Basic concepts

power

the potential to determine or direct (to a certain
extent) the behaviour of another person/other
persons more so than the other way round.

power distance

the degree of inequality in power between a
less powerful Individual (I) and a more power
Other (0), in which I and 0 belong to the
same (loosely or tightly knit) social system.

power distance
reduction tendency

the striving of the less powerful Individual to
reduce or remove the difference in power
between himself and the more powerful.

striving to maintain
power distance

the striving of the powerful to maintain or
enlarge their power distance from the less
powerful.

irreality

low reality level = purposive conduct which
does not apply to the world of hard facts and
set barriers; for example: I should like to hold
that position of power, etc.

reality

high reality level = purposive conduct of
Individuals in which the facts are far less
malleable as regards these persons' aspirations.

costs

all human conduct aimed at achieving certain
ends is affected to some extent by the psychological costs: the risks of failure, time and
energy, loss of popularity, the unattractive
sides to the required behaviour.

exercise of power

a person attempts to put his/her - potential power into effect.

effected power

the final result of the attempt to exercise
power.

participation

less powerful persons take part in decisionmaking of the powerful, the idea being to
reduce or remove the differences in power.
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successful participation

participation in which the foregoing is achieved.

experimental approach

some fundamental variables are alternated
systematically (for instance small power
distance versus big) in order to establish the
effects of each fundamental variable whilst
other factors are kept constant (e.g. strongerweaker power distance reduction).

analysis of conditions

it is possible to establish, on the grounds
of experimental thinking, the conditions
under which certain effects occur, and under
which certain effects are predictable.

simulation

factors which are hard to isolate or even
identify in social reality can be produced/
reproduced in the .behaviour laboratory as
studyable fundamental variables and/or effects.

external situation

all social systems, including the social interplay between two persons, I and 0, function
in an environment which influences them and
which they influence.

learning choices

by altering the external situation (choice of
friends, of certain activities) and setting themselves particular objectives, people can develop their capacities and motivations - i.e.
they can change themselves.

The sequence of hypotheses in power
distance theory

1.
2.

The mere exercise of power will give satisfaction.
The more powerful individual will strive to maintain or to increase the
power distance to the less powerful person.
3. The greater this distance from the less powerful person, the stronger the
striving to increase it.
4. Individuals will strive to reduce the power distance between themselves
and more powerful persons.
5. The smaller this distance from the more powerful person, the stronger the
tendency to reduce it.
6. The power distance reduction tendency will occur regardless of a recent
upward movement to a more powerful position or a recent well-earned
promotion.
7. The expected costs increase more sharply than the profits with reduction
in power distance in reality.
8. More participation in decision-making will not reduce but increase a
great power distance.
9. The quantity of power, i.e. the power distance, is a more decisive factor
than the quality of power (its proper or improper use).
10. In crises a social system requires leadership which shows great selfconfidence and is capable of strong exercise of power.
11. When leaders exercise their power forcefully, people will attribute great
self-confidence to them.
12. People with great self-confidence and strong power motives will show a
stronger power distance reduction tendency.
13. When less powerful individuals find that they have more self-confidence
than the powerful person, they will show a stronger tendency to reduce
the distance to the powerful person.
14. When an individual builds up an inverted Y-structure in which he imagines he is halfway between the powerless and the powerful, he will
also manifest a power distance reduction tendency.
3/5. The 'downward' tendencies of the powerful to maintain the power
distance, and the 'upward' power distance reduction of the less powerful
reinforce each other.
5a. Less powerful individuals, who desist from reducing the power distance
because the gap is too big, will develop other motives like a striving for
solidarity with other 'have-nots' in power.
5b. The powerless class in a social system who do not strive (any longer) to
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reduce the power distance from the powerful individuals may refuse to
follow the powerful any further and put up (stubborn) resistance (despair
pierces apathy).
5c. When several powerless individuals are united, they are powerful compared with those in power in their social system, and will behave accordingly ('unity is strength').
5/10. The strength of the opposition of the united powerless persons will
depend on the strength of their organisation; forceful, central exercise of
power (or a large power distance) is essential in crises.
15. Equalization is a human striving, not limited to the power dimension:
Individuals strive to make themselves equal to another in circumstances
which do not necessarily involve a power dimension: they tend to perform kind or aggressive behavior when they perceive it!

