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Abstract
A MODEL GF WORK-RELATED INCOME AND ALIENATION
by

Yael Brender

Advisor: Professor Abraham K. Korman

There has been limited research on income as a source of
alienation, and weak empirical support, despite theoretical support for
such an effect. Korman (1992} has concluded that the direction and
degree to which income affects feelings of alienation, if at all, is unclear.
The present study investigates level of income and income-related
variables (i.e., pay satisfaction, change in amount of income and time
since that change, control over amount of income, perceived value of
money) as sources of personal and social alienation, in an attempt to
introduce a model connecting these variables. A sample of 305 maie
and female full-time workers was recruited to respond to the
questionnaire designed for this study. A hierarchical multiple regression
analysis design was used as the main design of the study. In line with
the trend in the literature supporting the positive effect of higher income
on well-being, this study concludes that higher income is related to lower

levels of personal and social alienation. However, two moderating



effects are found. First, the perceived value of money was found to
interact with the relationship of income and social {but not personal}
alienation such that the more one values money, the stronger is the
relationship between income and social alienation. Second, the time
interval since the change in amount of income is found to moderate the
relationship between the change in income and alienation such that the
less time that has elapsed since the change in income, the stronger the
relationship between change in amount of income and alienation. In
addition, this study concludes that higher pay satisfaction and higher
control over amount of income are also related to lower levels of
personal and social alienation, and together with income and the
moderating variable portray a picture of the effect of one’'s financial
reality (objective and subjective) on one’'s feelings of alienation.
Limitations of the study are discussed and implications for organizations,
theoretical implications, and suggestions for future research are

presented.
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CHAPTER 1

OVERVIEW

Intr ion

Manifestations of alienation are pervasive in modern society and
are not limited to the workplace. Popular research data show an
increase in feelings of alienation over the period 1972-92 {Collingwood,
1993). According to Murphy (1985) contemporary society reflects the
widespread alienation experienced by people both in the workplace and
in social environments. Additionally, Johnson (1977) notes that
alienation affects the lives of all individuals, especially those who live in
technologically advanced societies. Durkheim (1947} views alienation
as the perceived lack of socially approved means and norms to guide
one’s behavior for the purpose of achieving culturally prescribed goals,
and Seeman, Seeman & Budros {1988} described the classic concerns
alienation raises as "the problem of power and powerlessness, the
centrality of work and of alienated labor, and the contours and
consequences of the absence of community {Seeman et al., 1988, p.
185). Overall, alienation could lead to behavior that has a negative
impact on individuals, organizations, social institutions, and society in
general {(Korman, 1992). This makes a compelling case for studying the

alienation phenomenon {Erikson, 1986; Seeman, 1971, 1983).



Significance of the |ssue

The study of alienation is relevant to researchers, individuals/
employees, and organizations.

For researchers, the lack of conceptual clarity about the term
alienation necessitates further conceptualization and refinement, both
theoretically and empirically (Erikson, 1986; Kanungo, 1982).

For individuals, the threat of alienation to the quality of life and
well-being in the workplace and elsewhere (Erikson, 1986) creates a
need for a better understanding of the sources of the phenomenon.
Alienation involves feelings of loss, lifelessness, spiritlessness, apathy,
lack of interest, withdrawal, and lack of concern (Korman, 1992).
Alienation aiso inhibits intrinsically motivated exploration of unfamiliar
environments, and hence inhibits growth, development, and survival
(Maddi, Hoover, & Kobasa, 1982). Due to high mobility in contemporary
society, alienation has become pervasive, manifasting itself in the loss
of the nuclear as well as the extended family (Murphy, 1985}. By
focusing on the individual, alienation studies help one to understand the
threat of alienation and its sources and give hope for the improvement
of peoples’ quality of life and work.

Organizations are affected by alienation’s effect on their
employees. The alienated person loses his or her sense of focus of time

and place, which could impede future growth in any action, work-related
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or otherwise {(Korman, 1992). More specifically, feslings of alienation
may result in reduced effort and lower performance and increased
tardiness (Cummings & Manring, 1977). Moreover, alienated employeses
pose a threat to the organization through increased substance abuse and
absenteeism and decreased productivity and effectiveness (Kanungo,
1982; Murphy, 19858). Efraty, Sirgy and Claiborne {(1991) found that
alienation increases need deprivation, which in turn decreases job
satisfaction, and this in turn has a negative effact on job involvement
and organization identification. Also, according to Murphy {1985},
"individuals are not only reacting to feelings of alienation in the
organization but are bringing into the organization the negative spill-over
effects of this phenomenon in their private lives” (p. 84). In order to
avoid the effacts of alienation and better utilize their human resources in
terms of productivity and effectiveness, organizations must understand

the nature and causes of the alienation phenomenon.

The Pregent Study's Approach
Theoretical and empirical research on alienation has proceeded in
three major directions. One avenue of research is the
sociological/psychological study of the concept of alienation and its

measurement {Cummings & Manring, 1977; Erikson, 1986; Kanungo,



4
1982; Korman, 1992; Maddi, Kobasa, & Hoover, 1979; Seeman, 1971,

1975). Another direction of research is the manifestation of alienation
in life and work (Cummings & Manring, 1977; Gilbert, 1977; Maddi,
Hoover, & Kobasa; 1982; Schmitt, 1983; Schwalbe, 1986; Seeman,
1967, 1983; Seeman et al., 1988; Silver, 1986; Tussing, 1973). The
third area of research is the sources/predictors of feelings of alienation,
mostly at work (Blauner, 1964; Burris, 1983; Geyer, 1980; Johnson,
1973; Korman, 1992; Seeman, 1976).

The present study focuses on this third area of research--the
sources of alienation as a function of work experience--by invastigating
the relationship between work-related income and alienation. Korman
{(1992) suggested three major sources of alienation, one of which is low
income, and tested the hypothesis that higher income is associated with
lower levels of personal and social alienation. However, his study’s
results did not allow for a clear conclusion regarding the relationship
between income and alienation.? Korman therefore stated:

Woe beliave it is time that we shake ourselves free of the illusions

so many of us have had for so long about the significance of

income and that we begin to {earn through systematic research

and theory more about the social and personal factors which

1 See details in the following section.
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impact on the relationship between income and feelings of

personal and social alienation. (Korman, 1992, p. 254}

Previous rasearch studies that investigated the relationship
between income and various measures of well-being found a direct
relationship between the two (Adelmann, 1987; Crohan, Antonucci,
Adelmann, & Coleman, 1989; Campbell, 1976; Diener, Sandvik, Seidlitz,
& Diener, 1993; Duffy, 1989; Kessler, 1982; Mullis, 1990; Wheaton,
1978). For example, Campbell {(1976) tested family income and found
it to be a predictor of well-being. Mullis {1992) examined different
measures of economic well-being and concluded that economic well-
being based on permanent income, annuitized net worth, and household
economic demands is the best predictor of psychological well-being
{although the percent of psychological well-being variance explained by
economic well-being was small}.

In general, a negative relationship between sociosconomic position
and psychological distress has consistently been documented in surveys
{Dohrenwend, 1870, 1973; Dohrenwend & Dohrenwend, 1969; Fried,
1975; Kessler & Cleary, 1980; Langner & Michael, 1963; Myers,
Lindenthal, & Pepper, 1974). Spaecifically, Wheaton (1980} found that
socioeconomic status is negatively related to measures of alienation and

positively related to measures of social participation. Wheaton {1978}
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also found that socioeconomic status is negatively related to measures
of psychological disorder. Finally, Otto, & Featherman {1975} found
income to be positively related to social participation and negatively
related to the alienation measure of self-estrangement. This research
support for a relationship between income and well-being suggests that
the relationship between income and alienation merits further

investigation.

ntributi f th

In the present study | attempt to delineate the nature of the
relationship between income and alienation theoretically and empirically
by presenting a more axtensive model. This model includes as its basis
the hypothesis on the negative relationship between income and
alienation, and it presents additional variables that constitute the
theoretical framework for this relationship. Underiying the model is the
notion of personal construction of reality. It is suggested that the effect
of income on alienation is only to a limited degree a result of the
objective reality of amount earned, and mostly a result of personal
construction of one’s financial reality. Therefore, an individual’s beliefs,

expactations, assumptions, and values regarding income and money play
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an important role in the way his or her income will affect his or her level
of alienation.

The implications of income and its perception as being a predictor
of alienation are both theoretical and practical. Theoretically, income
and its perception can be added to the overall framework of
understanding alienation and its sources, and might also lead to
prediction of its occurrence. In a practical sense, the degree of control
over income by management and employees could be an objective way

to identify and even combat alienation in the workplace.



CHAPTER 2

LITERATURE REVIEW

Defin f K

Income defined

In this study income will refer to that portion of one’s personal income
that is derived from work. It is suggested in this study that alienation is
related to variability in income level. However, since alienation is an
individual psychological state, it is claimed that personal income (which
is affected by one’s work effort, abilities, and skills), is the most
important factor in one’s personal psychological perception. Other
income (e.g., spouse’s, family’s, interest, investment) is either a result
of others’ accomplishments or is affected by exogenous variables {(e.g.
market value, interest rates, luck}. Therefore, income as defined here
will not include spouse or family income or other non-work-related
income such as interast, investment, or inheritance income. Howevaer,
since it is acknowledged that such additional sources of income might
affect one’s alienation level, or the importance of personal job related
income to alienation, the effect of spouse income will be specifically
hypothesized about, and the effect of other income will be accounted for

in the data analysis procedures.



Alignati i li
Several different definitions of the concept alienation exist, each implying
a different theoretical approach to the investigation of this phenomenon.
The English term alienation is derived from the Latin noun
alienatio, derived from the Latin verb glienare, which means to "take
away” or to "remove”. The verb alignare was used in Latin in the
context of causing a separation to occur, and in this sense alienation
referred to "a state of separation or dissociation” betwaeen two elements
{Klein, 1966}). The Merriam-Webster dictionary defines alienation as "a
withdrawing or separation of a person or a person’s affections from an
object or position of former attachment”, and as "estrangement” as in

"alienation from the values of one’s society and f.':lmily".1

The concept of alienation is applicable to many areas of life and
several fields of research {e.g., sociology, philosophy, labor economics,
psychology}). However, according to Kanungo {(1982), there is a state

of confusion in all fialds and specifically in the psychology literature with

Vs important to note here the difference between the term
alienation as was used by Marx and that used in the fields of
psychology/sociology and in this study. According to Kanungo {1982}
Marx spoke of alienation of labor rather than spiritual alienation (which
is the interpretation of the term in this study). Also, Schwalbe {1986)
notes that alienation as a concept in Marxism is not the alienation used
in mainstream sociology of work. While Marx referred to workers’ lack
of control over their labor, sociology refers to an assortment of bad
feelings aroused by one’s work situation,
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regard to the definition and conceptualization of alienation, for five major
reasons: 1} the equivocal usage of the concept in terms of level of
analysis (i.e. individual, group, organization); 2) the fact that
measurement of the concept does not always align with its description;
3) the failure to distinguish the phenomenon from its causas and effects;
4) the failure to distinguish between alienation as a cognitive state and
as an affective state; and 5) the failure to distinguish between situational
and dispositional determinants of alienation.

In his treatment of the term alienation, Korman (1992) dealt with
all five of the confusions mentioned by Kanungo {1982). He used one
level of analysis--the individual; he developed tailored measures to match
his original definitions; he distinguished between causes and effects; he
speacifically defined alienation as an affective state; and, finally, he gave
consideration to the difference betwseen situational and dispositional
causes of alienation. In this sense, Korman's framework and definitions
of parsonal and social alienation, and the measures he developed provide
a sound basis for an investigation of alienation.

Seeman (1975, 1976) did extensive conceptual and empirical
work on alienation. He proposed that alienation is a multidimensional
conceptcomprised of six varieties, i.e., powerlessness, meaninglessness,
normlessness, self-estrangement, social isolation, and cultural

estrangement. However, Korman (1992) argued that Seeman’s
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multidimensional approach to alienation is neither theoretically and
empiricaily grounded, nor clear as to its application in different
conditions. Another resaarcher criticized by Korman (1992) is Maddi et
al. {(1979). According to Korman, these researchers go as far as to
suggest four types of alienation and five settings in which it occurs.
Again, Korman argued against this complex approach to alienation,
which is not empirically supported and does not deal with statistical and
thaoretical problems of intercorrelations among the different dimensions.
Korman's {1992) answer was to simplify and theoretically ground the
definition of alienation and at the same time consider some of the
dimensions suggested by Seeman (1975, 1976) and Maddi {(1979), not
as definitions of alienation but rather as sources of alienation (e.g.,
powerlessness, meaninglessness). After evaluating Seeman’s and
Maddi's work in comparison to Korman's, it is my opinion that although
the first two researchers contributed immensely to the forming and
development of alienation theory, Korman’'s work, in its simplicity and
conciseness, has madae it clearer, more empirically tangible, and (judging
by his empirical work) more theoretically accurate.

Korman {1992) distinguished between two types of alienation -
personal and social. He defined personal alienation as:

An experienced sense of interaction in the every-day world of

reality when the person (or "self") who is doing the interacting
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perceives that it is not his/her "real, full self” who is engaging in
the behavior but rather some superficial portion of that self from
which the sense of the real self is somewhat distanced. These
individuals view their real self as hidden, as not seeing the light of
day and as different from, separate from and estranged from the
expressed self, i.e. the self that does not interact with the world
every day. Intrinsic here also is the belief that the real self is
perceived as not being nourished by everyday interaction but as
being increasingly subject to feelings of stultification and, as a
result, disintegrating in significance, integrity and cohesiveness.

