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INTRODUCTION
"A promise made is a promise kept" (George Bush, First Presidential Debate, 2000 ).  "I want to fight for you" (Al Gore, First Presidential Debate, 2000).  These two statements are not just political sound bites, but reflections of two personalities belonging to the men who ran for President of the United States.  Both put forth a myriad of policies and tried to contrast their respective positions with those of the other.  Unquestionably, political positions and visions are important to the electorate, but do the characteristics of leadership influence voter decisions?  

Personality traits have influenced presidential races in the past.  Public perceptions regarding leadership traits and abilities changed voters’ opinions after the famous Nixon/Kennedy televised debates.  Ronald Reagan’s personal charisma and communication skills endeared him to the public.  Bill Clinton’s personality traits served him well (or poorly) through the impeachment ordeal.  

At the beginning of  the recent presidential race, incumbent Vice President Al Gore was predicted to win in a landslide.  George W. Bush, facing an excellent economy and being a relatively inexperienced first-term Southern Governor, was not expected to win, even with his family name.  However, national perceptions regarding the candidates changed during the course of the campaign.  The orchestrated party conventions, presidential debates, appearances on talk shows, and late night impersonations, provided powerful messages about candidates' personalities, and formed voter perceptions of the candidates' personalities.

Given the national controversy over the personalities and behaviors of the two primary presidential candidates, and the changing polls, we wanted to assess the importance voters placed on leadership personality traits, how they rated each candidate on the traits, and the degree to which these traits influenced voter decisions.  We gathered information from sample voters on the importance of leadership traits and the degree to which each candidate possesses these traits.  We then examine the degree to which perceived possession of the trait and perceived importance of the trait predict the candidate for whom each voter is likely to vote.  We also assess the importance of leadership traits across gender, age groups, education, and income levels.  Before reporting our results, we will first briefly review relevant Leadership literature, focusing on Personality Traits, which provides the framework for development of our questionnaire and research plan.   

PERSONALITY TRAITS AND LEADERSHIP
Personality is a stable set of psychological characteristics that makes people unique.  In the early days of trying to understand leadership, researchers attempted to explain effective leadership in terms of personality traits.  The "Great Man Theory," popular in the early 1900s, posited that leaders were fundamentally different from followers and possessed certain traits and characteristics that followers did not (Stogdill, 1974).  While the theory was critically flawed (leaders were not found to have different personalities from followers, see Bass, 1990 for a complete review), personality traits were found to be useful for explaining why leaders acted consistently in a variety of situations over time and why behaviors among leaders in similar situations were different.  Traits may not be the sole predictor or explainer of effective leadership, but their "inclusion as one of the elements in the leadership equation is well accepted," (Nahavandi, 2000).  

Clearly, one can modify one's behavior from that typically associated with a personality trait, but generally, individuals are predisposed to behave in certain ways without even thinking.  Furthermore, the more stressful a situation and the more unstructured, the more likely people will behave in predictable ways consistent with their personalities.  Observers of those behaviors tend to agree with one another when describing another person's behavioral patterns.  Several researchers even state "people tend to use the same terms when describing another's public reputation (Curphy & Osten 1993, Nilsen 1995, Curphy 1998)."

Some traits have been identified as consistently associated with effective leaders.  This is not to say if someone possesses these characteristics he/she will be an effective leader, nor are we suggesting those rating low on these characteristics cannot be effective leaders.  However, many people observe these behaviors in others and tend to draw conclusions that they would be effective leaders.  The Big Five Model as described by Norman, 1963; Digman, 1990; and Barrick and Mount, 1991 groups many leadership traits into a meaningful scheme for looking at effective leadership.  The dimensions of the Big five Model include:

Conscientiousness - The degree to which a person is dependable, responsible, organized, and plans ahead;  

Surgency - The degree to which a person is sociable, talkative, assertive, and ambitious;

Openness to experience - The degree to which a person is imaginative, broad minded, curious, and seeks new experiences.

Emotional stability - The degree to which a person is anxious, depressed, angry, insecure;  and

Agreeableness - The degree to which a person is courteous, likable, good-natured, and flexible. 

Conscientiousness or dependability reflects how individuals address tasks they face--do they "walk the talk," can they be trusted, and can one depend on them doing what they say (credibility).  Bass, 1990 in his seminal book and Cox and Cooper, 1989 demonstrate the ability to consistently influence others is a function of conscientiousness.  

The behavioral characteristics associated with surgency often appear when one is trying to influence others.  A subset of surgency is extraversion, which we used in the questionnaire to avoid any confusion with an unfamiliar term.  Lord, DeVader, and Alliger, 1986 and Michel and Hogan, 1996 argue individuals high in surgency tend to want to be leaders and to take charge.  

