
Class 4 
Labor and motivation 



When we think about labor and motivation, standard thinking is that the only relevant reward is money 
Less money, less job offer 
More money, more job offer 
 
We are like mices with cheese 
 



There is many jobs which are directly and mostly linked to money 



But the solely motivation of money does not apply to many other jobs, for which the question is… 
How much of these jobs is uniquely driven by monetary reward? 
 



Let’s write down an equation 





Think about mountain climbing 





Even if climing is pain and misery, many people ‘enjoy’ it definitely more than relaxing on the beach and drinking a 
mojito 







Mountaineering is maybe an extreme example, but it is a good one for showing that we do things for many 
reasons. 

And money is just one of our driving motivators 
 
 



… In the morning we catch the Concorde to Paris, then a private plane 
to Palermo.  I’m barely settled into my hotel room when the phone 
rings. 
Perry. 
In my hand, he says, I hold the latest rankings. 
Hit me with it. 
You- are number one. 
I’ve knocked Pete off the mountain-top. After eighty-two weeks at 
number one, Pete’s looking up at me. I’m the twelfth tennis player to 
be number one in the two decades since they started keeping 
computer rankings. 
The next person who phones is a reporter. I tell him that I’m happy 
about the ranking, that it feels good to be the best that I can be. 
It’s a lie. This isn’t at all what I feel. 
It’s what I want to feel. It’s what I expected to feel, what I tell myself to 
feel. But in fact I feel nothing. 



People derive value from a wide range of sources 
Imagine you work hard on the research project, analyzing data, preparing a wonderful presentation, amazing 
slides staying for hours day and night on it 

The presentation is 
canceled 





Not only the creation of something is 
important to determine its meaning 







How to test motivation with an experiment? 

• Lego effect 
• People are asked to buid bionicles for money 
• Different settings and conditions 

 
 
 



Condition 1: the first bionicle is paid 3 $, the second 2.7 $, the third 2.4$ and so on and so for 

Meaningful 
condition 



Second condition 

Doing the same task over and over can be an element of demotivation 





Sysific conditions: students are asked to build a Lego for 3$ 
 
Then they are asked to build a second one for 2.7$, but while they build the second the experimenter deassembles 
the first 
 
The third is paid 2.4 $, but then it’s just the first they have built 



Higher reservation wage for 
people in the Sysiphic condition 



People thought the difference in the two 
conditions would be only 1 bionicle, when 

instead it was 4 



Meaning 



• Working in a software house may be a very tough job 
 

• At the frontier of innovation, everything is fast and furious 
 

• There may be unexpected and very frustrating change of 
budgets 





The cancellation of a project may be a great 
demotivator 





Employees of Google Inc. by contract have to devote 20% of their time in different projects 



ACKNOWLEDGEMENT 















IKEA effect 



The incredible  adventures of Luciano assembling Expedit 

How does labor lead to love? 



Our liking for something is not determined only by what it is, but also by how much effort we put in it 



Experiment with origami 

People are given instructions to build origami 









Maybe people know that they are going to evaluate their origami more than evaluators 
 
But that was not the case 



Second setting 



Results 





NOT INVENTED HERE BIAS 



Ikea effect can be extended to non physical things, then 



Experiment with people who read the New York Times 
 

Problems like global warming, water provision 



Evaluate the experimenter’s 
solutions 





More refined second setting 





People liked their solutions, even if it was the same of the experimenter’s, just because they came up 
with it 

 
The act of creation is important 

















Not invented here bias 

Pro: result in more time and passion devoted to your ideas 

Con: hinders our ability to consider other ideas 





COGNITIVE DISSONANCE 





Very interesting hiring process 

Training for a week. Not all trainees can be hired, therefore… 







Low qualified job 







MONETARY STRESS AND PERFORMANCE 



Normal reasoning: people don’t like that much to work 
 
Therefore they need money to be motivated 
 
Then money can be used to rest and have a drink, which people should prefer to work 
 
 

























Methodological problem 

How can you test experimentally the role of monetary incentives in US, or in Europe? 
 
Experiment would cost and incredible amount 
 
 





3 groups 
 
1)Bonus: 1 day salary 
2)Bonus: 2 weeks salary 
3)Bonus: 5 months salary 

























Possibility to test also the bonuses in the gain vs. losses condition 





Maybe you would say that a mechanical task would work differently 
Experiment testing mechanical vs. mental task 





SOCIAL STRESS AND 
PERFORMANCE 



















Experiment with professional basket players 
 
Who are the clutch players? 



17 players were nominated with perfect agreement by NBA coaches 













BONUSES, LABOR AND 
MOTIVATION 





Money is only one aspect of motivation 
 
- Small amounts of money may move relationships from the social to the financial domain 
- Large amounts of money may increase motivation, but decrease performance 
- We do not operate by simple rules of reward 











Think about 
knowledge 
economy 
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