{Korman, 1982, p. 19)

Sociatl alienation was defined by Korman as:
A sense of not being integrated into a meaningful social nexus and
as not having a common framework within which to interact with
others. Social alienation refers to the belief that one is “alone” in
the world and that there are few places where he/she can seek
social reinforcement and support from others for purposes of
personal growth and for aid in the development of one’s sense of
personal integrity and meaning. Social alienation is the perception

of oneself as being separated from others and as being isolated
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from such others as one’s family, one’s job and from religious,

national and other cultural institutions. (Korman, 1992, p. 23)

The In -Ali n

There are compelling reasons for studying alienation in the context of
work environments and work-related income. Aiken, Ferman, and
Sheppard (1968} initiated the idea that absence of work or financial
rewards from work might lead to feelings of alienation. In their book
about economic failure and alienation, they state that "the tie of man to
the workplace - and indirectly to the economic order - is the most
fundamental and essential of all social relationships™ (p. 65). The
authors give two reasons for this statement: first, the amount of time
spent at work is more than that spent with the family; and second, other
social relationships are contingent on the work role. According to Aiken
ot al. {(1968), work is the fundamental framework of the individual’'s
identity, and it also provides social rewards, especially economic
rewards, which permit a life-style consistent with that identity.
Therefore, unemployment implies the loss of economic resources as well
as absence of this fundamental social tie. The authors state that "if

indeed the workplace is the fundamental source of the individual’'s
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identity, then the absence of this relationship may represent the classical
case of anomie” (p. 65), which the authors equate with alienation.
Researchers disagree on whether working and receiving financial
rewards reduce alienation. According to Blauner (1964) there is a
fashionable argument that leisure, and not work, is the solution to
alienation, because work has lost its former position as the central life
interest, particularly for manual workers {(Dubin, 1956). Leisure time, on
the other hand, enables creativity, self-expression, hobbies, and other
self-focused activities. Blauner {(1964) disagrees with the leisure solution
to alienation and claims that "it underestimates the fact that work
remains the single most important life activity for most people, in terms
of time and energy, and ignores the subtle way in which the quality of
one’s work life affects the quality of one’s leisure, family relations, and
basic self-feelings™ {(p. 183-4}). The centrality of work in one’s feelings
and perception of life, and thus the potential effect on one’s feelings of
alienation, is based on ths products of work, one of which is financial
rawards.1 There is considerable evidence that paid employment has
positive psychological consequences for individuals {Baruch, Biener, &

Barnett, 1987; Baruch & Barnett, 1986; Barnett & Baruch, 1985;

1 Clearly thera are other products of work, which are not the focus
of this study, that may affect one’'s alienation level (e.g. intellectual
interest, sense of usefulness, intrinsic satisfaction).
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Epstein, 1983). The place of financial rewards in feelings of alienation
is reflected in the following quote from Aiken et al. (1968):
Economic deprivation was the best predictor of

anormmia 1

...Workers who had reduced savings, increased debts,
and who had done without essentials, such as food, clothing,
shelter, and transportation, evidenced the greatest anomia.
Convarsely, the worker who suffered the least economic hardship
following the plant shutdown had fewer anomie tendencies. This
suggests that the greater the economic change which follows the
2

loss of the work role, the greater will be the degree of anomia.

fAiken et al., 1968, p. 67-69)

Another theoretical support for the connection between economic
well-being and psychological well-being is Easterlin‘s (1973) work on
money and happiness. According to Easterlin (1973}, thirty national
population surveys show that greater happiness is related to higher
income. The association between greater individual happiness and more

money appears without exception in different countries and social

1 The authors equate subjective anomia with social alienation.

2 Aiken st al.’s work reflects mostly one extreme of income level {i.e.
debt, job-loss, and poverty). While the current study does not represent
this level of income, as a theoretical support for the study’s main line
of thinking Aiken et al.’s findings are important and relevant.
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systems. If money is connected with happiness, lack of money may be
perceived as a threat to ona’s waell-being and give rise to depression and
emptiness, two feelings that are related to alienation (Abraham,
1917/1953)

A variety of studies show empirical support for the association
between income and emotional well-being {Adelmann, 1987; Campbell,
1976; Crohan, Antonucci, Adelmann, & Coleman, 1989; Diener,
Sandvik, Seidlitz, & Diener, 1993; Dohrenwend, 1970, 1973;
Dohrenwend & Dohrenwend, 1969; Duffy, 1989; Fried, 1975; Kessler,
1982; Kessler & Cleary, 1980; Langner & Michael, 1963; Mullis, 1990;
Myers et al., 1974; Viinamaki, Koskela, Niskanen, & Arnkill, 1993;
Wheaton, 1978). For example, Kessler {1982) estimated the relative
importance of income and other variables in predicting well-being. He
found that among men in the labor force lack of income is the strongest
predictor of distress, and that overall, income is a significant pradictor
of well-being. Crohan, Antonucci, Adelmann, and Coleman {1989) found
that personal income was positively related to one measure of well-being
{perceived control) for black women and white man, and to another
measure of well-being (life satisfaction) for white women. Duffy (1989)
found that education and income explain 66% of the variance in mental
well-being of women heads of one-parent families. Diener, Sandvik,

Seidlitz, and Diener (1993) also found significant correlations between
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subjective well-being and family income in a U.S. study, and a relation
between life satisfaction and affluence in an international study that
included 39 countries.

Some empirical support also exists for the proposition that lower
financial rewards are associated with higher alienation (Durant &
Christian, 1990; Otto & Featherman, 1975; Wheaton, 1980). For
example, in their study of socio economic predictors of alienation among
the elderly, Durant and Christian (1990) found that health, race,
education, and income were the strongest predictors of alienation. The
most recent and extensive study that attempted to empirically
investigate the relationship between income and alienation was done by
Korman (1992). Korman's theoretical rationale for the hypothesis
regarding the relationship between income and alienation consisted of
several major arguments:1
First, based on Lapham’s {1988) ideas, Korman suggested that

higher income can "purchase” current personal satisfaction, and

anticipated personal satisfaction {e.g., hopes and aspirations); and also

1 The following is the theoretical framework presented by Korman.
Empirically, however, only the relationship between income and
alienation, and not the whole framework, was tested by him. In this
study, some theoretical argumaeants utilize this framework as theoretical
support, but in no way is this study meant to be an empirical
examination of the framework.
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that higher income brings with it social value and acceptance from
others.

Second, Korman developed the idea that money and income is
what bonds the American nation. He claimed that money is the identity
that replaces religion or family heritage for Americans, and therefore, it
is the criterion by which many Americans evaluate themselves and
others. In addition, he argued it is a popular view in the U.S. that money
is an objective criterion for assessing one’s success in business and
career. The success of one’s career is very important in the U.S. for
assassment of one’'s worth as an individual. Undsrlying this popular
belief, said Korman, is the notion that it is socially, economically, and
psychologically better to be judged according to one’s accomplishments
rather than on the basis of factors that are accidents of birth such as
one’s background or ethnicity.

Third, Korman discussed the idea that migration phenomenon
within and into the U.S. is explained to some extent by people’s desire
for a more materially satisfying life style. He therefore argued that it is
reasonable to believe that many people in the U.S. emphasize material
satisfaction {and not family ties and affiliation) as the way to avoid
feelings of personal and social alienation.

Fourth, Korman suggested that money provides people with a

sense of power and with the actual power to find life patterns that
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acquire self-fulfilment. Income has this power, he argued, because it
helps people to influence other people and events that stand in the way
of achieving self-fulfilment.

Finally, basing his argument on Brown’s (1961) ideas, Korman
proposed that money reduces the anxiety one feels in undertaking the
proceass of self growth. "Without sufficient income we are at the mercy
of others, doomed to a lifetime of alienation from our personal desires
and from meaningful social interaction with others, both on and off the
job" (Korman, 1992, p.193).

Using several different samples and two methods for measuring
alienation, Korman found that the relationship between income and
alienation is generally negative but minor in terms of effect size and not

1 Korman’'s {1992) conclusion was that "if

significant in many cases.
a negative relationship exists at all between income and alienation, and

we emphasize the word if, it is a very minor one" {p.196).

1 Korman used four different samples in his study. The relationships
between income and personal alienation in those samples were: .03, -
.14*, -.13**, -.14* and the relationships between income and social
alienation in those samples were: .06, -.15*, -.05, -.16". For the last
three samples Korman studied the effect of gender on the results. The
relationships between income and personal alienation in those three
samples were, for women: -.25**, -.01, -.08 and for men: -.03,-.21**,
-.18*. The relationships between income and social alienation in those
last three samples were, for women: -.25**, -.05, -.18 and for men: -
.07, -.04, -.16. It is clear that almost all the results, although not all
significant, were in the expected direction, showing a negative tendency
to the relationship between income and alienation.
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in the discussion, Korman suggested that there are several reasons
why the hypothesized relationship would not appear (or maybe is not)
negative, and concludes that further research should identify the
conditions under which income has positive and negative relationships
with alienation and the conditions under which it has no relationship at
all.

The hypothesis regarding a relationship between income and
alienation was deducted by Korman {1992) from a base of logical
historical and theoretical arguments. However, by examining the
empirical results shown by Korman, one would recognize that they are
sufficient neither to reject nor to accept the hypothesis. This recognition
leads me to conclude, as did Korman, that more theoretical as well as
empirical work is needed to reach a conclusion regarding the relationship
between income and alienation.

In summary, the empirical support for the association between
income and alienation has not yet been clearly determined and
substantiated, although the literature provides sound theoretical support
for this association. However, the theoretical model implied in the
literature assumes a single and direct relationship between high income
and lower alienation. Thare is reason to believe that the explanatory
model underlying this relationship may be more complex in nature.

Therefore this study’s objective is to propose an extensive model of
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work-related income and alienation and to test it by undertaking an

empirical investigation.
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CHAPTER 3

MODEL AND HYPOTHESES

| rk-Rel In i ion
In this section a model of income and alienation is proposed. This model
considers, in addition to income, other factors that are income related
and that may have an influence on alienation or on the relationship
between income and alienation. Figure 1 below depicts five independent
variables (i.e., level of personal income, level of spousal income,
satisfaction with pay, percent change in income, and control over
amount of income) as main effects on the dependent variable alienation;
and three intaraction variables (i.e., time since change, control over
amount of income, and value of money) as indirect effects on the

dependent variable alienation.

Hypotheses

is 1- Lof In

Personal Income

Based on the preceding introduction and literature review it is



Figure 1: The Relationship between Income, Related Variables, and Alienation

LEVEL OF PERSONAL
INCOME (IV)

CONTROL OVER AMOUNT

OF INCOME (V)

>\é"““‘7
/

-]
-

-
4(-)

V

e

2(-)

yd

ALIENATION (DV)

’ Ti(~
5(-)
/ N
/
VALUE OF
MONEY
1i(-)
LEVEL OF SPOUSAL /

INCOME (IV)

| Direct — main effect

—_

Indirect— interaction

effect— — >

AN

3i(-)

(IV)=Independent Variable
(OV)=Dependent Variable

SATISFACTION WITH

INCOME (IV)

X

TIME SINCE
CHA/NG E

/
/
Jii(—)

/

PERCENT CHANGE
IN INCOME (IV)

1{—)=Number of hypothesis
and direction of the relatonship

£e



24

argued that although proposing a negative relationship between income
and alignation is not sufficient in itself to depict the complex influence
of income on alienation, it is nonetheless an important element in the
model relating the two variables. Therefore, the following hypothesis is

presanted:

Hypothesis 1i: The higher the leval of personal income, the lower the

level of paersonal and social alienation.

Spousal iIncome
In this study personal income is claimed to be the main
determinant of alienation. Howaever, it is feasible that spousal income

T 1tis

also has an effect on the individual’'s feelings of alienation.
possible that some people consider their spouse’s income as part of their
own to a certain extent. Smith and Reid (1986) found it is agreed by

many dual-sarner families that both the husband’s and the wife’'s salary

1 This effect, however, is not necessarily a positive ona. One can
feel threatened or resentful of one’s spouse’s income level. This is
probably true for men, especially if their wives earn more then they do,
although even the mere fact that a wife works can have a negative
effect on a husband’'s well-being (Staines, Pottick & Fudge, 1986). A
negative effect of spouse’s income level on alienation, if it exists, is
accounted for in the succeeding section by considering relative income.
In accordance with the ideas there, if one is unhappy with one’'s
spouse’s level of income relative to one’'s own level of income, this will
manifest itself in one’s satisfaction with income.
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should be considered family monsy. If people think this way, their
alienation level could be affected by both their personal income level and
their spouse’s income level. In such a case, the basis for personal
income to affect alienation (i.e., Korman’s {1992) framework) holds also
for spousal income (i.e., the increase in satisfaction and self worth,
perceived and actual power to achieve fulfillment, etc.).

Therefore the following hypothaesis is proposed:

Hypothesis 1ii: The higher the level of one’s spousal income, the lower

the level of that individual's personal and social alienation.

Korman (1992) suggested that a higher income can “purchase"
current and anticipated personal satisfaction, and that it is also
accompanied by social value and acceptance from others. As such,
higher income can aid pseople in their attermpt to avoid feelings of
personal and social alienation. In this argument, income is treated as if
all individuals appreciate the same dollar-value of income equally. | argue

that this may not in fact be the case.
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The value of income as a factor in decreasing alienation may be
very much of a subjective process. The same amount of income can
"purchase” satisfaction, and hence decrease alienation, for one person
while not being sufficient for another. Uliah {1990) concluded in his
study of income and well-being that the subjective level of financial
strain, but not amount of income, was independently associated with
psychological well-being. One of the ways to consider one’s subjective
income is to discuss one’s satisfaction with income.

Satisfaction with income, as suggested by the literature on
discrepancy models of pay satisfaction, reflects relative income, which
is a function of actual income and other variables. Shapiro (1976)
discussed various discrapancy models, all of which equate pay
satisfaction to the difference of actual pay and one of the following -
deserved pay, expected pay, and desired pay. Each model uses a
different term, but Shapiro concluded that empirically the models are
interchangeable in predicting pay satisfaction. Rice, Phillips and McFarlin
(1990) suggested that pay satisfaction is affected by multiple
discrepancies: what employees feel they should receive (i.e., deserved
salary), what others in the employees’ organization receive (i.e., others’
salary), what others, doing similar work, receive (i.e., average salary),
and the minimum pay for which employees will be willing to perform

their work {i.e., minimum salary}. Finally, Sweeny, McFarlin, and
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Inderrieden {1990) used relative deprivation theory to address the issue
of actual pay level relative to wants, past and future expectancies, and
entitlement.

