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Abstract Researchers have debated for years whether
money can lead to happiness. Indeed, the findings to date
are contradictory in regard to the impact of individuals’
motives for making money on their psychological wellbeing. This study aimed to reconcile these findings and
show that certain motives for making money can be beneficial to individuals’ psychological health, while others
can be detrimental, not only by reducing well-being, but
also by increasing ill-being. Based on self-determination
theory, basic psychological needs (autonomy, competence,
and relatedness) were hypothesized to be the psychological
mechanism explaining these differential effects. More
precisely, need satisfaction and need frustration were
hypothesized to mediate the relationship between
employees’ money motives and psychological health (wellbeing and ill-being). Our findings suggest that self-integrated motives for making money lead to greater wellbeing and lesser ill-being by positively predicting need
satisfaction and negatively predicting need frustration. On
the other hand, non-integrated motives for making money
appear to result in lesser well-being and greater ill-being by
being negatively associated with need satisfaction and
positively associated with need frustration. Together, these
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findings suggest that money motives can have differential
effects on employees’ psychological health depending on
whether these underlying reasons are need-satisfying or
need-frustrating life goals.
Keywords Motives  Money  Self-determination theory 
Need satisfaction  Need frustration

Introduction
For more than 20 years, researchers have debated whether
money can lead to happiness (e.g., Ashkanasy 2011;
Blanchflower and Oswald, 2011; Diener et al. 2013; Kasser
and Ryan 1993; Srivastava et al. 2001; Sacks et al. 2012),
yet the question remains largely unanswered. While some
evidence suggests that financial aspirations have detrimental consequences for individuals’ health (e.g., lower
self-actualization, global adjustment, vitality, and physical
health; Carver and Baird 1998; Kasser and Ryan 1993,
1996), other findings indicate that certain motives for
making money are positively related to individuals’ subjective well-being and mental health (Gard̄arsdóttir et al.
2009; Srivastava et al. 2001). A potential explanation for
these seemingly contradictory findings may lie in
researchers’ different conceptualizations of the relevant
key concepts. Hence, the goal of our research was to
improve our understanding of individuals’ motives for
making money. Moreover, the present study aimed to
clarify our understanding of why certain motives for
making money may lead to enhanced well-being and others
to increased ill-being, by investigating the psychological
mechanisms underlying these relationships. Self-determination theory (SDT; Deci and Ryan 2000) was used as an
explanatory model, as it provides valuable insight into why
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and how motives for making money can impact psychological health by highlighting the role of the basic psychological needs within these relationships.
In order to achieve these objectives, two studies were
conducted with two working samples. In Study 1, our
starting point was Srivastava et al.’s (2001) conceptualization of individuals’ motives for making money, as represented by their Motives for Making Money Scale (MMMS).
We tested the structure of this scale and investigated the
factorial configuration offering the best representation of
individuals’ motives for making money. In Study 2, using
this new factorial structure, we tested the relationship
between individuals’ money motives and psychological
health, conceptualized using indicators of both well-being
and ill-being. In addition, we examined how individuals’
basic psychological needs underlie this relationship. More
specifically, the mediating role of need satisfaction and
frustration in the relationship between individuals’ money
motives and psychological health was tested.
In the following section, we present the theoretical and
empirical arguments that contributed to our specific
hypotheses. More precisely, we first review the current
literature on the relationship between money motives and
psychological health, before examining in greater detail the
findings pertaining to Srivastava et al.’s (2001) MMMS
and highlighting important theoretical limitations of this
scale.