Bibliography

1. Allegro, J. T. (1972): Socio-technische organisatie ontwikkeling (provisional title).
Thesis, Netherlands School of Economics, Rotterdam.
2. Argyris, Chr. (1968): Students and Businessmen: the bristling dialogue. In: Think,
July-August.
3. Beinum, H. J. J. van, and Bel, P. de (1968): Improving attitudes to work especially
by participation. Review paper for Symposion, 16th International Congress of
Applied Psychology, Amsterdam.
4. Brinkman, W., Naus, P., Crombag, H., Van Eeckhout, P., Havelka, N., Moravski,
W., Poitou, J. P., and Schreiblecher, H. (1965): A report of an experiment on
Mulder's power distance theory. First European Summerschool on Social Psychology, The Hague.
5. Club of Rome: Rapport, The limits to growth, D. Meadows, Aula-1972.
6. Cohn Bendit, D., (1968): Le Gauchisme. Combats - Editions du Seuil.
7. Emery, F. E. and Trist, E. (1960): Sociotechnical systems. In: F. E. Emery (ed.):
Systems Thinking. Penguin Books 1969.
8. Emery, F. E. and Thorsrud, E. (1975): Democracy at work: The Report of the
Norwegian Industrial Democracy Program. Martinus Nijhoff Social Sciences
Division, Leiden 1976.
9. Ende, W. J. vanden,Ende,P. J. van den, Greef, M. H. C. de, Kooning van Duyvenbode, J. C. W., and Willigen, M. J. (1971): Democratisering van universitaire instituten. In: Sociologische Gids 18,1,30-41.
10. French, J. R. P. and Raven, B. H. (1959): The bases of social power. In: D.
Cartwright (ed.): Studies in social power. Ann Arbor, Michigan, Institute for
Social Research.
11. French, J. R. P., Kay, E., and Meyer, H. H. (1966): Participation and the appraisal
system. In: Human Relations 19,1,3-20.
12. Fromm, E. (1942): The/earo//reedom. London.
13. Hobbes, T. (1651): Leviathan. London 1651. Oxford 1946.
14. Koffka, K. (1935): Principles o/Gestalt psychology. New York, Harcourt Brace.
15. Lammers, C. J. (1971): Democratisering; evolutie of revolutie? In: Sociologische
Gids 18,1,4-17.
16. Lammers, C. J., Mulder, M., Schroder, M., Straten, J. van, and Vlist, R. van der
(eds.) (1972): Menswetenschappen vandaag - twee zijden van de medaille. Boom
Meppel.
17. Lewin, K. (1935): A dynamic theory o/personality. McGraw Hill, New York.
18. Lewin, K. (1936): Principles 0/ topological psychology. McGraw Hill, New York.
19. Miller, N. E. (1959): Liberalization of basic S-R Concepts: extension to conflict
behavior, motivation and social learning. In: S. Koch (ed.): Psychology, a study 0/
a science, Study 1, Vol. 2. New York, McGraw Hill, 196-292.
20. Martin, B., (1972): Progressive education versus the working classes. London
School of Economics and Political Science, 297-320.
21. Mills, C. W. (1956): The power elite. New York.

