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ORGANIZATIONAL BEHAVIOUR 

An organization is a collection of people who work together to achieve a wide variety of goals, 

both goals of the various individuals in the organization and goals of the organization as a whole. 

Organizations exist to provide goods and services that people want. These goods and services are 

the products of the behaviour of workers. Organizational behaviour is an academic discipline 

concerned with describing, understanding, predicting and controlling human behaviour in an 

organizational environment. 

Organizational behaviour is the study of how people behave both individually and within informal 

and formal groups. Every organization’s performance is ultimately dependent on the motivational 

levels of its human resources and the willingness and ability of people to work harmoniously and 

effectively towards the accomplishment of shared goals. In this discipline, we will explore and 

examine the interrelationships of individual personality and work, the characteristics of 

organizations and their environments and the challenges presented by the ever-changing 

combination of these factors.  

Organizational Behaviour helps to understand different activities and actions of people in 

organization. It also helps to motivate them. People, Environment, Technology and structure are 

the main four elements of organizational behaviour. Simply the scope of this mix is the scope of 

Organizational Behaviour. 

 

In the opinion of Robbins,  

"O.B. is a field of study that investigates the impact that individuals, 

groups and structure have on behaviour within organizations for the purpose of applying such 

knowledge towards improving an organization's effectiveness". 

 

DETERMINANTS OF OB 

There are three major factors that affect OB. The working environment being the base for all three 

factors, 

1. People: The people constitute the internal social system of the organization. They consist 

of individuals and groups. Groups may be large or small, formal or informal, official or 

unofficial. They are dynamic. They form, change and disband. Human organization 

changes every day. Today, it is not the same as it was yesterday. It may change further in 

the coming days. People are living, thinking and feeling being who created the organization 

and try to achieve the objectives and goals. Thus, organizations exist to serve the people 

and not the people exist to serve the organization. Organizations are the associations of 

individuals. Individuals differ in many respects. The study of individuals, therefore, 

includes aspects such as personality, perception, attitudes, values, job satisfaction, learning 

and motivation. 
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2. Structure: Structure defines the sole relationship of people in an organization. Different 

people in an organization are given different roles and they have certain relationship with 

others. It leads to division of labour so that people can perform their duties or work to 

accomplish the organizational goal. Thus, everybody cannot be an accountant or a clerk. 

Work is complex and different duties are to be performed by different people. Some may 

be accountant; others may be managers, clerks, peons or workers. All are so related to each 

other to accomplish the goal in a coordinated manner. Thus, structure relates to power and 

duties. One has the authority and others have a duty to obey him. Example − Organizational 

structure defines the relation of a manager with employees and co-workers. 

3. Technology: Technology imparts the physical and economic conditions within which 

people work. With their bare hands people can do nothing so they are given assistance of 

buildings, machines, tools, processes and resources. The nature of technology depends very 

much on the nature of the organization and influences the work or working conditions. 

Thus, technology brings effectiveness and at the same restricts people in various ways. 

Example − Introduction of SAP, big data and other software in the market determines 

individual and organizational performance 

4. Social System: Social system provides external environment which the organization 

operates. A single organization cannot exist also. It is a part of the whole. One organization 

cannot give everything and therefore, there are many other organizations. All these 

organizations influence each other. It influences the attitudes of people, their working 

conditions and above all provides competition for resources and power. 

 

DISCIPLINES THAT CONTRIBUTE TO THE OB FIELD 

Organizational behavior is an applied behavioral science built on contributions from a number of 

behavioral disciplines, mainly psychology and social psychology, sociology, and anthropology. 

Psychology’s contributions have been mainly at the individual or micro level of analysis, while 

the other disciplines have contributed to our understanding of macro concepts such as group 

processes and organization. 

1. Psychology: Psychology seeks to measure, explain, and sometimes change the behavior of 

humans and other animals. Those who have contributed and continue to add to the 

knowledge of OB are learning theorists, personality theorists, counseling psychologists, 

and, most important, industrial and organizational psychologists. Early 

industrial/organizational psychologists studied the problems of fatigue, boredom, and other 

working conditions that could impede efficient work performance. More recently, their 

contributions have expanded to include learning, perception, personality, emotions, 

training, leadership effectiveness, needs and motivational forces, job satisfaction, decision-

making processes, performance appraisals, attitude measurement, employee-selection 

techniques, work design, and job stress. 

2. Social psychology: generally considered a branch of psychology, blends concepts from 

both psychology and sociology to focus on peoples’ influence on one another. One major 

study area is change—how to implement it and how to reduce barriers to its acceptance. 
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Social psychologists also contribute to measuring, understanding, and changing attitudes; 

identifying communication patterns; and building trust. Finally, they have made important 

contributions to our study of group behavior, power, and conflict. 

3. Sociology: While psychology focuses on the individual, sociology studies people in 

relation to their social environment or culture. Sociologists have contributed to OB through 

their study of group behavior in organizations, particularly formal and complex 

organizations. Perhaps most important, sociologists have studied organizational culture, 

formal organization theory and structure, organizational technology, communications, 

power, and conflict. 

4. Anthropology: Anthropology is the study of societies to learn about human beings and 

their activities. Anthropologists’ work on cultures and environments has helped us 

understand differences in fundamental values, attitudes, and behavior between people in 

different countries and within different organizations. Much of our current understanding 

of organizational culture, organizational environments, and differences among national 

cultures is a result of the work of anthropologists or those using their methods. 

 

MODELS OF OB  

Almost all organizations develop the models on the basis of which behavior of the people is 

determined. This model depends on the assumption that organizational behavior management 

carries about its people and mission and goals.  It is noted that most of the organizations make the 

assumptions on the basis that people are not to be trusted even in the slightest matter. For instance 

McGregor theories X and Y is based on quite contradictory assumptions; Argyris focuses on the 

immaturity and maturity level of the people providing two opposing views. The Organizational 

Behavior models formulated would show many different variations and kind of continuum 

between the two opposite poles. 

1. Autocratic model: This model has its roots in the historical past, and definitely became a 

most prominent model of the industrial revolution of 1800 and 1900s.  It gives the owners 

and manager’s power to dictate and form decisions while making employees obey their 

orders.   The model asserts that employees need to be instructed and motivated to perform 

while managers do all the thinking.  The whole process is formalized with the managers 

and authority power has the right to give command to the people. The major drawbacks of 

this model are people are easily frustrated, insecurity, dependency on the superiors, 

minimum performance because of minimum wage. 

