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Abstract  
In the present study, four School from Shimla City were selected randomly. 

Sample of 300 Senior Secondary School Students were taken. The power motive scale by 
Dr. T.S. Dhapola and Dr. Gopal Singh was used as the tool for the assess of power 
motives of Senior Secondary Students. The students of three streams were taken i.e. arts, 
Science and Commerce and from each stream 50 male and 50 female students were 
taken. The main techniques that have been employed are Mean,S.D. t-test, ANOVA etc. 
The result shows that Science students have high power motives than Arts students. 
Science and Commerce students do not differ in their power motives. Arts and commerce 
students do not differ in their power motives.  
Introduction  

Motivation is a very complex phenomenon, which is influenced by multiple 
variables operating within organism and in the environment. Motivation is generally 
rooted in human needs; the individual responds to the needs by doing something about 
them. Motivation is an intervening variable between human needs and behavior. 
 

According to Bernard motivation refers to that entire phenomenon, which is 
involved in the stimulation of action towards particular objectives where previously there 
was little or no movement towards those goals., 
 

Klausmeier (1964) defines “Motivation as an activity by one person designed to 
stimulate or arouse state within a second person or group so that appropriate 
circumstances initiated, regulate activity in relation to goals.” 

Crow and Crow (1969) have explained motivation through the word „motives‟ . 
 
According to them motives are defined as the potent factors in learning. Motives 
encourage a learner in his learning activities. The early school child can be stimulated to 
do work through praise from the teacher. Secondly, motives act as selectors of the types 
of activity in which the person desires to engage. 
 

Atkinson, “The term motivation refers to the arousal of tendency to act to produce 
one or more effects.‟ ‟  

D.O.Hebb “The term motivation refers:  
(i) to existence of an organized phase sequence   
(ii) to its direction and content   
(iii) to its persistence in given direction or stability of content” 
Motivation is goal-oriented behavior that leads to drive reduction in the organism. The 
values, attitudes and factors, which influence the motivational process of individual, are 
known as motives. 
 

Oxford Dictionary defines motives as “That which moves or induces a person to 
act in a certain way, a desire, fear power etc”. 
 

A motive is an impulse to act especially in regard to moving towards or away from 
others. Motives energize the behavior of the organism and arouse him for action. Motive 
is a concept, which joins together drive and goal. 
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The conception of a need or motive as a relatively enduring disposition of 
personality was developed by Murray. It is an attempt to formulate a comprehensive 
system for the description of personality. The core of personality as viewed by Murray is 
a configuration or hierarchy of basic needs. 
 

A motive or need is a disposition to strive for a particular kind of goal state or aim 
e.g. achievement-affiliation and power. Motives can be grouped in following categories. 

 

Types of Motives 

There are two broad types of motives:  
(1) Biological motives (Biogenic motives)  
(2) Social motives (Sociogenic motives)   
1. Biological Motives (Biogenic Motives):   

In the evolutionary process, the nervous system in higher species is 
developed to certain level, which becomes possible for the species to learn certain things 
easily and develop certain unique experiences. This process of development mainly 
responsible for the organism to preserve the self. This level of the development of the 
preservation of the bodily needs is characterized by the existence of physiological drives. 
It may be called as physiological motive. A physiological motive may be defined, as the 
bodily or organic need such as food and water. 
 

According to Moskowitz and Orgel (1969), a drive may be stated as an internal 
state of tension or arousal triggered by some physiological need. 
 

Biological motives are also known as innate motives, physiological motives and 
primary motives. These are found in the child from very birth. These motives help in the 
satisfaction of biological, physiological or organic needs. 

 

2. Social Motives (Sociogenic Motives):   
According to Campbell (1963), the social motives were termed as 

„acquired behavioural disposition. ‟  The social motives are considered as needs, 

specifically psychological needs. The need also implies a given goal. Man must act or 
behave in certain specific ways to achieve the goal. Social motives are learned in social 
environment. Social motives are sources, which bind human beings and social progress 
depends on their proper development. The social motive is highly influenced by the 
position, status and role. The status one enjoys in a community is always dependent on 
how others perceive and value him. In any society there is an order in dominance. The 
individual tries to assert his self in various ways. Even among the lower organisms this 
 
tendency is there. Social motives are necessary for socialization and various social 
motives are affection, prestige, money and power etc. 
 

Social motives are called secondary motives because they involve 
interaction with others. They are learned due to social conditioning in the society. There 
are many social motives which are purely acquired and develop due to habit and 
conditioning. According to Morgan and King, “Social motives are general, persisting 
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characteristic of a person and since they are learned motives, their strength differs greatly 
from one individual to another.” 

 

1.3 POWER MOTIVES  
One source of much of the confusion in the literature on power is the failure to  

distinguish between power as a form of behavior and power as a motive. 
 

