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ABSTRACT

INTRAORGANIZATIONAL INFLUENCE TACTICS USED BY STUDENTS
AND INSTRUCTORS IN A PRIVATE UNIVERSITY

Bulutlar, Flisun
MBA, Department of Business Administration

Supervisor: Associate Professor Demet Varoglu

August 2001, 161 Pages

The importance of personal influence tactics used both by instructors and
students in a private university is emphasized in this study. This thesis analyses the
effect of personal influence tactics with respect to the success achieved by students.
Furthermore, the relationship between the perceptions of instructors about the tactics
that influence students and the students’ own perceptions about their influenceability
is also considered to find out if the instructors were using the right tactics or they
were using the tactics that the students would resist most. In this respect, this study is
conducted in a private university and 284 students and 66 instructors responded. Two
significant correlations were found: coalition tactics used by instructors had a
positive, whereas upward appeal tactics used by students had a negative correlation
with the success rate. The perceptions of instructors and students differed about the
effectiveness of coalition, exchange, ingratiation, inspirational appeal, and pressure

tactics.

Key Words: Influence, Influence Tactics, Educational Success, English Preparatory
School, Private University, Student-Instructor Relationship
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OZEL BIiR UNIiVERSITEDE OKUTMAN VE OGRENCILER TARAFINDAN
KULLANILAN ORGUT iCi ETKILEME TAKTIiKLERI

Bulutlar, Fiisun
MBA, Isletme Béliimii
Tez Yoneticisi: Dog. Dr. Demet Varoglu

Agustos 2001, 161 Sayfa

Bu ¢aligma, Ozel bir iiniversitede &Ogrenci ve Ogretim elemanlarmn
kullandiklan etkileme taktiklerini incelemistir. Bu tezde kigisel etkileme taktiklerinin
ogrenci bagarisi iizerindeki etkisi aragtinnlnstir. Bunun yamsira, okutmanlarin en
etkin bulduklan taktikler ile dgrencilerin kendilerini en gok etkiledigini belirttikleri
taktikler arasindaki baglanti, okutmanlarin dogru taktikleri kullamip kullanmadig
agisindan incelenmistir. Bu baglamda, 6zel bir liniversitedeki 284 6grenci ve 66
okutman {izerinde arastirma yapilmugtir. Okutmanlar tarafindan kullamlan igbirligi
taktiginin bagan oranlan iizerinde olumlu, tist makamlardan destek taktiginin ise
basar1 oranlart iizerinde olumsuz etkileri oldugu goriilmiistiir. Ogrenci ve
okutmanlarin en etkili taktikleri algilamalari agisindan ise digerleri ile isbirligi,
karsilikli alig-veris, yiireklendirme, yaranma ve baski taktiklerinde farklibik oldugu

gbzlemlenmigtir.

Anahtar kelimeler: Etkileme, Etkileme Taktikleri, Egitimde Basan, Ozel Universite,
Hazirlik Okulu, Ogrenci-Ogretim Elemamn Iligkisi
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CHAPTER 1

INTRODUCTION

There are problems in every stage of the education system of Turkey. These
problems are generally related with each other and it is hard to analyse them without
taking into consideration the effect of one factor on another. However, it is also
nearly impossible to form a model comprising of all the factors that have an impact

on the system.

Starting from 1994 the phenomenon of private universities has emerged as a
result of the immense demand for having a university education. As the numbers of
these universities increased, a number of new problems came along with them.
These are specific problems related with private universities. O.ne of these problems
is related with the attitudes and behaviour of students and their low success levels'.
In this study, leaving the other variables aside, only the effect of influence tactics of
both the instructors and the students on success levels will be analysed. Besides this,
whether the factors like gender or previous education (high school) make a difference

on the choice of influence tactics used will be sorted out.

The use of power and influence in educational institutions is not less
important than it is in other organizations. Power and influence in educational

institutions is not only used over employees but also over students. In these kinds of

! Success level is calculated by dividing the number of students who were able to get a passing grade
to the total number of students in that class.
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institutions, there are various teams and leaders of those teams. For example, the
dean of the faculty is the leader who tries to achieve the best results from the
teaching staff. The teaching staff, on the other hand, can be thought of as the leaders
of their classes trying to accomplish the goal of high success rate and therefore using

tactics for motivating and influencing students.

1.1. Problem Statement

Every year, millions of high school graduates take the University Entrance
Exam, the result being a success’ for only a relatively few number of people. The
remaining ones either try again or give up and look for jobs. However, in a country
where even the ones who are university graduates can hardly find jobs, for a person
who does not have a university diploma, finding a satisfactory job can be considered
as a miracle. It cannot be claimed that this problem has the simple solution of
opening new universities. However, as the changes that are needed and the
enhancement that could be made in the system to solve this problem could be the

subject of another thesis, no further discussion will be included here.

With the increase in their number, the role of private universities has also
naturally increased. However, private universities have caused new problems to
emerge. One of the major problems is the prospects of the students and their parents.
As the University Entrance Examination scores of these students are relatively low,
most of the students do not have the needed study skills and habits in order to meet
the requirements of being a university student. Moreover, considering that they pay a
large amount of money as tuition fee, it may well be understood why most of the
students and parents expect the students to pass without exerting much effort. Hence,
they try to exert power and influence over every related person who can ease their
educational life.

2 Being placed at a degree program in any institution of higher education.
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Although one may think that university students are grown-ups and there is
no need to take parents into consideration, in private universities parents become an
important factor and their goals need to be taken into consideration. Because of the
fact that parents pay the fees, they perceive themselves as having the right to
interfere with every feature related to their sons’ or daughters’ university life. Since
the parents also want their children to pass easily, the problems stated above are
magnified. The instructors and administrators have to convince both parents and
students that learning is important and it is impossible to pass without learning and

hence exerting effort.

It has been understood from informal and unstructured interviews made in
the preparatory school of the subject university as a preliminary study for this thesis
that the success rates of students are not so brilliant. This study also revealed that in
the year when there were little or no regulations the success rate was even lower. In
this situation, instructors and administrators shift the blame to parents, saying there
is no support from the home and vice versa. When the administrators applied some
rules, the success rate increased, but it was not as high as desired, when the level of
the examinations were considered. The exams were regarded not as difficult as they
should be®. In order to find out what causes this problem, a variety of factors should
be taken into account. One of these factors is the attitude of the students.

Through the informal interviews made with various instructors in the subject
university some common problems regarding the behaviours and attitudes of the

students in the university have also been sorted out. These were:

e Lack of interest
e Trying to pass only, without caring much about whether or not they

learn

? Difficulty of the examinations is found out by calculating the proportion of unknown words and the
length of the sentences to the total amount of words and sentences in the reading passages.



e Abusing and exploiting instructors’ good intentions
e Behaving in an undisciplined manner in class

e Lack of motivation

e Having no personal objectives

¢ Too much dependence on their parents

e Lack of self-confidence

e Having communication problems with parents

Data gathered from the open-ended questionnaires as a part of the
preliminary study for this thesis distributed to the students showed that the students
felt neglected and needed to be cared about. The questionnaire enquired about their
complaints about school and 70% (248 out of 353) of the students’ response was
about the attendance. The students did not want to attend the classes. They claimed
that they should be free whether to attend or not. Their main complaint was about
boredom. They got bored so quickly that the instructors were claiming that they
were pushed to behave like animators but not educators. During the unstructured
preliminary interviews done with both students and instructors, it was noted that the

students’ main concern was passing but not learning.

Under these conditions changing attitudes and behaviours of students is
essential. Yet it cannot be regarded as easy. Currently, the students seem to be
showing resistance to the attempts of influence, and even compliance does not seem
to be the desired result either. As the students need to change their attitudes
underlying their behaviours, then commitment should be the desired response for the
instructors’ and administrators’ influence attempts in order to make them learn and
pass. In other words, to be successful, the students should believe that studying and
learning is important for themselves all through their lives.



1.2. Background of the Study

Power and influence is a subject that has received considerable attention both
from educational and organizational researchers. It is a well-known fact that, a
university is also a kind of organization where power, politics and influence play a
very important role. As one of the most important determinants of effectiveness in
organizations is considered as the degree to which managers are successful in
influencing subordinates, other managers and superiors, it can be concluded that the
effectiveness of an educational institution depends on the degree of success in
influencing students and instructors. Generally educational researchers examine the
topic at two levels; at the macro level, they try to explain decisions about the
selection of an academic program, varying levels of institutional research activity,
and decisions regarding higher education policy. At the micro level, (sometimes
called micro politics) researchers are interested in power perceptions and their
impact on outcome variables such as quality of interpersonal relationships and

educational success.

It can be concluded that in educational organizations, politics and the
influence tactics used become very important in the sense that one may attain better
results and organizational dynamics and achieve a high level of quality in education
along with high success levels. In a private university, power relationships are
expected to be different from a state university because the sources of power are
different in private universities. They are business entities and the students are
actually the customers, therefore in the classroom it may be hard for an instructor to
be in the role of a leader. Customer satisfaction, maximising profits and not losing
any customers are main concerns of private universities. State universities do not
have such a concern because demand for them is high and students prefer to go to
the state universities because tuition fees of private universities are very high®.
Besides, in the university subject to this study 110 ;tudents out of 800 quitted to

come to the university and unregistered at the end of first semester. Every year

4 Starting from 4000 US Dollars.
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approximately 30% of the students give up attending the university.” Apart from
this, the number of students who apply for registration is less than the quotas
specified for university entrance examination.’® As the income drops when the
amount of the students that attend decreases, the owner and the board of directors

are very concerned about this fact.

Besides these, education as well as behaving ethically plays an important role
for not losing customers. Consequences of these aspects could be seen in power
relationships. The difference between state universities and private universities lies
in perceptions of power of the related parties. Unlike state universities’ students,
students of private universities do not see their instructors as powerful. On the
contrary, they think they themselves have the power. As in all relationships, the
person has the power as long as the target believes that the agent has power. The
unstructured preliminary interviews uncovered that the students repeatedly told the
instructors that as instructors they did not have the right to interfere; in other words,
they had no power. Though by exerting power and using influence tactics instructors
and administrators can change the behaviour of students and their concept of life and
career prospects, this may not work if the students do not perceive that the

instructors actually have power.

Leaders or instructors should select influence tactics based on their
experience, their power relationship with others, and their intended outcomes. To
choose the appropriate tactics, necessary feedback about the tactics they have been
using should be provided to them. They should be conscious of the effects of the
tactics they use and why they are employing them.

5 Nearly 13% first term and 15% the next term.
¢ The Vocational School’s quota is 680, however every year approximately 300 students get

registered.
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As stated before, influence tactics used and their outcomes have a special
importance in private universities because of the different profile of students.
Through the interviews done prior to this study, it was found out that the instructors
did not think that they could manage classes effectively. As one of the main aspects
of leadership is being able to influence the subordinates, this study is especially
important for the university under study. Naturally the only important factor in
instructor-student relationship is not power usage and influence attempts. However,
in a private university where politics and power are important, this relationship is
regarded as a key factor. Power and politics is thought to be important because there
is the financial aspect of the matter. On one hand, the fees paid are high, therefore,
the students are important for the administrators, and on the other hand, the
instructors can be dismissed upon 15 days notice which forces them to think twice
before acting. Consequently, the students and their parents are thought to have more

power than a state university student and her/his parent.

Besides low levels of motivation, students also lack self-confidence. These
preliminary findings show that the students need to be motivated and their attitudes
and behaviours need to be changed not only for achieving high success levels but
also for having well educated, properly behaving university graduates. For our
country’s well being, the problems related with private universities need immediate
consideration. One way of changing the attitudes and behaviours of students is
empowering instructors and trying to influence with the help of various tactics. This
fact can be considered and controlled only if the outcomes of the presently used
tactics are known and necessary feedback is given to both the instructors and
administrators.

In this study, the real issue is undisciplined behaviour patterns and low levels
of motivation and the consequence of the problein is low success level. The
antecedent of the problem in this situation seems to be the behaviour of the parents.

When their children are unsuccessful, parents try to find a powerful person like the

YOREXOCRETIN KURULY
TreKOMANTASVON VamKEH
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founder of the university or at least a member from the board of directors in order to
have the grade of the student changed and/or make the student pass if the student
failed because of not attending the sessions. This makes the student behave
uncaringly, as a result of the thought that s/he will pass whatever the case is. On the
other hand, instructors do not behave confidently because of the fear that they might
be dismissed upon complaint from students. For this reason, they prefer not to refuse
the demands of the students instead of trying to change their behaviours. Therefore,
until parents’ behaviour change and instructors start to behave more confidently and
accordingly use the right tactics, the behaviours of the students are unlikely to
change. Without addressing the real problem, no matter how one tries, reads books,

provides equipment, increasing success to the desired level does not seem possible.

'1.3. Research Supporting the Importance of the Study

In thellast decade, educational research has been particularly prolific on the
topic of power perceptions and their correlates, especially in higher education. For
example, Dry (1983) examined power relationships between administrators, faculty,
and students; Fisher (1984) investigated university presidents’ power bases. Aguinis,
Nesler, Quigley, Lee and Tedeschi (1996) examined the power relationship between

graduate students and their supervising professors.

The use of power in elementary schools was examined by Larkin (1975) and
it was found that students’ perceptions of the power of instructors affected learning.
The results were also indirectly supported by O’Hair’s (1992) study. At the
undergraduate level, Virginia Richmond’s (1985, 1986) studies showed that
students’ perceptions of instructors’ power affected learning and motivation. In
addition, though it is hardly applicable to undergraduate relationships, as it is related
with education and accordingly supports some evidence on how important the power
relationship is, giving some information about the studies conducted on graduate
education is thought to be useful. Graduate education is often represented as a

student socialization and development process mainly influenced by student-faculty
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interrelationships (Braxton, 1991). For that reason, the degree to which faculty can
influence students and the power relationship between graduate students and their
faculty supervisors is often described as one of the most critical determinants of
graduate students’ success (Bargar and Mayo-Chamberlain, 1983). Apart from these,
Herman Aguinis and his colleagues (1996) investigated power in graduate
supervisor-student relationships and showed the importance of the power
relationship between faculty and students. At graduate level, researchers frequently
describe the relationship and interactions between faculty and students as one of the
most important factors affecting students’ satisfaction with a graduate program
(Benassi and Ferland, 1993).

Norman Jones (1999) has stated that the use of strategic influence to achieve
goals in organizational settings is central to the micro-political perspective.
Furthermore, according to Bloome and Willett (1991), the concept of influence refers
to in-class strategies that instructors and students use in balancing contradictory
goals that appear in the day-to-day interactions of the classroom. Therefore, the
balance achieved in class is thought to have a positive effect on students’ behaviour
if the instructors can accomplish that balance by using tactics that could change it in

favour of learning.

The change of behaviour seems especially important in order to achieve
success in private universities. Classroom members exert influence on each other to
achieve their individual goals and this is the important feature that constitutes the
class’s organizational setting (Blase, 1991). As the goal is achieving effectiveness
and efficiency in the classroom and making the students learn better, that
organizational sefting, which is shaped by the political influence exerted, becomes
absolutely very important.

As Baker and Moore (1996) pointed out, throughout human history, the
ability to achieve personal and social goals has required the use of power by people
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in all relationships. Power has been employed to achieve individual, familial,
organizational, and governmental purposes. For that reason, it is inevitable to avert

influence and mutual influence attempts in the classroom.

Previous research supports the conclusion that leadership is an influence
process of working with and through the followers to achieve results (Baker and
Moore, 1996). In this case, the instructors will be the leaders trying to orchestrate
individual and group behaviour effectively and efficiently toward a productive

achievement of purpose; the purpose being high success rates.

In a study conducted by Spaulding (2000), the importance of power and
influence methods used in schools are explained and some advice is given;
‘“University education programs should provide opportunities for instructors, both
pre-service and in-service, to develop micro political knowledge. University
programs should provide opportunities for instructors to develop the following types
of micro political knowledge: (a) an awareness and understanding of the impact that
micro political behaviour has on schools, (b) how to identify and respond
appropriately to the types of micro political influence being used in schools, and (c)
to develop an awareness of one’s own micro political behaviour” (Spaulding, 2000:
3). One of the aims of this study is to enlighten the instructors about intra-
organizational power strategies.

Previously conducted research has continually shown that the bases of power
are associated with job satisfaction and organizational commitment. Therefore, to
obtain commitment the instructors should make the best choice of power and
influence tactics, which is dependent on the leader (instructor), the situation, and

those individuals involved.
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1.4. Purpose of the Study

The present study is about investigating the role of instructor power and the
influence attempts of instructors in student learning. The ultimate purpose of this
study is to determine how instructor power impacts student learning and how
instructors may modify their influence strategies and tactics to enhance learning in
the classroom. The implicit assumption in this research is that an instructor cannot
avoid using power in the classroom, that use of power is an inherent part of the
teaching process. However, it is also assumed that use of some bases of power will
result in more positive learning than use of other bases and it is also assumed that it
is possible to improve success rate of the students in a private university by using
relevant influence tactics. Furthermore, to what extent the tactics employed by
students affect their success is an unknown fact that needs to be surveyed. Another
important aspect is the variations in influence behaviour of both the students and the
instructors due to demographic differences. In this study these variations will also be
analysed. .

