (Anything else?)

<

25~
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NOW I'D LIKE TO DROP ALL THIS TALK ABCUT WAR AWD CIVIL DEFENSE, AND END UP WITH
A FEW GENERAL QUESTICONS.., {RECORD SPONTANEQUS COIMENTS)

26w

63, Do you think people like you have much say in what the povermment doss
about foreign policy and taxes and things like that, or are such things
pretty much decided regardless of vour opinion?

Has a say « + v o 27~ O
Does not oo v o . . X

Don't know . . . . v

et e e At o r——— SR

6l;. Some people feel they can make pretty definite plans Ffor their lives
for the next few years; others feel they can only live from one day to
another at this time, How about you--do you feel able to plan ahead,
or not?

Plan ahead . , . .28- 0
Live day to day . . X
Dont't know . . . . A2

65, By and large, do you take things pretty much as they ceme, or are you
more likely to be bothered when things don't go right?

Take as come . . .29- 0
Bo.bhered L - * L X
Don't know . . . . ¥

66, Of course, everybody has some things he worries about, but would you
say that you worry more or less than other people?

HOTe . 4 o o « » 430~ 6

Tess v v v v 0 . 7
About the same . . 8
Don's ¥now ., . . . g

67. On the whole, do you think life will be better for you, or worse, in
the next few years, than it is now?

Better cove v v.v..31= 1
Worse f e s e e e
About the same . .

Don't know . . , .

2w
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68. A, Vhere do you get most of your daily news about what is going on in
the Milwaulee area--from radio, TV, newspapcrs, or what? (IF NELDED,
PROBE: VWhich one do you use the most for that?) T
B, And how about daily news about what is going on nationally or in _
the world? (Which one do you use the most for that?) A B
Radio s ¢ 4 o ¢ ¢ o o o o o« s o 32-1 33-7
TV e e v e e b v e e e e e 2 8
Bewspapers .+ .+ o v ¢ o o o« o « » 3 9
Other (SPECIFY AT IEFT) . . . . . 1 0
NONE v v v v 4 h e e e e e e 5. X
‘ Don't know, can't choose one , . 6 ¥
69, A, Do you read any ggé}z newspapers fegularly? (Which?) '
b
B. Do vou read any weekly newspapers regularly? (Which?)
35~
70. Aboubt how often do you go ﬁo the movies?
Twice a week or more . . . . 36-5
Once a week o v ¢ o o o o 6
Two or three times a month . 7
Once amonth . . . . . + « . 8
Less than once a month . . ., 9
NEVET v v v v v v e e e 0
71, On an average weekday, about how many hours do vou (EACH ITE: BELOW)
_during the daytime-~before six o'lclock in the evening, that is?
A, Listen to the radio ., . . ; e e e e e hours
B, Watch television . + ¢« v v « . o .. . e hours 37~
And in the evenings? About how many hours do yvou (BACH ITEM BELOW)

72,

after six ofclock?

A, Listen tothe radio v+ v o » » +v « o+ hours

B, VWatch television . . .. . . +» + . __ hours

38-
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73, (HAND RESPONDENT PICTURE) I wonder if you'd take a look at this pieture,

abouti i

Just as if you were watching television, and tell me what you think i‘t's
; (What do you think is happening? What do you think will happeh
next? What are the pecple doing? Why are they doing that, do you suppose?)

39-
Lo-
R R R ‘h!l!-

CAWD NOW, JUSTA" FEW

{

de

What was the last grade {or year)

‘ “you completed in:that: school? -

Completed O=l yearso &s o» h2= 6 |
Completed 5~6 years o' s o

Completed 7-8 years . % .

Completed 9=11 years ~u'. .

Completed 12 years v .. » .
Completed 1-3 years. college
Completed ! or more yrs. col,

what was the name of ‘the last school
you attended? : - i

2
8
2
o
X
y

2, What is your reli_giduspz:eferenée?

"‘iPl’dtQS‘tanfb Y 1% M P

Catholib l.‘ * ‘y; .“.‘Q. "
Jewish o . . .. . .
-Other {(SPECIFY) .+ .

’)‘}“I‘One ;v.v' Q”.' . »

#A, (UNLESS "NONE") How often

do you attend church (syn-
agogue) services?

A
N

Once a week or more , hLii= 6

1-3 times a month . ..
Less than once a month

Never e s v r e s @

7.
81
9.

3.

QUESTIONSSTO CHECK MY SAWPLE,”AND.I'LL BE THROUGH...

A, In'what country were you
born?

B, In what country was your
father born?

C. In what country was your
mother bprn?y R :

b, (IF "gLeLt TO ALL) 'Wheré

- did your family come from
originally?

- i8-
b

Do vou (or yolr family) own -or

rent the place where jyou live?
Otm ¥ e e & el'w -.'}R‘\I - h?"' X
Rentx ¢ & % ‘wlie: ;-- L] y
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Auxiliary Materials
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Question 3

CARD A

Ms%wo<wumwommmudwmwﬁwou&wmwm@owﬁMﬂwoﬁ
Getting more and better public schools
Cleaning up slums and keeping neighborhoods from becoming sliums

Getting ready to take care of people in case of bombing

Preventing juvenile delinguency




Question 5 B

CARD B

City or village council

Public school systen

Police devartment

Firve - department

Department of streets and alleys
Public transportation system

A oﬁmv&mw of the Red Cross

The United Fund or Community Chest




CARD C

Question 21

1. Communism in the United States

2. Orime and juvenile delinquency

3. Danger of another big World War

L. Farm prices

S. High prices of things to buy

6. Plans for surviving atomic attacks
7. High taxes

8. MNegro-white problems

9. Possibility of another depression

10. Graft and corruption in GOHwﬁwnm




CARD D

Question L8

u104

2.
3.
L.
5
6.
7.
8.
9.
10.
11.

Learn where the Conelrad stations are on the radio

Mark the Conelrad stations right on the radio

Have a battery-operated portable radio in working order

Store a seven-day emergency supply of food

Store a seven-day emergency supply of water in air-tight containers
Always have a first aid kit handy

Learn first aid or home nursing

Build a home shelter ,

Always keep the gas tank in the car at least half full

Learn your exact evacuation route

Tell each member of the family what his special job will be in any emergency




CARD B

Factual Item 6

A, Under $1,000

B. $1,000 up to $2,000
C. §2,000 up to $3,000
D.  $3,000 up to $l,000
E. $L,000 up to $5,000
F. $5,000 up to 7,500
G. $7,500 up to $10,000

H. $10,00C and over
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Instructions for Interviewers



INSTRUCTIONS FOR INTBRVIEWERS

ABOUT THIS SURVEY

This is a survey of some of the major problems of civil defense in the United
States today, It deals with people's opinions and information about civil de=
fense, and with a variety of other factors thought to have an influence on
people's ideas and actions with respect to civil defense. The survey is spon-
spred by both local and Federal civil defense organizations, who--as you probably
knoy-~have been experiencing great difficulty in enlisting active public support
for civil defense programs, This study will obtain the information needed to
plan more effective public programs, and its resulis will directly affect the
future policies and actions of civil defense organizations,

As you can see, this survey has tremendous practical importance in an area that
~-much as we all deplore the possibility--may prove to be vital for national sur-
vival, Just because of the importance and complexity of the problems of eivil
defense, the interview is a rather long one, running from one to two hours and,
occasionally, even longer. The questionnaire has been very carefully designed
and subjected to a good deal of preliminary testing and revision, but it proved
to be impossible to make it any shorter without sacrificing extremely important
information, You will find, though, that respondents, too, recognize the impor-
tance of the subjectmatier and, almost without exception, are guite willing to
give the necessary time to the interview,. ' :

This sketch of the background and purposes of the survey is intended for your

orientation, It is essential that you know what you are doing and why you are
doing it, so you can do the work with the skill and devotion it requires., (4s
you will see, the kind of information we need to get depends to a large extent
on "free~answer® interviewing, which will call for all the skill, care and pa-

tience you can muster.) ’

In telking with potential respondents, however, you must NEVER MENTION THE SUB-
JECT OF CIVILT, DEFENSE OR THE AGENCIES SPONSORING THE SURVEY. The reason for this
prohibition lies in the structure of the interview, Quesiions like 2, 3, 5 C and
D, 1~19, and 21-29 are designed to see to what extent respondents spontaneously
think in terms of civil defense, so, if you make any reference to civil defense
beforehand, answers to these questions will be influenced by your explanation of
the nature of the survey and will be utterly useless. Of course, as the inter-
view proceeds, the respondent will become aware that a large part of it is de-
voted to civil defense, bub even at this point or even after the interview is
concluded, you should not reveal the sponsorship of the study. 4f a respondent
became aware, during the interview, that the study was oificially sponsored by
the civil defense organization, he might well be influenced to spesk more kindly
of their activities than he otherwise would have. Even after the interview is
over with one respondent, there will still be others in the same neighborhood

who haven't been interviewed, and anything you say to the person already inter-
viewed may be passed along by him to others you have not yet interviewed, with -
the same biassing result. You will find that the general suggestions (given
below) for introducing yourself and the survey to respondents are all that you
need, anyway, and there is really no reason to be more specific, So, remember:
NEVEE MENTION THE SUBJECT OF CIVIL DEFENSE UNTIL IT ARISES WATURALLY IN THE IN=-

TERVIEW;‘AND NEVER MENTTON THE SPONSORSHIP OF THE SURVLY AT ARY =1,




A,

B.

D

SOME GENERAL POINTS ON INTERVIEWING

THE ETHICS OF INTERVIEWING

The interviewer must ask many questions he wouwld never dream of asking a close
friend, questions one might regard as "too personal," But you will find the
average person willing to answer questions--or even volunteering information~-~
he would never tell a close friend or relative. dJust as a stranger on a train
hears many confidences from people he will probably never see again, the inter-
viewer has the great advantage of anonymity which encourages bthe respondent to
confide in him,

The main reason survey research organizations are able 0 collect useful data
is that our interviewers can and do assure their vespondents that their replies
will be completely confidential. We promise the people whom we interview that
we will never revesl what they have told us, but simply publish summary state-
ments to the effect that: ¥ % of the people interviewed think such and
such." IT IS YOUR RESPONSIBILLITY AS AN INTERVIEWER TO KEEP THAT PROMISE,

Survey questions frequently deal with subjects that are important issues boday.
Should you have any concern that this issue is "hot!" or "dangerous" or that you
will encounter a great deal of suspicion and hostility, we can tell you quite
flatly: That is not at all true. Our interviewers have asked questions on thisg
subject before with little or no trouble. The issues are "hot," in the sense
that they are current, and of interest to almost everyone, HMost people have
thought about them to some extent, and many have strong ovinions. And finally,
they are obviously "opinion" questions to which there's no "right" or "wrong"
answer,

Similarly, the factual data we seek on the last page of esach questionnaire cover
some questions that inexperienced interviewers may be reluctant to ask, Again,
you need not be apologetic about asking people's income, voting behavior, reli-
gion and the like. This information too is confidential znd will never be di-
vulged.

Once inawhile a respondent may need reassurance that you're not a Communist or
an FBI agent or an Internal Revenue agent; he may need occasional reminders that
the interview is anonymous and that his friends or employer will rever hoow nis
replies. Never divulge the opinions expressed by anyone you interview. While
interviewers are entitled to their own opinions, whatever they'aré,"fzey cannot
let those oplnions enter into the interview situation., Norsover interviewers
must not report any suspicions about others which arise as a result of infor-
mation they get from an interview.

Ihe interviewer has a responsibility here much like that of the priest, doctor,
or lawyer, none of whom may pass on to others what his clients have told him in
private. The whole basis of opinion research rests on the respondent'’s confi-
dence that what he says is off the record, and if these confidences were vio-
lated the entire profession would suffer great harm,

These rules apply to the opinions you hear, and the information you receive, no
matter what the subject. There can be no exceptions to CONFIDENTIALITY!

INTRODUCING YOURSELF

Always introduce yourself in the shortest pogsible way. Usually, the less ex-
planation you give, the better. Most respondents don't need to be "sold" on
being interviewed, and explanations may frighten some of them away from being
interviewed. So, just explain that you're making a survey of public opinion
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(or "taking a public opinion poll") and ask the first question, If you're
starting with the Dwelling Unit Enumeration Folder, you'd say something like:

Hello, I'm Mary Smith. I'm working on a survey of public opinion,
Can you tell me how many people live in this household?

If you've completed the enumeration and are making your first approach to the
designated respondent, you'd say:

Hello, I'm Mary Smith. I'm working on a survey of public opinion
and I'd like to get a few of your ideas., The first question is...

"The first question is..." is included to emphasize that you should get the in-
terview started just as soon as you can, In this way, you avoid tedious ex-
planations and the "too busy" reaction. If someone asks how long it will take, -
don't misrepresent, but avoid being %too precise for the length of the interview
does vary. oSay something vague but reassuring like, "That's hard to say because
it does vary from one person to another--probably sbout an hour,"

On qguestions about the survey, talk to the respondent about the SUrvey agency=-—
its nature, location and the kind of work it does. (If you have been supplied
with leaflets describing the survey agency, you can give one of these, if neces-
sary.) For instance, when you're working for NORC, you say, "It's a non-profit
organization that does surveys like this all the time 21l over the country,”
Don't talk about the content of the study, let the gquestions speak for them-
selves, One safe way of handling questions aboub content is to smile (with a
puzzled look if you can manage it) and say, "That's hard to answer because we
cover lots of different things, but I know you!ll find most of the questions
interesting~-at least most people do." The furthest you should ever go, and
then only if pressed, is to say, "It's about some current issues of the day,"

If anyone questions the purposes of the enumeration or asks why he was picked
for interview, you can say something general like, "The statisticians in the
home office tell me where to go and whom to interview there,” If that's not

enough, you can continue your explanation with something like this (or the
relevant part of it):

You see, our sampling department figures out a random sample of the
places in the United States, and then they pick some blocks from
each place--almost like drawing numbers out of a hat, Then on each
block they pick some houses the same way, and your house just hap~-
pened to fall into our sample} Now, I have to pick one adult in
your family to be interviewed, I have rules for doing this, so as
soon as I know who all lives here, I can select the one who will
get a chance to express his opinions in this survey,

It's all done very carefully, so that we get a good cross-section
of ail the people., You see, we have to be sure that the people we
interview include both rich and poor, people from the city and from
the country, people from all walks of life. That's wiy itls ime~
portant that I talk to yvou and not to your next-door neighbor (or
someone else in the family). Of courge, when they sent me to this
house, they had no idea who lived here... ’

SETTING THE STAGE FOR GOOD INTERVIEWING RELATTIONS

Controlling the conditions under which an interview is conducted is just as im-
portant-as the way the imterviewer does the other phases of his job., Ideally,
the interview should be held (a) inside the respondent's home where both partiies

can be comfortably seated, and (b) with no other persons present except inter-
viewer and respondent.
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1., Get inside the house or apartment and sit down before you really get into
the interview. Iven though you've seen pictures of "pollsters" standing
in the doorway, clipboard in hand, we want you to get inside your respond-
ent's home, because you!ll both be more relaxed and more comfortable and
you'll get a better interview. If there seems to be some legitimate reason
for not letting you inside, don't press the issue and do your interview on
the stairs or in the yard, or whersver. But you'll find yourself seabted
inside seconds after you suggest something like, "Why don't we go inside
and sit down--I don't want to keep you standing too long,!

2. Ayoid an "audience." An interview conducted in full hearirg of a roomful
- of people may prove worthless. If you can't talk with a person alone,
postpone interviewing him until you can., Try to make it clear from the
outset that the interview must be conducted in private. The presence of
a wife or adult child often interferes with the respondent's willingness
toc be candid.

-

If others are present when you arrive, suggest to the respondent, "Could
we sit in the kitchen or dining-room, so we don't disturb the others?!

or "I wonder if we could sit in the dining-room? Iy office doesn't allow
us to do an interview unless it can be done privately.!

If the respondent is alone when you arrive, you might anticipate later
problems by remarking, "I'm glad to see that nobody else is around., We're
not allowed to interview with somebody else sitting in,”

If a third person tries to "horn in" on the interview after youlve started,
meke it clear that you can talk with only one person. You can say sorething
 like this, "I'm sorry, but this is supposed to be a confidential interview.
Do you mind if (the respondent) gives me his ideas in private now? You can
talk it over with him later,®

If there is no other place to go, and a third person must inevitably be in
the same room with you, try to distract that person with the literature
you carry describing your survey agency; discoursge any comments or inter-
ruptions, and make clear to the respondent (and the audience) that you want
the respondent's unprompted answers,

If you should have more then one person to interview in the household,
never under any circumstances allow someone you must interview later to
overhiear a prior interview.

ESTABLISHIMG AND MAINTAINIHG:GOOD INTERVIEWING RELATIONS

Good interviewing relations exist when the respondent feels relaxed and at ease
with the interviewer to the point where he feels free to say what he really
thinks or feels about a given subject, without fear of criticism or disapproval,
Creation and maintenance of an atmosphere of this kind requires that you have a
sympathetic interest in people, and an ability to recognize and understand their
feelings, and to respond to them in an encouraging, reassuring or supportive way,
but without influencing or blassing the content of what they say. Assuming you.
have the basic conviction and sincerity necessary to good interviewing, you will
rapidly become sensitized to the moments in an interview where encouragement or
reassurance is needed, but some standard professional rules of procedure will
help you both to minimize the need and to desl with it when it arises,

Generally, the approach to the respondent previously described is all that is
needed to get the interview wunder way, and your conduct and bearing in the
course of the interview will provide all the encouragement needed o talk com-—
fortably and freely. So, remember these essential pointss



a., Be friendly and informal but, at the same time, professional in your
manner, KRemember that you are a stranger, and everytnlnb you say or

do should help to gain the respondent's confidence in you as well as
in himself,

b. Be a °ympa+hetic, interested and attentive listener, Encouraging nods,
"yh-huh's,” "I know how you feel," and similar gestures will convey to
the respondent that he is anderstood and that his opinions are valued
and appreciated, But don't overdo it! There is nothing quite so dis-
tracting to the average person who 1s expressing his feelings than the
listener who keeps up a running stream of "uh-huh," "is that so," when
it's not needed. A nod of the head or a sympathetic and interested
expression are usually much more articulate techniques of showing your
interest than a constant clucking in the background. which many respond-
ents will feel is a camcuflage for a lack of genuine inberest in them
and thelr problems.

c. Be neutral with respect to the subjectmatter. Do not express your oun
opinions either on the subjects being discussed by the respondent or on
the respondentt!s ideas about those subjects. You must never betray
feelings of shock, surprise, indignation or disapproval ait what the
respondent is saying either by word or involuntary gesture., Your jJob
is to understand and to convey to the respondent that you understand
and accept what he is saying, not to approve or disapprove of it, nor
to agree or disagree with it.

d. Be observant, Watch for the way in which the respondent expresses hime
self and for the gestures he uses. These signs may serve as cues that
the respondent is becoming uncomfortable and ill-at-ease or that he is
not expressing what he really feels.,

g. Last but not least, be at ease, yourself, in the interview situation.
1f you feel hesitant, embarrassed, hurried, or awkward, the respondent
will soon sense thls feejlng and be have accordlngly.