BIBLIOGRAPHY

95

22. Mokken, R. J. and Stokman, F. N. (1972): Invloedsstrukturen van politieke en
ekonomische elites in Nederland (provisional report). University of Amsterdam,
Institute of Political Sciences.
23. Mulder, M. (1958): Group structure, motivation and group performance. First
edition in Dutch, 1958, second edition in English, 1963; references to Dutch publication.
24. Mulder, M. (1963): De fundamentele sociaal-wetenschappelijke methoden. In:
M. Mulder (ed.): Mensen, groepen, organisaties. Speurwerk in de sociale psychologie. Van Oorkum, Assen (2 parts, 676 pages), pp. 71-108.
.
25. Mulder, M. (1963): Theorizing and data on power relationships. Paper read at the
first conference of the European Association for Experimental Social Psychology,
Sorrento, Spring 1963.
26. Mulder, M. and Stemerding, A. (1963): Threat, attraction to group and need for
strong leadership. In: Human Relations 16,4,317-334.
27. Mulder, M., Van Dijk, R., Soutendijk, S., Stelwagen, T., and Verhagen, J. (1964):
Non-instrumental liking-tendencies toward powerful group members. In: Acta
Psychologica 22, 367-386.
28. Mulder, M. (1965): De erkenning en werking van de factor macht in de organisatie.
Van de Bunt & Co. N.V. (25 pages.)
29. Mulder, M. (1965): Power motivation in behavior on a level of reality. Paper read
at the meeting of the American Psychological Association, Chicago, September
1965.
30. Mulder, M., Soutendijk, S., Stelwagen, T., Zwezerijnen, J., Van Dijk, R., and
Verhagen, J. (about 1965): Behavior toward powerful and upward or downward
locomotion chances.
31. Mulder, M., Van Dijk, R., Stelwagen, T., Verhagen, J., Soutendijk S., and Zwezerijnen, J. (1966): Illegitimacy of power and positiveness of attitude towards the
power person. In: Human Relations 19,1,21-37.
32. Mulder, M., Ritsema van Eck, J. R., and Van Oils, M. R. (1967): Structuur en
dynamiek van een grote organisatie. Institute of Social Psychology, Utrecht University, and Dutch Institute of Preventive Medicine, TNO, Leiden.
33. Mulder, M. (1969): Participatie en medezeggenschap. In: Commentaar no. 611,
March, 34-36.
34. Mulder, M., Veen, P., in collaboration with Hijzen, T., and Jansen P. (1969): On
power equalization: a behavioral example of power-distance reduction. Accepted
for publication by: Journal ofPersonality and Social Psychology.
35. Mulder, M., Veen, P., Hijzen, T. and Jansen, P. (1969): Power equalization and
the cost aspect of power. Institute of Social Psychology, University of Utrecht.
36. Mulder, M., and Veen, P., in collaboration with Rodenburg, C., Frenken, J., and
Tielens, H. (1969): The power distance reduction hypothesis on a level of reality.
Accepted for publication by: The Journal of Experimental Social Psychology.
37. Mulder, M., and Wilke, H. (1970): Participation and power equalization. In:
Organizational Behavior and Human Performance, 5, 430-448.
38. Mulder, M., Ritsema van Eck, J. R., and de Jong, R. D. (1970): Het systeem van
functioneren onder verschillende omstandigheden in een grote organisatie. In:
P. J. D. Drenth, P. J. Willems and Ch. J. de Wolff (eds.) (1970): Bedrijfspsychologie.
Kluwer, Van Loghum Slaterus, pp. 431-457.
39. Mulder, M. (1971): Het functioneren van leiders - macht en non-macht factoren.
Rapport 'Stichting Bedrijfskunde'. Netherlands School of Economics, Rotterdam.
40. Mulder, M. (1971): Power equalization through participation? In: Administrative

96

41.
42.
43.

44.
44.
45.
46.
47.
48.
49.
50.
51.
52.
53.

BIBLIOGRAPHY

Science Quarterly 31-38. In Dutch: Mulder, M. (1970): Medezeggenschap, mythe of
werkelykheid? Universitaire Pers Rotterdam.
Mulder, M., Veen, P., Hartsuiker, D., and Westerduin, T. (1971): Cognitive processes in power equalization. In: European Journal of Social Psychology 1, 1,
107-130.
Mulder, M. (1973): Multiphase theory of organization and management. In:
Annals of Systems Research 3: 1-20. Also Working Paper 74-17, European Institute
for Advanced Studies in Management, Brussels, April 1974.
Mulder, M. (1973): Behaviour contagion without motivation - a minimum perceptual field-induction hypothesis. Foundation of Business Science, Delft.
Mulder, M. and Wiegman, O. (1973): Uumotivated identification with aggressors
and kind people. Report: Institute of Social Psychology, Utrecht University.
Mulder, M. (1977): Omgaan met macht. Agon Elsevier Uitg. Mij., Amsterdam.
Wiegman, O. (1975): Aanstekelijkheid van gedrag. Thesis, Utrecht University.
Mulder, M. (1977): Omgaan met macht Agon Elsevier Uitg. Mij., Amsterdam.
Nietzsche, F., (1887): Der Wille zur Macht. Leipzig 1887, 1917.
Rodenburg, N. (1972): Persoonlijkheid en macht - Ben onderzoek naar de samenhang tussen machteloosheid als persoonlijkheidsfactor en sociale beinvloeding in
verschillende situaties. Thesis, University of Utrecht.
Shaw, M. E. (1964): A scale to measure Individual Prominence. Massachusetts
Institute of Technology.
Shaw, M. E.: Behavior in groups: the development of a scale to measure Individual Prominence. In: Decisions, Values and Groups 1,229-240, Oxford Pergamon
Press.
Stelwagen, T., Zwezerijnen, J., Soutendijk, S., Van Dijk, R., and Verhagen, J.,
(about 1965): Gedrag van minder-machtigen in relatie tot meer-machtigen bij
locomotiekansen. 47 pages and appendices.
Sullivan, H. S. (1947): Conceptionso!modernpsychiatry. Washington. 3rd edition.
Trist, E., and Bamforth, K. W. (1951): Some social and psychological consequences of the long-wall method of coal-getting. In: Human Relations 4, 3-38.
Veen, P. (1970): Meebeslissen: een veldexperiment in een hockeyclub. Thesis,
University of Utrecht. Van Gorcum, Assen.
Vlist, R. van der (1971): Organisatiestruktuur en participatie. In: Mens en Onderneming 25, 224-234.

