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IMPORTANCE OF OB 
 

 

Man is a social animal. He is intelligent and therefore his behaviour is difficult to predict. 

No two persons are same and therefore their behaviour in exactly similar situations will 

differ vastly. We all interact with other people all the time, in home with family, at work 

with colleagues, superiors, peers and clients, in market with vendors, and so on. For 

organisations, man is the most important asset they possess. A happy man is always more 

productive, and therefore, understanding human behaviour is the key to create a happy and 

productive atmosphere.  

 

Organisational Behaviour is a field of study to understand WHY, WHEN, and HOW of 

human behaviour so that such knowledge can be applied to improve the organisational 

effectiveness. It covers the topics of motivation, leadership, power, interpersonal 

communication, group structure and processes, learning, attitude, development and 

perception, change process, conflict management, work design and work stress. 

 

Research has indicated that generally held beliefs about human behaviour are not always 

true. There are enough situations in everyday life when our beliefs about human nature fail 

to explain as to why a particular person did what he did. Almost every decision that a 

person makes is based on some rational thought. It may appear irrational to the outsider 

because he is not privy to the compete information and knowledge that decision maker had, 

or did not have. Or, he does not perceive the situation in the same manner as the other 

person. Take for instance a 9 judge bench of the learned Supreme Court Judges. There is 

rarely unanimity in their decision despite every one hearing and seeing the same evidence, 

at the same time, at the same place, and in same environment. So, their decision is not only 

based on what they see and hear as evidence, but also on what their personal beliefs are, 

and what they have learned earlier. Even when two judges agree on attributability of blame, 

they often differ on quantum of punishment. Let alone different people behaving differently 

under same stimulus, the same person behaves differently under the same stimulus at 

different times. Organisational Behaviour tries to explain such incongruities of human 

behaviour. 

 

Challenges for managers are ever increasing. There is a great diversity in work force that 

has stormed the workplaces in just the past few years. There is more mobility, less loyalty, 

and more competition to live with. The average stay of an employee with the organisation 

has fallen drastically in recent years. It is ridiculously low in new technology companies 

like BPO, computers, etc. Such high turnover of employees affects the companies’ bottom-

line adversely. Indian workers have taken away lacks of jobs in Europe and America. 

Similarly, Chinese workers have taken away lacks of jobs like locksmiths, toy makers, and 

electronic goods manufacturing from India because of their cost competitiveness. Creation 

of global village has put even more pressure on managers to retain their best workers and 

extract maximum out of them to remain in business. There is more cross cultural shift in 

workforce. It is becoming more and more heterogeneous in terms of gender, race, and 

ethnicity in USA and Europe, though India is currently insulated from foreign workers 
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influx due to its low currency value. In such situations, managers’ job becomes enormously 

difficult, as he has to be sensitive to sensibilities of various cultures. 

 

The new worker is more demanding. He is more aware of his rights and your liabilities than 

his predecessors were. He is more materialistic in attitude.  Loyalty is becoming a rarer 

attribute by the day. You can expect him to jump to your core competitor if offered right 

compensation. Similarly, companies don’t hesitate to issue pink slips at short notice to 

decades old loyal employees in order to survive in this fiercely competitive market. 

Therefore, today’s managers, as well as employees, must learn to cope with temporariness. 

The study of OB can provide important insights into human behaviour and help you 

become more effective in your job, and stay afloat despite turbulence all around. 
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CONTROL OF BEHAVIOUR 
 

As per the experts, no one can control other person’s behaviour. A person does only what 

he wants. He finds ways to do what he wants and excuses to avoid what he does not want 

to. When some one says that he was forced to do certain thing, it is always in response to 

an unpleasant event/outcome. (Nobody has ever said that he was forced to do certain thing after 

gaining success in the venture). So, in most cases, he is shirking responsibility of his actions by 

claiming that he was forced to act in a certain manner. It is basically passing the buck. 

Influence Vs Control 

When you are able to convince a person to leave his oft stated position or conviction in 

favour of your views, it is called influence. When you get a person to do what you want 

him to do without his agreeing to do, it is called control. 

Problem Solving 

In a problem solving situation, break free from traditional path and try to take an entirely 

new and unconventional approach. There is always more than one option available. It may 

not be the best or most palatable. But nevertheless they are there to be explored. Example: 

What is half of ‘EIGHT’? Answers given were – 4, 0, 3 etc. Is it possible that half of eight 

is eight? Answer was no. But VIII cut horizontally at centre leaves VIII.  Every one was stuck 

first in arithmetic aspect (8/2 = 4), then in the Arabic numeral (8 = o), and totally ignoring 

Roman script. Therefore, there is requirement to go for lateral thinking for seeking 

alternatives. 

Legal Contract Vs Psychological Contract 

Psychological contracts (mute understanding, faith in each other, love, respect, loyalty, etc) 

are not explicit but implicit. Often, nothing is said or demanded and yet they often prove 

far more binding than legal contracts. Psychological contract involves looking beyond 

monetary gains. Invest in personal matters of colleagues/ subordinates to gauge their 

priorities and tailor your handling and their assignments to align with their priorities, and 

thus enter into psychological contracts with them. 

