PART III BEHAVIOUR 
Chapter 6 Incentive Motivation 
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Incentive Motivation (K)

*Different incentive objects influence how hard the organism is willing to perform but not what is learned

*If a goal can influence behaviour even before the goal is reached then organism must come to anticipate the availability of the goal

*The anticipation must motivate them to behave in way that will get them to the goal
	>but how? 

Hull-Spence and rg – sg Mechanisms

*Assume that value of goal can be indexed by vigor (strength) of the response (think food: large reward, more vigorous chewing)

*Serves to motivate the responses that must be made in order to engage in the consummatory response (RG)

*Stimuli present when RG occurs become classically conditioned and after trials will elicit RG directly

*Similar stimuli come to elicit a partial consummatory response (rg) (think food: salivation or small chewing movements but not full chewing response)
	>Partial response stimulus feedbacks (sg) let the organism know it is making the (rg)

*This rg-sg mechanism serves to motivate the responses that must be made to get to the goal and engage in the RG

*Entirely mechanical process
	>Through classical conditioning the stimuli in the environment come to elicit small parts of the final RG and the feedback from these responses serves to motivate behaviour

*Stimuli associated with mechanism do not have to be external to the organism 

*Peripheral explanation of incentive motivation – difficult to locate and measure rg’s

Persistence of Behaviour

*How does behaviour persist even in the face of difficulty?

*What happens when you reach a goal where it has been rewarded in the past but now you find nothing?
	>unlearned frustration responses develop

Amsel and rf – sf Mechanisms

*unlearned frustration response (Rf) occurs when organism discovers efforts are not paying off

*any stimuli at the time Rf occurs will tend to become associated with it and if these stimuli also occur earlier in the sequence of events they will tend to elicit partial or anticipatory frustration response (rf)

*Organism knows it is making these responses because of feedback stimuli (frustration response stimulus feedback [sf])

*Partial frustration responses cause the animal to stop its present behaviour and engage in some other behaviour (competing responses)

*But what happens if competing responses are difficult to make?

*Partial frustration responses and their associated stimulus feedback become counter conditioned to the responses the organism is making
>Motivation generated by the frustration of nonreward gets channeled into the response that caused the frustration
>Competing responses that develop are countered by the situation and motivation becomes conditioned to only responses that could easily occur 

*Counterconditioning occurs when organism is put on partial reinforcement schedule (PRF)
>ex. If studying have been reinforced in the past but studying this time didn’t work, frustration should develop

*Continuous reinforcement schedule (CRF) = reinforcement for every response

*CRF group and extinction
	>Leads to development of competing responses
	>Incentive efforts die out quickly if reward permanently removed

*PRF group and extinction
>Partially reinforced responses are more persistent than continuously reinforced responses
		-Partial extinction effect (PREE)
>Ex. Student reinforced with a good grade on some occasions by studying and not others will channel the frustration of receiving a low grade into the only behaviour that sometimes pays off – studying 

*Realistic?
	>Not very realistic to assume our environment allows for continuous reinforcement

Persistence in Responding

*We make hundreds of responses, most of which are not immediately rewarded – why?
>Frustration of doing badly on a test may motivate us to study hard for the next one (if we have been rewarded in the past by studying hard)
>BUT doing poorly could also lead to competing behaviour (if not previously rewarded) such as going out with friends

*Frustration will channel into ongoing behaviour and make it more persistent if that behaviour has been rewarded some time in the past

*Persistence develops whenever organisms learn to approach or to continue responding despite stimuli that would normally disrupt that behaviour 

*Disruptive stimuli become counter conditioned to the ongoing responses in the situation

*Emotional responses and their consequent feedback stimuli are sometimes disruptive but they can also eventually become counter conditioned to ongoing behaviour 
>Ex. Don’t want to study, put it off, but when you do study (because exam is coming) the pressure of having to study motivates you

Incentives as Emotion Generators

*Fear
	>Any increase in drive leads to the emotion of fear (ex. Shock, food deprivation)
>Emotionally responses associated with fear will become connected to any stimuli that are also present at the time the emotion occurs
>After many pairings the stimuli become cues that signal the approach of an increase in drive and create a state of fear before the actual arrival of the increased drive state
>Conditioned fear motivates the organism to make whatever responses it can to remove itself from the situation containing the fear cues

*Hope
	>Any decrease in drive (ex. Full stomach)
>Any cues present at the time hope occurs will become associated with the emotion and begin to serve signals that a decrease in drive is imminent 
	>Stimuli that produce the emotion of hope will activate approach behaviours

*Disappointment
>Occurs when hope cues that predict a decrease in drive do not lead to an actual reduction in drive
	>Negative state that motivates behaviour to remove the cues that signal disappointment

*Relief
	>Occurs when cues that signal an increase in drive are taken away
	>Stimuli present at the time the fear cues are removed will become relief signals
>A bell ending a difficult lab class will become a relief cue if the stimuli associated with the class have become fear cues
	>Organisms attempt to maintain situations that predict relief

*Approach emphasizes the importance of emotion as mediator between the stimulus characteristic of incentive objects and instrumental behaviour

Tolman: Cognitive Formulations

*Argued incentive motivation results from the development of expectancies

*Viewed behaviour as purposive
	>Develop expectancies that particular behaviours will lead to particular goals
	>Different goals have different values for an organism

