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Social Influence and Power 

Bertram H. Raven 

Social influence is defined here as change in a person's cognition, attitude, 
or behavior, which has its origin in another person or orouj. We are interested in 
such phenomena as: The policeman influences the motorist to move his car; the tea¬ 
cher influences the student to use a specified method in solving a mathematical pro¬ 
blem; the mother influences her child to avoid playing in the street; the flying 
saucer fancier influences his friend to "see" a flying saucer in a fuzty cloud for¬ 
mation. Others have considered these situations in terms of "imitation," "sugges¬ 
tion," "persuasion," or "contagion." We will use the word "power" to mean potential 
Influence--or, conversely, influence Is kinetic power. This paper will develop fur¬ 
ther an approach to the analysis of social influence and power which was first pre¬ 
sented in a joint paper with J. R. P, French, Jr. (French s Raven, 1959). A num¬ 
ber of studies, »any of which grew out of other theoretical orientations, will be 
presented to Illustrate the usefulness of the present conceptualization. 

SociaI Dependent and Social InfIuence 

In many cases of social influence, the changes which result involve dependence 
upon the source of Influence, the influencing agent. Doing thousands of simple 
addition problems would likely have no meaning for a subject In an experiment, nor 
would he continue so boring a task If he dio not relate his behavior to the exper¬ 
imenter, the experimenter's right to prescribe that behavior, or the implicit 
threat the experimenter could utilize if the subject were not to comply. We would, 
therefore, call this social1v dependent. or merely dependent influence. If the 
experimenter had carefully explained to the student subject that, while he had no 
further obligation to the experimenter, doing these addition problems would aid 
the subject In an important mathematics examination, it Is possible that the sub¬ 
ject would do the work, but the source of the influence would no longer be relevant. 
The student's behavior would now be socially independent of the Influencing agent. 
It would, However, be dependent upon a number of other cognitions in the subject's 
cognitive system--he would see his behavior as relevant to his studies. We will 
call this change independent influence even though it Is an outgrowth of the commun¬ 
ication from the experimenter. As an analogy, we might point to F. Heider's dis¬ 
cussion of two classes of movements of a ball. 

"In one case, a ball is pushed so that it rolls across a plane. In another 
case, the ball Is guided by a hand and Its movements are dependent at each moment 
on the movement of the hand...in the first case, an influence from the outside is 
active once...in the other case, when the ball is guided during the whole movement, 
the course of events is continuously influenced from the outside" (Helder, 1959, 
PP. A-5). 



The second cose represents dependent Influence, the hend being M»Jn*>u»"«in9 
aoent In the first case, the anvement of the pushed ball Is Independent of tne 
influencing1agent once It’ha. received its initial impetus, but It Is of cou se. 
dependent upon a number of other elements such as the surface of the plane below 
the surface of the ball itself, gravity, air pressures and currents, etc. In the 
same fashion Independent influence will occur as the result of an act on the par. 
of the agent! but will thenceforth be independent of the agent, dependent .nsteac, 
on a number of other elements In the Influencee's environment. 

Independent Influence Stefrming from Infqrma^ ign 

and its basts IS i niormat iun ■ w« <.*.« -1 - , _r _ » . 
earlier referred to as "informâtional influence" (French & Raven, *959). t 
the content of*the communication which is Important, not the nature of the Influ- 

n' "'a vacuum cleaner salesman may convince the housewife to purchase a new c.-r- 
p.t sweeper. He would do this by emphasizing the advantages of the mach,ne which 
he offers for sale while stressing the disadvantages of the housewife s 0'^cr , 
mcdel If he is successful, he will have established new cognlt.ve e ements. «nu 
new relationships for the housewife. The resulting Ipformatignaj influence vouh 

thus become independent of tf>c influencing agent# _ . , • r 
Much of the research on effectiveness of different nedia of commun.cat ion re 

lates to informational influence. Informational influence will be more effect .ve 

when the object of change is ambiguous and subject to cognitive re-organ.zat.on. 