Beyond these standard points applicable to all interviews, there are some re-
spondents or situations that require encouragement or reassurance either in
getting the interview started or during its course. The cardinal principle

in all of these cases is to put the respondent at his ease and to get him
interested in the interview, so frequently you will know what to do simply by
putting yourself in the respondent's position, and asking yourself how you
would be feeling under those circumstances, Here are some of the more frequent
types encountered and how they may be handled:

1, The respondent is embarrassed to be discovered in an unflattering situ~
ation. Take the situation in vour strwue, and let the respondent know
that you understand and sympathize. For instance, if a housewife scems
emoarrassed because she locks untidy and unkempt or because the house

"is in a mess," say something about knowing how busy she is or how ime
possible it is 1o keep a house clean with kids around, or some such re-
assuring comment, which both reduces her em“arrassment and helps to
establish your role as a person who understands and accepts her problems.

2. The respondent is irritated to be interrupted at what he is doing., Des-
pite the advantages of interviewing in a situation where both you and the
respondent can sit down and devote your full attention to the interview,
sympathetic understanding of the respondent's situation may require that
you offer to interview a housewife, while she proceeds with her ironing,
or a man, while he washes the car, and so on, If the activity he is en-
gaged in will not combine with interviewing, you may try to persuade him
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to postpone it until after the interview, bubl persuasion should not be
carried to the point of implying that what he is doirg is not imporbtant.
Before such a point is reached, you should accept his prior commitment
and offer to come back at a more convenient time.

The respondent is intimidated by the whole idea of being interviewed or

- ill-at-ease with a stranger. Here, the important thing is to lighten the

atmosphere and to let the respondent know that you are friendly. Perhaps

a few casual remarks having nothing to do with the survey--about a child,
or & piece of furniture, or a book lying on the Table, or a sincers compli-
ment, or even a comment gbout the weather or the ball-game--will relax the
atmosphere and allow the interview to proceed,

The respondent is fearful that he will expose his ignorance. Some respond-
ents will tell you that they really don't keep up with current issues and
you should interview someone who knows more aboubt them, This situation is
particularly likely to arisze with housewlves who aren't used to thinking or
talking about such subjects. These respondents can be reassured along the

- lines of "Your opinicns are important too" or "Lots of people feel that way,

but really all T want to know is just whatever yvou think--this fsn't a test
and there arven't amy right or wrong answers to the questions I want to ask."

The respondent is suspicious or fearful of what will be done with his an-
swers., Here you can give them an absolutely iron~clad guarantee of confi-
dentiality.

The respondent wants to know what you think or whether you agree or dis-
agree with his opinion on some question. This is actually a wonderful oppor-
tunity to underline your professional function. You can say something like,
"I've heard so many different ideas on that, that I really don't know what

I think"--stressing your being accustomed to hearing all kinds of opinions
and willingness to accept his. Or, "What I think doesn't matier. What It
interested in is what you think,"

ASKING THE GUESTIONS

1.

3e

Read each question exactly as worded on the questionnaire: Do not trust to
your memory. It is important that all respondents be asked the questions in
identical form., Ixperience has shown that even small, seemingly minor alters
ations in wording can change the meaning of the question in the mind of the
responderit,

Read the questions naturally: Be thoroughly familisr with the questionnaire
so that you can read each question without hesitation or stumbling, If you
hesitate or emphasize one word more than another you can change the meaning
of a question, OUccasionally certain words are italicized or underscored.

. These words are those on which you should place more stress when reading

the question. Watch for italics or underscoring in order to obtain a con-
sistency in emphasis,

Don't attempt to explain the questions. If the regpondent does not seem to
understand a question, repeat the question slowly and clearly. Give the
respondent time to consider the meaning of the question., Do not elaborate

on the wording or suggest an answer, The best answer to a query on what

the question means is, "What does it mean to you?", followed by "How would
you answer that?", NEVER EXPLATN THE MBANING OF A QUESTION UNLESS THE SPECI~
FICATIONS PERMIT YOU TC IO S0.

Don't define terms used in the gquestions. Sometimes respondents may ask you
to define the words used in a question. You should, of course, leave the
matter of defimition to the respondent, except where the Specifications
clearly authorize a definition or alternative wording. If the respondent
asks for a definition of a term used in your question-~say, for instance,
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"all-out-war,” your reply might be "Whatever vou think of as an all~out-
war," or "Just whatever it means to you,?

5. Ask every guestion, WHever omit a question hecause you think it does not
apply or because you think it bhas already been answered, unless the Speci-
fications tell you to do so. If your respondent is tdking freely, you may
feel that he has already answered some of the questions before you get to
them, even though these are questions to be asked of everyone, It is usu~
ally not safe to assume that the respondent has fully answered a subsequent
question, however, for this tends to make the respondent sound more con-
sistent than he actually is. Asking the question might have revealed same
contradictions in his thinking. So, except where specified under the indi-
vidual questions, do not skip over any of the questions, even though you
guess there may be some repetition, If an occasional respondent should get
a little annoyed and say something like, "I thought I just told you that,®
you can always say something pleasant like, "Well, the guestion is down here,
and I just wanted to make sure that I had your full answer to that," or that
"I got your answer to that down right," or "I didn't know whether you would
have other things to say on the subject.”

6. Ask all questions in the order they appear in the guestlionnsire. Never
change the sequence of a question. Hever let a respondent see the guestion-
naire so he can tell what question is coming next. Hever go back and change
a prior answer in the light of a later response. {(The respondent’'s desire
to change an earlier answer is relevant information and should Le recorded
when he mentions it, but the answer is not changed.) The order in which
the questions are asked can easily influence the replies, so we must be
certain that all the respondents hear the questions in the sane order and
with the same lack of information sbout what is coming next.

-~

. Wateh for dependent questions. Dependent questions are the type of quesw~
tions which Yollow specified answers to the previous question., For example,
if the respondent says "yes" to the preceding guestion, you may be instructed
to follow this response by asking "iWhy?" If the respondent answers "no,"
no further questioning is required. DO NOT OMIT THE APPROPRIATE FOLLOW-UP
QUESTION. DO NOT ASK. THE “RONG FOLLOW-UP QUESTION OR ASK ONE HEN IT IS HOT
REQUTRED,

OBTAINING RESPONSES.

Vost surveys include two types of questions-~'free-answer® questions and "pre-
coded" questions. A "free-answer" guestion looks like this:

1s¢ When you think of the problems facing the United States
now, which one comes to your mind first?

Such a question is followed by lots of blank space, with no code number to circlei
It's your job to fill in that blank space with the respondent's own words~-word
for word with no "swmaries.! We want strictly verbatim recording.

A "pre-coded" question looks like thiss

2¢  Looking back over the last year or so, would you say the world
situation is getting better, or getting worse?

Getting better . . « . . . . 6=l
About the same . . . . . , . 2
Getting worse . . . . ., . . 3%
Don't know .+ . . & v . . . L

#A.  IF "GETTING BETTER" OR "CGETTING WORSEM: In what way?
(Why do you Teel that way?)
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With this kind of question, you circle the appropriate code number., If the

code mumber is followed by a symbol, you ask the similarly keyed sub-questions,
¥or instance, if the respondent answered "Getting better” to the above, circle
the mmber 1 with a careful circle, then ask A to that question, If he answered
"About the same" then circle 2, and so on., In addition to circling the right
number, you are io write in whatever relevant volunteored comments are offered
by the yespondent, (In circling the code mimbers, you can ignore the number and
dagh before the "1" in each group of codes., This simply tells the office where
on an IBM card to punch the code you eircled. If you cannot force an answer
into one of the pre-coded categories, circle the "Don't know" code and write in
what the respondent says word for word.

The main task in interviewing is to take every precaution to make sure that you
get a clear, complete and unambiguous statement of your respondent's ideas.
Before you can confidently circle a pre~coded response, you must ask yourselfl
whether the respondent has given a complete answer. Don't accept vague and un-
clear answers here or in the free-answer questions. BRefore you can leave a free<
answer question and go on to the next topic, you must ask yourself the same ques-
tions. ‘

The primary difference between the correct way to handle pre-codsd and free-
answer guestions is a difference in recording., iun the pre-coded questions,

you need only circle the appropriate code ard record those spontansous comments
which add something relevant that would not be reflected by the pre-code alone,
In the free~answer question, you are responsible for writing dowm~-word for word
-~everything relevant that the respondent has to say.

Probing is important for both the pre-coded and the free-answer question. While
you do not have to record the verbatim answer, you are still responsible for all’
the probing (continued neutral guestioning) needed to get a satisfactory answer
to pre-coded questions. You'll find, of course, that most pre-coded questions
need less intensive probing than do the free-answer questions, but they will
often need probing.

Most interviewers find the free-answer question somewhat more difficult--and
therefore more challenging--than the pre-coded question, On every one of the
free-answer questions, the general goal is to find out exactly what the respond=
ent is thinking, both in relation to the general objectives of the survey and

the specific purpose of that question., Your objective is to draw the person out,
and to get him to express all of his ideas before leaving that question and going
on to the next one. It is not enough simply %o get an answer from the respondent.
Instead, you must follow up what the respondent says, using probes to get him to
expand and clarify his answer, until you are sure that you have the entire pic-
ture of the way the respondent thinks sbout the question,

Ten points to watch, Here are ten things you must do in order to get a good
interview:

1. Keep in mind the purpose of each gquestion:~-that is, the kind of information
we are trying to get by asking this particular question, (The Specifications
always try to make this cleay for each question.) Once you know your obe
Jjective on any particular guestion, you will find it wuch easier to tell
whether you have a satisfactory answer or whether you should probe further.

2. Beware of one-word replies, Generally speaking, in our surveys one worde-
or even one sentence~-will not completely meet the objectives of the gues~
tion., Try the suggested, probes and use probes of your own to get the respond-
ent talking more fully. For instance, "Can you tell me more about that?",
"Would you explain that a 1ittle?", "How do you mean?", ete., will often get
the respondent to talk more freely.,
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Be sure to use only neutrally-worded probes, We have tried, both in the
questionnaire itself and in "the Specifications, to suggest helpful probes.
These cannot, however, provide for every possible situstion, so you will al-
30 be using probes of your own., When you use your own probes, remember never
to suggest answers to your respondents. ALWAYS use probes likes

How do you mean?

Can you give me an example?

What do you have in mind?

Why do you say that?

Could you explain that a little?

Do you have any other things in mind?

Or, you can repeat the respondent's own words with a rising inflection, to
suggest that you are not sure of exactly what he means. .

DON'T SUCGEST ANSWERS. The new interviewer may find it hard not to suggest
answers for in normal conversstion we often do so without realizing ib.
While one may think of interviewing as a friendly conversation, it is a
rather artificizl one. In most conversations itls quite common for a person
who is not certain what his partner means by an expression to suggest the
meaning,

Several comaon conversational devices are undesirable interviewing techniques
simply because they do suggest answers. For example: (1) Asking whether a
person means A or B by a given term suggests one of two answers, even though
there may be many other possibilities. (2) Suntnarizing what someone has

sald may suggest that your interpretation of his feelings is "the right an~
swer,! even though you may be interpreting his feelings inadequately. (3)
Asking whether a term is used with a particular meaning suggests one answer,
when ancther might have been intended, The more insecure your respondent
feels about his opinions, the more likely he is to be affected by biased
probing--thinking that there must be a "right" answer.

Here are some examples of remarks theb an individual might make in response
to the question of the most important problems facing this country. After
each, we cite typical examples of the usual conversationalish's reply (not
correct for interviewers) and appropriate probes the interviewer might use:

a. "Our biggest worry today is the economic situation,”

& friend: "Do you mean the possibility of = depression or of in-
flation?t (Bag interviewing technique because a respond-
ent might have a third idea or NO idea.)

Interviewer: "What do vou have in mind when you say the economic
situation?” or
"Economic situation--how do you mean?!

b, "We've been having a lot of trouble in our foreign affairs, but you
don't hear much about conditions in this country.”

A friend: "Then you feel that foreign affairs represents a more
serious problem than domestic affairs?!" (Bad interview-
ing technique, even though it appears to summarize what
has already been said, His friend's interpretation may
be correct, but the respondent may feel that domestic
affairs represent an equally important problem even though
Le hears less about it; he may be saying that domestic
problems are more vital because of the fact that such prob-
lems are not being discussed; or he may have some other idea
in mind, ) .

Interviewer: 'Well, which of the variog%bkinds of probleus do you think

are most. important?' or 12%'s an interesting point of
view~-can you explain that a little?®
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c. "The Communists are our number one problem.,*

A friend: YYou mean the communist leaders in this country?? (Bad
interviewing technique because a respondent might be
thinking of all communists in this country; he might
be thinking of communist nations in other parts of the
worlds the term "communist" may be one which he uses
frequently but which is a fuzzy term with no clear mean-
ing for him,)

Interviewer: "Could you explain that a little--in what way do you
think that'!s true?" or
"When you used the tem communist, what did you have
in mind?® '

Be on your guard against irrelevant answers. We all know how people can
talk a good deal, but still be talking off the point., If what they are
saying is relevant to one of the main objectives of the survey, you will
want to get it down and explore it with the respondent, but no matiter how
moch the respondent has said and you have written down, don't leave the
question until you are sure that you have gotten an answer to that ques-
'tiol’l.

The term "irrelevant! is used here in the most narrow sense. Often a re~
spondent will answer one guestion with a discussion of a closely related
subject, but we consider the reply "irrelevant" unless it answers the pre~
cise question asked. While these related data are often of great use to
the study director, it is vitally important that the interviewer mentally
tag it irrelevant and probe to the point of the guestion, The following
are examples to illustrate this problem: ,

a, Interviewer: 'If a World Yar were to break out, do you think the
United States would be attacked, or not?"

Respondent: "Oh pray God that never happens to us. I hope not,"

A person's hopes may not coincide with his expectations, so the answer
is inadequate., It's important to reassure such a respondent, but it's
also esgential to probe: "I suppose we all hope so--but what do you
think?" or "I know just how you feel, but (and repeat the question).”

b. Interviewer: "Looking back over the last year or so, would you say the
world situation is getting better, or getting worse?"

Respondent:  "Much, much better,®
Interviewer: "In what way?"

Respondent: "Well unemployment has dropped sharply. I was reading
the Federal Reserve bulletin the other day and the econ-
omic situvation is excellent, Despite all the furor, I
think the farmer of today is in a far better situation
than he was, I believe this present administration has
done a spectacular job,"

It's very easy--in the heat of an interview--to be misled by the ver-
bosity of some articulate respondents. But even intelligent people

can forget the question asked and it'!'s the interviewer's Jjob to bring
him back to the subject as tactfully as possible, For example: "Thah's
very interesting. And hoy about the world situation? TYou said that the
world situation was much, much better, why do you feel that way?" or
"And in what way is the world situation getting better?” Stress the
word or phrase respondent seems to have missed,
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c. Interviewer: "In general, do yon approve or disapprove of the way

the present officials in Washington are handling our
foreign affairs?®

Respondent: "I think owr President must be pretty satisfied or he'd
have fired him,"

An inberviewer who has other evidence indicating the respondent!s
favorable attitude toward the President might be tempted to accept
this answer, but it is clearly irrelevant. The question asks for

the respondent's view, not for the President's, and it's possible
that his approval of the President might not extend %o his subordi-
nates. In this sitvation, it would be important to probe: ¥Im
interested in your ideas..,{and repeat the question).' Another good
probe would be a simple repeat of the question stressing the word YOU,

Be on your guard against vague, general answers., Sometimes respondents find
it difficult to verbalize whal they mean; they are having difficuliy expressw
ing themselves, or can't find the words they need, and take refuge in vague
generalities which might mean anything or nothing, It is very important to
try to get the respondent to sharpen up his thinking, express himself more

concretely. It may help, in such cases, to ask the respondent o give you an
example,

The following illustrate frequent kinds of vague answers:

a. Interviewer: "How great a danger do you feel that American Communists
are to this country at the present time--a very great danger, a great
danger, some danger, hardly any danger, or no danger?"

Respondent: "I think they're a very great danger.®
Interviewer: "Why do you think this?®

Respondent: "Well I just read somewhere that there's millions of tem,
That's why."

An interviewer who asccepts this response without probing is making un-
warranted assumptions about the nature of the danger as the respondent
sees it. When a particular viewpoint is widely held, interviewers are
most prone to assume thalt the respondent shares that view, and this
tendency must be avoided., For instance, there are also millions of
school teachers, but the respondent probably doesn't regard them as a
danger. The interviewer in this example has no way of knowing why, ex-
cept by unwarranted inference: Is the respondent concerned abdﬁ%fpos—
sible sabotage by American Communists, does he fear a possible switch
to a socialist economic system, is his concern based on a stereotype
that communists are immoral and believe in free love, or does he see
some other danger? To make this respondent's ideas explicit would re-
quire probing along these lines: "And why is that a danger?" or "ind
Just what is the danger as you see 1t?" or "In what way are they a
danger?"

b, Interviewer: "As far as you know, what is a nervous breakdown?"
Respondent: "It has to do with the mind."

While this answer distinguishes this respondent from those who associ-
ate nervous breakdowns with biological rather than psychological factors,
it is a "fuzzy" kind of answer which must be probed. It is possible
that the respondent can take the analysis no further, bubt an interviewer
cannot make such an assumption and should probe for a more specific ane
swer: "How would you describe a nervous breakdown?" or "What's it like?"
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Interviewer: "Thinking of all the times you've been in a hospitsl,
do you recall anything in particular about *the. care
and treatment you got in any of the hospitals that
you.especially liked?"

