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Abstract

The course that behavior takes is a function of the person's essential needs, goals, wants, personality etc. There is a general consensus that motivation is goal directed, outlines the achievement and pursuit of goals and that motivation in environmentally dependent. Motivation causes the initiation, direction, intensity and persistence of behavior. In that respect motivation involve the biological, emotional, social, and cognitive forces that activate behavior. In our review, we look into goal-directed behavior aspect of motivation. In that respect, there are two basic approaches to explaining motivation as goal directed behavior. Achievement motivation (AM) theory and the attribution theory (AT). We will examine achievement motivation and attribution motivation apart, mainly because their theoretical constructs are dissimilar. We can conclude that motivation is multifactorial in nature and heading to the maintenance of a state of physiological and psychological homeostasis.





Keywords: Achievement theory; Attribution theory; Behavior; Personality; Goal 









Introduction


Achievement Motivation Theory


We can characterize motivation as a basic force behind all of our pursuit. We recognize number of different forms of motivations, extrinsic, intrinsic, physiological, achievement motivation etc. Particularly, achievement motivation has been conceptualized in many different ways. We are aware of the reality, that not everyone approaches an achievement situation with the same vehemence. Especially, achievement situation in one in which someone expects that his action is going to be evaluated. Achievement motivation we can characterize as the need for success or the attainment of excellence [1-3]. In that context, we will focus on a simplified version of this model. This model proposes that two factors determine achievement, motive to bring in success, and the motive to avoid failure. The motive to achieve success presupposes to represent an intrinsic motivation. It is grossly speaking equivalent to the notion of self-confidence, self-efficacy, and personal competence. People possessing this quality are more likely than those who are not to enter into a situation in which they will be evaluated by others. The second factor that determined whether a person will engage in competitive state is the motive to avoid failing. This factor may suggest subject's personality disposition for anxiety. A highly distress person is prone to avoid competitive situation, rivalry than one who is low in that aspect. A second eminent component of this model is the likelihood of success, and the incentive value of success, notion about an achievement situation, thus incentive value of success may amplify as the probability of success decreases.



This speculation thus makes sense as the one should place more value upon succeeding at a laborious assignment than an easy one. In that respect, the risk-taking behavior can be important to the model of achievement motivation. We have to mention that this behavior is more favorable among male than female. Not edge out that some people who are low in motivation to achieve success and high in motivation to avoid failure still enter into achievement situations. Take into consideration, that extrinsic motivation might make the difference that comes in many forms, often in terms of praise, money, importance, usefulness, costs, and so forth. Taking into account that motive to achieve success and the motive to avoid failure are personality variables. On the other hand, the probability of success and incentive value of success represents situational variables. Nevertheless, we have to consider perceived contingence that take into account the fact that many achievement situations have implications for future goals and aspirations [4]. That means, person recognizes that his pursuit affects opportunity to reach his ultimate goal. Simply, performance in any achievement related activity is a function of both immediate and future intended success and failure. 





Thus, someone who feels that his future opportunities depend upon present performance will reveal a greater desire to achieve, that is future success is tied to present achievement [5]. However, is very difficult to predict success based on personality alone. It is true that a number of studies have found that higher levels of achievements are associated with superior performance [6-8]. Some studies found relationship between performance and achievement, but only in the early stages of learning, but thereafter, differences in achievement disappear [9,10]. Subjects initially high in achievement become bored with the relatively easy task and their motivation decreases. Conversely, subjects initially low in achievement are motivated by their unexpected success, and hence achievement motivation increases. Ryan et al. [11] in his study found that in a noncompetitive situation, low motivated subjects perform better than high achievement subjects, but in a competitive situation the opposite is true. Authors concluded that anxious individuals tend to do well in a relaxed, nonthreatening environment, but not in a pressure paced competitive situation.




Competition enhance the performance of high achievement subjects while if cause a decrement in the performance of low achievement subjects. Despite of that, it seems unlikely that performance can be predicted solely on the basis of achievement model. However, achievement model can be real value of measuring achievement in predicting long term patterns of motivation, not in predicting success in a specific event. Gebauer [12] coming to recognize that the critical factor that differentiates high and low achievement individuals is self-confidence and self-esteem. Individuals lacking in self-confidence tend to avoid social evaluation situations, while those high in self-confidence enthusiastically engage in achievement situations. We can meditate that achievement motivation is closely linked to the concepts of self-confidence and self-esteem. Self-confidence seems to be synonymous with concepts of personal competence and self-efficacy [13]. Bandura [14] has proposed a model of selfefficacy that states that self-efficacy is enhanced by successful performance, vicarious experience, verbal persuasion, and emotional arousal. The most important of these four factors is successful performance. Successful performance raises expectation for future success. Failure lowers these expectations. Once strong feeling of self-efficacy developed through repeated success, occasional failures will be of small consequence. In that respect assist subject in successfully performing the tusk can will be crucial. The subject is not allowed to fail.