The question to be asked here is whether the private universities get the best
out of their systems; how well the students are motivated, whether they use influence
tactics to change the behaviour of instructors and administrators in order to pass
without studying hard or without learning as they should. By the help of various
informal and unstructured interviews done as a preliminary study it is discovered
that the instructors are not happy with the behaviour of the students. They are neither
pleased with the amount of time the students spend on studying their lessons nor
with their attitude in class. At this point, defining objectives and identifying

strategies to accomplish these is of crucial importance.
This study is designed to accomplish these objectives:

1) to find relevant tactics for increasing success level,
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2) to determine if the success of the students is either positively or
negatively affected by the difference in tactics used by the instructors,

3) to find out what kinds of tactics are mostly used by students and by
instructors,

4) to determine the relationship between the perceived effectiveness of
instructor tactics and the students’ declaration of the tactics, which are
believed to affect them the most “do the instructors use the tactics that
the students think that they would easily change their behaviour if
applied on them”

5) to guide the instructors in improving their leadership skills. In order to do
this, first the perception of the students about power bases and influence
tactics of instructors should be revealed along with their perception of the
extent to which they can be influenced, and by what kinds of tactics.

For achieving the above-mentioned objectives answers of the following

points are sought through out this survey:

» The types of power strategies that the students perceive themselves using in

interactions with their instructors.

» The types of power strategies of instructors that are thought to be more
effective by the students.

= The relationship between students’ own power usage and power strategies

used by their instructors.

= The relation of students’ perceptions of their own, as well as their instructors’

use of power to their success.
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The aim of this study is to look for a relationship between the grades of the
students and tactics used by instructors. There are twenty-two classes and different
instructors are teaching each class. Each class and the tactics used by the instructors
of that class were evaluated separately in order to see if there is a relationship. By
finding out the kinds of most commonly used strategies both by the instructors and
the students and the tactics that influence students, it is aimed to clarify whether the
behaviour of the students could be changed. The important point here is not only
finding out the relationship between the kinds of tactics used by the students and the
extent of change in behaviour of the instructors but also the effects of this change on
the success of students and the effects of non-functional tactics used by the
instructors. It is thought that if the instructors were aware of the ineffective strategies
they used, they could change their tactics and use different strategies in order to
-achieve the desired goal of better learning and higher success rate. The main purpose
of the study is searching for ways to improve success rates and improving student
behaviour. Uﬁder these circumstances, if the kinds of their tactics are known it could
be easier to cope with them and to increase the quality of education. That is why
power and politics are deemed to play an important role in private universities and
within this respect understanding the influence tactics of all the related parties
becomes important.

All in all, it is the aim of this study to provide instructors with the feedback
regarding the influence tactics they use and the tactics used by the students by
finding out the relationships between the tactics employed by students and
instructors and their effects on the success levels. By this way, it is aimed to make
the instructors aware of their influence behaviour and their results so that they can

develop more effective in-class policies.
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1.5. Scope and Limitations of the Study

In this study Yukl’s (1989, 1990, 1992, 1996) studies on influence are taken
as a basis. It is assumed that both the instructors and the students use tactics from all
of the eight influence tactics’ categories defined by Yukl and Falbe (1990).

Despite their crucial importance in motivating the students, leadership styles
are not examined in this study. Influence attempts and their likely outcomes is
thought to be the factor that should be explained first in order to learn the influence
profile of instructors and students. Examining the in-class rclations within the
leadership perspective is believed to be more effective. Power gaining strategies are
also not explained here, because it is deemed to be necessary first to learn about the

perceptions of power of both parties.

Although the motivation of students and ways to motivate them are very
important, motivation theories are not taken into consideration in order to be able to
examine influence tactics used by both students and instructors in depth. Subsequent

studies should consider this factor.

Even though the parents and their use of influence tactics have an important
role, they are excluded because of physical limitations. It was nearly impossible to
reach the parents because some of the students gave wrong addresses and telephone
numbers so that the administration could not contact them. It was possible to
conduct a survey on only the ones who were available, but then the results could be
biased because the students who supplied right addresses and phone numbers are

fairly successful ones.

Students’ laziness was a real limitation to this study, because as with
everything, they got bored. They were reluctant to fill in the questionnaire. Despite

the fact that the questionnaires were distributed during class hours, some of them

DOYTIANTASYOr WILEE T
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preferred to stay idle instead of filling the questionnaire or continuously complained

while answering the questions.

Even though it may be worthwhile to compare the influence tactics used on
students and their reactions in private universities, to those at state universities is
very important, it could not be done in this study because of time limitations. And it
was also thought that first conducting the present study and then comparing the

results of it with a study to be conducted in a state university would be more useful.

1.6. Organization of the Study

At the beginning of the study, an in-depth literature survey was done. Theory
of influence was examined and related research was analysed. Preliminary
interviews were done with students, instructors and administrators in order to
understand the factors having impact on the power relationships in the subject

university.

In the second chapter, the important concepts related with this study are
explained. In Chapter Three, the subject umiversity is introduced and general
information is given. The concepts and factors to be surveyed are explained in this
part of the study.

In Chapter Four, the results of the tests are given and the factors affecting the
influence behaviour of the students and the instructors are analysed along with the
relationships of the tactics used and the success rates of the students and lastly these

results are evaluated.

Before starting to analyse his specific university, discussing power, politics
and influence theories, and defining the important terms is thought to be essential in
order to form an appropriate model. Accordingly, in the next chapter these issues

will be discussed in detail.
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CHAPTER 2

INFLUENCE TACTICS AND EFFECTIVE CLASSROOM
MANAGEMENT

Power and influence are important factors affecting managerial effectiveness.
The ability to influence subordinates, peers and superiors is 2 major determinant in a
manager’s effectiveness. The success of an influence attempt depends on a variety of
factors including the influence behaviour, the nature of the request, and the expertise
and skills of the agent. In order to be effective, managers should understand the
concept of inﬂuence, tactics that can be used to influence others, probable outcomes

of influence attempts, factors that can affect those outcomes.

2.1. Influence

In the literature, power is generally defined as an agent’s potential influence
over the attitudes and behaviour of one or more designated target persons derived
from attributes of the agent, the agent- target relationship, or the agent’s position in
the organization. Influence is, on the other hand, is the process, action or behaviour

through which this potential influence is utilized and realized.

In other words, influence is the extent of change in behaviours, attitudes,
perceptions of the target caused by the agent. The effectiveness in influencing
people cannot only be explained in terms of power. Instead, the leader’s influence
behaviour, or stated more precisely, the agent’s influence behaviour (as not only
leaders exert power) and the target’s response must also be taken into consideration.

French and Raven (1959) distinguished power from influence by referring power to
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the ability or potential of an agent to alter a target’s behaviour, intentions, attitudes,
beliefs, emotions, or values and associating influence to the use of power. Thus,
influence refers to the actual use of power, for example, in the form of influence
tactics such as threats (use of coercive power) and promises (use of reward power).
Most of the researches done in this area have taken French and Raven’s (1959)
typology as a basis. They tried to develop scales to measure the frequencies of
influence tactics used stemming up from the five bases of power. Most of the
questionnaires developed for this intention asked the respondents to describe the
tactics themselves. For this reason some new studies question the validity of the

scales provided by previous research.

In the case examined here, not only leaders, in other words instructors or
administrators, but also subordinates, (or here, students) try to influence each other.
Instructors are considered as the leaders in the classroom but they are also
subordinates when the administration is considered. There are of course external
influence attempts to the group, which is exerted by administrators or parents. The
influence attempts of administrators are twofold. They try to influence instructors as
well as students. Parents on the other hand, try to influence everyone, including
instructors, administrators and students. It is the instructor’s duty here to reduce the
unwanted influence of parents over students. However, administrator’s attempts are
considered as moderating variables in this study. Parent’s attempts are not measured
because effective attempts of instructors are thought to neutralize their effects in the

class performance.

The instructors should define their goals for influencing students well in
order to be effective. Once this goal is determined, the next step is finding out who is
in a role of accomplishing the goal; the answer here is the students. Then the power
bases of both parties (agents’ and targets’ power bages) should be ascertained and
finally the influence tactics should be considered. The most important point that lies

here is whether or not the instructors recognize the bases of power of both the
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students and themselves so that they could carefully take the influence tactics into
account. When an agent tries to change the attitudes and behaviour of a target, the
target can react in various ways; s’he can be either fully influenced and change his
behaviour completely, or can be indifferent and do what is told, or cannot be

influenced at all.

In the didactic model proposed by Yukl (1989), agent power and influence
tactics were found to be directly affecting influence outcomes and it was also found
that power affected the agent’s choice of tactics. Therefore, as it is assumed that
power and influence attempts affect the outcomes separately, before making further
explanations about influence attempts and likely outcomes, it is thought to be

necessary to explain sources of power first.

2.2. Sources of Power

Since ihe influence tactics classified here approximately correspond to the
five bases of power defined by French and Raven (1959) it appears to be more
important to deﬁhe and explain the sources of power so as to make clear how the
agents use tactics and the outcomes of these tactics. The theoretical framework
proposed by French and Raven (1959) identifying the five types of social power has
been the subject of numerous organizational studies. Sources of power can stem
from two origins: position of the agent and her/his personality. The three of the five
categories of the power sources are derived from power holder’s position; legitimate
power, reward power and coercive power, whereas expert power, and referent power

originates from the personal characteristics of the powerholder.

2.2.1. Positional Power Sources
Reward Power: To have reward power a person should have control over
rewards which can be considered as a scarce and imi;ortant resource. What's more,

the target should value these rewards. In an organizational context, managers hold
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the control of many rewards such as pay raises, allocation of fringe benefits and

favourable jobs, shifts, work assignments, etc.

However to be effective the reward should be a desirable one. In other words
in the case of reward power the key is the target’s view, whether s/he perceives it as
a reward or not. For example, one employee could consider having more
responsibility as a reward whereas the same reward could have no/or in fact negative
meaning to another one. Even promotion could be an unwanted reward because it
may require prolonged working hours and responsibility. In these cases the person
who controls these resources does actually not have any power over the target. On
the contrary some rewards that most people consider as of no value could be
invaluable to others. For instance the person who does not want a promotion can
consider a smile or a shoulder tap as a reward. As a summary, the managers have

reward power as long as the subordinates perceive it as reward.

Coercive Power: This is the source of power that lies on fear. To have
coercive power the agent should have the ability to punish or at least make threats
that the other person believes will result in undesirable consequences. When
someone has legitimate authority over the other then coercive power is often, but not
always used. In schools for example the gangs have a significant amount of coercive
power though they have no legal authority. The same applies to armed terrorists,
robbers, etc. Even a neighbour or a friend who is aggressive and hostile can hold the

same kind of power.

While using coercive power managers must be careful because they may
cause low morale and low employee satisfaction. What is more, threatened
employees may try to find loopholes for not performing the duty or sabotage the
unit’s operations. The turnover in the manager’s unit“fnay increase and in the end it

could be the manager who suffers.
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Having negative effects does not mean that coercive power is never used in
work places (Robbins, 1998). Especially in Turkey most of the employees are
threatened by redundancies in most of the workplaces and as there is a high level of
unemployment the managers easily sack employees and find another ones the next
day. As turnover is not a problem the only cost here is the low morale of the
employees. In other countries coercive power is in act as well (Rollinson, 1998). For
example there is fear of punishment if the employees do not obey the rules,
directives, or politics of the organization. By this fear people try to look like working
when the boss appears at the door. In short most of the organizational behaviour can

be explained in terms of coercive power rather than reward power (Luthans, 1998).

Legitimate Power: This kind of power is delegated from above, comes with
the job (Weber 1947). Max Weber was the first author who mentioned this type of
authority. He identified three ideal types of authority and pointed out that legitimate
power was coﬁferred by custom and accepted practice in a political system based on
traditional authority. He also claimed that authority did not rest in personal
characteristics, technical competence, or even written law. Additionally he defined
legal-rational authority as the power made legitimate by law and claimed that
leaders of such societies drove their authority from the written rules and regulations
of political systems. According to Weber the term charismatic authority referred to
power made legitimate by a leader's exceptional personal or emotional appeal to his
or her followers and charisma allowed a person to lead or inspire without relying on
set rules or traditions (Schaefer and Lamm, 1996).

Managers’ structural position generally gives access to most power bases. A
person having legal authority has the control over resources and rewards and
punishments. This power rising from one’s position is called legitimate power and
stems from the willingness of others to accept the légitimate right of the agent to
influence them. This source of power is generally based on formal authority. The
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person can effectively use legitimate power when the people to be controlled accept

it.

Legitimate power can come from three basic sources. Firstly the cultural
values of a country, society, group or organization can point out where authority lies.

For example, elderly people Turkish villages have legal authority.

Secondly, people can gain authority because of the accepted social structures.
For instance the persons who are called “aga” in Eastern Turkey have immense

authority over the people living in those villages (Lewis, 1984).

Thirdly, the power can be designated from a powerful source. Elected
officials, members of the board of directors, chief executive officers are the

examples of these.

There is a sense of obligation to obey what the person who is holding the
legal authority tells; however, the problem arises when the scope of the authority is
concerned. “A person’s scope of authority is the range of requests that can properly
be made and the range of actions that can properly be taken.” (Yukl, 1989: 16). If
the person to whom the request is made does not think that the agent has the
authority s’he may not obey the directives. So having legitimate power, like other
types of power, depends on others’ perceptions. If the target persons do not think

that the agent really possesses the power, then problems arise.

2.2.2. Personal Power Sources

These power sources are related to the personal characteristics of the power
holder. The aforementioned power sources can be removed or reduced by a person’s
superior, whereas the ones that will be discussed under this heading remain
unharmed in the hands of the power holder (Rollinson et al, 1998).
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Referent Power: Referent power is the ability to administer to another
feelings of personal acceptance (Mossholder et al, 1998). The person with whom
you want to identify, whom you respect, who has desirable traits has referent power
over you (Smither et al, 1996). Referent power develops out of admiration of
another and a desire to be like that person. Referent power can also arise from deep
friendship and loyalty. If a person is a loyal friend s/he usually feels obliged to do
what is told or is willing to do special favours for that friend of hers/his.

Advertisers generally take the advantage of this kind of power because
people are willing to imitate the celebrities so they buy the goods that are used by
them. However losing this kind of power is very easy. If the agent loses popularity

or has a row with the target then there is no power left.

People can develop referent power either by performing an extra ordinary act
or by fostering friendships with others within an organization so that there is
reciprocal identification, or mutual admiration. Sharing interests, values, defending

the rights of the employees, acting in an ideal way helps gaining admiration.

Expert Power: Specific knowledge, being an expert on a specific area,
having a special skill are all sources of expert power. Nevertheless, to be granted
expert power requires to be accepted as an expert by others. In other words, to be in
effect, this type of power needs to be perceived as important and essential. If the
target person does not consider the expertise of the agent necessary or important
then the agent has no power over the target. This power source mostly depends on
the perceptions and needs of others. Besides credibility the agent must have
credibility and relevance. The agent’s expertise on the subject must be needed, if it
becomes obsolete, the agent loses power, and s/he also loses power when somebody

who has more expertise appears in the scene (Rollinsdil et al, 1998).
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2.2.3. Other sources of power

Yukl (1989) has described the sources of power in a more detailed way. Not
only Yukl but also other Organizational Behaviour specialists including French and
Raven (1959) did recognize that there might be other sources of power. Moreover a
person may exercise different kinds of power at the same time or on different

occasions. Three more sources are defined by Kelman (1958) are;

> Rational Persuasion
> Attractiveness (Charismatic) and
» Credibility

Yukl’s (1989) taxonomy is presented by Table 2.1 with no further
explanations because most of them correspond to French and Raven’s (1959)

classification of power sources.

Table 2.1 Classification of Sources of Power in Organizations

o 7pes of Yuk!’s Explanation (1989) ge;‘;i‘magfn%‘;‘;;s
Position Power gzﬂ!ﬁsgﬁgmﬁon i:ggxz ggz::
Ecological Control
Control Over resources and Rewards Reward Power
Control over Punishments Coercive Power
Personal Power | Expertise Expert Power
Friendship/Loyalty Referent Power
Charisma Referent Power
Control Over Decision Processes
Institutionalization

It is not surprising that research concerning social power bases has been

couched in terms of attitudinal reactions of the dependent person. Yukl has classified



-24-

the basic sources of power stemming up from either the agent’s personality or from
his position or his skills in politics. Therefore it can be thought that the five bases of
power in French and Raven’s (1959) taxonomy also have their roots in the

abovementioned classification.

Yukl and Falbe (1992) have defined two other power sources in their study.
Persuasiveness and information power are defined as important power sources. On
the other hand, according to the results of their study it was uncertain whether to

consider charisma as a separate source or merely another aspect of referent power.

