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Pavlov 

� Classical conditioning (also known as Pavlovian or respondent conditioning) is learning through association 
and was discovered by Pavlov, a Russian physiologist.

� The most famous example of classical conditioning was Pavlov's experiment with dogs, who salivated in 
response to a bell tone. Pavlov showed that when a bell was sounded each time the dog was fed, the dog 
learned to associate the sound with the presentation of the food.



� Stage 1: Before Conditioning:

� the unconditioned stimulus (UCS) produces an unconditioned response (UCR) in an organism.

� In basic terms, this means that a stimulus in the environment has produced a behavior / response which is 
unlearned (i.e., unconditioned) and therefore is a natural response which has not been taught. In this respect, 
no new behavior has been learned yet.

There are three stages of classical conditioning



� This stage also involves another stimulus which has no effect on a person and is called the neutral stimulus 
(NS). The NS could be a person, object, place, etc.

� The neutral stimulus in classical conditioning does not produce a response until it is paired with the 
unconditioned stimulus



� Stage 2: During Conditioning

� During this stage, a stimulus which produces no response (i.e., neutral) is associated with the unconditioned 
stimulus at which point it now becomes known as the conditioned stimulus (CS)

� For classical conditioning to be effective, the conditioned stimulus should occur before the unconditioned 
stimulus, rather than after it, or during the same time. Thus, the conditioned stimulus acts as a type of signal 
or cue for the unconditioned stimulus.



� the UCS must be associated with the CS on a number of occasions, or trials, for learning to take place. 
However, one trail learning can happen on certain occasions when it is not necessary for an association to be 
strengthened over time



� Stage 3: After Conditioning:

� the conditioned stimulus (CS) has been associated with the unconditioned stimulus (UCS) to create a new 
conditioned response (CR)



� Edward Thorndike: The Law of Effect

� operant conditioning involves learning from the consequences of our behavior.

� Thorndike studied learning in animals (usually cats).  He devised a classic experiment in which he used a 
puzzle box



� He placed a cat in the puzzle box, which was encourage to escape to reach a scrap of fish placed outside.  
Thorndike would put a cat into the box and time how long it took to escape.  The cats experimented with 
different ways to escape the puzzle box and reach the fish.

� Eventually they would stumble upon the lever which opened the cage.  When it had escaped it was put in 
again, and once more the time it took to escape was noted.  In successive trials the cats would learn that 
pressing the lever would have favorable consequences and they would adopt this behavior, becoming 
increasingly quick at pressing the lever.



� Edward Thorndike put forward a “Law of effect” which stated that any behavior that is followed by pleasant 
consequences is likely to be repeated, and any behavior followed by unpleasant consequences is likely to be 
stopped.

� Thorndike (1905) introduced the concept of reinforcement and was the first to apply psychological principles 
to the area of learning.

� His research led to many theories and laws of learning, such as operant conditioning



� Maslow’s hierarchy of needs is a theory of psychology explaining human motivation based on the pursuit of 
different levels of needs.

�  The theory states that humans are motivated to fulfill their needs in a hierarchical order. 

� This order begins with the most basic needs before moving on to more advanced needs. 

� The ultimate goal, according to this theory, is to reach the fifth level of the hierarchy: self-actualization





� Maslow’s hierarchy of needs was first introduced in Abraham Maslow’s 1943 paper, “A Theory of Human 
Motivation“. Maslow later refined this theory in 1954 with his book, “Motivation and Personality”

� here are five main levels to Maslow’s hierarchy of needs. These levels begin from the most basic needs to the 
most advanced needs

� As a person reaches higher levels, their motivation is directed more towards these levels. 

�  though their main focus is on higher levels, they will still continue to pursue lower levels of the hierarchy 
but with less intensity.



� Physiological Needs

� Physiological needs are the lowest level of Maslow’s hierarchy of needs. They are the most essential things a 
person needs to survive.

�  They include the need for shelter, water, food, warmth, rest, and health.

�  A person’s motivation at this level derives from their instinct to survive.