 

Recognition is for efforts and Approval for success. 
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MOTIVATION THEORIES 

 

 

Hawthorne Experiment 

 
Hawthorne was the factory in England where first studies on Organisational Behaviour 

were conducted in an Industrial Set-up.  All researches normally have their genesis in 

Military application and later employed for civil use.  This study also has its genesis in 

Military and started after the First World War in 1920 by Mr Elton Mayo. Entire study was 

a series of 4 sets conducted over almost 20 years (upto 1940). 

 

Due to exceptionally high loss of manpower during the WW-I, there was a serious 

demographic pattern change in the society of England. Due to shortage of male force, many 

professions, thitherto exclusive bastion of males, like truck drivers, etc, were opened for 

ladies. As a result, ladies formed a very high percentage of work force in England post 

WW-I. This study was conducted among the women workforce. 

 

Details of Hawthorne Studies 
 

Mr Elton Mayo gave a hypothesis that physical working conditions affected the 

performance of the workers. 

 

Hawthorne plant had very poor lighting, ventilation and heating arrangements.  On 

suggestion of the study team, these parameters were improved and the performance was 

significantly improved. Buoyed by the improved performance, the directors decided to set 

up an entirely new factory with much improved physical working conditions. They also 

introduced new production mantras like assembly line work culture. Assembly line work 

culture made most of the  people stand side by side with some even facing the wall against 

their earlier pattern of 6-8 people working in a group in a small room while sitting in a 

circle facing others.  

 

In the new plant, despite vastly improved physical conditions, the performance nose dived. 

Mr Elton Mayo was consulted. On enquiry from workers, it was found that workers were 

upset with new work culture since their interpersonal relationships formed in those dingy 

rooms were broken. New arrangement precluded any sharing of thoughts, info, or chatting.  

 

On some pretext, the work groups were reorganised to the extent possible to form the same 

old teams. However, physical conditions were made much worse than what existed before 

commencement of the study. Their performance went up significantly. 

 

The new plant was then reorganised to retain old work groups. 

 

Findings 
 

1. Improvement in physical conditions of work improves the performance. 
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2. Disruption of social relationships at work affects performance. 

 

3. Social relationships when reinstated, led to improvement in performance despite 

poor physical work environment. 

 

4. Work is affected more by the disruption of relationship at work. 

 

However, these findings were never published by Mr Elton Mayo. These were later put 

together by his research associates and published. 

 

Other Content Theories 
 

McClelland Theory of Acquired Needs.   Acquired needs are those which are 

generated due to socialisation in a particular environment. Longitudinal studies were 

conducted form 1956 to 1976 in cross culture manner including India.(Longitudinal Studies are 

those which are conducted over a prolonged duration (10-20 years) on the same set of sample). 

 

According to McClelland there are three kinds of acquired needs: - 

 

1. Need for Affiliation.  People are not born with this need. They develop this need as 

they grow up in the society. During the study it was found that this need has no 

barrier of caste, creed, colour, geography, social status, sex, etc. It was found that 

any disruption in the affiliation causes them pain and frustration. 

 

2. Need for Achievement.   This need is characterised by person taking control of a 

situation or a task and completing it successfully. These people work just for the joy 

of success in work. They do not seek reward, glory or money for their success. 

More challenging job means more joy of success but also means more frustration at 

failure. They keep taking more and more challenging jobs. 

 

3. Need for Power.    Need for power is characterised by individual’s need to exercise 

authority over people. People with high power needs are concerned with numbers. 

He is just concerned as to how many people he is able to exercise authority over. A 

man with high power needs normally keeps a band of people with high achievement 

needs around him to take credit of their work. 

 

All the above needs are not independent of each other. There could be people with high 

affiliation and high achievement needs or high achievement and high power needs. But 

normally people with high power needs have correspondingly lower affiliation needs and 

vice versa. Because, while moving up, generally it becomes mandatory to trample on 

others’ toes, which can be done only if a person’s affiliation needs are not high. Since these 

needs are acquired, they can be developed any time in a person’s life. 

 

For entrepreneurial success very high achievement need is required.  
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Study of Defence Personnel revealed that people in high echelons did not have very high 

need for power compared to other professions. Second study in which spouses of defence 

personnel were also included, revealed that their (high ranking defence officers) wives had 

very high need for power. Probably they were the propelling force behind their husbands. 

 

McClelland Theories are about needs of experience. Other theories are about material 

needs. 

 

There are 13 competencies required for success. All competencies need to be high for 

success. Low score in even one competency will cause failure in business. 

 

With opening of the Indian Economy, proactive approach is necessary to climb up the 

promotion ladder.  

 

 

McGregor’s Theory (X & Y theory) 
 

McGregor’s theory is all about the perception of manager about his subordinates. A 

manager with belief in Theory  X believes that all his subordinates hate work, will make 

mistakes when he turns his back, are basically lazy, need to be punished for every slip up, 

and so on. While a manager having his belief in Theory Y, believes that all his men are 

perfect gentlemen and naturally inclined to work. They do not need any supervision and 

take pride in producing quality product without supervision. They will find their own way 

of making their job interesting. 
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PERCEPTION 
 

 

Suppose a person is shown a picture with a Knight on a horse passing through a jungle, 

what does he first observe? Not the Jungle, not the stream, not the mountains, but the 

knight. Later, he begins to observe the remaining things as well.  