As Bielous (1995) mentioned in his article, people subconsciously use most
of the power sources without ever knowing or giving it another thought. As a matter
of fact, in the course of a business day, leaders can probably use three or four bases
or a combination of tactics in different situations and never be aware that they are
doing it. Peoi)le who have to exert power can be much more cognizant of them
which will only make them more effective front-line supervisors of the people
managed. In turn, by using appropriate sources of power and influence tactics,
improved quality of work and improved productivity could be expected because the
power will be better utilized. Therefore the tactics that could be used will be

discussed in detail in the next section.

2.3. Influence Tactics

The power that a person has and especially the sources of that power are
important for choosing the tactic to be used. Simply, the tactics the agents employ
differ according to the sources of power they have. Researchers have specified a
number of tactics and the directions in which they could be used. Literature reveals
that influence tactics can be applied in three different directions in order to influence
a variety of targets. Direction in the organization’s structure is defined as upward
toward superiors, downward toward subordinates, and laterally toward peers. The

most important studies conducted in this area tried to develop taxonomy of influence
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tactics. As a result, two different but similar classifications were made. These studies
were conducted by Kipnis et al (1984, 1980), Yukl (1989), Yukl and Falbe (1990,
1996), Yukl and Tracey (1992). All of these studies are explained in detail in the

subsequent sections.

Beginning with the landmark work of Kipnis, Schmidt, and Wilkinson
(1980), researchers have proposed taxonomies of influence tactics and developed
measures to operationalize this construct. Currently, the taxonomy provided by
Schriesheim and Hinkin (1990) is among the more popular approaches in
operationalizing upward influence tactics. The classification identifies six upward
influence tactics as: (1) rationality, where the subject uses logical argument or
rational presentation of facts to his/her superiors with the intention of achieving
certain objectives; in our case getting a better mark, (2) ingratiation, where the
subject acts h\_lmble, admires the superiors, or tries to get them in a good mood, or to
think favourably of him/her before asking them to do something; e.g. letting him/her
go but also letting him/her sign the attendance sheet, (3) exchange, where the person
reminds the superior of a prior favour to be shared or makes an explicit or implicit
promise of some favour if they comply with a request, or support a proposal, (4)
upward appeal, where the person bypasses his/her immediate superiors and appeals
to higher authority for assistance in gaining his/her immediate superiors' approval of
a request or proposal; e.g. the student goes to the administration, (5) coalition, where
the person seeks the aid of others to persuade his/her immediate superiors to do
something, or uses the support of others as an argument for their superiors to agree,
e.g. the student seeks the aid of his/her classmates and (6) assertiveness, where the
person demands or threatens his/her superiors to make them comply with a request
or accept a proposal; e.g. the student threatens the instructor by causing the
instructor to be sacked by means of continuous complaints made to the
administration. )
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Some modemn organization theorists take more analytical approaches than
most of the strategies suggested above. For example, Pfeffer’s (1992) strategies
include management uncertainty, controlling resources, and building alliances.
Others take a more pragmatic approach and suggest that successful political
behaviour involves keeping people happy, cultivating contracts, and wheeling and
dealing.

Porter, Allen, and Angle (1983: 110) define upward influence as "attempts to
influence someone higher in the formal hierarchy of authority in the organization”.
The attempt to influence a person higher in authority might be for gaining more
power over peers or to make something done in order to achieve one’s personal

goals. People sometimes try to influence superiors for being promoted or being
highly paid.

Many other researchers have investigated intent or aim to influence and
typically divide intent into two categories referred to as personal and organizational.
Personal goals include the attempt to obtain more power, to maintain current power,
or to reduce another’s influence. Organizational intent is aimed at influencing the

entire organization or to cascade influence through the organization’s structure.

Nearly all authors of power have referred to Kipnis et al’s (1984) study. The
tactics identified by Kipnis et al. has been a useful guide for researchers, so a brief
summary of these tactics are given together with the behaviour associated with each

tactic in Table 2.2

Kipnis has given a comprehensive picture of the tactics that are used by
supervisors and managers to influence each other and their subordinates. There are
two important studies conducted by Kipnis et al. (1980, 1984) which sought to
examine the tactics of influence used by people at work when attempting to change

the behaviour of their superiors, co-workers and subordinates.
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Table 2.2 Main Influence Tactics and Associated Behaviours (Kipnis,1984:

387)

TACTIC

HOW TACTIC
OPERATES

TYPICAL ASSOCIATED
BEHAVIOURS

Assertiveness

Direct use of authority

Issue direct instruction to comply
setting deadline dates for completion
emphasise importance of compliance
remind other persons of obligation to
comply

Friendiiness or

Induce favourable disposition

praise prior to requesting compliance
exaggerate importance of compliance
act humbly to obtain cooperation and wait

Integration to comply in other persons until other person is receptive mood
before making request
= present information in a way that makes
liance seem illogical
Use the force of logical i non-comp
. develop well-argued case to show that
Ratlonality 2{33&‘:{:;“ real data and other person is highly competent if he or
she complies
=  explain exactly what is required
e useor threaten to use the coercive
. Compel compliance - the power of organizational rewards and
Sanctions argument of force punishments, e.g. future performance
appraisal, salary increases, privileges
Upward Obtain support and backing = support obtained and shown to be
obtained before requesting others to
Appeals from above comply
Exchange of By obtaining support from exchange favours to obtain compliance
call in debts for giving favours on
Benefits other power holders e 05
»  building up alliances with others
Enlisting the support of other (subordinates and co-workers)
Coalitions people = networking to identify where favours can
be done for others and asked for in return
Trying to prevent the work = threaten to stop working with the person
Blocking being done = engage in work slowdown

One of the studies is concerned with determining intra-organizational

influence tactics. In this study, respondents were asked to describe an incident in

which they actually succeeded in getting their boss, a co-worker, or a subordinate to

do something they wanted. The incidents were sorted first in terms of the goal

required from the target person. Five general categories of goals were found:
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assistance with own job, getting someone to do their own work, obtaining benefits,

initiating change, and improving performance.

The influence tactics reported by the respondents in attempting to achieve
these goals were identified. 14 categories were found: clandestine, personal negative
actions, administrative negative actions, exchange, persistence, training, reward, self
presentation, direct request, weak ask, demand, explained rationale for request,
gathered supporting data, and coalitions. The findings of this study suggest that in
organizational settings, the choice of influence tactics is associated with what the
respondents are trying to get from the target, the amount of resistance shown, and

the power of the target person.

According to the study, administrative sanctions and personal negative
actions are most likely to be used when the target is a subordinate who is actively
resisting the request of the manager, and when the reasons for exercising influence

are based on the respondent’s role in the organization.

A second study was carried out to determine the factor structure of the
tactics found in Study 1. Respondents were asked how frequently they had used the
tactics in the past 6 months to influence a co-worker. Three forms of questionnaire
were used asking respondents how they influenced 1) their bosses, 2) their co-

workers, and 3) their subordinates to test upward, lateral and downward attempts.

The factor analysis of the entire sample yielded eight interpretable factors:
assertiveness, integration, rationality, sanctions, coalitions, upward appeal, blocking,
and exchange of benefits. All status levels used four of these dimensions:
assertiveness, sanctions, integration, and rationality. The remaining dimensions were
used to influence superiors and subordinates. The tactics of exchange of benefits,
blocking, and upward appeal, were used to influence bosses. The use of coalition
appeared only when respondents described how they influenced subordinates. As the



-29.

studies are based on self-reported questionnaires, they require validation. However,
the article shows that the tactics used vary with the particular wants of the

influencing agent and his/her degree of control over the target of influence.

Kipnis and Schmidt (1984) developed a questionnaire for measuring the
above-mentioned tactics for influencing others. They grouped employees into four
influence styles depending on the data they gathered from their questionnaire. The

groups of people according to their influence styles are given below:

¢ Shotguns: who refuse to take “no” for an answer and who use all of the
preceding tactics to achieve their ends.

¢ Tacticians: people who try to influence others through reason and logic.

¢ Ingratiators: people who rely on ingratiation and flattery.

¢ Bystanders: people who watch the action rather than attempt to influence it.
(Kipnis and Schmidt, 1984: 788)

Rollinson (1998) has given seven main influence tactics introduced by
Kipnis. According to the results of this study, shotguns were viewed less favourably
by their bosses. Male supervisors favoured male tacticians who relied most on logic.
Conversely, female ingratiators were ranked as first by the supervisors. This
phenomenon was explained as both female ingratiators’ and male tacticians’ being
deferential and thoughtful. In the subject university, some of the students can be
defined as shotguns as they never take no for an answer and insist on their requests.
They can use every existing tactic to achieve their goals. In this respect, they can
employ every kind of tactic to achieve their objectives.

Apart from Kipnis’s (1984) and Hinkin’s (1990) identification of political or
influence tactics that are used in organizations, the most known study in this field is
Yukl and Falbe’s (1990) classification of political or influence tactics. The
questionnaire developed by Yukl and Falbe tested six of eight scales presented in the
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Kipnis et al. study: assertiveness, rationality, ingratiation, exchange, upward appeals
and coalitions. Two of the items (sanctions and blocking) in Kipnis study were not
tested because of conceptual problems. Actually, Kipnis and his associates did not
consider the same two items in their further research. Hence it was natural that Yukl
and Falbe did not take these two factors into account in their study. Instead, the
questionnaire they developed included items representing two influence tactics that
were not represented in Kipnis et al. questionnaire. These were inspirational appeal

and consultation. The above-mentioned eight political tactics are given in Table 2.3.

Table 2.3 Influence Tactics (Yukl and Falbe, 1990)

Using demands, threats or intimidation to convince you to
Pressure Tactics comply with a request or to support a proposal. (similar to
assertiveness)

Persuading that higher management approves the request, or
Upward Appeals appealing to higher management for assistance in gaining your
. compliance with the request. (similar to higher authority)

Making explicit or implicit promises that you will receive
rewards or tangible benefits if you comply with a request or
support a proposal, or reminding you of a prior favour to be
reciprocated. (similar to exchange)

Exchange Tactics

Seeking the aid of others to persuade you to do something, or
Coalition Tactics using the support of others as an argument for you to agree
also. (similar to coalitions)

Seeking to get you in a mood or to think favourably of the
Ingratiating Tactics influence agent before asking you to do something. (similar to

friendliness)
Rational - Using logical arguments and factual evidence to persuade you
Persuasion that a proposal or request is viable and likely to result in the
attainment of task objectives. (similar to rationality)
Making an emotional request or proposal that arouses
Z'SP ;;a’tsfonal enthusiasm by appealing to your values and ideals or by
pp increasing your confidence that you can do it.
Consultation Seeking your participation in making a decision or planning
Tactics how to implement a proposed policy, strategy, or change.

NOKTMANTASYON MERKTZL
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The results of Yukl et al. (1992) study strongly supported the conclusion that
managers have different reasons for influencing subordinates, peers and superiors.
Yukl et al’s study shed light on the nature of these differences by the help of a more
specific and comprehensive list of objectives. The survey showed that among the
objectives, requests for information ranked first in terms of frequency, regardless of
the direction of the influence. However, frequency rankings of influence objectives
were found to be varying according to the conditions. It has been found out that
among the eight tactics described, consultation, rational persuasion, inspirational
appeals and ingratiation tactics were found to be the most frequently used ones and
inspirational appeal was found to be the most effective (Yukl and Falbe, 1990). It is
also expected that inspirational appeal will be the most effective tactic keeping in
mind that the students need encouragement in order to have a good performance.
Moreover, consultation and inspirational appeals are found to be the ones used the
most regardless of the direction of influence. Among all the influence tactics,

exchange tactics were found to be used the least.

Yukl and Falbe’s (1992) findings about the direction of influence attempts
supported most of Kipnis’s findings; 1) pressure tactics were most frequently used in
downward attempts, 2) upward appeals and exchange tactics were more often used
in downward and lateral influence attempts, 3) though it was said that there were no
significant directional differences for coalition tactics a more recent study findings
implicate that coalitions were used most in lateral and upward directions 4) unlike
Kipnis et al.’s finding the rational persuasion tactic did not have any significant
directional difference; however, later findings supported Kipnis and rational
persuasion tactics were found to be used most in an upward direction 5) inspirational
appeals and consultation were most frequently used in downward influence attempts.
The direction of influence attempts shows variation among different studies. For
purposes of comprehensiveness Yukl’s (1989, 1990‘,4 1992, 1996) studies will be
taken as a basis throughout this study.
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2.4. Influence Attempts and Types of Responses

Success of an influence attempt is relative, depending on the expectations of
the agent, the power source used, and hence the influence tactic employed. However,
three basic outcomes of influence attempts can be mentioned here: commitment,
compliance and resistance. The most desired outcome is, of course, commitment,
which means complete obedience. That means the target is not only willing to what

the agent wants, but also s/he is enthusiastic about it.

Compliance, on the other hand, means that the target does what the agent
wants, but s/he is not so enthusiastic. The agent will exert minimal effort while
performing what is wanted. In this case the agent has influenced the target’s
behaviour, but not his attitudes. As the target does not actually believe that this is
the best way of action, this outcome will be unsatisfactory while performing difficult
jobs. Compliance is sufficient only for routine and simple requests. For the case that
will be examiﬁed here commitment is necessary because if the students comply they
will not change their habits; instead, they will do what they are wanted while they
are at school, but will not act accordingly outside school. However, achieving a high
level of learning and high marks will not be probable without changing their
studying styles. The only result achieved by compliance may be effective class
hours, in case they really listen to the instructor, not daydream. Unless the students
do not actually believe in and accept that the changes in their attitudes and behaviour

are necessary, it can hardly be said that the influence attempt has been successful.

The worst of all, the outcome of the attempt may not be the one intended. If
that is the case then it can be said that the attempt has not been successful and the
target’s response to the attempt has been resistance. In case of resistance the target is
not even indifferent about the request but s/he is opposing it so, s/he tries to avoid it.
The target person has various ways of action if s/he opposes the request (Yukl,
1989):
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1. s/he can make excuses, tries to explain reasons why s/he cannot fulfil the
requirement,

s/he can seek upper authority’s help,

s/he can try to convince the agent that his/her request is not reasonable,

s/he can delay acting,

s/he can pretend as if s/he is complying, but actually sabotage the task,

AN O

or s’'he can directly refuse to carry out the request.

As this is the most unwanted outcome, the agent must act or try to influence

the target in such a way that this type of outcome should not occur.

However, before starting to discuss the possible outcomes of specific
influence tactics, the variables that affect the influence attempts of agents and the
influence tactics that can be used to change the attitude or behaviour of target

persons should be considered first.

The outcomes of influence attempts can differ according to the source of
power used by the agent. Furthermore, the style of the leader can also affect the
outcome. For example, the commitment of an employee can be acquired while using
legitimate power by being polite whereas the result can be resistance of the same
employee if the demand is made in a conceited way. In Table 2.4, a summary of the

likely outcomes of sources of influence and some suggestions for leaders is given.

Baker (1996) claims that punishments are often necessary but should be
reserved for special situations and for limited purposes. Accordingly, during the
unstructured interviews done as a preliminary survey in this specific case it was
found out that it was very hard to make the students obey when using punishment as
a tool. Although in the first place they seemed to 6bey, the tried to sabotage the
request made by instructors and no consistent behaviour or attitude change could be
obtained. On the other hand, it was impossible to make them do certain things
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without using pressure tactics. They would, for example, never attend the classes on

time if they did not have the fear of failing because of non-attendance the classes.

During the preliminary interviews it was discovered that attendance was not taken

strictly in the first year of the university, and mostly the lessons were cancelled

because of finding not even one student in the class.

Table 2.4 Sources of Influence and Likely Outcomes (adopted fromYukl,

1989))
Source Of TYPE OF OUTCOME
SUGGESTIONS
Influence COMMITMENT COMPLIANCE RESISTANCE
Referent Likely Possible Possible The individual
P If the request is If the request is If the request is should only be
ower believed to be believed to be something that will asked to do
important to leader  unimportant to leader  bring harm to leader ~ something. Stating
the importance
makes
commitment easier
Expert Likely Possible Possible Rational
If the goals are If the request is If the leader is impolite  persuasion should
Power shared and the persuasive but and arrogant and the be used. The leader
request is persuasive  subordinates do not care  employees do not share  ghould set an
about the goals the goals example of
appropriate
behaviour
Legitimate Possible Likely Possible Requests should be
If request is polite  Ifrequest or orderis  If request is not made in a clear
Power and appropriate seen as legitimate proper and demand is ~ concise manner so
made arrogantly that the target can
understand them
easily
Reward  Possible Likely Possible Target should try
P Ifused in asubtle  Ifused in a If used in a hostile to discover valued
ower way mechanical way and manipulative rewards
way
Coercive  Very Unlikely Possible Likely Should be used
P If used in a helpful, If used in a hostile only as alast resort
ower non- punitive way and manipulative
way

Therefore all tactics are necessary and equally important. However, the

important point lies in choosing the right tactic as well as using the tactic in a
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manner that best outcomes will be obtained. In the subject university if too much
pressure is exerted and the tactic is used in a harsh manner over the students then the

result will not only be resistance but it will be the reason of some unwanted events.