2. Custodial Model: A successful custodial approach depends on providing economic 

security which many companies are now offering as high pay scale, remunerations in the 

form of health benefits, corporate cars, financial packaging and many other forms of 

incentives.  These incentives increase the employees’ satisfaction level and help them to 

achieve competitive advantage. To avoid layoffs employers also tries to “retain employees, 

reduce overtime, freeze hiring, encourage both the job transfers and relocations, provide 

early retirement incentives, and reduce subcontracting to adjust to slowdowns especially 

in the information technology”. 
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3. Supportive Model: Supportive model emphasize on motivated and aspiring leader. There 

is no space for any control or authoritative power in this model or on the incentives or 

reward schemes but it is simply based on motivating staff through the establishment of the 

manager and employee relationship and the treatment that is given to employees on daily 

basis. This model is dependent on leadership strive. It gives a climate to help employees 

grow and accomplish the job in the interest of the organization. Management job is to assist 

the employee’s job performance. Employees feel a sense of participation. 

4. Collegial Model: In this scheme, the structure of an organization is developed in a way 

that there is no boss nor subordinates, but all are colleagues who have to work as a team.   

Each one of the employees has to participate and work in coordination with each other to 

achieve the target rate.  No one is worried about his status or a job title.   Manager’s role is 

here like a coach whose function is to guide the team to perform and generate positive and 

motivating work environment, instead of focusing on his own personal growth.  The team 

requires adopting new approaches, research and development and new technologies to 

better their performance. 

5. The System Model: The most emerging model of the today’s corporate era is the system 

model. This model emerged from the rigorous research to attain the higher level of meaning 

at work. Today’s employees need more than salary and security from their job, they need 

the hours they are putting towards the organization is giving them some value and meaning.   

To add to it, they need the work that is ethical, respectful, integrated with trust and integrity 

and gives a space to develop a community feeling among the co-workers. 

In the system model, the expectations of the managers are much more than getting the work 

done by the employees. The managers have to show their emotional side, be more 

compassionate and caring towards their team and they must be sensitive towards the needs 

of the diverse workforce. They have to devote their attention to creating the feeling of 

optimism, hope, trustworthiness, courage, self-determination, and through this, they try to 

develop the positive work culture where the employees feel more at ease and work as if 

they are working for their family.  This ultimately results in the long time commitment and 

loyalty of the employees and the success of the company. 

 

CHALLENGES AND OPPORTUNITIES OF ORGANISATIONAL 

BEHAVIOUR 

Modern organizations are deeply affected by the external environment. These need to maintain a 

good fit with their external environment by continuously monitoring and adjusting to the changes 

over the past decade and decade to come, are more profound than others. Some critical issues 

confronting the managers today are as follows: - 

1.Managerial challenges 

2.Work place issues and challenges 

3.Organisational challenges 

4.Global challenges 
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1. Managerial challenges: Managers of modern organisation faces the following 

managerial challenges: - 

a. Workforce diversity: Organizations are becoming more heterogeneous in 

terms of gender, race and ethnicity. There can be employees who are Physically 

handicapped, lesbians, gays, elderly or others who are different in some way or 

others. The managers must learn to respect the diversity. They have to shift their 

philosophy from treating everyone alike to recognizing differences and 

responding to those differences in a way that will ensure employee retention 

and greater productivity while at the same time not discriminating. An 

increasingly diverse workforce presents both opportunities and challenges for 

the organizations. If diversity is not properly managed, it can lead to higher 

employee turnover, more difficult communications and more interpersonal 

conflicts. 

b. Changing demographics of workforce: it includes dual career couples, where 

both partners are actively pursuing professional careers. They limit the 

individual flexibility in accepting important assignments and this hinders the 

organizational flexibility in acquiring and developing talent. 

c. Growing number of youngsters: these employees are fresh, ambitious, 

enthusiastic and innovative. These people do not “Live to work but work to 

Live” choosing a life that they want to have as opposed to just bringing home a 

pay check. 

d. Gender factor: women gradually moved into professions previously 

dominated by male and in the same way men also moved to professions 

previously dominated by females. These developments have their own 

implications for human resource managers in organizations. 

 

2. Workplace issues and challenges: these issues also have behavioral implications. 

Major issues under these are: - 

a. Employee Privacy: employers have stated to intrude and encroach into the 

personal lives of the employees. Managers need to be very sensitive to this issue 

since this trend creates resentment among employees. 

b. Employee rights: it involves controversies involve issues associated with job 

ownership and individual rights while at work. 

c. Employee rights: it involve controversies involve issues associated with job 

ownership and individual rights while at work. 

d. Unionism: recently union membership has been steadily declining. As a result 

organizations carry the burden of providing services to the employees which 

were previously provided by the union . Organizations need to take extra 

precautions to ensure that workers are treated fairly, otherwise, union 

membership will start increasing once again. 

e. Changed Employee expectations: Traditional motivators like job security, 

attractive pay, additional perks etc do not attract present day employees and 
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they demand empowerment, and expect quality of status with the management. 

Participative management instead of authoritative leadership, flexi-timings, 

opportunities to work from home, leading by example are the more recent 

trends. 

 

3. Organizational challenges 

a. Improving quality and productivity: Due to the changed circumstances 

[LPG] managers have to think seriously about improving the quality and 

productivity measures like Total Quality Management [TQM] and 

Reengineering Programme. 

b. Managing technology and innovations: success will come only to those 

organizations that maintain their flexibility continually improve their quality 

and out beat their competitors with innovative products ad services. The 

challenge for managers is to stimulate employee creativity and tolerance for 

change. 

c. Coping with temporariness: the concept of continuous improvement means 

constant change. Managers face a stage of permanent temporariness. The actual 

jobs that workers perform are in a state of flux they have to continuously update 

their knowledge and skills to perform new job requirements. 

d. Ethical behaviour: it is the duty of managers to create an ethically healthy 

climate for their employees, where they can do their work productively and with 

clean conscience. 

 

4. Global Challenges: 

a. Managing global environment: Internationalism of business has transformed 

the world into a global village. Managers have to cope with this internationalism 

and must change to acquire a global perspective. 

b. Managing cultural diversity: Managers in India as well as abroad has to work 

with people from other countries having different cultures. They have to work 

effectively with these people and understand their culture and learn to adapt 

management styles to these different cultures. 

 

INDIVIDUAL BEHAVIOR   

Individual behavior can be defined as a mix of responses to external and internal stimuli. It is the 

way a person reacts in different situations and the way someone expresses different emotions like 

anger, happiness, love, etc. 