 

This object which people observe first is called the Figure. 

Remaining objects which are observed later are called Ground. 

 

In day to day life also some people act as the figure and majority acts as ground. 

While some people get a genuine attention of the people for various reasons, others indulge 

in antics to get the attention. Initial attention getting attributes are physical personality 

(Looks, Build, Body language), Language skills, Mannerism, Dressing sense, etc). 

  

Why are some people quiet and prefer to remain in background? 
 

(a) Feeling of Inadequacies.    Lack of self confidence. People lacking self 

confidence and unsure about themselves are scared about people’s reaction lest they 

make a mistake. So, they prefer to remain in background unless forced by the 

circumstances to take the foreground. 

 

(b) Let Others Take the Lime Light. There are yet others who are content 

with their state and would rather allow others to take the lime light. They actually 

do not see any merit and benefit in taking the lime light. They some times feel that 

getting into lime light would bring additional work and responsibilities on them. 

 

Feedback. Some people get more feedback about themselves from others than many 

more. The reasons are many: - 

 

(a) Their willingness to accept feedback 

(b) Their softness in accepting a critical remark 

(c) Their objectivity in dealing with critical remark 

 

 People who are perceived to be unable to accept negative feedback in an objective 

manner rarely get feedback.  Other set of people who are extra cautious about projecting 

their positive image do not get correct feedback as their negative traits are cleverly and 

assiduously hidden from others. But they nonetheless exist and make appearance at some 

time or the other. 

 

Why do people hide their negative traits? 
 

 People are generally scared that exposition of their weakness would make them 

vulnerable in this highly competitive world, and that others would take advantage of their 
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weakness. Further, in the emotional matters, there is a fear of rejection. In financial matters, 

they fear pecuniary losses. Public celebrities, like film stars, constantly try to project a good 

image of themselves since negative image would affect their saleability and consequently 

profession. 

 

Deliberate Exposition of Negative Traits. Then there are people who would 

deliberately project only their negative side and hide the positive side, like goons. They like 

to project themselves as nasty, ruthless, and heartless, so that their terror endures in the 

public mind. They feel that their soft side, if exposed, would make them vulnerable to the 

general public. 

 

 Selective acceptance of feedback is dangerous. One may not accept the critical 

feedback but he should at least hear out the feedback and analyse it. 

 

Stimulus Factors 

 

Contrast. Contrast of any kind draws attention of the perceiver. Higher the contrast, 

higher the attention. Therefore, in cases where two objects with high contrast are present 

side by side, both would attract the attention of the perceiver equally. Like a white man and 

a Negro, a person with an impeccable accent and another with poor accent. In case there 

are 2 or more people with minor variation in the accent between/amongst them, none would 

draw attention.  

 

Size. Another factor in perception is SIZE. A size, which is comparatively larger or 

smaller than the usual, would again draw immediate attention. For instance, a 5’ 8” tall girl 

would draw immediate attention where as boy of similar height would go unnoticed. Again, 

6 feet tall man in India, where normal height is 5’6”, draws immediate notice. Same person 

would go unnoticed in Western countries where 6 feet is average height.  

Perceiver Factors 

 

 While the objects present cause for inviting attention, there are factors present with 

perceiver himself which compel him to notice some things better than others. Like a 

Cobbler would take immediate notice of a person’s shoes but not his hair style, where as 

Barber would take no notice of shoes but notice hair style. We would be discussing here 

only the mental factors and leave the physical factors. 

 

Process of Perception 
 

Sensing – This is a physiological process in which various senses of the body receive the 

stimulus, like hearing, seeing, touching, smelling, etc. Like your eyes sense something 

approaching in your direction. This is the stimulus. 

Assimilation – This is a mental process wherein the stimulus is recorded in the mind or 

felt by the mind and body. The approaching body will be identified in some form such a as 
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a known person/animal/vehicle/stone etc. This process is associated with Attention or 

attentiveness. 

Interpretation – The stimulus received is then processed/analysed/interpreted by the 

mind consciously or some times even unconsciously. The analysis is often affected by the 

past knowledge/experience of the consequences of the similar stimulus. If the person 

approaching you is a friend, whose presence makes you happy, you interpret the situation 

as “some happy moments ahead”. This process is association. You associate his presence 

with happy moments for you. 

Response - Based on the interpretation of the stimulus, the mind formulates its response. 

So, the sight of the friend is responded with a broad smile on your face.  

 

 Summing up the entire example of a body approaching you: You sense a body 

approaching you, which you assimilate as a dear friend. You interpret his arrival as 

harbinger of some happy moments and respond with a broad grin on your face. 

