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Changes in work and family roles as more women are

entering the work force prompt a re-examination of how

couples make work and family decisions. Research confirms

that influence is an important component of the decision-

making process. Because of the recent changes in women's

paid work roles, women may now use more influence strategies

than when they were not in the paid work force in such large

numbers. From a family decision-making perspective,

investigations of the different influence strategies used in

making work and family decisions have not occurred in past

research. The purpose of this study was to investigate how

couples make work and family decisions, examining the impact

of gender role traditionality and influence strategies used



in decision making. In addition, the association between

influence strategies with marital satisfaction was

investigated.

The sample of this study consisted of 61 couples who

had made a work and family decision in the past 6 months. A

mail questionnaire was developed assessing the husbands' and

wives' use of different influence strategies from Spiro

(1983), their gender role traditionality, their satisfaction

of the outcome of the decision, and marital satisfaction.

The first research question addressed gender role

traditionality and influence strategies. Pearson's

correlations indicate that traditional wives were more

likely to use reward\referent influence than nontraditional

wives and that traditional husbands were more likely to use

legitimate influence than nontraditional husbands. Also,

the connection between gender role traditionality, influence

strategies, and decision making satisfaction was

investigated. Using hierarchial regression, decision

outcome satisfaction accounted for 24 percent of the

variance in wives' marital satisfaction. Furthermore,

prediction of wives' marital satisfaction was improved 16

percent with the inclusion of influence strategies and

gender role ideology to the model. Results for wives found

their marital satisfaction to be greater if they used less

emotional and legitimate influence but more reward\referent

and impression management influences.

A similar model was attempted on husband's marital



satisfaction with decision making satisfaction, influence

strategies, and gender role traditionality. This model

accounted for 8 percent of the variance.

These findings suggest that a relationship exists

between gender role traditionality and the use of different

influence strategies for both husbands and wives. For

wives, decision making satisfaction, the use of different

influence strategies, and gender role ideology all had an

effect on their marital satisfaction.
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INFLUENCE STRATEGIES USED DURING WORK AND FAMILY DECISIONS:
THEIR CONNECTION TO DECISION AND MARITAL SATISFACTION

CHAPTER ONE

INTRODUCTION

Research on family-decision making is abundant in the

consumer and marketing literature. Purchasing decisions for

automobiles (Burns & Brandbois, 1977; Davis, 1970),

household durables such as dishwashers, refrigerators,

furniture, televisions, etc. (Davis, 1970; Strober &

Weinberg, 1977), and homes (Hempel, 1975; Park, 1982;

Silver, 1988) have been studied. Little research connects

aspects of family relationships to how families make

decisions, however.

It is important to look at how families make decisions,

rather than simply who made the decision or what the final

outcome was (Davis, 1976; Qualls, 1987). How families make

decisions can be partially determined by whoever employs the

largest degree of power. Power can be gauged by a person's

ability to achieve ends through influence (Huston, 1983) and

by the successful accomplishment or resistance of changes

(Scanzoni & Szinovacz, 1980). Any sort of decision will

presumably be based on the power of marital partners and the

particular influence they attempt to exert on each other as

the decision is faced.
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In the field of family studies, marital and family

decisions have been conceived as stemming from resources

from which marital partners draw on in efforts to exert

power (Blood & Wolfe, 1960; Foa & Foa, 1980; Safilios-

Rothschild, 1976; Scanzoni & Szinovasz, 1980). These

authors suggested that the power an individual has is

directly related to the resources the person controls.

According to this perspective, the more resources one has,

the more power one has (French & Raven, 1959; Kranichfeld,

1988).

Attention has been focused on the more typical male

resources such as income, status, and education that are

generated outside the family and that are the basis for

stratification in the larger society (Safilios-Rothschild,

1976). These can be considered to be part of the macro

level of power, generated outside the family (Kranichfeld,

1988). Kranichfeld (1988), however, challenges the existing

view that typically masculine resources define power. She

states that recent changes in women's roles and in the value

ascribed to these roles necessitates a re-examination of the

resources marital partners bring to the relationship.

Women's power derives from skills in relating to and

fostering the development of others (Kranichfeld, 1980).

From this micro level within the family, power is seen to

evolve from the unique position women hold in caring for

family members from birth through death. If power is
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defined as the ability to change the behavior of others,

with influence being one means to do so, then power is at

the core of much of what women do. In Kranichfeld's (1988)

view, they have the capability to shape whole generations of

families.

From this perspective, then, even traditional women may

hold a great amount of power in the family. If equal value

is placed on both male and female roles, whether these roles

be traditional or nontraditional, power in the family may be

more equally distributed and thus be evident through the

influence strategies marital partners use in making

decisions. How spouses use influence as they make decisions

may relate to how satisfied they are with their decisions

and ultimately to the quality of their marriages.

Purpose of Study

Changes in work and family roles prompt a re-examina

tion of how couples make decisions. The purpose of this

study was to examine the impact of influence strategies and

gender role traditionality in decision making around work

and family roles. The association between influence

strategies and satisfaction with decision and marital

satisfaction was also investigated.
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CHAPTER TWO

REVIEW OF LITERATURE

The present investigation focused on how families make

work and family decisions. In order to understand this

topic, literature from several areas of study was reviewed.

First, a review of the recent changes in work and family

roles is presented and then sex role traditionality is

described. Next, power and influence used in decision

making is reviewed. Lastly, perceived satisfaction with the

decision outcome as well as marital satisfaction is

discussed.

Changes in Work and Family Roles

Modern women have always contributed to the support of

their families through unpaid household work and other home-

based activities such as taking in boarders or doing sewing

or laundry at home (Piotrkowski & Repetti, 1984). What is a

relatively new phenomenon is the widespread emergence of two

physically separated and socially distinct work roles for

women: one inside the home and one outside (Piotrkowski &

Repetti, 1984; Smith, 1979).

The expectation that the husband should be the sole

economic provider has been short-lived (Bernard, 1981; Hood,

1986). This structure of the traditional American family,
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in which the husband-father is the provider and the wife-

mother the housewife, lasted from about 1830 to 1980, when

the U.S. Census no longer automatically denominated the male

as head of the household (Bernard, 1981).

Since the 1950's, the pace of women entering the work

force has risen dramatically (Hochschild, 1989; U.S.

Department of Labor, 1980). In 1950, 30 percent of American

women were in the labor force (Gerson, 1985; Hochschild,

1989) while slightly more than half of all American women

were in the labor force in 1980 (Hochschild, 1989; Nock &

Kingston, 1984; U.S. Department of Labor, 1980). It has

been predicted that by 1990, approximately 70 percent of all

working age women will be employed or looking for a job

(Masnick & Bane, 1980; Smith, 1979).

For the first time in American history, more women are

in the paid work force than out of it, and this trend is not

likely to be reversed (Cherlin, 1981; Gerson, 1985; Nock &

Kingston, 1984). More favorable attitudes toward working

women is just one of the many reasons why maternal

employment has hit an all-time high (Lamb, 1982). Other

reasons women choose to work are that society has encouraged

them to pursue careers and educational goals (Belsky,

Lerner, & Spanier, 1984). Reduced family size, (Lamb, 1982;

Gerson, 1985), maintaining a certain level of standard of

living, and labor saving appliances that make homemaking

less time consuming also contribute to the increase in
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maternal employment (Belsky, Lerner, & Spanier, 1984).

Because families today normally have fewer children than

families did in past years (Lamb, 1982), the amount of

energy required today to raise children is lessened

considerably (Gerson, 1985; Lamb, 1982). Despite the

proliferation of studies on women's employment, relatively

little is known about the ways women's paid work lives may

influence the quality of family relationships (Nock &

Kingston, 1984; Piotrkowski & Crits-Christoph, 1982). An

eight-year longitudinal study of ten two-earner couples,

however, found that the struggle of finding enough time and

energy for jobs and family roles can have a negative impact

on the marital relationship (Hochschild, 1989). The issue

of who will do the tasks of the traditional female role has

potential for causing conflict and tension between the

marital partners if both partners are not willing to do

their share (Hochschild, 1989).

Many families today are forced to make critical

decisions regarding their work and family life (Gerson,

1985; Hochschild, 1989). Although complex choices about

work and family life are made from an overwhelming

proportion of American families, little research has been

done on how families make these decisions.

One qualitative study of in-depth interviews of women

did, however, investigate how women make decisions on how to

balance the rewards and punishments of both motherhood and
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work (Gerson, 1985). This study found that women's

decisions for or against motherhood and for or against

committed work ties develop out of a dynamic, negotiated

process whereby women confront and respond to constraints

and opportunities, often unanticipated, encountered over the

course of their lives. The decision made depends on how

women define and perceive their situations as well as the

objective circumstances that surround these perceptions.

For example, a women who is very work committed may suddenly

get laid off, decide to have a baby, and realize that full-

time motherhood gives her her greatest satisfaction in life.

Or the reverse scenario may happen. A women who wishes to

devote her time to staying home with the children may, out

of economic reasons (divorce, her husband gets laid off,

etc.) be forced to enter the paid workforce and find that

she is greatly rewarded at work and would no longer stay at

home full-time even if given the opportunity to do so.

What Gerson (1985), and many other studies, failed to

do was to look at decision making from a family perspective.

Indeed, the interpretation was that such decisions were

women's "hard choices" alone, not the family's choice. In

the past, research studies on decision-making tended to rely

on only one respondent, the wife (Blood & Wolfe, 1960;

Cunningham & Green, 1974; Davis, 1970, 1971; Green &

Cunningham, 1975; Safilios-Rothschild, 1969). One

explanation for continued reliance on a sole respondent is
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the tendency to replicate research methods and designs used

in major landmark studies such as that done by Blood and

Wolfe in 1960 (Bokemeier & Monroe, 1983). A second reason

is that collection and analysis of data from more than one

family member significantly increases the cost and

complexity of a study (Bokemeier & Monroe, 1983).

Research makes it clear, however, that data about

family decisions must be obtained from both spouses

(Bokemeier & Monroe, 1983; Scanzoni, 1977). Researchers

question the validity and reliability of measures relying on

only one family member, since substantial discrepancies in a

husband and wife's perceptions are found when their

responses are compared (Davis, 1971; McDonald, 1980; Quarm,

1981; Scanzoni, 1965; Spiro, 1983). Because individuals

enter marriages and families with unique histories and make

distinctive interpretations of ongoing events, however, a

certain level of husband-wife response inconsistency is to

be expected (Bokemeier & Monroe, 1983).

From past research, then, it is clear that responses

from both the husband and the wife need to be considered in

family decision-making studies. Work and family decisions

that need to be made as a result of the increase in women's

employment need to be investigated from a family perspective

by questioning both marital partners. While past research

has examined family decision making, there have not been any

studies to date that have considered the different styles of
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influence couples use in making work and family decisions.