To get a brief idea about the individual behavior let us learn about the individual behavior 

framework and other key elements related to it. 
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Individual Behavior Framework 

On the basis of these elements, psychologist Kurt Lewin stated the Field theory and outlined the 

behavior framework. This psychological theory studies the patterns of interaction between an 

individual and the environment. The theory is expressed using the formula 

B = F(P,E) 

where, B – Behavior, F - Behavior Function, P – Person, and E - Environment around the person. 

Say for example, a well payed person who loses his job in recession may behave differently when 

unemployed. 

Causes of Individual Behavior 

Certain individual characteristics are responsible for the way a person behaves in daily life 

situations as well as reacts to any emergency situations. These characteristics are categorized as 

− 

 Inherited characteristics 

 Learned characteristics 

  

Inherited Characteristics 

The features individuals acquire from their parents or from our forefathers are the inherited 

characteristics. In other words, the gifted features an individual possesses by birth is considered 

as inherited characteristics. 

Following features are considered as inherited characteristics − 

 Color of a person’s eye 

 Religion/Race of a person 

 Shape of the nose 

 Shape of earlobes 

Learned Characteristics 

Nobody learns everything by birth. First our school is our home, then our society followed by our 

educational institutions. The characteristics an individual acquires by observing, practicing and 

learning from others and the surroundings is known as learned characteristics. 

It consists of the following features − 

 Perception − Result of different senses like feeling, hearing etc. 

 Values − Influences perception of a situation, decision making process. 

 Personality − Patterns of thinking, feeling, understanding and behaving. 

 Attitude − Positive or negative attitude like expressing one’s thought. 
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PERCEPTION 

Perception involves the way we view the world around us. It adds meaning to information 

gathered via the five senses of touch, smell, hearing, vision and taste. Perception is the primary 

vehicle through which we come to understand our surroundings and ourselves. Perception can 

be defined as a process by which individuals organize and interpret their sensory impressions in 

order to give meaning to their environment 

Perception is the primary vehicle through which we come to understand our surroundings and 

ourselves. Social perception is the process of interpreting information about another person. 

Social perception is directly concerned with how one individual perceives other individuals. 

Formal organisation participants constantly perceive one another. Managers are perceiving 

workers, workers are perceiving managers, line personnel are perceiving staff personnel, staff 

personnel are perceiving line personnel, superiors are perceiving subordinates, subordinates 

are perceiving superiors and so on. There are numerous complex factors that enter into such 

social perception, but the primary factors are found in the psychological process and personality. 

 

Factors That Influence Perception 

A number of factors operate to shape and sometimes distort perception. These factors can reside 

in the perceiver; in the object, or target, being perceived; or in the context of the situation in which 

the perception is made 

1. Characteristics of the Perceiver 

a) Attitudes: The perceiver’s attitudes affect perception. For example, suppose Mr. X is 

interviewing candidates for a very important position in his organisation – a position 

that requires negotiating contracts with suppliers, most of whom are male. Mr X 

may feel that women are not capable of holding their own in tough negotiations. 

This attitude will doubtless affect his perceptions of the female candidates he 

interviews. 

b) Moods: Moods can have a strong influence on the way we perceive someone. We 

think differently when we are happy than we do when we are depressed. In addition, 

we remember information that is consistent with our mood state better than 

information that is inconsistent with our mood state. When in a positive mood, we 

form more positive impressions of others. When in a negative mood, we tend to 

evaluate others unfavourably 

c) Motives: Unsatisfied needs or motives stimulate individuals and may exert a strong 

influence on their perceptions. For example, in an organisational context, a boss 

who is insecure perceives a subordinate’s efforts to do an outstanding job as a threat 

to his or her own position. Personal insecurity can be translated into the perception 

that others are out to “get my job”, regardless of the intention of the subordinates. 

d) Self-Concept: Another factor that can affect social perception is the perceivers’ 

selfconcept. An individual with a positive self-concept tends to notice positive attributes 
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in another person. In contrast, a negative self-concept can lead a perceiver to pick 

out negative traits in another person. Greater understanding of self allows us to 

have more accurate perceptions of others. 

e) Interest: The focus of our attention appears to be influenced by our interests. Because 

our individual interests differ considerably, what one person notices in a situation 

can differ from what others perceive. For example, the supervisor who has just been 

reprimanded by his boss for coming late is more likely to notice his colleagues 

coming late tomorrow than he did last week. If you are preoccupied with a personal 

problem, you may find it hard to be attentive in class. 

f) Cognitive Structure: Cognitive structure, an individual’s pattern of thinking, also 

affects perception. Some people have a tendency to perceive physical traits, such as 

height, weight, and appearance, more readily. Others tend to focus more on central 

traits, or personality dispositions. Cognitive complexity allows a person to perceive 

multiple characteristics of another person rather than attending to just a few traits. 

 

2. Characteristics of the Target: 

a) Physical appearance: plays a big role in our perception of others. The perceiver will notice 

the target’s physical features like height, weight, estimated age, race and gender. Perceivers 

tend to notice physical appearance characteristics that contrast with the norm, that are 

intense, or that are new or unusual. Physical attractiveness often colours our entire 

impression of another person. Interviewers rate attractive candidates more favourably 

and attractive candidates are awarded higher starting salaries. 

b) Verbal communication: from targets also affects our perception of them. We listen to the 

topics they speak about, their voice tone, and their accent and make judgements based on 

this input. 

c) Non-verbal communication: conveys a great deal of information about the target. The 

perceiver deciphers eye contact, facial expressions, body movements, and posture all in an 

attempt to form an impression of the target. 

3. Characteristics of the Situation: 

The situation in which the interaction between the perceiver and the target takes place has an 

influence on the perceiver’s impression of the target. In the same way, meeting a manager in his 

or her office affects your impression in a certain way that may contrast with the impression you 

would have formed, had you met the manager in a restaurant. 
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THE PERCEPTION PROCESS 

The perceptual process is a sequence of steps that begins with stimuli in the environment and ends 

with our interpretation of those stimuli. This process is typically unconscious and happens 

hundreds of thousands of times a day. An unconscious process is simply one that happens without 

awareness or intention. When you open your eyes, you do not need to tell your brain to interpret 

the light falling onto your retinas from the object in front of you as “computer” because this has 

happened unconsciously. When you step out into a chilly night, your brain does not need to be told 

“cold” because the stimuli trigger the processes and categories automatically. 