Respondent: "Yes, those nurses were just wonderful to me. They
were as nice as can be,! v

While the respondent probably has many examples to illustrate whab

she is saying, the interviewer has no way of knowing how demanding

(or how submissive) the patient was, and just what constitutes being
"wonderful® in this respondent!s eyes. Useful probes might be:

"What were some of the things you particularly liked about the nurses?"
or "What kinds of things are you thinking of when you say they were
wonderful?? or "Wonderful? In what way?"

Interviewer: 'Why didn't you like your (BRAND OF CAR)?"

Respondent: T didn't like the looks.!

All this response tells us is that the appearance evoked negative feelw-
ings, but we don't know whether the respondent disliked the color, the
size, the lines (and, if so, what about the lines), the upholstery or
something else. To be sure, even good probing will not clarify every
vague answer, for some respondents simply cannot verbalize certain of
their ideas no matter how skillfully the interviewer probes nor how
much the respondent tries to help, Here is an excerpt from an inter-
view iln which persistent probing simply convinced an experienced inter-
viewer that the respondent couvld not meke explicit the factors in styling
that influenced him:

Mihat didntt you like about the looks?!

"It looked like _ (another brand of car),”
"ind what didn't you like about that?"

T didn't like the back end,"

"What didn't you like about the back end?"

Tt loocked like the front end.”

"And why didn't you like that?"

"Because it looked like 2 (same brand of car
mentioned above),"

In this case, probing resulted not in clarifying the vague answer but

in persuading the interviewer that the respondent could not break through
a circular reasoning to clarify the initial vague response--but such
assurance is a legitimate and acceptable result of probing.

Be on your guard against circular answers. A respondent can talk a great
deal and still be just repeating his answer to the previous closed question
or the information you have just given him in the question. Be very careful
on this point., The following illustrate this problem:

&

Interviewer: "Why do you think that we can't count on Italy to
» cooperate with us?"

Respondent: "Italy is just the kind of country we can't count on.
T think it's foolish to expect cooperation therel"

The response simply repeats the respondentts view (already.given to a
prior pre-coded question which led to the "Why?" probe) that Italy
won't cooperate, but it fails to explain why. The probe needed here

is "Why do you think so?" or "Can you explain that a little?" or "I'd

be very interested in ¥nowing the reasons behind that.!
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b, Interviewer: "Of all the cars you've ever owned, why did you like
that one the least?” ‘

Respondent: "It must have been a lemon from the beginning,!

Describing a car as a "lemon" is simply another way of saying he
didn't like it, which we already know., Bub the quesbtion is "Why?!
He may have found the car physically uncomfortable, he may have

been dissatisfied with its gas mileage, he may have had innumerable
small repair jobs, the motor might have fallen oult the first week

he drove the car, or the term "lemon" may have some very different
meaning for this respondent. To find out what is meant by such a
clroular answer, the interviewer should probe: "What kinds of things
are you thinking of when you say it was a lemon?" or YA lemon~-~? In
what way?" or "Can you give me some examples o help me understand
exactly what you have in mind?"

¢, Interviewer: "In what way do you feel the doctor service is poor?®

Respondent: "Itve lived in almost every state in the union, I
never saw anything as bad as the kind of doctor
service yvou get here, Take it from me--it'!s badi?

The answer reveals the respondent'!s conviction or intensity of feeling,
put it merely repeats his poor opinion of doctor service., This response
does not suggest whether these negative feelings are based on a shortage
of doctors, the unwillingness of doctors to meke house calls, inadequate
training of doctors, or something eélse. The interviewer must probe:
"What's bad about the doctor service? I'd be interested in all your
ideas on that." or "What kinds of things are youn thinking of when you
say it's bad? or "Why do you say that?® or "How do you mean?V,

d. Interviewer: "If is elected President, do you think cur foreign
affairs would be handled better than they are now, nr not
so well &5 now, or wouldn't there be much difference?

Respondent: "I think it would be better.!

Interviewer: "In what way would our foreign affairs be handled better
if is elected President?

Respondent:  "Well, the Democrats would do better,™®

Again, the respondent is restating his initial answer that the Demo~
cratic candidate wowld do a superior job to the incumbent, but he fails
to explain in what way the job would be better, Useful probes here might
be: "Better--in what way?" or "What would be better about it--can you
explain that a 1ittle?" or "Now I want to be sure 1 understand exactly
what you have in mind when you say the Democrats would do better, Would
you give me some examples?’.

Be on your guard against amblguous answers. Ask yourself: Are you sure you
know what the respondent means by what he has said? And, are you sure that
we in the office will know what the respondent means from what he has szid?
If you are not sure in either case, you should probe further. Ambiguities
frequently occur when the respondent uses certain words or phrases withoub
explaining what he means by them. If a person uses words which could be
interpreted differently by different people, you must go back to this and
ask him to explain the expression he used, by asking: "How do you mean?",
"What do you have in mind?", etec,, without suggesting anything to the re-
spondent. The important thing is to recognize ambiguity when it occurs and
ask other probes until you clesr it up.
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For example, if your husband reported at the dinner table that "That old
stinker sure gave me a yrough time today," you might know that he was re-
ferring to his boss, HNow obviously, the woman who knows her husband knows
who usually is labelled in this fashion, As an interviewer, you do not
share her familiarity with this man's vocabulary and you would have to ask
questions designed to get this man to expand his remarks, The interviewer
must not assume that a term with several possible definitions means what it
means bo the interviewer,

A term like "labor" may connote union leaders to one person, butb may mean
all workingmen to another, The term "liberals" may be applied by some
individuals to people who favor certain kinds of social legislation, while
others may regard a liberal as a generous person! Praise for the way in
which "foreign affairs" are handled may be directed at our participation
in the United Wations, it may refer to aid to underdeveloped countries,

or it may refer to some very minor phase of our diplomatic relations--or,
again, the person who uses the term may have no clear idea to offer at all,
In each case it is important to probe: "What do you mean when you use the
term ?" or to use some other neutral probe designed to clear up the
ambiguity. v

a., Interviewer: U"Now talking about people whio have these nervous con-
ditions, withoub being out of their minds,..,who would
help them with their problems??

Respondent: "Anyone who has the special training to understand their
problem,!

Does the respondent mean the family doctor, a psychiatrist, a neuro-
surgeon, or somé other type of physician? Or is he thinking of a
chiropractor or some other non-medical person? Obviocusly, in the in-
terest of neutral probing, these questions cannot be addressed to the
respondent but an answer may be obtained by probing: "Could you give
me an example of who could help?"

c. Interviewer: '"When you think of the problems facing the United States
now, which one comes to your mind first?#

Respondent: "The race problem,”

Is the respondent concerned with "keeping Negroes in their place,”
with extending more privileges than are now available to northern
Negroes, with integrating southern schools, or with some other phase
of race relations? Most one or two word replies are ambiguous and
must be probed, as this one. Perhaps the best probe in this case
would be to repeat the respondent’s words, "the race problem?" on a
rising inflection with an implied question mark asking for clarifi-
cation, Other useful probes might be: "How are you using the temm,
the race problem?” "The race problem=--~how do you mean?" or "Exactly
what are you thinking of when you say the race problem?!

Never accept a "don't know" answer the first time it is offered as an an-
swer to any question. Frequently, respondents who say "don't know" are .
people who regard opinion questions as dealing with matters of fact, having
right and wrong answers, when, actually, for such questions, there are no
"right" answers and even experts have different points of view about them.
So if a respondent says, "That's a question for experts,” or "I don't know
what the facts are," etc., you should reassure the respondent that these
are not factual questions and ask the question again, adding something like,
"Just the way you look at it," or "Just what you think," or "ell, what's
your point of view on that?" '
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Then, too, you've probably noticed your friends--and yourself--initially
answering a cuestion with "I don't know" and then answering it! This is
what we refer to as the "lazy don't know'~--it's simply a conversational
tool to give us time to think of what we have to say., Don't be in too
big a rush to code a reply as "don't know.” If you sit cuietly-~but ex-
pectantly-~your respondent will usually think of something further to say,
A waiting silence is frequently your best probe for a don't know. TYou'll

alsgo find that other useful probes are: "Well, what do you think?", "I just
want your own ideas on that.® tNobody knows, I suppose. But what's your

opinion?!,

Never accept a "Depends" or "Jualified" answer the first time it is offered

as an answer to any question, We frequently provide an "escape! answer--~
"Depends” or "Qualified'--for respondents who say, "Some people are one way,
some are another," or "Somebimes it's this way, sometimes another," or
"Under certain circumstances, yes, but under other circumstances, no," Be-
fore you accept such an answer {rom a respondent, you should first try to
get a more meaningful response, Generally, there are two main types of
problems to deal with:

a. 1If the respondent is in the "some one way, some another" position,
try to get him to generalize by repeating the guestion in the con~
text of "Just generally speaking,,." or "Host of the btime,.." or
"In most cases....", 1s 1t one way or the other,

b, If the respondent is in the "depends on future circumstances" position,
try to get him to commit himself on what the future clrcumstances are
likely to be, and then repeatv the question in the context of "Under
those circumstances...”, For instance:

Q. 17. On the whole, do you think life will be better for you, or
worse, in the next few years, than it is now?

Respondent: "Well, that all depends on whether or not we get into
another war,"

Interviewer: "Just whatever you think about that,..({repeating ques-
tion)?"

Respondent: "Well, like I say, it's all a question of whether
there's a war,”

Interviewer: "What do you think abovut that--I mean, how would you
answer the question of whether there'll be another war
in the next few years?"

Respondent: "Oh, I'm not expecting any war."

Interviewer: "Well, if things go as you expect snd there isn't any
war, do you think life will be better for you or worse,
in the néxt few years, than it is now?

Respondent: "Oh, in that case, I figure things will go along with-
out much change," :

Be sure to clarify one response before asking for additionsl factors. Often
interviewers find that probes like "Anything else?" or "What else?" encour-
age respondents to add to a listing of factors (or of causes, of names, or
whatever the question asks). It is often needed to exhaust all ideas a re-
spondent can offer on a given subject. (Cf course, it is not appropriate

in a question asking for ONE answer.) This type of probe is excellent PRO-
VIDING that what the respondent has already sald is perfectly clear.
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Perhaps an example is in order: The respondent who defines "What security
means to me" as "a good home," should be asked something like, "And Vhat do
you mean by a good home?" before asking what else the term means., One re-
spondent will reply in terms of financial considerations while another will
think in terms of personal relationships, and it is important to find oub
precisely what is meant by each term, rather than to continue a "cafeteria®
listing of unrelated, vague temms,

RECORDING RESFPONSES

1.

3.

L,

Be ready to write, Have your pencil poised-~ready to write--when vou ask
your question, Start writing when your respondent staris talking., If you
wait until your respondent completes a complicated thought, you may lose
half of what he has to say. As you become more experienced, you will de-

velop the knack of looking at your respondent with an interested expression
while you are writing.

Circle codes carefully. When you circie a code, be sure that it's obviocus

which code is circled. (Sometimes, you'll find that your circle embraces
two numbers when you intended to include only one, )

Use an "X" (without quotation marks) to indicate each probe. Throughout
the Specifications we refer to the importance of probing certain kinds of
responses, wvery time you probe to clarify an ambiguous response or to en~
courage a respondent to express additional ideas, enter an X to show each
point at which you probed. Don'it bother to record the language of your
probe--i.e,, we don't need to know how you probed, but we do want to know

where, Having this information often helps the coders to interpret re=-

sponses more accurately. (You realize, of course, how important it is to
use neutral probes., Don't try to interpret what the respondent nas in
mind, Tnstead, use probes that encourage the respondent to explain what
he means. )

Beware of unpreceded or dangling probes, If a probe mark occurs without

any words of the respondent preceding it or if a probe mark is the final
entry in a respondent's answer to the question, we are forced to conclude
either that you are not recording accurately or that you used a probe be-
fore the respondent said a word in answer to the main question (unpreceded
probe) or went on to the next question without getting an answer to your
last probe (dangling probe). The only time unpreceded or dangling probes
can conceivably occur are in situations where the respondent made some non-
verbal response--looked puzzled or shook his head, etc., Bub in such cases
you should record the gesture in parentheses, as the first response you
obtained, and then record the probe mark, For instances:

Q. 23, Do you approve or disapprove of American pelicy in the
Middle bast?

(Looked blank) X I don't have no idea on that., X (Shook
his head, "No"),

Always record "Verbatim'--write down everything relevant the respondent has

sald in the respondent's own words, verbatim means "word-for-word" and

should be interpreted literally, although we recognize that interviewers
are not machines and may miss a few words, Bubt don't paraphrase., Don't
surmarize. Don't polish the respondent's language. Don't report in the
third person, For instance:
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THE WRONG WAY THE RIGHT WAY
Likes prestige, remuner- I think I'd like the fact
ation and feeling of that people look up to
social usefulness, doctors~~and they make

good money. And one im-
portant reason is you feel
you'lre doing a hell of an
important job, X I mean
you're helping people,

It isn't slways necessary to write down everything the respondent says in

answer 1o a pre-coded question., If a respondentVs initial reply to & pre-
coded question is clearly codeable, it is unnecessary to record the verbatim
comments UNIESS these remarks will give us greater insight into the respond-
ent's frame of reference or the intensity of his feelings. If you feel that
the verbatim response will add something relevant that is not reflected by
the pre-code alone, by all means record it. A good rule to follow is: TWhen
in doubt whether to record a comment, record it.

But, if an initial answer to a pre-coded question is not clearly codeable,

you must write down everything that is said during the entire process of
trying to obtain a clarified response. I1f the verbatim response is uncode-
able-~for instance, the respondent answers “don't know," "depends" or can't
make a cholce, you record verbabim this initial answer, then the probe sym-
bol X to represent your first probe, then the response to the probe and so
on. If the respondent still can't decide, afier vour attenpts at clarifi-
cation, you circle the "don't know" or "depends" code, but the entire rec-
ord of the process leading to the code must also be writben down.

Comments on pre-coded questions should generally be recorded in the space
to the left of the list of pre-cedes, but

Don't assume that all you have to record is whatever will fit in the space
provided in the guestionnaire for that question, Use the margins and backs
of pages to continue recording, as long as the respondent has something to
say. dJust as long as we can read it, we don't care where it's written!

You'll save recording time if you remember:

a. Quotation marks are unnecessary, We will assume that anything that is
not enclosed by parentheses is a verbatim quote of the respondent. -
That's why we don't use guotation marks in recording verbatims on
questionnaires,

b. Use abbreviations. "DK" is a universal symbol for "Don't know." You
can also use "Govt" for "Govermment" and any other abbreviations that
can be interpreted later, Some common ones that won't require later -
interpretation by you, are:

Th is think

Just nse the "g" from the "ing"--sayg is saying,
hopg is hoping, etc,

Thg for thing

¢ is can; ¢d is could

w is will;y wd is would

sh is shall; shd is should

r for are

u for you

c. Omit artiecles~-"a," "an" and "the!
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d. Cross out, instead of erasing. Crossing out is faster than erasing
and besides, it's just as neat.

If necessary, vou can get the respondent to slow down or wait until Tou
catch up. Respondents are usually flatvitered when you ask them to speak
a little more slowly, or repeat something, or wait a minute until you
cateh up, because you "don't want to miss auything he is saying® or "wsnt
to get this all doun,”

Take a couple of minutes right after you complete each interview to in-
spect and edit the guestionnaire, before you conduct another intervied.
In particular: .

a. Make sure you've recorded an answer for every question that applies,
When you're busy asking the questions, recording answers and brying
to hold the respondent's interest, it's easy to forget to circle a
code for a particular question or to make some other type of error.
Because of the interrelated nature of the questions, the omission
of a single item can mske a whole interview worthless in various
stages of the statistical analysis, So, check it while vou can still
recall what the respondent said,

b. Make sure everything you'!ve written is legible.

c. Add parenthetical notes at any point where vou think they may help
coders in the home office to understend and inberpret wnat the ve-
spondent said. ilost especially, use parenthetical notes tos

(1) Explain the meaning of any non-standard abbreviations FOU may
have used.

(2) Define local terms or points of reference whose meaning may be
quite clear in the locality where you are interviewing, bub
utterly unintelligible To the coders who will be reading the
interviews. '

(3) Specify the referents of ambiguous pronouns. Quite often inter-
viewers record such replies as "They should get together on it
like he said. Those fellows are always trying to upset things,”
etc,

Sometimes the interviewer accidentally or deliberately substi-
tutes the pronoun for the noun used by the respondent, but more
often that's the way the respondent actually talked, and the
interviewer prebably knew at the time exactly what he meant by
such words as "they," "it," "he," "those fellows," "things,"
ete, '

When we come to code the response, however, we are often com-
pletely in the dark, Is the respondent talking aboubt our Presi-
dent, the Russians, the UYN, the Chinese Communists, the- Republi-
cans, or whab?

Please be sure in recording free answers and comments, that you
yourself understand whom the respondent has in mind when he uses
pronouns; and then help us by writing in, in parentheses, the
person or thing he is referring to,.

(1) Tell us anything about the manner, reactions and non-verbal ges-
tures of the respondent thab may have a bearing on his answers,

(5) FHeport anything about the interviewing situation--the presence of
others, uncomiortable location, etc.--which may affect our inter-
pretation of this_interview.

(6) Ang, of cqﬁrsea anything else that you feel will prove helpful
to us in analyzing the jnterview,




-19-

SPECIFICATIONS FOR THIS SURVEY

DU Enumeration Folder

As you probably know, an ares-probability sample is selected in three successive
stages:

a. A random sample of blocks is selected from all the blocks in the areag--
nation, state, city--being sampled,

b. All dwelling units located on these sample blocks are listed, and a randem
sample of dwelling units is selected from these lists,

¢, All persons residing in these sample dwelling units are enumerated, and a
random sample of people to be interviewed is selected from these enumer-
ations, '

Remember that correct sampling procedure iz as important to survey accuracy as
good interviewing is. The best interviewing job in the world is no good to us,
if the respondent has been incorrectly selected., If you fail to interview the
right person in a particular dwelling unit, or make other sampling errors, the
reliabllity of the whole survey will suffer., If you follow these instructions
exsctly, however, we can be sure that we have a revresentative cross-sectionw
one with the proper proportions of young and old, men and women, workers and
management, white and Negro, educated and uneducated, informed and uninformed,
and pro and con.

