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Introduction 

In Parts One and Two of this study, we discussed the historical and 

current sociological treatment of the concept of professionalism. We also 

traced to what extent the process of professionalization had developed 

within the marketing occupation. The sociological literature we have 

examined and other works to which reference will be made in the coming 

Chapters does not yet present a set of agreed conclusions on the subject 

of professionalism. However, it does point to the presence of two main 

schools which are functionalist and trait. The investigations reported in 

part three of this study will apply the framework of both approaches. 

This should provide further data to assess the position of marketing in 

regard to its degree of professionalization. This Chapter is divided 

into four sections. The first explains the sociological justification 

for carrying out a survey of a sample of the general public. This is 

followed by a description of the methodology employed, and then the main 

part of the Chapter which discusses the findings of the survey. The 

Chapter concludes by drawing attention to the implications of these 

findings for our main theme. The Chapter ascertains what the sample 

considered to be the mark of a "professional occupation", how they 

viewed the professionalization of various occupations and how marketing 

rated in these perceptions. The following Chapter then explores more 

specifically the knowledge of marketing held by the sample. 

Rationale for a Sample Survey of the General Public. 

It was felt necessary to collect data representing in some sense 

the views of "society in general", for despite the variance of attributes 

! . c < 4 2 2, 4 
given by trait theorists (Lewis-Maude, Ben-David, Hughés, Prandy, 

6 % 
Lockwood, Flexner, Greenwood) on what constitutes a "professional 

occupation", one central criterion is generally accepted by these writers, 

which is that the occupation must be accepted as being a professional 

one by the general public. This too is central to the functionalist 

8 9 10 a4 

approach. (Durkheim, Spencer, Pareto, Parsons). How society in general
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views the occupation is thus a vital issue as professionalism seen by the 

functionalists is limited to those elements which are said to have functional 

relevance either for the society as a whole or for the professional -client 

relationship. Influential adherents include Parsons and Barber, the 

latter claiming that his analysis of professionalism exclude such concepts 

as style of life, corporate solidarity and socialisation structures and 

other processes which he claims apply to all occupational groups. To these 

theorists professional behaviour is defined in four basic attributes. These 

are (1) a high degree of generalised and systematic knowledge (2) orientation 

+o community interest, rather than to individual, (3) self control, through 

codes of ethics and a system of rewards, monetary or honorary, and (4) reward 

based on work achieved not of individual self interest. This approach 

attempts to show that the professional's knowledge is for community rather 

than individual interest. Honour tends to be more significant to professional 

practitioners because it is associated with the primacy of community as 

against individual interest. 

At the one extreme, it has been suggested that the only agreed 

characteristic of professions is a eulogistic terminology, or even more 

strongly that "profession" is not a sociological category epee 

Alternatively the various commonly cited definitions and criteria indicate 

a commendable unanimity eaaeys: While it appears that the differences 

between definitions are more frequently those of emphasis or ommission 

than of contradiction, the unanimity certainly does not extend to agreement 

as to which are "core" and which are the derivative traits of professions. 

One of the important variables which influences these processes is the 

"public acceptability" criterion of a profession; for this determines and 

reflects that particular occupation's relationships with society. It 

was felt vital therefore, to take some measure of how the community which 

professions are said to serve views an occupation such as marketing which 

has had claims of professionalism made for it. 

How "society" views a particular occupation is rdevant to a variety 

of issues raised by theorists. Both Meaa!* and Cooley” made the point that
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the development of a professional occupation's "self conception" involves 

a chain of perceptions, skills, values and inter-actions. In this process 

a professional identity is forged which is credible both to the individual 

and society at large. This latter concept is somewhat similar in principle 

to the issues raised by fgnee ts that greater knowledge of the professional's 

role will help to replace many of the sterotyped images that are held of the 

professional person. Such barriers can only start to be eliminated if we 

know where to start from ise. what precisely do people outside the 

occupation perceive of the professional role and the actions of its 

practitioners. 

An analysis of public assessment and opinions can be seen as 

constructive in breaking down barriers between certain occupations and 

society. If any such barriers are to be breached, the first step should 

17 
be to ascertain current perceptions. Durkheim‘ was aware of this point 

when he described the discipline of a profession as something which is 

seen as exterior to the practitioner and also as dominating him. It 

also leads directly to the problem outlined by capiow se in 1964, where 

he used the term "mild paranoia" as the condition whereby persons in 

highly professionalized occupations often look upon themselves as having 

a more important status in life than outsiders are willing to accord them. 

We know also from the work of Malinowskil” the powerful role that myths 

can play in a society no matter how "advanced" it might be. What is possibly 

needed is more systematic information on the process by which occupational 

myths operate in our own contemporary society. 

The relevance of public assessment of professions and occupational 

ratings is perhaps expressed best by Hughes where he uses the term 

"license" and "mandate" as describing the relationship between an 

occupation and members of the larger society. But what is the extent of 

"license" to be accorded professional acceptance? What sort of mandate 

has society conferred on a particular occupation, as compared to the 

conception of mandate held by members of the occupation? The vital issue 

might not be "license" and the "mandate" which are recognised by all
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to be of importance to the well being of society; but a questioning of 

the extent of the license and the interpretation and use of the mandate. 

Thus high occupational prestige is presumed to bear some positive 

relationship to the social contribution the public accords an occupation. 

