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EXPLICIT	
  VS.	
  IMPLICIT	
  MOTIVES	
  

Our	
  behaviour	
  is	
  driven	
  by	
  several	
  external	
  
and	
  internal	
  factors.	
  One	
  important,	
  
internal	
  factor	
  underlying	
  
behaviour	
  is	
  human	
  motives.	
  1 Those
language-­‐based	
  motives	
  of	
  which	
  we	
  are	
  
aware,	
  such	
  as	
  declared	
  goals,	
  are	
  called	
  
explicit	
  motives.2

However,	
  there	
  are	
  motives	
  driving	
  our	
  behaviour	
  of	
  which	
  we	
  are	
  not	
  
conscious	
  and	
  can	
  therefore	
  not	
  verbalize.	
  These	
  are	
  implicit	
  motives,	
  	
  
which	
  can	
  be	
  defined	
  as	
  our	
  tendencies	
  to	
  receive	
  pleasure	
  from	
  certain	
  
types	
  of	
  incentives.2 Research	
  has	
  focused	
  on	
  three	
  major	
  implicit	
  motives:	
  
need	
  for	
  achievement,	
  need	
  for	
  power	
  and	
  need	
  for	
  affiliation.	
  

AFFILIATION	
  MOTIVATION

When	
  an	
  individual	
  is	
  driven	
  by
a	
  need	
  for	
  close	
  personal	
  contact	
  
with	
  others,	
  they	
  are	
  affiliation	
  
motivated. 2

OXYTOCIN	
  AND	
  AFFILIATION	
  MOTIVATION

Oxytocin	
  is	
  a	
  hormone	
  and	
  neuromodulator	
  that	
  has	
  long	
  been	
  implicated	
  
in	
  attachment	
  and	
  bonding	
  in	
  non-­‐human	
  animal	
  research	
  3 and	
  has	
  more	
  
recently	
  been	
  implicated	
  in	
  human	
  sociality	
  (for	
  ex	
  increasing	
  trust,	
  
cooperation	
  etc.)	
  in	
  context	
  and	
  person	
  specific	
  situations.4

One	
  hypothesis	
  proposed	
  to	
  explain	
  the	
  mechanism	
  behind	
  these	
  prosocial	
  
effects	
  of	
  oxytocin	
  in	
  humans	
  has	
  been	
  that	
  it	
  increases	
  social	
  motivation	
  
of	
  certain	
  individuals	
  in	
  certain	
  contexts.	
  5

In	
  the	
  present	
  study,	
  we	
  test	
  this	
  hypothesis	
  by	
  exploring	
  whether	
  the	
  
administration	
  of	
  oxytocin	
  results	
  in	
  an	
  increase	
  in	
  the	
  implicit	
  motive	
  –
affiliation	
  motive	
  – that	
  is	
  characterized	
  by	
  social	
  motivation.	
  

A	
  randomized,	
  double	
  blind,	
  placebo-­‐controlled	
  experiment	
  was	
  
conducted	
  on	
  two	
  occasions – day	
  1	
  and	
  day	
  2	
  – approximately	
  1	
  week	
  
apart.	
  The	
  sample	
  for	
  this	
  study	
  included	
  approximately	
  31	
  men	
  and	
  40	
  
women.	
   DAY	
  1

Ø Completion	
  of	
  self-­‐report	
  
questionnaires.	
  

Ø Self-­‐ administration	
  of	
  
placebo	
  (or	
  24	
  IU	
  dose	
  of	
  
oxytocin)	
  through	
  an	
  
intranasal	
  spray.	
  

Ø Participants	
  completed	
  the	
  
Operant	
  Motive	
  Test	
  (OMT)	
  
approximately	
  1	
  hour	
  after	
  
the	
  administration	
  of	
  the	
  
intranasal	
  spray.	
  

The	
  OMT	
  is	
  a	
  picture-­‐based	
  procedure	
  developed	
  as	
  a	
  way	
  to	
  assess	
  
implicit	
  motives	
  that	
  participants	
  cannot	
  verbalize	
  or	
  self-­‐report.	
  In	
  this	
  
test,	
  participants	
  imagine	
  and	
  produce	
  a	
  brief	
  written	
  story	
  centred	
  on	
  a	
  

chose	
  subject	
  of	
  the	
  image	
  (sample	
  pictured	
  above).6

Ø The	
  stories	
  were	
  then	
  read	
  and	
  	
  scored	
  by	
  trained	
  coders	
  for	
  three	
  
implicit	
  motives:	
  affiliation,	
  power	
  and	
  achievement	
  motives.	
  The	
  
scores	
  of	
  each	
  participant	
  were	
  then	
  compared	
  for	
  day	
  one	
  and	
  day	
  
two.	
  

DAY	
  2

Ø Completion	
  of	
  self-­‐report	
  
questionnaires.	
  

Ø Self-­‐administration	
  of	
  24	
  IU	
  
dose	
  of	
  oxytocin (or	
  
placebo)	
  through	
  an	
  	
  
intranasal	
  spray.	
  

Ø Participants	
  completed	
  the	
  
Operant	
  Motive	
  Test	
  (OMT),	
  
approximately	
  1	
  hour	
  after	
  
administration	
  of	
  the	
  
intranasal	
  spray.
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HYPOTHESES

We	
  hypothesise	
  that	
  intranasal	
  oxytocin	
  will	
  cause	
  an	
  increase	
  in	
  
implicit	
  affiliation	
  motivation (and	
  have	
  no	
  significant	
  effect	
  on	
  
power	
  or	
  achievement	
  motivation)	
  

Secondly,	
  in	
  an	
  exploration	
  of	
  the	
  gender	
  differences	
  in	
  the	
  effects	
  
of	
  oxytocin,	
  we	
  also	
  hypothesise	
  that	
  this	
  effect	
  will	
  be	
  shown	
  in	
  
men	
  and	
  not	
  women.	
  

EXPECTED	
  RESULTS	
  

We	
  therefore	
  expect	
  to	
  find	
  a	
  statistically	
  significant	
  difference	
  in	
  
affiliation	
  motivation	
  on	
  the	
  day	
  that	
  male	
  participants	
  received	
  
oxytocin	
  compared	
  to	
  the	
  day	
  that	
  they	
  received	
  the	
  placebo.	
  We	
  
expect	
  no	
  statistically	
  significant	
  difference	
  in	
  achievement	
  
motivation	
  and	
  power	
  motivation	
  for	
  placebo	
  vs.	
  oxytocin	
  
administration	
  .	
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