The DU Lnumeration Folder is used for the third step in sampling: Inumerating
residents of sample dwelling units, selecting respondents Trom among them and
arranging interviews with these designated respondents,

You will be given a supply of DU Epumeration Folders, each of which is filled
in across the %top as follows:

a, P5U., This is the name of the city, town or county in which you will be
interviewing.

b, Segment No, This is the identification of the particular sample block
within the PSU, which was selected in the first stage above.

c. Line No, on Listing Sheet, This is the location of the pariicular dwell-
ing wnit the Lnumeration Folder refers to, on the lists made during the
second stage above.

d. Address (or Descriptiom) of DU, This is as exact a description of the geo-
graphic location of the dwelling unit in which an interview is to be ob-
tained, as we are able Lo furnish you., It will usuvally be a numerical
street address and, where more than one dwelling unit is covered by that
address, some identification of the particular unit--"Apt, 207," "2nd Floor,"
"Left," "Front," etc. In occasional insta ces where there was no mumerical
address, a description of the location of the dwelling unit will appeer,

You will also receive a supply of extra DU Enumeration Folders, which will not
be filled in across the top, These are for use whenever an unlisted DU turns
up, as will be explained more fully, below,

Now, here is what you do:

1. GO TC THE DMELLING UNIT SPECIFIED ON THE ENUMIRATION FOIDER, Make sure you
know the location of the specific addresses on your Lanumeration Folders,
then visit each one., Be absolutely sure tha®t you call at the exact address
given, for you are never permitted to make any substitution for a prescribed
dwelling upit. Where you are given a 4eSCYiption rather thnan a nunerical &=
dress to go to, make doubly certain that you have found the right one.
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If you find one and only one DU that fits the address or description given you,
you are ready to proceed tc the next steps in completing the Enumeration Folder,
If there are any questions about which DU is assigned to you, here is the way
they are handled, before going on to the next steps:

See

b.

Ce

TF THRRE IS NO STRUCTURE (BUILDING) OF ANY KIND AT THAT ADDRESS,.. For instance,

your DU Enumeration Folder says "073L Broadview, Apt. 2, Hear." Yo go to this
general location and discover that there is a one-family house at 6728 Broad-
view, then a vacant lot thet looks like a structure has been torn doun recently.
and then 6738 Broadview, which is an apartment building. (Or maybe there's no
obvious gap like this; the numbers just happen to run 6728, 6732, 6736.} In
all cases like this, you do three things:

(1) On the bottom of the back page of the Enumeration Folder, under the head-
ing, "IF INTERVIDW NEVER OBTAINED, EXPLAIN REASONS," just write, o struc~
ture,” ' o - - \

(2) Inside the Enumeration Folder, write out all the detall we may need about
the structures on either side of the missing address to ftrack down the
listing error. In the illustration above, for instence, you'd write some-
thing like, "6728 Broadview--one family house, then a vacant lot that has
recently been cleared, then 6738 Broadview--an apartment building with 16
unibs, !

" {3) Return the IEnumeration Folder to your supervisor at once, without pro-

ceeding any further with the enumeration, If the address can be corrected,
you may receive it back later, but this is all for now.

IF THERE IS A STRUCTURE AT THAT ADDRESS, BUT IT IS NOT A DWELLING UNIT,. To de-

cide this, you need to know exactly how a dwelling unit is defineds

A dwelling unit is a room or group of rooms, occupied {or in-
tended for occupancy) as separate living gquarters by an indi-
vidual, a family, or some other group of people living together,

In other words, all places where people live generally qualify as dwelling
units, whether they are apariments, houses, trailers, back rooms of stores or
shacks in alleys. But, for survey purposes, we do not count as dwelling units:

~-Rooms, cells or wards in institutions, i.e., jails, prisons
and hospitals. Our samples exclude the institutionalized
population, while patients temporarily in hospitals are al-
ready counted in their homes (in Item 6 of the Enumeration
Folder) »

-~Barracks and other purely military living quarters on the
grounds of a military instaellation, Our samples include
only the civilian population,

So, if you find that the DU address given to you refers to an institution or
military installation, or to & business or industrial structure in which no
one lives, you:

(1) Write on the bottom of the back page of the Enumeration Folder (in the
same place as before) the words, "Wo DU," followed by a description of
what the structure ls--e.g., "Mental hospital,” "Prison," "Warehouse,"
etc,

(2) Beturn the Enumeration Folder to your supervisor, with no further entries.

IF THERE IS MORE THAN ONE DWBLLING UWIT THAT FITS THE ADDRESS.,. For instance,
vou may have the address, "373 Hain St.," but when you get there you find it
is an apartment house, or a two-family house, and you don't know which DU you
are supposed to enumerate., In fact, you may not discover this, in some in-
stances, until after you have begun your enumeration, when, for instance, it
may turn out that the supposedly one-family house has been converted or con=
tains a separate basement or attic apartment, Regardless of when you discover
the ambiguity of the address you have been given, you must: ‘
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(1)

(3)

P

Correct your Enumerstion Folder by adding a fuller description, so the
address given is no longer ambiguous, When corrected, the dwelling unit
now represented by your original Enumeration Folder for that address
should be the unit which would have been listed FIRST, if all the units
covered by that address nad been listed., This means the unit on the
lowest floor, and, if there are several of these, the unit on the right
as you face the bullding from the outside, and, if there are several of
these, the frontmost unit.

liake out a new Enumeration Folder (using your extra supply) for EACH
additional dwelling unit covered by the address given youn. In doing this,
yous

~--Write down the complete address of each additional dwelling unit on
separate blank Enumeration Folders,

~--Copy onto each new Envmeration Folder for this address the PSU and
Segment No., shown on the original folder,

-~In the Space for the Line Vo, on Listing Sheet, write "Added" and follow
this with the mmber of the added unit, and the %otal number of dwelling
units covered by the ambiguous address. TFor instance, you might write,
"Added, 2 of 6." This means that there are a total of six du's covered
by the address, and this particular one is the second that would have
been listed, if they had all been listed.,  Remember, in numbering the
added du's, that listing proceeds from bottom to top, from right to left,
and from front to back. :

Wnen you compiete this, you should now have one Enumeration Folder for
each dwelling uwnit at the assigned address,

Proceed on to the next steps in enumeratlion for each of these Enumeration
Folders, That is, all of the dwelling units covered by an ambiguous ad-
dress fall into the sample, so you will complete the enumeration and con-
duct an interview for each Enumeration Folder,

INTRODUCE YOURSELF AS BRIEFLY AS POSSIBLE. Handling the introduction has al-

ready been discussed on pages 2 and 3 of these instructions,
ENUMERATE ALL PERSONS LIVING IN THE DWELLING UNIT. At each dwelling unit

assigned to you, you are to list on the U LEnumeration Folder all persons liv-
ing in the DU ("household" is a synonymous term). 4 person is to be considered
as "living in the DU," if:

This is his regular residence, or

He or she is staving here at the time of wour call and has no regular
resicdenue elsewhere, For example: a woman who lives sometimes with
one of ner children, sometimes with ancther, and other times with a
third, is to be considered as living wherever she happens to be at
the moment, (COf course, if two of the children live in the same town
and you meet her at the residence of one of these children whers she
is just visiting for the day and not staying overnight--i,e., she is
staying with the other c¢child~~do not consider her to be living there. )

Uo not consider as living at the dwelling unit any member of the family
who has a regular abode elsewhere even though the family "saves" a room
for him or her,

For example:

--A man in the armed forces is living at the barracks or army quarters
where he regularly sleeps and not at the home of his family.
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~~4 woman employed in another eity who comes home to visit her family
weekends and who has a regular room.in the other city, lives there
and not at her family's home, The same rule would apply to a man
even if the man happens to be the head of the family.

--A person in a mental institution or other institution is to be con~
sidered as living at the institution and not with the family,

~--A college student, even if home on a visit, is to be considered
as living at the college if he or she has g room or other dwelling
unit there,

~--On the other hand, a student who is home for the summer and who has
given up his (or her) room at the college, is to be considered as
living at home, even though he (or she) plans to return to the col-
lege in the fall,

~-Similarly, a traveling salesman who does not have a regular room or
other dwelling unit, but travels from place to place, is tc be con~
sidered as living with the family. The distinction is the rulie
stated above--maintenance of a "regular place of abode" in some
other locatbtion, -

In some cases, a DU assigned to you may turn out to be vacant., For such cases,
enter "DU vacant" at the bottom of the back page of the Enumeration Folder and
do nothing further about this DU. In other cases, there may be pecple tempo-
rarily staying in the DU, but no one who "lives" there--for instance, a cabin
in a motel which happens to be occupied at the time of your call, but the peo=
ple live elsewhere snd are simply staying a day or two at the motel; or a room
in & hotel which is currently cccupied by a transient who has his regular abode
elsewhere., (Permanent guests at a hotel--people for whom the hotel is their
regular place of residence~-are, of course, to be considered as "living" at the
hotel.) For DU's occupied only by transients at the time of your call, enter
"Occupied by Non-Residents" in the usual place, and do nothing further about
that dwelling unit,

Agsuming your DU has residents living in it, you proceed as follows:

a. To begin your enumeration, vou ask Item 5 on the Enumeration Folder. Enter
name, sex, marital status and age of Head on the first line, then continue
listing all residents on the lines below., (For large households, you may
have to continue your listing on the inside cover.)

In £illing out ‘the items covered by the enumeration, use the following
abbreviations:

Sex: M.,..Male
F,...Female

Marital Status:

M....Married, spouse resides in same household
MA,. . Married, spouse absent from household

W .. Widowed

D,...Divorced

Se...Single

b. Always cbheck for possible omission of persons who are living in the DU
Servants, in-laws, lodgers and obher persons who are not related To the
head of the household are often overlooked in the informant's first answer.
Peculiarly enough, psople also sometimes forget to report children, even
their own children, and, particularly babies., Therefore, when you have been
to'ld the names, always ask the additional question {Item 6) on the DU Enum-
eration Folder. - '
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Of course, sometimes the names you get in answer to this question may not
actually be living in the DU, according to cur rules. For instance, the
informant may mention a son who is living at college, or a member of the
family who 1s in a mental hospital., But, to make sure you get everybody
who should be listed, it is betiter ‘o obtain the name and status of each
person and then declide whether the person should be listed, according to
the rules. Note that a person in a hospital may or may not be "livin

in the IU," depending on the type of hospital and the length of his stay
there--a person who is in a tuberculosis hospital or a mental hospital,
where people stay for long periods, is not living in the DU, bub e person
in a regular hospital for a relatively brief stay--an operation, heart
attack, etc.~-should be enumerated as living in the DU,

In general, the data on the DU Enumeration Folder can be obtained from an
person in the household who is mentally and physically competent to supply

it, (Don't try to get it from a five-year old child.) If no one is at home
at the time of your first call, you may try %to obtain the data from a neighbor,
but in such cases you should verify the information obtained when you call
back for an interview. Similarly, in lodging houses or other addresses where
the D0's contain single individuals living by ihemselr2s, the information for
the individuval may be obtained from the landlady o. menazer or even from a
neighbor, provided the informant is acquainted with the person and can give
you an approximate age. Of course, when you call back for an interview with
that person, you should verify the information about him, making suitable
corrections, if necessary,

Enumeration may sound somewhal complicated, but in practice it isn't so dif-
ficult., Here are some examples of the process of listing a household,

(1) You are interviewing a woman and get the following information--

Q. First, we need a list of all the people who live here at this
© address., Who is the head of this household?

My husband is.

What is his full name?

Henry Thomas Fhelps.
p p

-

O = O =

And how old is your husband?
He's 29. |

And what is your full name?
Elizabeth Webster Phelps.,

-

And how old are you, Mrs, Pheips?
It 26,

-

Do you have any children?

= D D o O

Yes, there's Henry Jr. and Fellie,

How old is Henyry Jr.?

Henry is 3,
And how old is Nellie?
Nellie is 6.

b>‘f3?=>¢®

a

Q. Is there anyone else living here at this address with you?
A, No.
Q. Have we missed anybody-~any children or babies or anyone else

who lives here--anyone away traveling, in a hospital, or visit-
ing somewhere, or away on business or at school?

A, DMNo, trat's all of us.
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On the basis of this response the entries on the Household Erumeration
Sheet should be as follows: '

N ! Relationship to Marital Rank :
Full Name " Head of Household Sex tatus Age Ko,

x /‘54{-‘(? .zw/.V«/ ﬁ.,(wxs/ f;« ,«‘e,é?%/a./; Head AN M9 c] |
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ENTER RANK WO. FOR ALL ADULTS 21 AND OVER, TIRCH OLDEST TO YOUNGEST 3
INTERVIEW PERSON WITH RANK HO.:

" Wo. of adults | T ' e
i N N N
Interviey ‘ R ’
Rank No. 1 t 3 . -i L+ § 3

FLACE AN "X" AT LEFT BEFORE NAME OF FERSOW CHOSEN FOR INTERVIEW.
(2) In another household the interview goes as follows: {You are again
interviewing a woman, )

Q. First, we need a list of all the people who live here at this
address. Who is the head of this household?

A. My father is.

Q. What is his full name?

A, Walter H, Kram.

Q. Is your mother Yiving?

A. Yes, but she's out right now.

Q. How 0ld is your father?

A, He's 67,

Q. And what is your mother's full name?

A, FElsie Mae Kran.
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Aind how old is she?
She's .62,

How how about the other people who live here? Do you have any

unmarried brothers and sisters?
Well, Fred and Jane aren't married.

Do they both live here?

Fred does. Jane works in St. Louis and comes home most weekends,

Well, I'm not supposed to list Jane, since she lives elsewhere

most of the time. How about yourselfe-are you married?
Yes, but my husband's in Japan in the Marines,

Has your brother Fred ever been married?

Yes, but he's divorced now.

How old is Fred?

He's 26,

Do you have any other brothers or sisters livingbhere?

My sister Louwise lives here but she's married and you asked
about unmarried brothers and sisters before.

Yes, it's just easier to keep track of that way, How old is
Louise?

Shels 36,

And how old are you?

Louise is older, Imm 32,

Does Louise's husband live here?
Yes,

What is his name?

Philip Tilden.

And how old is he?

He's Lk, I think. (¥ote: Enter Ll now, but if an interview
is required with Fhilip Tilden, verify his age and correct if
necessary. )

Now, you already told me Louise's age--it's 36, isn't it?
Yes,

Do your sister and her husband have any children?
Yes, just one--dulie, She's 7 years old.

And what is your full name?

Mrs, Geraldine Hadley.

And you're 32. Do you have any children?

Ko, I don't.

Now is there anyone else who lives hers?

Yes, there's my grandmother, but she's pretiy old,
Is that your mother's mother or your father's mother?

That's my mother's mother.
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Q. And what is her full name?
A, Henrietta Schmidt.
Q. Is your grandmother widowed?
&, Yes,
Q, And how old is she?
A, - She'll be 85 this September,

Q. Is there anyone else living here? Have we missed any children
or bables or anyone else who lives here--anyone away traveling,
in a hospital, or visiting somewhere--or away on business or ab
school?

A, Well, I mentioned my husband--he's in the Army-~his brother stays
here sometimes but he's on a construction project in Arizona and
I don't know when he!ll be back,

Q. Does he live here regularly?

A, No, just between jobs--when he's on the job he lives at the
construction canp.

Q. Well, we won't need to list him. Is there anyone else?
&, Uo, that's all of us,

This is a somewhat more complicated one, but there shouldn't be too
much difficulty making the entries, which should appear as follows:

T T T LT M I I NS I A TN T N e I A e A 2 e e e S Yt R S A A B S S 3 S s e ot g S e e s bt had s A e o i m e e e e o

IR S Relationship t0 |u..  Harital [ .. | Rank
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Full Neme Head of Household Sex Status | o0 Ho,
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ENTER RANK NO. FOR ALL ADULTS 21 AND OVER, FROM OLDEST TO YOUNGEST;
INTERVIEW FERSON WITH RANK NO:

Wo. of adults o § : 6 or
in TU .1 2 3 ’ b ‘ 5 more

Interview 1 ;2 : } 1} L
Rank No, - - i’ P 3 -

PLACE AN "X® AT LEFT BEFORE NAME OF PRRSON CHOSEN FOR INTERVIEW.
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RANK ALL ADULTS (PERSONS 21 AMD OVER) IN ORIER OF AGE, FROM OLDEST TO
YOUNGEST., After you have listed sll residente of tuv household and
recorded thelr relationship to the head of the household and their sex,
marital status and age, assign a rank toc each person, 21 and older. In
the column labeled "Rank No," place a 1 on the iine on which the oldest
person is listed, a 2 on the line for The next oldest, and so on down
to the youngest person classed as an adult.

By way of illustration, this colmmn has also been filled in on the two
previous illustrative listings.

SELLCT THE FERSON TO BE INTERVIBWED. HNotice the chart which appears as

Item T on the DU Enumeration Folder. In the top row of this chart fher
are printed numbers from 1 to 6 for each size of family up to six adu*d

a. Find the number in the top row which corresponds to the number of
aqxits you listed in the dme?l ng unit., This will, of course, be the
highest number you entered in the "Rank No.," column. The correspond-
ing handawrltten number in the bottom row is the rank number of the
individual you should interview.

b. Go back to your listing and pick cut the one adult who has this rank
order number, Place an "IV at the left, in front of the name of the
person you are to interview,

This process is also 1llustrabted in the two preceding list ngs. For in-
stance, in the first eyample, you ranked only bwo adults. OSo, you find

the printed yaumber "2" in the tog row of the chart. The written number
below it happens to be a 1. This means you are to Iinterview bthe person
with rank number 1, so an "X"is placed in front of the name "Henry Thomas
Phelps® to indicats that he is to be 1ﬂte“v1eved In the second example,
vou ranked seven adults., Using the section of the chart for familiies con-
taining six or more adults, you discover that you are to interview the
person with rank number 5, sc an "X" is placed in front of the name "Loulse
Tilden."

This procedure provides a scientific way of selecting the one individual
whom you will interview, You will nobte that the hard-written numbsers are
gifferent from folder to folder (except for one-adult households, where
you always interview the only adulit)., They are deliberstely varied in a
random way to make sure that individuals are selected purely by chance.