Of particular interest would be the extent to which

changes in women's paid work may have changed how families

make decisions regarding work and family life. Resource

theory would suggest that as women earn more money, they

would exert more influence in family decisions (Blood &

Wolf, 1960; Foa & Foa, 1980; Safilios-Rothschild, 1976;

Scanzoni & Szinovasz, 1980). The new conceptualization of

resource theory, however, would not suggest that full-time

homakers have any less influence than employed women

(Kranichfeld, 1988). The current period in American history

may be unique in that decisions surrounding whether or not

the woman\wife\mother works are faced by more Americans.

Furthermore, the possibility of women's participation in the

work force may make all sorts of work decisions more

complex.

The potential for two individuals to participate in

paid work opens opportunities, but presents more areas of

decisions to be made. Decisions that a couple may encounter

are numerous. If the wife does work outside of the home,

should she work part-time or full-time? Should the husband

take on a second part-time job to help make financial ends

meet? Should the family move because of a job offer that

either the husband or wife receives? Should the mother

discontinue paid work or reduce work hours if there are

small children in the household? If the wife has the higher
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paying job and both agree that one parent should be at home

with the children, should the husband be the one to stay at

home?

How a family makes a decision may well depend upon the

value of the resources, broadly conceived, that marital

partners bring to the relationship (Kranichfeld, 1988). If

both male and female roles are held in high esteem, both

partners may have an equal amount of power and influence

during the process of making a decision. If this is indeed

the case, then any possible decision outcome would have an

equal chance of succeeding, even if it ventured astray from

the traditional sex roles in the family. Whether or not a

family holds traditional values is expected to make a

difference in how the work and family decision is made as

well as the outcome of the decision.

Gender Role Traditionalit'

Many researchers have studied gender-roles, but a

common definition has not yet been established (Qualls,

1984). One conceptualization is based on sexual gender

(Neilson, 1978). This approach holds that males have a

dominant position in society while females hold a

subordinate position.

Division of labor has also been utilized as defining a

person's gender role. Roles are perceived to fall somewhere

on an equality-inequality continuum (Meier, 1972). The
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belief that a woman should not work outside the home falls

on the inequality end of the continuum. Gender role

equality occurs when women are accepted in the paid work

force.

The third conceptualization is the one that will be

used for this study. Gender role orientation will be

utilized as an all-encompassing term that includes gender-

role attitudes, values, opinions, cultural beliefs, and

behavioral standards that are based on sexual gender and

division of labor practices (Qualls, 1984). The gender-role

orientation held by an individual provides for the dynamic

underlying pattern of family decision-making processes

(Qualls, 1984).

A gender-role typology built on this theme is based on

a continuum categorizing an individual's gender-role

orientation (Qualls, 1982; Tomeh, 1978). On one end of the

continuum are gender-role traditionalists. These

individuals exhibit attitudes and behaviors consistent with

past conceptions of the male-provider role and female-

household role (Holter, 1970; Qualls, 1982). The husband

takes a dominant role in family decisions behavior while the

wife takes a more submissive role (Qualls, 1984). On the

other end of the continuum are gender-role moderns.

Nontraditional family members are more egalitarian in their

role behaviors and perception. Couples tend to share

responsibility and task performance (Qualls, 1982). Of
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course all couples are not all one type or the other. They

may fall anywhere along the continuum. Furthermore, their

partners may be at different ends than they are. Current

evidence shows that women peceive themselves to be located

more toward the modern end of the continuum than men

(Scanzoni & Szinovacz, 1980).

Traditional gender roles tend to make family decision-

making regarding work and family issues quite simple or

unnecessary altogether. What men and women are supposed to

do and not supposed to do is very clear (Scanzoni &

Szinovacz, 1980). For example, in a very traditional family

no decision needs to be made about whether or not the wife

will work outside the home. It is automatically assumed

that she will not be involved in the paid work force.

Traditional patterns of influence are changing,

however. There has recently been a significant shift in

gender role norms (Buss & Schaninger, 1984; Scanzoni & Fox,

1980; Schaninger, Buss & Grover, 1982). The traditional

beliefs of the roles men and women should employ affect how

individuals act during the decision-making process (Scanzoni

& Szinovacz, 1980). In a self-report survey on the effect

of gender roles in family decision influence, couples

reported that for those areas traditionally handled

independently by the wife (i.e. food and beverages,

clothing, gifts, etc.), gender-role modern families showed

less wife and more joint and husband influence than
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traditional gender-role families. For those areas

traditionally dominated by the husband (i.e. savings plans,

transportation, etc.), less husband but more joint and wife

influence was shown in gender-role modern families than

traditional gender-role families. Overall, gender-role

modern families displayed less husband, and more joint and

wife influence (Schaninger, Buss, & Grover, 1982). Spouses

may have shared power where areas of life are jointly

managed (Galvin & Brommel, 1986). According to Wolfe

(1959), there are four power types: husband-dominant, wife-

dominant, syncratic, and autonomic. In husband- or wife-

dominanted families, major areas of activity are influenced

by the dominant one. Dominance by one spouse permeates all

areas of family power: power bases or resources, power

processes, and power outcomes. While one spouse

demonstrates control of power in the family, the other

accepts such control (Galvin & Brommel, 1986).

Syncratic or autonomic structures occur in families

where power is more equally divided (Herbst, 1952). In the

autonomic power structure, the couple divides authority

(i.e. the husband and wife have relatively equal authority

but in different areas). Each spouse is responsible for

specific matters that usually coincide closely with role

expectations. Marital partners in a syncratic relationship

each have a strong voice in all important areas. Authority

is shared and there is joint decision making in all areas
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(Galvin & Brommel, 1986).

As gender roles in a family change from traditional to

modern, what the sexes are supposed to do is obscured.

Decision making now becomes essential (Scanzoni, 1977;

Scanzoni & Szinovacz, 1980). Joint influence and wife

influence seem to increase as more options become available

regarding work and family decisions and as these decisions

become more complex. As more value is placed on the

traditional female role and the resources that she brings

into the relationship, influence and power in the marriage

will be more equally balanced (Kranichfeld, 1988).

Power and Influence Used in Decision Making

Because power and influence are important in the

decision-making process but neglected in the literature,

this study will attempt to look at power involved during the

process of work and family decisions. It will also look at

influence used in the decision-making process because of its

close association to power.

Power is the capacity to influence another

intentionally in the pursuit of specific goals (Huston,

1983; Madden, 1987; Scanzoni & Svinovacz, 1980). Influence

is a more descriptive term (Huston, 1983). It refers to

instances in which events initiated by one partner are

causally connected to events of the other. For example, a

wife may want to pursue a career in advertising. Her
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husband may make comments or suggestions to discourage her

from doing so by saying things such as "Do you really want

to uproot our family since there is no chance of having an

advertising career in the town we currently live in?" He

may not say directly that he does not want her to pursue her

advertising career, but he may give subtle hints to

discourage her from doing so. The action the wife then

takes may depend on these "hints" she gets from her husband.

We can see the chain reaction each person has on the other

by looking at the various attempts at influence used by

each.

The literature reflects disagreement on the

conceptualization of power. McDonald (1980) suggests that

the best conceptualization of power is the one developed by

Cromwell and Olson (1975) which indicate that three distinct

domains make up the dimensions of power: power bases, power

processes, and power outcomes.

Power bases refer to sources of power that an

individual has access to, controls, or brings into the

relationship, such as possessions and abilities. The

strength of each source comes from the perceived value which

others attribute to it. For example, if a woman wants to

pursue her college education but doesn't have the money to

pay for it, her husband, or anyone else who does have the

money to pay for it, has some degree of power over her. The

greater the value she places on obtaining a college degree,
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the more power her husband (or others who could pay for it)

have over her.

Power bases also include the various resources each

marital partner brings to the relationship and the value

assigned to them (Huston, 1983; Kranichfeld, 1988).

Unbalanced power results if both partners value the type of

resources that one partner has more than the resources of

the other partner. Power will be more equally balanced if

the resources that both partners bring into the relationship

are equally valued (Kranichfeld, 1988).

The concept of power processes refers to the

interactional techniques that individuals exercise in their

attempts to gain control in the decision-making process

(McDonald, 1980). This includes the actual process of

making a decision. It is the actual back-and-forth

interaction between the partners. Influence, an important

aspect of power processes, will be covered more closely in

the following section.

Power outcomes are the results of decision-making

processes. Who makes the final decision (McDonald, 1980)

and whether this will influence the context of future

decision-making processes are also part of this domain.

Partners may make final decisions which allow their spouses

to get their own way. In the above example, the husband may

make the final decision to support his wife through college

to appease her, although he would much rather have her work
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full-time outside the home. In this case, the outcome was

in accord with the wife's wish, yet the husband exerted

actual decision-making power.

Power has also been conceptualized as successfully

accomplishing or resisting changes (Scanzoni & Szinovacz,

1980) and as one's ability to influence another person

(French & Raven, 1959; Huston, 1983; Madden, 1987; Seymour,

1984). It is this last concept of power the ability to

influence another person during the decision-making process

- that will be the focus of this study. In the above

example, the influence strategy the wife exerted to obtain

her desired work and family decision outcome (to go to

college) would be of interest, even though she did not make

the final decision.

Much of the past research on decision making focused on

the sources of power (power bases) and who made the decision

or what the final outcome was (power outcomes). Little

attention has been given to how (power processes) couples

make decisions (Davis, 1976; Hill & Scanzoni, 1982; Qualls,

1987). Several studies have suggested that a traditional

family life style and ideology are important determinants of

the spouse's degree of power and influence in family

decisions. Kenkel (1963) found that the degree of influence

in family decision-making was related to the traditional

lifestyle the family possesses. Davis (1976) suggests that

a traditional family ideology determines large differences
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in authority between the husband and wife. Spiro (1983)

also determined that traditionality had an effect on the way

husbands and wives use influence.

Influence Strategies

During the period when a joint decision, such as a work

and family decision, is being made, various alternatives are

considered (Spiro, 1983). Each spouse will often attempt to

influence the other toward his or her desired outcome

(Huston, 1983). A spouse can use a variety of influence

strategies. The strategies used will depend on the person's

own characteristics, the characteristics of the individual

trying to be influenced (Perreault & Miles, 1978; Spiro,

1983) and the importance of the decision to the individual.

The other partner may respond by using yet another strategy

or set of strategies (Spiro, 1983).

Hallenbeck (1966) proposed that the paradigm of power

and influence by French and Raven (1959) could be used as a

conceptual base for studying influence in family decision

making. Other types of influence that appear to be

pertinent to family decision-making have also been studied.

Perreault and Miles (1978) looked at impression management

activities, which include premeditated persuasive attempts

to enhance one's influence. Compromise was another

influence strategy considered by Davis (1976) while

Safilios-Rothschild (1969) examined some of the more
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emotion-laden influence attempts, such as pouting and

crying.

Spiro (1983) analyzed different types of possible

influence strategies with 20 couples to determine which were

used most often by marital partners while making joint

decisions for major durable purchases. Based on these

interviews and the influence literature, she found six

different influence strategies that were most commonly used.