As a result of repeated success, strong feelings of selfefficacy develop. Bandura [15] predicts that self-efficacy leads to increased performance. This theory suggests that achievement can be enhanced through repeated experience of success. In that respect, we should help subject develop his/her motivation by making sure he is not confronted with repeated failure. When the importance of "winning" is de-emphasized and success viewed in terms of effort and improvement, situation can be a positive experience for partaker. We did not discuss ego involvement that demonstrates superior abilities. Where, ego involved individuals are driven to succeed to outperform others, and their feelings of success depend on maintaining selfworth and avoiding failure. This setting brings about different goals, conceptions of ability, and responses to difficulty. They also promote different patterns of information seeking. They are more interested in information about social comparisons, assessing their ability relative to others. In this respect, we can conclude that positive reinforcement and avoidance of failure a delicate balance of both approach and avoidance motivation may lead to a more well-rounded successful outcome. One of the weaknesses of this model is that it does not provide an account of the processes responsible for the link between achievement goals and performance.



Attribution Theory of Motivation


The key element in attribution theory is perception. When person is asked, to what do you attribute your success? He is being asked for his perception. The fact that his perception of why he is successful may be completely erroneous is beside the point. Attribution theory is a cognitive approach to motivation. One of the primary assumptions of attribution theory is that people will interpret their environment in such a way as to maintain a positive self-image. Intention of every human being is to explain his or her own actions in terms of their perceived causes. Thus, we can view attribution theory as a layman's theory of perceived motivation. Most of the research Harvey et al. [16] that uses attribution theory deals with understanding when and why people select certain categories of attribution. The attributions that subject's select reveal his motivational structure. Furthermore, helping subject to change his, perception can have a significant impact on his motivation to achieve. For this reason, achievement and attribution theory are very closely related [17]. According to Graham [18] outcomes are attributed to the person (personal force) or the environment (environment force) or to both. Effective personal force is composed of the factors ability and trying (effort). Trying in turn is composed of the factors intention and exertion. Intention is the qualitative component and represents what the person is trying to do, while exertion is the qualitative component and represents how much effort is expended.



Where ability and the environment force factor of task difficulty interact to yield, a separate dimension referred to as can or cannot. Nevertheless, highly unstable factor of luck also enters into many attribution situations. Luck is a variable environmental factor that can favorably or unfavorably change an outcome in an unsystematic way. However, we must take into consideration that what one person calls luck another person may call ability. All of above mentioned factors (trying, ability, task difficulty, and luck) combined result in a behavioral outcome, to which and individual attributes a cause. Therefore, relationship between the personal and environmental components of causation can be additive. Persons, who exhibit external control, tend to attribute their outcome to outside forces such as fate, chance, and other people. Those who exhibit internal control tend to believe their behaviors influence outcomes. Anyway, both ability and effort are internal or personal in nature, ability is relatively unchanging or stable, while effort is constantly changing or unstable. Another category for classifying attribution is controllability. A controllable attribution is one in which the persons' perception is under his or her control. An uncontrollable attribution is not. We have to recognize that the kinds of attribution people make are based upon a socialization process.



Socialization plays an important part in the emphasis that we place on attributions. Attributions depend on what we learn to value. Further, we can predict future expectations about performance based on the kinds of attributions person gives for his present performance. If the person attributes a failure to bad luck, he or she is saying that things may be different next time. But if the failure is attributed to a lack of ability, the person is saying that the result will be the same next time. So much as, in need achievement situations, some people act as if events are out of their control, that failure is inevitable. The subject who displays these characteristics in competitive situations is suffering from learned helplessness [19]. Person who show a deterioration of performance under the threat of failure tend to attribute his failure to stable factor, such as lack of ability. Those who show enhanced performance under the threat of failure tend to choose unstable factors such as luck of lack of effort. Therefore, helping person to change his attribution may be more beneficial than merely manipulating success. This does not mean that experiencing success is not important. It is. But performance and self-efficacy can also be enhanced by helping person to make confidence building or protecting attributions.