OULY THD PERSON SELECTED IN THIS MANNER IS TO BE INWTERVIEWED. X0 SUB-

STITUTIONS CAN BE MADE,

COMPLETE THE OTHER TToMS ON THE DU ENUIERATION FOLDER AT THIS POTNT.

a, Items 2 and 3 can be filled oub by inspection, withoub asking any
questions unless your informant is not a member of the household
you are enumerating, in which case you will have to ask sbout Item
3. These items can actually be filled out at any time in the enumer-
ation process, Just make sure at this point that you have not fore
gotten them, ' "

b. Item 4 is for office use only, where we will code in the civil defense
classgification of the neighborhood in which the IU is located. Some
of your folders may be coded when you receive them, others will be
blank; in either case, just ignore the item for your purposes.,
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¢. When you know whom you are going to interview, Item 9 (on the back
of the DU Enumeration Folder) must be completed, Here, we want to
pick up information about any living children of any age that the
designated respondent may have, in addition to those who are resi-
dents of the DU and listed in the firsi listing., Lhe major posSsi-
bilities are children away at school, id institutions, serving in
the Army, or living in homes of their own.

(1) Fill out this listing for every designated respondent who has
ever been married, entering "None!" on the first line under
"Neme, " if the respondent has no children other than those
previously listed,

(2) Complete the other entries in the same fashion as before, ex-
cept for the last column, in which the entries shouvld be:

A (or Amiy)e.....Child now in military service

S (or Sch)evs....Child now away at school
I {or Inst.).....Child now in an institution

0 (or QOther),....Child now living in ancther private
household-~that is, Tiving with
other relatives or living in a
home of his owm.
Like the rest of the emumeration, this listing on non~household
children of the respondent can be obtainsd from any cgualified in-
formant., Tt should, however, be checkad i7ith the actual respondent,
along with the factual items at the end o¢f the interview, if the
actual respondent was not your informant,

OBTATN AW INTERVIEW WITH THE DESICNATED RESPCHDENT, After you have de~

termined whom you are to interview in the household, it is your job to
locate that person and conduct an interview with him,

If your designated respondent is home at the time of your call, you can
probably interview him right away.

If he is not at home or is not immediately available for an interview,
try to find out when will be the best time for you to cdll again, If
possibie, make a definite appointment.

REMEMBER: In no event can any other member of this household or any

other household be substituted for a designated respondent.

MAKE CALL-BACKS IN ORDER TC FIND THE DESTGNATED RESPONDENT, AWD XKREP A

RECORD OF YOUR CALLS, JIf no one is home wihen you cill for the enumer-

aticn data and you cannot cobtain the information from a neighbor, you
will have to call back for it, Similariy, if your designated respondent
1s not at home, you will have to call back at another time for the inter-
view. :

For this study, three separate calls (including those made to obtain the
enumeration) should be made on every dwelling unit assigned to you, un-
less you have either obtained the interview or been very flatly refused
by the designated respondent himself on an early call.

Use all your skill and ingenuity to aveid wasting expensive calls, If
no one is home the first afternocon you call, make your next call an
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evening or weskend one; when you are more likely to find someone there,
Inquire of neighbors concerning the habits of the family and the times
you can most likely find your sample person at home,

Do not give up a single interview without a genuine effort to find and
interview each intended respondent, If a person is reluctant to be inter-
viewed, remember that he cannot be substituted fer, and each such person
lost decreases the representativeness of our sample, The suggestions
made on pages 5 and 6 of these Instructions will help you overcome hesi-

. : tancy about being interviewed., MNever let ancther member of the family
refuse for the designated respondent; speak to the person yourself. In
genera;, persistance and ingenuity should enable you to obtain the inter-
view,

Hecord all of the separate calls yvou make at each dwelling unit in the
appropriate space on the back of the DU Enumeration Folder. (The spaces
left for additional calls beyond three will only be used if your super-
visor authorizes additional calls.) As you will note there, you record
the date (month and day), the time of day, your neme or initisls, and
the outcome, Under "outcome," you will enter such items as "Uompleted
interview," "Enumeration completed " "Appointment made," "Nobody home,"
“De31gnated respondent not home," or whatever transpired as a resuit op
the call, Space is also left for any "Remarks" that may be useful--such
things as appointment times, times informants told you would be best for
finding the respondent at home, and so on.

Note that "Separate! calls require the elapse of sufficient time between
them, so that persons not at home st the earlier call could reasonably be
expected to have returned home by the time of the later call, Several
visits to the dwelling unit, all made during the same g;eneral time of day,
on the same day, should be countéd and recorded on your Znumeration Folder
as one call, Fror instance, if you are spending the afternoon in one neigh~
borhood, you may drop back several times at one dwelling unit, on the off-
chance tnat someone will be home the next time you call, Thls is & wise
practi ce, since you are in the vicinity anyhow and it doesn't take very
ruch of your time, while 1%t might save you a trip back to this vicinity.
However, this all counts as one call, no matter how often you go back

that afternoon, since you have every reason to believe that the residents
are away for the afternoon. If, however, you make one call in the late
afternoon and snother in the early evering, at a time when peonle could
reasonably be expected to have returned from work, this counts as two
separate calls, If you make several visits that all count as one call,
record all the visits on the DU Enumeration Folder, but place them aﬁl
within the space for the appropriate call.

Finally, space is left at the bottom of the back page of the Enumeration
Folder in which you should explain the reasons why you did not get the
interview in those cases where you completed three separate caglls with-
out getting the interview and the rare instances where you gave up with-
out making three calls., JIf the reason basically is that no one was ever
at home, you can just write "HAH," but if there was a refusal, or some
other special circumstances, explain in sufficient detail so that if
another inberviewer has to go back to this dwelling unit, he will know
the situation he is walking into,
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The Questionnaire: I, Some Genersgl Points

Some of the points referring to individual questions apply to so many of the
guestions that these Instructions would get extremely bulky and repetitious

if we said them each time that they apply., Instead we will give you some
points that refer generally to the entire questionnaire, before coming to the
detailed discussion of each individual gquestion. These instructions will not
be repeated, so bear in mind that they apply'whenever the partlcuzar situation
arises during the interview,

A

Special Probing of Areas of Generic Significance for This Survey., You will

find that certain themes run through people's thinking in the areas of war,
atomic bombing and civil defense, Since these are of basic importance to
the central objectives of the study, 1t is essential to gelt these ideas re-

corded, whenever they are expressed, and to probe them just as thoroughly
as you can. The kinds of themes we are interested in can emerge as answers

to many different questions in the survey, and they will very 1jkeTy'com°
up on different questions with different respondents. So, yvou must k keep
them firmly in mind, be on the alert for ubem, and explore them when they

arise, no mafter where it is in the interview,  This last point meang that

1t does not matter at all whether ithe particular ideas the respondent is
expressing are relevent or irrelevant to the guestion you have asked.  ILx~
plore them fully at that point and record them at that p01nb, then return
to the guestion which precipitated the discussion and probe for a relevanb
answer to that gquestion,

In general, the material we want specially probed may be described as any-
thing expressing underlying attitudes, emotional reactions and motivations,
where the central objectives of the survey are concerned. Since this is
rather vague, the main kinds of expressions to watch for may be summarized
ass

1. EImotional recoil, escape, avoidance, distaste. If your respondent says,
with reference to either war, poss¢ble bomping or civil defense, that
it's an unpleasant subject and he'd rather not think about it, or it's

terrible to think about, or he doesn't want to talk about it, or it's
sometiting to be put off as long as possible (e.g., "I'11 think sbout

hat when it happens"), record it; then try to probe with something
like, "I know how you feel, but why do you suppose it is that people
feel that way aboubt it?", This is rather touchys and you may have Lo
sacrifice the special probing in order to reassure the respondent suf-
ficiently to get answers to the specific questions, but record it, even
if you don't feel it should be probed at that point.

2. IExpressions of unreality, disbelief, unwillingness or inability to ac-

-2

cept the possibilities of war snd atomic bombing. These are very simi-

lar to those just mentioned in 1) above, but would also include direct .
statements to the effect that it's hard to think of these things really

happening, or that it doesn't seem resl to talk about them, These should

be probed in the same way as 1) and will generally be easier to prooe
than the receil type.

3. feference to public or individual epathy, lack of intervest, failure to

take civil defense seriously, [nswers like these must always be followed

up, whenever they occur, in two different directions; {a) Why do people

feel this way &bOuu it and (o) ¥hat could be done to overcome it~--that is,
to change the way people feel about it., In telking to respondents, you'd

say something like, "Why do you suppose it is people feel that way?! and
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then, "hat do you think it would take" (or "What do you think could
be done® or "If it were up to you, how would you go about it") "to make
people take civil defense more seriously" or "o get people more inter-
ested" or "to make people less apathetic?! {or whatever the respondent
has just said is wrong).

o Any reference to being "too busy,” "not having time," "engaged in other
things," as a reason why the respondent or other people aren't inter—
ested or willing to engage in civil defense sctivities, Aetually, no
one has time to do everything, but almost everybody does some things.
Consequently, people choose what they will spend their Ilimited time on,
and the statement that one doesn't have time for something is simply
another way of saying that one has chosen to do something else rather
than this with one's time. If respondents aren't doing civil defense
work and aren't interested in 1%, we already know that the respondents
haven't chosen to do CD work, and the statement that they are teo busy
does nothing to explain why they did not choose CD. So, all such "easy"
explanations must be probed further., You'll find these probes helpful:
"How come?","Why do you suppose people don't take for makq) the time?",
"Well, I suppose doing civil defense werk would mean giving up doing
other things, of course. But why do you suppose pezople find it so hard
to make the time for civil defense?", "You know, I've heard so many
pecple say that. I'm not sure I undersband exactly why they feel that
way. Why do you think it is that they have Such & hard time finding
the time for something like civil defense?" In the case of people who
say they are "engaged in other things," probe: "Why do you suppose
people do things like that instead of belng active in civil defense?"

5. Any other direct cor indirect expressions of attitudes unfavorable toward
civili defense, De sure to go thoroughly intc the implications of Things
people may say about civil defense to the point where it is clear what
the respondent's own attitude is, This can lead you in some surprising
directions: for instence, a pretest respondent, talking about people who
volunteer for CD, said "They're very patriotic," but a "How do you mean?"
from the interviewer brought oul the fact that he meant that they were
stuffed shirts, full of fancy and meaningless speeches--not nearly so
favorable as his original answer seemed to imply! So, as usual, don't
assume you know what your respondent means by these "cliche! words.

It works in both directions, though, and the respondent who said of CD
work, "That's for people who don't have anything else to do with their
time," was not necessarily being unfavorable to (D, and it shouldn't be
assumed; lnstead he should have been asked to explain further what he
meant,

Once you are clear thet the respondent is saying something wnfavorable

to CD, then vou should probe further to find out why he feels this way
and, when it is relevant, what could be done to overcome feelings like
that., For instance, with a respondent who says, "I just don't think

CD is very important," you would first ask why and, when that was clearved
up, you would ask, "What do you think could be done to get people to
think of CD as important?V.

Handling Hypothetical and Conditional Questions. Since many of the questions
in this survey deal with the possibility of a Iuture war, the use of atomic
bombs in that hypothetical future war and the role of civil defense in this
event, you will frequently find yourself asking either hypothetical gues-
tions Qgg this happens, what would it be like , or whabt would you do?), or
conditional questions (Suppose this happens, then what clse would happen?).
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The first and most obvious point about questions like these is that nobody
¥nows what will happen in the future and nobody knows for sure what some-
thing that has never happened would be like if it happened, so "Don't know"
is not a very appropriate answer. It's a question of "just what you'd
guess" or "the way things look to you now" or "the way you see it,!

Second, however, you have to be on your guard against answer which explic-
itly or implicitly reject the condition specified in the question., TFor in-
stance, a question like, "Suppose you were in the city when an atomic bomb
fell on it...What would you do to protect yourself" might be answered, "I'd
leave the city before it fell," This is probably a very wise course of
action, but it denies the basic condition in the question--namely, that the
person has not left but is in the city when the bomb falls~-and is, there~
fore, "non-responsive! or irrelevant to your question. In a case like this,
yould probe by denying the respondent's assumption and repeating the assump-
tion in the guestion: "Well, suppose you couldn't leave the city, but were
in the city when the bomb fell,..Then, what would you do....?" his is a
rather simple example, but the basic principle is clear:  always make sure
that the answer 1s a relevant dnswer, given the conditions imposed by the
question, o ' : ' - ' '

Then there is a much trickier kind of circumvention of the question, which
essentially consists of the respondent'!s escaping into conditions of his owm,
which are not really logical concommitants of the condition in the question.
The "escape into conditions of his own" is typically a "Depends" answer
which comes about when you ask the question under one set of conditions and
the respondent replies that it would be one way or the other, if some more
conditions, not specified by the question, obtain. For instance, you ask a
respondent whether he thinks he would live through it, if an stomic bomb
fell on his city, and he answers "Hot if it landed right on my house." Qr
he might say, "That depends on where it lands.") The question didn't suggest
that the bomb would fall right on his house, so the respondent is compli- :
cating things with added conditions of his own which simply disguise his
failure to commit himself on your question. In cases like this, you proceed
in two steps: first, you get the respondent to relate his condition to the
basic condition in the guestion; then you repeat the question with the re-
lationship between the two conditions specified, In the present example,
you'd say, "Well if a bomb fell on the city, do you expect it would land

on your house?" and then (assuming he says "No" to %the first probe), "Well
if a bomb fell on the city without landing on your house, do you think you
would live through it or not?!

Finally, another tricky one is the "escape into all possible alternatives."
The type form of this is that you ask what would happen, while the respondent
replies that A or B or C might happen. Usually what the respondent is saying
is very true and all very sensible, except that we already know that anything
at all is possible when you're talking about what may happen in the future.
S0, this answer evades the question, which calls not for a factusl statement
of all possibilities but an opinion statement of what the respondent thinks
will (i.e., is most likely to) happen.” For instance, you ask a respondent
what he thinks the next war would be like, and he tells you that "that de-
pends on whether or not atomic bombs are used." This is undoubtedly true,
‘but, since the use ar non-use of atom bombs is part of what "the next war
would be like," the respondent has so far dodged rather than answered your
question. This kind of answer is always handled by just asking the responde-
ent to choose among the possibilities he has mentioned and then asking him
the basic question under the condition of the possibility he has chosen. For
instapce, in this illustration you'd say, "Well what do you think on that?

Do you think atom bombs will be used in the mext war, or not?V Then, when
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you have his answer to this, you continue, "Well, assuming atom bombs are
used (or aren't used, depending on what the respondent decided), what would
the next war be like?"

C. Use of Community Names., The questionnaire includes questions referring to
the locality in which you are interviewing in three different ways:

1. Questions referring to the specific community. In these questions, the
name of the central city appears parenthetically, folliowed by another
parenthesis containing the words "NAME OF SUBURR'--for example, &, 1,
in which you'll see "(Milwaukee) (TAME OF SUBURB)!"--or its equivalent
in some other city--for the first time, TFor these guestions, you use
the name of the city, when interviewing in the city, and the name of
the suburb, when inbterviewing in a suburb.

Questions of this type: 1-8, Lb-L7, 51-52, 5L-55, 58.

2. Questions referring to the entire meiropolitan area, including both
central city and suburbs., These questions are always asked in ferms
of "the Milwaukee area® (or whatever central city is applicable)}, and
yvou use the wording that appears in the questionnalre without making
any changes or substitutions.

Questions of this type: 9-10, 16-17, 20, 28, 36-28, L9-50, 68.

3. Questions referring only to the central city of the metropolitan area,
but relevant to and asked of residents of both the central city and its
suburbs. These questions will conitein the name of the central city
without parentheses around it, and are asked just as they are printed
in the gquestionnaire,

Questions of this type: 26, 27.

The Questionnaire: II., The Specific Questions

Question 1: This first question begins the section (Q's. 1-17) on at¥itudes toward
and participation in the local community and 1ts problems,

Notice that the term, "neighborhood," in this question refers to an entire
section of town or part of town, as the respondent conceives it, and not just
to the few blocks in the immediate vicinity of where he lives., This definition
is supplied parenthetically, and you may use it if it appears that the respond-
ent is defining "neighborhood" too narrowly. .

Except for people who have lived all their lives in the same neighborhood, sub-
guestion A is then asked, to debermine the respondent's total length of resi-
dence in the city or suburb in which he now lives, In general, the answer to
this question should be at least as many, if not more, years than the preceding
answer, bub there 1s one exceplion which should be noted carefully: The bound-
aries of cities and suburbs are constantly expanding to include territory which
formerly was not a part of them, sc that a person may have lived in a particular
house for twenty years, but in the city for only one year! Since we are inter-
ested in length of residence in the community as an index of pecple's bonds to
the community, you circle the code for the length of time the person has been
living in the area, since it became a part of the ciiy or suburb, but write in
a statement of his total length of residence in the area, under its former nanme,
and a brief explanation of the situation, -

There is a series of four sub-questicns under A, which are asked of everyone
except those who have never lived anywhere else than in their present city or
suburb. In (1), if the respondent has lived in more than one other place, take
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the last one he lived in, before moving to his present community. In recording
this item, write down both the name and the state in which it is located, ex-
cept where this is obvious, For instence, you don't need to add "I11.Y +o
"Chicago," but you do need to add "Wige." to "Little Chute," Any comments which
the respondent makes that will help us in locating it, like "It's L0 miles north-
west of here," should also be recorded, The other three questions are straight-
forward,

Just as there was a special problem in handling 4, with respondents living in
recently amnexed portions of cities and suburbs, the sub-guestions under A must
also De handled specially., For sub-guestion (1) you write in the name G e
area, prior to annexation; in sub-question (2), you record the length of time
the respondent lived in the area up to its incorporation into its present city
or suburb; then, skip sub-questions (3) and (4).

Question 2: This question has two parts, both of which should be asked of every-

one. If the respondent begins by listing off a whole series of
problems, be sure to get him to choose the one he considers most important, and
record only this under A; all other problems which he considers important are
recorded under B.

Question 3: This question supplements Q. 2, by making sure that every respondent
considers a standard list of provlems in maeking his choices. It
has three parts to be asked of everyone. It is the first of several card ques-
tions in this survey and is handled as card questions always are--that is, you
hand the respondent the card, then ask the question, and watch to make sure that
the respondent looks at all the posibilities before making his choice. The re-
spondent continues o hold and look at the card, until you have completed all
three parts. If any respondent has difficulty reading, then you will have to
read the list of choices to him,

As people look down a list of items iike this one, they often make comments sbout
each of the individual items, indicating why they are choosing or not choosing
them, or expressing some other opinmion about them. Do not prompt the respondent
in any way, bub IT IS ESSENTTAL THAT YOU RECORD EVERYTHING THAT TH, RAOPOMDENT
SPONTAIEOUSLY VOLUNTIERS ABCUT ITEM L OX THE LIST (the civil deferse item).