Methodology Employe 

It was decided to undertake a stratified survey of the general 

population. This would provide data not only on the subject of our study 

but also examine the public's notion of the concept of professionalism. 

The following were the main issues probed:- 

1. The individual's understanding of a "professional occupation" and the 

examples he or she had in mind. (The latter would directly indicate the 

depth of public understanding and application of this term). 

2. Opinions on attributes which a professional occupation should possess 

(according to trait and functional theorists). 

3- Arating of a number of occupations, including marketing in regard 

to their perceived level of professional development. 

4, The value attached to marketing as an occupation in relation to other 

selected management functions. 

5. The perceived role of marketing in modern society. 

6. The public understanding of the functions contained within marketing. 

7- The contact individuals have had with marketing personnel. 

8. Knowledge of the occupational institute (i.e. Institute of Marketing). 

9- The extent to which members of the public consider marketing men 

practised a code of ethics in their work. 

10. The extent to which members of the public consider more attention needs 

to be given to marketing in order that our present economic position will 

improve. This was included as a measure of the perceived social 

importance of marketing. 

This survey was planned to be of 200 persons (100 men and 100 women) 

and the sample to be proportionately representative of the total 

population both working and non-working. The stratification frame 

employed was constructed from H.M.S.O. "Social Trends" for 1972 and is
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TABLE 1 

SAMPLE FRAME FOR STRATIFIED POPULATION SURVEY OF 100 MALES AND 100 FEMALES. 

Economic activity of population aged 15 and over to be sampled by interview. 

Exact numbers to be interviewed are as follows: 

  

a MEN WOMEN 

Professional workers, self employed 2 os 

2| Professional workers, employees A 1 

Employers and managers in general Local 

Government., industry, commerce (Large 4 4: 

establishments) 

4) Employers and managers as above in small 

establishments. 5, 2 

5| Inter-mediate and junior non-manual 

and personnel service workers 9 22 

6| Foreman and supervisors (manual) 3 & 

7| Skilled manual 26 3 

8] Semi Skilled manual 13 8 

9| Agricultural workers 1 

10} Unskilled manual 6 1 

11] Own account other than professional 4 

12| Armed forces 
*e 

  

13| Retired 10 2 

14| Students 4 3 

15| Sick and unemployed 2 

16] Others 2 5s0 

Figures in brackets denotes total 100 100 

Ue Keg bouetauion: (19,030,000) } (21,012,000)     
*|Numbers used in survey for 1 - 16 socio-economic scale. 

      
ee Class Nos. **x* These housewives were then 
Registrar General a 4 stratified by husbands, Registrar 

a 2 2 General Classification 

2 2 Class Nos. 
A 1 

1 2 

ot 2 8 
10 3 27 

Registrar General Classification 4 a 

1. Professional eB 53 

2. Intermediate 

3- Skilled 

4.  Semi-skilled 
5. _Unskilled. 

STATISTICS CALCULATED H.M.S.O. "SOCIAL TRENDS" FOR 1972.
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given in Table 1. The interviews were carried out by two experienced 

market research interviewers under the writer's supervision. Their brief 

was to seek out each occupation according to the sample frame and obtain 

the necessary information. Though some repetition in locating respondents 

was inevitable, complete stratification and representativeness was ensured. 

As can be seen the largest number in the female section was "others" 

(or housewives). This 53 (to continue with our cross-section of the 

population) was broken down according to Registrar General Classification and 

their appropriate numbers proportionately as would be found in the total 

population. 

Before the interviews were carried out a pilot survey was undertaken, 

following which some modifications were made to the questionnaire. No 

problems were experienced in the interviews and recording of data. Some 

difficulty was experienced in obtaining members of all the occupations 

necessary to make up the survey population but these were all secured within 

one month. The questionnaire and covering letter are given in Appendix 

Two, Item 1. 

Analysis of the Survey. 

Respondents were asked in the opening question (which was an open 

ended one) to define a "professional occupation". The categorized responses 

are given in Table 2. 

Table 2. 

Question: What do you understand by the term: "Professional Occupation"? 

  

  

  
  

CLASSIFICATION OF THE REPLIES MEN WOMEN 
% % 

Salary - Monthly Cheque ak 34 

High Income 16 13 

fExperience only 
5 io 

training (No mention of qualifications) 23 35. 

Ca. Qualifications and Training. 32 23 

100 100       
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All the answers given by respondents could be classified into one 

of the five categories shown in Table 2. Taking both sexes of 

respondent together, salary, formal qualifications and training, and 

training received approximately equal weight. Training (both categories) 

received half the total mentions, and clearly emerged as the dominant 

feature associated with the term "professional occupation". However, 

there is some difference between the sexes on these three definitions. 

Women mentioned salary and training (without qualifications) more often 

than men, and men mentioned the formal qualifications and training aspect 

more often than women. This might suggest that men see a professional 

career as a long term process associated with the educational system, and that 

perhaps many semi-professional occupations held by females are carried out 

by women who established themselves in that position on the criteria of 

basically time and experience alone. Alternatively women may just be more 

ignorant of the extent and nature of formal qualifications and not refer 

to them as criteria. 

The examples given of "professional occupations® by men and 

women are listed in Table 3.
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TABLE 3. 

The two examples of a "professional occupation" given by respondents of both sexes. 