Thus, it is implied by the above literature that pay satisfaction
actually reflects perceived relative income. ! Therefore, it is not just the
actual amount of income, but also the way one constructs reality to
perceive one’s income as satisfying, that is proposed to affect that
individual’s level of alienation.

To illustrate the logic of this argument, assume that an individual
earns X dollars, but expects or believes that he or she should earn X + 1
dollars. Consequently, the X amount is not sufficient to prevent feelings
of personal and social alienation. For example, if one avoids feelings of
alisnation by relying on self-worth, and that individual’s self-worth is a
function of his or her income, the perception of the income as not
satisfying is what is relevant for that individual’'s level of alienation.
Accordingly, if an individual earns X dollars, but would have been

satisfied with only X-1 dollars, his or her income is clearly sufficient as

Tin the literature it is suggested that pay satisfaction be estimated
by using different bases to which income is relative. Howaevaer, in this
study pay satisfaction is measured as a whole {and not through its
components), and therefore it is not necessary to choose between the
different bases.
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a source of self-worth and thus for the avoidance of feslings of personal
and social alienation. |

Another argument for the pay satisfaction effect may be provided
by considering Korman’s (1992) arguments that personal evaluation,
identity, and success evaluation may be derived from one’s level of
income. While this may be true for individuals who are satisfied with
their pay, individuals who believe that they are underpaid wiil not simply
equate their actual amount of income to their level of personal success.
On the contrary, these individuals can be even more frustrated and self-
critical when analyzing their success in life using income level, knowing
that they did not succeed in receiving the amount of income they think
they deserve {according to their own past experience, entittement
feelings, others’ income level, average salary in their job, etc.). Hence,
the perception of income as satisfying, and not income alone, is of

interest. Supporting this argument is the finding of George and Brief

(1990), that pay satisfaction is positively related to life satisfaction and

1 This argument is especially important if one takes into account that
individuals with higher income grew up, on average, in wealthier families
(Becker, 19795). Thus, if we used these individuals’ actual income as the
criterion, we would have predicted that their alienation would be low.
However, since they grew up in wealthier families their expectations or
feelings of entitltement might be higher and their relative income -namaely,
their pay satisfaction - may not be high. Therefore, the use of actual
income alone may lead to a lower prediction of alienation for these
individuals than the combined use of relative income {pay satisfaction)
and actual incoms.
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that "economic outcomes of work are important to the psychological
well-being of workers” (p. 365). Headey (1993} also found a significant
relationship between satisfaction with income and life satisfaction. In

light of the above arguments the following hypothaesis is proposed:

Hypothesis 2: The higher the pay satisfaction, the lower the personal

and social alienation.

P n nge - ff
Wachtel (1989) discusses the influence of financial rewards on feelings
of well-being. He suggests Adaptation-Level theory as a tool for
understanding what he calls "the apparent lack of fit between our level
of affluence and our experience of well-being” {p. 22}. Adaptation-Level
theory's major thesis (which was developed by Harry Helson, 1964) in
Wachtel’s words is that "our perception of events depends not just on
their ‘'objective’ nature but on the expectations and assumptions that we
bring to bear...Qur perceptions are inherently comparative” (p. 22).
Wachtel (1989) suggested applying this notion to the

effectiveness of financial rewards. One’'s expectations of financial
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reward, or the level of rewards which one is used to receiving, is called
ona’s 'adaptation level’. When people judge how well off they are
economically, they take what they already have (their adaptation level)
for granted, and regard that as their 'neutral point’. Only departures
from that ‘neutral point’ are noticed and affect their feslings of well-
being. Therefore, it is relevant to consider the effect of a change in
income on alienation, independent of the total amount. According to
Adaptation-Level Theory, not all departures have the same effect. The
greater the magnitude of the t:h:;mgtla.‘l the stronger the response
{Helson, 1964).

To ilustrate, consider a person who earns $25,000 annually, and
who received a raise of 100% and now earns $50,000, in comparison
to a person who earns $40,000, and who received a raise of 25% and
now earns $50,000 as well. The former person will perceive a greater
departure from adaptation lavel than the latter person. Thus, it is
suggested {based on Korman’s 1992 framework) that the former person
will have a more significant and effective change in self-worth, identity,
evaluation of personal success, etc., than the latter person, although

both individuals presently earn the same amount. Since the change in

1 The word change is used here since Wachtel's adaptation level
model of rewards discusses departure and not increase or decrease
specifically. Therefore, the reasoning of the example that follows applies
to either increases or decreases in income.
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self-worth, etc., will differ for the two individuals, the change in these
individuals' alienation level will differ as well. The larger the percentage
of change, the larger its effect on alienation.

It was noted above that this effect on alienation discussed here
applies to increases as well as decreases in income. However,
Kahneman and Tversky's (1984) prospect theory suggests that the loss
curve is steeper than the gain curve, meaning that people consider loss
more unpleasant than they consider gain pleasant. Therefore, although
Wachtel’'s logic is true for increases as well as decreases, from prospect
theory’s perspective, a given decrease in income might have a stronger
effect on alienation than would an increase of the same magnitude. It
is important to clarify that Adaptation Level Theory or Wachtel’s specific
interpretation of it does not claim that an increase departure should have
the same magnitude of effect as a decrease departure, but only that both
departures operate according to the same process. Therefore, there is
no contradiction between Wachtel’'s ideas, on which the arguments
above are based, and the application of prospect theory to this case.
The main pointis that an increase and a decrease in income will have the
same type of an effect on alienation, whether the slopes are identical, or
the decrease slope is steeper. The following hypothesis is a general one
and does not take into account the specific magnitude of the slope for

different changes in income:
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Hypothesis Ji: The larger the last percentage change in income in either

direction, the greater the change in alienation, in the opposite direction.

Ti i h - i i
As was discussed above, according to Wachtel {1989} a departure from
the adaptation level will affect one’s feelings of well-being. However,
according to the contrast and assimilation rule of Adaptation Level
Theory {Helson, 1964}, every such financial change will eventually
assimilate into the ’'adaptation level’, and become part of what the
individual is used to and expects {Wachtel, 1989). Therefore, what
Wachtel is suggesting is basically a cyclical influence of financial rewards
on well-being. Thus, when there is an increase in income, the individual
notices a departure from the adaptation level and his or her alienation
level is affected by it. Over time, however, the increase in income is
adapted to and ceases to hava a significant effect on alienation.
Toillustrate, consider a person originally earning $30,000 annually
who just received an increase of 20% and now earns $36,000 annually.
Immediately after the increase takes place, this individual will have lower
alienation associated with the higher income, which reflects a departure
from adaptation level. However, after a while, he or she will adapt to
the change, and will perceive the income level as if it had always has

been $36,000 (i.e., neutral point/adaptation level). When comparing the
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two situations--before and after adapting to the increased salary, it is
predicted (based on Wachtel's idea of cyclical influence of financial
rewards) that, despite the equal income level, the person in the former
situation will have lower alienation than the person in the latter. This
means that the more recent the increase in income, the more the change
in income could be associated with reduced feelings of alienation li.e.,
the stronger the negative relationship between change in income and
alienation}.

As was stated above, both increases and decreases in income are
relevant in this process. To illustrate, assume that a person who
previously earned $30,000 just suffered a decrease in income of 20%,
and now earns $24,000 annually. This person will have higher alienation
associated with the lower income after the decrease occurred (i.e., he
or she notices a departure from adaptation level), compared to later on
when he or she will adapt to the decrease (i.e., information will be
assimilated into the adaptation level, at which point the alienation
associated with the lower income will not be as high). Hence, similar to
the statement above, the more recent the decrease in income, the
stronger the negative relationship between change in income and
alienation.

Therefore, | suggest the following hypothesis:
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Hypothesis Jii: The more recent a change in income, the stronger the
negative relationship between the percent change in income and

alienation.

COAl - main effect
So far | have discussed income, its satisfaction perception, its change
perception, and the effect of time on the change perception. in each of
these discussions, income lavel was a given for the individual, and only
the perceptions of the income were in the individual’'s control. It is
usually the case, that once a person is working, and is receiving a certain
amount of income, he or she has low control over changing that amount,
Some people, however, may have more powaer over the amount of their
income than others, depending on the composition of their income.
While some workers receive a fixed amount of income, others may have
additional components in their income such as overtime, commissions,
or bonuses, which modify the amount of income they receive aach pay
period.

The general idea that composition of income {or pay-plans) may

affect well-being is supported by the findings of the following studies.
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Heneman, Greenberger, and Strasser {1988} studied the relationship
batween pay-for-performance and perception of pay satisfaction. They
concluded that pay-for-performance perception is positively related to
pay satisfaction and pay-raise satisfaction even after controlling for pay
level, job tenure, job satisfaction, promotions, and performance ratings.
Additionally, Farh et al. {1991) found that being able to choose the
compensation plan (fixed-rate, bonus, or piece-rate) increases subjects’
satisfaction with their work.

iIf pay plans affect facets of well-being such as pay satisfaction
and work satisfaction, it is possible that it would affect alienation as
well. To facilitate this argument, consider an individual who receives a
commission as percent of sales. He or she can try to work harder and
increase the amount he or she earns, while another individual who
receives a fixed salary will receive the same amount of income regardless
of effort, and might fesl powerless to control the amount of income he
or she earns. Thus, individuals who have high Control Qver the Amount
of Income {(COAI)} they earn will likely feel less powerless and thus feel
less alienated {Korman, 1992), than individuals who have low or no
control over the amount of income they earn. Therefore, | suggest the

following hypothesis:
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Hypothesis 4i.: The more contro! an individual has over the amount of

income earned, the lower the individual's alienation.

COAI - interaction effect

Korman (1992) suggested that people use their level of income to assess
their own career success and self-worth, and thus a higher income level
strengthens their feelings of success and helps them avoid feelings of
alienation. Based on these ideas | propose that the more people feel
they can affect the level of their income, the more they will feel that
their income level reflects their success and self-worth. Consequently,
the connection between alienation level and income level for these
individuals will be stronger. Therefore, | suggest the following

hypothesis:

Hypothesis 4ii.: The more control an individual has over the amount of
income earned, the stronger the negative relationship between income

and alienation.
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In the discussions above, it was implied that people value having money,
and thus its presence, in satisfying amounts, will affect their well-bsing.
However, the importance one attributes to having money is not an
obvious one. While some people may believe that money is an end in
itself and that one works primarily for money, others may believe that
working and earning money is merely a means by which one achieves
other ends such as comfort, interast, and self-fulfillment.

The importance one attributes to having and sarning money may
vary from one individual to another. In Landi’s {1989) opinion, people
today attribute much too much importance to making money. He argues
that "we have lost the sense of ‘enough’. Snobbish as it was, there was
something to the model of the 18th-century gentleman, who made his
money in trade and then retired to more worthwhile pursuits. Today he
has been superseded by a Donald-Trump-Style ethos of incessant striving
[for money]"{p. 30). Landi cites New York psychotherapist Leonora Tint
who says "people tend to get either neurotic or crazy or obsessive in
each generation, in each culture period, in the way that the culture
allows it. The people who have the greatest success in our society are
the people who can get the most. ...The society promulgates that. This

is what makes you a big man" {Landi, 1989, p. 30). Landi’s article
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argues the idea that in today’s society most of us value having more
money. Contrary to this opinion, Harris and Yankelovich (1989) believe
that not only has money "lost its lure for thosa who lack it, but evidence
is piling up that money is changing its meaning for even the moderately
affluent. Public Agenda Foundation studies and others show that a
majority of Americans have rejected love of money as the one-
dimensional motivator for working™ {p. 37). It could be said, therefore,
that striving for money is a personal attitude. While some value moneay
immensely, others tend to view it only as means to an end.

One reason for valuing money is its financial capabilities. Korman
{1992) proposed that the actual power that money provides to achieve
fulfillment enables individuals to avoid feelings of alienation. Secondly,
he suggested that migration forces in the U.S. explain why people
emphasize material satisfaction as a way to avoid feslings of personal
and social alienation. These arguments are probably stronger for paople
who highly value the financial power of money, since they will also tend
to embrace the power of money over feelings of personal and social
alienation. Following this logic | suggest that individuals who highly
value money’s financial capabilities will be more likely to use the level of
their income as a means for avoiding feelings of alienation than will

individuals who value money to a lesser extent.
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In addition to money having a financial value, several researchers
agree that money also has a symbolic value. Money as a symbolic
system is discussed by Crump (1981}, who notes that "Money, as the
subject matter of a ritual, always represents or signifies something other
than itself. ...One is not interested in money, but in what money will
buy” (Crump, 1981, p. 16). Empirically testing this line of thought,
Wernimont and Fitzpatrick (1972) found that "money does appear to
have a good deal of symbolic value, and it does mean different things to
groups of people having differing biographies or backgrounds of training
and experience” (p. 224). In Rubanstein’s (1981) survey about money,
61% of the respondents believed that income was very or moderately
revealing of success.

Accordingly, for one person, money could mean achievement,
respect, and power, while for another, money could symbolically mean
very little, and is merely an instrument that enables the purchase of
material goods. Korman {1992) suggested that income can help prevent
feelings of alienation since money can increase feelings of achievement,
success, and self esteem, enhance respect from others, and improve
personal feelings of power as well as actual power. Howaevaer, it is not
just the possibility that money actually allows these things that fashions
the relationship between income and alienation, but also the possibility

that people perceive it to be so. McCleliand {1967) expresses this idea
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by saying that people "seek financial reward, not for its own sake, but
because it tells them how well they are doing™ (p. 12). He also claims
that for people with high need for achievement in the level of
compensation is a measure of their accomplishment.

Therefore, being able to perceive money as having symbolic
‘meaning, beyond its financial capabilities, is essential if one is to regard
income as a guard against feelings of alienation since it is not the
financial capabilities alone that help improve one’s psychological feelings,
but also the accompanying social and personal value that money might
be perceived to have. As was stated by Gellerman (1968): "Whatever
symbolism money has for the individual and whatever presumptions and
illusions he has about how added income would affect the way he lives,
are as much a part of the increment for him as is the money itself” (p.
144). Considering money’s financial and symbolic value in relation to

alienation, as was discussed abovae, | suggest the following hypothesis:

Hypothesis 5: The more an individual values money, the stronger the

negative relationship between income and alienation.
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CHAPTER 4

METHOD

A questionnaire was distributed among 350 full-time workers with 305
(87%) responses usable for data analysis. The mean age of the
raspondents was 37 years (s.d. =9.95), 54% were female, 54% were
married, 51% had at least one child, and 68% had at least a college

degree.