Expertise influence, defined as one spouse's enumeration of

specific information concerning the various alternatives,

was not adopted for this study. This influence strategy

does not pertain as well to work and family decision making

as it does to major durable purchase decision making. Also,

inter-item reliability for this influence strategy was low

(.63) in comparison to the other influence strategies most

commonly used (R.L. Spiro, personal communication, December

7, 1989). The five remaining influence strategies that were

utilized for this study are as follows:

Legitimate Influence. This influence deals with role

expectations (Spiro, 1983) and one person's perception

that their spouse has a legitimate right to prescribe

behavior to the other. (French & Raven, 1959; Huston,

1983). The spouse's influence is based on the shared

belief that the spouse should make the decision in

question because that person is the "wife"/"husband."

For example, a husband might argue that he should make
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a particular decision because he is the "man of the

house."

Bargaining. This is an attempt by one spouse to make an

autonomous decision rather than a shared decision in

return for some favor granted to the other spouse

(Spiro, 1983). Davis (1976) points out that bargaining

may involve longer-term considerations. A husband may

have it "his way" now if his wife gets it "her way"

later. For example, a wife may agree to work outside

the home while her husband is in college as long as he

agrees to work and support her through college once he

obtains his degree.

Reward\Referent Influence. Reward influence is one

spouse's ability to reward the other (French & Raven,

1959; Huston, 1983; Spiro, 1983). Referent influence

is based on one spouse's feeling of oneness with the

other or desiring such a oneness. It is wanting a

sense of sense of identification with each other

(French & Raven, 1959: Huston, 1983: Spiro, 1983).

Referent influence is based on one spouse's feeling of

oneness with the other or desiring such a oneness.

it is wanting a sense of identification with each

other (French & Raven, 1959; Huston, 1983; Spiro,

1983).

Referent influence in marriage stems from the desire

of spouses to be like their concepts of the "ideal"
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husband or wife (Hallenbeck, 1966). Although French &

Raven (1959) originally listed these as two separate

types, Spiro (1983) determined that the things a

spouse does to "reward" the other are often those

things which, in the view of the other, the "ideal"

husband or wife should do. For example, a husband who

wants to accept a job offer in another city may

"reward" his wife by buying a home out in the country

(something she has always wanted) if she agrees to

move, in anticipation of trying to influence her.

Emotional Influence. These influences are often

nonverbal. They are techniques involving some

emotional reaction such as crying or pouting (Safilios-

Rothschild, 1969; Spiro, 1983). Anger can also be used

as well as the "silent treatment." For example, a

husband may give up over-time work, even though he

feels his family needs the money, rather than have his

wife angry at him for never being at home to spend time

with his family. One of the first people to

investigate this influence strategy, Safilios-

Rothschild (1969), found in a survey questionnaire that

wives used nonverbal influence techniques more often

than verbal techniques in traditional families,

probably because such subtle and indirect techniques do

not bring about the husband's rebuff and can,

therefore, be more effective.
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Impression Management. This strategy involves an

attempt by one spouse to create the impression that the

influence attempt is caused by external pressure when,

in fact, its control is within the spouse attempting to

influence (Goffman, 1959; Miles & Perreault, 1978).

Impression management involves a premeditated attempt

by one spouse to enhance his or her influence by covert

manipulation. It is a popular influence choice between

dyads (Miles & Perreault,f 1978). The goal is to

convince the spouse to attribute the influence attempt

to external pressures beyond the influencer's control

(Spiro, 1983). For example, a wife may claim to her

husband that she can't help it if her boss makes her

stay late at work every night, while it is really her

decision to work late, not her employer's decision.

Which influence strategies people use may depend on

their sex-role traditionality. Green and Cunningham (1975),

Scanzoni (1977), and Schaninger, Buss, and Grover (1982)

suggest that sex-role norms do influence family decision

making. Spiro (1983) found that nontraditional families,

where the wife was often employed, were likely to be light

influencers, while traditional ideology families used

emotional influence strategies. Heavy influencers were also

on the traditional end of the continuum. It was also

determined that no one influence type was more successful
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than any others and in some cases, neither spouse made much

use of any influence strategy (Spiro, 1983).

Investigating the different influence strategies used

in making work and family decisions have not been studied to

date from a family decision-making perspective. Because of

the recent changes in women's paid work roles and thus their

power bases, women may now use more influence strategies and

more direct types of influence. Couples may use different

influence strategies while the wife is employed than when

she is not employed.

Outcome

The last domain of power, power outcomes, focuses upon

makes the final decision and who "wins" (Cromwell & Olson,

1975; McDonald, 1980). People do feel they can control

decisions and tasks even when they do not make final

decisions or perform tasks (Madden, 1987). Either one or

both spouses may get their way or receive power privileges

in different work and family decisions. The type of

influence used by marital partners during the decision-

making process regarding work and family issues may be

related to the satisfaction of the decision that is made.

One partner may be satisfied with the decision outcome, but

not with the decision making process. The other partner may

use or attempt influence strategies that are not liked by

the other partner. On the other hand, one partner may be
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dissatisfied with the decision outcome but satisfied with

the decision making process. Both marital partners may

place high value on male and female roles and may be

satisfied with the type of power and influence used while

reaching the decision.

Not only is it important to look at the satisfaction of

the decision outcome at the time that it is made, it is also

important to look at how satisfied the marital partners are

some time after the decision is made (Godwin & Scanzoni

1989a, 1989b). Circumstances change and unforseen

circumstances may arise. It may be that a partner who was

dissatisfied with the decision outcome at the time the

decision was made is now satisfied and happy that the

decision turned out the way it did. Or it may be that a

partner who was satisfied with the final decision is

dissatisfied several months later.

Looking at decisions regarding work and family issues

is important because the final decision deals with the roles

of both the husband and wife. The more satisfied both

partners are with how the decision is made, the more

satisfied they may be with the roles that they employ and

the tasks involved in their roles as a result of the

decision. Hochschild (1989) found that women who were

dissatisfied with their roles were more dissatisfied with

their marriages than women who were satisfied with their

roles. Madden (1987) found that control over tasks was
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significantly related to marital satisfaction for both males

and females. Respondents to her questionnaire who were

happier with their marriages reported that they and their

spouses had equal control over tasks involved in their

roles. So we can see that influence used during the

decision-making process may relate not only to how satisfied

each marital partner is with their role, but also to their

marital satisfaction.

Certain power arrangements in which influence is used

can increase marital satisfaction (Galvin & Brommel, 1986).

High levels of marital satisfaction occur most frequently

among syncratic and autonomic couples, both of whom report

sharing power and influence, followed by husband-dominant

couples, and least among wife-dominant couples (Corrales,

1975). In a study of 776 Los Angeles area couples, over two

thirds of syncratic, autonomic, and husband-dominant couples

reported their marriages were very satisfied. Only 20

percent of wife-dominant couples were very satisfied (Raven,

Center, & Rodriges, 1975), however. Corrales (1975)

suggested that women do not seem satisfied when they

dominate their marriage. This suggests that wives exercise

power by default to compensate for a weak or ignoring

husband (Galvin & Brommel, 1986; Raven et al., 1975).

Application to the Present Research: The present

research investigated the ways in which marital satisfaction

was related to the different influence strategies used by
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both spouses in making work and family decisions. Marital

satisfaction was also associated with the satisfaction of

each spouse with the decision outcome. Focusing on the

different influence strategies individuals used in making

work and family decisions is important in an era when more

families are facing these complex decisions.

Hypotheses

The following hypotheses were tested in this study:

1(a). Gender role traditionality will be associated with

the use of different influence strategies. It is

hypothesized that the more traditional wives are, the more

likely they will use emotional influence and the more

traditional husbands are, the more likely they will use

legitimate influence. It is hypothesized that the more

traditional husbands and wives are, the more likely they

will both use reward\referent influence.

1(b). Both gender-role traditionality and influence

strategies will vary by the employment status of the wife.

It is hypothesized that nonemployed wives will use more

emotional influence than employed wives while husbands of

nonemployed wives will use more legitimate influence than

husbands of employed wives.
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2. Different influence strategies used during the decision-

making process will relate to the marital partner's

satisfaction of the decision outcome. It is hypothesized

that spouses who use less emotional influence and less

impression management will be more satisfied with the

decision outcome than spouses who use more of these

influences.

3. Gender role traditionality will be associated with the

use of different influence strategies. It is hypothesized

that the more traditional wives are, the more likely they

will use emotional influence. The more traditional husbands

are, the more likely they will use legitimate influence.

The more traditional both husbands and wives are, the more

likely they will both use reward-referent influence.
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CHAPTER THREE

METHOD

Subiects

The sample for this study consisted of 61 married

couples who had faced a work and family issue in which a

decision was made within the last six months. Participants

were volunteers, recruited through the use of a press

release (see Appendix A) which appeared in newspapers

throughout the state of Oregon.

Sixty-one of the 69 couples who were mailed

questionnaires returned them for an overall return rate of

88 percent. Data from respondents who didn't complete part

of the questionnaire were not used as part of the analysis

for that particular variable. Therefore, the n's differ

from analysis to anylsis, depending on how many respondents

didn't complete a particular item.

Couples faced a wide range of work and family

decisions. Please see Table 1 for a more complete

description. "Other" decisions listed in Table 1 consist of

couples who simultaneously faced more than one of the work

and family decisions listed in the same table. In one

couple, for example, the wife went from part-time work to

full-time work (change in wife's work hours) while the

husband took a new job in the same profession (change in
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location of husband's work). No couple in this study faced

more than three work and family decisions at the same time.

Forty-five of the marital couples had children living in

their homes (72.6%) while 17 couples did not (27.4%).

Procedure

Potential respondents called the "Work and Family

Project" office number listed in the press release and

requested a questionnaire. A project worker called back to

discuss the project with them with the help of a telephone

Table 1

Work and Family Decisions

Work and Family Decision Number of Couples

Wife went from paid to unpaid work 8

Change in wife's work hours 7

Change in location of wife's work 7

Change in location of husband's work 6

Wife went from unpaid to paid work 5

Husband and\or wife went back to school 5

Husband changed careers 3

Other (more than one work and 20
family decision made).

N = 61
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screening sheet (see Appendix B) and answered any questions

they had. This personal contact was used to help facilitate

response rate and also ensured that both husband and wife

were willing to participate.

Data collection was conducted through the use of

questionnaires mailed to the couple. Questionnaire packets

were sent in sealed envelopes addressed to husbands and

wives individually and were to be completed individually.

Included in this packet was a cover letter explaining the

purpose of the study (see Appendix C). Return envelopes

were provided for both marital partners to encourage

individual, private responses. Each couple was assigned an

ID number solely for the purpose of identifying which

questionnaires had been returned. Follow-up telephone calls

were made if respondents had not mailed back their

questionnaires.

Instruments

Data for this study were collected through the use of a

questionnaire format that was part of a larger study on

work, stress, and families. Open-ended questions were

developed to assess the nature of the decision and who was

involved in the decision. Established measures used in this

project are described below.
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Gender Role Traditionality: Spence and Helmreich's

Attitudes Toward Women Scale (1972) was adapted to measure

gender role traditionality. Changes in the Spence and

Helmreich scale were made in an earlier study and adopted

for the current study to make the scale more easily readable

to participants with less than a high school education (see

Appendix D, question 11). The questionnaire consisted of 15

statements about gender roles in families and society. Some

items were reversed so that higher scores indicated

liberality. The Cronbach alpha calculated for this scale is

.89 for college students (Spence & Helmreich, 1978). The

means for husbands and wives for this study were 1.76 and

1.62, respectively, on a scale of one to four. This

indicated they held a gender role ideology that was more

modern than traditional.