 

Two most important perceiver factors are  

(a) Attention/Attentiveness (Mental alertness) 

(b) Association 

 

Attention/Attentiveness.   In other words it is the alertness. The reverse is the case of 

‘physically present and mentally absent’.  If a person is not attentive to the subject, his 

auditory and visual senses will receive the stimulus but without causing any perception by 

the receiver. As in the example above, a person lost in some other thoughts may fail to 

mentally register arrival of the friend despite seeing him and consequently no interpretation 

and response. 

 

Association. Stimulus will be analysed with respect to some past knowledge or 

experience. Association has been identified as the easiest way of learning. The earliest 

experiment on association was conducted by a Russian Scientist, Mr Pavlov. He trained a 

dog who was given food after ringing a bell. The sight of the food caused the dog to 

salivate. After some time, mere sound of the bell, without the sight of the food, caused the 

dog to salivate. The dog had learnt to associate the sound of the bell with food and he learnt 

to respond similarly to both the stimuli.  

  

Food    Bell Sound     Salivation 
 

Natural Stimulus   Associated Stimulus  Natural Response 

    Conditioned Stimulus  Conditioned Response 

 

Prejudice – Negative perception 

Bias – Positive perception 
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 Both perceptions are subjective and therefore should be avoided. 

 

Stereotypes. Stereotyping is labelling any particular class/group/type of people and 

attributing certain qualities/characteristics to them without objective analysis of 

individuals. Stereotyping tendencies can come either by personal experiences, or by 

borrowed knowledge. 

 

Halo Effect. This is the tendency where after seeing some good characteristics in a 

person, many other good characteristics are also attributed to him without ever confirming 

their presence. This is by the process of extrapolation (assumption based on available data). 

Gholem Effect. This effect is similar to halo effect but only differs in type of 

perception. In case of Halo Effect, person is attributed more good qualities where as in case 

of Gholem Effect, untested, untried bad characteristics are attributed to him based on the 

past bad experience. 

 

Barriers in Perception 

 

1. Distraction. Distraction is the external factors like noise etc, which create 

difficulty in understanding. 

 

2. Debating. Debating is the process wherein a person goes into a mental debate 

with himself during listening to another person. Debating is triggered by some emotive 

statement made by the speaker which is at gross variance with strongly held beliefs of the 

listener. Debating involves lot of emotions and is the strongest barrier in perception. The 

susceptibility to this phenomenon is directly proportional to the intelligence and the 

knowledge of the person. Problem can be compounded if the person is highly emotional 

besides being intelligent. 

 

3. Digressing. Often, some events or statement or even words evoke some 

memories/plans/events, and the thought process gets momentarily diverted to them. 

Digressing is a short term phenomenon unlike Debating which has comparatively much 

longer effect. 

 

4. Daydreaming. Building castles in the Air.  Daydreaming is the process of 

getting lost in the rosy plans of the future, like Sheik Chilli, who, on getting an egg, went 

on planning how he would hatch that egg to hen, and hen to many hens, and so on, to be the 

richest person in the town.  
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LEARNING 

 

 

Learning can be divided into two groups 

 

(a) Classical learning 

(b) Operant / Instrumental learning 

 

The example of the dog salivating at the sound of the bell was case of the operant learning. 

 

During the course of operant learning two methods are used: - 

 

1. Reward Method.   Wherein, for successful learning, the subject is given some 

form of reward. In case of failure, he does not get the reward. 

  

2. Punishment Method.  In this method, no reward is given for success, but punished 

for failure. 

 

Mr Skinner conducted the first experiment in operant learning on rats. He made rats to run 

through a maze. The rats completing the maze successfully were rewarded with food 

pellets. Next he made them run through the maze without the incentive of the food pellets 

but gave small electric shocks if they ran into a blind alley.  

 

 

 

 

 

 

   

 

- ve     0   + ve 

Punishment Method  Reward Method 

 In the punishment method, there is a punishment if the task is not completed 

successfully. So, to maintain the status quo, the person has to perform.  In the Reward 

Method, there is gain on successful completion. Else, the status quo is maintained. 

 

Reward method is the positive reinforcement method and punishment method is 

negative reinforcement method. Positive reinforcement has been found to have longer 

lasting effect. The learning is also faster. 

 

In case of negative reinforcement, the focus is not on learning, but on avoiding the 

punishment. Therefore, the learning becomes a bye-product. If the person can device ways 

of avoiding the punishment other than learning, he would not learn. Therefore, learning is 
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slow. It also causes frustration. And finally, the learning is minimum required for avoiding 

the punishment. Both types of learning are present in humans and animals. 

 

Problem Solving 

 

Humans have the best problem solving abilities. Some types of monkeys also have 

comparatively high problem solving abilities. Dolphins are other animal that possess some 

problem solving abilities. 

 

Learning Curve 

 

       Levelling 

 

 

 

       End Spurt  

    Latent 

 

 

 

        Initial 

 

 

     

 
1. Initial Learning.  The learning is very fast as in case of children. The progress 

is perceptible almost on daily basis. 

 

2. Latent Learning.  In the next phase there is apparent stagnation in learning. 

The person feels that he is not learning any thing and this often causes frustration. 

As matter of fact, some learning is taking place but it is not evident. This phase is 

very pronounced in sports especially in swimming and cricket. Latent learning 

manifests suddenly.  