People are assumed to follow logic when they make attributions to behavioral outcome. However, evidence suggests that people are not always entirely logical in making causal attribution for their behavior. Instead of making logical attributions, they often make blatantly self-serving ones. In this regard, a person might attribute success to internal causes and failure to external causes [20]. However, Carron [21] noted that subjects tended to view lack of effort as an external attribution rather than an internal one. Baumeister [22] suggesting that the attribution process, is probably neither purely logical nor purely illogical (self-serving). Rather, the disposition to use a self-serving strategy is within each individual to some degree. Some people will rarely use it, others may find it comforting to reject personal responsibility for outcome in order to protect own ego. Therefore, we should learn to accept responsibility for our own outcomes, but not at the expense of our own selfconfidence. It is appealing to assume that extrinsic reward can enhance motivation. Research on attribution theory [23] has led to the conclusion that extrinsic rewards can damage our intrinsic desire to compete.



Fiske et al. [24] argue that it must be due to the added incentive to extrinsic motivation. In other words, intrinsic motivation and extrinsic motivation combine to create need achievement. More specifically it has been argued that the relationship between intrinsic and extrinsic motivation is multiplicative, not additive. That is, extrinsic rewards can either add to or detract from intrinsic motivation. Berliner, Calfee [25] theorizing that extrinsic rewards can affect intrinsic motivation in two ways. The first, when person come to perceive that his behavior is controlled by external forces, he responds with decreased level of intrinsic motivation. The second, effect of extrinsic motivation is informational in nature and results in an increase in intrinsic motivation. Not but that, [26,27] research suggests that an internal locus of control is better than an external locus of control. In completion, LeUnes [28] demonstrated that internals demonstrate less performance disruption under stress than externals and are better able to use task centered coping behaviors.



Conclusion


In our review two basic theories of motivation were discussed, model based upon the motive to succeed and the motive to avoid failure. In conclusion, we make attempt to bring together all above mentioned principles and applications. People's motive to achieve and their fear of failure are the primary factors determining whether they will approach or avoid and achievement situation. The probability of success and incentive value of success is factors that influence subject achievement. Person who is low in motive to achieve success and high in motivation to avoid failure should be guided into situation of high or low probability of success. If future opportunity depends upon present performance, the subject's achievement can be either enhance or diminished. It will be enhanced if the motive to succeed is greater than the motive to avoid failure. The real value of measuring achievement is in predicting long-term patterns of motivation, not in predicting success in a specific event. Also, self-efficacy, and hence achievement motivation, can be developed through execution of mastery.



Attributions that person select to explain his outcomes reveal much about our motivational structures. An internal locus of control is preferred to an external locus of control. The kinds of attributions that person makes for success and failure are closely associated with our emotions. According to the co variation principle, outcomes that agree with the performance of other usually result in external attributions, while outcomes that disagree usually result in internal attributions. We are tending to give stable attributions in response to unexpected outcomes. Attributing failure to an internal-stable cause is potentially damaging to person self-esteem. More so, attributing success to an internal-stable cause such as ability is good for a persons' self-esteem. Many times, we are not completely logical in our attributions, therefore often engaging in illogical or ego- enhancing strategies to explain events. Base on above mention we can conclude, that development of a persons' motivation is ultimate goal.



In that context, intrinsic motivation such as (interest, challenge, learning, meaning, purpose etc.) extrinsic (money, fame, awards, praise, status, opportunities, social aspect, deadlines, bribes, threats, commitments etc.) personal (power, harmony, achievement, public recognition, security, pleasure, knowledge, authenticity etc.) and interpersonal (copying, rebellion, competition, collaboration, encouragement etc.) motivations are always additive in the nature. Whether motivation impulses are taken directly from the environment or imposed by individuals, there is always a choice to be made, be it conscious or unconscious. Nevertheless, no one can make a subject do anything, a person's perception of reality forms person's motivation. Despite the extensive research on motivation, true human motivation, motivational drive will always be multi factorial in nature. The question remains, how do different types of motivation interact to describe behavior? As long as there is a liberty of choice, it is highly unlikely that any theory of motivation will work for all people. On the conclusion, we believe that there is no master theory that can be applied to every person or situation and as such, the only way to truly understand and motivate person is to simply approach and treat person individually.
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