  

  

  

  

  

FIRST EXAMPLE:OF PROFESSIONAL OCCUPATION.|| SECOND EXAMPLE: OF PROFESSIONAL OCCUPATION 

Total Sample: Males Females Total Sample: Males Females 

N=100 N=100 N=100 N=100 

% % % % 

DOCTOR 38 36 dt 25 

SOLICITOR/LAWYER 22 10 25 dhe 

DENTIST 8 16 18 23 

TEACHER 4 8 41 8 

OPTICIAN 5 a 3 7 

ACCOUNTANT 5 4 ° 6 

SURGEON ° 6 °O 5 

BARRISTER if) 5 4 2 

NURSE 4 5 4 4 

| SPORTSMAN 6 ° 8 ° 

| MISCELLANEOUS 3 as 2 ° 

ESTATE AGENT 3 ° ° ° 

ENGINEER 2 ° 6 ° 

DIRECTOR ° 2 A 2 

PHARMACY ° 4 oO a 

MANAGER ° 4 ° ° 

| SOCLAL WORKER 1 oO 4 ° 

| HEALTH INSPECTOR 4 ° 4 ° 

| arcurtect ‘I ° 2 1 

| CHARTERED SURVEYOR 4 ° ° ° 

WELFARE OFFICER oO ° ° 4 

LECTURER ° ° 4 ° 

SCIENTIST ° ° 4 ° ! 

PERSONNEL OFFICER ° ° oO A | 

MEMBER OF | 

PARLIAMENT ° ° 4 ° | 

| 

400 400 400 100 |             
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Taken as a total of both sexes the most commonly cited examples of 

a "professional occupation" were doctor, solicitor, dentist, teacher, 

optician, accountant and nurse. The rank order for the second example was 

dentist, solicitor, doctor, teacher, optician, sportsman and 

accountant, directory barrister equally. As can be seen there is a general 

consensus between the sexes on these examples, but some differences 

do occur. In both the first and second examples men offer solicitors, 

lawyers and engineers more commonly than women. For women, taking both 

together, doctors and dentists are quoted more frequently than in the 

case of male respondents. There were few instances of "business occupations" 

being cited, and no mention at_all of marketing as a general description of an 

occupation or of any of the specialised functions of marketing named. The 

first impression is that the public have little contact with or knowledge of 

the occupation. The term "sportsman" was also quoted by men as a small 

percentage in both examples and not at all by women. 

It was recognized that the incidence of these responses might also 

vary in association with a number of social and contextual factors such as:- 

1. The particular sex having more contact with a given occupation. 

2. Educational differences. 

3. Among females, being a housewife rather than in paid employment. 

4. Socio-economic level of respondent. 

5. Age of respondent. 

Data on these possible sources of variation will be discussed in this 

Chapter. 

At this stage of the survey the other feature examined was the total 

sample's rating of the professional development of a selected number of 

occupations including marketing. These are set out in Table 4. The table 

shows the general trend of opinion for the sample as a whole. An 

extension of the table is expressed in Table 5, whereby each assessment 

definition is multiplied by 5 by 4 by 3 by 2 by 1 respectively on the 

asssumption that the range of assessment progressed from "An old established
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TABLE 4. 
TOTAL SAMPLES ASSESSMENT OF A RANGE OF OCCUPATIONS FOR THEIR DEGREE OF 

PERCENTAGES AGREEING TO EACH STATEMENT FOR THE 

  

  

  

  

  

  

  

  

  

  

  

  

  

  

  

  

  

    

An old est A new prof | Developing Not a prof-]| Unlikely to | Total 

ablished essional into a prof] essional become a % 

professional | occupation essional occupation professional] 

occupation occupation. | at present occupation 

Accountant 58 ko - - - 100 

Chartered '. - (00 
Engineer 11.5 80 8 0.5 4 

Actor 42.5 9 9 2325 16 100 

Architect 78.5 19-5 2 - - 100 

Company 9.5 68.5 18.5 365 - 100 

Secretary 

School 26 53 20 x - 100 

Teacher 

Solicitor 85 1 4 - - 100 

Marketing 
- 100 

Executive a ae a 2 

Journalist 30 15 411.5 37-5 6 100 

University = 
. . - 100 

Lecturer 71-5 2h.5 3.5 0.5 

‘Aray 43 2.5 10 26.5 16 100 

Officer 

Bank Clerk A 4.5 8.5 39.5 46.5 100 

Police 
i 

. Qe 4 100 

officer ai = 2 2 . 

Dentist 45 82 2 % o 100 

Estate 6.5 17 50.5 26 100 

Agent 

Social 0 8 5965 27.5 4.5 100 

Worker 23 : 

Optician 7 68 9 44 5 400             
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professional occupation" to "Unlikely to become a professional 

occupation". This in effect provided 5 items of reasonably comparable 

scale intervals to which a value of 5 could be allocated to the point 

closest to a full professional occupation and ayalue of 1 to the least 

professional category. The means and standard deviations based on 

these scores were also calculated and are given in Table 5. The 

selection of occupations for this question attempted to cover a wide 

range of occupational activity to which the label of "professional" 

might conceivably be applied. The occupations selected are not, however, 

meant to be taken as "professions" per se. Rather than at this stage 

to engage again in sociological debate as to what constitutes a 

"profession", I preferred to assume that many occupations are incerporating 

in at least a basic form some of the traits that have been commonly 

applied to the older traditional professions. Having said this, many 

of the occupations selected fall short of the "traditional model" or 

"ideal type" of profession discussed in Chapters 1 and 2. 