3. End Spurt.  Again towards the end, when the goal is in sight, the learning 

process catches momentum. This is called end spurt.  

4. Levelling. This is the stage when the person reaches the limits of his 

capabilities in learning. There is very little learning at this stage. 

 

The above phases can be favourably compared with a long distance races. The 

racers take a sprint in the beginning of the race to take the lead. After some time 

they settle into a comfortable rhythm till the time they are close to the finish point. 
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Close to the finish point, they once again sprint and finish the last few laps of the 

race much more speedily. Thereafter they continue to run for some time to cool 

down slowly. 

 

 

 

 

 

 

 

 

 

        0  Retention Curve 
 

The studies show that: 

50% of the learnt material is forgotten after one hour. 

75% of the matter is forgotten in 24 hours 

Thereafter, there is gradual loss but there is never total loss. Some amount of memory is 

always retained. Proper stimulus can revive it to some extent much later also. 
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ACHIEVEMENT PLANNING 

 

 

Types of Motivation. 
 

An exercise was conducted where in three coins were to be tossed into a basket from any 

distance ranging from 2’ to 25’ as per the choice of the student. The throw was considered 

success only if all the three coins fell into the basket. No incentive was attached to the 

distance from which the feat was accomplished.  

 

A second chance was given to students again without any incentives. Some students 

reduced their distance from the basket and succeeded.  

 

A third chance was given to all with incentive of prize for the successful students. 

 

Fourth chance was given without any positive incentive but with a penalty of Rs 50 for 

each coin tossed outside the basket. 

 

The results were as follows: 

 

First Attempt – Without any incentive –  15 

Second Attempt – Without any incentive –  07 

Third attempt – With incentive of prize –  17 

Fourth attempt – With penalty of Rs 50 per coin –  3 

Failed in all attempts -  5 

Interpretation of the exercise 

The task was so simple that it could have been achieved by every body in the first attempt 

itself. The task was made difficult by the thrower himself (by choosing to stand far away 

from the basket) for no apparent gain.  

 

Those people who achieved success in the first attempt were majority of the people who 

chose the lowest distance. These are the people who are highly task oriented. They love to 

finish the job and attach no value to how it is achieved, or what is the challenge, etc. They 

would achieve the target at the minimum specified standards. 

 

Those who achieved the target the second time are good learners. They made the mistake 

first time, but corrected quickly and achieved the target. They love the challenge, but don’t 

lose sight of the target in the process. 

 

Student achieving success in the third attempt are the ones who love challenge and are 

generally unmindful of the target unless there is some reward. So, they are reward oriented. 

 

The ones achieving the success in the fourth attempt are the people who don’t care for the 

reward, but fear punishment. 



Mgmt study material created/ compiled by - Commander RK Singh   rajeshsingh_r_k@rediffmail.com 

 

 

Page 15 of 24  -  ORGANISATIONAL BEHAVIOUR 

Jamnalal Bajaj Institute of Mgmt Studies 
 

 

Finally, there were some students who love the challenge so much that no reward or 

punishment could motivate them to achieve the success. They continued to seek success 

through their chosen distance and failed to be inspired by success of others achieved from 

lower distance. These are the people who refuse to learn. 

 

In order to know your limits you have to keep raising the stakes till the point of failure. In 

some cases, the cost of knowing the limits could be too heavy. Like the case of legendary 

motor cycle jumper who had set a target of 20 buses for himself and achieved. 

Subsequently, he raised the target to 21, and then to 22. At 22, he failed and crashed. He 

paid for the failure with his life. In other case, a high jumper incurs no cost for not 

achieving the target. 

 

Self Ability Assessment. Accurate assessment of own ability is most important aspect 

for success. While the failure is mostly caused by inadequate effort, some times extra effort 

also does not lead to success. These are the cases where only accurately calculated effort is 

necessary for success. As in the present case of exercise, less effort led to coin falling short 

of the basket while extra effort led it over the basket.  

 

Achievement Planning. 
 

Cardinals of achievement planning: 

 

1. Goal Clarity. Clarity of goal will often determine success or failure. People 

often lose sight of their goal, and thus lose the direction. Like in the present case, 

the goal was to achieve success by putting all the coins in the basket which could 

have been assuredly done from position 1. But instead of hunting for success, 

majority hunted for show of bravado, thrill of achieving difficult task (self 

converted easy task into difficult) and lost track of actual objective of success in 

throwing the coins. So, first thing when planning achievement is to identify what 

needs to be done. 

 

2. Learning. Learning process is very important. From the failures, one needs to 

learn as to what his abilities are, and what extra efforts and methods are required to 

be employed to achieve the goal. Without this learning ability, success would be 

difficult. 

 

3. Ability Assessment.   Accurate assessment of self abilities are achieved through: - 

 

(a) Stretching.  

(b) Level of Estimation. 

 

In certain situations higher level of education is a hindrance in team work because 

these people often have a feeling that they are superior to others and deserve more 

which affects the team work. 
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In all the throws that have gone over the bucket, the person has been underrating the 

power of his throws. 

 

If coins have always been falling short, the person is over rating power of his 

throws. 