Population and Sampling

Due to the many possible social, economic, psychological, and political
determinants of alienation and income’s possible relationship to them,
and in recognition that the present model’s variables cannot possibly
capture all these indirect effects, it was necessary to attempt to control
for such possible biases to some extent through sampling. Thus the
sample was acquired from a population residing in a single geographical
area, the District of Columbia and vicinity.

Since the topic of alienation is a relatively sensitive one, one of

the serious potential biases is a low rate of response. Individuals may
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differ in their tendency to respond to a personal questionnaire, depending
on their level of alienation. Therefore, an individualistic approach to
sampling {i.e., ‘'snowball’ convenience sampling) was used in order to try
and increase the rate of rasponse, and attempt to decrease this potential
bias.

Another potential bias canresult from recruiting subjects from only
one organization. First, the organizational culture might interfere with the
results by producing an environment with more or less alienation than
average. Second, in a given organization rank and income will be highly
correlated, so that variance within rank will be limited. To decrease the
chance of this bias, subjects were personally recruited from a variety of
workplaces. Although this sample is not representative per se of a
specifically known population, it is not a priori biased in any way relevant
to the theory. Howaver, the demographics of the sample are analyzed
in chapter 7 in order to determine the extent to which the results may

be generalizable.

Procedure

Potential subjects (full-time workers) known to the author were

approached in person or by telephone and asked whether they would be
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willing to participate in an academic survey done by the author as part
of a Ph.D dissertation by answering a short gquestionnaire about work
and money. They were assured that their responses would be
anonymous, and upon agreement to participate, were given the
questionnaire and a pre-addressed & stamped envelops. Additionally,
these people were asked whether they knew other fuil-time workers who
might agree to participate, and subsequently those potential subjects

were also approached in the same manner as described above.

instrumentation

The questionnaire {see appendix A} was four pages long and included six
sactions {in variable order}: the Personal and Social Alienation section,
the Value of Money section, the Pay Satisfaction section, the Change in
Income section, the Control Over Amount of Income section, and the
Demographic section. These sections and the scales included in them
are discussed below. With regard to all scales below, the desired range
for reliability coefficients is 0.80-0.90, although coefficients in the range
of 0.60-0.70 are also acceptable (Anastasi, 1976). When evaluating
construct validity it is desirable to use factor analysis and/or correlations

with other similar tests. These correlations should be moderately high
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but not too high in order to demonstrate the added advantage of the

scale and to ensure that the scale is not a duplication of already existing

scales {Anastasi, 1976).

The PA and SA scales developed by Korman (1992}, were used in this
study to measure personal and social alienation.
validi n

Korman {1992) conducted construct validity procedures using
factor analysis and concluded that the constructs of personal and social
alienation are consistent with that analysis. Also, external relationships
of scales with measures relevant to alienation as a construct showed
appropriate validity such that the scales were positively correlated with
relevant measures and mostly negatively correlated with opposite
constructs. Internal consistency analyses showed the scales to be
internally homogeneous and different from sach other. Korman {1992)
reported an alpha reliability coefficient of 0.81 for the PA scale and 0.74
for the SA scale. Using Anastasi’'s {1976) critaria above, the reliability

coefficient for the PA scale is good while the one for the SA scale is only

1 Appendix B shows all the scales used in the questionnaire in their
original form (before they were transformed into the questionnaire style).
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acceptable. Construct validity procedures appropriately incilude both
factor analysis and correlations with similar measures.
In the current study the internal consistency Cronbach’s alpha

coefficient was 0.88 for the PA scale and 0.79 for the SA scale.

P ion i ndent var

The "Pay Satisfaction Scale” was used to measure the subjects’ level of
pay satisfaction. This scale is part of the Michigan Organizational
Assessment Questionnaire (MOAQ)(Cammann etal., 1979 and Seashore
et al.,, 1982). It has 3 items and the scale score is the average of these
3 items. The original manual reports an internal consistency Cronbach’s
alpha of 0.89. Validity information reported by the authors was a 0.38
correlation with overall job satisfaction, a correlation of 0.38 with
intrinsic rewards satisfaction, and a 0.72 correlation with extrinsic
rewards satisfaction. In addition, a -0.35 correlation was reported
between tendency for turnover and the pay satisfaction scale. The
reliability coefficient reported for this scale is very good and validity
procedures adequately show moderate to high correlation with similar

scales.
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In the current study the average interitem correlation of the pay

satisfaction scale was 0.90 and the Cronbach’s alpha coefficient was

0.96.

The change in income was measured by asking respondents to report the
amount and the date of the last change in their income. Each
questionnaire was marked with the approximate date it was answered
{according to the date it was received by mail}, and the time since the
last change in income was computed (in months) by the difference
between the date of change reported and the date of questionnaire
completion.

Respondents were also asked to report the type of change
{increase or decrease) and the reason for the change. The purpose of
asking about the latter was to control for a possible effect of the reason
for change on the relationship between the percent change in income
and alienation. For example, an expected change that all employees
receive (e.g., a general wage increase} might be considered by the
respondent a part of his or her adaptation level, and not a departure from

it (aven before the amount is actually added to his or her income).
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ntrol { Al ion vari

The control over the amount of income was measured through one's
income composition. Fifteen possible components of income were listed
and the measure of control was composed of two dummy variables,
COAI1 and COAI2, representing two types of control over amount of
income. The dummy variable COAI1 was scored ‘1’ for respondents
whose income composition included at least one of the following
components: commission, tips or personal piece rate. Accordingly, this
variable was scored ‘0’ for respondents who reported none of these
three components as part of their income composition. This variable
was labeled ‘Immediate control over one’s income’ and was considered
to indicate high control over amount of income. Similarly, the dummy
variable COAI2 was scored ‘1’ for respondents whose income
composition included either one of the following components: bonus paid
according to individual performance, or overtime {when chosen).
Accordingly, this variable was scored 'O’ for respondents who reported
neither one of these two components as part of their income
composition. This variable was labeled 'piecemeal control over one’s
income’, and was also considered to indicate high control over amount
of income. The corralation between these two dummy variables was

0.13.
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Components 1, 2, 3 and 9 were considered to indicate no control
over amount of income and components 7, 10, and 12 through 15 were
considered to indicate low control over amount of income. Respondents
whose income was composed of components from these two groups

only represented the base group for the dummy variables.

f mon interaction variabl
The "Money Ethic Scale” (MES) developed by Tang {1992) includes six
sub-scales, four of which were considered to be relevant to measuring
the financial and symbolic value of money. Each sub-scale contains four
items except for the first, which has nine (see appendix B). Tang
performed a factor analysis that showed item loadings from 0.45-0.68
for the ‘Money is good’ sub-scale; item loading from 0.52-0.74 for the
Achievement sub-scale; item loading from 0.52-0.71 for the Respect
sub-scale; and item loading from 0.49-0.63 for the Freedom sub-scale.
In addition, Tang reported the internal consistency Cronbach’s alpha to
be 0.81, 0.70, 0.68, and 0.71 (respectively for the four sub-scales}; and
a test-retest reliability (four weeks apart) of 0.67, 0.61, 0.63 and 0.83
{respectively for the four sub-scales). The internal consistency
coefficient for the first sub-scale is good and those of the other three
sub-scales are acceptable. Test-retest reliability coefficients for the first

three sub-scales are acceptable to marginally acceptable, while the
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coefficient for the last sub-scale is good. The validity procedure used by
Tang adequately includes factor analysis, although it was preferable if
correlations with similar measures were included as weli.

In the current study the internal consistency Cronbach’s alpha
coefficients were 0.88, 0.83, 0.80, and 0.74 raspectively for the four

sub-scales.

ion_{i rol
The demographic section included 13 questions, which were used for
different purposes in this study.

Responses to questions number 1 through 6 regarding age,
gender, marital status, number of children, education, and occupation,
were used for two purposes: {i} to compose the personal and work
profiles of the respondents and {ii) to account for effects on alienation
or well-being already known in the literature that might interact with this
study's independent variables. For example, gender was found to be
significantly related to well-being in previous studies (Adelmann, 1987;
George & Brief, 1990; and Kessler, 1982). If gender is significantly
related to one or more of the model's independent variables, the
correlation between thase variables and alienation could reflect the
intervening effect of gender. In order to estimate the unique effect of

those variables on alienation, the effect of gender on alienation would
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have to be accounted for first, using the appropriate statistical
procedures, so that differences in gender that are related to alienation
and the independent variable would not affect the reported correlation
between the mode!’s independent variables and alienation.

Similar to this argument regarding gender, previous ressarch
indicates that education {Adelmann, 1987; Campbell, 1979; ; Kessler,
1982; Otto & Featherman, 1975; and Vredenburgh and Sheridan, 1979);
age (Adelmann, 1987; and Campbell, 1979); occupation {Campbali,
1979; and Kessler, 1982; and Vredenburgh & Sheridan, 1979); and
marital status and the number of children (Campbell, 1979; and
Vredenburgh & Sheridan, 1979) are also related to alienation or other
measures of well-being. Since thaese personal characteristics might be
ralated to this study'’'s independent variables, their effect on alienation
was accounted for as well, in order to estimate the unique effect of the
model’s main variables.

The response to question number 13 (regarding non-job related
income or 'other income’) was also used for control purposes as in the
case of gender above. The theoretical rationale for including Other
Income is similar to that of including Personal Income. However, it was
assumed that the responses to this question {#13) would not measure
‘other income’ accurately enough to assess its relationship to alienation

and therefore it was not included as a separate hypothesis.
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Nevertheless, this variable was included in the regression to control for
its possible effect on the relationship between the model’s independent
variables and alienation.

Responses to questions number 7, 9, and 14 ({regarding
government employment, job security, and the length of time
respondents had lived in the U.S.) were used for estimating the sample

location effect1

and security effect on the attitude variables of the
model {i.e., alienation, pay satisfaction, value of money).

Responses to question number 8 {regarding time on the job -
tenure)} and question number 10 ("Is this the first full time job you had?")
were used to determine whether the respondent’s current income was
effectively a change from zero income at the time they began to be
employed. This information was needed for the analysis related to
hypotheses 3i and 3ii. Responses to question number 8 were also used
to compose the respondents’ work profila.

Responses to questions number 11 and 12, regarding personal

income and spousal income, were used as independent variables in the

model’s analysis and for composing the respondents’ personal profile.

T The D.C. area has a higher proportion of government employeaes
and foreign-born population than the remainder of the U.S.
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Questionnaire Pre-Testing

The pre-test of the questionnaire involved 30 respondents. Eleven
respondents were individually interviewed, and the other 13 were
interviewed in a group format. Respondents weare asked to commaent on
the clarity and comprehensiveness of the gquestionnaire in general, and
the questions in particular.

All comments referred either to the grammatical style of the
questions or to the directions preceding the questions. Overall,
respondents seemed to understand how to answer the questions, and
they seemed to understand the aim of the questions as they were
intended. Utilizing the comments from the pre-test interviews, the
questionnaire was modified to clarify the directions, and some

grammatical changes were made.

Dependent variables: - Personal Alienation {PA) and Social Alienation

(SA). Analysis was done separately for each type of alienation.
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53]1 A_{variables that were added before the main variables or sets):

The demographic and control variables were entered first into the
regression equation since they were not the main focus of the study, and
were included in the regression to control for their possible effect on the
relationship between other independent variables and the dependent
variables.
sub-set D - Demographics: Gender, Age, Education, Occupation, Marital
Status, Number of Children, Tenure {occupation and marital status are
entered as dummy variableszl.

sub-set C - Controls: Other Income, Reason for Change {reason for

change is entered as a dummy variable).

variabl r h re the main in f th

The variables in set B are prasented below in the order in which
they were entered into the regression. This order was based on
importance, i.e., expected contribution to alienation in tarms of explained
variance, and on possible intercorrelations among these variables.

Specifically, personal income is the main variable in the model, and was

T A set is a group of independent variables entered into the
regression equation as a block

2 5ee appendix C for dummy variables’ transformations.
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expected to explain a large percent of the variance in alienation
compared to other variables in the model, based on previous research
and this study’s thaoretical logic. 1t was therefore entered first, followed
by Pay Satisfaction, which has strong theoretical support and was
therefore also expected to explain a large percent of the variance in
alienation. Theoraetically, the effect of spousal income was expected to
be less than that of personal income and pay satisfaction since it does
not pertain to personal earnings or personal experience but rather to
someone else’s experience or earnings. It was therefore entered third.
The next variable entered after these three variables that are most
closely ralated to income per se, was Fercent Change, followed by
Control Over Amount of Income. The inside order of these two variables
was based on the author’'s discretion regarding expected explained
variance. Finally, the interaction variables were entered after the main

effect variables as suggested by Cohen and Cohen (1983).

1) Personal Income Level (INCOME)1

2) Pay Satisfaction {PAY-SAT)

3) Spousal Income Level {INC-SPO)

1 See appendix C for computations of the following variables:
INCOME, INC-SPO, % CHANGE, TIMEx, MONEYx.
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4) Percent Change in Income (% CHANGE)

5) Dummy variables for Control Over Amount of Income (set COAI})

6) Interaction variables of COAl with Income {set COAIx)

7} Interaction of Value of Money with Income {MONEY x)

8) Interaction of Time Since Change in iIncome with Percent Change

{TIMEX).
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CHAPTER 5

RESULTS
Descriptive Statistics'
Before addressing the research questions, it is appropriate to examine

the characteristics of those who completed the questionnaire.

Personal status
A wide age range {21-66) is represented in the sample, with a mean of
37 years (s.d. =9.5) (Table 1), and a median of 35 years.

The average respondent has a college degree, and 68% of the
respondents hold a college or higher degree. Twenty-two percent (22 %}
of the respondents hold a high-school diploma, and the remaining 11%
do not (Table 2).