Pubi ic-Deoendent Influence and Us Source*: Ççerc>Qn and Reward 

While it is the information or content of the communication which is the base 
for independent influence, there are a number of sources of soc ally dependent in¬ 
fluence. In some cases observability by the influencing agent s necessary o 
influence to occur and continue, while in other cases observability is not impor¬ 
tant. Thus a distinction has sometimes been made between publ.ic-dependent influ¬ 

ence and private-dependent influence (French & Raven, |959). 1" tj'« !aJfer ?’ 
stance, theTïiiTIuencee is unconcerned about the possibility that the influencing 

aq..nt will know whether or not he has complied. 
There are two sources of public-dcpendent influence: coercion and rewa , 

both mediated by the influencing agent. Coercive £Qwer stems from the ability of 
th- agent to mediate punishment for the influencée; reward power results from the 
ability of the agent to mediate rewards. In keeping with our general orientation, 
it is not the objective ability of the influencing agent to mediate such rewarcs 
and punishments which is important, but rather the potential rewards and pun'Sn- 
ments as perceived by the influencée. Examples of reward pow^r might include U) 

supervisor's ability to increase a worker’s pay for increasing production, (b) a 
mother's willingness to pay her child fifty cents for mowing the lawn, (c) the 
behavior of a member of a teen-age gang who commits a petty theft because he hopes 
thereby to win the approval of his companions. Coercive power wou1d result from 
(a) the supervisor's capacity to dismiss a worker, (b) a sergeant s ability to as¬ 
sign an enlistee to kitchen duty, (c) a mother's threat to withhold her love from 
her child unless he tidies up hi:* room. Note that, in each case, the first two 
examples are of an impersonal nature and tha last is personal. Approval, love, 
acceptance, liking, and agreement may become commodities which represent potentia 

independent influence Is the result of a basic change >" “9nUIve «lements 
Its basis is Information communicated by the agent. *or this reason. It was 
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reward; disapproval, dislike, hatred, rejection, end disagreement may become po¬ 
tential sources of coercive power which may be more potent than an Impersonal pun¬ 
ishment, such as receiving a spanking for non-compliance. The potency of personal 
coercive or reward power Is a function of the influencee's evaluation of the in¬ 
fluencing agent. 

Illustrations of tire coercive and reward power of a supervisor over the worker 
seem quite obvious. There are also clear instances of the coercive power of the 
work group over the Individual worker. A clothes presser, recently hired in a fac¬ 
tory, rapidly learns her job and increases her rate of production to the point where 
It clearly exceeds the group average. Soon there are evidences of disapproval by 
fellow «orkers; she Is subjectecd to ridicule and isolation until her production is 
lowered to the croup average. The public-dependent nature of the influence is 
apparent when she Is removed from her work-group and her production rate soars 
(Coch 4 French, IS46). 

Pr >vate-Ocpendert 1nf\uence and Its Sources : Expertness . Reference . and Legitimacy 

Three sources of social power--expertness, reference, and legitimacy--resul t 
In social Influence which is dependent upon the influencing agent, but wherein ob¬ 
servability is unimportant. As compared to influence stemming from reward and co¬ 
ercion, the effects continue regardless of whether or not the influencée believes 
that his behavior will become apparent to the influencing agent. 

Expert power stems from the attribution of superior knowledge or ability to 
the Influencing agent. A teacher tells the student to solve a mathematics problem 
by means of a specified formula and the student follows his teacher's advice. If 
the student does so because ho now understands why that particular formula will 
bring forth the solution, informational Influence has taken place. Such influence 
is Independent of the agent. However, if the student uses the formula without see¬ 
ing Its utility, but on faith that the teacher, being more skilled In mathematics, 
must know that such is the road to a solution, expertness is the basis for influence, 
and the Influence is socially dependent. Furthermore, given such faith, the influ¬ 
ence Is private—observability is unimportant. The student will show signs of in¬ 
fluence even If the teacher is not able to see whether he has complied. Since 
expert Influence is dependent, any later knowledge which raises questions about the 
teacher's expertise will reduce or eliminate the change which has occurred. This 
will not be true in the case of informational influence. 