Motives for making money and well-being
It is commonly proposed that although money can bring
individuals some form of contentment, it will not buy them
long-lasting happiness regardless of how much they earn
(e.g., Ashkanasy 2011; Diener et al. 2013; Kasser 2002;
Sacks et al. 2012). Indeed, although research has shown that,
at a societal level, wealthier individuals tend to be happier
than less wealthy individuals (Blanchflower and Oswald
2011; Diener et al. 2013; Sacks et al. 2012), at an individual
level of analysis, personal income does not seem to adequately predict people’s own well-being (Ashkanasy 2011).
Most importantly, research has shown that the relationship
between personal income and subjective well-being is rather
weak, especially for middle- and upper-class individuals in
wealthy countries (Diener and Biswas-Diener 2002). In fact,
for these individuals, earning a high income has little impact
on well-being (Diener and Biswas-Diener 2002). For
example, the General Social Survey, administered to close to
48,000 Americans since 1972, indicates that on a four-point
scale, average subjective well-being ratings only rise 0.22
points between Americans earning below $25,000 and
Americans earning above $75,000 (Blanchflower and
Oswald 2011). In addition, the results show that subjective
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well-being in wealthy countries has remained fairly
stable over recent decades despite steady increases in personal income (Blanchflower and Oswald 2011).
Furthermore, other studies have shown that individuals
who value financial success above other life goals (e.g.,
affiliation, self-acceptance, community) experience less
well-being than those who do not (Kasser and Ryan 1993,
1996). For example, in three studies, Kasser and Ryan
(1993) showed that placing high importance on financial
aspirations was associated with lower self-actualization
and vitality among undergraduate students, and with lower
global functioning and social activity as well as increased
behavioral problems among teenagers. Placing high
importance on extrinsic goals such as financial aspirations
was also related to greater physical symptoms in adults and
greater depression in undergraduate students (Kasser and
Ryan 1996). Based on their findings, Kasser and Ryan
(1996) concluded that the American Dream of being rich
and famous was chimerical and even detrimental to young
citizens, a conclusion that launched a debate that has now
lasted for over two decades.
Although the findings presented above have appealed to
many researchers (e.g., Sirgy 1998), others have argued that
money can provide some form of contentment and that
desiring it does not necessarily cause individuals any harm
(e.g., Carver and Baird 1998). For instance, as a reply to
Kasser and Ryan’s (1993, 1996) studies, Carver and Baird
(1998) asked the question, ‘‘Is it what you want or why you
want it that matters?’’ In their study among undergraduate
students, the authors found that individuals who endorsed
greater financial aspirations experienced less self-actualization, whereas individuals who endorsed greater communal aspirations experienced greater self-actualization.
However, their results also showed that financial aspirations
were positively related to self-actualization when individuals desired financial success for intrinsic reasons such as
personal fun and satisfaction (e.g., ‘‘because it would be
satisfying to have a job that pays well’’). Inversely, financial
aspirations were negatively related to self-actualization
when individuals desired financial success for extrinsic
reasons such as social pressure (e.g., ‘‘because people will
respect me if I’m financially successful’’). In light of these
findings, it appeared that financial aspirations could
potentially be less detrimental for individuals’ psychological health than Kasser and Ryan had proposed (1993, 1996),
depending on the motives underlying these aspirations.