Once the respondent has said something about item l, if he does, you should then
use clarifying probes if needed to make his ideas clear, bubt do not start the
subject yourself, OSpecial space has been left below question 3, for recording
these sponteneous comments about civil defense.

One problem that sometimes arlsss with a question like this one is that a re-
spendent may feel that all the items on the list are iwmportant, or that none of
them is as important as the one he mentionsd in €. 2 A. fctually, this is an
absolute answer, while you waent a relative one. 5o, in situations like these,
agree with the respondent, then ask the guestion again--for instance, "I guess
they are all pretty important, but which one do vou think is most important?! or
"Unhuh, but sticking just to the problems on that list there, which one of those
is most important?", etec., If the respondent still cammot choose one after such
probes, circle the code for "Don't know, "

Question liz This question calls for ratings from every respoudent of eight as-
R pects of community functioning., You first read the introductory
sentence, then ask question A for the first item——"How about city government?
Would you say...{ete.)" If the respondent says there is room for improvement
you then ask question B, using the parenthetical probe if needed. Finally you
circle one code on the first line and go on to the second item in the same way.
Notice that, once the respondent has said there is room for improvement, there
is no provisieon for him to say that he doesn't know how much room for improve-
ment there is. If he cannot choose between "4 1ittle” and "4 lot," code this
answer under "Some.!
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The introductory sentence to this gquestion is especially important, becaunse many
respondents start to answer this question, taking account of extenuating circum-
stances, For instance, a pretest respondent said, "Well considering how 1ittle
money they have and how crowded they are, I'd say the schools are doing a wonder=
ful job," This is not an answer to the question. Whal we want the respondent

to consider is what schools ought to be like--specifically, in the terms of this
respondent, considering how much money they ought to have and how much plant

they ought to have, rather than how well they do considering their handicaps;

or, in the terms of the question, Mconsidering whalt a community like tinls one
really should have in the way of schools," So, whenever you see that a respond-
ent is slipping into the other way of thinking, repeat this phrase from the in-
troduction using the specific item, and then repeat question A,

This question is so set up that even if a particular suburb does not have 3 par-
ticular service, the respondent should he able to answer the guestion. A note

to the effect that this suburb doesnit have any hospitals, for instence, is not
a sufficient answer to the question, because, considering what the respondent
thinks the suburb really should have in the way of hospital facilities, he may

wnqualifiedly approve of the situation or believe that there is room for imnrove-

nent.

On the specific items: (1) Some suburbs call their povernments city govern-
ments; some call them village governments. Use the term that is appropriate in
the suburb you are interviewing in. (6) Hospital facilities should be inter-
preted to include access %o hospitals in other places, as well as hospitals
located in the city or suburb the respondent lives in, If, for instance, a sub-
urb is dependent on the hospitals of the nearby city, the guestion still is
whether this does the job well or whether more (improvement) is needed,

Question 5: This question has four parts, each to be asked of everyone. The

‘ T opening stetement in this question, which is needed to make sure
that every reapondent has the same idea of the basic issue, is quite a mouthful,
so read it slowly and distinctly and repeat it if necessary.

Question A& asks for a generdl reaction to the whole idea; question B will take
up specifics; so try to get the respondent to generalize on A, If he says,
"ell, some things should be together, but other things shouldn't," repeat the
question, stressing the "Just in gemeral... " Notice that an answer is provided
in the 1list of codes that is nol mentioned in the question--"Separate but co-
ordinated services.” This code is to be circled whenever respondentc volunteer
the idea that services should be independent in each community, but they should
get together to make joint plans, cocperate, or coordinate whai they are doing.
Notice also that if the respondent has any opinion on question A, sub-gquestion
4 (1) is asked to obtain his reasons for favoring whatever he favors,

Question B, as indicated, covers the specifics by means of a card question,
handled in the usual Ffashion, The sane answers arve provided for B as for A, and
the "coordinated! code means the same thing as the longer but identicsl "Separate
but coordinated services" code means on &, After the respondent has seen the
list in B and gotten a clearer idea of what this question is talking about, you
ask C and D, to give him a chance to add to the lists, PBoth C and D contain the
word "other," parenthetically., You of course use the "other" if the respondent
has selected some things in this category under B; otherwise you omit it.

Question 63 Straightforward.
Question 7: Straightforward.

Question 8: This question uses a colloguial expression to try to get a sophisti-
cabed concept of effective membership--a sense of determining events
~-in the community across to the respondent. Dven so, many amblguous answers
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are given and require further probing, For instance, "Well, I have a vote"--
Probe: "Do you feel your vote gives you a say, or not?"; "As much as anyone
else'-~Frobe: "Do you feel most pecple have a say, or not?"

Question 9: Straightforward

Question 10: This question is asked of everyone, bult if the respondent does not

have children, the introductory parenthetical phrase should be used,
You will know, and meke it a point to remember, whether or not the respondend
has children from the DU Enumeration Folder, If the respondent’s grown children:
have already settled in the area, change the tense to, "Do vou think it is betiez
for your children to have settled.,.., or would it have been better,,..?". If the
respondent says that "It depends on them," or "Thal's up to the children to
decide,” or "I don't think it's my job to tell them what do do," these answers
must be regarded as inadequate. Such answers must always be probed: "iIven
though it's up te them to decide (or you won't try to tell them what to doyy
which do you think would be better for them?"®

Question 1l: "Neighborhood" in this question means the immediate vicinmity, as

suggested by the parenthetical phrase, "a few mirutes away." If
the respondent is not clear what you mem, you can define neighborhood as
"close at hand, five or ten minutes away (by car),”" Try to get respondents to
generalize, but a middle answer, "Half and half," is provided for those who ab-
solutely cannot, WNotice though, that a very common answer is "They're scat-
tered,” and this, in general, does not mean "kalf and haif," Probe sgain by
repeating the question, "Well, would you say then that,,..?", then, if the re=
spondent cannot choose one of the alternatives, circle the code for "Further
away, " ‘

Question 12: "Neighborhood," here, is defined the same as in Ouestion 11. If
v the respondent's first answer is not clearly codeable, use the par-
enthetical probe,

Question 13: This question is intended % determine whetder or not the raspond-

~ . ent is Mwired in" to informal, local networks of communication.
Consequently, your probing must be very thorough, so that if a person mentions
only the formal media of TV, radio and newspapers, we can be sure that he is out-
side the local, informal network, For the same reason, be sure to find out what
newsgpaver, whenever newspapers are read, since many cormunities have local neigh~
borhood newspapers as well as city-wide ones, When friends are mentioned as a
source of news, find out whether these are psople living in the same area or in
cther parts of the city or suburb., it other persons in the same household as
the respondent are mentioned as a source--for instance, "My wife tells me every-
thing that happens,"--find out how that person gets his information. Don't
accept vague answers like "gossip'™ or "people.! Probe for more specific replies:
ihere (or from whom) do you hear such gossip?’ "Who do vou have in mind when
you say people?!

Question 1h: The question is to be interpreted broadly, to include any and all
social organizations or clubs, however small and informal, as long
as they have a named identity--for instance, even the "West L7th St. Friday
Might Bridge Club! qualifies for inclusion. If the respondent belongs to any
organizations, you ask sub-questions A and B, In asking A, after the respond-
ent has volunteered some groups, and you have probed for "iny others," go back
and ask specifically about each type mentioned in the question that the respond-
ent has not volunteered--e.g., "How about church groups?", YHow about labor
unions?™, "Any fraternal organizations?", etc. In recording answers to A, write
down the name of the organization, including the city or suburb if that is a
part of the name, For instance, don'™ récord, Mimprovement association,! but
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write, "West Allis Improvement Association.” Where the group is so small or
special that we might not know from its name what sort of organization it is,
add to its name an explanation of the type of organization it is or what it
does, Do not include any organizations the respondent no longer belongs to,
And, incidentally, if a respondent does work with an organization in which the
members are children (e.g., Scout Leader), he is doing volunteer work (Q, 15-
16) but he is not a member, so don't record that here.

Question B classifies the person's membership in each group into three degrees
of participation, for which the following definitions will help:

"Belongs"...Is a member, pays dues, but seldom or never attends meetings,
holds no office, and does no work for the group.

PAttends",..Is a member, pays dues and generally attends meetings, but
does no more than that-~does not hold office or do any work
for the group.

"hetive',...Is a member, pays dues, generally attends meetings, and does
something beyond that--holds office, serves on a comnittee,
collects funds, or does some other kind of work that ordinary
members do not do,

Yany pecple consider themselves "active,” though we do not, if they merely
gbtend meetings, so a special probe is provided for use when nesded. The dis-
tinction may seem difficult to make in the case of groups orgenlzed to do some-
thing active at each meeting~-card-playing clubs, hiking clubs, bowling clubs,
Boy Scouts, etc. But the test is whether the respondent!s participation is
beyond that of the ordinary member--if he bowls with his bowling club, but does
nothing else for the club, he "attends'; if he makss arrangements with the -
bowling alley, does the checking to see that enough mewbers will turn out to
bowl that night, organizes a celebration, etc., he is Mactive,"

Question 15: This question is asked if anyone else~-adult or child--lives in
the respondent's dwelling unit, another item which you know from
the DU EZpumeration Folder, If the other residents of the dwelling unit are un-
related to the respondent, you use the phrase, "the others in your household":
otherwise, you say, "the others in your family here,™ but with the understanding
that it does not inciude family members outside the household, This same pro-
cedure is followed in all later questions that are asked only if there are
others in the household, so it will not be repeated, but keep it in mind.

In recording answers to the main gquestion, a code has been provided--"NIHV--
meaning "not in household"--which you civcle when the particular category of
household residents is not applicable to the respondent. For instance, if

& household consisted of head, wife and their children, the code for “NIH"
would be circled for the third and fourth line, and scme other code would be
circled on the first and second lines, so that you end up with one code circled
on each line. In the household resident categories on the second, third and
fourth lines, there may be more than one person fitting the category in the
household and thelr memberships may be different, but you still circle only one
code for the category as follows: OSuppose a respondent has three children and
one belongs to some organization, one does not, and one he isn't sure about.
Just circle the code for "Yes" {(meaning that there is a son or daughter in the
household who belongs); do not circle either the code For "No" or the code for
"DK."  In other words, if anyone in the particular category belongs to some=
thing, code "Yes"; if no one in the category belongs, code "io,"

Sub-questions A and B, asked about each other person in the household who bew
longs to anything, exactly parallel sub-questions A and B of Q. 1l Proceed
in exactly the same fashion, being especially sure to probe for specific types
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of organizations not volunteered by the respondent--"Any labor unions?", etc.~-
since these are not mentioned in this guestion. Also be sure to record the
other persons' memberships in the proper space for persons of that category.

Question 16: "Volunteer work," as indicated by the parenthetical probe which
- " you can use as needed, is to be interpreted broadly. This probe
is intended to give the respondent some idea of what we are after, but you
should accept anything that the respondent himself regards as volunteer work,

With respondents who have done some kind of volunteer work, you ask the three
sub~questions, &, B and C, In A, find out and record exactly what the respond-
ent has done: Don't just write, "Salvation Army"; write, '"Collected mcney on
street corners for Salvation Army XZmas collection" or "Baked doughnuts for
Salvation Army Mission," or whatever. In B, we do not want to know why the
respondent did volunteer work or what his motives for doing it are; you must
find out the chain of events which led to his doing it; how he got into 1%,
what tactics succeeded, rather then why, Be on your guard, especially, for
incomplete answers herej for instance, a respondent says, "Someone asked me to,
so I did." The immediate question is who was the person who asked and what was
his relationship to the respondent, The next question is whether there was
something about the requester (rather than about the cause) which led +to the
respondent!s agreeing to do so. Only when you have all these elements straighte
ened out--a kind of zbbreviated specification of how this respondent can be
persuaded to do something-~do you have a complete answer to B, In C, month and
year is a sufficient answer, bubt if the respondent has done several kinds of
volunteer work, indicate parentheticslly which particular volunteer work the
date refers to, If you are not sure that the last thing the respondent did
really gualifies as volunteer work {e.g., Member of School Board, gave blood,
etc.), then get the date of the volunteer work just preceding that one, as well,

Question 17: The main question is handled in exactly the same fashion as Ques-

tion 15. In recording the volunteer work of others in +he house-
hold, proceed exactly as in Q. 16, The detall covered in 16 B ana O is nul
asked, however,

Question 18: Don't accept answers like, "Everybody would help," but continue

to probe for the names of organized groups. Frobe: "Can vou
give me some examples of the kinds of groups that would help?® or "Everyopody?
Whe or what organizations, for instance?”

Question 19: This guestion has two parts to be asked of everyone, and introduces
] , the section of the questiomnzire covering the threats of ware- :
Q's. 19-28. In A, you should get the respondent to select the one single prob-:
lem that is biggest; other important problens are covered in B, In both A and
B, be very careful to probe fully any answers referring to war, threats of war,
or international relations. Answers like "the Suez crisis," "Russie," "the
Hungarian situation," "Communism," obviously need the probe, "What about that?!:

Question 20  Straightforward,

Question 21: Another card question, with four parts to be asked of SVETyore,
As in Q. 3, special space is left for recording any spontaneous
corments the respondent may make about the two items in the list-~-Ttems 3 and
6--of special interest to this survey. Handle this just as in Q. 3; that is,
do nothing to indicate to the respondent your special interest in these items,
but follow up anything the respondent may spontaneously mention about them.

In A, circle as many codes as apply, unless the respondent reports tdl king about
everything on the list, in which case you circle the code for "All of them,"

In B, G, and D, only one code is circled, but make suve that the respondent does
not feel that he has to choose from among items he mentioned in A, In these
three questions, the respondent may have some difficulty selecting only one; use
the same approach as explained for Q. 3 in these cases,
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Question 22: "At all likely" means more than possible, but less than probable.
1f a respondent says, "It's possible," probe: "Well, would you
say it's at all likely, or not?" Sub-questions A and B are asked, if the re-
spondent considers war "at all likely"; sub-question C is asked, if the respond-
ent does not consider war at a1l likely. In asking B, use the parentheticdl
phrase that most closely approximates the respondent's answer to A. In asking
€, be on guard against circular answers like, "I just don't think thers!'il be
2 war" or "That's just the way I feel about it." Always probe for the reasons
behind these vague feelings: '"Why do you feel that way?! or "What makes you
say that?" or "I'd be interested in hearing your reasons for feeling that way.!

Question 23: Three sub-questions follow the main question, If respondents say
T they worry more about war than sbout other things, they are asked
sub-question 43 if they worry more about other things, they are asked sub-gues-
tions B and C. In B, try to get specific answers. IT & respondent says some-
thing like, "personal problems," ssk for an example of what he has in mind,
Sub-question C is a particularly difficult and chailenging gquestion for you.

1% has been worded impersonally ("hy do ...people...?"), so you won't fing
yourself in the situation of asking someone who has Just told you that he
worries about his wife whe is critically ill why that worries him more than
war. DBut it is important that you recognize thab this is still 2 valid ques-
tion to ask him, although awkward when put so bluntly-~that is, if a war really
came, both he and his wife might be killed, so there remains a question of why
he worries more aboubt her illness than about that possibility. The major thing
to watch is that people will tend to tell you why they worry about the other
things (an answer in absolute terms), while you want to know why they worry
about those things more than about war (sn answer in relstive or comparative
terms), as suggested in the parenthetical probe. For instance, after mention-
ing personal financiasl concerns in B, a pre-test respondent said in answer to
C, "I guess everybody thinks more about themselves." But, this still leaves
unanswered the question of why financial problems seem to have to do with
"themselves," while war does not. 4 probe here might be: "Why does that make
war seem less importent than these other things?" In ather words, a complete
answer $0 C will generally contain at least two elementgs--other problems seen
this way, vhile war seems that way. : ‘

C
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Question 2li: Heve we are interested in whether or not the respondent thinks
people should act on their beliefs about war coming. The main
question includes a parenthetical phrase, "the way he lives from day to day?
which you may use if the respondent does not understand the phrase, "his daily
behavior," If he says "Yes" to this, you ask sub-quesiion A3 if he says "Np,"
you ask B, DBoth the main question and the sub-questions are "iffy" or hypothet-
ical questions, so be very sure that neither you nor the respondent stray awsy
from the conditions specified by the questions. For instance, if it becomes
clear that the respondent is talking sbout the changes a person mey have to make
in his life, when and if a war comes, you'il have to make clear thal the question
refers to making changes beforehand--when the person only believes that a war
is definitely coming. Especially in answer to 2, you'll get some seemingly
valid answers which actually contradict the conditions imposed by the question.
Take the respondent who said in answer to 4, "He should work as hard as he can
for peace." This is interesting, and you should record it, but it is not an
answer to the question being asked for, if the person is working for peace, it
is hard to see how he can simultaneously be believing that war is definitely
coming anyhow. So you should repeat the question, making sure that the respond-
ent's qualification no longer fits--"Suppose he believes, .. definitely going to
get into another bilg war..., even if he works as hard as he can for peace,”
A similar problem srises in 4, with respondents who answer, "He should pray
(or pray more)." First you have to find out what he is praying for: If he is
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praying to prepare himself for possible death in the coming war, this is a wvalid
answer, but if he is praying for peace, this raises exactly the same problem as
the preceding example and should be handled similariv, Again in B, watch for
vague answers and circular answers. Answers like "What's the point?? or "I

Just can't see what good it would do" merely repeat the "No" to the main ques-
tion. FProbe: "Why do you feel there's no point?" or "What do vou have in mind
when you say you can't see what good it would do?" A regponse like "The kinds
of things he could do just aren't worth the bother" is far too vague and should
be probed: "What kinds of things do you mean?" and then "And why do you feel
they aren't worth the bother?h

Question 25: Another very "iffy" question, with four parts to be asked of

everyone, Some respondents have difficulty answering A, off-hand,
so a variety of prompiting probes are sugpested.