The ability to adjust to new situations in creative ways is a part of being open to new experiences.  Lord, DeVader, and Alliger suggest a relationship between leader   effectiveness and intelligence and Zaccaro, Foti, and Kenny relate flexibility to a leader's need to stay ahead of necessary change.  

Stability is concerned with how one reacts to stress, personal criticism, and failure.  Bass, 1990 indicates individuals who know how to compensate their own weaknesses by letting others with recognizable expertise give advice or lead, tend to be more effective leaders than those who feel obliged never to relinquish the mantle of leadership.  

Getting along with others is a mark of agreeableness.  The ability to show compassion and warmth, remain optimistic, and communicate effectively through means other than facts and figures describes someone high in agreeableness.  Several authors including Pfeffer, 1992; Wylie, 1997; and Pfeffer and Viega, 1999 suggest in today's global economy, effective leaders must recognize people as valuable assets and treat them accordingly.

Only an extremely small percentage of voters know candidates well enough personally to truly assess these personality dimensions.  However, everyone who follows a campaign, even remotely, forms perceptions and opinions of a candidate's personality.  Whether or not this perception is accurate is immaterial--voters act on their perceptions.

METHODOLOGY

The authors developed a “Presidential Candidate Personality Survey” questionnaire.  A copy of the questionnaire is included in Appendix A.  The questionnaire provides respondents with a brief description of Conscientiousness, Extraversion (for Surgency), Openness to Experience, Emotional Stability, and Agreeableness.  For each trait we asked respondents to assess:

1) The importance of the trait to being an effective President of the United States, 

2) Rate  Al Gore on the trait, and 

3) Rate George Bush on the trait.  

We used a scale of -5 to 5 to rate these questions for each of the five traits.  

We then asked respondents to indicate for whom they would vote, if they were voting today: George Bush or Al Gore.

The last section of the questionnaire solicits demographic information:  

· A registered voter? 

· If so, Republican, Democrat or Independent.  

· Were they likely to vote?  

· Gender, Age, Number of years of formal education, and Household Income.  

In the week prior to the election, 329 surveys were semi-randomly administered at regional malls in Northern Virginia and Southwest Virginia.  The surveys were administered during varying hours of the day to assure a cross-section of people who differ by gender, age group, education, and income level.  Two questionnaires were incomplete; therefore, 327 were usable for data analysis.  Survey results were coded and analyzed using correlation and regression analysis statistical procedures.  

RESULTS

Respondents Profiles

Table 1 presents the demographic profile of our sample voters.  There was almost the same number of males as females.  Republicans outnumbered democrats two to one, but there were a very large number of independent voters in the sample (30%).  Age was skewed toward older voters, and over 43% reported household income over $75,000, well above national and state averages.  Sixty-one percent of our sample indicated they would be voting for George Bush and 31% would be voting for Al Gore.  The remaining 8% were either undecided or supporting other presidential candidates.

TABLE 1:  Respondent Profiles
	Gender
	Male - 51%
	Female - 49%
	
	

	Registered As
	Republican - 38%
	Democrat - 19%
	Independent - 8%
	

	Age
	< 35 Yrs. - 4.9%
	35 - 45 Yrs. 9.4%
	46 - 54 Yrs. - 13.7%
	> 55 Yrs. - 70.8%

	Education
	<13 Yrs. - 21.9%
	13 - 16 Yrs.- 49.5%
	> 16 Yrs. - 13.4%
	

	Household

Income
	< $30K - 16.1%
	$30 - 50K - 15.8%
	$50 - 75K - 19.1%
	>$75K - 43.5%

	Will Vote For?
	Bush - 61%
	Gore - 31%
	Unknown or other Candidate - 8%
	


Our data set has an over representation of older, wealthier voters than the general population.  However, we found no statistically significant differences among age groups or wealth on how they viewed the leadership effectiveness of candidates, nor, with one exception, was there any difference among age groups or wealth in how they viewed the personality dimensions of the Big Five Model.  From this we conclude our results are at least generalizable for this geographic region.

Significance of Leadership to Candidate Preference

Is leadership ability, as perceived through the Big Five Personality Dimensions, a significant factor in determining how someone votes?  To address this question we combined the information gathered on each personality dimension to form a leadership factor, which we could use in a regression analysis.  For each trait and each candidate we created an Individual Leadership Factor (ILF) by multiplying voter rating of a personality dimension's importance by the degree to which a candidate was perceived to possess that trait.  The ILFs were summed across all five traits for each candidate to obtain an Overall Leadership Factor (OLF).  Using simple least squares regression, we regressed the OLF against respondents' vote intentions to assess the significance of leadership in influencing how people vote.  Tables 2A and 2B record the results of this regression analysis for each candidate.