Motives for Making Money Scale (MMMS)
Srivastava et al. (2001) went a step further in their interpretation of Carver and Baird’s (1998) findings, and, along
with a few other researchers (e.g., Lea and Webley 2014),
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suggested that money was simply a means to an end, since
most people aspire to attain financial success in order to
fulfill other life goals. From this perspective, money is a
tool enabling individuals to satisfy their needs and desires.
In other words, money can be viewed as an intermediary
that simplifies exchanges between individuals and their
environment in order to achieve valued outcomes (Lea and
Webbley 2014). In line with this, Srivastava et al. (2001)
argued that Carver and Baird’s (1998) study was limitative,
as it only focused on a restricted number of reasons for
aspiring to financial success. Indeed, according to Srivastava et al. (2001), considering only (1) extrinsic financial
aspirations: social pressure (e.g., ‘‘because it’s something
you’re supposed to do’’), family considerations (e.g.,
‘‘because it will make my family proud of me’’), and
admiration or respect from others (e.g., ‘‘because people
will respect me if I’m financially successful’’), as well as (2)
intrinsic financial aspirations: fun (e.g., ‘‘because it would
be fun to have a job that pays well’’), promotion of selfdetermination (e.g., ‘‘because it’s important to me to have
the freedom to do what I choose’’), and personal satisfaction (e.g., ‘‘because it would be satisfying to have a job that
pays well’’), offered a very limited representation of individuals’ motives for making money.
Consequently, Srivastava et al. (2001) suggested that
considering a broader range of motives would allow
researchers to better understand the complex relationship
between motives for making money and well-being. Hence,
with a team of seven researchers, they reviewed existing
money scales and generated a list of seventeen motives, for
which they developed three items per motive. They then
submitted the 51-item survey to 240 business students
(mean age = 24; mean work experience = 3 years).
Through exploratory factor analysis (EFA; Costello and
Osborne 2005; Floyd and Widaman 1995), thirty items were
retained and regrouped in ten meaningful factors representing individuals’ main money motives: security (e.g., ‘‘to
maintain a reasonable bank balance for emergencies’’),
family support (e.g., ‘‘to take care of the college education
of my children’’), market worth (e.g., ‘‘to get just compensation for my work’’), pride (e.g., ‘‘to know that I can deal
with life challenges’’), leisure (e.g., ‘‘to spend time and
money on my hobbies’’), freedom (e.g., ‘‘to direct my own
life with no interference from any other’’), impulse (e.g., ‘‘to
spend money on impulse’’), charity (e.g., ‘‘to donate money
to those who need it’’), social comparison (e.g., ‘‘to have a
house and cars that are better than those of my neighbors’’),
and overcoming self-doubt (e.g., ‘‘to prove that I am not as
dumb as some people assumed’’).
In a second sample of 266 business students (mean
age = 23 years old; mean work experience = 3 years),
Srivastava et al. (2001) replicated the scale’s ten first-order
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factor structure using confirmatory factor analysis (CFA).
Second-order exploratory factor analyses were consequently conducted and revealed a three second-order factor
structure. More specifically, security, family support,
market worth, and pride were identified as positive motives
reflecting one’s life achievement and competency in
meeting basic life necessities, whereas social comparison
and overcoming self-doubt were grouped as negative
motives reflecting one’s desire to feel confident and superior, and to have power over others. As for leisure, freedom, impulse, and charity, they were considered freedom
of action motives, illustrating one’s ability to spend money
as desired.