According to table 2.4, the way the demand is made seems very important
because even if the agent uses the same base of power the outcome differs according
to the way the target is asked to perform the job. Besides this the perceptions of the
targets about the demand and the agent have an important role on the outcome of the
influence attempt. If the target’s perception about the demand differs from the

perceptions of the agent then the outcome may differ from the intended one.

Once it is understood and accepted that contemporary organizations are in
reality largely political systems, some very specific strategies can be identified to
help organization members more effectively acquire power. In using power to
influence the behaviour of other people, the first step is recognizing that one has the
capacity, otherwise all that exists is the latent power, and the next step is identifying
the tactics that are going to be used. Examining specific types of behaviour rather
than concentrating on the source of power has been thought to be more important
recently. In order to focus on power tactics that are used at individual and intra-
group levels, where people, including managers, supervisors or students, instructors
and administrators, who use power in their immediate surroundings, some of the

research evidence should be described.

2.5, Factors Affecting The Outcomes Of Influence Attempts

Understanding how people are influenced depends not only on analysing and
understanding the power possessed by the agent but also analysing the influence
behaviour and skills. Effectiveness of an influence attempt cannot be explained only
by power. A person may have the necessary power,' but can still be ineffective in
influencing others for the reason of not having necessary skills to influence others or

her /his influence behaviour is inappropriate.
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Legitimate power that most leaders have is said not to have direct effect on
the target person’s attitudes and behaviour. The instructors, who are the leaders in
the classroom, have legitimate power, but their effectiveness depends on their

personal abilities and the influence tactics they use.

In his book Leadership in Organizations, Yukl explained the effects of leader
power, influence behaviour and leader’s skill in employing the tactics of influence
by a model. This model is given in Figure 2. 1.

Figure 2.1 Leader Power and Influence Behaviour (adopted from Yukl:
1989)

Leader
Expertise and - 1
Influence Skills [——J» gzr;:?a ™ H

l

Q INTERVENING VARIABLE ~ f~=« - = §»{ END-RESULT
LEADER 7'y VARIABLES
BEHAVIOUR Conmliance
Commitment Gr

Influence Tactics Resistance oup
Success or
Failure

Position

Power

As can be seen from the figure the agent’s reaction to the influence attempt is
affected directly by the leader’s behaviour; in other words, the leader’s influence
tactics and therefore leader’s skills and expertise while applying these tactics. The
leader’s expertise and influence skills here affect the leader’s style of using influence
tactics and on the other hand the leader’s expertise and skills affect the personal
power of the leader. The more skilful he is, the more personal power he has. The
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intervening variable is the outcome of the influence attempt, which is expressed as
compliance, commitment or resistance. The leader’s personal power and position
power act as moderating variables, which all together create the end result as success
or failure. The feedback obtained from the end-result variables affect the leaders
personal power; if success is achieved then the leader gains power whereas if the

result is failure s/he loses power.

In another study by Yukl, Kim and Falbe (1996) it was found that the content
of the request played an important role on the outcomes of influence attempts. Power
and content of the request also play an important role on the effectiveness of the
influence attempt. It was found that regardless of the tactics used people are more
influenced for some requests than others. In their studies Yukl et al found eight
proactive influence tactics as relevant determinants of influence outcomes. They
explained the outcomes of influence attempts in terms of the tactics used, agent’s

power and content factors.

2.6. Gaining Power

The desired outcomes from influence attempts could not be obtained if the
agent has no power or starts losing power. In such cases the agent should try to
maintain the existing power or try to gain power. To do this, people form coalitions

or alliances or try to institutionalise.

People usually try to maintain, increase or gain power to have influence on
others as well as strategic decisions. To affect strategic decisions, if the agents
cannot directly affect the decisions, they can establish informal processes to have

control over decisions (Yukl, 1989).

Sometimes coalitions or alliances are formed within an organization to
oppose or support a decision. In a coalition, individuals provide mutual help for

getting what they want (Pfeffer, 1981). In the case examined here, students usually
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try to form coalitions. They sometimes form coalitions as a class. They try not to
attend the class all together in order not to be marked absent. There are also
occasions that they try to gather signatures to make the administration do what they

want.

People can sacrifice some of their gained power for the sake of commitment.
In this state of affairs a person can gain some influence and at the same time lose
some. “Co-optation is a form of political action that appears to be a variation of
participation. The objective of co-optation is to weaken expected opposition to a
policy or project by a group or fraction whose support is needed.” (Yukl, 1989: 27).
In other words, cooptation refers to involving people who are key resistors in the
decision making process and making them part of the change decisions so that they

alter their approach to change.

Anothér way of gaining power dealing with important problems skilfully and
having a kind of expertise that is not easily substitutable (Yukl 1989). However
some people are able to maintain power even after their expertise is not critical to
their organization. When people who already have power use it to protect or increase

their power it is called institutionalization (Pfeffer and Salancik, 1974).

Gaining power or maintaining power is important for agents and especially
for leaders. Although researchers disagree on many of the characteristics that define
leadership, they generally agree on its aspect of exerting influence on others (George
and Jones, 1996). Therefore, before further progress information about leadership

theories is needed here.

2.7. Leadership Theories
Leaders can apply a large variety of influence tactics to accomplish the
complex task of leadership in a complex organization. A full discussion of influence

tactics and leader effectiveness appears in the review of the literature developed by
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Baker and Quinley (1995). In Richmond et al’s studies (1894, 1985, 1986, 1987),
effective classroom management have been considered. Apart from these other
studies (Blasé 1991, Bloome and Willett 1991, Aguinis, et al 1996) concerning
influencing students perceive instructors as leaders. Though a strict hierarchy is not
preferred, instructors should lead the students in class, but not be leaded because
students need to be guided in order to learn effectively. Instructors, to be good
guides and advisors, need to be informed about leadership and behave as efficient
leaders. There are numerous theories of leadership, however, only the theories that

are thought to be useful for this specific study will be covered here.

2.7.1. Contingency Theories of Leadership

Fiedler’s Theory: One of the contingency theories of leadership is Fiedler’s
theory. In his view the most appropriate style of leader behaviour is that which
results in a high task performance of the group (Robbins, 1998). The high
performance 6f the group is said to be an outcome of two important factors: the
preferred behaviour of the leader and the contextual circumstances of the group.
Fiedler defines three key variables that affect the appropriateness of a particular
behaviour style; leader-member relations, task structure and leader position power.
A supervisor’s leadership style is usually assessed by using a scale that shows
orientations towards the person’s least-preferred co-worker (LPC). LPC is the
individual or the subordinate that the supervisor was least able to work with in the
past. According to Fiedler’s model leaders with high LPC scores are more effective
in moderately favourable situations, whereas leaders with low LPC scores are more

favourable in situations that are either very favourable or very unfavourable.

A high-LPC leader is primarily motivated to have close, interpersonal
relationships with other people, and will act in a considerate, supportive manner if
relationships need to be improved. A low-LPC leader on the other hand, is primarily
motivated by achievement of task objectives and will emphasize task-oriented

behaviour.
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Path-goal Theory: The Path-goal theory defines an appropriate style of

leadership as one, which achieves two important outcomes:

1) tasks are successfully completed
2)followers achieve other valued outcomes for completing the task
(Rollinson et al. 1998).

This theory identifies four types of leadership styles:

Participative: seeks suggestions and ideas from subordinates, involves them
in decisions.

Directive: tells clearly what s’he expects and gives specific guidelines and
standards of performance to achieve.

Supportive: Falls between the previous two and creates a warm, friendly
atmosphere in the group and recognizes the needs and well being of the

subordinates.
Achievement Oriented: Uses non-directive ways to set challenging goals for

subordinates and seeks improvements in performance.

According to this theory there are two contingency factors that determine the

variations in leadership styles.

1. Locus of Control: People having an internal locus of control tend to attribute
the results to their own efforts and likely to find a participative leader style
more acceptable whereas those with an external locus feel that their actions
are under control of other people and would prefer with a directive style.

2. Perceived Task Ability: People who evaluate themselves highly and feel
confident most probably do not prefer a directive leader, while the people

with less confidence are likely to prefer a directive leader.
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3. Need for Achievement: Employees who have high Need for achievement are
likely to find participative or achievement oriented leaders more acceptable as
they welcome the opportunity to overcome a challenge.

4. Need for Clarity: Employees who has low tolerance to ambiguity are likely to
prefer a directive leadership style.

2.7.2. Transactional versus Transformational Leadership

Bass (1985, 1990) points out that in transactional leadership, the exchange
between leader and subordinates depends on a stable situation. In stable
circumstances the leader can identify the needs, wants and expectations of
subordinates and is able to structure the context to meet those needs. In return, the
subordinates enter into a transaction with the leader and exert effort to achieve the
goals the leader specifies. In other words, transactional leadership can be defined as

an exchange of rewards and compliance.

Transformational leadership, on the other hand, is said to be useful in
unstable circumstances, where organizational change is required. The leader’s job
here is not letting things go as usual. This type of a leader has an effect on followers.
Followers feel trust, admiration, loyalty and respect toward the leader; they are
motivated to do more than they originally expected to do. To do this,
transformational leaders should have charisma. Charisma is a kind of magnetism
associated with individual. Max Weber (1947) viewed charisma as one of the bases

of authority. A leader can transform followers by,

e making them more aware of the importance of the value of task
outcomes, '

¢ inducing them to go beyond their own self interest for the sake of the
organization and the team, .

e activating their higher-order needs.
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According to Yukl (1989), transformational leaders can influence followers
by serving as a coach, instructor and adviser as well as by developing strong

emotions and identification with the leader.

2.8. Influence and Other Related Concepts

The taxonomy provided by Yukl and Falbe (1990) will be taken as
cornerstone in this study yet other research is thought to be essential to be explained.
In the article by Nonis (1995), it has been claimed that researchers had also
examined a number of other issues related to the use of influence tactics. For
example Erez and Rim (1982) examined the effects of goal choices and a number of
personal and organizational variables on the use of influence tactics. Schmidt and
Kipnis (1984) examined the relationship between the choice of influence tactics and
goal accomplishment. Ansari and Kapoor (1987) investigated the organizational
context as a determinant of choice of influence tactics. Yukl and Tracey (1992)
studied the effect of the choice of influence tactics on task commitment and
managerial effectiveness. More recently, the effect of political influence behaviour

on employees' career success was investigated by Judge and Bretz (1994).

Fuqua, Payne and Cangemi (1999) defined power, explained sources and
types of power, how leaders can increase their power, and how effective leaders
used power without hurting the organization and its members. Leaders who work to
increase their personal power, persuasiveness, and expertise will enhance their
effectiveness. They claimed that if the leaders exercised authority over others with
sensitivity, avoided dominating or threatening them, and relied on their expertise and
personality to influence them, they could enhance their effectiveness. Fuqua et al.
demanded that effective leaders increased their personal power by empowering
others in the organization. They have concluded that, the unethical use of power may
help a leader achieve a short-term effect, but over the ”long run this behaviour would
cause the leader to become a detriment to the organization and force the organization

to move against him or her and consequently, effective leaders should neither



43-

engage in unethical conduct nor display the characteristics associated with an
abrasive personality, which would cause them to under-utilize the talents of their
employees. They claim that effective leaders increase their personal power by

empowering others in the organization.

In another article by Lorenzet and associates (1999) it is claimed that
previous research had not sufficiently explored the linkage between power and
leadership. Moreover, the lack of knowledge about the underlying influence
processes associated with leadership is pointed out. Based on the assumption that
there is a connection between leadership and influence, Lorenzet et al. introduced a
taxonomy of influence behaviours based on existing leadership theories. They
proposed a link between leadership styles (charismatic, transformational, and
transactional) and the types of influence processes that are used in conjunction with

those leadership styles.

Crawford and Strohkirch (1996) examined the relationships between
cognitive differentiation and three different methods of influence. Although they
found clear evidence of the relationship between leadership, influence, and cognitive
differentiation they concluded that there is need for advanced research. They
regarded finding specific behaviours that promote transformational leadership as a
priority and added that development of strategies to promote mature influence and
cognitive differentiation of leaders should be considered as a tool to improve

leadership effectiveness.

Baker (1996) supports the idea that a strong relationship exists between the
influence tactics used by leaders and the satisfaction and results perceived by the
followers. He claims that leaders who were perceived as expert managers of
resources and who expect results and emphasize higﬁ iaerfonnance typically enjoyed
the results they expected.
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Anderson (1998) provided some generalizations about power in his article.
He demanded that effective should leaders use all of their sources of power and
power should not be self-serving or abusive. Furthermore, he said that the best use of
power considered the effects on others and added that effective organizations were
characterized by high degrees of influence sharing between leaders and subordinates
and appropriate use of all of one’s power was positively related to a leader's

performance evaluations and promotion rates.

As a result of their research, Mossholder, Bennett, Kemery and Wesolowski
(1998) have found that except for reward power, the correlations of social power
scales with procedural justice were significant in both samples. Also, the power
scales correlated with job satisfaction and organizational commitment in much the
same pattern as in Hinkin and Schriesheim (1990), except for the non-significant
coercive power correlations obtained in their first sample. Their research has
implications for which power bases supervisors should seek to develop.
Organizations are advised to establish both formal and informal training procedures
which would encourage supervisors in developing power bases that would positively

affect subordinates’ justice perceptions.

Farmer and Maslyn (1999) have claimed that necessary stress has not been
made on styles of upward influence and in their article they tried to utilize a different
measure from those used by Kipnis and Schmidt. They proposed a set of antecedents
associated with each influence style, linked them to relevant portions of the model,
and forwarded hypotheses concerning their relationships to the styles. Their study
was based on the premise that a configurational approach to influence, focusing on
patterns of influence within each person, could be a valuable supplement to more
traditional contingency-based between-person influence research. The results
gathered strong support for the existence of conﬁéurations of influence tactics
corresponding to the Shotgun, Bystander, and Tactician influencers, insufficient

support was found for an Ingratiator group to warrant its inclusion in later analyses.
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These analyses indicated that the influence styles were differentially related to
situational, characteristic, target, relational, and instrumental antecedents in a
manner generally consistent with hypothesized relationships, supporting the external
validity of these styles. The results of their analyses indicated that influence tactics
cluster systematically and that these uniform configurations may be the result of
other forces that are both internal and external to the individual. According to the
results of this research, influence styles were not purely empirical artifacts, because
they were generalizable across several different organizations in their samples. It is

said that there is variance in influence use, if one knows where to look.

A study was conducted by Thacker and Wayne (1995) to examine the role of
subordinate influence tactics and individual differences on a person’s promotability
as perceived by supervisors. The four individual difference factors assessed in the
study were education, organizational tenure, race, and gender. Gender was found to
have a signiﬁcant effect upon promotability tenure on the other hand was also
significantly but negatively related and race was not significantly related to
assessments of promotability. Education generally had a positive effect on measures
of career success. In short the results demonstrated that both influence tactics and
individual differences have an important role to play on assessments of an

individual’s promotability.

Apart from these, Richmond and associates (1983) conducted a series of
studies concerning with determining the degree to which instructors and students
have shared perceptions of the use of power in the classroom. Moreover, they
designed the studies to explore the role of the instructor’s use of power in the
classroom with respect to cognitive and affective learning (Richmond, McCroskey,
Plax, Kearney 1985). In other words, they tried to explore instructors’ use of power
in managing students’ classroom behaviour. Overall, the results of this investigation
uncovered that, there is substantial and statistically significant association between
the degree to which instructors and students have shared perceptions of the use of
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power in the classroom, They have found out that instructors giving courses outside
the students’ major were perceived to employ more anti-social or punishment-
oriented behaviour alteration techniques (Punishment from Others, Guilt, and
Normative Rules), whereas instructors of courses in students’ major employed more
deferred reward. Of these obtained differences only Deferred Reward was related to
cognitive learning and this relationship was positive. They claimed that, given
developmental differences in terms of students’ ages and maturational levels, further
research may reveal that the same or other behaviour alteration techniques are more
or less effective in promoting cognitive learning. Finally, it is said that investigations
should be designed to determine the impact of particular behaviour alteration

techniques on the management of specific in-class behaviours.

A review of the other literature on politics in schools reveals that although
numerous micropolitical studies concerning the principal-instructor relationship
have been corﬁpleted, only two micropolitical studies one conducted by Blasé (1991)
and the other by Bloome & Willett (1991) focus on the instructor-student
micropolitical relationship. Blasé conducted a study in a high school setting and
focused on the political behaviour of instructors toward their students. Bloome and
Willett conducted a study in a first-grade classroom with limited English-speaking
students and focused on the micro-political interaction that occur between students
and their instructor during reading lessons. What Blasé (1991) and Bloome (1991)
discovered through their micro-political instructor-student studies was that students
and instructors developed a micro-political perspective toward each other in order to
achieve their own personal goals and students and instructors used goal-directed
influence strategies to achieve their personal goals, finally students’ and instructors’
influence strategies had political consequences, either negative or positive, for

themselves and others.

