Theories of Motivation – A Quick Guide
Maslow focuses on what people need, Herzberg focuses on job design, McClelland focuses on individual differences, and SDT focuses on creating conditions that support intrinsic motivation
Self-Determination Theory (Deci & Ryan)
Self-Determination Theory (SDT) suggests that people are most motivated when three psychological needs are satisfied: autonomy (having choice and control), competence (feeling capable and effective), and relatedness (feeling connected to others). When these needs are met, employees are more likely to experience intrinsic motivation, engagement, wellbeing, and high performance. 
Key idea: People perform best when they want to do the work, not simply because they have to.
Maslow's Hierarchy of Needs
Maslow proposed that people are motivated by a hierarchy of needs, progressing from basic needs to higher-level needs. The five levels are:
1. Physiological needs (pay to meet basic living requirements)
2. Safety needs (job security, safe working conditions)
3. Social needs (belonging and teamwork)
4. Esteem needs (recognition and status)
5. Self-actualisation (personal growth and fulfilment)
Individuals are motivated by different needs depending on their circumstances and stage of development.
Key idea: People seek to satisfy increasingly higher-level needs as lower-level needs are met.
Herzberg's Two-Factor Theory
Herzberg argued that motivation and dissatisfaction are influenced by two separate sets of factors:
Hygiene Factors (prevent dissatisfaction)
· Pay
· Company policies
· Working conditions
· Job security
Motivators (create satisfaction and motivation)
· Achievement
· Recognition
· Responsibility
· Growth and development
According to Herzberg, improving pay and conditions may reduce dissatisfaction, but true motivation comes from meaningful and rewarding work. 
Key idea: Eliminating dissatisfaction does not automatically create motivation.
McClelland's Needs Theory
McClelland suggested that people are primarily motivated by one or more of three learned needs:
· Need for Achievement: Desire to accomplish challenging goals and succeed.
· Need for Affiliation: Desire for positive relationships and belonging.
· Need for Power: Desire to influence or lead others.
Different individuals are motivated by different needs, and managers can improve performance by understanding what drives each employee. 
Key idea: People are motivated differently, so a "one-size-fits-all" approach to management is unlikely to be effective.