*Latent learning – reinforcement is not necessary for learning to occur 

*Goal objects exert different amounts of demand on performance and incentives differ in value

*Incentives come to have control over behaviour with their effects depending on the value of the particular incentive for the organism

*Incentive objects influence behaviour only if experienced enough times so that a cognitive expectation is built up

*Model of incentive motivation that emphasized the buildup of expectancies concerning the behaviours that will lead to certain goals
	>Positive incentives are approached and negative incentives are avoided
	>Highly valued incentives energize behaviour more than less valued incentives
	>When expectancy is disconfirmed, behaviour is disrupted 

*Incentives are central representations (thoughts) of the relationship between particular behaviours and the goals to which they lead

Predictability (Bolles & Moot)

*Cues become incentive motivators when they predict the arrival or withdrawl of some goal object

*Whether a cue becomes an incentive motivator depends on whether it predicts some future event

*Predictive cues are thought to motivate ongoing behaviour and reinforce completed responses
*We may find ourselves unmotivated to perform certain behaviours because the cues associated with the task predict lack of success

Overmier and Lowry Model

*Meditational aspect of incentive as composed of two separate links
>Link between the stimulus and mediator (S > M) and a second independent link between the mediator and response (M >R)

*Incentives serve as cues that aid in response selection

*Incentives are relative rather than absolute
>How motivating an incentive is depends on the background of events against which it is compared

The Bindra Model

*Emphasizes the production of a ventral motive state that activates goal-directed behaviour toward incentive object

*System provides a framework model of:
	>State of the organism (drive)
	>Influence of the goal properties (incentive)
	>The association of cues with the incentive (predictability) 

*Incentive objects may be positive (approach behaviour) or negative (withdrawal behaviour)

*Neutral objects can become attached to incentives and predict three relationships:
	>Positive relationship – S1 leads to S2 – imminent presentation of an incentive object
>Negative relationship – S1 leads to absence of S2 – predicts that the incentive (good or bad) will not come
>Neutral relationship – S1 predicts nothing about occurrence of S2

Klinger: Meaningfulness

*Meaningfulness is provided by incentives toward which people work

*People pursue those objects, events, and experiences that are emotionally important for them

*If a person is deprived of the incentives important to him or her, life becomes less meaningful

*People are motivated to work (behave) in order to obtain those incentives




Incentives and Goals

*Goals are always incentives but incentives may or may not also be goals
>It does not become a goal unless the individual is willing to expend effort in order to obtain it

*When a person decides to pursue a particular incentive that person is said to be committed to that particular goal (current concern)

Disengagement Phases

*Invigoration
	>If blocked from reaching a goal the behaviour of an individual becomes stronger
>Blocked incentive becomes more attractive and other incentives become temporarily reduced in attractiveness
	>Single-minded in an attempt to reach the blocked goal

*Primitivization
>If efforts do not succeed in making a goal obtainable behaviour becomes more stereotyped and primitive 

*Aggression
>As blocking of goal attainment continues, responding becomes more primitive until it becomes aggressive 
	>Individual’s last attempt to obtain goal before giving up

*Depression
	>Individual expresses feelings of helplessness and hopelessness
>Individuals become uninterested in the incentives that usually influence them and appear unmotivated in social interactions

*Recovery
	>Successes in obtaining other goals may serve to stimulate recovery form depression

Grief as Disengagement

*Shock or numbness
	>Decision-making is difficult
	>Panic, distress, anger
	> “This cant be” logic

*Yearning and searching
	>Mourning – working through the grief
>Stimuli associated with the departed individual being reactions of restlessness, anger, ambiguity
	>How can this be? What does this mean?
*Disorientation and disorganization
	>Depression and feelings of guilt
	>Did I do all I could?

*Resolution and reorganization
	>Death of a loved one into perspective and begins to behave competently
>New roles are assumed and ones thoughts become congruent with the reality of the situation

Incentives & Sexual Motivation

*Pheromones
>Chemicals providing information to one animal about sexual readiness are detected by a group of receptors that are separate form the primary olfactory system
	>Four main functions of pheromones:
		-Opposite sex attractants
		-Same sex repellants
		-Mother-infant bonding
		-Menstrual cycle modulators 

*Neutral stimuli associated with the chance to engage in sexual behaviour can become incentive motivators through learning processes
	>What do men seek?
		-Health, age, novelty
	>What do women seek?
		- Social dominance and status

Incentives & Physical Addiction

*Addiction can be understood as being generated by a craving for the drug rather than the pleasure produced by the drug or the pain caused by its withdrawal

*Stimuli associated with drug taking (paraphernalia, environment) become classically conditioned to drug taking and become capable of eliciting the drug craving too

Key Points

*Examined three explanation of incentive motivation
	>Stimulus response theories
	>Cognitive theories
	>Persistence of behaviour theories

*Discussed the idea that incentives generate emotion

*Discussed the importance of expectancies as generators of behaviour

*Incentives are mediators between stimuli in the environment and the responses of the organism

*Incentives influence our actions, thoughts, and how environmental events influence us
	>Aspects of sexual attractiveness and drug addiction fit an incentive motivation approach 
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