Aguinis, Nesler, Quigley, Jae and Tedeschi (1996), tried to emphasize the

need to investigate systematically power in graduate supervisor-student
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relationships. They used the French and Raven (1959) power taxonomy to examine
the power of graduate supervisors as perceived by their graduate students and the
main and interactive effects of the five power bases on three types of outcome
variables: students’ perceptions, intentions, and behaviours. They found that expert
power was positively related with perceptions of quality of the relationship.
According to their study, reward power was associated with a good perceived
quality relationship whereas a faculty supervisor was not believed to be trustworthy
when he or she had coercive power. However, the combination of high legitimate
power and high coercive power was associated with the highest compliance ratings.
They concluded that specific patterns of combinations of power bases were
associated with high or low perceptions of trustworthiness and compliance.
Consequently, the interactive effects of the power bases were reported in their study
and it is once more stressed that the power bases were important antecedents of

several variables critical to graduate students’ experiences, satisfaction, and success.

Graduate school is more voluntary than undergraduate school and there are
differences in power bases of the instructors compared to professors, therefore it is
hard to say that the combination of high legitimate power and high coercive power
can result in high compliance, instead it may cause resistance. Nevertheless, the
findings of the study related the relationship of power bases with success supports
the starting point of this study, which was the assumption that the success or failure
of the university students are related with the influence tactics used by instructors.
The bases of power the instructors use while influencing students plays an important
role on the outcome of influence attempts. Therefore it is here aimed to find out the
tactics used by instructors hence the bases of power they use and explain the success
or failure of the classes. For this purpose a model was developed, which will be

explained in the next section.
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CHAPTER 3

METHODOLOGY AND HYPOTHESES

Prior to looking for relations among influence tactics and success rates,
gender, previous education, essential information about the subject university has
been gathered by unstructured interviews done by the instructors, administrators and
students of the university. Upon analysis of the preliminary data a model was

developed and hence the relations were searched for.

3.1. Informaﬁon about the Subject University

The examined private university is among the ones that have a very large
population. It was founded in 1996. Since then it has been growing. Approximately
7500 students are currently enrolled in various faculties. There are two separate
English Preparatory Schools in the university. Among them the preparatory classes
of the Vocational School have been selected 'to study, because among all the
faculties most problematic students are the students of this school. The required
university entrance examination points are relatively low (around 119 — 120 EA")
and there is only one department (computer technologies department) requiring

science points for acceptance.

The period of education is two years and the medium of teaching is English.
Upon the unstructured interviews done both with the teaching staff of the vocational
school and of other departments it has been found out that the student profile of the

7 EA is the University entrance exam results calculated by giving equal weight to numeric and
comprehensive parts of the exam
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vocational school differs to a great extent from the other faculties of the school.
Given the same material and same teaching hours a week, the four-year faculty
students achieved better results compared to the Vocational School students. The
instructors who had classes both from the four-year faculties and Vocational School
claimed that the four-year faculty students studied harder and understood the lessons
more quickly than Vocational School students. They said that they were able to
cover the same material in a considerably shorter time in the four-year faculty
classes. Though the same problems exist in the other faculties, the problems here
seem to be magnified. Unstructured interviews done as a preliminary survey yielded
that the instructors had a very hard time dealing with vocational school students
compared to the four-year faculties’ students. Besides, other faculties’ students got

better results when given the same examination.

Furthermore, at the beginning of the 2000 — 2001 Academic Year a new
vocational school was opened giving four-year education. There were only 24
students of this new school and among those only two were able to pass the English
exemption test. So 22 of them had their education together with the two-year school
students in preparatory school. At the end of the first semester, nearly 50% of the
two-year school students failed whereas all of the four-year programme students
passed by getting very good grades (an average of 80). The administration decided
to prepare a different and harder syllabus and exams for the four-year school
students. The results of the first midterm of the second semester were still very high
and only two of the students got below 60 (passing grade) none got below 50. This
showed that the success level of the students differed among four-year and two-year
school students. In this study the four-year programme students were not chosen as
respondents because of this reason. The questionnaires were distributed to only two-

year school students.
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In-depth interviews were done with all of the 353 students by their advisors
with the help of an open-ended questionnaire and the reasons of this difference were

noted as:

¢  Career prospects of the students: 60% of the students did not have future plans.
Their university examination choices were not made consciously. It seemed as
though this school was their only and last chance for having university
education and most of the male students came to this school to delay their
military service obligation (out of 151 male students 88 told the advisors that
they chose this school because they had no chance to be enrolled to another
university and they did not want to render their military service for the time

being).
¢ They thought that as they were paying for the education they would pass in

some way or another. They were paying because they did not want to study

and the instructors and the administration were obliged to make them pass.

¢ They did not want to study. They wanted the instructors to teach them without
studying or listening.

¢ They had no self-confidence. Nearly 60% of them said that they would have
higher university entrance grades and would go to another university if only

they had the capacity and intelligence.

¢ 7,5% (28 out of 353) of the students declared that they had suffered from

mental distress and were under treatment.

¢ Parents of the 10% of students were divorced.

¢ 13% of the students were having problems with their families.
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¢ Most of the parents were not university graduates. 30% of the fathers were

businessman having their own import-export businesses or their own factories.
¢ They had to be encouraged and their self-respect needed to be enhanced

When the above stated facts are considered it is clearly seen that the
instructors as leaders have a very heavy burden of motivating and influencing
students. Otherwise they would not be able to pass. During the previous years the
success level was extremely low except for the first year (the system was different in
the first year). However, the success level has been increasing gradually. The main
reason for this change is the support given by the instructors and the administration.
In a school where the students are psychologically not so strong and do not have
precise future plans, influencing them and changing their behaviour and attitudes
becomes very important. If suitable methods of influence are used over students, the
school will be able to raise the level of success and therefore the problems regarding
the dilemma of passing and not studying will be solved to some extent. Besides
these, if the instructors select the best methods and are successful in changing
behaviours of students, that will not only affect their success at school but also in
their business life. Furthermore, having information about the tactics that students
use will again be helpful first to understand the student profile better and second to

react their influence attempts.

3.2. A Model Of Influence For An Educational Institution

As the subject of this thesis is influence tactics used in a private university a
model has been developed to clarify the usage of influence tactics in the university.
The success rate of the students is thought to be dependent on the tactics used by the
instructors to a great extent because, as mentioned before, the students of private
universities are generally not used to studying or li;tening to the instructor in the
classroom. Therefore, the instructors of private universities have a very hard job of

changing the students’ behaviour. In Figure 3.1, the relationships of tactics used and
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the success rates are shown by the help of a diagram. In this diagram it is said that
influence tactics used by the instructors and students affect each other
interchangeably and affect the outcomes as well. The instructors can change their
behaviour by being influenced by the students’ tactics and the students can also
change their tactics. The outcomes of the exerted tactics in turn affect the final
outcome as success or failure of the group. Instructors of unsuccessful groups try to
figure out the reasons of being unsuccessful, and if necessary information about their
tactics and affects of their tactics on success rates is provided to them they will in

turn try other tactics that the instructors of successful classes had applied.

Figure 3.1 A Model for Influence between University Students and their Instructors
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A Outcomes of Success or
I the Tactics Failure of
: Commitment
A 4 Compliance Classes
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used by students
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In this study the frequency of the tactics that instructors and students use are
measured; however, the outcomes of these tactics are not measured because to be
able to measure that, the questionnaire should have more questions. If there were
more questions in the questionnaire the responses of the students would probably be
biased because they do not like reading long texts and as they would be bored they
would either not answer the questions or answer them without reading. One solution
could have been a separate questionnaire; however, this time they would have had
objections about continuously filling out questionnaires and therefore avoid replying

them. They even kept complaining while filling the present questionnaire and
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because of these reasons it is thought that measurement of these variables could be

done another year when new students arrive.

The motivation levels of the students were also not measured because of the
above stated reasons. Furthermore this concept is thought to be broad enough to be

the subject of another study.

The success levels of the students are measured by the help of two mid-term
and one final exams. The success levels of the classes are calculated by finding the
number of students who got grades over 60 and dividing this number by the total
number of students in that class. Then these rates are assigned numbers varying from
very poor to very successful. The rates are taken in the statistical analysis as 1= very

poor, 2= poor, 3=moderate, 4=successful, and 5= very successful.

3.3. Variables of the Model
The variables are the tactics used by instructors and students, outcomes of

influence attempts, motivation level of students, and success or failure of classes.

The dependent variable here is the success or failure of the classes, which is
determined by the exam results and the percentage of the studenis who got the
passing grade to the total number of students as stated before. It is assumed that
there is a relation between the success rates and the influence tactics used by the
instructors and the students. The tactics used can be different in the successful
classes, or the positive difference in the success rates can be the results of the tactics
used. Accordingly, the tactics used by successful and unsuccessful students may
differ. The aim of this study is to reveal the relationships among these variables.

As noted earlier, motivation of the students is not measured. Although
motivation can play an important role, a highly motivated student can be

£.g. YORSEROCRETHS RURULY
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unsuccessful if s/he cannot change her/his habits. So the independent variables in

this study are:

a. Influence tactics used by instructors: The frequency of the tactics used by

instructors is measured by five questions for each of eight tactics mentioned in
Yukl and Falbe (1990) studies. The instructors were asked to respond on a
five-point scale questions like “I tell them that I am going to call

- administrators if they do not do what I want” or “I tell the student that s/he is
the most brilliant student I have ever seen”. Apart from these kinds of
questions there were questions asking directly the kind of tactic that they think
most successful like “The students comply most easily when I use pressure
tactics”. As stated above, the main problem here is the in-class attitude and
studying habits of the students. The goal of influence of the instructors is
changing the behaviour of students for the group’s success.

b. Influence tactics used by students: The measurement instrument of this

variable was nearly the same given to the instructors except for containing
slightly different questions like “I tell the instructor that all the instructors that
the students have respect behave in the way I want him/her to behave”. The
students were also asked to respond on a scale ranging from most frequently to

never.

c. The perception of instructors and students about the most easily complied

tactics: This variable was measured by comparing the responses of instructors
to the second part of the questionnaire where they were asked which tactics
they thought were the ones that the students complied with the second part of
the questionnaire given to the students, where they were asked the tactics that
they most easily complied when used by the instructor. There were questions

like “I do what the instructor wants most easily when s/he makes logical
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explanations”. The aim of measuring this was finding out if the instructors’

and students’ perceptions about influenceability of students were the same.

d. Gender: Gender of the respondents was asked in both of the questionnaires.
The differences in the influence behaviour of the students and instructors due

to differences in gender will be analysed in the further sections of the study.

e. Previous education: The students were asked to write the names of the high
schools they graduated from and taken in the statistical analysis as 1= private
high schools, 2= state schools in Ankara, Istanbul, and Izmir 3=state schools in

other cities.

It is claimed that if the instructors use the relevant influence tactics — here
relevant means the tactics that help the instructor to achieve the desired result of
changing the .behaviour of the students and making them study and listen to the
instructor in the class besides motivating them — the success of the students will rise.
However the tactics used by the instructors alone are not deemed to be enough to
achieve the desired results. One more important factor to be considered here is the
influence tactics used by the students. The question to be asked here is to what
extent are the students successful in attaining their desired goals by using influence
tactics and to what extent do the instructors resist to these tactics. As the students’
goals found by the help of preliminary studies done at the subject university are
passing without exerting much effort, trying to find ways of not attending the
classes, forcing the instructor to let them free during the class hours, being free to
leave and enter the classes whenever they wish, listening to music or playing with
mobile phones during the lessons, compliance of the instructor does not have
positive effect on their success rates. The resistance to the influence attempts of the
instructors is thought to be responsible for much what is not actually accomplished
or hindering what could be accomplished in the university as well as a fair amount

of social friction. Under these circumstances, the method of influence and personal
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skills of instructors gain a lot of importance. It is here aimed to find out whether
there really is a relationship between the success rates of students and the tactics

used by the instructors and students.

3.4. Factors To Be Analysed and Hypotheses

It was found in the preliminary study that, the main influence goals of the
instructors were keeping the students silent, making them do their homework,
convincing them that learning English is essential. Therefore, whether there is a
relation between success rates and influence tactics of students and instructors is the

main concern of this study.

The second factor to be examined is the frequency of the tactics used by
students. Yukl and Tracey (1992) compared different tactics and concluded that
inspirational appeal, ingratiating, and pressure were used most in a downward
direction; exéhange and consultation were used most in downward and lateral
directions; coalitions were used most in lateral and upward directions; and rational
persuasion were used most in an upward direction. Upward appeals and exchange
tactics were more often used in downward and lateral influence attempts. As most
commonly used influence tactics are consultation, rational persuasion, inspirational
appeals and ingratiation tactics, it is expected that the students and instructors will
act likewise. As coalition and rational persuasion tactics are used mostly in upward
direction (Yukl and Tracey, 1992), it is assumed that the students will most probably

use these tactics most frequently.

Additionally, the tactics that the instructors use is also of key importance. As
the instructors are regarded as leaders in classroom, they are expected to use
downward tactics according to Yukl’s (1990, 1992) explanations. As a result of the
preliminary unstructured survey made it is estimated that the instructors avoid using
pressure tactics because of the fear that the students might complain about them to

the administration. Besides, consultation inspirational appeal and rational persuasion
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are found to be the tactics that were correlated with the target’s commitment (Yukl
and Tracey, 1992). Therefore the instructors are thought to use inspirational appeal,

consultation, and rational persuasion tactics most frequently.

Furthermore, it is aimed to search for the differences in using tactics with
respect to gender in both samples. Apart from this, the influence behaviour

differences due to the previous education of the students are going to be analysed.

As the success rates are low at present, it is expected that the instructors’
belief about the tactics that affected students differed from the students’ declaration
about the tactics that they most easily complied with. Therefore, there should be a
negative relationship about students’ and instructors’ perceptions about the tactics
that influence the students. Depending on this assumption, the following hypothesis

was formulated:

H;: There is a difference between the tactics that the instructors think they
most easily influence students when they use, and the tactics that the students think

they are influenced most easily when used by instructors.

A difference is expected between the influence behaviours of the students in
different levels because at higher levels there are more repeat students which means
there are more students who are familiar with the university and therefore who have
changed their influence styles. Moreover, upper level students have been a longer
time at the university so that they could learn the behaviour, attitude and reactions of
instructors and change their influence behaviour accordingly. However as the lower
level students are new at the university they might avoid using pressure or upward
appeal tactics if they are not used to private schools or if they do not feel like having
power. Therefore, the next hypothesis is related with the difference in the tactics
employed by students.
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H,: There is a difference between the tactics used by the students at different

levels.

3.5. Sample
Purposive sampling method was used while determining the sample. The

judgement about the sample was made according to the reasons described below.

There are eight departments and 800 students in the vocational school as a
whole, 390 of whom are being educated in English preparatory classes. The student
sample consisted of all the vocational school students who were currently taking

their preparatory classes.

Preparatory class students were chosen because the change of behaviour is
very important in preparatory classes. The first step in the university education is the
preparatory séhool and therefore it is the first and most powerful stage where the
instructors can change the attitudes and behaviour of the students. As a result of the
unstructured interviews, it was clear that the behaviour and attitudes of the
preparatory school students differed from the other student groups significantly.
That is, on one hand, due to the difference in career prospects of the preparatory
class students and degree programmes’ students and on the other hand, the change in
behaviour and attitude of the students during the time. As the first time they are
exposed to university education and atmosphere is in the preparatory school,
influencing them and changing their attitude is very important in preparatory classes.
That is why only the preparatory school students were chosen.

English education is given in three levels; elementary, intermediate and
upper intermediate. There are 10 classes at elementary, 7 classes at intermediate and
5 classes at upper intermediate levels summing up to 22 classes. The classes have 17
students on the average. 353 students were asked to complete the questionnaire
given to them. The 22 four-year school students and 15 Dental Health Department
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students were not taken into the sample because as explained before the four-year
school students have a different profile and all the Dental health students had
scholarships and therefore they had a different profile as well. However the students
were reluctant to fill in the questionnaires and accordingly 290 students responded to
the questionnaires others were unwilling to respond to it so this revealed a response
rate of 80%, 6 surveys had to be discarded because of incomplete information.
Therefore 284 surveys were taken into account while making statistical analysis.
Among the respondents 46.4% (132) were male and 53.6% (152) were female.

Another questionnaire was given to the instructors of those classes. The
instructor sample consisted of all the instructors who taught in the preparatory
school, and all of the 70 instructors were asked to complete the questionnaire. As the
questionnaire was to be filled out on a voluntary basis, four instructors declined to
fill it out therefore the response rate of the instructors was 94%. Out of 66
respondent inlstructors 48 were female, in other words 72% of the instructors were
female. 40 % of them were above 35 years of age. The instructors were asked the
frequency of the tactics they used together with what tactics they thought to be most
effective. It was aimed to find out if the instructors’ and students’ beliefs about the
tactics that the students thought affected them most and the tactics that the
instructors thought that resulted in compliance. The properties of both samples are

summarized in Table 3.1.