Influence strategies: To find which influence

strategies individuals used in making work and family

decisions, survey questions revised from Spiro's (1983)

questionnaire were utilized (see Appendix D, question 4). A

five-point Likert scale for the five influence strategies

measured the extent to which each person claimed to have

used the various types of influence while making the work

and family decision (Spiro, 1983). Participants responded

to the 27 items by indicating how much of a particular

influence each used from "not at all" to "very much." A
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sample item to measure how much bargaining influence the

respondent used was "I threatened not to do something my

spouse wanted to get my way on this decision" (see Appendix

D, question number 4r).

Some statements were worded negatively to reduce

acquiescence bias and were reverse scored for analysis while

the statements for the different scales were randomly

intermingled to reduce order effect bias (Spiro, 1983). All

of the statements were positively intercorrelated and

correlated significantly with the appropriate overall

unrevised scale (but not with other scales), increasing the

reliability (Spiro, 1983). Inter-item reliability for the

unrevised scale was reported at .81 for legitimate

influence, .91 for bargaining, .85 for reward\referent

influence, 87 for emotional influence, and .90 for

impression management.

Decision Outcome Satisfaction: Eight questions were

developed (see Appendix D, question 7) to determine how

satisfied the respondent was with the decision outcome at

the time the decision was made and how satisfied each

individual was at the time they filled out the questionnaire

(Godwin & Scanzoni 1989a, 1989b). The items included were

rated using a seven-point scale of "very dissatisfied" to

"very satisfied," with higher scores reflecting greater

satisfaction. The means for husbands and wives were 5.81
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and 5.84, respectively. Open ended questions were also

developed to determine what decision outcome the respondent

wanted, what decision outcome the respondent perceived

his\her spouse to have wanted, what the decision outcome

was, and changes, if any, that had been made in the decision

between the time the decision was made and during the time

the questionnaire was completed.

Marital Satisfaction: Campbell, Converse, and Rogers'

(1976) scale, developed to measure life satisfaction, was

used to measure how satisfied or happy partners felt in

their relationship (see Appendix D, question 13). This

scale has been used to measure marital satisfaction by

Huston, McHale, and Crouter (1986). Inter-item reliability

was reported at .72 (Huston, McHale, and Crouter, 1986).

The scale consisted of two sections. The first section had

10 questions while the second section had one general

question. In both sections there was a seven-point scale in

which the respondent was to put an "X" in the box according

to how much they agreed with the pairs of adjectives.

Responses were reversed as necessary so that the highest

score on each item represented highest satisfaction. For

this study, the means were 5.78 for husbands and 5.97 for

wives.
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Demographic Information: Finally, demographic

information was gathered from each respondent through the

use of single item questions (see Appendix D, question 14a-

14m). These items were used for descriptive purposes in the

study. This information included the number of years the

couple has been married, level of individual and total

household yearly income, level of education, and the number

of hours each participant worked per week. For a more

complete description, please refer to Table 2.
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Table 2

Demographic Information

Demographic Information

(modes)

Level of Education

Individual Yearly
Income

Couple's Total
Yearly Income

Years Married

Level of Education

Respondent

Wives who worked
less than 20 hrs

per week

some college

less than 10,000

30,000 34,999

13 yr, 8 mo

Wives who worked
20 hrs or more

per week

some college

15,000 19,999

40,000 44,999

10 yr, 9 mo

Husbands whose
wives worked

less than 20 hrs
per week

B.S. degree

Husbands whose
wives worked
20 hrs or more

per week

B.S. degree

Individual Yearly 20,000 24,999 25,000 29,999
Income

Couple's Total 30,000 34,999 40,000 44,999
Yearly Income

Years Married 13 yr, 8 mo 10 yr, 9 mo
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CHAPTER FOUR

RESULTS

The purpose of this study was to focus on how couples

make work and family decisions, examining the role of

traditionality and influence strategies used in decision

making around work and family roles. Several hypotheses

were developed to examine the association between influence

strategies and satisfaction with decision and marital

satisfaction. Analysis was done separately for husbands and

wives for each hypothesis. The results are discussed below.

Hypothesis la

Gender role traditionality will be asssociated with the

use of different influence strategies.

Pearson's correlations were run between gender role

traditionality and influence strategies for each gender. Of

these correlations, the only statistically significant for

wives was with reward\referent influence (r=.35, p<.01).

The more traditional gender role ideology wives held, the

more likely they were to use reward\referent influence (see

Table 3, row 6, column 2). Bargaining, emotional,

legitimate, and impression management influences were not

significantly correlated with gender role ideology for



37

wives.

Husbands (see Table 4, row 6, column 4) who were more

traditional in gender role ideology were more likely to use

legitimate influence (r=.43, p<.001). Bargaining, reward\

referent, emotional, and impression management influences

were not significantly correlated with gender role ideology

for husbands.

For both husbands and wives, all of the influence

strategies were highly correlated with each other.

Reward\referent and impression management influences were

especially highly intercorrelated, .73 and .59 respectively,

for wives. For husbands, all of the influence strategies

were highly intercorrelated.

Hypothesis lb

Gender role traditionality and influence strategies

will both vary by the employment status of the wife.

Husbands and wives, separately, were divided into two

groups by the reported work hours of the wife. One group

consisted of women who worked less than 20 hours per week

(N=21). The second group consisted of women who worked 20

hours or more per week (N=40). T-tests were used to compare

the mean scores on gender role traditionality and each of

the five influence strategies for both husbands and wives.

The .05 level was the criterion for determining statistical
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significance.

Table 3

Wives

Correlation Matrix on Influence
Strategies and Gender Role Ideology

Bar R\R Emo Leg IM GRI

Bargaining

Reward\ref

Emotional

Legitimate

Impression
Management

Gender Role

1.00

.73**

.34*

.42**

.59**

.24

1.00

.17

.43**

.45**

.35*

1.00

.23

.55**

-.02

1.00

.58**

.18

1.00

.04 1.00

Ideology

*p<.01 **p<.001

There was a significant difference in the gender role

ideology means for both husbands and wives of women who

worked less than 20 hours per week and women who worked 20

hours or more per week (wives: t=3.42, df=59, p<.001;

husbands: t=4.16, df=55, p<.001). In families in which

wives worked less than 20 hours per week, both husbands and

wives were more likely to hold a traditional gender role

ideology than families in which wives worked 20 hours per

week or more (see Table 5, row 1, column 3 and Table 6, row
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1, column 3). The difference of the means for wives and

husbands, although statistically significant, was very small

(.37 and .54, respectively) and should be interpreted

cautiously.

Table 4

Husbands

Bargaining

Reward\ref

Emotional

Legitimate

Impression
Management

Gender Role

Correlation Matrix on Influence
Strategies and Gender Role Ideology

Bar R\R Emo Leg

1.00

.49** 1.00

.46** .45** 1.00

.40* .44** .46** 1.00

.58** .64** .67** .53**

-.07 .20 -.02 .43**

IM

1.00

.17

GRI

1.00
Ideology

*p<.01 **p<.001
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Table 5
Wives

Employment Status of Wives

(means)

Gender role

Wives who
work <20
hrs\wk

Wives who
work >20
hrs\wk t df

traditionality 1.86 1.49 3.42** 59

Legitimate 7.18 6.87 .46 58

Bargaining 5.59 5.72 .26 59

Reward\referent 5.91 5.43 .70 57

Emotional 6.09 7.54 -1.60 59

Impression management 8.82 9.00 .22 58

*p<.05 **p<.001

For husbands, there was also a significant difference

between the means of the two groups on the use of legitimate

influence (see Table 6, row 2, column 3). Husbands whose

wives worked less than 20 hours per week were more likely to

use legitimate influence than husbands whose wives worked 20

hours or more per week (t=2.04, df=59, p<.05). There were

no other significant differences between the two groups and

the four remaining influence strategies.
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Table 6

Husbands

Employment Status of Wives

(means)

Gender role

Wives who
work <20
hrs\wk

Wives who
Work >20
hrs\wk t df

traditionality 2.15 1.61 4.16** 55

Legitimate 7.16 6.33 2.04* 59

Bargaining 5.74 5.67 .17 59

Reward\referent 5.84 5.83 .03 57

Emotional 6.21 6.34 .19 58

Impression management 9.00 8.27 .97 57

*p<.05 **p<.001

Hypothesis 2

Different influence strategies used during the

decision-making process will relate to the marital partner's

satisfaction with the decision outcome.

Multiple regression was utilized to test hypothesize 2.

This technique allows an investigation of the strength of

the association of the independent variables with the

dependent variable and also the overall use of the dependent

variable to predict the independent variable (Devore & Peck,
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1980). The independent variables were each of the five

influence strategies. The dependent variable was

satisfaction with the decision outcome. The analysis was

run separately for husbands and wives.

For wives, zero-order correlations reveal that the less

emotional (r=-.55, p<.001) and impression management

(r=-.56, p<.001)) influence they used, the more satisfied

they were with the decision outcome (see Table 7, rows 4 and

5, column 1). Thirty-nine percent of the variance in wives'

decision satisfaction was explained by using a stepwise

regression model which included emotional and impression

management influence strategies (refer to Table 7).

For husbands, the less bargaining (r=-.44, p<.001),

emotional (r=-.50, p<.001), legitimate (r=-.32, p<.01), and

impression management (r=-.42, p<.001) influences used, the

more satisfied they were with the decision outcome (see

Table 8, rows 1, 2, 4, and 5, column 1). Reward\referent

influence was the only influence type that was not

significantly related to decision satisfaction through

zero-order correlations. Thirty-one percent of the variance

in husband's decision satisfaction was explained by a

stepwise regression model which included emotional and

reward\referent influence strategies, as shown in the second

column of Table 8.
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Table 7

Wives' Decision Satisfaction

Zero-order correlation Beta weight

Legitimate .20

Bargaining .27

Reward\referent .04

Emotional .55** .35

Impression management .56** .36

R2 = .39

*p<.01 **p<.001

Table 8

Husbands' Decision Satisfaction

Zero-order correlation Beta weight

Legitimate .32*

Bargaining .44**

Reward\referent .26 .26

Emotional .50** - .38

Impression management .43**

R2 = .31

*p<.01 **p<.001
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Hypothesis

Gender role traditionality will be associated with the

use of different influence strategies for husbands and

wives.

A hierarchial multiple regression model was used to

test hypothesis 3 separately for husbands and wives.

Decision satisfaction, influence strategies, and gender role

traditionality were the three independent variables.

Marital satisfaction was the dependent variable. The

independent variables were entered in three blocks in order

to test the effects on marital satisfaction in a logical

order. Because the husbands' and wives' satisfaction with

the work and family decision was considered to have the

largest impact on their marital satisfaction, this was

entered as the first block. This variable represented

satisfaction in one domain and it was to be associated with

satisfaction in general.

