DEOMI






SYLLABUS/NOTETAKER
740 O'Malley Rd





Revised: 1 December 2000

Patrick AFB, Florida  32925

4000

POWER AND DISCRIMINATION

LESSON OBJECTIVES
LEVEL
MEASURE

A. Define power and describe the types of power
Comprehension
Written

B. Explain how power can be misused
Comprehension
Written

C. Define prejudice and discuss the three levels of prejudice
Comprehension
Written

D. Explain Allport’s levels of intensity in acting out prejudice
Comprehension
Written

E. Discuss how power supports discrimination
Comprehension
Written

F. Describe the relationship between prejudice and discrimination
Comprehension
Written

G. Participate in a practical exercise that examines how power supports discrimination
Application
ISDE

SUPPORT MATERIAL AND GUIDANCE

Instructional Focus
Gain understanding into the relationship between power, prejudice, and discrimination.  Be able to define power and describe each of the power bases.  Explain how power can be misused.  Recall the definition of prejudice and the three levels of prejudice encountered.  Recall key terms associated with Allport's Levels of Intensity of Acting Out Prejudice.  Be familiar with the term "prejudice without discrimination".  Understand how power supports discrimination and how it relates to the roles of the Equal Opportunity Advisor and organizational effectiveness.

Student Contributions

Complete required reading prior to class.  Take notes and ask questions to clarify information taught in lecture.  Demonstrate understanding of the material through participation in small group discussions and exercises.

Student Instructional Material

Notetaking Guide

Required Reading - Strangers to These Shores, pages 66-96

Instructional Method

Lecture (2 Hrs)

Practical Exercises (5 Hrs)
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NOTETAKING GUIDE

A. POWER

1. Definition of “Power”

The ability or official capacity to act or perform effectively or the ability to get others to do what one wants them to do.  (Webster)

2. Two Types of Power  

a. Formal Power - A function of position, rank or status.  Authority is given to a person that holds a certain position in the organization and is supported by the organization.  It is ineffective if promises or threats are unfulfilled or if the parties do not share the same values.

b. Informal or Personal Power - Is chiefly a function of ability, personality or association.

3. Power Bases Associated with Each Type of Power

a. Three bases of Formal Power:

(1) Reward Power - The ability to reward compliance.  Derived from control over tangible benefits.  

(2) Coercive Power - The power to discipline, punishes and withholds rewards.  Important largely as a potential, rather than an actual type of influence.

(3) Legitimate Power - Stemming from formal authority.  A person’s ability to influence others by being in a more powerful position.  Example: Commanders, they are supported by the UCMJ and have the legal authority to administer punishment or rewards, such as promotions, assignments, schools, and recognition of accomplishments.

b. Three bases of Informal Power:

(1) Expert Power - Knowledge either presumed or actual.  Power to influence because of expert knowledge and competence.  Expertise in solving problems and performing important tasks.

(2) Referent Power - Based on personal liking, charisma and reputation.  People who feel a deep friendship or loyalty toward someone are usually willing to do special favors for that person.  Identification with a person or group.

(3) Information Power - Is control over information.  It involves the leader’s power to access and distribute information that is either desired by or vital to others.  Some people acquire information power through their unique skill of being able to know all the latest news and gossip that others want to hear.
B. HOW POWER CAN BE MISUSED

1. Personal Gain or Benefit

This is a common misuse of power.  Authority is often imposed inconsistently in whatever way is necessary to gain the advantage.

2. Personal Agenda

Persons in power use their position to impose non-organizational views and issues on the unit.  The issues are not relevant to or integrated with organizational views.  Energy is diverted from valid problem solving efforts.

3. Discrimination

Actively making distinctions and choices that have adverse impact on members of one group.  (Allport)

In 1887 Lord Acton wrote, “Power tends to corrupt and absolute power corrupts absolutely.”