1. Selection 

The world around us is filled with an infinite number of stimuli that we might attend to, but our 

brains do not have the resources to pay attention to everything. Thus, the first step of perception is 

the (usually unconscious, but sometimes intentional) decision of what to attend to. Depending on 

the environment, and depending on us as individuals, we might focus on a familiar stimulus or 

something new. When we attend to one specific thing in our environment—whether it is a smell, 

a feeling, a sound, or something else entirely—it becomes the attended stimulus. 

2. Organization 

Once we have chosen to attend to a stimulus in the environment (consciously or unconsciously, 

though usually the latter), the choice sets off a series of reactions in our brain. This neural process 

starts with the activation of our sensory receptors (touch, taste, smell, sight, and hearing). The 

receptors transduce the input energy into neural activity, which is transmitted to our brains, where 

we construct a mental representation of the stimulus (or, in most cases, the multiple related stimuli) 

called a percept. An ambiguous stimulus may be translated into multiple percepts, experienced 

randomly, one at a time, in what is called “multiscale perception.” 

3. Interpretation 

After we have attended to a stimulus, and our brains have received and organized the information, 

we interpret it in a way that makes sense using our existing information about the world. 

Interpretation simply means that we take the information that we have sensed and organized and 

turn it into something that we can categorize. For instance, in the Rubin’s Vase illusion mentioned 

earlier, some individuals will interpret the sensory information as “vase,” while some will interpret 

it as “faces.” This happens unconsciously thousands of times a day. By putting different stimuli 

into categories, we can better understand and react to the world around us. Some biased 

interpretations are  
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a) Halo Effect: Drawing a general impression about an individual based on single 

characteristic or quality is called halo effect, however, it has an important implication for 

understanding or evaluating an employee in the organisation. An employee, based on halo 

effect, may be rated as bad in one trait, but good in other trait.  

b) Attribution: Explaining human behaviour in terms of cause and effect is called attribution. 

But, attributing casual explanation to a particular human behaviour sometimes tends to 

distort perception. A unique tendency is observed among individuals is that they attribute 

their own behaviour to situational requirements but explain the behaviour of others by their 

personal disposition.  

c) Stereotyping: When individuals are judged on the basis of characteristics of the group to 

which they belong, this is called stereotyping. E.g. ‘workers cannot learn new skills’. The 

stereotyping makes the perception inaccurate based on a false premise about group. 

 

VALUES 

Values exist at a deeper level than attitudes and are more general and basic in nature. We use them 

to evaluate our own behaviour and that of others. Value is an enduring belief that a specific mode 

of conduct or end state of existence is personally and socially preferable to the alternative modes 

of conduct or end states of existence. Once it is internalized, it becomes consciously or 

unconsciously, a standard or criterion for guiding action, for developing and maintaining attitudes 

toward relevant objects and situation, for justifying one’s own and others’ actions and attitudes for 

morally judging oneself and others, and for comparing oneself with others. Value, therefore, is a 

standard or yardstick to guide actions, attitudes, evaluations and justifications of the self and 

others. 

For example, if Jeevan enters IG Ferns and Curtains with a view that salary on piece-rate system 

is right and on time-rate basis is wrong, he is likely to be disappointed if the company allocates 

salary on time-rate basis. His disappointment is likely to breed job dissatisfaction. This will, in 

turn, adversely affect his performance, his attitude and in turn, his behaviour towards the work 

environment, which would have been different had his values turned out to be aligned with the 

company’s reward/ pay policy. 

Milton Rokeach created the Rokeach Value Survey (RVS).65 It consists of two sets of values, 

Terminal values, refers to desirable end-states. These are the goals a person would like to achieve 

during his or her lifetime. Some examples of terminal values in the Rokeach Value Survey are: 

Prosperity and economic success, Freedom, Health and well-being, World peace, Social 

recognition, and Meaning in life.  

Instrumental values, refers to preferable modes of behavior, or means of achieving the terminal 

values. The types of instrumental values illustrated in RVS are Self-improvement, 

Autonomy and self-reliance, Personal discipline, kindness, Ambition, and 

Goal-orientation. 

https://commercestudyguide.com/
https://commercestudyguide.com/


Commercestudyguide.com 

Compiled By: Toran Lal Verma Commercestudyguide.com 
 

 

TYPES OF VALUES 

Allport and his associates categorized values into six types: 

1. Theoretical: Interested in the discovery of truth through reasoning and systematic thinking. 

2. Economic: Interest in usefulness and practicality, including the accumulation of wealth. 

3. Aesthetic: Interest in beauty, form and artistic harmony. 

4. Social: Interest in people and love as a human relationship. 

5. Political: Interest in graining power and influencing people. 

6. Religious: Interest in unity and understanding the cosmos as a whole. 

 

ATTITUDES 

Attitudes are evaluative statements—either favorable or unfavorable—about objects, people, or 

events. They reflect how we feel about something. When I say “I like my job,” I am expressing 

my attitude about work. Attitudes are complex. If you ask people about their attitude toward 

religion, Lady Gaga, or the organization they work for, you may get a simple response, but 

the reasons underlying it are probably complicated. In order to fully understand 

attitudes, we must consider their fundamental properties or components. 

 

Components of Attitude 

Every attitude has three components that are represented in what is called the ABC model of 

attitudes: 

1. Emotional or Affective: Emotional components include the feelings of a person about and 

object. These feeling could be positive, negative or neutral. While customer service 

representative displays positive feelings, a police officer or a bill collector would exhibit 

negative feelings. Similarly, while discharging administrative duties public servants are 

required to show neutral feelings. This basis of attitude is made up of feelings, moods and 

emotions that have become associated with the attitude object through past or current 

experience. 

2. Informational or Cognitive: The beliefs and information that the individual has about the 

object are the informational component of attitude. Here it makes little difference if the 

information is correct or incorrect. The impact of an attitude is determined by the 

evaluation of whether the attitude is good or bad, and the perceived likelihood that this 

attribute applies to the object. 

3. Behavioral or Intentional: This component of attitude consists of a tendency of an 

individual to behave in a particular way towards and object. Only this component of 

attitude is visible as the other two can only be inferred. The behavioral basis is made up of 

two kinds of information, past behaviour and intentions to commit future behaviour. 