Replication of the original factor structure
of the MMMS
Few studies have measured individuals’ money motives
using the complete version of the MMMS as proposed by
Srivastava et al. (2001). Indeed, although some research
has been conducted on these motives (e.g., Gard̄arsdóttir
et al. 2009; Lim and Sng 2006; Robak et al. 2007), many
studies have focused on a few dimensions of the scale (e.g.,
only the negative motives; Giacomantonio et al. 2013; Lim
and Sng 2006) or even a limited set of items (e.g., Gard̄arsdóttir et al. 2009). For example, Gard̄arsdóttir et al.
(2009) used only four of the original twelve items to
measure positive motives, four of the original six items to
measure negative motives, and they did not assess freedom
of action motives.
Moreover, the few studies that have used the complete
MMMS have not been able to replicate the originally
proposed factorial structure (e.g., Burke 2004; Robak
et al. 2007). For example, through EFA, Burke (2004)
found a two second-order factor structure underlying the
items of the MMMS, as opposed to the three second-order
factor structure proposed by Srivastava et al. (2001).
More specifically, Burke (2004) obtained a second-order
factor structure with positive motives (i.e., security, family
support, market worth, and pride) as in the MMMS validation study. However, as opposed to Srivastava et al.
(2001), the negative motives in Burke’s structure included
not only social comparison and overcoming self-doubt,
but also impulse, leisure, and freedom. As a result, the
original second-order factor freedom of action motives
was not replicated, as it only included the first-order
factor charity.
Given the limited number of studies that have fully
investigated the MMMS and the divergent results they
have produced, it seemed important to revisit the factorial
structure of this scale.
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Study 1: Goal
Study 1 therefore aimed to investigate the factorial structure of the MMMS, with the objective of replicating the ten
first-factor factorial structure initially obtained by Srivastava et al. (2001). Indeed, Study 1 investigated whether a
different second-order factorial structure could more adequately represent individuals’ money motives. Based on
SDT, we propose that the ten motives identified by Srivastava et al. (2001) have inherent common denominators
at their roots that can be used to conceptualize and categorize them to better explain their positive and negative
effects on individuals’ psychological health.
Specifically, the original positive motives family support
and security may be better conceived as basic money
motives for making money as they reflect a general desire
to make money to attain basic life necessities and financial
security. Pursuing money to be able to afford basic living
requirements such as decent housing and emergencies
(security) and to support one’s family by offering education and financial security to one’s children (family support) may convey the sense of responsibility that most
individuals experience as they grow older and start earning
an income. As such, family support and security may be
better conceptualized separately from the other motives
and grouped as financial stability motives reflecting a
general desire to ensure one’s stable financial situation
(Tables 1, 2).
In addition to these financial stability motives for
making money, individuals may hold two distinct types of
money motives. Much as Sheldon and Elliot (1999) suggested that goals can be integrated or non-integrated with
the self, depending on whether they are in line with individuals’ personal values and psychological growth, we
suggest that the remaining eight first-order factors could be
better grouped into two distinct categories representing
either self-integrated or non-integrated motives for making
money.
In line with SDT, self-integrated motives for making
money could be conceptualized as those that promote
personal growth in psychologically healthy environments
(Deci and Ryan 2000). In this light, it appears that the
original freedom of action motives leisure, freedom, and
charity along with the original positive motives market
worth and pride could be categorized as self-integrated
motives, given that all five directly encourage individuals’
personal growth in psychologically healthy environments.
More precisely, the money motives to earn fair compensation for one’s work, thinking and effort (market worth),
to donate money and spend volunteering time for causes
that one values (charity), to spend time and enjoy one’s
leisure and hobbies (leisure), to know that one can deal
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with life challenges (pride), and to direct one’s life without
enduring external interference or having to justify what one
does (freedom) all appear to be aimed at sustaining individuals’ optimal social, emotional, and physical development in various contexts. Whether through involvement in
charity, leisure, or work activities, individuals who endorse
these motives for making money seem to strive toward
positive self-growth in a healthy and appropriate way.
Accordingly, self-integrated motives could thus include the
money motives pride, charity, market worth, freedom, and
leisure.
In contrast, non-integrated motives for making money
could be conceptualized as those that promote neither
personal growth nor psychologically healthy environments.
In this light, the original negative motives social comparison and overcoming self-doubt, along with the original
freedom of action motive impulse, could be more appropriately categorized as non-integrated motives as they
actively impede both personal growth and development of
psychologically healthy environments. As such, they
appear to be compensatory motives to the extent that
individuals pursuing money for these motives could
potentially do so to compensate for deficiencies within
themselves or in their social environments. For instance,
some researchers have suggested that individuals with
social deficiencies may be tempted to seek money as an
alternative path to becoming socially accepted, valued, and
liked (e.g., Banerjee and Dittmar 2008; Mead and Stuppy
2014, Mead et al. 2011). From this perspective, making
money to attract attention, show off, and have more
material possessions than friends, family, and neighbors
(overcoming self-doubt) does not appear to foster healthy
social environments or psychological states, nor does
making money to prove that one is not incompetent as
others have claimed (social comparison). Finally, wanting
to make money to be able to spend just for the thrill of it
(impulse) seems to be an unhealthy and risky personal
investment. Together, these motives for making money
seem to stem from a desire to compensate for the absence
of more psychologically meaningful and sustainable elements in one’s social context (e.g., feeling socially
accepted, valued, supported, competent, in control). In
other words, individuals with non-integrated money
motives such as seeking money to overcome self-doubt and
to make social comparisons may be perpetuating an
unfulfilling cycle in which they seek money to compensate
for social deficiencies instead of seeking to invest in
activities that are more likely to fulfill their needs for
relatedness, competence and autonomy. In other words,
individuals with non-integrated money motives may be
seeking money to invest in activities that are costly for
their psychological health. Given these considerations,
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Table 1 Study 1 descriptives and correlations between variables (N = 529)
Variables