Referent Influence occurs when a person uses another person or group as a 
"frame of reference," as a background or yardstick, against which he evaluates 
some aspect of himself. V/e tend to adopt opinions, attitudes, and behaviors simi¬ 
lar to those with whom we identify and opposite to those from whom w e dissociate 
ourselves. Many of the studies of balance, congruence, or dissonance reduction in 
social relationships can be seen as instances of referent influence. If an indivi¬ 
dual finds that two persons whom he likes dislike one another, he may tend to re¬ 
ject one or both of them; if they are perceived os liking one another, he is more 
apt to continue his friendship with them (Festinger t Hutte, 195*0. The same can 
be seen on a much larger scale in a study of the effects of nominating conventions 
and elections on the evaluation of political candidates. In I960, students who 
had already indicated their political affiliation were asked on several occasions 
to evaluate potential presidential candidates on a semantic differential scale 
which allowed for measurement of perceived deviation from an "ideal president." 
As might be expected, respondents tended to favor potential candidates who were 
members of their own party, but polarization was very clear immediately after the 
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nominating convent Ions —the Republican candidate became even atJractlvJ® t°i) 
Republicans, the Democratic candidate looked even more like an id*al president 
to Democrats. There was also a rejection of Kennedy by the Republicans, though 
there was no comparable rejection of Nixon by Democrats. These polarizing effects 
occurred as soon after the conventions that It Is unlikely that new Informâtnn 
about the candidates was responsible for the changes. Nominating conventions and 
the campaign led to further salience of the political parties as reference groups, 
such that by November referent influence was particularly great. The election, 
however, appears to have had the effect of suddenly reducing the referent Influen¬ 
ces of political parties, and very soon after the election the candidate of the 
opposing party was seen in a much more favorable light. This was particularly true 
for the president-elect as rated by members of the losing party—suggesting that 
••the nation as a whole" replaced the political party as a source of referent in¬ 
fluence (Raven ¿Gallo, In press). 

It is often the case that a person must evaluate his abilities in order to 
predict how well he will do on a task, or to set some level of aspiration. If he 
has no prior experience on a task which could serve as a frame of reference, his 
judgment of himself will be uncertain and will fluctuate. In this event, know¬ 
ledge of the abilities of others may serve as a frame of reference. In a class 
in introductory psychology, students who were asked to predict their scores on the 
first examination were very Inaccurate. When students In a similar class were 
told that the average male pre-medical student had answered 50 Items correctly, 
accuracy of prediction increased dramatleally. The referent group offered a point 
on a yardstick against which students could predict their own position (Raven £ 
Flshbein, in press). 

Legitimate influence. There is considerable evidence to indicate that there 
are broad, general, norms about the behaviors, beliefs, opinions, and attitudes 
that are appropriate or proper In a given situation. Whether such determinations 
come from tradition, from internalized values, or from present expectations of 
others, each person carries with him a set of prescriptions which have the nature 
of "oughtness." Each person carries similar prescriptions which he applies to 
others. This dimension of evaluation could be called "legitimacy"—some behaviors 
are seen as legitimate, some as non-legitimate. Legitimate behaviors may differ 
according to a person's position In a social structure. In the family, there are 
some behaviors which are appropriate for the father, some for mother, and some for 
the older and younger child. Included In these "role prescriptions" is the ex¬ 
pectation that a person in one position may legitimately determine behaviors or 
beliefs of one in another position, and the requirement that the latter obey the 
former. Legitimate Influence then is based on the influencée*s acceptance of a re¬ 
lationship In the power structure such that the agent Is permitted or obliged to 
prescribe behaviors for him and the Influencée Is legitimately required to accept 
such influence (cf. Weber, 1$':7; Goldhammer £ Shlls, I93S). 