For example, the different components of an attitude held towards a firm, which supplies inferior 

products and that too irregularly could be described as: - “ I don’t like that company “ – Affective 
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component “ They are the worst supply firm I have ever dealt with “ – Cognitive component “I 

will never do business with them again “ – Intentional component 

 

FEATURES OF ATTITUDE 
 

1. Attitudes are learned from personal experience, information provided by others and 

market controlled sources, in particular exposure to mass media 

2. Attitudes are pre-dispositions. A predisposition is an inclination or tendency towards 

something; attitudes have motivational qualities 

3. Attitudes have a relationship with behavior. 

4. Attitudes are consistent. However, this does not necessarily mean that they are 

permanent. Attitudes can change 

5. Attitudes are directed towards an object and are very specific reasons to that object. 

 

ATTITUDE FORMATION 
 

1. Personal Experience: Attitudes form directly as a result of experience. They may emerge 

due to direct personal experience, or they may result from observation. Employees develop 

attitude towards an organisation in terms of salary, job evaluation, work design and 

managerial talents. When he joins in another organisation, he holds all these past 

experiences that eventually results in the formation of an attitude. 

2. Social Factors: Social roles and social norms can have a strong influence on attitudes. 

Social roles relate to how people are expected to behave in a particular role or context. 

Social norms involve society's rules for what behaviour are considered appropriate. 

3. Learning: Attitudes can be learned in a variety of ways. Consider how advertisers use 

classical conditioning to influence your attitude toward a particular product. In a television 

commercial, you see young, beautiful people having fun in on a tropical beach while 

enjoying a sport drink. This attractive and appealing imagery causes you to develop a 

positive association with this particular beverage. 

4. Family and Peer groups: Attitudes like values are acquired from parents, teachers and 

peer group members. In our early years, we begin modelling our attitudes after whose we 

admire, respect or maybe even a fear. We observe the way our family and friends behave 

and we shape our attitudes and behaviour to align with theirs. 

5. Economic status and occupations: The economic status and occupational position of the 

individual also affect his attitude formation. Our socio-economic background influences 

our present and future attitudes. Researches have shown that unemployment disturbs 

former religious and economic values. Children of professional class tend to be 

conservatives 

6. Mass Communications: Attitudes are generally less stable as compared to values. 

Advertising messages for example, attempt to alter the attitude of the people toward a 

certain product or service. For example, if the people at Hyundai Santro fan get you to hold 

a favorable feeling toward their cars, their attitude may lead to a desirable behaviou r ( for 

them) – your purchase of a Santro car. 
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PERSONALITY 

Personality is an important aspect in understanding the human beings which are the most important 

resources of an organization. The term ‘personality’ is something which represents the ‘unique 

qualities’ exclusive to a particular individual. Personality is the complex set of various factors. The 

general meaning of personality is the external appearance. As the term ‘personality’ is understood 

in different perspective by different people, there is no single universally accepted definition of it. 

Its origin can be traced in Latin word ‘per sonare’ which means ‘to speak through’. The Latin term 

was used to denote the masks worn by actors in ancient Greece and Rome. However, for the 

purpose of study of OB, the term ‘personality’ is understood in the light of the definitions given 

by some authorities. 

Stephen P. Robbins: 

 ‘Personality is the sum total of ways in which an individual reacts and interacts with others.’ 

Glueck:  

‘Personality is a pattern of stable states and characteristics of a person that influences his or her 

behaviour towards goal achievement. Each person has unique ways of protecting these states.’ 

 

CHARACTERSTIC OF PERSONALITY 
 

1. Personality is something which is unique in each individual: Personality refers to 

internal as well as external qualities, some of which are quite general. But it is 

unique to each individual. It is not possible for any other individual to reproduce or imitate 

the qualities of the personality of the individual 

2. Personality refers particularly to persistent qualities of an individual: Every individual 

has certain feeling as well as other permanent traits and qualities. Personality 

is mainly composed of the persistent or permanent qualities that exhibit themselves in form 

of social behaviour and attempt to make adjustment with the environment. 

3. Personality represents a dynamic orientation of organism to environment: Personality 

represents the process of learning. It takes place in reference to the environment. We do 

not acquire all the traits of personality all at once 

4. Personality is greatly influenced by social interactions: Personality is not an individual 

quality. It is a result of social- interaction. In other words, it 

means that when we come in contact with other members of the society, we acquire certain 

qualities while we exhibit certain others. All these come to form personality. 
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DETERMINANTS OF PERSONALITY: 

A man is born with certain physical and mental qualities and the environment further shapes his 

or her personality. People are enormously complex; their abilities and interests and attitudes are 

diverse. However, heredity, environment (culture) and situation are regarded as the chief 

determinants of personality. 

 

1. Heredity: The heredity approach argues that the ultimate structure of an individual’s 

personality is the molecular structure of the genes, located in the chromosomes. Heredity 

refers to acquisition of certain biological, physical and psychological commonalities from 

parents, which are reflected in physical stature, facial attractiveness, sex, temperament, 

muscle composition of an individual. These characteristics are transmitted through genes 

which determine hormone balance, which later determine physique and subsequently the 

personality. Parents prominently pass on the common traits such as shyness, fear and 

distress, aggressive, submissive, laziness, ambitious, loyal and timid to the next generation. 

Hereditary factors usually determine the physical and psychological characteristics and the 

energy level of employees. 

2. Environment: An individual’s personality formation is influenced by the cultural, social 

and family factors. An individual’s personality is conditioned by the norms of his/her 

family, friends and the social groups. An individual is born and brought up in a particular 

environment, which leaves deep marks on his/her personality. Every child copies the 

behaviour of his/her parents, uncles, aunts and even neighbors. People born in different 

cultures have different personalities which significantly influence their behaviour. Certain 

personality traits such as independence, aggressive, competitive and co-operative can be 

culturally determined. To analyze the behaviour of an employee, it is important to 

understand the familial and socio-cultural environment in which he/she is brought up. 

 

3. Situation: Human personality is also influenced by situational factors. Therefore, the 

person-situation interaction is an important factor in understanding an individual’s 

personality. An individual’s personality, while generally stable and consistent, does change 

in different situations. The different demands of different situations make people act 

differently. Different traits of personality are reflected under different situations. The 

situational requirement gets extended to the place of work of an individual. The present 

challenging and demanding work environment affects the personality and behaviour of an 

employee to a greater extent. 

 

 

 

PERSONALITY TESTS:  
 

The Myers-Briggs Type Indicator (MBTI)  
 

Katharine Briggs and her daughter, Isabel Briggs Myers, developed the Myers-Briggs Type 

Indicator (MBTI).  It is the most widely used personality assessment instrument in the world. It is 

a 100-question personality test that asks people how they usually feel or act in particular situations. 
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Respondents are classified as extraverted or introverted (E or I), sensing or intuitive (S or N), 

thinking or feeling (T or F), and judging or perceiving (J or P). These terms are defined as follows:  

 

1. Extraverted (E) versus Introverted (I): Extraverted individuals are outgoing, sociable, 

and assertive. Introverts are quiet and shy. 