As can be seen from Tables 4 and 5 marketing is seen by the majority 

of the sample as an occupation which is developing into a professional form, 

In this its assessment was exceptional among the occupations listed except 

for that of social workers which received a similar profile of ratings. At 

first this similarity of rating between the two occupations seemed strange, 

in that a group whose working environment is nearly always one of public 

service, and where the ethic of service is strong should compare with a 

group that is rarely found in public employment either directly or indirectly. 

Yet further reflection indicates that they both represent a generalist or 

nebulous description of an occupation. The finding reported later, that 

the general public has little direct contact with marketing personnel might 

explain this phenomenon and the same possibly applies to social workers. 

It is assumed however that the public would have had more contact with 

social workers as an occupational group than with marketing men. The 

most recent study encompassing these two occupational groups (Hickson and 

2 & az a 
Thomas 1) reached a similar conclusion, though the social work institute
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concerned there, was the Institute of Medical Social Work. This is 

illustrated in Appendix 3 Table 1. The professional scale scores in this 

table were computed by scoring one for each scale item possessed on 

the trait attributes given in Appendix 3, Table 2. reproduced from 

Milversons-~ study in 1964. 

As expected and subsequently confirmed by Tables 4 and 5 solicitors, 

accountants and dentists scored highly. Actors, army officers and journalists 

received widely spread ratings. The general ranking of occupational groups 

in Table 4 and 5 broadly agrees with the findings of Moser and Ha11?? who 

found that the ranking in order of prestige was medical officer of health, 

company director, school teacher and policeman. There is considerable 

agreement on the prestige ranking of occupations in all industrial societies. 

Power, influence, wealth and moral worth are all criteria which seem to 

contribute to the formation of the complex judgments of social standing. 

Income alone does not seem enough, a point which the relatively low rating 

of marketing, a well paid occupation, illustrates. It does not lead to the 

acceptance on an equal footing of well paid manual workers by black coated 

workers who may earn less. This point is also in agreement with the work 

of Goldthorpe and Lockwood. ee 

TABLE 5- 

Scores calculated on basis of applying a 5 point scale to the responses 
given in Table 4. 
  

  

  

  

N = 200 MEAN SCORE STANDARD DEVIATION 

1. Solicitor 4.840 0.394 
2. Architect 4.765 0.470 
3. University Lecturer 4.665 0.570 
4. Accountant 4.585 0.494 
5. Dentist 4.120 0.408 
6. School Teacher 4.035 0.712 
7. Chartered Engineer 4.025 0.464 
8. Company Secretary 3.840 0.630 

9. Optician 3-610 0.950 
10. Actor 3-315 1.618 
11. Army Officer 3.260 1.636 
12. Journalist 4.382 
13. Marketing Executive 0.643 
44. Police Officer 1.316 
15. Social Worker 0.696 
16. Estate Agents 0.835 
417. Bank Clerk 0.960 
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The survey also attempted to probe sub-cultural differences in 

prestige rankings, by a question on the value to society of certain given 

occupations and the value some management functions are seen to play 

economically. These sub-cultural differences show some significant results 

as will be seen. Such findings are not, however, without some precedent. 

Wilmott and Young”? in Bethnal Green found a substantial minority of lower 

status workers rejected the more general prestige rankings and adopted 

the criterion of usefulness to society which resulted for example in a 

dustman ranking his occupation on equal terms with a medical officer of 

health. The same happened to company directors who were similarly rated for the 

same reasons. Such attitudes will be founded on the expectations which an 

individual brings his job. These in turn will be the result of complex 

processes of selection and socialization, as illustrated, for example by 

Carterte=” studies of school leavers. 

The first question, as indicated in Tables 2 and 3, asked respondents 

to define a professional occupation and give two examples. In both functional 

and trait theories on professionalism the role of "society" plays a crucial 

role. The term profession as used in everyday language by people is widely 

and imprecisely applied to a variety of occupations and it was felt that this 

as an open ended question would provide some interesting insights. The 

adjective "professional" is even more overworked covering the opposite of 

amateur and the opposite of a make shift job, two concepts which need not 

by synonymous. Moreover, as the socilogist is concerned to analyse society 

not merely as an abstraction but with reference to the people within its 

boundaries, it is appropriate to seek opinions on the subject. Cogan" 

pointed out the differences between the definitions of various authors on 

this topic was largely due to the different purposes which they had in 

putting forward their definitions. The other reason why the problem of 

definition is important is that the title "profession" is in some respect a 

claim to social standing and recognition, and, as Millerson points out, 

it is a dynamic rather than static process. This process operates at three 

levels: (1) the general level of social change, (2) the level of occupational
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organization and (3) the level of the individual life cycle. Definition 

has played an important role in the work on professions in society by British 

sociologists, as much of the work done has been within the tradition of 

British empiricism. The work of Carr-Saunders and lime provided a base 

for this. Table 6 illustrates the definitions of a professional occupation 

given in the survey by the social class of the respondents. 

TABLE 6. 

Question: What do you understand by the term "professional occupation"? 