It has been demonstrated that members may accept a group as an agent that leg¬ 
itimizes the power of a supervisor (Raven £ French, ISS8). Other studies have in¬ 
dicated that a subject in an experiment accepts a structural relationship with the 
experimenter which gives the latter very great legitimate power over the subject— 
the ability to influence him to do a meaningless task for long hours (Orne, lSo2) 
or to go counter to basic values of Interpersonal behavior by giving supposedly 
oii’nful or even harmful shocks to anothersubject (Hilgram, 1963). It may be re- 
ceiled that former officials of Nazi extermination camps Insitted that they had to 
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cowiit their cruel deeds because legitimate power figures ordered them to do so. 

Heaative Influence 

Thusfar we have discussed influence mainly in terms of changes of the influ¬ 
encée which are In the direction of the wishes of the agent, or changes which make 
the influencée more similar to the agent. However, some Instances of influence 
are negative; changes occur which are opposed to the intentions of the agent or 
which Increase the discrepancy between the influencée and the agent. We heve al¬ 
ready alluded to negative referent influence--where the influencée does not see 
himself as a member of a social unit or tends to disassociate himself from the 
agent. The ’'beatniks" or "Bohemians" may claim to be unconcerned about the norms 
of society as a whole, desiring to be non-conformists. Out they strive to behave, 
look, and dress differently because society serves as a very powerful negative 
referent for them. Parents may sometimes use other children as negative referents 
for their own: "Don't shout like that. Do you wont to be like Johnny?" Negative 
expert influence might account for the "boomerang effect." A film designed to 
create a more favorable attitude toward Britain during World War II actually led 
many of Its viewers to become more negative. Suspicion that the communicator was 
attempting to influence the viewers in a direction not necessarily in their own 
best interests led to negative expert influence which was greater than the positive 
informational inf luence. (Hovland, lumsdalne, t Sheffield, 19^9). Negative les.itj- 
maev also operate in certain rare cases, such as those involving prisoners of war 
who define the role structure as demanding that they do the opposite Of whatever 
the captor requests. Neoative Informational Influences may occur when the agent 
inadvertantly calls the attention of the influencée to factors which lead him to 
aiverge from the agent. Coercion and reward may also produce negative effects, 
but generally by affecting one of the other sources, as will be indicated later. 

Secondary Influence 

A little boy, seeing for the first time a bowl of porridge which appears un¬ 
appetizing, may teke his first spoonful only because his mother threatens him with 
punishment if he does not do so. If the boy finds that the taste is indeed qu te 
pleasing, behavior resulting from coercion has led to new cognitions, and the ini¬ 
tially public-dependent change has become Independent. Similar secondary changes 
have occurred In the case of restauranteurs who first served members of minority 
groups after the passage of a non-discrimination law (coercion or legitimacy) and 
subsequently found that their anticipated loss of business did not materialize. 
College students, in an experiment, found themselves holding opinions with respect 
to a juvenile delinquency case which were sharply at variarce with those of their 
fellòw group members. Change was especially likely when students were asked to 
write descriptions of the case for other group members, even though there was no 
necessity for them to state their opinions. The change was particularly great 
when there was a posslbiolty that the student might be rejected from the group for 
holding contrary opinions. The point of interest here is the evidence that stu¬ 
dents In writing about the case were likely to emphasize the information from the 
case which supported the group's point of view (coercive influence) and later to 
change their private opinions to bring them into line with the content which they 

had communicated (Raven, 1959)« 
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Festinger suggests that results such as those obtained above might also occur 
as a consequence of dissonance reductlon--òne experiences dissonance If one behaves 
in a manner which is Inconsistent with one's cognitions, and one can reduce disson¬ 
ance by changing one's cognitions. This would occur, however, only when coercion 
and reward are not very great, but great enough to produce public-dependent change. 
When rewards or coercion are very great they may provide sufficient justification 
for compliance without dissonance, and no secondary change will result (Festinger, 
1957). 