2. Sensing (S) versus Intuitive (N):  Sensing types are practical and prefer routine and order. 

They focus on details. Intuitive rely on unconscious processes and look at the “big picture.” 

3. Thinking (T) versus Feeling (F): Thinking types use reason and logic to handle problems. 

Feeling types rely on their personal values and emotions. 

4. Judging (J) versus Perceiving (P): Judging types want control and prefer their world to 

be ordered and structured. Perceiving types are flexible and spontaneous. 

 

On the basis of the above combinations, 16 personality types can be determined 

 

 
 

 

FIVE-FACTOR MODEL OR ‘BIG FIVE’ OF PERSONALITY 
 

In the 1940s, Raymond Cattell developed a 16-item inventory of personality traits and created the 

Sixteen Personality Factor Questionnaire (16PF) instrument to measure these traits. Robert 

McCrae and Paul Costa later developed the Five-Factor Model, or FFM, which describes 

personality in terms of five broad factors. Human resources professionals often use the Big Five 

personality dimensions to help place employees. That is because these dimensions are considered 

to be the underlying traits that make up an individual’s overall personality. The Big Five traits are 

Openness, Conscientiousness, Extroversion, Agreeableness, and Neuroticism or OCEAN: 

 

1. Openness: People who like to learn new things and enjoy new experiences usually score 

high in openness. Openness includes traits like being insightful and imaginative and 
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having a wide variety of interests. They also tend to have broad interests and to be 

curious, imaginative and creative. 

 

2. Conscientiousness: it refers to the number of goals on which a person focuses. People 

who focus on relatively few goals at one time are likely to be organized, systematic, 

careful, thorough, responsible, and self-disciplined as they work to pursue those goals. 

People that have a high degree of conscientiousness are reliable and prompt. Traits 

include being organized, methodic, and thorough 

 

3. Extraversion: Extraverts get their energy from interacting with others, while introverts 

get their energy from within themselves. Extraversion includes the traits of energetic, 

talkative, and assertive. They tend to be higher overall job performers than introverts 

and that they are also more likely to be attracted to jobs based on personal relationships, 

such as sales and marketing positions. 

 

4. Agreeableness: These individuals are friendly, cooperative, and compassionate. People 

with low agreeableness may be more distant. Traits include being kind, affectionate, and 

sympathetic. High agreeable people will be better able to develop good working 

relationships with co-workers, subordinates, and higher level managers, whereas less 

agreeable people will not have particularly good working relationships. 

 

5. Neuroticism:  Neuroticism is also sometimes called Emotional Stability. This dimension 

relates to one’s emotional stability and degree of negative emotions. People that score 

high on neuroticism often experience emotional instability and negative emotions. Traits 

include being moody and tense. People that score high on neuroticism often experience 

emotional instability and negative emotions. 
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PERSONALITY THEORIES 
 

Researchers have developed a number of personality theories. These theories can be classified into 

Trait theory, Freud theory, Adler and Jung theories, Social learning theories and Holistic theories. 

 

1. Traits Theory 
The traditional approach of understanding personality was to identify and describe personality in 

terms of traits. In other words, it viewed personality as revolving around attempts to identify and 

label permanent characteristics that describe an individual's behaviour. Popular characteristics or 

traits include shyness, aggressiveness, submissiveness, laziness, ambition, loyalty, and timidity. 

This distinctiveness, when they are exhibited in a large number of situations, are called personality 

traits. The more consistent the characteristic and the more frequently it occurs in diverse situations, 

the more important that trait is in describing the individual. 

 

A. Gordon Allport’s Personality Traits: Claims that personality traits are real entities, 

physically located somewhere in the brain. We each inherit our own unique set of raw 
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material for given traits, which are then shaped by our experiences. Allport identified two 

main categories of traits: 

 

i) Common Traits: Common traits are those we share or hold in common with most 

others in our own culture. 

ii) Individual Traits: According to Allport, there are three individual traits: cardinal, 

central and secondary traits. 

 Cardinal Traits: A cardinal trait is “so pervasive and outstanding in a life 

that almost every act seems traceable to its influence”. It is so strong a part 

of a person’s personality that he may become identified with or known for 

that trait. 

 Central Traits: According to Allport, are those that we would “mention in 

writing a careful letter of recommendation”. 

 Secondary Traits: The secondary traits are less obvious, less consistent 

and not as critical in defining our personality as the cardinal and central 

traits. We have many more secondary traits than cardinal or central traits. 

Examples of secondary traits are food and music preferences. 

 

B. Raymond Cattell’s 16 Personality Factors: Raymond Cattell considered personality to 

be a pattern of traits providing the key to understanding and predicting a person’s 

behaviour. Cattell identified two types: 

i. Surface Traits: Observable qualities of a person like honest, helpful, kind, 

generous etc., Cattell called these “surface traits”.  

ii. Source Traits: Make up the most basic personality structure and, according to 

Cattell, actually cause behaviour. Even though we all possess the same source traits, 

we do not all possess them in the same degree. Intelligence is a source trait, and 

every person has a certain amount of it but, obviously not exactly the same amount 

or the same kind. 

 

2. Freud Theory 
Sigmund Freud's psychoanalytic theory of personality argues that human behavior is the result of 

the interactions among three component parts of the mind: the id, ego, and superego. This theory, 

known as Freud's structural theory of personality, places great emphasis on the role of unconscious 

psychological conflicts in shaping behaviour and personality.  According to Freud, our personality 

develops from the interactions among what he proposed as the three fundamental structures of the 

human mind: the id, ego, and superego. Conflicts among these three structures, and our efforts to 

find balance among what each of them "desires," determines how we behave and approach the 

world. What balance we strike in any given situation determines how we will resolve the conflict 

between two overarching behavioral tendencies: our biological aggressive and pleasure-seeking 

drives vs. our socialized internal control over those drives. 
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A. The Id: The id, the most primitive of the three structures, is concerned with instant 

gratification of basic physical needs and urges. It operates entirely unconsciously (outside 

of conscious thought). For example, if your id walked past a stranger eating ice cream, it 

would most likely take the ice cream for itself. It doesn't know, or care, that it is rude to 

take something belonging to someone else; it would care only that you wanted the ice 

cream. 