Respondents identified by social class. (Percentage of Total Respondents) 

  

  

  

  

  

              

peer Professional | Skilled | Semi Skilled and 
+ Unskilled 

Response Intermediate 

Category NiSoo7 N= 57 N= 74 

Salary 26.4 20.8 52.9 

High 
Income 7-7 38.5. 53-9 

Experience 23.0 50.0 27.0 

Training (no mention 

of experience or exams) pis 38-9 Boe 

Formal Qualification 45.41 25.5 29.4 

2 
xX” = 26.125 dfn 58 P= 8 € 001 

The main contrasts in the social groups are between the "professional and 

intermediate" groups and the "semi skilled and unskilled" categories. The high 

income and formal qualification characteristics are the most notable points 

of divergence for the classes. This raises the difficulty of homogenity of a
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"societal" evaluation of professionalism. It would seem that different 

criteria are used by different groups in this evalution. This poses the 

question of how far is the concept of "professionalism" only meaningful 

to middle class, professional people. However, when it comes to assessing 

occupations in terms of the degree of professionalization, people employing 

these somewhat different interpretations appear to reach considerable 

overall agreement. This might well be because these different criteria of 

defining a profession usually go together in practice; for high income 

very often goes with a formal qualification or experience in a particular 

occupation. 

It applies to both functional and trait theories that, if in Goodes 

phrase professions are "communities within a community", the particular 

attributes or distinguishing features which mark them out from the rest of 

society must be important for both schools of analysis, and that if such 

attributes do exist then the general public must be able to assign to them 

some measure of recognition and importance. In a survey of this nature 

time did not allow us to ask respondents all the attributes of professions 

as listed from sociological literature and given previously in Table 2 

Appendix 3 so the ones more frequently quoted in sociological writing 

were selected and the respondents asked for their ratings of these as 

applicable to their perspective of a professional occupation. The 

attributes of a professional occupation respondents were asked to rate are 

listed in Table 7 together with their average rating given by the total 

sample. The scale for rating was a five point one:- 

SCALE SCORE 

Extremely Important 5 

Quite Important A 

Of some importance 5 

Not very important 2 

Not at all important. 1
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TABLE 7. 

1 
TOTAL SAMPLES RATING OF "PROFESSIONAL TRAITS" 

  

  

Attribute Mean Standard Deviation 

Minimum of 3 years training 4.005 0.894 

Service to the Community 3.560 0.812 

A code of ethics 3455 1.006 

Competence tested by Examinations 3.385 1.206 

Supported by an occupational 2.435 0.975 

Association.           
  

The "training attribute" ranked high as was to be expected from the 

data on the definition of a professional occupation given by the public, with 

the backing of a full time occupational association giving the lowest mean. 

The code of ethics rating and competence tested by examination showed a range 

of fluctuating scores brought out by standard deviations of 1.006 and 1.206 

respectively. The comparatively low score given to the "association" trait 

was surprising in view of the importance which many theories we have discussed 

attached to its role in the professionalizing process. 

The Pearson correlation coefficients for relations between the assessments 

of "professional traits" are given in Table 8. 

TABLE 8 

TOTAL SAMPLE: CORRELATION MATRIX OF RATING OF IMPORTANCE GIVEN TO 
"PROFESSIONAL TRAITS" (N = 200) 

  

TRAITS Code of} 3 Years Community | Examination | Association 
Ethics Training Service 

  

Code of Ethics - 

  
3 Years Training 257. 2 

Service to Community «10; e11 - 

Examination =56 -62 +02 - 
Supported by an 36 231 229 3k - 

Association.             
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The conclusions to be drawn from Table 8 are that a code of ethics 

three years training, and test by examination are inter-correlated and rank 

fairly high in the public assessment of attributes which a professional 

occupation should possess. It implies that people view ethical conduct in 

regard to integrity of use of knowledge rather than a term of a more diffuse 

notion of service to the community. These three attributes all rated high 

in sociological theory on professions discussed in Chapter 2. A professional 

occupation as perceived by the public thus requires specialist training and 

a test of competence. The high correlations of a code of ethics is 

consonant with the functionalist view on the "value of society" emphasis of 

such theories. However, community service which is important to any 

functionalist approach to professionalism is not related to any of the traits, 

previously discussed. Though it does have some significance as will be seen 

from our analysis of variance tables for sex, age, and social class, its 

importance as seen by the public is not automatically associated with more 

"recognizable " traits. The trait theory characteristic that an Nassociation" 

needs to support a profession again has weak scores. This is somewhat counter 

to the work of Caplow who maintained that the first step in the establishment 

of professional status is the setting up of a professional association with 

definite membership criteria designed to keep out the unqualified. This could 

possibly reflect a "dilution" in the meaning of profession as used by the 

general public today, when every qualifying association is calling itself 

a professional body. Possibly a consequence of the "professionalization 

of everyone" as forseen by Durkheim. Also, perhaps the association is the 

trait that is least visible to the general public. 

The attributes were tested to demonstrate how closely they approximated 

to a "normal" distribution. They were also broken down in a series of analysis 

of variance tests to analyse the variability among the mean scores. These are 

shown in Tables 3 to 5 and listed in Appendix Three for
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1. Registrar General Stratification (Table 3 ) ) 

) 
2. Sex (Table 4 ) ) ‘Appendix 3 

) 
3. Housewives and "all others" (Table 5) ) 

Standard deviation and mean values for all variables are set out. For 

the Registrar General Classes (fable 3) all scores for the F Values were 

significant. The results indicate that as one moves down the socio- 

economic scale the lower is the importance attached to each attribute. 

‘Also down the socio economic scale the differences of opinion on a 

particular attribute tended to widen as shown by the size of standard 

deviations, except for the "examination and association" attributes in 

the unskilled category. 