As mentioned formerly, the advisors of the students were asked to interview
the students for gathering general infoﬁnation about the students as a preliminary
study. Their advisors questioned all of the students and it was found out that 50% of
the students were not satisfied with their performance. 80% of the students had no

complaints about either instructors or education given.
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Table 3.1 Sample Properties

Instructors Students

Population 70 353
Declined/not included 4 63
Discarded None 6
Number of respondents 66 290
Response rate 94%. 80%
Male 22 132
Female 48 152
% of males 28% 46.4%
% of females 72% 53.6

The midterm and final grades of the students were examined. According to
this, two of the upper intermediate level classes were unsuccessful while one of them
was found to be fairly successful (60% of the students had passing grades). The
worst results were found at the intermediate level classes because only three out of
seven classes achieved the success rate of 60%. Elementary classes were better; out

of 10 classes only three failed to reach the success level of 60%.

In the university the basic problems that were pointed out by the instructors
and the administrators are the low success levels and the unsuitable attitudes and
behaviour of the students. All the 66 instructors and administrators were interviewed
during the unstructured preliminary studies repeatedly complained about the above-
mentioned problems. So it can be concluded that the only goal pursued while trying
to change the behaviour and attitudes of students is not higher success rates.

3.6. Measurement Instrument
Two questionnaires were prepared and distributed to both samples. The
questionnaires were designed according to Yukl and Falbe’s (1990) taxonomy of
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influence tactics. Eight influence tactics were measured by five questions for each.
The questionnaire included items to 1) measure the frequency of each tactic used by
the students, 2) students’ perceptions of the tactics that influenced them the most, 3)-
the relationship between the tactics they used to influence their instructors and their

success rates. 4) the frequency of the tactics used by instructors.

Instructors of the classes were asked to take the questionnaires to classes
and have them filled out before the class session. Questionnaires were distributed at
the beginning of the lesson and students were prompted to fill them. Distributing the
questionnaires within class-hours rather than during the breaks, enabled to achieve
high response rates. Instructors were given the questionnaire individually at different

time intervals so that they would not be influenced by each other’s answers.

The questionnaire that was distributed to students comprised of two parts. In
the first part ‘the students were asked the kinds of tactics they used to influence
instructors by questions like: “I make compliments before asking her to do
something” or “I try to persuade her by making logical explanations” etc. In the
second part of the questionnaire the students were asked the kinds of tactics that
influenced them easily. For instance, the students were asked if they were affected
and showed conformity when the instructor threatened them. Another questionnaire
was distributed to instructors, this questionnaire had also two parts. In the first part
instructors were also questionned about the tactics they used most by the help of
questions like “I make compliments before asking the students to do something”, “I
tell them I will call the headmaster if they do not do what I want”. In the second part
of the questionnaire, instructors were asked the frequency of compliance achieved
when specific tactics were used. There were questions like “students easily comply
when I make rational explanations” or “students do what I ask them to do when
other students support me”. In other words, they ‘were asked the frequency of
students’ compliance when they used one of the eight tactics developed by Yukl and
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Falbe (1990). Instructors and students responded to these items on a 5-point Likert-

type scale with anchors ranging from "always" to "never.”

3.7. Psychometric Properties of the Scales

The psychometric properties of the scales are briefly summarised in Table
3.2. As can be seen in this table, the first part of the instrument measured eight main
tactics by 5 questions each. Student sample instrument’s scale’s Cronbach’s alpha
reliability estimates for eight tactics were as follows: 1) coalition 0,7222, 2)
consultation 0,771, 3) exchange 0,773, 4) ingratiation 0,818, 5) inspirational appeal
0,704 6) pressure 0,611 7) rational persuasion 0,758 and 8) upward appeals 0,80.
The Cronbach’s alpha for the scale in the second part is 0,73. (App.B)

Table 3.2 Reliability Estimates

Tactics Cronbach’s Alpha for Cronbach’s Alpha for
5 Items Pér Tactic Students’ Scales Instructors’ Scales
Coalition 0,722 0,87
Consultation 0,771 0,711
Exchange 0,773 0,707
Ingratiation 0,818 0,779
Inspirational appeal 0,704 0,806
Pressure 0,611 0,748
Rational persuasion 0,758 0,691
Upward appeals 0,80 0,804
Second Part 0,73 0,516

Cronbach’s alpha reliability estimates for eight tactics in the instructors’
instrument were as follows: 1) coalition 0,87, 2) consultation 0,711 3) exchange
0,707, 4) ingratiation 0,779, 5) inspirational appeal 0,806 6) pressure 0,748 7)
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rational persuasion 0,691 and 8) upward appeals 0,804. The Cronbach’s alpha for
the scale in the second part is 0,516. (App.B)

The reliability estimates of the second part of the questionnaire were not as
high as the first part for the instructors. It was 0,73 (App.B) for students’

questionnaire, but surprisingly low for instructors’ questionnaire.

3.8. Methods of Data analysis

The two hypotheses stated in the previous chapter, were tested by the help of
appropriate techniques in the SPSS programme. First, independent-samples #-test
was used to test the hypotheses. While testing hypothesis one, the student and
instructor samples were regarded as two different samples. For hypothesis two, ail
three levels (sub-samples consisted of 78, 98, and 108 students respectively) were

taken as independent samples and compared with each other one after another.

While looking for the relations between each tactic and the success rates
bivariate correlations were computed first and then to support the results, and to find
out the magnitude and effects of various tactics on students success rates, chi-

squares were computed.

Seeing that the scatterplot procedure screened the data as having a linear
relationship, it is assumed that each pair of variables is bivariate normal therefore
Pearson’s correlation coefficient was computed for determining the relationship

between the tactics used and success rates.

In order to look for the influence behaviour differences of students and
instructors depending on their gender, factor analysis was conducted. Three different
factor analyses were performed and Kaiser-Meyer—Ofkin measures were computed.
First a general factor analysis was made, then, only cases for which gender = female

were used in the analysis. Afterwards, the same procedure was repeated for males.
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Then these results were compared with each other. The same kind of analysis was
also made for the male and female instructors and the previous education of the

students.

K-means cluster analysis was made in order to observe the groups of tactics
that the students declared they changed their behaviours most easily when applied.

Then these clusters were compared with the groups of tactics instructors used.

For finding out the tactics most frequently used by instructors and students,
mean, mode and median of each tactic for both samples were calculated and

histograms were drawn.
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CHAPTER 4

RESULTS AND DISCUSSION

After analysing the data in terms of explanatory factors, the hypotheses were
tested one by one according to the statistical analysis that specific hypothesis
requires. After giving the results of the tests, the results are interpreted and some

suggestions are made.

4.1. Results

Upon the examination of the frequency of the tactics used by students, a
difference was observed in the mean, mode and median of rational persuasion (mean
=3,14, mode =4, median =3) and pressure tactics (mean=1,68 median=2, mode=1).
However, use of coalition tactics did not differ significantly from other tactics.
Depending on these results it can be said that students use rational persuasion
mostly, however avoid using pressure tactics. The students are observed to prefer

using consultation and coalition tactics to the other tactics. (App. C)

When the frequency of the tactics used by instructors was examined, the only
significant difference was observed in the mean, median and mode (mean =3,6,
median =4, and mode =4) of rational persuasion tactics. As can be seen in Table
4.2., the means, modes and medians of inspirational appeal (mean =2,88, mode =3,
median =3), and ingratiation (mean=2,74, mode =3, median =3) tactics were slightly
different from other tactics. (App.C)
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Table 4.1 Frequencies of the Tactics Used by Students

coalition 2.1831 2.0000 2.00
consutation 2.5317 2.0000 2.00
exchange av 1.7676 2.0000 2.00
ingratiation 2.1056 2.0000 2.00
inspirational

appeal 1.8345 2.0000 2.00
pressure 1.6831 2.0000 1.00
rational

persuasion 3.1338 3.0000 4.00
upward

appeal 2.0951 2.0000 2.00

Table 4.2 Frequencies of the Tactics Used by Instructors

‘ Mean Median Mode

[~ coalition 2.5455 2.0000 2.00
consutation 2.3788 2.0000 2.00
exchange 2.0455 2.0000 2.00
ingratiation 2.7424 3.0000 3.00
inspirational
appeal 2.8788 3.0000 3.00
pressure 2.0909 2.0000 2.00
rational
persuasion 3.6061 4.0000 4.00
upward
appeal 2.0606 2.0000 2.00

For the purpose of finding out any relationship that exists between the
success rates and any one of the tactics the students used, correlation coefficients
were computed and it was seen that there was no significant correlation observed
with the use of pressure, ingratiation, exchange, rational persuasion, and consultation
tactics and the success rate of students. On the other hand, a relationship in negative
direction between upward appeal tactics and the students’ success rate was observed.
It was seen that variance in success rate was explained by upward appeal tactics used

by students.
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The bivariate correlations revealed that upward appeal tactics were
significantly (p<0,01) and negatively correlated (-0,192) with success level.
According bivariate correlation coefficients upward appeal tactics explained 19,2%

of the variations in success level.

For further analysis, cross tabulations and Chi-Squares were computed.
Results of these tests also showed a relationship between success rate and upward
appeal tactics (X* =42,467, p<0,01).

That is to say, when the students use upward appeals as a tactic, 19,2 percent

of their success can be explained by the tactic they use.

Table 4.3 Summary of Statistical Analysis for Students’ Tactics

Tactics Pearson | Sig. X* Sig.
: Corr.
Upward Appeals | -0,192 | 0,001 | 42,467 | 0,000

In order to find out the relationship between the instructors’ tactics and
success rates, cross tabulations and bivariate correlations were applied, and as a
result a significant relationship between the success rates and coalition tactics of
instructors were found (Pearson Correlation=0,510 p<0,01). Furthermore, in
bivariate correlation analysis another variable explaining success rate was observed.
It is understood that coalition tactics are significantly and positively correlated with
success rate. Besides, though explaining only 24.5% of success rate at 0,05
significance level, consultation tactics of the instructors were seen as positively
related with the success level of students. However the relationship was only seen in
linear-by-linear association in cross-tabulations. A summary of these results is given

in table 4.4. (App.C)
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Table 4.4 Summary of Statistical Analysis for Instructors’ Tactics

Tactics Pearson Corr. | Sig. X* Sig
Coalition 0,51 0,000 {35,956 | 0,003
Consultation | 0,245 0,047 |14,335 | 0,073

Factor analysis was performed in order to determine the profile of the tactics
used by students. When a general analysis was made it was found that the tactics
could be divided into two different groups. The first group consisted of students
using inspirational appeals, upward appeals, pressure and exchange tactics, while the
other group included consultation, rational persuasion, ingratiation, and coalition
tactics. The KMO value for this test was 0,87, Bartlett test value was 897,39 and
p<0,001 (p=0,000). The two factors described above explained 64,7% of the
variance. When the analysis was repeated with the selection variable females, it was
seen that the results were the same, the tactics were grouped into two factors'exactly
the same as above. It was discovered that female students used the four tactics
together and the tactics had internal consistency. However, when the factor was
males, it was seen that there was only one group. The Eigen value was 4 and this
factor explained 52.4% of the total variance. Their tactics could not be grouped.
Therefore, no efficient use of influence tactics could be mentioned when male
students are considered. That is to say, the tactics used by female students can be
divided into two main categories, all of which are used by female students in a
successful manner in comparison to that of male students. The summary of factor

analysis is given in Table 4.5.

Another analysis was made in order to determine if the influence behaviour
of the students differed according to their previous education or not. It was
discovered that there were two different components when influence behaviour of
the students from private high schools were considered. One consisted of students

using inspirational appeals, upward appeals, pressure, and exchange tactics. Other
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group included students using consultation, rational appeal, ingratiation and

coalition tactics. This grouping explained 62,5% of the total variation.

Table 4.5 Summary of Factor Analysis for Students’ Tactics with Respect to

Gender
Factor Tactics
Analysis
Results
General Insp | Upwrd | Press | Exchg | Conslt | Ration | Ingrt | Coalit
Compts. 1 1 1 1 2 2 2 2
0,79 0,77 0,77 | 0,61 0,83 0,77 0,75 0,59
KMO X Df Sig Tot.
Var.
0,8741 897,39 28 0,000 64,7%
Male Insp | Upwrd | Press | Exchg | Conslt | Ration | Ingrt | Coalit
Compts. 1 1 1 1 1 1 1 1
0,17 | 0,16 0,17 | 0,17 0,17 0,18 0,16 0,19
KMO X* Df Sig Tot. Var.
0,8497 389,18 28 0,000 52.5%
Female Insp | Upwrd | Press | Exchg | Conslt | Ration | Ingrt | Coalit
Compts. 1 1 1 1 2 2 ) 2
077 | 0,77 0,77 | 0,66 0,87 0,75 0,72 0,65
KMO X Df Sig Tot. Var
0,8508 476,72 28 0,000 63,4%

Students from state schools of Ankara, Istanbul and Izmir could also be
divided into two groups using the same tactics stated above when students from state

schools are considered. The components had internal consistency, and the KMO

value was 0,86. In other words, these students used the tactics in the same manner
and efficiency as college students. Although the tactics that are used by the students
from the state schools in Anatolia could also be divided into two groups, the

components of these groups were different from the components of the groups of

tactics that are used by state and collegé graduates.“All of the components in the

groups had internal consistency and these groups explained approximately 65% of

the total variance.
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In other words, the group of tactics that the students from the state schools in
Anatolia differed from the group of tactics used by the students from colleges or
students from state schools located in Ankara, Istanbul and izmir. One group used
inspirational appeal, upward appeal, exchange, and coalition tactics together, while
the other group used pressure, consultation, rational appeals and ingratiation tactics.
These components explained 71% of the variance and they were internally

consistent.

Table 4.6 Summary of Factor Analysis for Students’ Tactics with Respect to

Their Previous Education
Factor Tactics
Analysis
Results
Private Insp | Upwrd | Press | Exchg | Conslt | Ration | Ingrt | Coalit
Compts. 1 1 1 1 2 2 2 2
0,76 0,79 0,74 0,60 0,83 0,74 0,82 0,57
KMO X Df Sig Tot.
Var.
0,84 302,6 28 0,000 62,5%
State Insp | Upwrd | Press | Exchg | Conslt | Ration | Ingrt | Coalit
Compts. 2 2 2 2 1 1 1 1
0,79 | 0,77 082 [ 062 0,83 0,80 0,71 0,65
KMO X* Df Sig Tot. Var.
0,86 4834 28 0,000 65,9%
St.Anatol. | Insp | Upwrd | Press | Exchg | Conslt | Ration | Ingrt | Coalit
Compts. 1 1 2 1 2 2 2 1
0,81 0,76 0,68 0,88 0,88 0,74 0,84 0,77
KMO X Df Sig Tot. Var
0,717 149,70 28 0,000 71%

Same kind of analysis was done to determine the groups of tactics the male
and female instructors used. The tactics that the instructors used could be divided
into three groups when the analysis was general. When male instructors were taken
into account it was seen that the tactics they used were divided into two groups and

when female instructors were concerned the tactics they used were in three groups.
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Table 4.7 Summary of Factor Analysis for Instructors’ Tactics

Factor Tactics
Analysis
Results
General Insp | Upwrd | Press | Exchg | Conslt | Ration | Ingrt | Coalit
Compts. 1 3 3 1 2 1 2 2
074 | 089 0.91 0.65 0.69 0.83 0.67 0.82
KMO X* Df Sig Tot.
Var.
0.625 162.4 28 0,000 70%
Male Insp | Upwrd | Press | Exchg | Conslt | Ration | Ingrt | Coalit
Compts. 2 1 2 1 1 2 1 1
088 | 071 | -0.75 | 050 0.75 0.53 0.79 0.84
KMO X* Df Sig Tot. Var.
0.74 86.21 28 0,000 69.8 %
Female Insp | Upwrd | Press | Exchg | Conslt | Ration | Ingrt | Coalit
Compts. 1 2 2 1 3 1 3 3
063 | 092 089 | 077 0.63 0.91 0.55 0.81
KMO X? Df Sig Tot. Var
0.508 106.4 28 0,000 67%

It was observed that female instructors who used upward appeals also used
pressure tactics and coalition, consultation and ingratiation tactics . Whereas, male
instructors used pressure, inspirational appeals and rational persuasion tactics
together. The components within all groups had internal consistency and over 65%

of the variance was explained.

