Unit 6 Factors affecting learning
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Motive and Motivation




Definition of motive

§The power to drive people to behave And also set the direction
éand goals. of that behavior as well highly motivated person Willé
émake an effort to act towards the goal without relentlessly. Buté
épeople with low motivation will not show behavior Or give up

éaction before achieving the goal.
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Motivationis...

derived from the word 'motive’, which denotes a person's
needs, desires, wants, or urges. It is the process of
motivating individuals to take action in order to achieve a
goal. The psychological elements fueling people's behavior

in the context of job goals might include a desire for money.

L

tive
nterprise

w
O—[nllu e 2
<T
I

LA = ODRIVE EMENT 2

Motivation

Change g = Psychological |NCENT]\, DEVELOPMENT

cCo
< CATALYST g £

PLAN £ £ = INCTEMENT £ Gumption g 289 g STRATEGY
E=

= = Motivate ;: Prime Mover 5 Driving force

Ageﬂda
0




WHAT IS
MOTIVATION? o

What is motivation?

Motivation Is defined as the process that inifiates,
guides, and maintains goal-oriented behaviors.
Motivation is a need or desire that energizes
behavior and directs it towards a goal.




What is Motivation?

« Motivation is the process of creating enthusiasm, job
satisfaction, morale, among employees of the
organization.

According to Stephen p. Robbins “Motivation 1s the
processes that account for an individual’s intensity,
direction, and persistence of effort toward attaining a
goal.”

Here
 Intensity is concerned with how hard a person tries.
* Direction is toward beneficial goal, and










Nature of motivation

1. Iintrinsic motives

2. extrinsic motives




THE DEFINITION OF
INTRINSIC MOTIVATION

0 -l Intrinsic Motivation

"Intrinsic motivation is
defined as the doing of an
activity for its inherent
satisfaction rather than for
some separable
consequence.”

Examples Of Intrinsic Motivation

The self-prompted learning of a new skill, language, or hobby




02 Extrinsic Motivation

Behavior is driven by external rewards such as
money, fame, grades, and praise
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Motivation

Intrinsic motivation

| want to reach my full
potential,

| want to play in a good
team,

| want to give the public
enjoyment,

| want to feel good about
my performance,

| want to feel mastery in my
own ability

Extrinsic motivation

| want to win medals,

| want to earn an England
cap,

| want to make money,

| want to play in front of
large crowds,

| want to be recognised by
the public for my ability.




MOTIVATION:
INTRINSIC US EXTRINSIC

INTRINSIC

A person with intrinsic motivation
wants to do a task for the pleasure
involved in doing the task itself.

Example: You hang out with friends
because it's fun to do, not because
you're forced to.

Example: You travel because the
adventure is really exciting, not because
someone give you money to do it!

EXTRINSIC

A person with extrinsic motivation

wants to do a task in order to receive

an external reward or avoid a
punishment.

Example: If you eat your vegetables, you
will get your dessert. So, you eat them to
get the reward.

Example: If you don't do your homework
you will get a detention. So, you do your

homework to avoid the punishment.




Extrinsic Motivation Intrinsic Motivation

Motivated to perform an activity to Motivated to perform an activity for
earn a reward or avoid punishment its own sake and personal rewards

very



THEORY OF MASLOW S
HIERARCHY OF NEEDS

love and belonging
friendship, family, intimacy, sense of connection

safety and security
health, employment, property, family and social stability




‘There are five levels in Maslow'si
Epyramid. From the bottom of the;
Ehierarchy upwards, the needs are:
Ephysiological (food and clothing),
Esafety (job security), love and

belonging  needs  (friendship),
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'esteem, and self-actualization
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Self-actualization

desire to become the most that one can be

Esteem

respect, self-esteem, status, recognition, strength, freedom

friendship, int

Safety needs

personal security, employment, resources, health, property

Physiological needs

air, water, food, shelter, sleep, clothing, reproduction




McCLELLAND
THEORY OF NEEDS




McClelland’s Achievement Motivation Theory

; McClelland's Human Motivation

é Theory states that every person has

;one of three main driving motivators:

:or power. These motivators are not

: inherent; we develop them through

our culture and life experiences.

' the needs for achievement, affiliation, :




Achievement

McClelland's Theory

of Needs

Affiliation
or

Three Needs Theory




Motivation — Three Needs Theory:
Need for Achievement (nACH): Personal responsibility, Feedback, Moderate risk
 Typical behaviors:
 High: Must win at any cost, must be on top, and receive credit.
- Low: Fears failure, avoids responsibility.
Need for Power (nPOW): Influence, Competitive
 Typical behaviors:
 High: Demands blind loyalty and harmony, does not tolerate
disagreement.
- Low: Remains aloof, maintains social distance.
Need for Affiliation (nAFF): Acceptance and friendship, Cooperative
- Typical behaviors:
 High: Desires control of everyone and everything, exaggerates own
position and resources.
- Low: Dependent/subordinate, minimizes own position and
resources.
Source: David McClelland, 1961, The Achieving Society,.




McCLELLAND MOTIVATION THEORY

Enter your sub headline here

McClelland Motivation Theory

The Need for
Power

* Wants to control and
influence others

* Likes to win
agreements

* Enjoys competition and
winning

= Enjoys status and
recognition




drive to excel To control others Friendship
Achieve in relation to a
set of standards To get desired things done Good relationship




Type of motivation

. 1. Achievement Motive

2. Affiliative Motive
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