About half of the respondents are married {54 %), 33% are single,
and the remaining 13% are either divorced, separated, or widowed.
Twenty-one (21%) of the respondents have one child, and 30% have
two or more children (Tables 3 and 4).

The average job-related income level was about $45,500 (s.d. =

31,098). The median income was $35,000, which was also the most

1 Means and standard deviations of continuous variables are reported
in Table 1.
Frequencies of dichotomous variables are reported in Tables 2-6.
Correlations are reported in Table 7.



VARIABLE- MEAN SITD.
AGE 37.00 9.50
TENURE 6.30 6.30
INCOME 45,000 31,098
PAY SATISFACTION 3.80 1.73
INC-SPOUSE 19,115 28,686
INC-OTHER 2,574 5.746
TIME 9.38 12.1
MONEY 4.4 0.98
PERSONAL 2.67 0.90
ALIENATION

SOCIAL ALIENATION | 2.94 0.62 <H

N =306
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T | Fr
CATEGOR; FREQUENCY PERCENT 1
DID NOT COMPLETE 33 10.8
HIGH SCHOOL
HIGH-SCHOOL 29 9.5
DIPLOMA
SOME COLLEGE 37 12.1
COLLEGE DEGREE 77 25.2 .

ﬂ SOME GRADUATE 32 10.5
GRADUATE DEGREE 97 31.8 "
TOTAL 305 100




T ri Fr

CATEGORY FREQUENCY PERCENT w
tSINGLE 100 328 u

MARRIED 164 53.8

DIVORCED 31 10.2

WIDOWED 4 1.3 "
" SEPARATED 6 2.0

TOTAL 305 100

n

59



Table 4: Number of Children Frequencies

60

“T:ATEGORY FREQUENCY _;ERCENT
NONE 181 49.5
ONE CHILD 63 20.7 E
TWO CHILDREN 57 18.7
THREE CHILDREN 25 8.2
FOUR CHILDREN 8 2.6
FIVE CHILDREN 1 0.3 |
TOTAL 305 100
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nF
‘ CATEGORY FREQUENCY PERCENT
s MANAGERIAL 28 9.2
ﬂ PROFESSIONAL 148 48.5 !
ADMINISTRATIVE 59 19.3
SERVICE 40 13.1
BLUE COLLAR 30 9.8 H
TOTAL 305 100
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Table 6: Gender Fraquencies

CATEGOE FREEJENCY PERt;sNT
FEMALE 164 53.8

MALE 141 46.2 H
TOTAL 305 100 “
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Yable 7; Correlations

- AGE GENDER | MARI14 | MARI35 | CHILD [ EDUC. l
AGE
GENDER .04
MARI14! -.30°° |-.18°*
MARI352 A7° . 12¢ -27%
CHILD 61°° .08 .44 A
EDUCATION | -.30°** .04 -.04 170 | ..28°%°
occu3al .07 -19%* | .01 .05 .04 .31
occus? .28** | .16°¢ .08 A7 .20°* | -.54°°
TENURE .60°* .08 - 19ee 15°¢ 40%* | -.32°°
INCOME A1 .22 -.23%* -.02 .04 A$2°°
INC-SPO 04 - 10 -.46** -.22*° .10 .23**
INC OTHER .20 | .04 -.01 -.07 17°* | .08
PAY-SAT .03 -.02 -.18% -.04 -.01 .29°*
TIME 14 | -.07 -.0% .23°° .16°* | -.09
MONEY .20°* 12 -.06 .04 .09 .22
% CHANGE - 19°° 07 16°° .09 .20** | .08
COAl1 .04 .10 -.07 130 .13 -.07
COAI2 .04 210 .00 .06 .00 .05
PERSONAL .06 .01 .08 .08 .01 -.43%
ALIENA,
SOCIAL .01 -.08 -.02 -.08 -.01 -.19ee
ALIENA.

N =305

1 = Marital status - single/widowad 3 = Administrative / Sarvice

2 = Marital status - divorced/separated 4 = Blue-collar

*p < 08 **p < 01 Two-tailed

...table continues on naxt page
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table 7 continuad...

OCCU34 [ OCcCcus | TENURE | INCOME | INC- INC- l
SPO OTH
occu3as!
occus? [ ..23¢e
TENURE -.02 37%°
INCOME | -.24** | _.26°¢ | .10 ]
INC-SPO | ..16°* | .14** | .03 18%¢ i
INC-OTH .02 .08 .08 15+ | .05
PAY SAT |-.19%¢ [ _20°¢ | .01 52¢¢ [ .21°* | .09
TIME .05 .01 7% | .02 05 .08
MONEY A7 120+ | 2a*¢ |.o02 -.01 40 |
%CHANGE | -.10 .02 .21+ | .08 .06 .07
COAI .09 .04 .03 13 01 .01
COAI2 9% |50 )09 01 -.01 .03
PERSONAL | .15%¢ .30% | .10 ..32°* .10 210
ALIENA,
SOCIAL .05 20 01 -26** | -.02 14
_:LIENA.
N = 305

1 = Administrative / Service

2 = Blue-coliar
*p < .05 *n < .01 Two-tailed

...table continues on next page



table 7 concluded...
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I PAY- | TIME | MONEY | %cCHA. | coan | coaiz | per.
SAT ALL.

PAY-SAT

TIME -.08

MONEY 213+ | .10

%CHANGE | -.05 10 |07

COA! .00 08 | .07 .06

COAI2 05 |-03 [-10 .05 13e

PERSONAL |-.37°* | 05 | 210« | 01 [-2a%¢].15¢e¢

ALIENA.

SOCIAL | -.24* | 12¢ | .11° 04 |-34%|.15%¢ | gace

ALIENA.

N =305

*p < 05 “*p < .01 Twa-tailed
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fraquently reported job-income level {n =62, mode). The average income
from sources other than a job was $2,574 {(s.d. =5,746), with half of
the respondents earning $500 or less (madian), and the most frequently
reportad amount of non-job earnings was zero (n=106, mode).
Seventy-six percent {76 %) of the respondents supply the primary source
of earnings in their household (i.e., they either earn more than their
spouse or they are not married), 16% of the respondents are secondary
suppliers of income in their household {i.e., their spouse earns more then
they do), and the remaining 8% of the respondents have about equal
earnings as their spouse. Women compose the higher percentage of
secondary {70%) and equal (68 %) suppliers of household income, while
primary suppliers of household income are divided about equally between
men (52%) and women. Part of the theoretical basis for the argument
that personal income and spousal income are related to alienation is
related to the meaning of earning money and the image of being a
supplier of income and its importance. Therefore, the possibility that
there would be a difference between primary and secondary earners of
household income with regard to feelings of alienation, or with regard to
the relationship between income and alienation was considered.
Howaevaer, the results of a regression analysis do not indicate a significant
difference between primary and secondary suppliers of income with

regard to feelings of Personal Alienation {t=
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-0.991, p=.323) or Social Alienation {t=0.508, p=.612). Also, being

a primary or secondary supplier of income does not interact with the

relationship between income and either personal or social alienation

{t{PA)=-1.38, p=.168 and t{SA)=0.10, p=.920}.

Work status

Ninety percent (90%) of the respondents were non-government workers,
about half of the respondents {49%)} were profassionals, 19% worked
in administrative jobs, 13% in service jobs, 10% in blue collar jobs, and
the remaining 9% in managerial jobs (Table 5). For most respondents
{80%), the current job was not their first full-time job, and the average
job tenure in the sample was 6 years and 3 months {s.d. =6.3). Half of
the respondents have been holding their current job for about 4 years
{(median). Seventy-one (71%) percent of the respondents reported they
felt secure or very secure in their job, 14% reported they felt insecure or
very insecure in their job, and the remaining 15% reported that they

could not decide regarding this issue.
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Version

Four versions of the questionnaire were used to check whether the order
of the sections in the questionnaire was a factor in the way subjects
rasponded (Kidder and Judd, 1986). A one-way ANOVA indicated that
no significant difference was found between the four versions with
regard to alienation level, pay satisfaction level, and value of money level

{Tabie 8 below).

Locatign

Since the sample was collected in the District of Columbia and vicinity,
two location related variables were tested for their possible effect on the
results: the proportion of time the respondent has lived in the u.s.!
(since Washington, as a diplomatic center, has a sizable foreign
population}, and government employment. Most of the respondents
(75%) were born in the U.S. and an additional 7% had spent more than
half of their lives in the U.S.. No significant relationship was found
between the proportion of a respondent’s lifetime in the U.S. and sither

feelings of personal alienation, income, pay satisfaction, or attitudes

1 The proportion of time lived in the U.S. was computed by dividing
the years a respondent lived in the U.S. by the age of the respondent.
For an American-born and raised respondent this proportion equals 1.
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Table 8: Reauita of Qneway ANOVA for Check of Version as a Covariate

VARIABLES | SOURCE D.F. SUM OF MEAN F F
SQUARES | SQUARES | RATIO | PROB.
PA BY BETWEEN [ 3 1.4 .466 572 .63
VERSION GROUPS
WITHIN 302 246 .815
GROUPS

SA BY
VERSION

TOTAL

i s .

BETWEEN
GROUPS

247.4

WITHIN
GROUPS

302

112.5 372

SAT B8Y
VERSION

TOTAL

BETWEEN
GROUPS

WITHIN
GROUPS

302

898 3.0

TOTAL

BETWEEN

MONEY BY 3 3.6

VERSION GROUPS
WITHIN 302 300.5 1.0
GROUPS
TOTAL 305 304.1
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toward money (r = 0.04Sm1, 0.00g,, -0.03gy,: 0.06g,, respectively).

However, Social Alienation was found to be negatively and significantly
related to the proportion of the respondent’s lifetime spent in the U.S.
(r=-0.135m*23, suggesting that the higher the proportion of lifetime
a respondent spent in the U.S., the lower is his or her level of social
alienation. It is intuitively plausible for foreigners to have a higher level
of social alienation because they might be less affiliated with the country
they reside in and could possibly have a less supportive social structure
and a weaker cultural compatibility than respondents who have lived a
higher proportion of their life or all their life in the U.S..

Concerning government employment, most of the respondents
(90%) ware non-government workers and no significant relationship was
found between government employment and feelings of personal and
social alienation or attitudes toward money (r= -O.OGSm, 0.01g,, -
0.105m respectively). However, government emplioyment was
negatively and significantly related to Pay Satisfaction {r=-0.14g,,**)
implying that government workers had significantly lower satisfaction
with their income as compared to non-government workers. Since no
significant difference between the average income of government

workers and non-government workers was found (1=

1 sm = small effect size, as defined by Cohen (1988).

2. p<.05 **p< .01 Two-tailed
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-1.57, p=.117), this result cannot be attributed to a lower level of

income for government employees.

Job security
The effaect of job security on personal and social alienation was studied
using multiple regression analysis and no significant effect was found for

either PA or SA (t=0.76, p=.45 and t=-0.05, p =.96 respectivaly).

Demographics

The data indicate that Gender, Age, and Tenure were not significantly
related to either Personal or Social Alienation, while Education Level was
found to be negatively and significantly related to both types of
alienation (t=-5.2** and t=-2.5* respectively). Also, personal
alienation was found to be negatively and significantly related to number
of children (t=-2.5*}). Regarding Occupation, the results of a dummy
variables regression analysis show that the level of personal alienation
is significantly lower (t=2.3") among people who work in managerial or
professional jobs as compared to people who work in blue collar jobs.
This effect is beyond the effect of education on these groups’ alienation.
With regard to Marital Status, the results of the dummy variables

regression analysis show that the level of personal alienation is
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significantly lower {t=-2.4%) among divorced or separated individuals
compared to married individuals.

In summary, the overall Demographic set yielded a rR2 of 0.23
(F=9.8**df=9, f2=0.30|_91) for Personal Alienation, and a RZ of
0.06 (F=2.08*,df=9, f2=0.0645m) for Social Alienation. The data
indicate that the higher one’s education level, the lower his or her
alienation level, and that the more children a person has, the lower his
or her personal alienation. Finally, people differ in their feelings of

2 and their marital

personal alienation, depending on their occupation
status. The demographic set explains a significant percent of the
varianca in alienation. Therefore, its implication for specific hypotheses

of the model will be discussed in detail in the model testing section.

variabt
The data indicate that ‘other income’ is negatively and significantly
related to both personal and social alienation {t=-3.0** and -1.96*
respectively). This means that the higher an individual’s income, from
sources other than a job, the lower his or her personal and social
alienation. ’Reason for Change’ was found to be unrelated to either

personal or social alienation.

1 Lg =large effect size, as defined by Cohen (1988).

2 Other things being equal.
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Overall the control set yielded an incremental R2 of 0.028
(12 =0.038g,,) for PA and 0.025 (f2 =0.027g,,)) for SA. Although the
model does not specify a hypothesis for Other Income, since it turned
out to be significantly related to alienation, and since Reason for Change
is not, additional analysis was done in which Other Income was entered
into a regression separately from reason for change to estimate its
unique effect on alienation. The results indicate that Other Income
explains 2.6% of the variance in PA and 1.5% of the variance in SA
while Reason for Change explains 0.2% of the variance in PA and 1%
of the variance in SA. The effect of Other Income on the results of the

modael is evaluated below in the discussion of hypothasis 1i.

Overall model test’

The overall model was supported by the results of the data analysis. The
cumulative RZ for the Personal Alienation (PA) model was 0.403
(F=8.64**,df =22, 12=0.67 ), and the cumulative RZ for the Social

Alienation {SA) model was 0.268 {F=4.69**, df=22, £2 =0.37Lg).