The five influence strategies were considered to have

the next greatest impact on marital satisfaction and thus

were collectively entered as block 2. In this way, the

strength of influence strategies on marital satisfaction

would be revealed over and above the strength of decision

outcome satisfaction and marital satisfaction.

Gender role traditionality, considered to be logically

the least connected to marital satisfaction, was entered as
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block 3, so that whatever effect traditional gender ideology

might have on marital satisfaction after accounting for the

other independent variables, could be shown.

For wives (see Table 9, block 1, column 1), decision

satisfaction, entered as the first block, was correlated

with marital satisfaction at .49 (p<.001). Twenty-four

percent of the variance in marital satisfaction was

explained by this first regression model including only

decision satisfaction. The more satisfied wives were with

the decision, the more satisfied they were with their

marriage.

In entering block two, the five different influence

strategies, there was a 10 percent improvement in the amount

of variance of marital satisfaction accounted for by the

model (R2 = .34) The contribution of the influence

strategies stemmed mostly from the use of emotional

influence. The less emotional influence wives used (beta =

-.35), the more satisfied they were with their marriage.

Also, the less legitimate influence wives used (beta =

.17), the greater their marital satisfaction. The more

reward\referent (beta = .16) and more impression management

(beta = .15) influences they used, the more satisfied they

were with their marriage. Bargaining influence, although

forced into the regression model, appeared to have little or

no effect on marital satisfaction (beta = .05).

Block 3, gender role ideology, found that wives who
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held a more traditional gender role ideology, (see table 9,

block 3), were more satisfied with their marriage (beta =

.27) than wives who held a more modern gender role ideology.

There was a six percent improvement in the amount of

variance.

Table 9

Wives' Marital Satisfaction

Zero-order corr. 1st beta 2nd beta 3rd beta

BLOCK 1
Decision Making
Satisfaction .49** .49 .35 .29

R = .24

BLOCK 2
Legitimate .18 .17 .21

Bargaining .12 .05 .06

Reward\referent .05 .16 .06

Emotional .48** .35 .37

Impression mngt .28 .15 .20

R 2 = .34
Change in R2 = .10

BLOCK 3
Gender role
traditionality .33* .27

R 2 = .40
Change in R2 = .06

*p<.01 **p<.001

For husbands, the hierarchial regression technique

yielded less satisfactory models (see Table 10). Decision
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satisfaction (block 1) for the husbands accounted for a very

small amount of the variance in this model (R2 = 02). The

more satisfied they were with the decision (r=.16), the more

satisfied they were with their marriage, although this is

not a large effect.

Of the five influence types which consisted of block

two, the less reward\referent (beta = .21) and less

emotional (beta = .16) influence used, the more satisfied

they were with their marriage, although again, the model is

not strong (R2 = .08). The more impression management used,

the greater their marital satisfaction. There was a six

percent improvement in the amount of variance.

Entering block three (gender role ideology) found that

husbands who held a less traditional gender role ideology

were more satisfied with their marriage although again, the

model is quite weak and yields no improvement in the amount

of variance accounted for in husband's marital satisfaction.
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Table 10

Husbands' Marital Satisfaction

Zero-order corr. 1st beta 2nd beta 3rd beta

BLOCK 1
Decision Making
Satisfaction .16 .16 .09 .11

R2 = .02

BLOCK 2
Legitimate .17 .09 .12

Bargaining - .13 .00 .02

Reward\referent .21 .22 .23

Emotional .19 .16 .13

Impression mngt .11 .22 .21

R2 _R - .08
Change in R 2

= .06

BLOCK 3
Gender role
traditionality .03 .05

R2R _
- .08

Change in R 2 _
- .00

*p<.01 **p<.001
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CHAPTER FIVE

DISCUSSION

A number of studies have looked at who makes decisions

and what the decision was (Davis, 1970; Hempel, 1975;

Silver, 1988). There is also an abundance of consumer and

marketing research on family-decision making (Burns &

Brandbois, 1977; Davis, 1970; Hempel, 1975; Park, 1982;

Strober & Weinberg, 1977). The major purpose of this study

focused on how families make work and family decisions, such

as whether or not either marital partner should take a new

job, go back to school, etc. by looking at the different

influence strategies each spouse used while making the

decision. The results of this study will be discussed in

this chapter.

Gender Role Traditionality and Influence Strategies

Hypothesis la, indicating that marital partners who

hold a traditional ideology will use different influence

strategies than partne'rs who hold a nontraditional ideology

and that the influence strategies used will differ by

gender, was partially supported in this study. The greater

the traditional gender role ideology the wives held, the

more likely they were to use reward\referent influence.

Husbands who held a greater traditional gender role ideology
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where more likely to use legitimate influence. It had been

expected that both husbands and wives who held a traditional

gender role ideology would use more reward\referent

influence than husbands and wives who held a nontraditional

gender role ideology. It was also expected that wives who

held a traditional gender role ideology would use more

emotional influence than wives who held a nontraditional

gender role ideology and that husbands who held a

traditional gender role ideology would use more legitimate

influence than husbands who held a nontraditional gender

role ideology.

Earlier research suggested that wives who held a

traditional gender role ideology would use more

reward\referent influence than wives who held a more

nontraditional gender role ideology. Scanzoni and Szinovacz

(1980) state that women who hold a traditional gender role

ideology carry on their decision making in such a way as to

primarily promote the well-being of the marriage, or the

family, as a whole. Based on research on reward\referent

influence discussed earlier (French and Raven, 1959; Spiro,

1983), it was expected that more traditional wives would be

more likely to use reward\referent influence in their

family. Wives that were more traditional than modern in

this study may have believed that one way to promote the

well-being of the marriage, and thus the family, is to have

a sense of identification with their spouse. Thus, they
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would be more likely to use reward\referent influence than

the other influence strategies.

Perhaps one explanation of why traditional wives did

not use more emotional influence than nontraditional wives,

as was expected, was because the use of emotional influence

involved desperate attempts that were not desirable (acting

hurt and\or pouting) or using tactics that a traditional

wife would not use (displaying anger). Kranichfeld (1988)

would argue that because reward\referent influence gives

traditional women power by the ability to shape future

generations, the use of emotional influence was not needed

for the traditional wives in this study.

A husband who holds a traditional gender role ideology

does not expect his wife to equate her own goals with those

of the family, but rather keep group goals of highest

importance (Scanzoni and Szinovacz, 1980). Such a man would

carry on decision making by keeping his own interests

uppermost, assuming that if he does well, the family will do

well also. Because legitimate influence deals with role

expectations (Spiro, 1983), the finding that more

traditional husbands in this study were more likely to use

legitimate influence is also consistent with previous

studies. Traditional husbands are more likely to take a

dominant role in family decision making while their wives

are more likely to take a submissive role (Qualls, 1984).

Because such a traditional husband would exhibit attitudes
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and behaviors consistent with past conceptions of the male

being the primary provider and "head of the household"

(Holter, 1970; Qualls, 1982), it would be expected that this

traditional husband would be more likely to use legitimate

influence than more modern gender role ideology husbands.

If using legitimate gives him a strong enough power base, no

reward\referent influence is needed. After all, a

traditional husband is the "man of the household" anyway.

Employment Status of Wives

Hypothesis lb, indicating that gender role

traditionality and influence strategies will both vary by

the employment status of the wife, was also partially

supported. In families in which wives worked less than 20

hours per week, both husbands and wives were more likely to

hold a traditional gender role ideology than families in

which wives worked 20 hours or more per week. This finding

supports previous research that persons who hold more

traditional gender role ideologies exhibit attitudes and

behaviors consistent with past conceptions of the roles of

husbands and wives (Holter, 1970; Qualls, 1982). In this

case, the conception would be simply that the role of the

husband is to be the primary provider of the family while

the role of the wife is to have primary responsibility over

the homemaking duties and responsibilities.

Support was also found for the expectation that men
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used more legitimate influence if their wives worked less

than 20 hours per week. This is also consistent with the

research by Scanzoni and Svinovacz (1980) and Qualls (1982,

1984) cited in hypothesis la above. In this study,

hypothesis la found that husbands who were more traditional

than modern in their gender role ideologies were more likely

to use legitimate influence. Because a traditional gender

role ideology husband is more likely to have a wife working

less than 20 hours per week than a modern gender role

ideology husband, it would be expected that a husband whose

wife worked less than 20 hours per week would be more likely

to use legitimate influence as well.

It is important to note that this study did not find

any support for the wives' use of different influence

strategies based on their employment status. Kranichfeld's

(1988) resource theory which suggests that full-time

homemakers have the same amount of influence as employed

women may be one explanation for this finding. It may be

that the wives in this study felt that they had an equal

amount of power and influence with their husbands,

regardless of their employment status.

Influence Strategies and Decision Outcome Satisfaction

The second hypothesis, suggesting that different

influence strategies used during the decision-making process

will relate to the marital partner's satisfaction of the
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decision outcome, was supported by regression analyses for

wives and partially supported for husbands. The less

emotional and less impression management influence wives

used, the more satisfied they were with the decision

outcome. For husbands, not only were they more satisfied

with the decision outcome if they used less emotional and

less impression management influences, but they were also

more satisfied with the decision outcome if they used less

bargaining and less legitimate influences.

No previous studies have examined the impact these

influence strategies have on work and family decision

satisfaction. Still, it is interesting to speculate how

husbands and wives less use of the various influence

strategies corresponded to their decision outcome

satisfaction. For wives, it could be that they use

emotional influence while using impression management

influence. By attempting to convince her spouse that

external pressures were beyond her control, the use of

various emotions, both verbal and nonverbal, may prove to

make her story more convincing. For husbands, it appears

that the less influence strategies they reported using, the

more happy they were with the decision outcome. Husbands

were more satisfied with the decision outcome if they used

less bargaining, legitimate, emotional and impression

management influence strategies. Problems with the

husbands' reports of influence strategies will be discussed



55

later.

Marital Satisfaction

The third hypothesis, suggesting that influence

strategies used by each spouse and satisfaction with the

decision outcome will relate to marital satisfaction, was

supported. This study found that the more satisfied both

husbands and wives were with the decision outcome, the

greater their marital satisfaction, although the finding for

husbands was weak.

For wives, decision outcome satisfaction (Block 1)

correlated highly with marital satisfaction. This supports

research by Scanzoni and Szinovacz (1980) who found that

decision making is likely to affect future marital

satisfaction. It was because decision making satisfaction

was hypothesized to have a large effect on marital

satisfaction for the current study that it was entered in

block 1.

It was hypothesized that influence strategies used

while making the work and family decision would have the

next highest impact on marital satisfaction. Thus, the five

influence strategies were entered in block 2. The less

emotional influence wives used, the greater their marital

satisfaction. This finding is consistent with the finding

in hypothesis 2 which states that the less emotional

influence wives used, the greater their decision
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satisfaction. Only emotional influence for the third

hypothesis had an impact and in general, influence

strategies did not result in a large increase in variance

explained by the model.

