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Abstract: The article is focused on the Maslow’s hierarchy of needs and its
application to the entrepreneur’s reality. Firstly the terms such as entrepreneur and
entrepreneurship are explained and it is examined which character traits differ from
the regular managers and employees. Furthermore the Maslow’s hierarchy of needs
are explained. The main aim of the contribution is to show the different importance of
needs for entrepreneurs. The research was made on the entrepreneurs whom operate
in the Pardubice region and have 9 employees at maximum. The results show that the
self-esteem is more important for the entrepreneurs than the recognition. Therefore
one of the main conditions of Maslow’s hierarchy of needs doesn’t apply. It is also
concluded that money related motivation factors are very strong among the
entrepreneurs, however majority of the respondents refused to sacrifice their time with
family to obtain higher financial income. Interestingly, the satisfaction with the
decision to become an entrepreneur is not high.
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Introduction

The motivation is an age-old issue of theory of management. Pouchova gives the
definition of motivation as human behaviour “affected by specific, not always
conscious or recognized inner driver forces — incentives, motives”. [9] Therefore for
the manager “the relationship between motivation and long term work performance is
crucial”.[9]

Teturovd & MysSkova (2010) state that work motivation currently means
an important issue for most of the companies. Every individual has different needs
and goals that are trying to be addressed. [11]

The article is focused on the examination of the Maslow’s theory of motivation
and its application to the entrepreneurs.

1 Theoretical Background

1.1 Description of the entrepreneur

The word entrepreneurs came from the French language which means
“an organizer”. [1] The entrepreneurship can be defined as “an attempt to create value
through recognition of business opportunity, the management of risk-taking
appropriate to the opportunity, and through the communicative and management skills
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to mobilize human, financial and material resources necessary to bring a project to
fruition”[5]

According to the theory entrepreneurs tend to have different character traits than
managers or employees. The main character traits are:

1) Opportunistic trait

2) Innovative trait

3) Self-confident trait

4) Proactive and self-motivated trait

5) Visionary with flair

6) Willingness to take greater risks and live with even greater uncertainty.

[2]

Burns (2008) explains that entrepreneurs’ “drive and determination comes from

being highly self-motivated, amounting almost to an irresistible urge to succeed in

their economic goals”. The entrepreneurs tend to have much stronger inner need for

an achievement than regular managers. Being entrepreneur means to have “lonely

affair, without anyone to motivate and encourage you”. Therefore self-motivation and
determination is boundary between success and failure. [2]

One of the solutions for keeping the determination comes from enjoyment.
Entrepreneurs are doing what they enjoy, not because they are forced to. Therefore one
of the main motivator is self-actualization. [2]

1.2 Human relations theory

Before the human relations theory the managers were convinced that social and
psychological environment don’t have any influence on productivity outcomes.

The very beginning of human relations theory lies in Hawthorne Studies which was
conducted in 1920s and 1930s at Hawthorne works of the Western Electric Company.
[8]. The experiment was based on the examination of the human factor in
organizations. The main character of the studies was Elton Mayo. The outcome
suggested that the productivity is determined not only by material stimulus but also by
psychological and social factors. [8]

Despite of the fact that the researchers from the Hawthorne Studies were mostly
criticized, the era of the Human relations theory had begun. The main representatives
of the Human relations theory were Alton Mayo, Abraham Maslow, Douglas
McGregor, Frederick Herzberg and others.

1.2.1 Maslow’s Hierarchy of Needs Theory

The psychologist Maslow created the early theory of motivation [10]. He assumed
that the main motivation of people is to satisfy various needs which can be sorted in
hierarchy of importance [4]. According to Maslow there are five need levels (Figure
1). [7]
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Fig. 1: The Maslow’s hierarchy of needs represented by a pyramid
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The physiological needs are represented by needs for things like food, sex, shelter,
air and other. The physiological needs represent the essential issues and biological
function. [10] According to Griffin in the company, physiological needs are
represented by adequate wages and work environment (restrooms, lighting or
ventilation) [4]

The safety needs are based on the needs of safety and security — the safety from
physical and emotional suffering. In the organizational view, the safety needs are
represented by job continuity, grievance system and adequate insurance and retirement
packages. Recently according to the situation on the labour market, the safety needs
are getting the importance again. [4]

The belongingness needs are related to the social interaction. This includes the
needs for love, relationship, friendship, family etc. As the parallel to the organization
the team awareness and acceptance are the important part of the management. Also the
manager should be sensitive when the employee has family issues. [4]

The esteem needs are the next step in the Maslow’s hierarchy of needs. These
include the need for self-esteem, confidence, achievement or respect from others. In
the organization the esteem needs are represented by job title, spacious offices and
rewards. [4]

The self-actualization needs are at the top of the pyramid. The have needs for
realizing one’s potential and for the personal development. These needs are the most
difficult to address by the manager. The examples how to address the self-actualization
needs are giving the employee a chance to participate on company’s decision making
and the opportunity for personal development. [4]
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The different levels of Maslow’s hierarchy of needs are in this order for the
purpose. Individual (employee) is not motivated by the higher needs until he has
satisfied the lower needs. Therefore individuals tend to fulfil the needs from the
bottom of the hierarchy of needs.