1 Regression results in Tables 9 and 10 below.
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Dependent Variable - Personal Alisnation
Sets ivV's Added Cum. R2 lncrament vF df
A setD Gender, Age, Edu,
QOccu, Marital, Child, .230 .230 F=9.77** 9
Tenure.
I set C INC-other, Reason .258 .028 F=5.63**
12
B INCOME .269 011 t=-2.06"
13
I PAY SATISFACTION .316 .047 t=-4.48*°*
14
INC-SPOUSE .317 .000 t=-.73
15
% CHANGE 317 .000 t=-.07
16
set COAI COAI1 & COAI2 .383 .066 F=15.3** 18
set COAllx & COAI2x .39 008 F=1.87 20
COAIx
MONEY x .394 .003 t=-1.3 21
TIMEX 403 .009 t=1.98* 22
OVERALL MODEL : RZ = .403 F=8.64°" df=22

N =305
*p <« .05

**n < .01 Twao tailed
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Rependent Yariable - Social Alienation
Sets iV’'s Added Cum, Flz Increment tvF df
A setD Gender, Age, Edu,
Occu, Marital, Child,
Tenure. 060 060 F=2.08"* 9
sat C INC-othar, Reason .085% .025 F=4.00°* 12 J
B INCOME 113 .028 t=-3.1°* 13 I
PAY SATISFACTION | .130 017 t=-2.37** 14“
INC-SPOUSE A3 .00 t=-.716 15
% CHANGE 132 .00 t=-.484 16
sat COAI COAIN & COAI2 .241 .109 F=20.5** 18
seot COAl1x & COAI2x .247 .006 F=1.13 20
COAIx
MONEY x .258 011 t=-2.00* 21
TIMEX .268 010 t=1.97* 22
OVERALL MODEL : RZ = 268 F=4.69%" df=22

N =308
*p < .05

*¢p < 01 Two-tailed
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These results imply that the combined effect of the variables included in

the model explains about 40.3% of the variance !

in respondents’
personal alienation and 26.8% of the variance in respondents’ social
alienation. The unique contributions of set B to the explained variance
of PA and SA (the incremental RZ) are 0.145 (F=6.85"*, df=10,
12=0.24, ) and 0.183 (F =7.05°*, df =10, 12=0.25 ), respectively.
It can therefore be said that set B explains 14.5% of the variance in
respondents’ personal alienation and 18.3% of the variance in
respondents’ social alienation, above and beyond the effect of the

demographic and control variables, and that set B has a large and about

equal size of effect on PA and SA.

Hypothesis 1 Hypothesis 1i states that_personal and social
alienation are negatively related to personal income. The variable
‘Personal Income’ was entered first in set B, after the demographic and
control variables of set A. The incremental R2 Personal Income yislded
was 0.011 (12 =0.015g,,,} for PA and 0.028 (12 =0.03g,,,) for SA. This
means that personal income level uniquely explains 1.1% of the variance

in personal alienation and 2.8% of the variance in social alienation

1 Percent of explained variance = etaZ.
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among the respondents in this study, above and beyond the effects of
various demographic and control variables.

Statistical significance test The significance test supports this
hypothesis and shows that personal and social alianation are significantly
and negatively related to personal income (1=-2.05* and -3.04*"
respectively).

Zero-order correlations As indicated in Table 7 above, Personal
Income is significantly correlated with several variables. Three of these
variables (Occupation, Education, and Other I[ncome) are also
significantly correlated with Alienation and were entered into the
regression equation before Personal Income and therefore deserve further
attention. Education, Qccupation, and Other Income were entered in the
regression equation before Personal Income so that the unique
contribution of Personal Income can be astimaten:i.1 This order of entry
represents a prudent approach to research such that the correlating
variable {e.g., Education /X,) that is not part of the study’s model is

2

assigned the proportion of Y variance“ it shares with a model-variable

1 The unique contribution of an independent variable )(k in terms of
proportion of variance in the dependent vaiiable Y (i.e. the R“ increment)
is equal to the semi-partial squared (sr _2). which equals to the
proportion of Y variance explained by X4 from which X, (a variable that
is correlated with X4 and Y) has been partialled (Cohen and Cohen,
1983).

2y = The dependent variable, which in this case is Personal or
Social Alienation.
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{e.g., Parsonal Income /X4). Although for the sake of testing the modei
the order of the variables remains as set out above, it is worthwhile to
evaluate the contribution of parsonal income when these variables are
not partialled from it {i.e., when Personal Income is entared into the
regression before Education, Occupation, and Other Inc:ome).1 The
results of this analysis indicate that personal income explains 10% of the
variance in PA {compared to 1.1% in the original order of entry} and
6.3% of the variance in SA {(compared to 2.8% in the original order of
entry}. As expected, the contribution of personal income is much higher
with this order of variables, a change that has a substantial importance
in terms of effect size. For PA as the dependent variable

2 in the new order of entry as compared with

12 =0.12py0q
£2 =0.0155rn in the original order of entry. For SA there is a smaller
difference with 2 = O.O'ISm in the new order of entry as compared with
2 = 0.03g,,, in the original order of entry. The difference in effect sizes
has a theoretical significance as well as consequences for the designing
of future research. However, in terms of traditional significance testing,

the conclusion is not affected since the hypothesis regarding personal

incoms is supported with either order of variables.

1 By not partialling control variables that intercorrelate with a main
variabla, one can evaluate the effact of zaro-order correlations between
these variables on the model’s results.

2 Med = medium effect size, as defined by Cohen (1988).
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H is 1ii hat ali ioni i rel
income. The variable ‘Spousal Income’ was entered third in set B. The
analysis shows no unique contribution of this variable in explaining the
variance of either PA or SA, beyond the effect of the demographics,
controls, personal income, and pay satisfaction. These results are also
true when tested for married respondents only.

Statistical significance test Although the coefficient of this
variable is negative as hypothesized, it is not significantly related to
either personal or social alienation (t=-0.728, and -0.716 raespectively),
and therefore this hypothesis is not supported empirically.

ro-order rrelation There is no significant zero-order
correlation betwseen Spousal Income and either PA or SA. Therefore,
although Spousal Income is significantly correlated with Personal Income,
Pay Satisfaction, and other demographic variables, they do not affect its

significance in the regression model by preceding it in the analysis.

Hypothesgis 2 Hypothesis 2 states that alienation is negatively
related to pay satisfaction. The variable ‘Pay Satisfaction’ was enterad

second in set B. It yielded an incremental RZ of 0.047 (f2 =0.07gy) for
PA and 0.017 (f2=0.025m) for SA. Accordingly, pay satisfaction

uniquely explains 4.7 % of the variance in personal alienation and 1.7%
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of the variance in social alienation, above and beyond the effect of the
various demographic and control variables and the effect of Personal
Income.

Statistical significance test The results of the significance test
support this hypothesis and show that personal and social alienation are
significantly and negatively related to pay satisfaction {t=-4.48** and -
2.37* respectively).

Zero-order _correlations The variables that are significantly
correlated with both Alienation and Pay Satisfaction and precede Pay
Satisfaction in the regression are Personal Income, Education, and
Occupation. Personal Income and Pay Satisfaction are highly correlated
{r =0.%2} and therefore share a large proportion of Y variance. Since Pay
Satisfaction is part of the study’s model, it is by design that this shared

proportion of variance is assigned to Personal Income. !

With regard to
Education and Occupation, additional analysis with Pay Satisfaction
preceding these two variables indicates that Pay Satisfaction explains
5.7% of the variance in PA {(compared to 4.7% in the original order of
entry) and 4.8% of the variance in SA (compared to 1.7% in the original

order of entry). With regard to the variance of PA, the differences

between the two orders of entry are small (the effect sizes are equal

1 Refer back to Chapter 4, sub-section ‘Analysis’ for the explanation
ragarding the order of variables in the hierarchical regression model.
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with the two orders of entry, £2 =0.07Sm). With regard to the variance
of social alienation, there is a larger difference between the orders of
entry (f2=0.058m with the new order of entry as compared to
§2 =0.02g,, with the original order of entry), although the effect size

remains srmall.

Hypothesis 3 Hypothesis 3i states that alienation is negatively
related to percent change in income. The variable ‘Percent Change in

Income’ was entered fourth in set 8. It did not add to the overall
cumulative r2 of the model for either personal or social alienation. This
means that the percent of change in respondents’ income does not
affect their alienation level.

Statistical significance test Although the results indicated that
alienation is negatively related to percent change in income, this
relationship was not statistically significant, providing no support for this
hypothesis for either personal or social alienation (t=-0.07 and -0.484
respectively).

Zero-order correlations The zero-order correlation between Percent
Change and both PA and SA is negligible. This variable’s insignificant

contribution to the model cannot be explained by multicollinearity, since
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there are no variables in the regression equation that significantly

correlate with both Alienation and Percent Change.

Hypothesis 3ii states that the closer in time a change in income is,
h r r will he n ive relati hi w rcent change in
income and alienation. The interaction variable of percent change and

time, ‘TIMEx’, was entered last in set B. It added 0.009 ({f2=0.015g,)
to the cumulative R2 of PA and 0.010 (f2 =0.014g.)) to the cumulative
RZ of SA. Therefore, the effect of time on the relationship between
percent change in income and alienation, uniquely explains 0.9% of the
variance in respondents’ personal alienation and 1% of the variance in
respondents’ social alienation, above and beyond the effect of the
variables that preceded it in the regression.

Statistical significance test The data indicate support for this
hypothesis and show that income change and alienation are more
strongly related when less time has passed since the change in income.
These results are valid for both personal and social alienation {t=1.98*

and 1.97* respectively).

Hypothesis 4 Hypothesis 4i states that alienation is negatively
related to control over amount of income. The control over amount of
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incomsa variable was represented in the analysis by two dummy variables
COAI1 and COAI2 in sub-set COAI, entered fifth in set B. Sub-set COAI
yielded an incremental R2 of 0.066 (f2=0.1 1Mad for PA and 0.109
(12 = 0.14p40g) for SA. This means that control over amount of income
uniquely explains 6.6% of the variance in respondents’ personal
alienation and 10.9% of the variance in respondents’ social alienation,
above and beyond the effect of the variables preceding it in the
regressian,

Statistical significance test The significance test supports this
hypothesis, which means that in this study the more control an individual
has over the amount of income earned, the lower is his/her personal and
social alienation {(F=15.3*" and 20.5" * respectively).

Zero-order correlations Qccupation is the only variable that
significantly correlates with both Alienation and COAI2 (there is no such
variable for CQAI1). Additional analysis with set CQAIl preceding
Occupation indicates that set COAI explains 6.7% of the variance in PA

(compared to 6.6% in the original order of entry} and 11% in SA

{compared to 10.9% in the original order of entry).
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alignation. The interaction sub-set COAIx (which included the interaction
variables of COAI1 and COAI2 with income) was entered sixth in set B.
it explained less than one percent of the variance in personal and social
alienation.

Statistical significance test The data do not support this
hypothesis for either personal or social alienation {(F=1.87 and 1.13
respectively), indicating that there is no effect of control over amount of

income on the relationship between income and alienation in this sample.

Hypothesis 5 H i h lue of money moder

he relationship of income and alignation h more one val

m h ron is the relationshi is/her _income an
aglienation. The variable representing the interaction between money and

income, ‘'MONEYx’, was entered seventh in set B. It yielded a negligible
incremental R2 for PA and a 0.011 (f2 =0.015g,,} increment for SA.
Accordingly, it can be said that the interaction between income and
money explains 1.1% of the variance in respondents’ social alienation,
above and beyond the effect of the variables entered before it into the
regression equation.

Statistical significance test Although the relationship between the

interaction {of value of money with income)} and personal alienation is
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negative, it is not significant (t =-1.3), and therefore the data provide no
support for this hypothesis with regard to personal alienation. However,
the hypothasis is supported when social alienation is concerned (t=-
2.0*) so that the more an individual values money, the stronger is the
negative relationship between his or her level of income and his or her
feelings of social alienation.

Zero-order correlations The variables that have significant zero-
order correlations with both Alienation and Monay are Pay Satisfaction,
Education, Occupation, and Other Income. As with the case of Personal
Income and Pay Satisfaction, here also Pay Satisfaction precedes the
intaraction variable MONEYx by deasign of the model and therefore any
shared variance between MONEYx and Pay Satisfaction is assigned to
the latter (regardless, the effect of Pay Satisfaction on the contribution
of MONEYx to the model is negligible).1 With regard to Education,
Occupation, and Other Income, the results of an additional analysis
{when MONEYx precedes these three variables) indicate that MONEY x
explains 0.9% of the variance in PA (compared to 0.3% in the original
order of entry) and 1.4% of the variancein SA (compared to 1.1 % in the
original order of entry). Even with Education, Occupation, and Other

Income out of the way, the contribution of MONEYx to PA variance

1 When MONEY x precedes Pay Satisfaction in the regression the R2
increment equals .01 compared to .003 for PA, and equals .015
compared to .011 for SA.
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remains insignificant. In terms of effect size, there are differences but
they are small, and overall the effect sizes for both PA and SA for either
order of entry are small (for PA f2=0'01Sm in the new order and
0.005g, in the original order; for SA 2 =0.02g,, in the new order and

0.015g,,, in the original order}.

Summary of findings

The data indicate that the overall size of effaect of the model’s variables
is large, and collectively they explain a significant percent of the variance
in respondents’ personal and social alienation. The overall R2 for PAis
higher than for SA, but the difference is due to the variance explained by
the demographic set. While for PA the demographic data explain 23%
of the variance, for SA they explains only 6%. However, when
considering the effect size of set B (which is the focus of this study’s
model}, it is about equal for PA and SA (f2 =0.24 and 0.25
respectivsly).

With regard to main effects, Control Over Amount of Income, Pay
Satisfaction, and Personal Income are the prominent variables in the
model, and alone explain 12.4% (out of 40.3) of the variance in Personal
Alienation and 15.4% (out of 26.8) of the variance in Social Alienation.

The size of the effect of control over amount of income is medium
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t2=0.11 for PA and 2 =0.14 for SA). For the remaining variables, the

offect sizes are small.

With regard to interaction sffects, the interaction of Time with
Percent Change was statistically significant for both types of alienation.

The interaction of Value of Money with Incoms was only
significant for Social Alienation, implying that the more people value
money, the stronger is the effaect of their income on their feelings of
social alienation.

Zero-order correlations were discussed for each of the model’s
variables, whenever a precading non-model variable correlated with both
alienation and the model variable under discussion. In some cases (e.g.,
Personal Income, Pay Satisfaction), changing the order of entry so that
demographic and control variables were entered after the modael variables
increased the percent of variance explained by the model variables
significantly. In other cases, the difference was less meaningful. In all
cases, however, the conclusion regarding the support for the study’s
hypotheses did not change with either the original or aitered order of
variables in the regression.