Another #-test was made in order to see if the success rate differed according
to the gender of the instructors, but it was seen that the success rate did not vary

according to the gender of the instructor. (App.C)

K-means cluster analysis was made to see the groups of tactics that the
students declared most easily influenced them and- it was seen that two of the
clusters contained 106 and 89 cases respectively and it was seen that in the first
cluster there were the students who thought they were most influenced by coalition,
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ingratiation, exchange, pressure, and upward appeals and they were least affected by
consultation, inspirational appeals and rational persuasion tactics. The students in the
second group, which contained 89 cases, said that they were only moderately
affected by pressure tactics and not influenced by any other tactic. On the other
hand, another cluster containing 51 cases showed that the students were affected by
every tactic except for exchange and ingratiation tactics. The last cluster of 38 cases
showed that the students were not affected by pressure and upward appeal tactics,
moderately affected by rational persuasion and highly affected by the rest of the
tactics.

Table 4.8 Tactics That Influence Students

Cluster
4
1 2 3 (106
| . (51 cases) | (89 cases) | (38 cases) cases)
coalition 1.00 5.00 1.00 1.00
consultation 1.00 5.00 1.00 5.00
exchange 5.00 5.00 1.00 1.00
ingratiation 5.00 5.00 1.00 1.00
inspirational
appeal 1.00 5.00 1.00 5.00
pressure 1.00 3.00 5.00 1.00
rational
peruasion 1.00 5.00 3.00 5.00
upward
appeal 1.00 4.00 5.00 1.00

The relationship between the students’perceptions and those of instructors,
about the effectiveness of influence tactics (H;: There is a difference between
perceptions of instructors and students about effectiveness of the tactics used by
instructors) was tested by r-test. In the questionnaire the instructors were asked to
mark the tactics that they thought that changed the students’ behaviour the most. On
the other hand the students were asked to state which tactics they thought that
influenced them the most. Therefore, a correlation between the instructors’ and

students’ perception of influence tactics is sought here.
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Levene’s test indicated that the means of the populations were not equal
when exchange, ingratiation, inspirational appeal and rational persuasion tactics
were considered. When the results were analysed according to this, it was seen that
the perceptions of instructors and students differed about the effectiveness of
coalition, exchange, ingratiation, inspirational appeal, and pressure tactics. On the
other hand, there was a correlation among the perception of consultation, rational
persuasion, and upward appeal tactics. It can also be observed from the cluster
analysis that coalition tactics influences most of the students. (App.C t-test).

When the means of the tactics used at different levels were compared “Hy:
There is a difference between the tactics used by the students at different levels.” it
'was seen that upper intermediate and intermediate classes did not differ much,
however there was a difference in the beginner level students’ tactics and upper

intermediate level students tactics.

Therefore bivariate correlations were calculated and it was seen that upward
appeal, pressure and inspirational appeal tactics were positively correlated with the
level of the students. The higher the level the more the students used these tactics.
As a result, - tests for independent samples were computed and the results yielded
that the means of upper intermediate and intermediate students’ influence attempts
differed only in using rational persuasion tactics (p<0,05), whereas there was a
difference observed in upper intermediate and beginner students in using

inspirational appeal, pressure and upward appeal tactics.

The means of intermediate and beginner level students differed except for
consultation tactics. Therefore, hypothesis two was supported as the means of the
three levels showed differences. The level the studeﬁt was at explained 18,1% of
pressure attempts, 28,8% of upward appeal, and 20% of inspirational appeal tactics
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used. (Pearson correlation coefficient is equal to 0,181, 0,288 and 0,20 respectively.
App.C).
Table 4.9 Relation Between Levels and the Tactics Used

Scheffe
Mean
Dependent (1) Class (J) Class Difference
Variabl*g_ levels ‘ levels (I-J) Std. Error Sig. ‘
ingratiation intermediate  beginner ,4089* ,134 ,010
av beginner intermediate -,4089* 134 ,010
inspirational  upper interm  beginner 3704* ,112 ,005
appeal av intermediate  beginner ,2989* ,105 ,019
beginner upper interm -,.3704* 112 ,005
intermediate -,2989* ,105 ,019
pressure av  upper interm  beginner ,3041* ;105 ,015
intermediate  beginner 3154* ,098 ,006
beginner upper interm -,3041* ,105 ,015
intermediate -,3154* ,098 ,006
rational upper interm  intermediate -,3595* 145 ,049
persuasion " intermediate  upper interm ,3595* ,145 ,049
av beginner 4350 ,134 ,006
beginner intermediate -,4350* 134 ,006
upward upper interm  beginner ,6667* ,13¢ ,000
appealav intermediate  beginner ,7109* ,130 ,000
beginner upper interm -,6667* ,139 ,000
intermediate -,7109* ,130 ,000

*. The mean difference is significant at the .05 level.

4.2. Discussion

Research indicates that those who possess referent power not only have the
widest range of influence tactics available (e.g., inspirational appeals, consultations,
ingratiation, exchanges, and coalition tactics), but also they possess the most
effective form of power for influencing others. Leaders with referent power
generally do not use upward appeals or-pressure tactics to influence others; they

simply do not have to.
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Consistent with above stated ideas, instructors are expected to use their
personal power bases to achieve better results and to be able to do this they have to
enhance their referent and expert power over students by employing above-
mentioned suggestions. Besides this, as Yukl and Falbe (1992) pointed out that
personal power is more important than position power as a source of leader
influence on subordinate performance. Therefore, it would be better for the

instructors to depend on their personal power while using influence tactics.

As it has been stated in preceding chapters of this study, power is perceived
as unethical and people avoid talking about power. This phenomenon and the results
of the analysis about most frequent attempts of students recall this phrase. It has
been observed that students tend to use rational persuasion tactics most frequently
and use pressure tactics less frequently. As people think reasoning is the most ethical
and best way to act, these results may not reflect reality but instead reflect what the
people think is the best way of acting. Likewise, instructors also responded as using
rational persuasion tactics. They may have the same reasoning while responding the

questionnaire.

A closer look at the diagrams and descriptive statistics shows that most of the
instructors responded as seldom or sometimes, very few of them responded as using
a tactic frequently or always. That means the instructors are trying to use a portfolio
of tactics rather than sticking to one or two types of tactics. Power and influence
literature points out that depending on the objectives sought, a combination of power
bases and/or tactics rather than a single base and/or tactic should be used in order to
achieve the desired results. Upon the examination of the factor analysis, it was seen
that male instructors were using two groups of tactics. The ones using inspirational
appeals, rational persuasion and pressure tactics together will be called “negotiators”
because they are like the ones that were described as “tacticians” by Kipnis and
Schmidt (1984) and the ones using upward appeals, consultation, coalition,
ingratiation, and exchange tactics together will be called “shooters” as they are using
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most of the tactics available like shotguns. In the groups, pressure and upward
appeal tactics had a negative correlation with the other components in that specific
group. As shotguns are not favoured in the literature, the male instructors who are

called as negotiators are thought to be more effective.

The tactics used by female instructors on the other hand, are divided into
three groups as one group using inspirational appeals, exchange and rational
persuasion tactics; also called “negotiators” because they are using two of the tactics
that male negotiators use, the other group using upward appeals and pressure tactics;
called “dictators” and the last group using consultation, ingratiation and coalition
tactics called “gentles” as they are using soft tactics. When compared to tactics that
the students rated as the most effective, it was observed that, if there were a group
using coalition and pressure tactics together, the instructors in that group could be
more effective while influencing students as then they could be able to influence
most of the ‘students. As Yukl and Falbe’s (1992) study showed, effectiveness
ratings of rational persuasion, inspirational appeals and consultation were the highest
and these tactics were positively correlated with task commitment. When the
findings of this study are integrated with Yukl and Falbe’s (1992) study, in order to
be more effective in influencing students, the instructors can be suggested to use
coalition, pressure, rational explanations, inspirational appeals and consultation
tactics. Though coalition and pressure is not found to be positively correlated with
effectiveness or task commitment and pressure tactics are found to be negatively
correlated in Yukl and Falbe’s (1992) study, these tactics seem to be effective in this
specific case. Furthermore, as the instructors’ power bases are perceived to be weak,
it will be inappropriate for the instructors to use exchange or ingratiation tactics
(Yukl and Falbe, 1992). As the tactic used should be appropriate for the
circumstances, it seems that using coalition tactic will be appropriate in this specific
case. Using the tactic successfully depends on the pérson who uses it, therefore it
seems that the employers are not skilful users of rational persuasion tactics, or their

responses to the questionnaire were biased because being the most effective tactic,
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this one should have been positively correlated to the success rates. Therefore, the
instructors should be informed about the importance of this tactic and should be
advised to give more detailed and convincing rational explanations about the
situations in which they want to change the students’ behaviour. Before using power,
instructors should first learn about power and the influence tactics that are regarded
as most effective both in literature and in students’ responses. Therefore, the
administration has to inform the instructors about the findings of this study and
about the ways of effective usage of influence tactics in general so that they will be
able to consider the specific situation and decide what kind of power base and

influence tactic to use.

Additionally, as mentioned before, people can only have power when others
perceive so. Depending on the information gathered from preliminary unstructured
interviews with students, it might be estimated that students do not think that their
instructors have legitimate, coercive or reward power. In the subject university the
instructors do not prepare the tests themselves. Every term, two midterms, a final
exam and three or four quizzes are given to the students, all of which are prepared
by the testing office and graded by commissions. An instructor can change the grade
of the student only by the instructor’s evaluation grade, which is 2%. Therefore this

factor also has effect on the low power level of the instructors.

The results regarding the association of success rates with coalition tactics
used by instructors support this argument. In the subject university it is observed that
as students do not perceive that the instructors have power, instructors can only
change their behaviour and attitudes by forming alliances with other students of the
class. The reason why only coalition tactics of the instructors were related with the

success rate is thought to be the lack of power of the instructors.

To improve this situation, administration can delegate more power to
instructors either by increasing the role of instructors on students’ grades or by
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giving the authority to punish or to reward the students directly. That is to say, the
administration can announce that the instructors are the only authorities in class and
administration will not interfere with their decisions and can also announce that no
student coming for the purpose of complaint will be accepted by the administration.
Also, the instructors could be empowered to give certain bonuses like accepting the
homework of a hardworking and silent student even if s/he brings the homework
after the due date or giving extra points for those who act in the way the instructor
wants. Furthermore, the percent of the teachers’ evaluation grade can be increased
from 2% to 10% or more. Apart from these, the members of the board of directors
can ensure the instructors that the complaints of students will not be taken into

consideration unless proved to be true as the result of thorough investigations.

Additionally, the instructors can be advised to act according to the below
described strategies that explain leader-member relations within a theoretical context

that fits this specific situation.

As generally instructor-student relations are goods, the instructors can use
this fact while influencing students and use their personal power bases. Besides this
as the instructors’ position power is low and task is highly structured (the students
are required to be silent and attentive in class and study at home), and the instructors
are advised to put stress on achievement of task objectives (learning better, getting

higher grades) emphasize task-oriented behaviour.

Accordingly, as the students are deemed to have external locus of control
because the results of the interviews made as a preliminary study with instructors
yielded that they are still being controlled by their parents, they do not act

consciously, they are not decisive and they need to be directed. Therefore, they can

¥ The students are given questionnaires prepared by the administration enquiring their relations with
the instructors and the results of the questionnaires given prior to final exam showed that 82% of the
students ranked their relation with instructors as good.



-79-

be better managed if the instructors tell clearly what they expect and give specific
guidelines and standards of performance to achieve.

Another way to achieve better results from the students may be the
instructors’ acting as transformational/charismatic leaders and make the students
more aware of the importance and value of being an educated person.
“Transformational leaders influence followers by arousing strong emotions and
identification with the leader, but they can also transform followers by serving as a
coach, teacher and mentor.” (Yukl, 1989: 211). The instructors who have the biggest
share of the teaching hours to a class can be assigned as advisors to the students, so
that the students can go and talk to their advisors during their office hours.
Moreover, those instructors can be advised to provide help for students on subjects

other than courses and talk about the importance of education.

To be ﬁble to change students’ behaviour, instructors can also apply Schein’s
(1985) propositions for shaping the culture of the organization. In this case, role
modelling could be useful. If the instructors communicate values and expectations
by their own actions showing how hardworking, how punctual and serious they are,
and how important is being educated this can change the culture of the university

and therefore can change the behaviour and attitudes of the students.

In short, depending on the above mentioned theories, success may be
achieved if the instructors have charisma, are experts, become idols of students,
emphasize the importance of the task the students have to perform and give specific
guidelines. Consequently, it seems that instructors’ way of behaviour seems
inappropriate for this specific situation. They have to behave consistently, that is to
say, if they do not let the students do something they should not break the rule and
let any one of the students do it or vice versa; if the instructor does a favour for a
student s/he should do the same kind of favour to other students as well.
Furthermore, all the instructors should behave in the same way. If one says that
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going out during the class-hours is forbidden, all the other instructors should not let
students go out during class-hours. Additionally, they should behave in the way that
they want the students to behave. In other words, they should be punctual if they

want the students to be so.

As Fuqua, Payne and Cangemi (1999) explained leaders can increase their
power and use power without hurting the organization and its members. As they
pointed out instructors should work to increase their personal power, persuasiveness,

and expertise to enhance their effectiveness.

To do this, they should show that they are hardworking themselves, they
should always prepare the lesson prior to each session and be confident. They should
be able to answer the questions asked by the students very clearly and should not
give ambiguous answers. They should try to find the interest areas of the students
and mention about those subjects during the small talks they make at the lessons
when the students get bored. The instructors should be confident in order to affect
students. They should be clear and predictable in every aspect.

If the instructors exercise authority over students with sensitivity, and rely on

their personality to influence them, they could enhance their effectiveness.

As it is also said, effective instructors should not engage in unethical conduct
nor display the characteristics associated with an abrasive personality, which would
cause them to under-utilize the talents of their students. As they stressed during the
unstructured interviews, the instructors believe that no matter how hard they try to
teach students, they are not able to learn because they do not have the necessary
capacity to do so. The instructors should give up thinking like this, and should
believe that everybody can leamn if you know the way.tuo teach. To enhance teaching,
audio-visual training material could be used. All the students have introduction to
computer lessons at their first year at their departments, where they are taught how
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to use the mouse, key board, and simple programmes, so this course can be given
when they are preparatory school students and pocket programmes teaching English
could be used whilst teaching basic skills of using computer. If the instructors
themselves believe that the students are not so incapacitated, then the efficiency in
class will rise. This will increase the students’ efficiency also by improving their

self-esteem and therefore motivation.

Seeing that the instructors should use their personal power and because of the
fact that referent power affects the outcome of influence attempt independent from

the tactics and content factors even if the content factors are not desirable.

As to the differences in their perception of the effectiveness of influence
attempts, the students think that they tend to change their behaviour when
consultation tactics are employed whereas instructors are not aware of this fact. As
observed in preliminary studies the students do not have self-confidence and need to
be respected and trusted by others, by means of consultation tactics better results
could be achieved in success by improving their motivation level, as there has been

no direct relationship observed in the success rates and consultation tactics.

The influence behaviour of students is observed to change related with the
level of the courses. Intermediate level students thought that they used. rational
persuasion tactics more frequently than upper intermediate students and beginners
demanded that they used coalition, exchange, ingratiation, inspirational appeal,
pressure, rational persuasion and upward appeal tactics less frequently than
intermediate level students and used inspirational appeal, pressure and upward
appeal tactics less frequently than upper intermediate level students. It can be
concluded that beginners do not engage in influencing instructors or using power
over instructors. As mentioned before, upper intermediate and intermediate students
have been in the university for a longer time and as they know English more, they

feel more powerful than the beginners. It can be concluded here that the duration in



"Machiavellianism”. The individuals using Machiavelllian techniques are thought to
be socially domineering and manipulative. Their sample included freshmen
undergraduate, upper-class undergraduate, and graduate students, and the results
indicated that freshmen reported lower frequency use of Machiavellianism than the
other two groups.

The influence behaviour of students graduated from state schools in Anatolia
‘was also observed as not different from graduates of private high schools and state
schools locate_d in Ankara, Istanbul and fzmir. This fact may be due to the fact that
the students who live in Istanbul, Aﬁkara and Izmir have developed same pattern of
behaviour regardless of their schools. That may be because of the fact that all the
students are affected in the same way by factors that are specific to big cities
regardless of their schools. They may have friends from various schools and
influenced from each other. In conclusion it may be said that the students are more
influenced by factors related to their culture; that is the factors shaping up the profile
of cities, rather than the factors related to their schools. The graduates of private high
schools and state high schools from three big cities used two groups of influence
tactics similar to each other. They were observed to use inspirational appeals,
upward appeals, pressure, and exchange tactics together and can be called as
dictators because they tend to use coercive tactics, whereas, graduates of state
schools located out of these cities were observed to use all the above mentioned
tactics and coalition tactics together so it can be said that this group is like shotguns
who do not accept no as they are using five out of eight tactics to achieve their
desired goal. The other group of tactics used consisted of consultation, rational

explanations, ingratiation and coalition for college and state school graduates and
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consultation, rational explanations, ingratiation, and pressure tactics for others. It can
be said that as all the groups of tactics used has internal consistency and are used
effectively they have the same probability to influence instructors. As a conclusion
it can be said that all the students can be divided into two groups one group avoiding
using their coercive power bases and the other group using especially these power
bases. The dictator group can be defined as the problematic group because they are
thought to be the least motivated and insisting ones. Therefore the instructors should
be informed about this situation and should be advised to resist these demands.