The exercise of one type of power may have a secondary influence upon another 
type of power. A supervisor who used coercive power to Influence his workers to 
change their rate of production will obtain public-dependent influence, but the 
workers will personally reject the supervisor, and negative referent Influence 
may operate on their private opinions regarding rate of production. This negative 
change is likely to show Itself when the supervisor is away and cannot ascertain 
the extent of conformity (Raven & French, 195C). 

Finally, secondary influence can sometimes be obtained by changing the percep¬ 
tions of the power source. During World War II, a series of studies were conducted 
on changing food habits. It was found that housewives could not be Influenced to 
buy sweatbreads and other unpopular meats through the Informational or expert in¬ 
fluence of a lecturer. However, groups of housewives, encouraged to discuss the 
problems of the meat shortage, and agreeing as a group to buy these meats, could 
influence the food habits of individual members--powerful referent Influence was 
operative (lewin, 19^2). Similar results were obtained In studies of group decision 
in industrial settings (Ccch t French, 19^C). 

Manipulât ion 

The term manipulation is generally used to refer to social influence wherein 
the intentions of the agent are hidden from the Influence. In this sense, it 
might be considered a form of secondary influence. One may imagine a po)itical cam¬ 
paign worker, probably apocryphal, who deliberately makes himself extremely ob¬ 
noxious at a bar, then leaves, advising the others to "Vote for Blotz," the oppo¬ 
sing candidate. This person has established himself as a negative referent, hoping 
thereby to influence others to behave in a manner opposite from that which they 
believe is his preference. Sometimes a cynical group leader may skillfully guide 
group discussion toward a decision which appears to come from the group, but which 
he has selected beforehand. The result is referent influence from the group on in¬ 
dividual members, but this effect stems secondarily from the Influence of the 
leader on the group. Manipulation runs counter to basic societal values and when 
it Is discovered by the influencée it is likely to establish the manipulator as a 
person with very strong negative referent power. Consequently, when manipulation 
is apparent It is likely to have an effect which is opposite to that intended by the 
manipulator. 

Compar i son of_ Sources of Soc ial Influence 

Several investigations have examined two or more sources of power with the 
aim of comparing their stability, dependence upon observability, effect on percep¬ 
tions of the influencing agent, or effects on other sources. We illustrate wich 
three examples: 



Reward-Coercion. Exoertness. and Reference. These sources oí social influ¬ 
ence were compared in cn ingenious experiment by Keimen (lS5w. The study grew 
out of a somewhat different theory of social influence, but the variables are 
clearly similar to those which have been discussed above. The subjects, freshmen 
in an all-Negro college, were presented with a tape- ecorded communication which 
advocated a position at variance with their own: the communication asserted that 
some all-Negro colleges should remain segregated even after all other universities 
have been integrated. Different groups of subjects heard the same communication, 
but it was attributed to different communicators. In a condition which combined 
reward and coercive power, the communicator was identified as a very powerful 
president of a Foundation for Negro Colleges, who could be expected to support 
the college and students who agreed with him and effectively to punish those who 
disagreed with him. In this condition, student's attitudes changed in the dir¬ 
ection of the coirwnunicator, but only when the students were informed that their 
responses on the questionnaire would be seen by him--public dependent influence 
had resulted. Other students heard the same communication, this time attributed 
to a referent power—a Senior and president of the student council in a leading 
Negro university who was also said to represent the opinions of most Negro college 
students. Referent influence led to change whic;i was equally great regardless of 
whether questionnaire responses would be seen by the agent. However, the effects 
of the referent influence were unstable and did not appear on questionnaires ad¬ 
ministered several weeks later. In an expert power conoition, the communicator 
was Introduced as a professor of history, with considerable knowledge about min¬ 
ority groups and the Negro community. In that condition, influence was great re¬ 
gardless of whether observability was present, and it continued at a high level 
for several weeks thereafter. 