In summary, the overall model is supported empirically, and the
combined size of effect of the model variables on personal and social

alienation is large.
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CHAPTER 6

DISCUSSION

Several issues need to be emphasized. First, the results in this study
indicate that Education is highly correlated with Alienation and with
Income. This issue has been discussed in chapter 9, where Education’s
effect on the contribution of income to the model was evaluated.
Although Education and Income are correlated, higher income would lead
to a lower level of alienation beyond the effect of individual differences
in education. Therefore, it can be concluded from this study that
educated individuals are predicted to be less alienated and that if two
individuals have an equal education level, the one with the higher income
level is predicted to have a lower alienation level.

A sacond issue is the unsupported hypotheses of the model. The
hypotheses regarding spousal income (#1ii), COAl-interaction {#3i), and
percent change in income (#4i) have not been supported by the data for
either personal and social alienation as the dependent variables, and
hypothesis 5 regarding value of money was not supported for personal
alienation only. Attempts to explain these variables’ insignificance by
means of multicollinearity with other independentvariables that preceded
them in the regression were not fruitful, as was shown in chapter 5.

Therefore, two additional competing conclusions can be suggested



89

regarding these hypotheses. One is that there is an effect in the
population but the present study lacked the statistical power to detect
it. The competing conclusion is that there is either a negligible effect or
no effect in the population regarding these hypotheses. Since the study
was dasigned so that the power 1o detect an effect for these variables,
even if it was fairly small (e.g., f2=0.025), would be about 80, the
latter conclusion is more likely to be valid than the former. Neverthelass,
only additional attempts in future research can lead to a more confident
conclusion regarding these variables’ relation to alienation.

Another issue with regard to Percent Change in Income is the
contrasting result with Personal Income. While Percent Change was
found to be not significantly related to alienation, Personal Income was
found to be significantly related to alignation. In light of the findings in
chapter 5, this may imply that it is the differences in income relative to
other respondents that affect alienation and not the differences in
income relative to the amount previously received by the respondent.

Although the data in this study do not support a relationship
between Percent Change in Income and Alienation, results do indicate a
small but significant effect of time on this relationship. This implies that,
given a relationship between Percent Change and Alienation, time would
moderate this relationship, i.e., the closer in time a change is, the

stronger the relationship betwean the change and Alienation. Additional
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analysis also indicates that, for Social Alienation only, Time is significant
also as a main effect {t=2.32"), implying that the more recent a changse
is, the lower is one’s social alienation.

A third issue is the interesting result of the high proportion of
variance explained by Other Income. It was shown in chapter 5 that
Personal Income shares most of this explained variance, but since the
zero-order correlation between the two variables is 0.15, even when
Other Income is preceded by Personal income in the regression, it still
uniquely explains 2.1% (t=-2.86*"*) of the variance in PA and 1% (t=-
1.7, p=.087) in SA. This therefore suggests that all income, job-related
or not, is negatively related to alienation, as long as it is personally
earned by the individual {either fully or partly). If the incomse is earned
solely by the individual’s spouse (as in the case of spousal incomae), it
does not affect his or her alienation level, according to the data in this
study.

A fourth issue is the finding that the interaction of value of money
with Income was significantly related to Social Alienation but not to
Personal Alienation. A possible explanation could be that since most of
the items in the Money Scale dealt with money as a component of image
and social prestige, respondents’ score on this scale might have been
more closely related to social alienation feelings than to personal

alienation feelings.
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A fifth issue is the finding that divorced and separated
respondents were less personally alienated than married respondents.
This finding is surprising in light of previous research findings (e.g.,
Campbell, 1979 and Vredenburgh and Sheridan, 1979} that married
individuals have a higher well-being and are less alienated than non-
married individuals. A possible explanation for the finding in this study
is that in previous research, alienation was evaluated as one variable
while in this study personal and social aspects of alienation are evaluated
separately. Therefore, it is possible that married people are lass
alienated sociallv,fI but not necessarily less alienated personally, or, as
the results of this study indicate, are in fact even more alienated
personally.

The last issue is the difference between the results for Personal
Alienation and for Social Alienation. Theoretically, the two dependent
variables were expected to yield similar results, since the rationale for
the modeal’s hypotheses was valid for either dependent variable. In
practice, the demographic set explained a higher proportion of variance
in PA than in SA (a differeance of 17%), and a large effect size for PA
(f2=0.30) compared to a small effect size for SA (f2=0.064).

However, the model set (set B} yielded a nearly matching effect size for

1 Although an effect of marital status on social alienation was not
found in this study.
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PA and SA (f2 =0.24 and 0.25 respectively) although thare was a small
ditference {3.8%) in the percent of variance explained by SA compared
to PA. The higher proportion of variance explained by the demographic
set in PA might be related to the fact that the concept of PA deals with
fealings that are connected to personal associations and personal reality
{compared to social association and social reality in SA}, and therefore
personal information of the kind dealt with in the demographic set might

be more relevant to personal alienation feelings.
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CHAPTER 7

LIMITATIONS OF THE STUDY

Two limitations of the present study should be emphasized. First,
the analysis method used in this study is a correlational one, and as such
does not provide a proof that income and the other independent variables
of the model do indeed affect alienation. The question of income
determination takes a variety of forms but can be subsumed under one
of two basic positions--the selection and social causation arguments
{(Kessler, 1982). The selection causation position argues that people
with higher well-being are more upwardly mobile, more confident, and
hence more successful in terms of economic status. The social
causation position argues that lower socioeconomic status leads to
distress and lower waell-being. In the income-waeli-being literature there
has been a definite trend toward the social causation position, with
researchers trying to show that income has an effect on different
measures of well-being. The current study follows this trend in its
attempt 10 show that income has an effect on feelings of alienation.

Nonetheless, even by demonstrating an empirical relationship
between the model variables and alienation, one cannot definitely
conclude a causal relationship between the dependent and independent

variables. Thus, this study is merely a first step, among many needed,
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toward reaching an understanding of the effects of income and related
variables on feelings of alienation. Further research must be performed
in order to strengthen this study’s results and refine the proposed

framework.

A second limitation of this study concerns the data collection
procedure. The sample in this study was a snowballi convenience
sample. This sampling procedure was used in order to increase the
chances of a high response rate and a high quality of data {in terms of
missing values). This approach proved fruitful in that response rate was
indeed high {88%) and there were almost no missing valuas for any of
the variables. However, the limitation of a snowball sampling is that it
does not necessarily provide a good representation of a specific
population and it might be biased by the author’s personal contacts
(although these contacts were not rastricted to personal acquaintances
because ‘first-order’ contacts provided additional contacts of their own).

Although the sample in this study was not intended to be
representative of a specific population, in order to determine the extent
to which the results of this study are generalizable, the demographic
information of the study’s respondents was compared to the nation’s
corresponding information, as taken from the 1993-1994 Bureau of

Labor Statistics (BLS) publications. Comparing the demographic
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information gathered in this study to the categorization of the BLS,
frequencies for Occupation, Education, Age, Gender, and Marital Status

were compared using a x2 test.1

There were statistically significant
differences between the national frequencies and this study’s
frequencies in all variables except Marital Status, although the
fraquencies for Gender and to some extent Age, were fairly similar. In
the case of Education and especially Occupation the exceptionally high
overall value of x2 was mostly due to over-representation of
respondents from one category ('college or more’ and ‘'managerial and
professional’, respectively) in the sampls. While the study’s
demographics are different from the nationwide demographics, each
variable is represented by about 10% (30 observations) or more of the
sample in each category {except when the percentage in the nationwide
data is about 10% or less for that category). Therefore, the results can
be generalized, with some rastrictions, 10 the general population of full-

time employees, although they best fit the more educated employees in

managerial or professional occupations.

1 See Table 11 below.
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Table 11; Resuits of X2 Test
Comparing Frequencies of Nstional and Study Demagraphics
P —— i
DEMOGRAPHIC FREQUENCY IN FREQUENCY IN CHI-SQ.
VARIABLE NATIONAL SURVEY CURRENT STUDY | VALUE {df}
OCCUPATION N=305 N =305
Managerial & 98 (32.1%]} 176 {67.7%)
Profesasional
Administrative 107 (35%) 59 {19.3%)
Service 48 (15.7%) 40 (13.1%)

Blue-collar

=4

52 {17.2%)

e

30 {9.9%)

94.5°° {3)

20-24 35 (11.6%) 19 (6.2%)

25-34 87 (28.6%) 121 (39.7%)

35-44 90 (29.5%]) 103 {33.8%)

45-54 63 (20.5%) 45 (14.7%) I

55 and over

MARITAL STATUS

30 {9.8%)

17 (5.6%)

33.2°* (4)

Married

180 (59%)

164 (54 %)

Separated, Divorced,
or Widowad

46 (15%)

41 (13%)

GENDER

79 (26%)

100 (33%)

a G e T e e A T BT

Femaie

140 {46%)

165 (54 %)

Male

140 (46%)

7.9** (1)

EDUCATION

Lass than high school | 39 {12.7%) 33 {10.8%)

High school 121 {39.6%) 29 (9.6%)

Some college 64 (21%) 37 (12.1%)

College or more 81 (26.7%) 206 (67.5%) 272°* {3)

** significant at the .01 levei
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CHAPTER 8

CONCLUSIONS AND IMPLICATIONS

The relationship between income and well-being has been investigated
in previous research, and studies have supported the existence of such
a relationship. In these studies, researchers proposed that higher income
is related to higher waell-being. The purpose of this study was to
concentrate on one facet of well-being - alienation - and to investigate
whether a relationship exists between alienation and income. This
specific relationship has not been empirically substantiated until now
and | suspect the major reason for that was a simplistic approach to the
issue. Reviewing the complexity of the arguments that theoretically
support this relationship, it is apparent that the measurement and
approach used in these research attermmpts underastimated the
arguments’ complexity. While the arguments discussed feelings,
perceptions, and attitudes, the measurement used was a singie number
representing the level of income. In this study | approached the question
in a multifarious manner, measuring not only absolute amounts of
income but also associated variables, in order to depict a broader picture

of people’s financial reality {objective and subjective) and its relationship
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to feelings of alienation. By doing so it was hoped that we would come
to a better understanding of the alienation phenomenon and of the
elements that affect or predict its level.

The parts of the model for which empirical support was found are
shown in Figure 2 below for Personal Alienation as the dependent
variable, and in Figure 3 below for Social Alienation as the dependent
variable.

The major findings of this study can be summarized as follows:

Individuais with higher income have lower personal and social

alienation levels,

¥ Individuals with higher satisfaction with their income have

lower personal and social alienation levaels.
Individuals with higher control over the amount they earn have
iower personal and social alienation levels.

For individuals who had change in their income, the more

recent that change is, the more that change affects their personal and

social alienation levels,

* NPT .
The more individuals value money, the more income affects

their social alienation level.
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Taking into account the restrictions of the study’s sample, these findings
are incremental to the effect of the individual's gender, age, marital
status, number of children, education level, occupation, and time on the
job, on alienation.

Although a relationship between alienation and personal income
is supported by the findings of this study (a result that was not achieved
in previous research despite sound theoretical support}, the major
contribution of the study is the model which includes the control gver
amount of income variable and the pay satisfaction variable that together
explain a large percent of the variance in alienation. Also, the time since
change and value of money variables add to the extensiveness of the
framework, and their effect combined with the effects of the other
model variables iead to the conclusion that the relationship between
alienation and income is not simple and direct but rather a relationship

that is comprised of direct and indirect effects and is complex in nature.



Figure 2: The Relationship between Income, Related Variables and Personal Alienation ; Empirical Model
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Figure 3: The Relationship between lncome, Related Variables and Social Aienation : Empirical Model
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Implications

Implications for organizations
Feelings of alienation have a negative effect on organizations and
individuals alike. Individuals feel detached from themselves and from
others, and this detachment raesults in their unwillingness to participate
and to perform the work the organization expects them to {Cummings &
Manring, 1977). Alienated individuals avoid exploratory behavior, which
is important for growth, development, and survival, and in that way they
are handicapped as people and as employees {(Maddi, Hoover, & Kobasa,
1982). It is in the interest of both organizations and individuals to be
more knowledgeable about the sources of feelings of alienation, and to
use this knowledge in the most practical way possible in order to
promote people’'s self-image and sense of power, and fight the
debilitating situation of personal and social alienation.

it was hoped that the rasults of this study will contribute to this
goal. Although income is only one of several sources of alienation, it is
one to which changes can be made becauss it is readily observed and
quantified. The basic conclusion from this study is that higher income
is related to lower alienation and that this effect goes beyond the impact
of demographic characteristics that are associated with income.

Although the strait-forward implication from this conclusion would have
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been to increase income levels, it is not necessarily desirable for
management and requires a careful cost-benefit analysis. Nevertheless,
other conclusions from this study can lead to more desirable practicai
impiementations,

Let us consider the result that higher control over amount of
income is related to fower alienation. Management can change the
composition of employees’ income to increase their control over the
amount they earn by adding personal bonuses and, where relevant,
commission-based salaries, allowing more control over hours of work, or
by paying according to personal piece rate when applicable. By doing
so, management can decrease employees’ powerlessness over their
income and therefore decrease their alienation to some degree.

The implication of the finding that higher pay satisfaction is related
to lower alienation is that it may be useful for management to examine
whether employees are satisfied with their income and to identify the
factors that reduce pay satisfaction in their organization (beyond the
level of income). Controlling and changing these factors in ways that will
improve employee well-being and decrease alienation is feasible. For
example, Lee and Martin {1991) found that employees are concerned
with pay equity relative to referents with similar earnings. Thus,
management may prasent pay information to its employees in order to

increase feelings of fairness and pay adequacy, and hence increase pay
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satisfaction.  Also, according to McFarlin and Sweseney (1992),

distributive justice 1

is an important predictor of pay satisfaction. Thus,
management can increase pay satisfaction by improving distributive
justice within its organization. Lastly, reforms in benefits or in the

frequency of payments are other examples of measures that can affect

pay satisfaction.

ndividual implication

In addition to efforts by management, individuals can also strive to
decrease their alisnation level by looking for jobs that have some or all
of the features mentioned above {(control over amount of income, pay
satisfaction, and desired level of income). In addition, considering the
effect of value of money on the relationship between income and social
alienation, individuals to whom money means very much, either
financially or symbolically, may want to look for a better paying job to
reduce feelings of social alienation, even if such a job lacks other
desirable features such as intrinsic satisfaction. Also, considering the
effect of pay satisfaction, employees may consciously change their
attribution group or expectations, in an attempt to increase their pay

satisfaction and decrease feslings of alienation.