Despite of broad acceptance by managers the Maslow’s hierarchy of needs haven’t
been confirmed by any research. [10]

Koontz (1998) argues that Maslow’s hierarchy of needs was examined by many
researches. For instance Edward Lawler and J. Lloyd Shuttle gathered the data from
187 managers but the results don’t match the hierarchy of needs. The conclusion of
this study states that there are only two levels of needs - biological and others.
Individuals have to satisfy their biological needs to be motivated by other needs. The
other research made by Douglas T. Hall and Khail Nougaim don’t prove the hierarchy
of needs as well. [6]

The many other theories have emerged as the response to the Maslow’s hierarchy
of needs (for instance the ERG theory or the Herzberg’s Two factor theory). The
Herzberg Two factor theory divides the Maslow’s hierarchy of needs to the two main
factors — motivator and hygienic factors. [6]

2 Methods

The internet questionnaire was used for the purpose of the research. The
respondents were defined as entrepreneur running company with 10 employees at
maximum. From the total amount of 100 entrepreneurs asked, 24 replied. Thus the
respond rate is 24%.

The results of the questionnaire were analyzed by statistical software package
Statistica 10.
3 Problem solving

The main focus of the research is on the examination of the top of the Maslow’s
hierarchy of needs — esteem and self-actualization needs. The aim of the research is to
examine these two needs from the view of individual entrepreneurs.

The questions in the questionnaire for respondents were designed for choosing on
the scale between 1 to 10 where 1 is the worst possibility and 10 the best.
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Tab. 1: Esteem and self-actualization needs of entrepreneurs

Do you Do you think Do you
Areyou |k that | atthe b K that | D0 You think
satisfied with h recognition h that you are
.. you have you have .
the decision from the motivated by
been been self- .
to become ) others can ) the vision of
and recognized motivate you actualized self
in your in your L.
entrepreneur? : ho for better b9 actualization?
Job* performance? JOB:
Arithmetic 631 6.72 777 8.13 8.45
average
Coefficient
of 42.96 26.82 22.43 23.16 19.9
variation

Source: Author

The results show that the average satisfaction with decision to become
an entrepreneur is low. On the other hand the coefficient of variation is 42% therefore
the results vary significantly. The recognition in the job is lower than self-
actualization. The coefficient of variation is at similar level. The motivation based on
vision of recognition is lower than the vision of self-actualization. The averages differ
significantly. Moreover in the case of vision of self-actualization the coefficient of
variation is relatively low therefore the most of the respondents agree that the self-
actualization is important motivator for their job.

The next analysis (Table 2) is focused on the correlation of the satisfaction with the
decision to become an entrepreneur and esteem and self-actualization needs.

Tab. 2: The relationship analysis

income

Do you think
Do you think that t.h N Do you think Do you think
recognition that you are
that you have that you have .
from the motivated by
been been self- .
S others can S the vision of
recognized in : actualized in
our job? motivate you your job? self-
y ' for better ' actualization?
performance?
Satisfaction with
ihe decision of 0.22 0.18 0.25 0.08
eing
entrepreneur
Satisfaction with
the financial 0.13 0.13 0.56 0.13
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For the correlation analysis it was used the Spearman’s rank correlation coefficient
on significance of o = (0.05.

The outcomes from relationship analysis give the ambiguous results. Mostly there
haven’t been found any correlation. The only significant, but weak correlation was
found in the case of satisfaction with the income and the level of self-actualization in
the job. Therefore it could be stated that when entrepreneur is satisfied with his income
he tends to be also satisfied with his self-actualization.

In the next question, the respondents were asked what motivate them the most to
achieve higher performance. This question was designed as open question, but mainly
the answers were that entrepreneurs are motivated by money-related factors (43%).

The next part of the questionnaire was focused on the importance of financial
income to the respondent. The Figure 2 shows the results where it is possible to see
that 41% of respondents are willing to sacrifice the time with family and friends only
in case of eminent financial struggling. 32% of respondents are not willing to sacrifice
their time with family and friends at all. High portion of respondents are willing to
sacrifice their time with friends but not a family (23%) and only 4% of respondents are
willing to sacrifice time with family and friends to receive higher income. The results
show that most of the respondents are valuing their time with family more than any
rise of income. Therefore the motivator of money is not unconditional.