TABLE 2A:  Bush - Overall Leadership as a Determinant of Voter Intent
	Regression Statistics
	
	
	
	
	

	Multiple R
	0.339
	
	
	
	
	

	R Square
	0.115
	
	
	
	
	

	Adjusted R Square
	0.112
	
	
	
	
	

	Standard Error
	0.611
	
	
	
	
	

	Observations
	327
	
	
	
	
	

	
	
	
	
	
	
	

	ANOVA
	
	
	
	
	
	

	
	Df
	SS
	MS
	F
	Significance F
	

	Regression
	1
	15.861
	15.861
	42.434
	2.78E-10
	

	Residual
	325
	121.483
	0.373
	
	
	

	Total
	326
	137.345
	
	
	
	

	
	
	
	
	
	
	

	
	Coefficients
	Standard Error
	t Stat
	P-value
	Lower 95%
	Upper 95%

	Intercept
	1.207
	0.118
	10.154
	3.193E-21
	0.973
	1.441

	LEAD Bush
	0.002
	0.0003
	6.514
	2.780E-10
	0.003
	0.001


Table 2B:  Gore - Overall Leadership as a Determinant of Voter Intent

	Regression Statistics
	
	
	
	
	

	Multiple R
	0.161
	
	
	
	
	

	R Square
	0.026
	
	
	
	
	

	Adjusted R Square
	0.023
	
	
	
	
	

	Standard Error
	0.641
	
	
	
	
	

	Observations
	327
	
	
	
	
	

	
	
	
	
	
	
	

	ANOVA
	
	
	
	
	
	

	
	Df
	SS
	MS
	F
	Significance F
	

	Regression
	1
	3.599
	3.599
	8.745
	0.003
	

	Residual
	325
	133.746
	0.411
	
	
	

	Total
	326
	137.345
	
	
	
	

	
	
	
	
	
	
	

	
	Coefficients
	Standard Error
	t Stat
	P-value
	Lower 95%
	Upper 95%

	Intercept
	0.146
	0.113
	1.297
	0.195
	0.075
	0.369

	LEAD Gore
	0.001
	0.0003
	2.957
	0.003
	0.0003
	0.001


The OLF as a predictor of voter intent is highly significant for Bush (p -value < 0.0001) and Gore (p-value < .01).  While the OLF explains only a small portion of the variation in voter preference, it is a significant factor for voters of both candidates.  Interestingly, Bush voters thought overall leadership more important in making their selection than did Gore voters.  We can only speculate that policy issues were larger factors for Gore voters.

Significance of Personality Dimensions as a Determinant of Voter Intent

Since we now know leadership ability as perceived through a combined weighting of importance and possession of the Big Five Personality Dimensions does significantly influence voter intent, we next assess which dimensions influence voter intent.  To address this issue, we regressed the ILF for each dimension against voter intent in a multiple regression analysis.  The results of this analysis appear in Tables 3A & 3B.

TABLE 3A:  Bush Individual Leadership Factors as a Determinant of Voter Intent

	Regression Statistics
	
	
	
	
	

	Multiple R
	0.391
	
	
	
	
	

	R Square
	0.153
	
	
	
	
	

	Adjusted R Square
	0.139
	
	
	
	
	

	Standard Error
	0.601
	
	
	
	
	

	Observations
	327
	
	
	
	
	

	
	
	
	
	
	
	

	ANOVA
	
	
	
	
	
	

	
	Df
	SS
	MS
	F
	Significance F
	

	Regression
	5
	21.022
	4.204
	11.602
	2.565E-10
	

	Residual
	321
	116.323
	0.362
	
	
	

	Total
	326
	137.345
	
	
	
	

	
	
	
	
	
	
	

	
	Coefficients
	Standard Error
	t Stat
	P-value
	Lower 95%
	Upper 95%

	Intercept
	1.197
	0.119
	10.005
	1.083E-20
	0.961
	1.432

	Cons B
	0.002
	0.001
	1.579
	0.115
	0.006
	0.0007

	Extra B
	0.0005
	0.001
	0.283
	0.777
	0.004
	0.003

	Open B
	0.0004
	0.001
	0.232
	0.816
	0.003
	0.003

	Stable B
	0.0002
	0.001
	0.255
	0.798
	0.002
	0.001

	Agree B
	0.007
	0.001
	4.711
	3.67E-06
	0.010
	0.004


One leadership personality dimension was significant to voters who supported George Bush—Agreeableness.   Agreeableness is the ability to get along with others, showing compassion, and warmth.   Seventy-six percent of our respondents ranked agreeableness as an important characteristic of an effective leader (ranked three or higher on the opinion scale).  Almost 58% of all respondents rated Former Governor Bush as possessing this quality to a high degree (ranked three or higher on the opinion scale).   These voters appear to perceive agreeableness as a critical trait to be an effective leader in Washington’s highly politicized environment.  

