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SOCIAL MOTIVES: CONCEPT

• Social motives are the complex motives, states or needs, 
that are the causes of many human actions.

• They are called social as they are learned in  social 
groups, especially in the family as children grow up, and 
because they usually involve other people.

• Social motives are general persisting characteristics of a 
person.

• Social motives are learned, hence their strength differs 
greatly from one individual to another.

• Social motives are important components of personality 
causing characteristic differences among people.



SOCIAL MOTIVES

1.  Achievement Motivation: The desire to 
accomplish difficult tasks and meet standards of 
excellence.

• First of the social motives studied in detail by 
McClelland in 1953.

• Individuals high on this motive are task oriented 
and prefer to work on tasks that are challenging 
and on which their performance is evaluated as 
per some standards or compared with others.

• Once successful, they tend to raise their level of 
aspiration realistically.



SOCIAL MOTIVES

Achievement Motives (continued)
• Sources of achievement motives lie in the upbringing 

and environment of the child. Children learn through 
imitating the behaviour of the parents and other 
significant persons. 

• Through observational learning, children acquire many 
characteristics including achievement motives.

• Expectations from parents also lead to the development 
of achievement motives in children.

• Parents who expect their children to work hard and to 
strive for success, encourage them to do so and praise 
them for achievement directed behaviour.



SOCIAL MOTIVES

2.  Power Motivation:  Motivation to be in influential 
positions, have high status and lead others. The goals of 
power motivation are to influence, control, persuade, 
lead others and to enhance one’s image in the eyes of 
others.

Hoyenga and Hoyenga(1984) have given some of the 
ways in which people with high power motives express 
themselves:

• By impulsive and aggressive actions, especially by men 
in lower socio-economic groups.

• By participation in competitive sports.

• By joining some social organizations and holding  some 
executive positions in these organizations.



SOCIAL MOTIVES

Power Motivation ( Continued)

• By collecting expensive and fancy possessions.

• By associating with people who are not 

particularly popular with others and who are 

more easily controlled by the high power person.

• By choosing some professions so as to have 

impact on  others.

• Among men, by drinking and dominating 

women.



SOCIAL MOTIVES

3.   Gregariousness:  It is the tendency to 

live in groups. A child depends on parents 

and other adults for the satisfaction of 

psychological and social motives. Every 

individual needs others’ co-operation as it 

makes the work convenient. An individual 

gets opportunity to show his potentialities 

in group and share his/her thoughts and 

experiences.



SOCIAL MOTIVES

4.  Aggression Motivation:  Aggressive motivation often 
results in the occurrence of overt form of aggression.

Early psychologists such as Freud and Lorenz put forward 
the thought that aggression is innate. But many modern 
psychologists believe that aggression like other forms of 
motivation is elicited by a wide range of external stimuli 
such as exposure to violence on television, intake of 
alcohol, drugs and also Type A behaviour pattern. 
Frustration too causes aggression in many situations. 
Aggression has been found to be related to some 
cultural factors too.



CONCLUSIONS

• Though physiological needs are vital but 

sometimes social needs become as 

important for the continued performance 

and happiness of the individual.

• The kind of social motives that will activate 

in an individual depends on his/her own 

social experiences, perceptions, 

personality, learning, intelligence etc. 