Mean

SD

1. Financial stability
motives

1

2

3

4

5

6

7

8

9

10

11

12

–

2. Security

6.07

.91

–

3. Family

4.94

1.46

–

4. Self-integrated motives

–

–
.24**
–

–
–

–

5. Market Worth

5.73

1.01

–

.36**

.12**

–

–

6. Pride

5.63

1.08

–

.39**

.12**

–

.45**

–

7. Leisure
8. Charity

5.06
4.50

1.04
1.11

–
–

.27**
.11**

-.04
.16**

–
–

.36**
.14**

.39**
.09

–
.18**

–

9. Freedom

4.07

1.44

–

-.02

.06

–

.12**

.13**

.24 **

.27**

–

–

–

–

–

–

–

–

–

–

–

-.03

-.07

–

.09*

.15**

.35**

.09*

.22**

–

10. Non-integrated motives
11. Impulse

2.31

1.12

–

–

12. Self-doubt

2.81

1.64

–

-.06

.09*

–

.12**

.27**

.17**

.05

.17**

–

.61**

–

13. Social comparison

2.00

1.25

–

-.06

.05

–

.08

.17**

.18**

.04

.23**

–

.36**

.63**

** p \ .01; * p \ .05

non-integrated motives could include the money motives
impulse, social comparison, and overcoming self-doubt.
Hence, in Study 1, we aimed to test this newly proposed
three second-order factor structure and compare it to the
original three second-order factor structure of the MMMS.
Study 1 addressed another important limitation of past
research concerning financial aspirations by examining
money motives in a sample of full-time working adults as
opposed to students, the population studied in most previous investigations (e.g., Burke 2004; Robak et al. 2007;
Studies 1a and 1b in Gad̄arsdóttir et al. 2009; Study 1 in
Giacomantonio et al. 2013; Studies 1 and 2 in Srivastava
et al. 2001). As such, this study was intended to provide
new insight into the money motives debate and to improve
the ecological validity of the scale, given that, by definition, the work context represents the life domain in which
most individuals earn money (Milkovich and Newman,
2007).

information such as gender, age, organizational tenure, and
salary, which are customary in industrial and organizational psychology studies (e.g., Hogg and Terry 2000; Tsui
and O’reilly 1989). As such, not requiring the name of
participants’ employers prevented us from matching their
data to any specific organization and ensured their anonymity. In total, 538 employees took part in the study. The
majority were women (57.3 %) between 35 and 54 years of
age (66.2 %) working in the private sector (for profit;
59.7 %). Moreover, 53.1 % had an annual salary (including
bonuses) of $90,000 or less, and the majority (87.5 %)
worked full-time. Informed consent was obtained from all
participants included in the study. The study included the
30-item Motives for Making Money Scale (Srivastava et al.
2001), which evaluates the ten money motives with three
items each. Participants were asked to rate on a scale from
1 (totally unimportant) to 10 (extremely important) the
importance of each motive for making money.

Study 1: Method

Study 1: Results

Participants and measures

Preliminary analyses

Data for Study 1 was collected with the help of a consultation firm that agreed to send an email to employees of its
client organizations. Employees were invited to complete
the study and/or share it within their organizations. Participation was voluntary and anonymous, and took place at
the location of their choosing (e.g., office, home) provided
that it had internet access. Participants were not required to
provide any identifiable data other than socio-demographic

A MANOVA was performed to test whether the ten
motives differed according to background variables (i.e.,
gender, age, job status, type of organization and annual
salary). No significant differences were found.
In order to investigate the factorial structure of the
MMMS, Confirmatory Factor Analysis (CFA) using Mplus
(Muthén and Muthén 2012) was conducted. Four goodnessof-fit indices were used: the Comparative Fit Index (CFI),
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4.19