One significant readings was shown by ratings of the traits for sex 

scores (Table 4) and this ratio as a total sample showed little difference 

between the sexes on how they assessed each trait. Women tended to attach 

less importance to a code of professional ethics. A point which has 

already been brought out in earlier tables was the lower value women put 

on formal qualifications in their definition of a professional occupation, 

and here their standard deviation on the "examination trait" showed that 

there is some variation in their scores on this as an occupational 

characteristic. Among women, housewives attached particularly low 

importance to the code of ethics and examination attributes relative to 

the ratings given by other groups in the sample. Age differences on 

ratings of the traits indicated no great deviation for any age groups. 

That social differentiation does exist in rankings of occupations 

has been brought out by some of the studies referred to in Chapter 2. 

Indeed functionalists would maintain that these differential rankings 

reflect the necessity of social inequality as the method by which 

societies ensure that the most important positions are filled by the 

29 30 

most qualified persons. However, Buckley argues that this view fails to 

distinguish between social differentiation and stratification, and that the
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existence of social differences does not necessarily give rise to strata 

in society. However, Tomiaipoinbe out that differences in occupations 

need not be taken up into the stratification system of a society and 

become the basis of invidious distinctions in social rankings. This relates 

also to Weber ts”"differentiation between the market and status situations 

of an individual. 

From the clustering of scores and variation of ratings given to the 

occupations by the respondents for their considered degree of professional— 

ization and expressed in Tables 4 and 5, it is possible to put forward a 

paradigm for the patterns that emerged. This is attempted in Diagram 1. 

As a concept it takes into account the ratings given by class, age, sex 

and socio-economic classification. This adds a new dimension to Hughes 193 

original comments on "how professionalized" or "how professionalized in 

certain identifiable respects" an occupation may be, for although there 

may be general agreement or general disagreement that the public have 

toward certain occupational groups the variation that makes up that final 

opinion/assessment is far from uniform. At the same time there are certain 

occupations with constant measures of agreement but with wide differences 

of "professionalization" i.e. solicitors to estate agents. Yet against 

this measure we have occupations like journalists and actors which in the 

professionalization score, rate higher than marketing or social workers, 

yet have widely contrasting ‘scores of agreement (standard deviations). 

We have seen to date in this study, and we know from the literature on 

professionalism that the. image or picture that. an occupation conveys can be 

controlled by particular segments or disciplines of the occupation i.e. 

journalists by newspaper work, doctors by general practitioners, and 

possibly marketing by selling. However, it might be that sometimes these 

categories reject these public images as inappropriate either to 

themselves or to the occupation at large. If it is the former reason then 

the occupation may require that the public acquire specialised images 

themselves. This may be part of the explanation for the cross dimensions
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we have in the paradigm shown in Diagram 1. Segments in tne occupations may 

be at pains to counteract tne images which other practitioners in the 

occupation have of them, and attempting to create alternative images, 

(e.g. salesmen terming themselves technical sales consultants). This could 

have differing effects on such variables as age, sex and socio-economic 

groupings in the population at large in their perceptions of the occupation. 

As the survey was to obtain as mucn data as possible on marketing it 

was felt that it would be within its aims to ascertain how the public 

perceived marketing in relation to otner main management functions. ise. 

accountancy, personnel, production and research. A five point rating scale 

again was used. 

Scale 

Vital 5 
Degree of 

Very Important A Garortence es 

Of some importance 3 a management 

Marginal value 2 GHEE OS 

Of no importance 4 

and Table 9 gives the overall sample scores: 

TABLE 9. 

Total Sample's Rating of the Importance of Management Functions based 

on_a five point scale. 

Question: Place the following management functions in order of 

importance you consider their value. 

  

  

  

  

  

  

Mean Standard Deviation 

Production 4.575 0.605 

Accountancy 4.505 0.650 

Personnel 3-770 0.755 

Research 3.650 0.996 

Marketing 2.960 0.826           
Accountancy and production are seen as being relatively more 

important tnan the others and this evaluation also secures a fairly high level 

of agreement (lower standard deviation). Marketing is last in order.



189 

Even though marketing may have developed certain institutional 

characteristics of a professional nature, a public rating of its importance 

even when compared just to companion management functions is low. 

The ratings of importance attached to selected management functions 

were also analysed by:- 

Registrar General Classes (Table 6) 

Sex Appendix (Table 7) 
Three 

Housewives and "all others" (Table 8) 

As Table 6 shows there is a tendency for marketing to obtain a lower 

rating (mean) progressively down the social class scale, This is not the 

case with accountancy, production or personnel which on the whole maintain 

an approximately constant mean. The downward trend of means is not so marked 

for research when compared to marketing, yet the term research is even more 

a "blanket type" description. The rangé of scores for research confirms this 

point to some degree. High "F'" values were obtained for marketing and 

research. These findings seem consistent with the possibility that there is 

more familiarity with the nature of marketing at higher levels in the 

sociomeconomic scale, and that this differentiation is greater than for the 

other functions mentioned. 