While gender role traditionality was hypothesized to

have an effect on marital satisfaction, its effect was

hypothesized to be not as large as decision making

satisfaction or influence strategies. Thus, it was entered

in block 3. It was found that wives who held a more

traditional gender role ideology were more satisfied with

their marriage than wives who held a more modern gender role

ideology. Perhaps this is because the wives in this study

who held a more traditional gender role ideology placed a

higher emphasis on their marriage and family than wives who

held a more modern gender role ideology. Traditional gender

role ideology wives may have perceived their marital

satisfaction to be greater than wives who hold a

nontraditional gender role ideology because traditionally, a

wife views marriage as a sole commitment in her life. Thus,

she may justify this commitment by viewing it as satisfying.

For husbands, the model was not strong. It appears

that variables other than decision making satisfaction,

influence strategies, and gender role traditionality have a

stronger effect on marital satisfaction. Because past

research has gathered most information on marital

satisfaction and other family variables from the wife only
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(Blood and Wolfe, 1960; Cunningham & Green, 1974; Davis,

1970, 1971; Green & Cunningham, 1975; Safilios-Rothschild,

1969), we don't know which variables do have a strong impact

for husbands. This would be an interesting topic for future

research.

Limitations of This Study

A number of research limitations were encountered

throughout the course of the present study. These

limitations are listed as follows:

Sample: The sample was self-selected. Each of the

respondents volunteered to participate in the study. While

an attempt was made to gather a large sample from all over

the state of Oregon, not all geographic areas were

represented and the sample was not large. Although

respondents represented varying education levels and socio-

economic classes, the ability to generalize these finding to

the larger population is questionable.

Measurements: Several limitations surfaced with regard

to measurements in this research study. First, although

this study focused on work and family decisions, the

particular decision discussed differed among couples.

Looking at just one type of work and family decision could

possibly enable the study to have more clear results for

that particular decision, although it may not be generalized

to other work and family decisions. One illustration of this
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limitation is that some work and family decisions, not

encountered in the present study, may not exhibit the

deleterious effect of emotional influence on decision

outcome and marital satisfaction. We can only conclude from

this study that emotional influence is associated with lower

decision outcome satisfaction and marital satisfaction

across the many types of work and family decisions

considered in this study.

Also, some decisions made by the married couple

involved more than one issue. For example, while one couple

discussed the decision of the wife going from part-time to

full-time paid employment, another couple discussed the

decision that the husband stop his paid employment and

return to school full-time while at the same time the wife

would go from non-paid work to full-time paid employment.

Couples who faced more than one work and family decision at

one time may have had a lot more at stake than couples who

faced only one work and family decision. It is important to

note that one third of the couples in this study did face

more than one work and family decision. Future research

might profit from this finding and conceptualize work and

family decisions as interconnected.

Another measurement limitation comes from the use of

Spiro's (1983) measure of the different influence

strategies. In the present study, there was not much

variability using this scale. The distribution was not
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normally distributed, but was skewed. Many of the

respondents, both husbands and wives, claimed to have not

used any of the five influence strategies. In a sense, this

is consistent with Spiro's (1983) work, in which she also

found that neither spouse made much use of any influence

strategy. As a result, however, hypotheses 1 and 2 were

difficult to address. Because all but one of the 27

statements to measure the five different influence

strategies were worded in a negative fashion (i.e. "I

displayed my anger" which measured emotional influence),

respondents filling out the questionnaire may have been

inclined to respond with "socially acceptable" answers. The

only statement that is unmistakenly positive in format, "I

was very sweet and nice" (which also measured emotional

influence), was the one statement that respondents claimed

to have used most often, even when they did not claim to

have used any of the other 26 statements which measured the

amount of influence used.

Using a questionnaire format to measure influence

strategies used while making work and family decisions may

be a problem. Perhaps observing the marital couple while

they are discussing the work and family decision would be

more effective. Using this observation method may enable

the researcher to discover influence strategies used by each

marital partner but which neither of them would want to

admit using.
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Another measurement limitation came from the fact that

in the majority of work and family decisions made, there was

little or no disagreement between the husband and wife as to

what they wanted to happen. As a result, there was no need

to use any of the influence strategies because no influence

was needed.

In retrospect, it would be necessary to have some

disagreement in what each spouse wanted to happen in order

for the partners to claim to have used the different

influence strategies. In Spiro's (1983) original study, it

was a prerequisite that the marital couple be in

disagreement over a decision. When various alternatives are

being considered, each spouse will often attempt to

influence the other toward their preferred decision (Spiro,

1983).

The majority of couples in the present study indicated

that there was no disagreement over what they wanted to

happen. They both wanted the same decision outcome. Few

respondents in the present study indicated any disagreement

in what each partner wanted in the decision outcome. Of

those who did disagree, however, use of the different

influence strategies was more apparent. For example, one

husband who made it clear in his questionnaire that he and

his wife desired a different decision outcome claimed to

have used 21 of the 27 influence statements to some degree.

In a study limited to using only couples who disagree over
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the work and family decision outcome, results may reveal

each partner using more of the five influence strategies to

some degree than the results of the present study. Perhaps

husbands and wives, although instructed not to, conferred on

their responses. Perhaps because the work and family

decision was already made in the past, they now look back on

it and remember more agreement than there may have been.

Although the models, and thus findings, in this study were

clearer for wives than for husbands, the use of emotional

and impression management influences did seem to detract

from both decision outcome and marital satisfaction.

Because most of the couples wanted the same work and

family decision outcome, this study may have had respondents

who were already high in marital satisfaction. While

screening potential respondents, it was insisted that the

consent of both husbands and wives be given. This also may

have resulted in gathering a sample who were already high in

marital satisfaction.

Directions for Future Research

This research project resulted in a large amount of

additional data which were not analyzed for this study. For

example, data were gathered on each respondent's work

satisfaction and level of stress each feels between work and

family. Future research might analyze whether or not these

relate to their satisfaction with the decision outcome.
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Perhaps some types of decisions result in more stress and

these decisions could be the focus of future research.

Future research would also need to consider the

benefits of face-to-face interviews with the respondents.

The use of an interview format aids in establishing a

rapport between the researcher and the respondent which

could allow the respondent to feel more comfortable to

respond to the questions more honestly. This would also

enable the respondent the opportunity to qualify their

responses.

While this study found that decision outcome

satisfaction and marital satisfaction models were stronger

for wives than for husbands, face-to-face interviews with

interviewers of the same gender may yield more insight into

how men view work and family decisions. This, in turn, may

yield more insight into the different influence strategies

used by husbands while making the work and family decision.

Interviews with husbands by male interviewers could also

gather insight into the effect the work and family decision

has on their decision outcome satisfaction and marital

satisfaction.

Another interview technique that could offer further

insight would be the use of audiotaped interviews while

having the couple relive the work and family decision (J.

Scanzoni, personal communication, November 22, 1990). In

addition, noting the behavioral interaction between the
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marital partners while interviewing them could offer

valuable insight into the nonverbal techniques of power and

influence displayed. Videotapes would prove to be

invaluable for this added insight.

The process of making work and family decisions is more

complex than it first appears. First of all, it is

important to gather information from both the husband and

wife to understand the work and family decision involved and

the effect on the marital satisfaction for each. Different

types of work and family decisions need to be taken into

account as well as gender differences. Reporting biases on

the use of different influence strategies as well as the

method used in gathering data all need careful

consideration. This research is the first step toward

understanding how the process of influence strategies used

by marital partners during the process of making a work and

family decision relate to decision outcome satisfaction and

marital satisfaction for each.
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APPENDIX A

PRESS RELEASE

Appeared in newspapers
throughout the state of Oregon



71

PRESS RELEASE

Married couples throughout Oregon are being asked by

Oregon State University (OSU) researchers to participate in

a study of work-family decision making.

"We're interested in how the making of work-family

decisions affects family life," said Anisa Zvonkovic, an

assistant professor in human development and family

sciences. She is working with graduate student Elaine Leier

on the project.

Many possible scenarios qualify as a work-family

decision, Zvonkovic said. Examples might include a wife or

husband deciding to go to work, quit work, change work place

or hours, relocate or commute.

"Both the husband and wife must be willing to

participate in the study," she said. Both will be asked to

fill out a questionnaire independently of each other dealing

with a work-family decision made in the last six months. It

should take less than 45 minutes to complete the survey,

Zvonkovic said. The questionnaire will seek information

on how the decision was made, the factors considered, what

each partner wanted to do about the situation and how they

feel about the decision reached.

"They will be asked to describe what happened while the

decision was being made," Zvonkovic said.

Volunteers are sought from rural and urban areas
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throughout the state for the project, Zvonkovic said.

People interested in participating should call 1- 800 -462-

3287 and ask for extension

7-1087. They should leave their name and phone number on

the Work Family Project answering machine and a staff member

will get back to them, Zvonkovic said.

The study is part of an ongoing look at issues

surrounding work, family, and socio-economic change.

Researchers seek more scientific knowledge of work-family

trends.

"One substantial change from a generation ago is that

70 percent of all mothers are in the work force and up to 65

percent of those with preschool-age children."

Another trend they'll examine pertains specifically to

Oregon's work force situation.

"We're seeing an instability of income," Zvonkovic

said. Even though statistics show employment is up, many

people are making less money because of wage concessions by

unions and other socio-economic changes that have forced

people out of higher-paying jobs.

Wage earners may be working harder and longer for less

money. They may be faced with a choice of relocating,

taking two jobs or sending someone else into the work force

to make ends meet.

"We think the decision-making related to these kinds of

changes in pretty complex," Zvonkovic said. "There can be a
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lot of discussion and debate and a lot of possible choices

to be considered. The decisions and the decision-making

context are different today."

Funded by the Agricultural Experiment Station, the

project is part of a regional effort in 10 Western states to

examine a variety of issues relating to paid work and family

life.

Questionnaires also can be requested by writing

Zvonkovic at Human Development and Family Sciences, 212

Milam Hall, Oregon Sate University, Corvallis, OR 97331.

All information will be kept confidential.
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APPENDIX B

TELPHONE SCREENING SCRIPT
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WORK AND FAMILY PROJECT

TELEPHONE SCREENING SHEET

1. IDENTIFY YOURSELF

This is from the Work and Family Project at Oregon
State. Is this (person's name who left message)? I'm
returning your call and I'd like to talk for a few minutes
about our study. Is this a good time?

2. STATE PURPOSE OF CALL

I'm calling to explain the study to you further and to
answer any questions you might have.

3. POINTS OF EXPLANATION

A. CONTENT OF STUDY

First, let me emphasize a few points about our study.
Oregon families are faced with more decisions about work now
than before, more possibilities about who will be working,
but also more dilemmas about making choices involving work
and family. We've developed a questionnaire to see how
these decisions are made.

The survey will ask you about a recent work and family
decision that you and your spouse have made and about you
and your family life in general.

B. QUESTIONNAIRE MAILING AND CONFIDENTIALITY

Of course, the questionnaire is confidential. No names
will be placed on the questionnaires and your names will
never be associated with your responses. Also, you can feel
free to leave blank any questions you don't wish to answer.
The questionnaire packet will contain a prepaid return
envelope.