1 i.e., whether employees are fairly rewarded in view of their
responsibilities, experience, job stress, effort, and performance.
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Applying these suggestions, together with consideration of other
sources of alienation will potentially reduce alienation in the workplace
and elsewhere, which is to the benefit of both management and

employees.

reti ignifican
The results of this study provide additional support for past well-being
research through the confirmation of the relationship between alienation
and income. For alienation research this study validates a relationship
with income, which was previously proposed theoretically but was not
substantiated empirically. Furthermore, the analysis isolates the unique
relationship between income and alienation beyond the effect of
demographic characteristics such as education and occupation that are
associated with alienation and correlated with income. More important,
however, is the study’s depiction of a more extensive relationship
between alienation and income by introducing relationships between
alienation and income-related variables such as pay satisfaction and
control over amount of income, and by refining the relationship of
alienation with income by introducing moderating variables such as value
of money and time since change in income. These variables contribute

significantly to our theoretical knowledge of the relationship between
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one’s alienation and one’s financial reality in terms of attitudes abilities

and actual rewards.

Suggestions for future research

Further empiricism of the control over amount of income variable
would aid in understanding the relationship between this variable and
alienation. It would be valuable to assess the effect of subjective
feelings of control over income compared to objective control, which
was used in this study li.e., inferring control over income from
composition of income).

The relationship between pay satisfaction and alienation could be
further refined by using discrepancy models of pay expectations and
actual pay, and proposing different effacts depending on size of
discrepancy and reason for dissatisfaction.

With regard to level of income, it is suggested in the literature
{Ullah, 1990} that measures of financial strain are bettar predictors of
well-being than amount of income. Such measures could be
incorporated into alienation research and compared to income level
measures. Similarly, Mullis’s {1992} economic waell-being approach
could be studied in relation to alienation, together with and in

comparison to current reported income.
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In addition, since income and eduction are two variables that are
highly correlated, it would be valuable to find out whether it can be
determined to which of the two variables should the shared explained
variance in alienation be allocated. By designing a field study that will
use a stratified sample it should be possible to control the leval of one
variable and determine to what degree does the other variable indeed
explain variance in alienation.

Finally, additional sources of alienation should be identified in an
attempt to portray a more complete and comprehensiva framework of
the variables and conditions that predict or affect alienation. As
alienation continues to exist and devitalizes many in our society, the
clearer and more complete our understanding of this phenomenon is, the
more successful we may be in achieving a less alienated society and

improving individuals’ personal, familial, and professional existences.
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APPENDIX A

xisti | h

Personal Alienation (PA} scale

1. in thinking of my life, | often wonder why | exist.

2. | often wish | were doing something else.

3. | feel that my daily activities don’t reflact my real interests and values.
4. Facing my daily tasks is a painful and boring experience.

5 | have thought seriously of making major changes in my life.

6. | regard my life as meaningful in that it reflects my values. (R)

7. | would give a good deal to live a different life than | do.

8. 1 have discovered clear-cut goals and a satisfying life purpose. (R)

(Responses: (1) Strongly disagree - to - {5) Strongly agree).
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ial Alienation {SA |
1. Sometimes | feel all alone in the world.
2. Real friends are easy to find as ever. (R)
3. There are few dependable ties between people anymore.
4. Itis almost impossible for one person to really understand the feelings
of another.
5. People are too self-centered.
6. Too many people in our society are just out for themselves and don’t
reallty care for anyone alse.
7. Many people in our society are lonely and unrelatad to their fellow
human beings.
8. Most people do not hesitate to go out of their way to help someone
in trouble. (R)
9. | can be comfortable with nearly all kinds of people. (R}
10. it's only a rare person who would risk their own life and limb to help

somoone else. (R)

(Responses: (1) Strongly disagree - to - (5) Strongly agree).
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Pay Satisfaction Scale

1. | am very happy with the amount of money | make.

{Responses: Strongly disagree(1) - to - Strongly agree(7} ).

2. Considering my skills and the effort | put into my work, | am very
satisfied with may pay. (Responses: Strongly disagree(1) - to - Strongly

agree(7) ).

3. How satisfied are you with the amount of pay you get?

{Responses: Very dissatisfied{1) - to - Very satisfied(7) }.
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r ¥ I

1. Money is important factor in the lives of all of us
2. Money is good

3. Money is important

4. | value monay very highly

5. Money is valuable

6. Money does not grow on trees

7. Money can buy you luxuries

8. Money is attractive

9. | think that 1t is very important to save some money

Achievemen -scal

1. Money represents one's achievement

2. Money is the most important thing {goal) in my life
3. Money is a symbol of success

4. Money can buy everything

(Responses: {1) Disagree strongly - to - (4) Neutral - to - {7) Agree

strongly)

continues on next page...
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R If- m -scal

1. Money makes people respect you in the community
2. Monsy is honorable
3. Money will help you express your competence and abilities

4. Money can bring you many friends

Fr m wer - |

1. Money gives you autonomy and freedom
2. Money in the bank is a sign of security
3. Money can give you the opportunity to be what you want to be

4. Money means power

(Responses: {1} Disagree strongly - to - {4) Neutral - to - (7) Agree

strongly)
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BELOW ARE STATEMENTS CONCEBNING THE WAY YOU FEEL ABQUT MONEY. PLEASE CIACLE THE

NUMBER UNDER THE WORDS THAT MOST CLOSELY REFLECT YOUR OPINION,

10
11.

12.
13

14,

15.
18.

17.
18.
18

20.

Fa g

. Maney is an important factor

in the lives of all of us

. Monay is good

. Money is important

. | value money very highly

. Money is valuable

. Money does not grow on trees
. Money can buy you luxuriss

. Money is sttractive

. | think that it is very

important to save
some money

Money represents one’'s
achipvamant

Money is the most important
thing {goad) in my life

Money iz 3 symbol of success
Money can buy sverything

Money makes peopie respect
you in the community

Monay is honorable

Mcenay will halp you sxpress
vour competence and abilities

Money can bnng you
many friends

Money Dives you autonomy
ang freedom

Money in the bank is
2 ugn of security

Mgney Can give you
the opportunity to bae
what you want to be

Money means power

Disagres
Suongly

Moo N NNy

W oW W W W oy W W

Neutral

[ TR - T T T}

Agree
Strongly
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BELOW ARE STATEMENTS CONCERNING THEWAY YOU FEEL ABQUT YOUR JOB-RELATED INCOME,
PLEASE CIRCLE THE NUMBER UNDER THE WORDS THAT MOST CLOSELY BEFLECT YOUR QPINION,

Disagres Agree
Strongly Neutral Strongly
1.1 am very happy with the
amaunt of money | maks. 1 2 3 4 5 8 7
Disagres Agree
Strongly Neutral Strongly
2. Considering my skills and the
sHort | put into my work, | am
very satisfied with my pay. 1 2 3 4 5 8 7
Very Very
Dissatisfied Neutral Satistied
3. How aatisfied are you with
the amount of pay you get? 1 2 3 4 5 /] 7

LAST CHANGE IN YOUR INCOME

1. When was the last time the amount of your annual job-related income changed?
{please snter the date of tha last incresse or decrsasse in your income regardiess of reason):

i / (month/day/year)

2. Was the change an increase or decrease? |(circis one) 1. Increase 2. Decreass
3. What was the amount of the increase/decrsase? %

4. What was the increass/decrease due to? icircle onel

1. Promotion 4. Change in job demands/requirements
2. Change of job 5. General wage incresse/decrease in my workplace
3. New degree/training 6. Merit-reisted bonus or pay

7. Other. Specity

WHICH OF THE FOLLOWING ITEMS ARE COMPONENTS OF YOUR JOB-RELATED INCOME?
(CAN BE MORE THAN ONE, CIRCLE ALL THAT APPLY}

. Fixed monthly!weskly salary

. Monthly/wesekly incomae determinsd by hours of work

Benefits [pension, medical insurance, vacetion days etc.}

Commission as percent of sales

Tips

Bonuses paid according to individual performance

Bonuses paid according 10 group performance

. Overtima pay {when | choose t0 stay avertimel

. Overtima pay (overtime i3 required by managemaent}

10. Annuasl bonusss

11. Income is based on personal pece-rate {quantity of production}

12. income is based on group piece-rate [guantty of production)

13. Oividends from shares

14. Campany bonds/stocks

15. Empiloyess stock ownership plan

18. Qther

CONRREWN
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W AR T

. tn thinking of my life, | often wonder

why | axist.

2. 1 often wish | were doing somaething elise.

3. | fesl that my daily activities don’t

reflact my real interest and values.

4. Facing my daily tasks is a painful and

boring axperisnce.

5. 1 have thought seriously of making major

changes in my life.

6. t regard my life as mesningful in that it

reflects my values.

7. 1 would give a good daal 10 live a different

kfe than | do.

8. | have discovered clear-cut goals and

sausfying life purpose.

9. Somatimes i fesl sl alone in the world.

10

1t

12.

13

14.

15.

18.

17

18.

Real frignds are sazy to find as ever.

There are few dependabis ties between
peaple any more.

It 1 almost impossible for ons person 1o
reaily understand the feslinga of another.

Pecpis are too self-centered.

Too many pecple in our socisty ars just
out for themaeslves and don't really care
for anyone sise.

Many pecple in our society are lonsly and
unrelated to their fellow human beings.

Most people do not hasitate to go out of
thait wiay to help someons in troubls.

| can be comfortabie with nesrly all
kinds of pacple.

it's only a rare person who would risk their
own life and imb to help somegns eise.

Suongly

Disagres Disagres

1

1

2
2

Neutral
3
3

Agree
4

4
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Strongly
Agres
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116
hical

. Gender icircle ona): 1. Female 2. Male

. Marital Status {circle one): 1. Single 2. Married 3. Divorced 4. Widowed 5. Separated

. Numbaer of children:

. Education lavel (circle cne): 1. Less than high-school 4. College complatad
2. High school completed 5. Some graduste school
3. Some collage 8. Graduats school compieted
7. Other:
. Occupation (circle onsl: 1. Managerial 4. Service
2. Professional 5. Blus collar
3. Administrative 8. Cther:

. Do you work tar the federal, state or local governmaent? (circils cne} 1. Yes 2. No
. How long have you worked at your current job? Years & Months

. How secure do you fesl about the liketihood of kesping your job? [circle onel

1. Very secure 2, Sscure 3. Can’t decide 4. Insecura 5. Very insscure

10. Is thia the first full-time job you had? (circle one) 1. Yes 2. No

1"

12.

13.

14.

. Approximately what is the level of your groas annual job-related income? {circls one)

1. Less than 10,000 8. 50,000-59,999 11, 100,000-119,000
2.10,000-19,999 7. 60,000-69,999 12.120.000-149,999
3. 20.000-29,999 8. 70.000-79.999 13. 150.000 or above
4. 30,000-39,999 9. 80.000-89,999
5. 40,000-49,999 10. 90.000-99.999

Approximately what is the level of your spouse’s annual job-related income? (circls one}

0. Not married Q. Spouss currently not working

1. Less than 10,000 6. 50,000-59,999 11. 100,000-119,000
2. 10,000-19,999 7. 680,000-69,999 12. 120.000-149,999
3. 20,000-29,999 8. 70,000-79,999 13. 150,000 or above
4. 30,000-39,999 9. 80.000-89,999

5. 40,000-49, 999 10. 90,000-99,999

Far 1993, approximately how much did you earmn from scurces othar than your job and
your spousae’s job (such as interest, dividends)? _$

How long have you lived in the U.S.7 (answer one) 1. All my lifs 2. Yeoars
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APPENDIX C

Dummy Variable Manipulation

Variables that were on a nominal scale in the questionnaire, were
transformed into dummy variables in order to make them continuous for
the regression analysis.

Some levels of the variables were grouped according to logical
combinations {e.g., separated and divorced were grouped into one
dummy variable} in order to decrease the number of variables and
increase power. For each group of dummy variables one level is the
base group and all the others are compared to it. The base group chosen
was the one with the highest percentage of respondents. The variables

below were manipulated and grouped as follows:

Marital
- Mari1l4 = Single and Widowed
- Mari35 = Divorced and Separated

- Base group = Married

Qccupation
- Occu3dd4 = Administrative and Service

- Occub = Blue collar
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- Base group = Managerial and Professional

R n for n

- Res1234 = Promotion, Change of job, New degree, Change in job
demands

- Res6 = Maerit-related bonus

- Base group = General wage increase/decrease

rol Over Amount of income {main eff nd interaction
- COAIT = Commission, Tips, Personal piece rate (labeled 'Immediate
control over one’s income’'})
- COAlI2 = Overtime {when chosen}, Bonus paid according to individual

performance {labeled 'Piecemeal control over one’s income’)

- COAINx = Interaction of COAI1 with Income
- COAlI2x = Interaction of COAI2 with Income
her com ion
Peaersonal an income | INCOME an -SP

Income was represented by an ordinal scale in the questionnaire, and
ranged from 1 to 13, with equal intervals. In the regressions this

variable was transformed so that each level was represented by the
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middle point amount. Thus, if level 2 read "10,000-19,999", it was

transformed to 15,000 and so on.

Per hange in i m HAN
The amount of change that was reported by the raspondent was
multiplied by 100 and divided by the income level he/she reported {as

computed above) to create the variable PERCENT CHANGE IN INCOME.

Time Sin hange interaction {TIMEx

TIME SINCE CHANGE was computed by using the date the respondent
returned the questionnaire (rounded to the closest half month) and the
date of the change in income reported by the respondent. The
interaction variable was computed by multiplying TIME SINCE CHANGE

by PERCENT CHANGE.

ney interaction (MONEYx
The interaction variable MONEYx was created by multiplying the variable

MONEY with the variable INCOME.
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