We were a bit surprised that only one personality dimension showed -up as significant for Mr. Bush, given the extreme significance of the OLF as a predictor of voter preference.  Leadership is an amalgamation of traits, behaviors, and skills.  By combining the five leadership dimensions and weighting them according to importance and possession, we have essentially constructed a measure consistent to the way we perceive leadership.  While one may have few outstanding characteristics, one may be perceived as an effective leader because of the package of abilities.

TABLE 3B:  Gore Individual Leadership Factors as a Determinant of Voter Intent

	Regression Statistics
	
	
	
	
	

	Multiple R
	0.283
	
	
	
	
	

	R Square
	0.080
	
	
	
	
	

	Adjusted R Square
	0.066
	
	
	
	
	

	Standard Error
	0.627
	
	
	
	
	

	Observations
	327
	
	
	
	
	

	
	
	
	
	
	
	

	ANOVA
	
	
	
	
	
	

	
	df
	SS
	MS
	F
	Significance F
	

	Regression
	5
	11.047
	2.2094
	5.615
	5.598E-05
	

	Residual
	321
	126.298
	0.393
	
	
	

	Total
	326
	137.345
	
	
	
	

	
	
	
	
	
	
	

	
	Coefficients
	Standard Error
	t Stat
	P-value
	Lower 95%
	Upper 95%

	Intercept
	0.105
	0.111
	0.945
	0.3449
	-0.114
	0.325

	Cons G
	0.007
	0.001
	4.441
	1.229E-05
	0.004
	0.011

	Extra G
	0.0002
	0.001
	0.124
	0.901
	-0.003
	0.004

	Open G
	0.001
	0.001
	0.682
	0.495
	-0.002
	0.004

	Stable G
	8.241E-05
	0.001
	0.067
	0.946
	-0.002
	0.002

	Agree G
	-0.003
	0.001
	-2.116
	0.035
	-0.006
	-0.0002


Two dimensions of the Big Five Model were significant as determinants of voter intent for those who voted for Mr. Gore—Conscientiousness (p-value < 0.0001) and Agreeableness (p-value < 0.03).  Conscientiousness addresses dependability, planning ability, and credibility.   Over 90% of respondents ranked conscientiousness as important to effective leadership.  Only 46% of all respondents ranked Gore three or higher in this dimension, while 50% rated Bush three or higher. Even though more people thought Bush rated higher in this dimension, the ILF for Conscientiousness correlated higher with those who voted for Gore; therefore this leadership characteristic was more important to them than to Bush supporters.  

The observant reader has already noticed the negative coefficient of the agreeableness variable for Mr. Gore.  Only 41% of respondents rated Mr. Gore as three or higher in perceived agreeableness.  The ILF for agreeableness is composed of the degree of importance one places on the characteristic and the degree to which a candidate possesses that trait.  There are two explanations for the negative coefficient:  If respondents placed a high degree of importance on the dimension, they did not think Mr. Gore possessed the trait; or if they placed a low degree of importance on the dimension, they thought Mr. Gore possessed it.  Given the relatively low number of people who scored Mr. Gore high on this dimension, we suspect the former explanation is the most accurate.  

We also wished to examine whether Gender, Age, Education level and Income Level would differentiate a voter’s intent to vote for Gore or Bush.  Table III indicates the results of regressing these four demographic characteristics against the respondent’s intended vote for Bush or Gore.  Level of “Education” was a significant factor for Bush voters, but with a negative coefficient.  The only significant factor for Gore was “Age,” also with a negative coefficient.

Table III also shows the relationship between Gender, Age, Education level and Income level, and the overall leadership factor for Gore and Bush.  Education/Leadership was significant for Bush, while Age/Leadership was significant for Gore, both with a positive coefficient.  

Table IV shows the relationship between the importance of the individual personality traits and the demographic characteristics of Gender, Age, Education level and Income level.  With respect to the individual trait “conscientiousness,” gender and education level were significant.  These same demographic characteristics were significant with respect to extraversion (surgency).  Gender was the only significant variable for both openness and agreeableness.  Income level was the only significant variable for the importance of stability.      