The power motive is a significant factor in human competition and conflict but 
how significant depends upon socialization practices and contemporary social conditions. 

The motive for power, which is intended to establish one ‟ s supremacy, is more 

dangerous than any other motive. 
 

The ambitions for power, greed, rivalry etc. are key factors for political warfare 
with opponent leaders. The power motive often hatches great conspiracies for eliminating 
the political opponents. The power motive has both psychological and sociological 
significances. 
 

Winter and Stewart (1978), stated that the Western civilization greatly enlarged 
the scope and the range of social power, the control of human behavior. Power motive 
means the quest for power, the desire for power or seeking of power. The power motive 
may be in conflict with other motives, such as affiliation, play and autonomy. 
 

The power motivation in a political life often directs the individual towards certain 
positions, the one with high power potential and activities where the power greed is likely 
to be enhanced. 
 

Rudin (1965), in his content analysis of elementary textbooks in the United States 
since 1860, found that power imagery indicative of the power motive reached a peak in 
1910, declined to a low point in 1930, and has been increasing since that time. It is 
possible to interpret this rise as reflecting a greater concern with managerial and political 
issues, as the technological development of an achieving society aggravates rather than 
alleviates social problem. 
 

Whether the need for power is native or derived motive is disputed, but the 
significant fact is that it appears early in development as child strives to assert his 
independence and to protect himself from physical and psychological collisions with 
others. 
 

Veroff (1957) constructed a measure of power motivation by comparing the 
responses of a group of candidates for campus office on the eve of elections with a group 
of non-involvement students in the elections. The responses were based on T.A.T. 
 

Veroff said, a power motivated person gets satisfaction by controlling the 
resources, which influence the behavior of the person. 
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Power is a motive, which is defined as the exercise of coercive control in a 

situation of conflicting interests between two or more parties. Some theorists hold that 
individuals who wield power do not move into power position at random, rather than 
those who are power oriented are selected themselves for such roles. 

 

Objectives  
(1) To study the comparison of the power motives between Science and Arts stream 
students of senior secondary schools.   
(2) To study the comparison of the power motives between Science and Commerce 
stream students of senior secondary schools.   
(3) To study the comparison of the power motives between Arts and Commerce 
stream students of senior secondary school.  

 

Methodology 

Sample 
 
300 senior secondary school students of four schools from Shimla District were selected 
randomly; G.S.S.S. Sanjauli, G.S.S.S. Portmore, G.S.S.S. Lakkar Bazar, S.D. senior 
secondary school. Thus the final sample consisted of 300 students. The students of three 
streams were taken i.e. Arts, Science and Commerce and from each stream 50 male and 
50 female students were taken  
Tool :  

The investigator had to study the power motives of senior secondary school 
students in relation to their gender and stream. Thus in the present study to measure the 
power motives of senior secondary school students the power motive scale by Dr. T.S. 
Dhapola and Dr. Gopal Singh is used. 

 

Method of scoring 

Power Motive Scale by T.S. Dhapola and Dr. Gopal Singh (1971) 
 

Development of the questionnaire was based on the fact that person having power 
motives can influence the behavior of other person and get satisfaction by controlling 
behavior of others. 
 

If both persons influence the behavior of each other then as a result of that some 
reward or punishment is given to both of the persons. 
 

The preliminary draft consisting of 44 items, was administered to 400 senior 
secondary and graduate students in Varanasi. The students of 3 streams were considered 
i.e. Arts, Science and Commerce.  

Power motive scale consist 2 types of items:  
(i) Favourable items   
(ii) Un-favourable 

items Favourable Items   
In favourable items:  
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“Yes” – 1 score was assigned. 
“No” – 0 score was assigned.  
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By calculating items score, total score was calculated. In final draft, the 

items which were ot significant at .01 level (confidence) were eliminated. 
 

The final draft contains 32 items and during item analysis all the favourable 
and un-favourable items were separated to create interest in the questionnaire. 

 

Scoring Procedure  
The scoring for all items in the questionnaire was done by following the 

instructions and procedure given in the manual of the test used. There were 32 items in 
the questionnaire. It is provided with scoring key. There are some favourable and non-
favourable items. For favourable items “Yes” is scored as “1” and “No” as “0” and in 
unfavourable items for “No” a score “1” is given, whereas for “Yes” item “0” score is 
assigned. 
 

In this 1, 2, 4, 5, 7, 8, 10, 12, 15, 16, 17, 20, 22, 25, 27, 31 for “Yes” 1 score was 
assigned and for “No” 0 score was assigned. 
 

In items 3, 6, 9, 11, 13, 14. 18, 19, 21, 23, 24, 26, 28, 29, 30, 32 for “No” 1 score 
was assigned and for “Yes” 0 score was assigned. 