As a total sample there is little difference between the sexes on the 

management assessment ratings, except for marketing which along with accounting 

and personnel, men tend to rate higher. This may be due in part to greater 

knowledge which men have of marketing (as indicated later in this survey), 

and also possibly because many of the dealings women had experienced with 

marketing people, or what they classed as marketing people, were not very 

favourable. These usually (we found) came from the consumer field and 

related to such issues as prices, packaging and selling techniques. There 

was a slight non statistically significant tendency for the rating of 

importance for all functions to increase with age. Housewives gave a 

somewhat lower rating on average to marketing's importance than did women 

in general.
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Both trait and functionalist theories on professionalism, especially 

the latter, lay stress on the value to society a particular occupation may 

or may not play. In ieee view, the "charter" of a social institution 

can be thought of as those objectives which are generally "recognized" by 

society. To examine this criterion further, respondents were asked how they 

would assess a given list of occupations according to the "value to 

society", of the particular occupation. Though such a limited question could 

not distinguish between the "manifest" and latent” functions of an 

occupation discussed earlier, it was felt it would be a useful method of 

further locating the assessment of marketing on a comparative basis. 

Rueschemayer cin his work on doctors and lawyers levels some criticism 

against the fiinctional approach and his argument could be applied to certain 

of the attributes of professions put forward in Table 2, Appendix 3 such as 

codes of ethics, service to the community, rewards based on work 

achievement. This was a further reason for wishing to obtain some "occupation 

value to society" measures of opinion. However, too much emphasis on this 

would evoke Rueschemeyer's argument that this functionalist orientated 

approach shows the professions are merely service based occupations applying 

a systematic body of knowledge to problems which are highly relevant to 

the central views of society. This raises the question of whether these 

central values of society are shared equally by all sections and interests in 

society. The law (solicitors) though not one of the occupations given to the 

public to assess in this section, is not a scientific body of knowledge hut a 

normative system and that as a result there are variations even in the 

conceptions of justice held by different groups in society. Thus the, 

values and organization of that occupation (or any other) might vary in their 

consequences for different classes or status groups. It follows from this 

that the "social distance" or value to society" we are trying to measure 

to some degree, which is generated in the professional/client relationship, 

is partly the product of factors other than the expertise of one and the 

ignorance of the other.
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The occupations the sample were asked to rate in order of their 

considered values they contribute to society were, estate agents, doctors, 

school teachers, marketing executives, bank managers and librarians. The 

scale was as in the previous question on management functions ise. 

Scale Score 

Vital 5 

Very Important A 

Of Some Importance 3 

Marginal Value 2 

Of no importance 1 

These scores given by respondents gave the following mean and standard 

deviations as expressed in Table 10. 

Table 10 
Value to Society of a given range of. occupations (5 point scale) 

  

  

      

Mean Standard Deviation 

Doctor 4.790 0.420 

School Teacher 4045 0.675 

Bank Manager 2.800 0.972 

Marketing Executive 2.475 0.729 

Estate Agent 2.120 0.824 

Librarian 1.875 0.868 

{   
  

Marketing, again obtained middle range scores in this scale, though 

hat 
only half given to doctor, Estate agents who to date in this survey have 

had a poor public range still rated a higher score than librarians. School 

teachers faired relatively better in this assessment than they had in 

previous ones, an occupation which does not always seem to have a high degree 

of professionalism associated with it when compared against the different 

groupings in the sample yet its value to society is not unappreciated as 

we have established. As with the other precoded rating questions this 

assessment was analysed by:
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i 1 ‘b. Registrar General Classes (Table 9) Tisbeaane Appendix 

Housewives and all others (Table 10) Three 

Marketing men were again given a lower rating by those from lower 

socio-economic groupings. This differential was also evident with other 

lower rated occupations; bank manager and librarian. With these last two 

occupations we can assume the lower the socio-economic grouping of a 

respondent the less likely they are to have contact with the occupation. 

Banking as an occupation here relates back to question one in the survey on 

various definitions of a profession, where 27% of the total sample gave a 

definition that referred to monthly cheque (salary) as the hall mark of a 

profession. It has been suggested that banks are seen as "middle class" 

institutions and certainly until early 1960's the "banking image!" did 

little to deter this view?! 

Housewives (all socio-economic classes) did not differ widely from 

the remainder of the sample rating except in their rating of estate agents 

when they gave a higher mean than the. rest of the survey, reaffirming 

our previous remarks about estate agents, that the more contact the less 

they were perceived as a professional occupation - that is assuming 

housewives have less contact with them than all other adult members ‘of the 

population. Marketing executives again with housewives obtained low mean 

scores and a high t value, higher in fact than for any other occupation 

in this question. There seems general agreement in the sample that marketing 

has a low "value to society" with only estate agents and librarians being 

considered of lower value (Table 10). It was evident from responses to other 

parts of the questionnaire that housewives in the survey equated a marketing 

man with their experience in shops and working class housewives had little 

knowledge of the various specialized functions of marketing. 

Conclusions 

The definitions of the term profession" by a sample of the public all 

provide characteristics which caeii in their own way demonstrate that the term 

is not as is cited very often, a loose word for the full time incumbent of
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any activity. There are a number of conclusions we can draw related to 

this issue. The examples of an occupational activity are in the main 

instances of occupations which would fall at least into the category of 

"semi-profession'!, measured by most of the criteria discussed in Chapter 

2. Other conclusions are that "professional occupations" do have certain 

identifiable characteristics or traits, and that the public do perceive 

some of these as being more important than others. Also that certain traits 

are associated with other traits in the public's perception of a 

"profession". In the range of occupations given to assess, some were seen 

as more professionalized than others, and views on the primary characteristics 

of a professional occupation were found to vary systematically according 

to social class and sex. The same differentiations applied to opinions on 

management functions and how a given range of occupations were perceived in 

their value to society. 