When the factor analysis of male and female students are taken into account
it can be said that male students are not using influence tactics effectively, whereas
female students are using the tactics effectively and with internal consistency.
Female students were found to use consultation, rational explanations, ingratiation,
and coalition tactics together so the probability of their influencing instructors is
higher. This may be the result of male students’ not considering the university and
education as seriously as female students. Consequently, it can be said that they do
not even bother to influence instructors. Therefore instructors® influencing students

gains more importance.

In short, the success rate of the students seems to be explained by only one
kind of tactic that is used by the instructors. This result was supported by every kind
of analysis made, and furthermore, k-means cluster analysis yielded that three out of
four groups declared that they were most influenced by coalition tactics. If the
instructors try to use coalition tactics more often, then there is a probability that the
success rate will increase. On the other hand, if they also try not to be influenced by
upward appeal tactics used by the students then again this is thought to have a

positive effect on the success rate of the students.

If the difficulties of educating students in a private university are taken into

account every factor that can make the students study is very precious for the
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instructors in that university. If the instructors know how to be more effective in the

class that will have a positive affect both on the instructors morale and on their self

confidence.

On the other hand, as the upward appeal tactics used by students have a
negative affect on the success rate, the administration should not be influenced by
the students and convince the students that they will not put pressure on the teachers
or they will not act upon the students’ requests. If the teachers are ensured that they
are empowered in the classroom and that they will not suffer from the complaints of

the students, the negative affect of upward influence tactics could be lessened.

There is a probability that the students may change the behaviour of
instructors and accomplish their goals of not covering the lesson or being permitted
to go out of the class and therefore reducing the group’s success. Both for
overcoming this probability and for helping the instructors to gain power, the
administration of the school should assure the instructors that they would not be
fired upon complaint of the students. The main fear of the instructors is this and
therefore they cannot behave confidently and take necessary precautions as they
want to. The administration has authorised the instructors to give permission to
students or to mark them absent in the attendance list when they behave improperly.
Yet, the instructors are afraid of exerting this authority, it is believed that when they

use their authority, their effectiveness will increase.

As mentioned before the primary limitation for this study was making the
students answer the questionnaire. They said that they did not want to respond and
complained about having to answer the questions. Therefore there is a doubt that the
students read the questions thoroughly. Apart from this mechanical limitation, some

variables of the model were not measured because of ﬁmitations in time.
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4.3. Recommendations for Further Studies

Measuring the effects of parents’ influence tactics used on administrators,
instructors and students is suggested for further studies because they are important
factors that affect the students’ success. Generally the students rely on their parents
and think that their parents’ power will make them pass so they don’t believe that
they can’t pass if they don’t study.

Another factor that can be measured is motivation of the students. The
motivation level of the students and ways of motivating them can be analysed in
further studies. During the preliminary studies it has been learned that no matter how
they try, the instructors were not able to increase the motivation level of students.
This situation may be the result of using wrong methods like in the case of
leadership methods. Therefore a study on the motivation of the students will be very
useful for the sake of educating private university students.

To find the relation of changes in the success rates of students with the
tactics used a longitudinal study is recommended for further analysis. The affects of
the influence tactics used can be more precisely observed if the changes in influence

behaviour and the success rates of students can be compared in certain intervals.

Apart from these, in order to specify the profile of private university students
and their differences from state university students the same kind of a study is

proposed to be conducted in a state university so that the results can be compared.
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APPENDIX A

QUESTIONNAIRES

A. Questionnaire Given to the Instructors
Asapidaki anketin sonuglan Orta Dogu Teknik Universitesi Isletme Bélimii’nde yiiriitiilen
bir yliksek lisans tezi igin kullanilacaktir.

Herhangi bir isteginizi elde etmek amaci ile &grencilerinizin davrams geklini ve/veya
diigiince tarzim degistirmek igin asagida belirtilen davrams bigimini hangi sikhikta
kullandigimzi liitfen uygun kutuya igaret koyarak belirtiniz.

Her Sik Sik Higbir
zaman Bazen | Ender | zaman

1. Diger 6grencilerin istegim
dogrultusunda hareket ettigini,
oyunbozanlik yapmamasi

erektifini belirtirim.

2. Istegimi s6ylemeden &nce iltifat
ederim.

3. Mantikl: bir agiklamayla kendisini
ikna etmeye galigirim.

4, Istegimi ciddiye almasim
saglamak i¢in iizgiin bir yiiz
ifadesi takinarak tiziildiigtimii
gOsteririm.

5. Istegime uymas: halinde kazang
olacagini, ona fayda
saglayacagim sGylerim

6. Smifta oylama yaparim.

7. Dersi iglenmis saymakla veya
dersi 6dev olarak vermekle tehdit
ederim.

8. Idarecileri yardima ¢agirnm.




10.

Amirlerimin isteklerinin bu
dogrultuda oldugunu, sadece bana
sOyleneni yaptifim s6ylerim.

11.

Yiiksek not verebilecegimi ima
ederim.

12.

Bunu ondan daha iyi yapabilecek
kimseyi tanimadifim belirtirim.

13.

Istegime uymamas halinde
simftaki diger kigilerin zarar
goérecegini vurgulayarak diger
dgrencilerin destegini alirmm.

14.

Disiplin Kurulu’na vermekle
tehdit ederim.

15.

Istegimi yerine getirmesi halinde
benim de ona dahe iyi
davranacafimi s6ylerim.

16.

Dersleri ¢ok ¢abuk kavradifim,
istedigi herseyi bagarabilecegini
sOylerim.

17.

Istegimin neden veya nelerden
kaynaklandifimi anlatirim.

18.

Derdimi ag1p, kendisine
damgiyormus gibi yaparim.

19.

Istegimi yerine getirmesini
kolaylagtirmak igin, ona dersten
erken ¢ikmasi veya derse
girmemesi igin izin verecegimi
belirtirim.

20.

Bana borglu oldugunu, gegen sefer
benim onun dedigini yaptiim,
simdi siranin onda oldugunu
s6ylerim. ‘

21.

Siniftan atacagim s6ylerim.

22.

Istegime uymazsa kurallari
¢ignemis olacagim belirtirim.

23.

En sevdigim 6grencim oldugunu,
bagka sekilde hareket etmesini

beklemedifimi sGylerim.

24.

Istegimi belirtmeden 6nce,
simftaki difer baz1 6grencilerle
konusup, onlarin destegini alirrm
ve beni savunmalarim saglarim
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24.

Istegimi belirtmeden once,
smiftaki diger baz1 6grencilerle
konusup, onlarin destegini alinm
ve beni savunmalarnm saglarim

25.

Ailesinin isteginin de bu
dogrultuda oldugunu ve beni
desteklediklerini s6ylerim.

26.

Kendisini, ¢ok akilh buldugumu
belirtirim.

27.

Dedigimi yapmamasi halinde zarar
gorecegini séylerim.

28.

Istegimin yerine gelmemesi
halinde idarecilere sikayet
edeceimi vurgularim.

29.

Bunun onun gérevi oldugunu, bu
sorumlulugu yerine getirmesi
gerektigini sGylerim.

30.

Istegimi ok al¢akgoniillii bir
sekilde dile getiririm.

31.

Orenciyi asagilanm.

32.

Istegimi yerine getirmemesi
halinde ortaya ¢ikan sonuglarin
onun zararma olacagini agiklarim.

33.

Dedigimi yapmamasi halinde
diisiik not verecegimi sdylerim.

34.

Benim ve diger bagarili insanlarin
bu sekilde davrandigini soyler,
orneklerle agiklanim.

35.

Hakl: gerekgeler 6ne siirerim.

36.

Smif diginda bagbasa konusup,
yardimini isterim.

37.

Ne yapacagini bilemeyen, zor
durumda kalmig biri gibi
davranirim.

38.

Yapilmasini istedigim seyi
kendisinin kararina birakiyormus
gibi davraninm.

39.

Eger istedigimi yaparsa kendisini
daha iyi hissedecegini,
Ozgiiveninin artacagim
vurgularim.
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40. Yetencklerine meydan okurum.
(“Aslinda yapabileceginden de
tam emin degilim” gibi bir ifade
kullanirim,)

Asapgidaki sorulan dogruluk derecesine gére en uygun kutucugu isaretleyerek
yanitlaymiz.

1.

Ogrencilere istediklerinizi
yaptirmak igin agagidaki
yontemlerden hangilerini
uyguladifinizda istediginizi en
kolay yaptirdimz?

Her
zaman

Sik
Sik

Bazen

Ender

Higbir
zaman

Tehdit etmek

op

sOylemek

Odiillendirmek
d. Diger 6grencilerin destegini
saglamak

fitifat etmek

°

o oo

Onun fikrini almak

Idarecilere sikayet edecegimi

Mantiksal agiklamalar yapmak
Yiireklendirip heyecanlandirmak

Kisisel Bilgiler

Ad Soyad

Dogum Yeriniz
Ogretmenlik Yaptigimz Siire (Yll) .................................................................

Lisansiistii egitimi:

VAR ()

Cinsiyetiniz:

KADIN (

..................................................................

.................................................................

YOK ( )

)

ERKEK (

)
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B. Questionnaire Given to the Students

Agsagidaki anketin sonuglan Orta Dogu Teknik Universitesi Isletme Boliimii’nde yiiriitiilen
bir yiiksek lisans tezi i¢in kullamlacaktir. Isiminizi yazmamz gerekmemektedir.

Herhangi bir isteginizi elde etmek amaci ile hocalarimizin davranig seklini ve/veya diigiince
tarzim degistirmek igin asagida belirtilen davraniglan1 hangi siklikta kullandigimiza liitfen

uygun kutuya igaret koyarak belirtiniz.

Her Sik Sik | Bazen | Ender | Higbir
Zaman Zaman

1. Yaistegimi yerine getirmesini, ya
da daha iyi bir yol 6nermesini
sOylerim.

2. Bunun onun gorevi oldugunu, bu
sorumlulugu yerine getirmesi

gerektifini sdylerim.
Dedlgmu yapmamasi halinde
onun i¢in iyi olmayacagmi
sOylerim.

4. Istegimingok mantikl oldugunu
soylerim, gerkgelerini belirtirim.

5. Istegime uymazsa kurallan
¢ignemis olacagim belirtirim.

6. Karsisinda gok iizgiin durarak onu
bana yardim etmesi igin
heveslendirmege ¢aligirim.

7. Eger istedigimi yaparsa kendisini
daha iyi hissedecegini, 6grencileri
tarafindan daha fazla sevilen bir
insan olacagimi vurgularim.

8. Istegimi yerine getirmemesi
halinde kendisini idarecilere
sikayet edecegimi sdylerim.

9. Kendisine, gordiiflim en iyi hoca
oldugunu séylerim.

10. Imza toplarim.

11. Istegimi idarecilerin uygun
buldugunu vurgulanim
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12.

Diger simiflarda da uygulamanin
benim istedigim dogrultuda
oldugunu ve simftaki diger
6grencilerin de beni desteledigini
one siirerim.

13.

Ailemi devreye sokacagimi
soylerim.

14.

Idareye dilekge verecegimi
sOylerim.

15.

Ik defa bir sey istedigimi, daha
Onceleri hep onun istedigi gibi
davrandifimm hatirlatirim.

16.

Hocaya hakaret ederim.

17.

Istegime uymas: halinde benim de
onun istedigi bir seyi yapacagim
sOylerim.

18.

Istegimi dile getirmeden 6nce
iltifatta bulunurum.

19.

Okuldan kaydim sildirecegimi
soylerim.

20.

Maddi destek saglayabilecegimi
ima ederim.

21.

Biitiin sinifin beni desteklemesini
saglarim.

22.

Sevilen biitiin hocalarin bu sekilde
davrandifim: istegime uymasinin
mantikl1 oldugunu sdyler,
orneklerle agiklarim.

23.

Ne yapacagin1 bilemeyen, zor
durumda kalmug biri gibi davramr,

_yardimuni isterim.

24.

fstegimi belirtmeden 6nce
okuldaki diger hocalarla konusup,
onlarn destegini alinnm ve beni
savunmalarim sajlarim

25.

Giliriiltii ve anargiye neden olup
hocayi sinirlendiririm, sinifta
dikkat gekerek ders yaptirmamaya
calisirim.

26.

Yapilmasim istedi§im seyi
kendisinin kararina birakiyormus

__gibi davraninm.
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27.

Istedigimi yaparsa derste sessiz
oturup, derse katilacagim
belirtirim.

28.

Derdimi agip, kendisine
damgiyormus gibi yaparim.

29.

Hoca ile okul diginda dostluk
kurmaya galigirim.

30.

Ona hediye(ler) getirip, karsiligini
bekledigimi hissettiririm.

31.

Kendisi gibi ¢ok sevilen bir
insanin zaten bagka sekilde
hareket etmeyecegini sdylerim.

32.

Istegimin neden veya nelerden
kaynaklandifim anlatinm.

33.

Smif diginda bagbaga konusup,
yardimini isterim.

34.

Mantikh bir agiklamayla kendisini
ikna etmeye ¢aligirm.

35.

Istegimi defalarca yinelerim.

36.

Hakl: gerekgeler 6ne siirerim.

37.

Ozel problemlerim oldugunu
sGyleyerek kendimi acindirmaya
caliginm.

38.

Istegime uymazsa simftaki diger
kigilerin de zarar gérecegini
vurgularim.

39.

Yeteneklerine meydan okurum.
(““Ashinda sizin ne tiir bir hoca
oldugunuzu séylemiglerdi!” gibi
bir ifade kullanirim.)

40.

Istegini yerine getirmest igin onu
heveslendirmege ¢aligirim.
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Asapidaki sorulan dogruluk derecesine gére en uygun kutucugu isaretleyerek

yanitlaymiz.
1. Hocalarimiz agagidaki davranig Her Sik Higbir
bigimlerini sergilediklerinde isteklerini [ zaman Sik | Bazen | Ender | zaman
hangi siklikta kabul ettiginizi
isaretleyiniz.

a. Beni herhangi bir sekilde

tehdit ederse

b. Idarecilere sikayet edecegini
sOylerse

c. Herhangi bir sekilde ddiillendirirse
d. Diger 6grenciler de hocanin tarafin
tutarsa

¢. Bana iyi davranip, iltifat ederse

f. Mantiksal agiklamalar yapip, ikna
ederse

g. Beni heveslendirip, sevke getirirse
h. O konuda benim fikrimi alirsa

Kisisel Bilgiler

Yasimz ST Y, |, AN, | J— A
Dogum Yeriniz : U, AN A -
Mezun oldugunuz lise

Ozel lise ()
Diiz devlet lisesi ()

Mezun Oldugunuz Okulun Bulundugu Il : ..o
Mezuniyet Tarihi D et rer e st sbasranae s e senaeenaesrante
Babamzin gorevi  eetrrererreres e e e s et r e s s anaraeseenaenresaeenes
Annenizin gérevi L e et et et ene e et aaens
Su anda okudugunuz Simf PP PP PPN



STUDENTS’ TACTICS

Reliability

RELIABIL
(ALPHA)

1. COALIT1
2. COALIT2
3. COALIT3
4. COALIT4
5. COALITS

Reliability Coefficients

N of Cases =
Alpha = . 7224
REL
(ALPHA
1. CONSLT1
2. CONSLT?2
3. CONSLT3
4. CONSLT4
5. CONSLTS

Reliability Coefficients

N of Cases =
Alpha = ,7718

APPENDIX B

RELIABILITY TESTS

ITY

284,0

284,0

ANALYSTIS

coalitionl
coalition2
coalition3
coalition4
coalition

IABILITY ANALYSTIS
)

consultationl
consultation2
consultation3
consultation4
consultation5

- SCALE

N of Items

- SCALE

N of Items

5

5
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RELIABILTITY ANALYSTIS - S CALE
(ALPHA)

1. ECHX2 exchange?2

2. EXCH1 exchangel

3. EXCH3 exchange3

4. EXCH4 exchange4

5. EXCH5 exchangeb

Reliability Coefficients

N of Cases = 284,0 N of Items = 5
Alpha = , 7731
RELIABILITY ANALYSTIS - SCALE
(ALPHA)

1. INGRAT1 ingratiationl

2. INGRAT2 ingratiation2

3. INGRAT3 ingratiation3

4. INGRAT4 ingratiation4

5. INGRATS ingratiation

Reliability Coefficients

N of Cases = 284,0 N of Items = 5
Alpha = ,8188
RELIABILITY ANALYSTIS = SCALE
(ALPHA)

1. INSPRATI1 inspirational appeall

2. INSPRAT2 inspirational appeal2

3. INSPRAT3 inspirational appeal3

4. INSPRAT4 inspirational appeal4

5. INSPRATS inspirational appeals

Reliability Coefficients
N of Cases = 284,0 N of Items = &
Alpha = ,7047