Lealtimacv and Coercion. Female subjects in this experiment were presented 
with the task of cutting patterns out of cardboards. Since they needed a super¬ 
visor It was decided that they should elect one. The election served to give 
legitimate power to the supe-visor, a fact wh»ch was clearly evidenced by respon¬ 
ses to questionnaires. In some conditions, for reasons which were unclear to the 
subjects, ';he elected supervisor was replaced by one of the other subjects. In 
accordance with Instructions communicated privately by the experimenter, the su¬ 
pervisor told all laubjects to cut more slowly and more accurately, a change which 
would have the effect of reducinc the workers' pay. For half the subjects this 
request Involved a coercive influence attempt because It was accompanied by a 
threat of a fine for noncompliance. Both coercion and legitimacy led to increased 
conformity to the supervisor as evidenced by the number of pieces cut. However, 
legitimacy produced private as well as public compliance; coercion led to confor¬ 
mity only in behavior which was observable to the agent. With coercion, there was 
a discrepancy between what the "worker" did and what she felt she should do, ac¬ 
companied by a show of hostility. There was also greater ^traction to the legi¬ 
timate supervisor than to the coercive supervisor (Raven & French, 195W. Addi¬ 
tional research indicates that coercion may not lead to personal rejection of tnc 
supervisor provided the worker sees coercion as part of the legitimate role of the 
supervisor (French, Morrison, &Levinger, 1S60). 

Exoertness and Reference. Subjects participating in groups of four attempted 
to "receive" extra-sensory images which, presumably, were being sent by a "sender" 
in another room. They were to indicate whether or not they had received the im- 
auc by pressing an appropriate key. Subjects were more likely to report receiving 
ESP images when they had been led to believe that the other members in their group 
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had reported recept.on, as cohered to a control condition In they ~r. given 
no Information about the responses of their co-p.rtlclp.nU. Fu t ext;a.seo5ory 
former condition «re more ikely to^.lUve^^the^^^ descrIptlons of the 

perception, even to the extent o g * there was no "sender" involved at 

.mages subject’were given {^^[^^^^ed'to^he1” 

been tested and found to have very keen perceptual ability; so«e were ,edJ;° ^',cvc 
♦h!t the other three were only slightly more perceptive than the average college 

tie¿eainPESP if the reported reception was made by co-participants with high percep¬ 
tual ability However referent influence should operate on reported recep^Jon, an 
subjectswerè m^sHiUly to use the "slightly above average" 
for comparison. When co-participants were expert ^n- 
firsn the subjects to believe more strongly in ESP, but the subjectf were u co 
cernec^about their Inability to see what the co-participant saw and they were not so 
likelv to report reception. V/hen the co-participants were average students, tne 
1 hîlïtswlrrior^ inclined to report reception like that of their associates, but 
subjects were not so likely to increase their belief in ESP (Raven, Hansson, & 

Anthony, 1S62). 

y/hjch type of sociai influence j.s most effective? 

In a typical Influence situation several different sources of power may be op¬ 
erating Moreover, the influencing agent often may choose from among rival sources. 
Th» rfnrtor mav stress his legitimate role as doctor and stress the fact that a 
p-tient must obey his doctor; he may try to speak his patient's language and deve- 
ZTfrZX relationship with his patient which will give him referent power; iv 

^ »mr.h-.ciT» his tralnino and line his office with medical books, journals, and 
diplomas in order to establish his expert power; he may use approval and disapproval 
« nirtÜn^ rlZrô lnô personal coercion, or threaten the patient with loss of med¬ 
ical compensation; or he may carefully explain to the P“1*"1 th,® !nf 
ness and the reason for the prescribed exercises or medication (Informalloml inf 
enre) The question arises as to which source of influence is most ., 

The agent will want to be certain that his chosen source °í .»Tf 
domvn The doctor will not attempt to exert expert Influence if his ^ 
pcr.i t¿ be another doctor whose training Is equivalent to his own. In that event, 

hC h*PrWateU*inf Iùence'would°seem^to^be'less ZTtVy that publlc-dep.nd.nl: infiuence 

a*V f?Vnures in history having assumed political power by force, go to great len- 
“o Âih thelr^Iég11imacy by car.ruiiy tracing their rega, lineage or by 

^"^Informational*Inflùencè appears to be the most stable, and It fits conveniently 
moHprn dev value system regarding individual freedom of choice. For t 

'«1onUit™« received considerable stress In modern educational circles. However. 