 

4. Higher performances can not be sustained at long phase. Therefore, the expectations 

and targets should be set at moderate levels. No individual can give same level of 

performance all the time. There will be drop/improvement in performances on odd 

days. 

 

5. It is important that one plays by the established rules of the game. One’s own 

perception of success or failure is not what ultimately counts. Perception of the 

masses is what counts. 

 

6. There is always 2% probability that some unimaginable thing might happen and 

spoil the matter. Therefore, a contingency plan to overcome such situations should 

always be in place, howsoever sure the outcome may look to be. 

 

7. Level of Confidence.      Higher level of confidence indicates that person has 

considered all factors affecting outcome. Confidence level < 50 indicates that 

person has accepted defeat before trying. 100% confidence level means being 

unrealistic. You need to realise that there are imponderables which are not under 

control of self and could intervene. It is necessary because a realistic approach will 

make person accept failure if it comes. 

 

 Failure is a reality of life. You have to learn to accept failure in life. It could be in 

any field. If you accept failure, you can move on to success. In business terms, it is 

called bounce back. 

 

8. Locus of Control. A person’s perception of the source of his fate is termed as 

Locus of Control. When the blame is attributed to external factors, the person is not 

willing to accept responsibility. It is called External Locus of Control and vice 

versa. 

 

9. “Feelings” is an Experience. There is no thinking involved. 

 

Fear of Failure.  Can interfere with ability to perform. Joy of success is directly 

proportional to the efforts put in. 

 

 A certain amount of anxiety is necessary to keep complacency away. 

 

Higher the risk, greater the returns. Risk Taking is different from Gambling. 

Businessman is not a gambler. He is a calculated Risk Taker. He takes risk only to the 

extent where possible losses would not jeopardise his bounce back abilities. A gambler 

doesn’t keep that margin for bounce back.  
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PERSONALITY 
 

 

Personality is an internal dynamic organisation of those psychophysical systems that 

determine his unique adjustments to his environment. 

 

Personality is the sum total ways in which an individual reacts to and interacts with others. 

Or, it is the traits that a person exhibits. 

 

Personality Determinants 
 

Personality is influenced by heredity as well as environment in which a person grows and 

lives.  Physical aspects of personality such as physical features, height, facial features, 

muscular development, hair colour, biological rhythm, etc, are determined completely by 

heredity. In the psychological set-up of personality, temperament is also determined largely 

by heredity. It is estimated that genetics affect about 50% of the personality. 

 

The other factor that determines the personality is environment that we grow and live in, 

the family, the friends, and the society.  

 

The final factor that also affects the personality, though to a lesser extent, is situation. A 

person exposed repeatedly to risks will become more courageous than he originally was, 

genetically. 

 

Personality traits. (Structure of Personality) 
 

Initial study identified approx 18000 personality traits. Later, 16 traits were identified as 

source or primary traits. These are 

 

1. Reserved  Vs  Outgoing 

2. Less Intelligent  Vs  More intelligent 

3. Affected by feelings  Vs  emotionally stable 

4. Submissive  Vs  Dominant 

5. Serious  Vs  Happy-go-Lucky 

6. Expedient  Vs  Conscientious 

7. Timid  Vs  Venturesome 

8. Tough minded  Vs  Sensitive 

9. Trusting  Vs  Suspicious 

10. Practical  Vs  Imaginative 

11. Forthright  Vs  Shrewd 

12. Self assured  Vs  Apprehensive 

13. Conservative  Vs  Experimenting 

14. Group dependent  Vs  Self Sufficient 

15. Uncontrollable  Vs  Controlled 

16. Relaxed  Vs  Tense 
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MBTI (Myers-Briggs Type Indicator) 
 

Most used personality framework. It consists of a questionnaire of 100 questions, which 

seeks to know from people how they react or feel in particular situations. On the basis of 

answers the person is classified as Introverted or extroverted (I or E), sensing or intuitive (S 

or N), thinking or feeling (T or F), and perceiving or judging (P or J). These classifications 

are then combined into 16 personality types (different from above). For example, INTJ 

combination signifies Visionary.  They have original minds and great drive for their own 

ideas and purpose. They are characterised as sceptical, critical independent and determined 

and often stubborn. ESTJ combination are organisers. They are realistic, logical, analytical, 

decisive and have a natural head for business or mechanics. They like to organise and run 

the activities. The ENTP type is a conceptualiser. He or she is innovative and 

individualistic versatile and attracted to entrepreneurial ideas. This person tends to be 

resourceful in solving challenging problems but may neglect routine assignments.   

 

There is no hard evidence that MBTI is a valid measurement of personality. However, it 

has still found lot of support at many fortune 500 companies and even in US Armed Forces. 

 

The Big Five Model 
 

This model has been tested and found support in empirical situations. Research has 

indicated that these 5 basic personality dimensions underlie all others. The Big Five Factors 

are: - 

 

Extraversion – (Extrovert) This dimension captures one’s comfort level with 

relationships. Extraverts tend to be friendly and outgoing and to be spending much 

of their time maintaining and enjoying a large number of relationships. Intraverts 

tend to be reserved and enjoy solitude. 