Final total score was calculated by calculating scores of all items. 
 
 
 

Administration of the Tool  
After the required permission had been sought and obtained from the heads of the 

institutions for collecting information from students of different streams, the investigator 
personally collect data, investigator visited the selected schools. Before administering the 
tool the investigator put the students at ease by explaining the purpose of administration 
and motivated them to give their opinions honestly. 
 

The respondents were also assured that their information provided by them would 
be kept secret and is not related to their academics. The students were asked to clear their 
doubts before filling up the questionnaire. 
 

Sufficient time was given to them to complete the work. To complete work 
students took 20-25 minutes. At the end of the testing programme, the investigator 
expressed her gratitude and thanked the students of the school and principal for their 
cooperation. Similar procedure was used to collected data from each school. 

 

Statistics used  
Statistical measures such as Mean, SD,CR value, t-tests and Analysis of Variance 

were used to interpret the obtained data. 

 

Results and Discussion 

Table -1 The Sex Treatment Combinations in a Two-way Analysis of Variance 
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Stream/Sex 
Arts Science 

Commerce (B3)  

(B) (B2) 
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Male  with  Arts 

Male with Male with 
 

Male (A1) Science Stream Commerce 
 

 

Stream A1B1 
 

 

 A1B1  Stream A1B3  

    
 

 Female with Female with Female with 
 

Female (A2) Arts Stream Science Stream Commerce  
 

 A2B1  A2B2  Stream A2B3 
 

 

The 2×3, “Analysis of Variance” was employed for studying the main effects and 
interactional effects of sex and steam of students as power motives among senior 
secondary school students. 
 

It was further followed by the “t-test” where a significant difference emerged 
between the power motives of different streams of students. 

 

Comparison of Students of Arts, Science and Commerce   
 

The mean and and CR calculated for the comparison of students of Science and 
 

Arts stream on power motive are given in Table 3.4 as under.   
 

Table 3.4        
 

Table for CR-Value (Science – Arts)     
 

 STREAM  Mean  SD N SED CR  
 

          
 

 SCIENCE  21.25  4.41 100    
 

       
0.55 2.15* 

 
 

 

ARTS 
 

20.07 
 

3.4 100 
 

 

      
 

          
 

 

*Significant at 0.05 confidence level. 
 

From the above table, it can be seen that CR for comparing the power motives 
among Science and Arts students of senior secondary school came out to be 2.15, which 
is significant at 0.05 level of confidence for 196 df. 
 

From this it may be inferred that students of Science and Arts stream differ in their 
power motives significantly. 
 

From the above table, it may be seen that the mean score for Science students has 
came out to be 21.25 and whereas mean score of Arts students is 20.07. 
 

The mean score of Science students is significantly higher to that of the Arts 
students. Therefore it can be inferred that Science students have high power motives as 
compared to Arts students. 
 

The mean, and and CR calculated for the comparison of students of Science and 
Commerce stream on power motive are given in Table 3.5 as under: 
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Table 3.5  
Table for CR-value (Science – Commerce) 
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STREAM Mean SD N SED CR 
 

      
 

SCIENCE 21.25 4.41 100   
 

    
0.60 1.52  

COMMERCE 20.37 4.13 100 
 

  
 

      
 

 

From above table, it is evident that CR-value for comparing the power motives 
among Science and Commerce students came out to be 1.52, which is not significant 
even at 0.05 level of confidence for 196 df. From this, it may be inferred that Science and 
Commerce students do not differ in their power motives. 

 

CONCLUSIONS 

From the above findings, following conclusions can be drawn: 
 
(1) The three groups of students i.e. Arts, Science and Commerce group differ 
significantly from each other on power motives.  
(2) Science students have more power motives as compared to Arts students.   
(3) Science and Commerce students do not differ in their power motives.   
(4) Arts and Commerce students do not differ in their power motives.  

 

EDUCATIONAL IMPLECATIONS 

The present investigation can have the following educational implications: 
 
(i) Power is key to success in finances and business. But people do not know how to 
recognize it. The students should be involved in such activities so that they can recognize 
the importance of power.  
 
(ii) The students should be involved in the social interaction so that they can develop 
social power.   
(iii) Different powers should be developed in the students so that they can invoke 
sanctions from subordinates.   
(iv) Students should be involved in more and more socialization process as to develop 
power motives among them.   
SUGGESTIONS  
On the basis of experiences in conducting present study the following suggestions are 
offered for the prospective researchers:  

The effect of power motives may be studied at College and University level. 
 

A comparative study may be undertaken on Scheduled Caste and Scheduled Tribe 
students on their power motives. 

 
A comparative study may be undertaken on rural and urban students on their 
power motives. 

 
The similar co-relational studies may also be undertaken among Government and 
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Private school students of Himachal Pradesh.  
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