B. The Ego: In contrast to the instinctual id and the moral superego, the ego is the rational, 

pragmatic part of our personality. It is less primitive than the id and is partly conscious and 

partly unconscious. It's what Freud considered to be the "self," and its job is to balance the 

demands of the id and superego in the practical context of reality. So, if you walked past 

the stranger with ice cream one more time, your ego would mediate the conflict between 

your id ("I want that ice cream right now") and superego ("It's wrong to take someone else's 

ice cream") and decide to go buy your own ice cream. While this may mean you have to 

wait 10 more minutes, which would frustrate your id, your ego decides to make that 

sacrifice as part of the compromise– satisfying your desire for ice cream while also 

avoiding an unpleasant social situation and potential feelings of shame. 

C. The Superego: The superego is concerned with social rules and morals—similar to what 

many people call their "conscience" or their "moral compass." It develops as a child learns 

what their culture considers right and wrong. If your superego walked past the same 

stranger, it would not take their ice cream because it would know that that would be rude. 

However, if both your id and your superego were involved, and your id was strong enough 

to override your superego's concern, you would still take the ice cream, but afterward you 

would most likely feel guilt and shame over your actions. 

 

Freud believed that the id, ego, and superego are in constant conflict and that adult personality 

and behaviour are rooted in the results of these internal struggles throughout childhood. He 

believed that a person who has a strong ego has a healthy personality and that imbalances in this 

system can lead to neurosis (what we now think of as anxiety and depression) and unhealthy 

behaviors. 

 

 

3. CARL JUNG’S EXTROVERT-INTROVERT THEORY 

The way to type personality is in terms of behaviour or psychological factors. Jung’s introvert and 

extrovert types are an example. However, as Jung himself pointed out, the introvert-extrovert 

typology turns out to be more in the nature of a continuum than discrete, separate types. Carl Jung 

proposed his own two-part theory of personality. These two types are: 

a) Extrovert: They are optimistic, outgoing, gregarious and sociable. Extroverts are basically 

objective, reality-oriented individuals who are more doers than thinkers. 

b) Introverts: By contrast, introverts are more inward-directed people. They are less sociable, 

withdrawn and absorbed in inner life. They tend to be guided by their own ideas and 

philosophy. 
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4. SOCIAL LEARNING THEORY   

The main focus of social learning approach is on the patterns of behaviour the individuals learn 

in coping with environment. Some behaviour patterns are learned or acquired through direct 

experience. So, for example, much of what we have learned comes from 

watching models – parents, teachers, peers, bosses, etc. This view – that we can learn through 

both observation and direct experience – has been called social-learning theory. 

 

LEARNING  

Learning is a term frequently used by a great number of people in a wide variety of contexts. 

Learning can be defined as a relatively permanent change in behaviour or potential behaviour as a 

result of direct or indirect experience.  

Learning is thus a change in behaviour as a result of experience. Different psychologists and 

behavioral scientists have defined learning differently It must be understood that the learning itself 

is not observable, but only change in behaviour is observable which is the result of the process of 

learning. This change in behaviour must be differentiated from changes in behaviour from other 

causes. 

Stephen P. Robbins 

“Learning is any relatively permanent change in behaviour that occurs as a result of experience”. 

Steers and Porter 

“Learning can be defined as relatively permanent change in behaviour potentially that results 

from reinforced practice or experience”. 

Nature of Learning: 

1. Learning always change in behavior, it is immaterial whether the change is good or bad. 

Further it is not necessary, that good performance occurs through learning.  

2. The change in the behavior should be permanent, then only it constitutes learning. Because 

temporary changes in the behavior is not part of learning.  

3. Due to practice, training and experience, the change in behavior occurs.  

4. Learning occurs throughout the human life, that is right from birth to death.  

5. For learning to occur, the practice or experience must be reinforced, or else the change in 

behavior will disappear. 

DETERMINANTS OF LEARNING 

Learning simply means modification or change of behaviour through practice, training, or 

experience. It involves change and change which is relatively permanent. Learning is reflects in 

behaviour, change in behaviour occurs as a result of experience, practice, or training. The practice 
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or experience reinforces learning to occur. Now it important to understand what determines change 

in behaviour i. e., learning. The important factors that determine learning are as follows: 

1. Motive: A motive is inner psychological state of an individual which activates, directs, 

sustains or stops his behaviour towards some goal. Motives are the primary energizers of 

behaviour. They arise continuously and determine the general direction of an individual’s 

behaviour. Without learning cannot occur. 

2. Stimuli: Stimuli are objects that exist in the environment in which a person lives. Stimuli 

increase the probability of eliciting a specific response from a person. 

3. Responses: The stimulus results in responses – may be in the physical form or in terms of 

attitudes or perceptions or in other phenomena. Responses are the determinants of learning 

because; it takes place on the positivity of response. 

4. Reinforcement: Reinforcement is another important determinant of learning. 

Reinforcement increases the strength of response and tends to induce repetitions of the 

behaviour that preceded the reinforcement. Measurable modifications can take place with 

reinforcement. 

5. Retention: Retention means keeping in mind and reproducing the learned object over a 

time. It is remembrance of learned behaviour over time. 

 

THEORIES OF LEARNING.  

The most basic purpose of learning theory like any other is to better explain how learning occurs. 

Attempts have been made by the psychologists and behavioral scientists to develop theories of 

learning.  

 

1. CLASSICAL CONDITIONING 

Classical conditioning is based on the premise that a physical event – termed a stimulus – that 

initially does not elicit a particular response gradually acquires the capacity to elicit that response 

as a result of repeated pairing with a stimulus that elicits a reaction. Learning of this type is quite 

common and seems to play an important role in such reactions as strong fears, taste aversions, 

and even racial or ethnic prejudice.  

classical conditioning was initially identified by Pavlov in the salivation reflex of dogs. Salivation 

is an innate reflex, or unconditioned response, to the presentation of food, an unconditioned 

stimulus. Pavlov showed that dogs could be conditioned to salivate merely to the sound of a buzzer 

(a conditioned stimulus), after it was sounded a number of times in conjunction with the 

presentation of food. Learning is said to occur because salivation has been conditioned to a new 

stimulus that did not elicit it initially. The pairing of food with the buzzer acts to reinforce the 

buzzer as the prominent stimulus. 
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For example, at one manufacturing plant, every time the top executives from the head office would 

make a visit, the plant management would clean up the administrative offices and wash the 

windows. This went on for years. Eventually, employees would turn on their best behaviour and 

look prim and proper whenever the windows were cleaned even in those occasions when the 

cleaning was not paired with visit from the top brass. People had learnt to associate the cleaning 

of the windows with the visit from the head office. Operant Conditioning 

2. OPERANT CONDITIONING 

Operant conditioning argues that behaviour is a function of its consequences. People learn to 

behave to get something they want or avoid something they don’t want. Operant behaviour means 

voluntary or learned behaviour in contrast to reflexive or unlearned behaviour. The tendency to 

repeat such behaviour is influenced by the reinforcement or lack of reinforcement brought about 

by the consequences of the behaviour. Reinforcement therefore strengthens behaviour and 

increases the likelihood it will be repeated. 
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It is based upon the premise that behaviour or job performance is not a function of inner thoughts, 

feelings, emotions or perceptions but is keyed to the nature of the outcome of such behaviour. 