C. PREJUDICE

1. Definition of “Prejudice” 

Dr. Allport defines prejudice as: “An antipathy based upon faulty and inflexible generalization.  It may be felt or expressed.  It may be directed toward a group as a whole or toward an individual because he/she is a member of that group.”

A prejudice, unlike a simple misconception, is actively resistant to all evidence that would unseat it.  Prejudgments become prejudices only if they are not reversible when exposed to new knowledge.

2. Three Levels

a. Cognitive Level - This is the thinking/perception one has about a particular idea/concept or group of people.  This includes traits attributed to its members.

b. Emotional Level - How an individual feels about a group, its members or its symbols.

c. Action Level - The tendency to act in a certain way towards a group or its members.  The more intensely someone holds a prejudice - the more likely it is that the person will act on it.

D. ALLPORT’S LEVELS OF INTENSITY IN ACTING OUT PREJUDICE

1. Levels of Intensity

a. Antilocution - Bad mouthing.  The language of prejudice.  It can be verbal, written or symbolic.  Disparaging comments, jokes, cartoons and caricatures, slips, stereotypical language etc.  Many people never go beyond this mild degree of antipathetic action.

(1) Phrases of Color - Usually equates whiteness with purity and good, opposed to blackness and other colors with evil and bad.

(2) Testimonial - When an individual tries to prove their lack of prejudice.

(3) Disparagement - An individual saying something negative to one minority group about another group to gain trust.

(4) Stereotypical Language - Categorizing or grouping.

(5) Caricatures - Overemphasizes a characteristic.

(6) Ethnic Jokes - The minority person is not always the butt of the joke.

(7) Slips - These are supposed to be considered accidental.
(8) Epithets - These are intentional derogatory remarks.

b. Avoidance - If the prejudice is more intense it leads the individual to avoid members of the disliked group, even perhaps at the cost of considerable inconvenience.

c. Discrimination - Actively making distinctions and choices which have an adverse impact on members of one group.  May include curtailing rights, excluding, and treating people differently based on something other than merit.

d. Physical Attack - As the emotional level of prejudice intensifies, acts of violence become more probable.

e. Extermination - The ultimate degree of violent expression of prejudice.  Extermination can be aimed at one individual or a group of people.  Murder motivated by prejudice, lynching, massacres, and genocide.  Extermination can also occur in more subtle ways as well.  Ignoring someone, pretending they do not exist, or treating people as non-entities are considered by some to be forms of psychological extermination.

2. Action Spectrum

In any of the levels of intensity you can name examples of discrimination across a spectrum of subtle or covert to extreme or overt behavior.  Often it is the subtle form which is the most difficult to identify and is frequently unintentional or overlooked--or it is part of an accepted norm.

SUBTLE/ COVERT--------------------------------------------------EXTREME/OVERT

E. HOW POWER SUPPORTS DISCRIMINATION

1. Superior-Subordinate Relationships
Power implies a superior subordinate relationship.  The activities of one person or group are influenced by the authority of another person or group.

2. Those in Power Define the Norms
Power can be misused because those in power define the norms.  Opposition to the norms is viewed as deviant or dysfunctional.  But if those in power deviate, they can redefine the norms.  If misuse of power becomes the norm, it is hard for those not in power to break that cycle.

RELATIONSHIP BETWEEN PREJUDICE AND DISCRIMINATION

It is possible to be prejudiced and not discriminate.  It is especially important that you as an EO professional understand this concept because it is a behavior your commanders will be most concerned with.  You may not always be able to change people’s attitudes, but if a unit is to be cohesive and effective, actions must be fair and equitable.
Simpson and Yinger offer this description of the relationship between prejudice and discrimination:

· There can be prejudice without discrimination.

· There can be discrimination without prejudice.

· Discrimination can be among the causes of prejudice.

· Prejudice can be among the causes of discrimination.

· Probably most frequently they are mutually reinforcing.

Prejudice is an attitude and discrimination is an action.  It is possible to have an aversion toward an individual or a group and not act on that feeling.
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