It would appear from our survey of the public's assessment of occupations 

that for a particular one to achieve professional status, both "subjective! 

and "objective" recognition is necessary. In "subjective" terms, practitioners 

of the discipline must be conscious of themselves as professionals. In 

Nob jective" terms, the public who use the service provided, must also be 

willing to recognise and accept the occupation as a profession. This 

recognition, as seen with responses on defining a professional occupation may 

make reference to different criteria: remuneration, mode of remuneration 

(salary or fee), advanced methods of theory and practice which have to be 

learned through training, and typically the passing of a qualifying 

examination. Implied also in many of our answers was the delegation of 

responsibility. Thus a professional occupation is not an "ordinary" type 

of occupational activity. By definition it is non-manual and in its 

successful practice there exists a body of knowledge. There appears to be 

a variance of opinion, however on how far this knowledge can be acquired 

by experience or by examination. 

The title of professional occupation could not exclusively be applied 

to any of the occupations examined. It seems more a relative status level



194 

very often only obtained through positive action by an occupation. Owing 

to socio-economic changes in society at large, this status could increase 

or decline over a period of time. New technologies can bring the fast rise 

of a new occupation, such as computer programmers, which might well base the 

acceptance of its existance on already existing and accepted disciplines 

(mathematics/engineering). The accountancy occupation has been a fertile 

ground for this particular type of occupational inbreeding. Alternatively 

a rise in numbers and professional striving does not necessarily obtain 

"acceptance" for an occupation when socio-economic factors may play a part. 

Estate agents for example had high status in Victorian and in early 20th 

Century England. In 1928 a B.Sc. in Estate Management was estabiished at 

London University. The Land Agents Society was formed in 1902. However, 

more houseowners and greater public contact does not appear to have given 

them a high "professional rating". 

The factor of being organized in a professional association does not 

seem to greatly assist an occupation being accepted as a profession as the 

survey demonstrated in their views on the value of a "professional 

association". By this same criteria an organized occupation, such as most 

trades are, is not necessarily a profession. An identifiable area of study 

or service must exist and be applied to give a definite service. To give 

this competent service, knowledge and experience must be obtained. This 

ability may be shown by successful practice of the occupation or more 

usually for most occupations by some prescribed test or examination. From 

our sampling of public attitudes, marketing at most emerged as "an 

occupation developing into a profession". The other significant fact was 

on the low value to society that is associated with marketing, both as 

against several other non-manual occupations and as against other business 

functions. This latter point contrasts with views often found among senior 

managers that "marketing is the leading force in successful business policy". 

This opinion was expressed many times in the survey of employers to be 

analysed in Chapter 8. However, marketing did obtain a higher evaluation
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from professional, administrative and managerial groups compared with 

other groups in the sample. 

One of the basic objectives of occupational sociology is to find out 

what "objective" factors are related to what typifications (or 

subjective definitions of situations). There can be however, as seen in 

this Chapter, a number of difficulties in the use of such factors, 

especially when more subjective ones tend to be neglected because of the 

scientific appeal of data that lends itself more readily to quantification. 

Firstly given the vague nature of social definitions, the connection 

between an objective factor and its subjective meaning is unstable and 

needs to be constantly checked. This was well demonstrated in the range 

of definitions which the public gave to a "profession". Also the range 

of objective factors that may be relevant in subjective definitions and 

evaluations is wide. In addition, if there is more than one system of 

typification in existence, two people in the same objective situation 

may be thinking and acting in quite different ways. It is not out of 

the question that similar overt behaviour in the "same! objective 

situation may result from quite different motivations. 

The motivation making a person rate, say, solicitor higher in 

professional status ranking than marketing personnel may be due to 

personal beliefs, the perceived beliefs of anonymous others (‘most 

people') and the perceived beliefs of significant others ('opinion 

leaders in society'). There are also difficulties on the question of 

‘objective scales' whether of occupations, status or class, where it has 

been clearly shown that social actors! ideas of such topics often take 

the form of "synthetic Aatitlenie? in which a number of incommensurable 

criteria are intuitively ranked. This means that it might be 

impossible to operationalize accurately, in terms of weighted objective 

factors in an index, the actual process used by people in their social 

39 4O Aa 42, 43 hh 

evaluations. The work of Rossi, Hutchison, Ramsey, Warner, Hatt, Meeker,
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Bott,Goldthorpe and Lockwood, Lockwood and Thomas do indicate the 

difficulties that can be encountered in evaluations of occupations by 

these methods. Finally, even though an "objective index" might be 

demonstrated to be a fairly "reliable" predictor of the actual social 

evaluations, the end product is generally reached artificially i.e. 

invalidly. This could mean that doing anything with the scale, apart 

from merely plotting a distribution of occupational positions for its 

own sake, would be difficult, mainly because its use in other spheres 

could be based on criteria that the people responding may not necessarily 

be taking into account. The basic problem then is essence encountered 

with assessing occupational scales and attitudes on professionalization, 

is largely one of knowing the limitations of the meaning of the data, 

and whether the meaning of the data is basically. that of the respondents 

we are trying to evaluate, or that of the sociologist. It is hoped 

this part of the general public sample. survey has not fallen into this 

danger. The second part of ‘the. survey is specifically devoted to the 

public's perception of marketing, and this is reviewed in the following 

Chapter.