To give you some guide as to whether you have probed sufficiently in a given
case, we need to get four things out of A, B and O, considered together:

(1) Whether or not the respondent expects any future war to involve an atbtack
on the continental United States;

{2) Whether or not the respondent expects that attack to include or exclude
atomic weapons and, particularly, atomic bombs;

(3) The extent to which the respondent visualizes the 1ife of himself and his
family disrupted or changed in such a war;

(L) Whether or not the respondent expects himself and his family to survive
such & war,

You can never suggest any of these topics to the respondent or ask any gquestions
about them until the resvondent refers to them himself, and, GhuS, allows you
to probe. Instead, you must continuve using neusral probes until the above four
questions can be answered from what the respondent has said, Because such ex-
tensive probing is required here, it is hard to predict exactly what will be
said at which point; you may, therefore, omit questions C and D, if they have
already been fully covered in A and B, Note, however, that there is a clarify-
ing probe--D (1)--required if the respondent believes neither side will win the
next war. If D has been answered in earlier parts, don't skip over this probe,
ualess it too has been fully answered.

In all these questions, don't fall for "Depends" answers. These sound very
reasonable, but they actuslly arve "escape” answers that evade the conditions of
the question., We are trying to get the respondent's picture of what the next war
will be like, without suggesting anything to him, so if he says, for instance,
that what happens to hig family will depend on whether or not the U.S, is
attacked in it, it's up to the respondent to choose from among the possibilities
he has mentioned. What you want to know is whether or not he thinks the U,S,
will be attacked, and what he thinks will happen to his fanily under whatever
conditions he chooges, Similarly, don't be stopped by "Don't know" answers—-
of course, it's all hypothetical and "hard to say," but what does the respondent
now imagine would happen. And, finally, it is a terrible thing to contemplate,
nebody likes thinking about it and evervone hopes it won't happen, but, under-
standable as these reactions are, and important as it is to record them fully),
none of them are answers to the questions, so keep plugging. ‘

On B and C, some respondents begin by talking about what they would do at the
very moment of attack--take shelter or leave the city, etc. This is all right
to begin with, bub cover the ground by repeating the question, adding the phrase,
"during the course of the war," ’
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Question 26: This is another in the series of hypothetical questions about a

future war, so you follow much the same procedure; that is: (a)
"Depends” or "If" answers must be thrown back to the respondent; e.g., an an-
swer that "If the enemy got through our defenses, Milwaukee would be bombed!
cammot be coded "Would be.® First, you have to determine whether the respond-
ent thinks the enemy would or would not get through our defenses, and then ask
the question about Milwaukee being bombed, under the conditions the respondent
has just chosen. (b) Answers like "It could happen," "It might happen," "It s
possible” ave essentially DK responses, since anything in the hypothetical -
future is always possible; therefore, you must probe these carefully before
accepbing the DK, The indicated probe is: "Do you think it's likely to happen
if a World War were to break out?" : A

Depending on his answer to the main question, you ask the respondent a rather
complicated series of sub-questions, Respondents who say Milwavkee "Would be"
attacked are asked A and B, which take up all of the rest of the page; respond-.
ents who answer anything else--"Would not be" or "Don't know"--are asked C,
which means you skip all the rest of the page on which the main question appears
and ask all of the following page, ' :

If the respondent fully covers the question in &, you do not have to ask B, but
notice that you must circle a code for B for every respondent who has said '
"Would be" to the main question, whether you ask it or not, in order to deter-
mine whether or not to ask further sub-questions dependent on B, Respondents
who say to B that atomic bombs would not be dropped on Milwaukee or IX are
asked (1). In asking both B and {1), remember points {(a) and (b) above. Fi-
nally, you ask a respondent who does not think atomic bombs would be dropped on
the U,S, sub-question (a) to determine the reasons for his belief.

Note that in B and in almost all questions involving atomic bombs, they are
parenthetically equated with either A (atomic) or H (hydrogen) bombs. if a
respondent thinks one would be used, but not the other, he thinks atomic bombs
would e used. So, code "Would be," and note the distinction in the margin.

Sub-question C and the series of sub-guestions (1), (2) and (3), under it ex-
actly parallel the questions under A and B, but for respondents who answered
the main question differently. 711l of the same points apply.

Question 27: The guestion has two parts which are asked of everyone, although

question B may be omitted if it is fully covered in A, The same
general points mentioned under Q. 26 with regard to "Depends” and "Maybe"
answers apply, DNote that a qualified code--"Some would, some wouldn't'-- is
included for use when a respondent says something like, "ot the whole family.®
If the respondent's answer to question 26 A covered any phases of this question,
27 A must nevertheless be asked to insure complete coverage, You may find it
advisable in such cases to introduce guestion 27 A with something like this:
"You've already mentioned some things that answer this next question, but I want
to be sure I get all your ideas on the sublect. OSupposing (and repeat the ques-
tion),"

Question 28: Again watch the "Ifs" and "Maybes." If “Yes" to the main ques-
' tion, you ask A, In 4, it may turn out that the danger the re-
spondent has in mind is the risk of also being bombed. This is not what the
main question is after, so use the parentheticsl probe in such cases. If the
answer to the parenthetical probe indicates that the respondent had only this
danger of heing bombed in mind, change the answer to the main question,
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Question 29: This question begins the series (C,'s. 29-43) on defense against
atomic attack--civil defense, that is, but yvou are still not using
this phrase, unless the respondent spontaneouslv does so, The main question
should be interpreted to include both things that should be done that are cur=
rently being done and things that should be done that aren't now being done;
s0, if a respondent says something like, "No, they're doing everything they
can" or "No, there's nothing more that can be done," code these answers as
"Yes," and ask the appropriate sub-~question A, Of course, you may not find out
tnaL this is what the respondent means until you have circled the code for "Ho,"
and asked the sub-question B; in such cases, charge the code and go back and
ask A, In asking A of respondents 1like these, change the wording to "What sorts
of things are they doing (are being done)?"

You must probe answers to subwqueqnlcn A, whenever it is not clear how the item
menticned would be useful in case of atomic attack, A parenthetical probe is
provided for this., Answers like "Leamrn ilrst aid," "Build g bomb shelter,”
ete. are self-evident and do not need the "How Vould that heip?" probe, But
answers like "Learn about civil defense," "Get better informed about atomic
attacks," etc., do require the probe, Similarly it is not at all clear how
Wdork for peace" or "pray for pesce" would prove useful in case of atomic at-
tack--in fact, these answers contradict the assumptions made in the quesbtion,
so these too would be probed, adding to the basic probe the phrase, "In case
there were an atomic attiack,"

Question 30: TYou want to know the radius of the zrea within which the majority

are killed outright by the bomb, If a respondent is obviously
talking about later effects of the bomb--fallout or radiation effects, repeat
the question, adding the phrase, "right away.” Nobtedlso that this one guestion
deals specifically with Hydrogen bombs, since the area of destruction of A~ and
H~ bombs are radically different,

Question 31: The question has two parts asked of everyone. In &, be sure to

get a single snswer--the one single largest cause of death; ad-
ditional causes are recorded in B. In both parts, you want to get actual causes
of death and not reasons why people were exposed to these caises of death, o0
you prove answers like "Unprepavedness,” "Panic,!" "Fear," either by repeating

he guestion, inserting the word "actusl," or by "How do you mean?" or by

"How would that cause (most of the) (a good many) deaths?"

Question 32: The main question is straightforward, with a sub-cuestion for
T ‘those who say "Yes." When a respondent answers the A sub-question.
you may find out that he has in mind leaving the area to avoid exposure., This
is a legitvimate answer, bul we are interested in what people who are exposed

can do to protect chezsclves, so you ask the parenthetical probe in such cases,
The typography here is a 1little peculiar, so don't overlock the "What else?®
probe, which is intended for every respondent who is asked A,

2.

Question 3l: You will find that many respondents will have difficulty describ-

' ing & sound unambiguously, as the sub-gquestion 4, asked of re-
spondents who sgy "Yes" to the main question, requires. The onLy thing to do
is to learn ahead of time what the warning signal in the 1"ea you are inter-
viewing in actually sounds like. Then keep probing. wntil you are sure that a
coder in the home office will be able to tell whether the pevson is ¢or is not
correctly describing his community's signal.

Question 33: You handle this exactly the same as

&3
[

LS
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Question 35: In this rather complicated set of related questions, you ask A and
B of everyone, except that B may be coded without being asked if

it is clearly covered in A, If you code the respondent "Yes" %o B, you then

ask (1) and (2), except that, again, (2) may be coded without being asked if

it is clearly covered in (1). ¥inally everyone who is coded in (2) as "Yes" is

asked (a). Answers to (a) may be either in call letters or wave length.

Question 36: Straightforward, with a sub-question asked only of those who dis-

approve of the plan mentioned in the main question. Again, in
the sub-question, be on guard for vague or cireular answers like: "I don't ;
think 1t would work™ or "It's an unrealistic idea."™ In such cases, probe: “iay
do you feel it wuldn't work?" or "Unrealistic? In what way?®

Question 37: In asking the main guestion, change the "your family" to "you®
o Ty e A e

when interviewing in a one person household or a household made
up of unrelated individuals. In answer to this question, "might" is not "would, "
so you probe this sort of answer by asking, "Do you think you probably would, or-”
not?"  If the respondent still can't go beyond "We might," code DX, Various
cinds of "Depends" answers must also be probed in much the same way. If the
respondent is ssying that it depends on the day of the week or the time of the
day, you can specify, "Suppose the test were held in the daytine o 2 week day.".
Similarly, you may specify that the test should be thought of as in the immedi-~:
ate future--"Suppose it were held within the next six months,” if that would
clear up the "Depends” answer of respondents who say things like, "I would, if
things began to look bad for us" (er "if it looked like a war was coming). If
this doesn't answer their "Ifs," then you proceed in the standard way--that is,
ask them 1f they think "things will begin to leok bad® or "it will look like

a war was coming," within the next six months; then repeat the current question
under the conditions implied by their answer. The list of codes also provides
a middle category--"some would"--for respondents who volunteer things like,

"I would, bub not my husband," "We'd be glad to, bubt not the children,” etc.

The main question leads into a rather complicated series of dependent questions,
You ask sub-question G, if the respondent has said "All would"; subegusstion B,
if he said "None would"; and all three sub-questions, A4, B and C, if he saic
"Some would." In sub-question A, list in terms of their relationship to the
respondent thoss who would not take part, In B, use whatever proncun is cor-
rect in referring to those who would not teke part, Wateh out in B for "easy"
excuses, and probe these further. Answers like "I'm too busy," "Don't have the
time," "Love my sleep too much to get up," indicate that the person would rot
take part in the best, but don't tell us very much about why. Probes like "How
come?®, "How do you mean?", "What, specifically, would keep you from taking
part?®, will probably lead to some activity {like sleeping in one of the ex-
amples) that the respondent considers more important than the test. Then, you
ask, "Why does that seem more important to you than tsking part in the test?h,
or "Why do you feel that's more important than...?", ete. On the other hand,
answers like "Don't believe in civil defense" alsc need some more "Why not?!
probing, In G, as in the main guestion, substitute "you" for "amy of you,"

if the respondent has no family members in his household. Sub-question € leads
you on to further sub-guestions, You ask those who sald "Some would” to C

both sub-questions--~(1) and (2)--and those who said "None would" to C sub-ques-
tion (2) only. Sub-question (1) you handle just like A and sub-question (2),
Just like B,

Question 38: Straightforward, with a sub-question asked only of those who dis-

approve of the plan mentioned in the main question,
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Question 39: Special codes are provided for respondents who volunteer answers
other than the two specified in the question. If the respondent

feels that one is as good (or as bad) as the other, you circle the code for

"o difference"; if the respondent feels that the alternatives are not mutually

exclusive and both are needed simultansously, you circle the code for "Both

needed.," Note the sub-guestion asked of everyone who has an cpinion of the

cuestion,

Question L0: Answers to thls guestion may be in terms of local street nanes,

T US or State highway numbers, or local special evacuation route
nurmbers, If the respondent has not clearly answered in ferms of evacuation
route numbers, ask B also, in order to determine whether he knows about evacu~
ation routes.,

Question Ll: Ask both A and B of every respondent. In A, geb precise answers,

" e.g., "The basement of this house," "The school over on
3hth St.," "The X factory over in the next block.” An Gocasional respondent
may reject this question,as in the case of a pretest respondent who said, "I
wouldn't (teke shelter), I'd just leave," Try to get an answer to thisz gques-
tion by repeating, "Well, just suppose you decided to stay..." Similarly, re-
spondents whose answers to A indieate that they are thinking in terms of taking
shelter far outside the area--e.g., "I'd head for my cabin in the North Woods"
--should be reminded of the condition mentioned in the cuestion, "If you de~-
cided to (stay and) take shelter--instead of leaving the area..." Respondents
who say "Yes" to B are also asked sub-question (1), to which you should get
equally precise answers.

Question 42: You ask this question only if at least one other person resides

T in this household in addition to your respondent., ({See notes on
Question 15.) If the respondent says "Ves' 4o the main question, you ask sub-
guestion A and, if he has not fully covered it in 4, sub~guestion B, A "Yasg"
to B is also asked sub-question (1). :

Question L3: In asking the question, wse the parenthetical "else" if the re-

spondent has at any time previously referred to doing something
by way of preparation, either in Q. L2 (which should be interpreted as "doing
something") or elsewhere, If your respondent answers "Ves" to this gquestion,
you ask 4 and B, ‘

Idist each thing the respondent mentions in answer to A in the spaces provided;
then, for each of them separately, ask B, and record in the corresponding
space. In B, we are trying to find out whether people did these things speci-
fically for civil defense or whether they are things done for other reasons
which just happen to be useful for civil defense too. So probe sufficiently
to make sure that this distinction can be made. For instance, answers like,
"I read that it should be done™ should be probed both for where ("Where did
you read that?") and for why ("Why did you decide to do it?" or "What reasons
did it give for doing that?"), Answers that mention the "where," usually
still need the "why practice was adopied” kind of probing, e.g,y "& friend
told me about it," "I read it in a pamphlet," "There was an article in
Collier's about that," etc,

Question Ll This question begins the seriss specifically on civil defense—-

’ Q!s. Lh~62. An occasional respondent may answer this, "No, but
I know (suppose) {imagine) there is one." Code answers like this as "Yes,"
If your respondent's answer is coded "Yes," you ask the sub-gquestion &, In A,
you may substitute the phrases, "What is its job?", "What was it set up to do?",
"What is its purpose?” Your goal here is a general and inclusive statement of
the functions assigned to civil defense, so if the respondent answers in terms
of specifics~-"Airplane spotting," or "leach first aid," repeat the question,
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"Then, in general, what would you say it's supposed to do?" If your respond-
ent's answer does not include any reference to participation by the mass of
people-~e,g., "They're supposed to make plans to take care of people in case
of bombing," as compared with "They're supposed to see that everyone knows
what to do if there's ever an atom bombing'--probe to meke sure that the re-
spondent is excluding rank and file participation. For instance, youl!d ask,
"Who do you mean?" or "And then,..?V

Question L5: The question begins with a parenthetical explaration of civil
defense, which you should use if the respondent's own explanation
in Q. It did not approximate this one; otherwise, omit it, The main question
Ttogether with the sub-question A, which you ask if the respondent says "There's
room for improvement," exactly parallel for civil defense the questions about
other community services you asked in 0, Lh. It cheuld be handied in exactly
the same way, with special attention to the problem of "They're doing very
well, considering.,." You also ask sub-guestion B of every respondent who
thinks there is "room for improvement,". Sub-guestion B is one of the many in-
stances where the general comments on specisl probing for this survey {pages
30-31 of these Instructions) particularly apply.

Question L6: This is another one where you'll have to wabch out for those

"Depends" and qualifications. For instance, a respondent who
answers the main question, "They're as good as could be expected" may mean
good or bad, in absolute terms, A "How do you mea ?" in this particular case
discovered that the respondent meant that no one could do a really good Jjob,
since atomic bombs were too destructive, so the reaspondent was coded "No!' to
the mailn question, "No" to 4, and his reasons were recorded under (1).

You ask the sub-guestion A, unless the respondent thinks +that civil defense is
already prepared to do a good job., Here, too, you'll run inbo the "If'sh: €efey
¥es, if it picks up," or "Tes, if they red 1y work at it.! As usual, the
question is, does the respondent think the "if" he is attaching is likely to

be the case or not likely %o be the case, LT he Thinks the oondition wiil v
probably be true, his answer is "Yes"; if he thinks it's contrary to the fact,
he's saying "No"; if he can't decide about his own condition, he's saying
"Don't know," An answer of "No¥ to A requires that you ask the sub-question
(1), which is another instance where the special probing for this survey is
likely to be necessary.

Question L7: Straightforward, with a sub-question asked only of those who
. say "Yes" to the main question.

Question L8: Another card question, which yvou handle as usval. For each of

the items to which the respondent says "Have done," you also ask
B. When you have completed this question, you will have one code circled on
every line in the "A" section of the coding space and, on every line where you
have circled the "B" under "A," you will zisc have one code circled under "B, "
Note that a separate code is provided under "AW for respondents who have not
done a particular thing and are not certain whether or not they will do i te-
"ot sure,™

You may find it easier, as the parenthetical probe suggests, to take the re~
spondent down the list one at a time., You might say, "How about the first one?
Are you planning to do that, or not?)", and, if the respondent indicates he has
done that, ask B; after which you move on to the next item. Youl!ll find that,
in answering A, respondents will very often volunteer the answer +o B--e.g.,
"Cf course, we always do have a first aid kit around, but that's not something
I did for civil defense." In such cases, you can code B, without asking it

in the example just given, for instance, you'd circle the code for "Have done!
under A and the code for "No" (not civil defense) under B.
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Question L9: A rather complicated series of sub-questions depend on the answer

"~ to this question, If a respondent says "Yes" to this-~that is,
has done civil defense work at some time--you ask the three dependent questions,
A, B and C, on this page and then skip to 4, 50, If the respondent has not :
‘done any civil defense work, you skip all the rest of page 28, and ask the de-
pendent question D on the next page, before going on to Q. 50.

Sub-question A requires a description of the respondent's duties, not just
vague, general references. OSub-question B should be handled just like sub- :
question B of Q, 16, where you were given a detailed explanation of how to find.
out the "how of it" rather than the "why of it." You may find that L9 & and
B are covering ground that the respondent already volunteered in Q. 16 A and B,
If so, and if they were thoroughly covered in 16 A and B, you may omilt them
hgre, writing in "See 10," and just ask €, L9 €, which was not covered in Q.

16,4

Sub-question C is straightforward, but respondents who say "No" to C, indicating
that they are no longer doing civil defense work, are also asked (1) and (2).