Informational Influence may not be feasible until the Influencée has acquired an 
appropriate body of knowledge. In the early stages of a calculus course it may be 
necessary for the teacher to use expert power, asking the students to memorize cer¬ 
tain formulae on the basis of the teacher's superior knowledge. An understanding 
of the bases for these formulae may not come until much later. Military officers, 
realizing that the press of battle might lead to catastrophe If soldiers were to 
expect a complete explanation of every order, go to great lengths to establish an 
expectation of legitimate power over Informational ("Ours is not to reason why. . 
."), and keep coercive power in the background just in case. 

Coercive power and manipulation both run sharply counter to our value system, 
yet change is crucial, as is probably the case with respect to civil rights, and 
where all other sources have proven ineffective, there may be no alternative. In 
these cases it is well to remember that if we also wish to obtain secondary inde¬ 
pendent change, we should Utilize a degree of coercion which is just sufficient to 
bring about compliance. A "just sufficient" level of coercion is likely to create 
dissonance after compliance, and to induce subsequent change in attitude (Festin- 
gcr, 1957). 

Personality and cultural factors also help to determine the effectiveness of 
the source of influence. For example, persons with a high need for affiliation 
are especially susceptible to referent influence and personal reward (Decker & 
Carroll, 1962). There is also evidence that the power preferences of parents are 
adopted by their children (Müssen fr Kagan, 1950). A cross-cultural experiment has 
suggested that Norwegian college students are more susceptible to several forms of 
social influence than are their French contemporaries (Mligram, 1S61). 

In a study in a large public mental hospital, members of the nursing service 
were presented with a problem regarding a patient who habitually slept during the 
day and disturbed the ward at night. They were asked to indicate the method they 
would employ to alter this habit. Most reported that they would use informational 
influence ("explain the reasons for changing the patient's sleeping habits"). The 
next most popular choice was "benevolent manipulation"--"Figure out some ways to 
keep him busy during the day so he will want to sleep at night." Few considered 
the use of legitimate power, reward power, or coercion. Coercion was considered 
to Involve the most effort. Benevolent manipulation was considered most effective, 
but rated as Involving too much work and trouble (Rosenberg & Pearl in, 1962). 
* . • Clearly more research Is needed regarding power preferences in varying situ¬ 
ations and cultures, and particularly on the conditions under which one type of 
power will be more effective than another, 

• 

Summary 

We have examined six types of social power, classified according to their sour¬ 
ces. Informational influence, arising from the content of a communication, becomes 
independent of the influencing agen*-, but depends upon cognitive changes in the in¬ 
fluence. Coercion and reward lead to influence which is continually dependent upon 
the agent, and specifically dependent upon his ability to monitor the influencées 
responses. Expertness, reference, and legitimacy result in influence which is also 
dependent upon the agent, but the agent need not excercise continuous surveillance 
over the influencée. 

Power was defined as potential influence. Influence may be positive or nega¬ 
tive, depending upon whether its effects are congruent or opposite to the intentions 
of the influencing agent. Secondary influences may occur when the exercise of one 
type of influence creates the conditions which permit another type of influence to 
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operate. This Is especially likely to happen when the first influence attempts 
lead the influencée to experience dissonance or to alter his perceptions. Mani¬ 
pulation may be viewed as a special case of secondary influence In which the agent's 
intentions are disguised and he achieves his end by creating perceptions or atti¬ 
tudes which gave him a new basis for power. 

Several sources of power may be operating simultaneously, or an agent may 
have a choice of sources. Existing evidence does not permit us to make very many 
confident statements about the relative effects of various sources, but the studies 
cited In this article indicate that this problem is one which can be subjected to 
careful research. Future investigations should reveal many relationships which 
are of importance to an understanding of social behavior. 
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