C. BOTH SPOUSES PARTICIPATE

For our research, we need to have both you and your
spouse participate. Have you discussed this with you
spouse?
(If note) We want you to discuss it first because the
survey involves a time commitment from you both. You'll
both be filling out questionnaires. After you've both
agreed to participate, please just give us a call back or we
can set up a time now when I can call you back.

Each of you will be filling out the questionnaire
separately and returning it separately in pre-paid
envelopes. You can keep your responses private in this way.
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D. THE RECENT WORK AND FAMILY DECISION

Now I'd like to ask what the recent work and family
decision was that you've made in the last 6 months.

(From the list below, pick as many as apply to the
couple. Record the number of the decision on the telephone
log sheet. Probe for more information as necessary. Probe
to see if more than 1 category is appropriate. If the
response doesn't fit in any category, find out as much as
possible about the decision and document it.)

1. change in wife's work hours

2. change in wife's work shift

3. change in wife's work from no paid work

4. change in wife's work to no paid work

5. change in location of wife's work

6. wife taking on a second job

7. seasonal work for wife

8. other decision involving wife's work: (Describe fully)

9. change in husband's work hours

10. change in husband's work shift

11. change in husband's work from no paid work

12. change in husband's work to no paid work

13. change in location of husband's work

14. husband taking on a second job

15. seasonal work for husband

16. other decision involving husband's work: (Describe
fully)

4. QUESTIONS?

Now, do you have any questions for me at this time?
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5. GET NAMES, ADDRESS, AND PHONE NUMBER

The last thing I need to know is your spouse's name,
your address, and a phone number where we can reach you in
case we need to contact you in the future.

6. RETURN DATE

We'll get this in the mail today. It's important to
our project to have the questionnaires returned promptly.
When will you be able to get them back to us?

7. THANK YOU AND GOOD-BYE

Thank you so much for your time and for your
participation in our study. Please feel free to call us
should you have any questions as you are completing the
questionnaire. Thanks again! Bye.

(NOTE: On the telephone log, assign each couple you talk to
a number. Record the work and family decision number on the
log as well as their names, addresses, and telephone
numbers. This log is our master roster of potential
participants and is confidential. It should never leave the
office. It is the only place where the identification
number is placed alongside the names of participants. This
will help us track down people who didn't return surveys.)
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APPENDIX C

QUESTIONNAIRE COVER LETTER
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Dear Participant:

Enclosed are the questionnaire packets you requested as
participants in the Work and Family Project. Recent changes
in wives' work participation, along with trends in Oregon's
economy, have resulted in many more options and challenges
for families as they make decisions about work. Very little
is known about how couples make these decisions. By
providing us with valuable information about a work and
family decision you made in the past 6 months, you will help
us more fully understand what decisions Oregon couples are
facing and how they go about making these decisions.

Enclosed are two separate packets of questionnaires, one for
the husband and one for the wife. In order for the results
of our study to fully represent married couples, it is
important that each questionnaire be completed and returned.
Each married couple may be describing a different work
decision, and each married partner may have a different
perspective on that decision. In order for our results to
reflect this, it is vital that each questionnaire be
complete and returned independently. We ask that you
complete your questionnaire privately and return it in the
envelope provided without sharing your responses with your
marriage partner.

All of the information collected will be treated as

confidential. An identification number is placed on each
questionnaire to allow us to record which questionnaires
have been returned. Your name will never be placed on the
questionnaire or on any of the materials connected to the
study.

If you would like a summary of the results of this
investigation, please write your name on the back of the
enclosed envelope. Please do not place your name on the
questionnaire.

We would be most happy to answer any questions you might
have. You can contact us at 737-1087. Thank you very much
for your
assistance.

Sincerely,

Anisa M. Zvonkovic, Ph.D.
Principal Investigator
Work and Families Project

Elaine Leier
Co-Investigator,
Work and Families Project
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APPENDIX D

WORK AND FAMILY PROJECT QUESTIONNAIRE

(A separate questionnaire was made for
husbands and wives. Shown here is
the wife's questionnaire only. The
husband's questionnaire is exactly
the same except for the use of

pronouns worded in the questions.)
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WORK AND FAMILY PROJECT

WIFE'S FORM

Please complete this survey and return it in the enclosed envelope.

Dr. Anisa Zvonkovic
Oregon State University

Human Development and Family Sciences
Milam 212

Corvallis, OR 97331-5102
1-800-462-3287, ext. 7-1087
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WORK AND FAMILY PROJECT
1990

In this questionnaire, you will be asked to report on various
aspects of the most important work/family decision your family has
had to face in the last 6 months. When we talked on the telephone,
you indicated that you had dealt with a work and family decision
recently. After we ask you a few questions about what that
decision was, we will be asking you how that decision was made, and

how you felt about it.

1. What was the nature of the decision? In our telephone
conversation, you indicated that the decision was

If necessary, please record any other related issues pertinent
to the decision.

2. Who was involved in the decision? Check all that apply.

I was.

My spouse was.

One or more of our children was.

3a. What did you want to happen?

3b. What do you think your marital partner wanted to happen?
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4.

a.

Concerning this particular work/family decision a bit more,
please consider how much each of the following behaviors
occurred as you were dealing with the decision. Respond by
indicating, on a scale from 1 to 5, how much you did each of
the following?

not at very
all much

I promised to do some favor for
my spouse if she would go
along with my decision on this. 1 2 3 4 5

b. I was very sweet and nice. 1 2 3 4 5

c.

d.

I acted hurt.

I implied that since I'm the

1 2 3 4 5

e.

man, I know what is best.

I misrepresented what I knew
about the other alternatives in

1 2 3 4 5

f.

order to convince my spouse.

I attempted to influence my
spouse by doing something for
her before we made this
decision, so she would be more

1 2 3 4 5

g.

likely to let me have my way.

I implied that my spouse should
respect my judgment because the

1 2 3 4 5

house is my domain. 1 2 3 4 5

h.

i.

I used the silent treatment.

I tried to soften my spouse's
resistance to my opinion by

1 2 3 4 5

j

buttering her up.

I tried to bribe my spouse into
agreeing with me by offering to
give her something I knew

1 2 3 4 5

she liked. 1 2 3 4 5

k. I displayed my anger. 1 2 3 4 5

1. I tried to convince my spouse to
accept my judgment because
"men know more about these
things." 1 2 3 4 5
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not at very
all much

m. Rather than considering
alternatives that I just did not
like, I told my spouse that the
alternatives were unacceptable.

n. I offered to do something my
spouse wanted if she would agree
to my decision on this.

o. I made it clear to my spouse that
I would be especially nice to
her if she would accept my
decision.

p. I made it obvious that if my spouse
didn't give in, I would be angry.

q. In attempting to persuade my spouse,
I acted like it was more critical
than it was.

r. I threatened not to do something
my spouse wanted to get my way on
this decision.

s. I exaggerated the disadvantages of
her choice to discourage my
spouse from wanting it.

t. I didn't tell my spouse that the
husband "should" make this kind
of decision.

u. I procrastinated about making
this decision hoping that the
delay might weaken her
resistance to my choice.

v. I made a point of pleasing my
spouse prior to this decision
so that she would be more
likely to give in to me.

w. I exaggerated the extent to which
I had investigated all of the
available alternatives.

x. I asserted that I am the husband
and really should make this
particular decision.

1 2 3 4 5

1 2 3 4

1 2 3 4 5

1 2 3 4 5

1 2 3 4 5

1 2 3 4 5

1 2 3 4 5

1 2 3 4 5

1 2 3 4 5

1 2 3 4 5

1 2 3 4 5

1 2 3 4 5



85

y. I exaggerated the extent to which
my spouse's choice was not

not at
all

very
much

z.

acceptable to me.

I implied that "after all I really
should make this kind of decision

1 2 3 4 5

because I'm the husband.". 1 2 3 4 5

aa. I did not pout. 1 2 3 4 5

5. Now, considering how the whole decision went, please respond
to the following questions.

a. Who had the most influence in the decision?

I did.

My spouse did.

b. The following scale shows how much influence you and your
partner together may have had in the decision you made.
Please circle the point on this scale that shows how much
influence you think each of you had on the decision. For
example, if you thought that the husband had no influence
at all and the wife had all of the influence, you'd
circle the point on the far left. On the other hand, if
you thought the husband had all the influence and the
wife had none at all, you'd circle the point on the far
right. If you thought that each of you had an equal
amount of influence, you would circle the middle point.

H/W H/W H/W H/W H/W H/W H/W H/W H/W H/W H/W
0%/100% 10%/90% 20%/80% 30%/70% 40%/60% 50X /50% 60%/40% 70%/30% 80%/20% 90%/10% 100%/0%

I I I I I I I I I I I

I I I I I I I I I I I
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6. Now we'll be asking you how the decision ended. Briefly,
describe in your own words what the outcome of the decision
was.

7. The next few questions ask how satisfied you were and are now
with the decision. Use the scale provided below.

1 2 3 4 5 6 7

very neither very
dissatisfied satisfied nor satisfied

dissatisfied

a. How satisfied were you with how the decision was made,
that is, the way you decided?

b. How satisfied were you with what the decision was?

c. How satisfied were you with how much influence you had?

d. How satisfied were you with how you behaved as the
decision was made?

e. How satisfied were you with how your spouse behaved as
the decision was made?

f. How satisfied were you with how much influence your
spouse had as the decision was made?

g. How satisfied are you now with the decision?

h. Overall, how satisfied have you been with this decision?

Now we'll be asking you some other questions about your work and
your family life.
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8. Here are some words and phrases which we would like you to use to
describe how you feel about your main work activity. If your principal
work activity is homemaking, consider that occupation when completing

these items. For example, if you think the work is very "enjoyable,"

put an X in the box right next to the word "enjoyable." If you think
it is very "miserable," put an X in the box right next to "miserable."
If you think it is somewhere in between, put an X where you think it

belongs. PUT AN X IN ONE BOX ON EVERY LINE.

ENJOYABLE

DISCOURAGING

FULL

FRIENDLY

BORING

USELESS

DISAPPOINTING

BRINGS OUT THE
BEST IN ME

HARD

FREE

MISERABLE

HOPEFUL

EMPTY

LONELY

INTERESTING

WORTHWHILE

REWARDING

DOESN'T GIVE ME
MUCH CHANCE

EASY

TIED DOWN

All things considered, how satisfied or dissatisfied are you with your work
situation as a whole these days? Place an X in the box that best describes
how satisfied you are:

COMPLETELY
SATISFIED 00ElE1000 COMPLETELY

DISSATISFIED
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9. These questions concern how your work activity and family life are

related. If your main work activity is homemaking, again consider that

when completing these items.

Please indicate your level of agreement with the following items.

Strongly Mildly Neither Agree Mildly Strongly

Agree Agree nor Disagree Disagree Disagree

a.

1 2 3

My job overlaps into my

4 5

b.

personal and family life.

I think about my work when I
am at home or involved in

1 2 3 4 5

c.

leisure activities.