In asking (1), keep in mind the general points on getting below superficial an-'
swers. In (2) note that everyone who isn's pretty certain that he!ll do civil
defense work again is asked (a), If a respondent says he "Might but not sure,”
the conditions under which he "might"--"If T have more time," "If another war
broke out,” "If things gobt worse than they are now'--are relevent and should

be written down as part of your recording job, but they are HOT an answer to
(). In {a) you should gel The reasons why he Wouldn't do it under present cone
ditions, again getting benmeath the "Too busy's" and "Cther things to do's,”

-

In D, asked of respondents who have never done any civil defense work, you first
ind out whether the respondent has ever been asked vo do any. If he has, you
ask all of the sub-questions, (1), (2}, {3) axd (). If he has not been asked,
then you ask only (L). As far as interviewing goes, handle (1} the same as Ag
(2) the same as By (3) the same as € (1); and (L) the same as c(e).

Questicn 50: Another question asked only if someone other than the respondent

lives in the household. It has three parts, each to be asked of
every respondent to whom the question is applicable, and is handled in exactly
the same fasghion as @, 15,

Question Sl: Omit the "or your family" if your respondent has no family membars
T in his household, Sub-question & is asked of those who say "Yes,™
In &, a special code "Neighbor" is provided for respondents who volunteer this
term and think of a neighbor as more than an "Acquaintance," but less than a
"Close friend,"

Question 52: Straightforward.

Question 53: Omit the "or anyone in your fanily here," if your respondent has

' no family wembers in the household, For this question, you
should circle both codes, if there is "something going on® both where the re=
spondent works and where others in the family work. In the few instances where
you are talking to a respondent whose household family contains no one who is
employed, the question will be inapplicable; in these cases, write in "Inap."
If the respondent knows of something either at his own or some other family
member's place of work, you ask sub-question A, :

Question Sh: Straightforward, with a sub-question asked of respondents who
answer "Yes,"
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Quest;gguggz This is probably the most complicated set of dependent questions

in the questionnaire. First, you read the introductory sentence
to the question; second, you ask whlcnever one of the two questions given in
the questiomnaire fits the community you are interview ng ing then, you ask
sub-question A only of those respondents who say they would be interested;
finelly, you ask sub-questions B and C of everyone except the very few respond-
ents you will encounter who are taking the course at the time of interview and
those respondents who say they "definitely would" take it, in answer to A.
This means that you ask B and C both of people who say "Nould not be interesi-
ed” or "Not sure" to the main question and are, therefore, not asked sub~que s~
tion A, and of respondents who say "Would not" or "Not sure" to A.

In asking t;e main question and sub-guestions A4 and C, handle the "If's,’
Miaybe'ts" and "Might's" exactly as has been descrlbed for previous questlons.
None of these can be coded until you have probed to pin down the respondent's
conditions. Sub~-question C will require that you find out the correct title
of the chief officer of the suburb you are lQuGTVlEWng in, in crder to ask
the question correctly.

Syub-question B deals with reasons why people wouldn't take the course imder
present conditions. Therefore, you handle the "Not sure" respondent exactiy
as explained for sub-question L9 C.

Question 56: Straightforward by now, since you've become expert at hardllng

_ "~ the "Ift's" and "Might's" both in the main cuestion and iy the
*ub-qpestion asked of respondents who say "Would not“ or "Hot sare,” as well.
as in digging your way under the polite "Too busy's,

Questio§~22: A set of nine "agree-disagree” items to be asked of everyone.
T First, read the introductory sentence; then, read each statement
clearly, repeating 1f necessary. At the end of each statement, if the respond-
ent has lost track of what he is doing, you may add: "Do you agree or disagree
with that??

Question 58y This question exactly parallels for civil deferse the question
: you asked about other community services in G, 5 B, and should
be handled in exactly the same way. The sub-question, i, is asked of every
respondent who has an opinion on the main question,

Question 59: This question has two parts to be asked of everyone. In A, you

- ask bthe respondent to volunteer his sources of information abou
civil defense, and you circle the codes for as many as he mentions in the first
column. In B, you specifically probe, to make sure the respondent has not for-
gotten anything, every source in the list that the respondent has noi volun-
teerad, When you finish, you will have one {(and only one) code circled for
each item,

uestiOﬁ‘égz Straightforward,

Question 61: Use the parenthetical probe, if the respondernt's answer to the
question is not clearly cecdeable, You ask A of respondents who

say "Too much" and B and © of respondents who say "Not encugh." C, however,
may be omitted if the respondent has fully covered the point in B, In deciding
this, remember that clvil defense information may deal with what to do in case
of attack (and if this is what the respondent wants o know, you ask C) or with
what to do now to be prepared to take protective actions in even‘b of attack

in which case you skip C). Please note that all respondents are asked this
question, even though he indicates that he has no information about civil de-
fense. It is quite reasonable, for example, for a respondent to feel that the
fact that he hears nothing about civil defense 1rd1cutes that inadequate in~-
formation is available, but he may equally feel that none is enough. Of course,
you must not suggest such an answer!
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Question 62: This is a frankly experimental question in which we are trying to

see if we can make explicit the feeling thalt many pretest interw
viewers got--specifically, that respondents ended the interview with a guite
different attitude toward civil defense than the one with which they had begun,
Therefore you ask Q, 62 and, if the respondent is aware of any change, you ex-
plore the change in suo—questlon A, If you have any feeling that the respondent
changed in ways thalt he was not aware of or that he was not revesling these
changes fully and frankly, be sure to write down YOUR ANSWER to the questiocn--
your impressions——when yvou edit the interview.

The civil defense section of the gquestionnaire ends with this question, BE SURE
TO USE THE TRANSITIOWAL SENTENCE (given at the top of page 35 of the question-
neire) AND T0 RECORD ALL OF THE RESPONDENT'S REACTIONS TO IT.

The next questions rwmning from here to the end of the guestiomnaire (Q. 63-73)
are primarily designed (a) to tell us something about the respondent's psychole-

ogy and communication habits, and (b) to lighten the atmosphere hefore termin-
ating the interview,

Ques@ion.éB: Since this is the same question as Q. 8, but extended to the
national scene, you may encou mter q1m11ar difficuliies with
"Have a say."” See the netes to Q. 8 for details of how to handle these,

Question Ol Straightforward,
Question 65: Straightforward.

Question 60: Straightforward.
Question 67: Straightforward.

Question 68: The guestion has two parts to be asked of everyone. In each case,
you must cilrcle only one code, so probe to get the respondent to
choose one, 5

Question on 69: Again two parts, asked of everyone. Record the exact names of
the papers, including name of town if not obvious frox title.

Question 70: I your respondent hasn't been to the movies in over a year, code
that as "Hever,"

Question 71l: fgain two parts, asked of everyone, " If a respondent says some~
thing to the effect that she has the radio on all day {or some

nuber of hours), but doesn't actually listen to it, record the number of hours

the radio is on, but add "Hot listening," in the space to the right of "hours,”

Que tion 72: Bxactly parallels Q. 71, but for the evening hours. If there's
any question, you can specify a week-day evening. Otherwise,
you handle it just ilike Q. 71.
Question 73: This is a "projective" question, desizned to measure in an in-
direct way the impact of the interview. If a2 respondent thinks
of it as a test of intelligence, you can uopes 1y assure him that it is not,
But don't try to go into technical exglanations; if a respondent raises ques-
tion, you can just say, "They just want to know what different kinds of people
see in different kinds of pictures."--which is absclutely true, if somewhat
vague,

"Proaectlve st call for extra—crd¢rar1¢y careful interviewing, since the entire
validity of the answer is destroyed if you have suggested anything tc ithe re-
spondent, even in the most indirect way. The kinds of answers needed to this
guestion would be a grealt deal easier Lo obtain, if you could ask such direct
guestions as "Airplane,..? Dec you think it's a friendiy plane or an enemy
one?" or "Bombers...? 4#Are they going to drop bombs or {1y over?" or "Enemy .
attack? Do you suppose the people will gebd killed or come through it alive?,
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or "Is this happening in the United States or some other counbry?" Direct
questions are always easier, but in this case the answers to direct guestion-
ing are meaningless. So, you must use ONLY PROBLS OF THE LiND SUGORGTED DAR-
EUTHETICALLY Tif THE QUESTION--probes which are devoid oF aLl rersrence Lo LOS=
sible answers. :

You will probably need all the probes suggested and a few more before you have
obtained a complete response. You have gotten a complete response when we can
answer (although you, of course, have never asked) all of the following ques-
GiEswE : S

tions: :

a. Does the respondent associate this picture with war, other threatening
situations or benlgn situations? '

b, Are the pictured peocple in imminent danger or not?
c. If he sees any sort of danger, will the plctured people survive it or not?

de If he sees any sort of danger, is it happening ‘o people in this country,
or people far off somewhere?

e. Does he ses any possible alternative interpretations to the one he first
advanced?

£f. Does the respondent make any mention of the preceding portions of the inter-
view influencing his response to the picture, ox not?

Of course, some respondents will exhaust their imaginations before all of these
points are covered, but do your best to get them all covered in every interview,

The Questionnaire: ITI, Factual Dats

At the end of every questionnaire is a section usually titled "Factual Datale-
a geries of questions designed to provide personal information about the Te-
gpondent, Answers to this series of questions are vital for two reasons:

1. By breaking down question results by factual data, we can make a more com-
plete analysis of our findings. The bald results of a question--ihe Der~
centages of persons for and against a proposition--become much more illum-
inating when we are able to show which groups faver esach side and to re-
veal significant differences of opinion among persons of different ages,
economic circumstances, educational backgrounds, etc,

2. These facts give us a means of checking the relisbility of our cross-sec-
tion. By tabulating the factual data we can Tind OUL WheLher we are getting
the proper proportions of all the various population groups, particularly
those not controlled automatically by our sampling procedures-~educational,
occupational, political preference, religious, and OGher groupings.

The number and nature of factual guestions vary from survey to survey according
to the demands of each particular study. On some assigmments you will have o
fill in only such standard information as age, sex, economic level, occupation,
and education; on ofher assignments you may have a longer series of questions
to ask, " '

Never be apologetic about seeking this information. Asking factual questions
about the respondent himself is standard practice for all opinion polls, and
the results of an interview are worthless without these data. If you make eX-
cuses or appear unduly inquisitive, the person is likely to think you have an
ulterior motive for seeking such informetion about him., Bubt if you ask the
questions in an informal manner and in a matter-of-fact tone of voice, the re-
spondent will answer them in the same wsy.
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Don't be surprised, however, if some persons, before they answer, want to know
way you desire such information. A great majority of the curious can be sai~
isfied by the simple reply: "For statistical purposes, you know. I have to
report whether you are a man or a woman, what city you live in, and so on,"

To the more persistent, you can explain that people's opinions often differ
according to their occupation (or whatever you're asgking about at the time),
and therefore you need this information about each perscon you interview, .Or
you may go on to explain that we have to be sure we're interviewl ng the proper.
number of people in different occupations, age groups, nationalities, stc.--in:
order to make certain that our survey is accurate, that it fairly represents
all kinds of people.

Ttem 1: Ask both the Ffirst and second questions. The first question is asked®

to counteract any tendency the respondent may have to exaggerate his
educational attaimment. In recording this item, count only years of formal
schooling. Do not count trade schools, correspondence courses, vocational
training, etc., Circle the one code representing the total number of years of
formal schooling the respondent has had.

Item 2: Circle Code 1 if the respondent belongs to any non-Catholic, Christian
' sect. Circle Code L only for non-Christian sects other than Jewish,
and specify the religlon in such cases. Ir the respondent has any religious
preference {code 1, 2, 3 or ki circled), ask the sub-question &, avoub frequency
of attendance, using "church® for Caristians and "synagogue" for Jews. Attend=
ance only at "high holidays," Chrisimas or Laster, etc., counts as "Less than
once a month,?

Item 3: In this question we wanted to know the national origins of respondents.
You ask everyone the three parts--&, B, and C. If the answer to all
three is "United States," then you ask D also, to determine the respondent's .
descent. D should also be asked in one other situation: where the respondent
was born in SOme COLOWMLAL Or missionary area, and his parents were born either
in similar areas or in the U. S., we will have no idea of his national descent,
unless D is asked. For instance, if a white respondent was born in China, and
his parents were born in the U, S., he is obviously not of Chinese descent,
so0 ask D, :

In recording answers to A, B, C and D, be sure to enter names of countries;
answers like "Europe,!" "Eastern Europe,” etc., aren't specific enough. If the
respondent starts with an answer like this, ask, "Do you recall what country
it was?" or "What nationality did your father consider himself?", etc.

In D, respondents may start by giving you more than one country. For instance,
a respondent might say, "Well, my mother was of Scotch-Irish descent and my
father was a mixture of French and Italian," Record all this, but then try to
get a single answer by asking, "Do you coasider yourself Scotch or Irish or
French or Italian, in descent?", or guestions to that effect,

Item li: Circle the appropriate code to indicate whether respondent owns or

rents the dwelling unit. If the respondent receives his dwelling
writ as part of his salary or wages, as many ministers and janitors do, circle
the code for "Rents" (the test is who pays the taxes), bub note the special
circumstances in the margin. '

Ttem 5: First, circle whether the respondent or someone else in the household
is the main earner, Circle only one code on this item, regardiess of

how many earners there are in the household, If respondent is unsure who should

be considered the main earner, take the head of the house for the main earner,

Then, you ask A, to determine the main earmer's occeupation., This sub-question
is asked in all cases, irrespective of who is the main earnmer, If the nain
earner 18 revired or unemploved and the family is Jiving on his pension or
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savings or unemployment benefits, etc,, record his former occupation in this
space, but add a note about his present status--"Now retired,” "Looking for
work," etc,

In cases where the respondent is not the main earner, sub-question B is asked
in addition to A, to determine whether the respondent is presently employed
and, if so, his current occupation. - Do not record an occupation for the re-
spondent if he is not the main earper and is not presently employed.

In reporting occupation in A and B, you must record two items, "Job" refers
to the type of work a person does--~his job title and, wrere this is not self-
evident, a description of his duties. T"Industry" refers to the type of busi~
ness which employs him, not to the name of his firm., Both items are needed
for a usable description, "Cook," for example, describes a person's job, but
we can't classify him unless we know whether hewrks in a bakeryv, a candy
factory, a private home, an army camp, or a restaurant, '"Hotel" describes the
person's industry, but it doesn't tell us his job, which might be anything
from bellhop to owner of a chain of hotels,

The following illustrations show the type of information needed;

Occupation Industry Ocecupation Industry
Agent Real estate co, Layyer Private practice
Attendant Gas station Machinist Machine tools mfg
Bus boy Cafeteria Manager Retail shce store
Carpenter Shipyard Owmer Cotton farm
Cashier - Theater Salesman Insurance co.
Civil engineer Pem construction Secretsry Law office
Driller Coal mine Superintendent Copper smelter
Electrical engineer DRadio station Teacher Public school
Foreman Sewer construction Truck driver Transfer co.
Laberer Streed construction Weeder Beet field

Farm occupations require particularly careful description., "Famer" lumps to-
gether people of the most diverse occupations: owner, tenant, pald superin-
tendent, farm hand, irrigator, cowhand, etc. As an industry, "Farm" does not
adequately distinguish general farm, cattle ranch, truck farm, dairy farm, etc.
\lways record whether the respondent owns, rents, manages, or merely works on
the farm (and if the latter, in what capacity), and also what kind of famm it
is.

Ttem 6: This item refers to family income--that is, to the income of all the
related members of the particular housenold, This item is a card
question, so you hand the respondent Card E, read the gquestion, and watch to
see that he reads all the possible choices before he selacts one., Notice that
the question contains a parenthetical explanation, which you can use, if the
respondent has any objection to answering the question. Do not read it as part
of the question; use it only when it is needed. Hespondents may answer this
question by mentioning the letter assigned to the income group on the card;
this is perfectly all right and just what the letters are there for, but please
circle the code number atb the right on the gquestionnaire, not the letter on
the left, ’

Sone people--particularly women who do not work outside the house--will be
genvinely uncertain about what their family's income is,  DON'T SUGGEST FOS~
SIBLE FIQURES. Here are some probes vou!ll find useful in situations like
these: U1 just want your best guess," PAbout how much do you think it ige—-
roughly speaking--I don'!'t need it down to the last penny," "Well, take a guess
--your guess will be much better than mine,”
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If a respondent doeésn't know or won't tell you his family income; record your
best guess and the notation, "Est) (estimated) in the margin below the ques-
tion. For instance you mignt write, 'F, est! (the letter is enough ).

Ttem 7: This is a summary of some commonly owned major possessions. Ask each

part of every respondent (except if a respondent says "No" to D, you
obviously don't ask E), and circle the proper code for each item the respond-
ent or others living in that household possesses, In other words, for this
item, vou should circle more than one code, whenever the respondent has more
than one of these items. If the household has none of these items, then
circle the code for "None,"

Ttem 8: This is a straightforward item on previous military service. It re-
' fers to all persons living in the household, as this was defined for

emumeration purposes, so it does not ineclude boys absent now for their mili-

tary service. "Armed Forces" includes all the regular military services, both

“men's and women's--4ir Force, Army, Navy, Harines, Coast Guard, Army Nurses

Corps, ™AC, ete., but it does not include the Herchant Marine, National Guard
or ROTC. If more than one person in the household has seen military service,
circle each of the ceodes that apply. .

Item 9: Another straightforward item on how the respondent voted in the last
Presidential election (1956),

This is the last item that you ask the respondent, but remember that certain
other factual items--age, sex, marital status and parental status (DU .7,
Ttems 6 and 9) were asked on the DU Enumeration Folder., IF YOU DID NOT GBET
THE INFORMATION FOR THROL Lomho fROM THE HRCPONLmTL FLAChLE, BUT
ELSE, CHECK THEM VITH THL RESPONDENT NOW.

Item 10: Copy here the information about the Segment No, and the Line No, on

" the Listing Sheet that appears at the top of the DU Enumeration Folder
that goes with this interview. You should, of course, pubt the questiomnaire
ingide the Enumeration Folder as scon as you have completed it, but, if they
ever gel separated, these mumbers are the only way we have of matching them
up together again. So, be very careful to copy them accurately.

Item 11: Enter here, in hours and minutes, the total time this interview took,
exclusive of the DU Enumeration Folder. For instance, "1 hr., 10 min,”

Item 12: Sign your full name, and you are done.