Based upon this direct relationship between the consequences and behaviour, the management can 

study and identify this relationship and try to modify and control behaviour. Thus, the behaviour 

can be controlled by manipulating its consequences. From an organizational point of view, any 

stimulus from the work environment will elicit a response. The consequence of such a response 

will determine the nature of the future response. For example, working hard and getting the 

promotion will probably cause the person to keep working hard in the future. 

Principles of Operant Conditioning 

 Positive reinforcement: When a worker is rewarded with a performance bonus for 

exceptional sales figures, she is inclined to continue performing at a high level in hopes of 

receiving another bonus in the future. 

 Negative Reinforcement: An employer offering an employee a day off is an example of 

negative reinforcement. Rather than giving a tangible reward, they reduce the presence of 

something undesirable; that is, the amount of time spent at work. 

 Punishment: An employee who misses work may suffer a cut in wages. The loss of income 

(an undesired consequence) constitutes the punishment for missing work (an undesired 

behavior). 

 Extinction: An employee punished once for missing work, then never again, may become 

more likely to miss work later on because they no longer expect to be punished for absence. 

 

 

 

3. SOCIAL LEARNING THEORY 

Also called observational learning, social learning theory, emphasizes the ability of an individual 

to learn by observing others. The important models may include parents, teachers, peers, motion 

pictures, TV artists, bosses and others. An individual acquires new knowledge by observing what 
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happens to his or her model. This is popularly known as vicarious learning. A learner acquires 

tacit knowledge and skills through vicarious learning. Social learning has considerable relevance 

in organizational behaviour. A great deal of what is learned about how to behave in organizations 

can be explained as the result of the process of observational learning. A new hire acquires job 

skills by observing what an experienced employee does. Observational learning also occurs in a 

very informal, unarticulated manner. 

 

EMOTION 

An emotion is a mental and physiological state associated with a wide variety of feelings, thoughts, 

and behavior. Emotions are subjective experiences, or experienced from an individual point of 

view. It is often associated with mood, temperament, personality, and disposition. 

Theories about emotions stretch back at least as far as the Ancient Greek Stoics, as well as Plato 

and Aristotle. We also see sophisticated theories in the works of philosophers such as Descartes, 

Spinoza and David Hume. Later theories of emotions tend to be informed by advances in empirical 

research. Often theories are not mutually exclusive and many researchers incorporate multiple 

perspectives in their work. 

THEORIES OF EMOTIONS 

The major theories of emotion can be grouped into three main categories: physiological, 

neurological, and cognitive. 

1. Physiological theories suggest that responses within the body are responsible for 

emotions. 

2. Neurological theories propose that activity within the brain leads to emotional responses. 

3. Cognitive theories argue that thoughts and other mental activity play an essential role in 

forming emotions. 

EMOTIONAL INTELLIGENCE 

Emotional Intelligence (EI), often measured as an Emotional Intelligence Quotient (EQ), is a 

term that describes the ability, capacity, skill or (in the case of the trait EI model) a self-perceived 

ability, to identify, assess, and manage the emotions of one’s self, of others, and of groups. 

Different models have been proposed for the definition of EI and disagreement exists as to how 

the term should be used. 
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MANAGEMENT ASSUMPTIONS ABOUT PEOPLE- 

Theory X and Theory Y 

In 1960, Douglas McGregor formulated Theory X and Theory Y suggesting two aspects of human 

behaviour at work, or in other words, two different views of individuals (employees): one of which 

is negative, called as Theory X and the other is positive, so called as Theory Y. According to 

McGregor, the perception of managers on the nature of individuals is based on various 

assumptions. 

Assumptions of Theory X 

 An average employee intrinsically does not like work and tries to escape it whenever 

possible. 

 Since the employee does not want to work, he must be persuaded, compelled, or warned 

with punishment so as to achieve organizational goals. A close supervision is required on 

part of managers. The managers adopt a more dictatorial style. 

 Many employees rank job security on top, and they have little or no aspiration/ ambition. 

 Employees generally dislike responsibilities. 

 Employees resist change. 

 An average employee needs formal direction. 

Assumptions of Theory Y 

 Employees can perceive their job as relaxing and normal. They exercise their physical and 

mental efforts in an inherent manner in their jobs. 

 Employees may not require only threat, external control and coercion to work, but they can 

use self-direction and self-control if they are dedicated and sincere to achieve the 

organizational objectives. 

 If the job is rewarding and satisfying, then it will result in employees’ loyalty and 

commitment to organization. 

 An average employee can learn to admit and recognize the responsibility. In fact, he can 

even learn to obtain responsibility. 

 The employees have skills and capabilities. Their logical capabilities should be fully 

utilized. In other words, the creativity, resourcefulness and innovative potentiality of the 

employees can be utilized to solve organizational problems. 

Thus, we can say that Theory X presents a pessimistic view of employees’ nature and behaviour 

at work, while Theory Y presents an optimistic view of the employees’ nature and behaviour at 

work. McGregor views Theory Y to be more valid and reasonable than Theory X. Thus, he 

encouraged cordial team relations, responsible and stimulating jobs, and participation of all in 

decision-making process. 
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IMPLICATIONS OF THEORY X AND THEORY  

 

Quite a few organizations use Theory X today. Theory X encourages use of tight control and 

supervision. It implies that employees are reluctant to organizational changes. Thus, it does not 

encourage innovation. 

 Many organizations are using Theory Y techniques. Theory Y implies that the managers 

should create and encourage a work environment which provides opportunities to employees to 

take initiative and self-direction. Employees should be given opportunities to contribute to 

organizational well-being. Theory Y encourages decentralization of authority, teamwork and 

participative decision making in an organization. Theory Y searches and discovers the ways in 

which an employee can make significant contributions in an organization. It harmonizes and 

matches employees’ needs and aspirations with organizational needs and aspirations. 
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