I have control over my

1 2 3 4 5

d.

working hours.

I spend enough time with

1 2 3 4 5

e.

my spouse.

I am proud to tell others

1 2 3 4 5

f.

what I do for a living.

Most of my personal goals

1 2 3 4 5

g.

are job-oriented.

I am satisfied with my

1 2 3 4 5

h.

profession.

I am satisfied with my

1 2 3 4 5

performance on the job. 1 2 3 4 5

i.

j.

I feel stress due to my job.

My spouse is proud to tell

1 2 3 4 5

k.

others what I do for a living.

My spouse is satisfied with

1 2 3 4 5

my profession. 1 2 3 4 5

1. My spouse feels stress due to
my job. 1 2 3 4 5

WE REALIZE OUR QUESTIONNAIRE IS LONG.
IF YOU'D LIKE TO TAKE A BREAK, NOW WOULD BE A GOOD TIME.

PLEASE LEAVE YOUR BOOKMARK HERE TO MARK YOUR PLACE.
WHEN YOU RETURN, WE'LL BE ASKING YOU ABOUT YOUR FAMILY AND YOUR LIFE.
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10. These questions are designed to give you an opportunity to describe

your family. There are no right or wrong answers. Each question has
four possible answers, and you simply mark the square under what you
believe to be the most accurate answer for each question. Remember,

we would like to know what your family seems like to you. Do not try
to figure out what other people might think of your family, but give
us your impressions of your family.

1 2 3 4

Very Fairly Fairly Very
untrue untrue true true
for my for my for my for my

Statement family family family family

a. Family members really help and
support one another.

b. Family members feel free to say
what is on their minds.

c. Our family does not discuss its
problems.

d. Our family doesn't do things
together.

e. Family members discuss problems and
usually feel good about the
solutions.

f. There is a feeling of togetherness
in our family.

g. We really get along well with each
other.

h. In our family it is important for
everyone to express their opinion.

i. Family members seem to avoid
contact with each other when at
home.

We don't tell each other about our
personal problems.

n
CI
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11 The statements listed below describe attitudes which different people
have toward the roles of men and women. There are no right or wrong
answers, only options. Express your personal opinion about each
statement (not the feelings that you think people in general may have)
by placing an X in the proper column to indicate whether you strongly
agree, mildly agree, mildly disagree, or strongly disagree. If you
strongly agree with the statement, you would place an X on the far
left space. If you mildly disagree with the statement, you would
place an X on the third space. Remember, we are interested in your
opinion, not what people in general might think.

a. Swearing and using obscene language
are more offensive in the speech
of a woman than a man.

b. If both the husband and the wife
are working outside the home, they
should share equally in routine
household chores, such as washing
dishes and doing the laundry.

c. It is insulting to women to have
to promise to obey their husbands
as part of their marriage vows.

d. A woman should be as free as a
man to propose marriage.

e. Women should be less concerned with
"women's rights," and more concerned
with being good wives and mothers.

STRONGLY MILDLY MILDLY STRONGLY
AGREE AGREE DISAGREE DISAGREE

f. Women should be able to work as equals
with men in all businesses and
professions.

g. A woman should not be able to go to
exactly the same places or to have
quite the same freedom of action
as a man.

h. It is ridiculous for a woman to
run a locomotive and for a man
to darn socks.

i. The decisions about what is best
for a community should be largely
in the hands of men.



j. Women should be given equal
opportunity with men for apprentice-
ship in the various trades, such as
carpentry and electrical work.
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STRONGLY MILDLY MILDLY STRONGLY
AGREE AGREE DISAGREE DISAGREE

k. Women earning as much income as their
dates should share expenses equally
when they go out together.

1. Sons in the family should be given
more encouragement to go to college
than daughters.

m. In general, the father should have
greater authority than the mother
in making decisions about raising
children.

n. Freedom and equality are more
important for women than tradi-
tional ideas about being
feminine.

o. There are many jobs in which men
should be given preference over
women in being hired or promoted.



HOW YOU FEEL

12. The following questions ask you about your feelings and thoughts DURING
THE LAST MONTH. In each case, you will be asked to indicate how often
you felt or thought a certain way. Although some of the questions are
similar, there are differences between them and you should treat each

one as a separate question.

a. In the last month, how often have
you been upset because of
something that happened
unexpectedly?

b. In the last month, how often have
you felt that you were unable to
control the important things in
your life?

c. In the last month, how often have
you felt nervous and "stressed"?

d. In the last month, how often have
you dealt successfully with
irritating life hassles?

e. In the last month, how often have
you felt that you were
effectively coping with important
changes that were occurring in
your life?

f. In the last month, how often have
you felt confident about your
ability to handle your personal
problems?

g. In the last month, how often have
you felt that things were going
your way?

h. In the last month, how often have
you found that you could not cope
with all the things that you had
to do?

HOW OFTEN IN THE LAST MONTH?
(Put an X in the boxes)

Almost Some- Fairly Very
Never Never times often often

G

CI
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i. In the last month, how often have
you been able to control
irritation in your life?

j. In the last month, how often have
you felt that you were on top of
things?

k. In the last month, how often have
you been angered because of
things that happened that were
outside of your control?

1. In the last month, how often have
you found yourself thinking about
things that you have to
accomplish?

m. In the last month, how often have
you been able to control the way
you spend your time?

n. In the last month, how often have
you felt difficulties were piling
up so high that you could not
overcome them?

Almost Some- Fairly Very
Never Never times often often

C=1
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MARRIAGE SATISFACTION

13. Here are some words and phrases which we would like you to use to

describe how you feel about your relationship with your marriage

partner. For example, if you think the relationship is very
"enjoyable," put an X in the box right next to the word "enjoyable."
If you think it is very "miserable," put an X in the box right next to

"miserable." If you think it is somewhere in between, put an X where
you think it belongs. PUT AN X IN ONE BOX ON EVERY LINE.

ENJOYABLE 0000000
DISCOURAGING 00E10000

FULL 00E00E0
FRIENDLY 0000000

BORING 0E00E100
USELESS 000E000

DISAPPOINTING 0000000
BRINGS OUT THE

BEST IN ME D000000
HARD 000E000
FREE 0000000

MISERABLE

HOPEFUL

EMPTY

LONELY

INTERESTING

WORTHWHILE

REWARDING

DOESN'T GIVE ME
MUCH CHANCE

EASY

TIED DOWN

All things considered, how satisfied or dissatisfied are you with your
relationship with your marriage partner as a whole these days? Place an X
in the box that best describes how satisfied you are:

COMPLETELY
SATISFIED 00C10EIOCI COMPLETELY

DISSATISFIED
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YOU AND YOUR FAMILY

14.Finally, we would like to ask some questions about you and your family

for statistical purposes. This information is strictly confidential
and your anonymity is assured.

a. Please circle the number of the answer which best describes your
current marital status.

1 Married, living with spouse
2 Married, but spouse lives elsewhere temporarily
3 Separated
4 Divorced
5 Widowed
6 Never married
7 Living with a partner

b. IF MARRIED, how long have you been married to your present spouse?

(circle number)

1 One year or less
2 years (please write in the number of years married)

c. Starting with yourself, please list the members of your household
(everyone who lives with you) by their relationship to you. (Please

list as spouse, partner, parent, friend, child, stepchild, boarder,

etc. Please do not list by name.) Circle sex, and note the age for

each person.

Relationship
Sex How old was this

person on his/her
last birthday?

Myself M F

M F

M F

M F

M F

M F

If more space is needed, please put ages here:

Males ; ; ;

Females ; ; ; .



96

cl. Are there children in your home?

Yes

No (Skip to Question d)

c2. Are you currently using any type of childcare arrangements
for your children?

Yes

No

c3 How satisfied are you with your childcare arrangements?
(Please check one)

Very Unsatisfied ( )

Unsatisfied ( )

Neither Satisfied
nor Unsatisfied ( )

Satisfied ( )

Very Satisfied ( )

d. Please circle the number that best describes your income
from all sources BEFORE taxes during the last year.

YOUR INDIVIDUAL INCOME TQTAL HOUSEHOLD INCOME
1 = Less than 10,000 1 = Less than 10,000
2 = 10,000 - 14,999 2 = 10,000 - 14,999
3 = 14,999 - 19,999 3 = 14,999 - 19,999
4 = 20,000 - 24,999 4 = 20,000 - 24,999
5 = 25,000 - 29,999 5 = 25,000 - 29,999
6 = 30,000 - 34,999 6 = 30,000 - 34,999
7 = 35,000 - 39,999 7 = 35,000 - 39,999
8 = 40,000 - 44,999 8 = 40,000 - 44,999
9 = 45,000 - 49,999 9 = 45,000 - 49,999
10 = 50,000 - 54,999 10 = 50,000 - 54,999
11 = 55,000 - 59,999 11 = 55,000 - 59,999
12 = 60,000 - 69,999 12 = 60,000 - 69,999
13 = 70,000 - 79,999 13 = 70,000 - 79,999
14 = 80,000 or over 14 = 80,000 or over
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e. What is the highest level of formal education completed by you and your
spouse/partner: (Please circle the appropriate letter for each.)

YOU SPOUSE/PARTNER
A a No formal education
B b Some grade school
C c Completed grade school
D d Some high school
E e Completed high school
F f Some trade or technical school
G g Completed trade or technical school
H h Some college
I i 4 year college degree (B.A., B.S.)
J j Some graduate or professional school
K k Post-graduate of professional degree

f. Please describe your main occupation when employed or before retirement
(your job title and the kind of work you do/did).

Job Title

Kind of Work

g. On the average, how many hours do (did) you work at your paid job each
week? (Please specify)

h. Are (were) your work hours constant throughout the year or do (did) the
work hours change seasonally? Please specify any seasonal pattern;
(for example, Jan-April, 60 hours per week; May-August, 40 hours per
week; Sept.-Dec, 20 hours per week).

i. How many years have (had) you been employed at your most recent job?
(Please specify)
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j. Now describe the main occupation, when employed or before retirement,
for your spouse or partner.

Job Title

Kind of Work

k. On the average, how many hours do (did) your spouse work at a paid job
each week? (Please specify)

1. How many years has (had) your spouse been employed at the most recent
job? (Please specify)

m. What is the population of the place where you live? (circle one)

1 Ranch/farm or open country
2 Town with less than 2,500 people
3 Town with between 2,500 and 10,000 people
4 Town with between 10,000 and 50,000 people
5 City with between 50,000 and 200,000 people
6 City or metropolitan area with more than 200,000 people.

15. We're interested in your comments concerning decisions about family and
work decisions. Please take a moment to let us know, in your own
words, how you feel about work and family.

a. Have you made work/family decisions other than the one you described?
If so, in what ways was the decision different/similar from the one you
described?
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b. Do you think that the way you've handled this work/family decision is
typical of how you and your spouse deal with other types of decisions?
If so, how so? If not, how is it different?

c. Is there anything else about your work/family decision that you think
is important to understand?

THANK YOU VERY MUCH FOR YOUR COOPERATION,

YOUR CONTRIBUTION TO THIS PROJECT IS GREATLY APPRECIATED!