 

Agreeableness. This dimension refers to an individual’s propensity to defer 

to others. Highly agreeable people value harmony more than they value having their 

say or their way. They are cooperative and trusting of others.  

 

Conscientiousness. This dimension refers to the number of goals on which a 

person focuses.  Highly conscientious person pursues fewer goals in a purposeful 

way and tend to be responsible, persistent, and achievement oriented. 

 

Emotional Stability. This dimension taps a person ability to withstand stress. 

People with positive emotional stability tend to be characterised as calm, 

enthusiastic and secure. Those with high negative scores tend to be nervous, 

depressed, and insecure. 

 

Openness to Experience. The final dimension addresses one’s range of interests. 

Extremely open people are fascinated by novelty and innovation. They tend to be 

imaginative, artistically sensitive, and intellectual. Those at the other end of the 

openness category appear more conventional and find comfort in the familiar. 
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Major Personality Attributes Influencing OB. 
 

Locus of Control – A person’s perception of the source of his fate is termed as Locus of 

Control. Whether a person holds himself responsible for happenings in his life (Internal) or 

believes luck to be the deciding factor (External Locus of Control). People with Internal 

locus of control are generally more satisfied with their work because they attribute causes 

to themselves and make effort to rectify them. They also have less absenteeism because 

they believe that health is in their control and accordingly take more care. So, there is less 

disease, and less absenteeism. However, these people are more likely to quit an 

unsatisfactory job situation. They are motivated to achieve. They are better where there is 

element of sophistication and innovation. Whereas, people with external locus of control 

are better where there is structured and routine work. 

 

Machiavellianism. Named after Italian writer, Niccolo Machiavelli, who wrote in the 

sixteenth century on how to gain and use power. For these people, end justifies the means. 

They are pragmatic and maintain emotional distance. If it works, use it, is their mantra. 

Such people manipulate more, win more, are persuaded less and persuade more. They are 

more effective in face to face situation, especially when there are less rules and regulations, 

which they can manipulate, and in an environment where only success counts, and not how 

it is achieved. However, they are low on ethics. 

 

Self Esteem. Self Esteem is how much does a person likes himself or believes in Self. 

High SEs believe that they possess the ability to succeed. Such people are more risk taking 

and go for unconventional but high rewarding jobs rather than routine jobs. They are less 

susceptible to external influences. In a managerial situation, they are more likely to take 

unpopular decisions. They are found to be more satisfied with their jobs. 

 

Self Monitoring. It refers to an individual’s ability to adjust his or her behaviour to 

external situational factors. It is basically adaptability of a person. They can wear different 

faces for different situations. They are also good readers of other people’s behaviour. It is 

assumed that such people are more successful in managerial situations. 

 

Risk Taking. It is about willingness to take chances. It determines how much time and 

information is required by a person to take a decision. 

 

Type A.  
 

These are people in perpetual hurry. They are aggressively involved in a chronic, incessant 

quest to  achieve more and more in less and less time, and if required to do so, against the 

opposing efforts of other things or even other persons.  Their basic traits are: - 

 

1. They are always moving, walking, eating rapidly. 

2. Feel impatient with the rate at which most events take place. 

3. Strive to think or do two or more things at once. 

4. Can not cope with leisure time. 
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5. Are obsessed with numbers, measuring their success in terms of how many 

or how much or everything they acquire. 

 

These people operate under high to moderate levels of stress. They lead a life of deadlines. 

They value quantity over quality. They work long hours but are rarely creative because 

they don’t have patience for creativity. Their behaviour is easier to predict than B’s 

behaviour. 

 

Type B 
 

This personality is exact antithesis of Type A personality. These people are rarely hurried. 

 

1. Never suffer from a sense of time urgency with its accompanying 

impatience. 

2. Feel no need to display or discuss either their achievements or 

accomplishments unless such exposure is demanded by the situations. 

3. Play for fun and relaxation, rather than to exhibit their superiority at any 

cost 

4. Can relax without guilt. 

 

Despite A’s hard work, it is often B’s who rise the corporate ladder. Their penchant for 

quality and relaxed ways are more assuring and fruit yielding than mad quest for quantity 

of A. 

 

National Culture. While there are every type of personnel in every culture, there is a 

predominant psychology of every country. Like, the north America’s materialistic culture is 

sure to throw up more of A type people than in India where contentment is the basic theme 

of religion. 

 

Change in instrumentality (intermediate goals in path to ultimate aim) is a learning 

experience. 

 

Reaction to frustrated instrumentality (failure to achieve) 

(a) Escape 

(b) Fight out 

(c) Adopt to change 

(d) Planning – Explore other avenues 

P = F(H x E)              E   Environment,      H  Heredity 
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Heredity 

 

 

 

Physical    Physiological   Psychological 

1.  Eyes/Hairs    1.  Constitution  1.  Intelligence 

2.  Skin  2.  Aptitudes/Attitude 

3.  Height  3.  Disorders 

4.  Disabilities       (a) Psychosomatic 

5.  Baldness       (b) Psychosis 

       (c) Neurosis 

 

Environment.   Right environment at the right time for potential to develop. 