� Safety Needs

� The second level of Maslow’s hierarchy of needs consists of safety needs. Safety, or security needs, relate to 
a person’s need to feel safe and secure in their life and surroundings. Motivation comes from the need for 
law, order, and protection from unpredictable and dangerous conditions.

� There are many examples of safety needs in modern society. To find stability and security, a person must 
consider their physical safety. This means seeking protection from the elements, violent conditions, or health 
threats and sickness. Additionally, an individual needs economic safety to live and thrive in modern societies



� Love and Belonging Needs

� The third level of Maslow’s hierarchy of needs is love and belonging needs. Humans are social creatures that 
crave interaction with others. This level of the hierarchy outlines the need for friendship, intimacy, family, 
and love. Humans have the need to give and receive love; to feel like they belong in a group. When deprived 
of these needs, individuals may experience loneliness or depression.



� Esteem Needs

� The fourth level of Maslow’s hierarchy of needs is esteem needs. Esteem needs are related to a person’s need 
to gain recognition, status, and feel respected. Once someone has fulfilled their love and belonging needs, 
they seek to fulfill their esteem needs.

� Maslow broke up esteem needs into two categories: the need for respect from others and the need for respect 
from oneself. 

� Respect from others relates to achieving fame, prestige, and recognition. Respect from oneself relates to 
dignity, confidence, competence, independence, and freedom.



� Self-Actualization Needs
� The fifth and final level of Maslow’s hierarchy of needs is self-actualization needs. Self-actualization relates 

to the realization of an individual’s full potential. At this level, people strive to become the best that they 
possibly can be.

� The need for self-actualization can manifest in different ways, such as:
� Obtaining skills (e.g., financial modeling skills)
� Continued education (e.g., online training courses)
� Utilizing skills, knowledge, and talents
� Pursuing life dreams
� Seeking happiness



� One person may strive to become the best parent and everyone’s best friend. Another person might aim to 
become a millionaire and philanthropist. Others may work toward becoming a famous athlete. In general, 
self-actualization is the pursuit of personal growth.

� Maslow separated his hierarchy into two different overarching types of needs: growth needs and deficiency 
needs.

� The main difference between growth and deficiency needs is the change in motivation as needs are met. 
Motivation increases are growth needs are met. motivation decreases as deficiency needs are met.



� For example, if a person is lost in the woods, they are likely looking to fulfill their physiological needs. They 
may be hungry, thirsty, lacking shelter, or cold. 

� This individual would probably not be concerned with their financial security or their need to belong in a 
group. They are looking to fulfill the conditions for their immediate survival.



� Herzberg’s two-factor theory of motivation is based on two types of factors. These factors are satisfiers 
(motivational) and dissatisfy (maintenance or hygiene).

�  Frederick Herzberg’s two-factor theory is also known as the motivation-hygiene theory

� developed his theory by interviewing 200 accountants and engineers employed by firms in and around 
Pitsburg in the 1950s.



� The purpose of his study was to find out what people want, and what motivates them. He asked them to recall 
occasions when they had been satisfied and motivated and occasions when they had been dissatisfied and 
unmotivated.

� he found that different sets of factors were associated with satisfied and with dissatisfaction that is, a person 
might identify “low pay’’ as causing dissatisfaction but would not necessarily mention “high pay” as a cause 
of satisfaction.



� different factors such as recognition or accomplishment-were cited as causing satisfaction and motivation

� Dissatisfied include the factors of company policy and administration, salary, supervision, working 
conditions, interpersonal relations, status, job security, and personal life.

� The satisfiers are motivators and therefore related to job content. They include factors like achievement, 
recognition, challenging work, advancement, responsibility and growth in the job





� Intrinsic or satisfiers (motivational) factors, such as advancement, recognition, responsibility, and 
achievement seem to be related to job satisfaction.

� Dissatisfied respondents tended to cite extrinsic or hygiene (maintenance) factors, such as supervision, pay, 
company policies, and working conditions.

� The opposite of satisfaction is not dissatisfaction.

� Removing dissatisfying characteristics from a job does not necessarily make the job satisfying.