Fig. 2: The importance of financial income to the respondent

Are you willing to sacrifice your time
with family and friends to receive
higher income?

H Yes

Yes, but only in the case of
eminent financial

struggling
41%
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time with friends not
family
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Source: Author
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4 Discussion

The Maslow’s theory of motivation has strict order of hierarchy of needs. However
the entrepreneurs are different from the regular employees. Entrepreneurs have to
work with no one to motivate them. Therefore they have to be strongly self-motivated
and determined to pursuit their goals.

The research shows that entrepreneurs in Pardubice region are more motivated by
a vision of self-actualization even when they don’t have satisfied their esteem needs.
This is in contradiction with the Maslow’s hierarchy of needs. It could be caused by
diverse character traits than in case of ordinary employees.

The other interesting result is that entrepreneurs are mostly highly motivated by
financial factors however majority of the respondents refused to sacrifice the time with
the family to obtain higher financial income.

Conclusion

The human relations theory emerged when Mayo published the outcomes from the
Hawthorne Studies. The most spread theory was made by Maslow and it is focused on
the hierarchy of needs. The purpose of this article is to show the application of
Maslow’s hierarchy of needs to entrepreneur reality.

The Maslow’s hierarchy of needs divides needs into five levels. The individual can
be motivated by higher level of needs just after he satisfies the lower levels. However
the research shows that in the case of entrepreneurs this condition does not apply. The
entrepreneurs are highly motivated by vision of self-actualization, but in the same time
they don’t satisfy their esteem needs. One of the possible reasons is that entrepreneurs
tend to have different character traits than ordinary employees. Burns (2007)
emphasises the different approach to the self-motivation and the importance of self-
actualization in the entrepreneurship.

Therefore the results are more close to the study made by Edward Lawler and
J. Lloyd Shuttle which argue that the higher needs don’t have such strict hierarchy of
motivation.

The research also shows that entrepreneurs are highly motivated by financial
factors. However majority of the respondents refused to sacrifice the time with the
family to obtain higher financial income.

Acknowledgement
This contribution was supported by SG FES 01/2012 fund.

References

[1] BALU, V. a M. Z. JOHANSON. Entrepreneurship as way of life. Scientific
papers of the University of Pardubice. Series D. Faculty of Economics and
Administration. 2010, ro¢. 2010, ¢. 17. ISSN 1211-555x.

49



2]

[3]

[4]

[5]

[6]

[7]

[&]

[9]

BURNS, P. Entrepreneurship and small business. Basingstoke: Palgrave
Macmillan, 2007. 516 s. ISBN 978-0-230-24780-2.

GREY, Christopher. 4 very short, fairly interesting and reasonably cheap book
about studying organizations. 2nd ed. Los Angeles: SAGE Publications, 2009,
187 s. ISBN 978-184-7873-439.

GRIFFIN, Ricky W. Management. 3rd ed. Boston: Houghton Mifflin Co., ¢1990,
884 p. ISBN 03-954-3333-9.

KAO, J., STEVENDSON, H. (Eds.), Entrepreneurship...What it is and How to
Teach it, Division of Research, Harvard Business School, 1984.

KOONTZ, Harold; WEIHRICH, Heinz. Management. 10. Praha: East
Publishing, 1998. 999 p. ISBN 80-7219-014-8.

MASLOW, A. H. Motivation and Personality. 3. New York : Harper & Row
Publishers, 1970. ISBN 0-06-041987-3.

NLP & PERSONAL DEVELOPMENT RESOURCES. Fundamental Human
Needs & Phases of Personal Growth [online]. [cit. 2012-04-20]. Available at:
http://www.askert.com/fundamental-human-needs-phases-personal-growth.html

POUCHOVA, Lenka. Work motivation and satisfaction in the context of
economic cricis. Scientific papers of the University of Pardubice. Series D.
Faculty of Economics and Administration. 2011, ro¢. 2011, ¢. 3. ISSN 1211-
555x.

[10] ROBBINS, S. P.; COULTER, M. Management. 11th. New Jersey: Pearson
Education Limited, 2011. 643 p. ISBN 978-0-13-216384-2.

[11] TETUROVA, Vendula a Renata MYSKOVA. Komparace motivacnich
programil vybranych podnikii. Scientific papers of the University of Pardubice.
Series D. Faculty of Economics and Administration. 2010, ro¢. 2010, ¢. 18. ISSN
1211-555x.

Contact Address

Ing. Petr CiZek, MLA.

University of Pardubice, Faculty of Economics and Administration
Studentska 84, 532 10 Pardubice

E-mail: petr.cizek@student.upce.cz

Phone number: +420 466 036 665

Received: 01. 05. 2012
Reviewed: 11. 06. 2012
Approved for publication: 01. 11. 2012

50