 

Critical learning period for swimming is up to 9 years. 

Critical learning period for languages is 6 years 

 

Kinds of environments: - 

 

(a) Socio/Cultural/Religious 

(b) Geographic 

(c) Demographic 

(d) Educational – System of Education 

(e) Economic 

(f) Technical – Exposure to modern technology 

(g) Politico/legal – Determines ethics sense of right or wrong etc. 

Personality Theories 

Theory of Psychoanalysis by Sigmund Freud – No one has ever questioned the structure 

given by Freud. 

 

Sigmund Freud was the first to state that Mental Disorders can cause physical illness. Used 

for psychiatric treatment 

 

 

 



Mgmt study material created/ compiled by - Commander RK Singh   rajeshsingh_r_k@rediffmail.com 

 

 

Page 22 of 24  -  ORGANISATIONAL BEHAVIOUR 

Jamnalal Bajaj Institute of Mgmt Studies 
 

 

Structure of Personality 

- Human Consciousness 

 

1 Conscious 10% 

            2 Subconscious     30%  Iceberg Theory 

 

       3  Unconscious     60% 

 

 

Mental disorders occur when there are problems at unconscious level. Psychoanalyst 

dwells into unconscious. Onus is on analyst to determine the cause. He may not share 

the analysis with individual. 

Treatment  may last from 6 month to 18 months 

The greatest complaint about this school is that this generates dependence on analyst 

for ever.  

 

Cognitive School 

 

1. Every individual has potential to cure himself/change personality. An individual 

personality is developed completely by 6-8 years of age. 

2. So, he is not a slave of personality at 6. 

3. Once you provide the tools, person learns to deal with the problem himself. 

4. Techniques used will work with people with psychotics. 

Methods used by Freud to access sub/unconscious 

 

1. Free Association 

2. Dream analyses    Breuer was the one to use these techniques 

3. Hypnosis 

 

Free Association – Allow person’s mind to roam freely. Person to talk whatever he feels 

like. His hidden feelings and passions will obliquely manifest in his talk/arguments. 

 

Dream Analysis – Every body sees dreams. Some people remember, others don’t. The 

subconscious manifests itself in dream. 

 

Hypnosis -  Hypnosis requires specialised training and therefore, it is not used by 

everybody. During hypnosis, a person can recall all the past events, even the events of 

previous life in the native language. He will remember the discussion only if he is told to 

remember by the Psychoanalyst. Else, he will not remember anything. It is believed that 

intelligent persons with high analytical power and concentration can not be hypnotised. 

However, the truth is just the opposite. High concentration is essential to be hypnotised. 
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Those with low concentration power are difficult to be hypnotised. Ability to concentrate is 

one characteristic of the intelligent people. Those with low IQ have low concentration also. 

 

IQ Above  130   – Genius 

125-130 - Very intelligent 

110-125 - Intelligent 

100-110 - Normal 

75-100 -  

50-75 - Capable of academics upto 5 standard. 

25-50 - Moron 

< 25  - Idiot 

 

If a person is not willing to be hypnotised, he can not be hypnotised. However, this 

unwillingness has to be from within (intrinsic). Mere extrinsic denial while intrinsically 

wanting will not help. 

 

This branch of analysis has still to get the world wide recognition. The major barrier in the 

path of recognition is the religion. There are 3 major religions in the world that do not 

recognise “REBIRTH”. And therefore, they vehemently deny this method which would 

make them acknowledge phenomenon of rebirth. It is also quite difficult to produce 

verifiable empirical data in this method.  

 

Getting into Your Own Sub-consciousness. By method of auto suggestion. A 

person keeps repeating instructions for himself like, “I will getup at 4 O’clock”. The person 

will wake up at 4 O’clock because his subconscious mind has registered his instruction 

which does not sleep along with the conscious mind. 

 

Exercise 1.  
 

A person is asked series of questions, 2+2, 4+4, 8+8, 16+16, 32+32 and then asked to tell a 

number between 12 and 5. The result was that approximately half the people answered 7 

which is 12-5 = 7. This is where subconscious mind gets into action. 

 

Exercise 2 (Graded).  
 

The name of the exercise was Trust Walk. The exercise involved forming pairs and one 

person walking with closed eyes while the other person was to supervise to ensure that the 

blinded person did not collide to injure himself. Later there was role reversal between the 

two in the pair. However, no verbal communication was allowed, nor was the person with 

eyes closed expected to open his eyes at any time. The purpose of the exercise was to check 

the leadership and subordinate styles of the people. By closing the eyes, a handicap was 

introduced and person became dependent/subordinate to the person with open eyes while 

the person with open eyes assumed the role of the superior/master.  

 

Analysis. Those people who opened the eyes during the walk did not have trust in 

their superiors to guide them. Those who walked their partners around holding their 
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hand/shoulder were too caring about subordinates and did not have trust in their ability. 

Those who stopped immediately on removal of pressure on their shoulders/arms were too 

dependent on guide and were short of self confidence. Those who allowed their partners to 

collide with others were the careless variety. Some others were seen pushing the other 

people out of the way of their partners. They were ultra caring about subordinates.  

 


