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The Mysteries of Motivation

There is a lot more to motivation than the
fabled carrot and stick, especially at a
time when workers have become more assertive.
In thinking about how to motivate the
people of today, a few concepts out of the past
might not go amiss...

[] Motivation is a word that is commonly associat-
ed with big business, mainly because the manage-
ment scientists who deal in the subject are usually
employed or consulted by large corporations. This
is regrettable in that it tends to blur recognition of
a force that has a profound influence on the inter-
nal workings of organizations of all kinds from the
United Nations to the corner store. Whether in a
business big or small, a school, or an association,
anyone who is responsible for other people’s efforts
must grapple with the intricacies of motivation.
Therefore anyone who is, or aspires to be, respon-
sible for other people’s work should seek a basic
understanding of what it is all about.

On the surface, it could hardly be simpler. To
motivate people, the dictionaries tell us, is to cause
them to act in a certain way. This is done by fur-
nishing them with a motive to do your bidding. By
the strictest definition, the most elementary form
of motivation would be if a hold-up man were to
stick a pistol in your face and growl: "Your money
or your life." He instantly arouses a motive in you
for doing what he wants you to- the motive of
staying alive.

But motivation, in the popular understanding of
the term, is usually a more long-lasting condition.
You might, for example, train a puppy by motivat-
ing it to avoid a smack. Children will learn that
"being bad" in the eyes of their parents will pro-
voke a spanking, while "being good" will get them
a treat of some sort. The parents have instilled in

them the dual motive of avoiding punishment and
earning rewards.

In the lexicon of management science, the sys-
tem of reward and punishment is known as the
"carrot-and-stick" approach, the carrot being
dangled in front of a donkey’s nose and the stick
applied smartly to his hindquarters. In this fash-
ion he is alternately enticed and impelled towards
his master’s goal. Whether the donkey ever gets to
eat the carrot in this analogy is not made clear in
management literature. We can be sure, however,
that he gets to feel the stick.

The carrot and stick were traditionally cited as
the prime motivators of the "economic man", a
mythical creature much used and abused by clas-
sical economists to further their theories of human
dynamics. "The beauty of the economic man was
that we knew exactly what he was after," the
philosopher Alfred North Whitehead once wistful-
ly wrote. He was a timorous specimen, terrified of
taking a chance on being deprived of a living. At
the same time he was instinctively greedy, forever
grasping for as much money and property as he
could possibly acquire.

In 1939 Peter Drucker, who has been hailed as
the father of modern management science, pub-
lished a book called The End of Economic Man,
stating that economic self-interest was never as
mighty a force in human affairs as the classical
economists imagined. "We know nothing about
motivation. All we can do is write books about it,"