8. Relatedness
satisfaction

1.85

5.67

3.70

1.40

1.79

12. Relatedness
Frustration
13. Well-being

14. Satisfaction
with life

15. Positive affect

18. Negative
affect

.05

.12**

.35**

–

** p \ .01; * p \ .05

.61

–

–
.05

.01

.03

–

16. Ill-being

17. Depression

.440

.11**

.05

.09*

–
–

.04

–

.05

.05

.05

.11**

.04

-.05

2

–

.59

1.02

.92

–

2.32

11. Competence
Frustration

1.18

–

2.35

10. Autonomy
frustration

1.13

–

–

9. Need
frustration

.64

–

4.11

7. Competence
satisfaction

.60

–

.635

3.80

–

6. Autonomy
satisfaction

1.26

–

–

–

1

–

2.53

4. Non-integrated
motives

1.07

1.52

SD

5. Need
satisfaction

6.19

7.56

1. Second-order
motives
2. Financial
Stability
Motives

3. Self-integrated
Motives

Mean

Variables

.04

.15**

.17**

.18**

.19**

.06

.14**

.07

.12**

.46**

–

.14**

.04

.09*

.13**

-.02

3

.12**

–

.24**

.19**

.24**

-.80*

-.17**

-.16**

.31**

.32**

.33**

.37**

-.14**

-.09*

-.04

4

–

–

–

–

–

–

-.36**

–

–

.55**

–

–

–

-.39**

5

Table 2 Study 2 descriptives and correlations between variables (N = 741)

–

.33**

.37**

–

-.34**

-.37**

–

.38**

.48**

–

-.26**

-.42**

-.44**

6

–

.28**

–

-.08*

-.18**

–

.40**

.27**

–

-.05

-.17**

-.17**

7

–

–

-.17**

-.19**

–

.20**

.32**

–

-.25*

-.23**

-.23**

8

–

–

–

–

–

–

.60**

–

–

-.42**

9

–

.42**

.45**

–

-.24**

-.38**

–

.58**

.74**

10

–

.52**

.49**

–

-.28**

-.49

–

.61**

11

–

–

.45**

.38**

–

-.08*

-.38**

12

–

–

–

–

–

-.52**

13

–

-.40**

-.48**

–

.34**

14

–

–

-.17**

-.34**

15

–

–

–

16

.56**

–

17
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Tucker–Lewis Index (TLI), Root Mean Square Error of
Approximation (RMSEA), and Standardized Root Mean
Square Residual (SRMR). Generally, values higher than
.90 for the CFI and the TLI indicate an acceptable fit
(Hoyle 1995; Schumacher and Lomax 1996a, b), and values lower than .08 for the RMSEA as well as the SRMR
suggest an adequate fit (Browne and Cudeck 1993; Hu and
Bentler 1999). A first measurement model (M1) was tested
in which all items loaded on their respective factor (tenfactor structure). This model provided a good fit to the data
(see Table 3).

the model modification indices suggested that the inclusion
of one covariance between an item pertaining to pride (i.e.,
‘‘to know that I can deal with life’s challenges’’) and the
first-order factor security would significantly improve
model fit. Given the conceptual overlap between the two, it
was decided to modify to factorial model to include this
covariance (Byrne 2012). A third measurement model
(M3), consisting of M2 with the inclusion of the covariance, fit the data well and provided a significantly better fit
than M1 (see Table 3). It also provided a significantly
better fit to the data than the three second-order factor
solution (M4) proposed by Srivastava et al. (2001; see
Table 3).

Testing of the proposed second-order structure
Second-order Confirmatory Factor Analysis (CFA) was
performed subsequently in order to investigate a secondorder factor structure underlying the ten motives. In line
with SDT, a second-order factor solution (M2) was tested
containing three second-order factors: (1) ‘‘financial stability motives’’ comprised of two first-order factors (security and family), (2) ‘‘self-integrated motives’’ comprised
of five first-order factors (charity, market worth, freedom,
pride, and leisure) and (2) ‘‘non-integrated motives’’
comprised of three first-order factors (impulse, overcoming
self-doubt, and social comparison). This model provided a
good fit to the data (see Table 3). However, inspection of

Study 1: Discussion
The results of Study 1 support the relevance of investigating employees’ motives for making money through
the theoretical lens of self-determination theory. More
specifically, motives for making money appear to be
better conceptualized as either financial stability motives,
or self-integrated and non-integrated motives, depending
on whether they are aimed at ensuring the stability
of one’s financial situation, or at encouraging or
impeding personal growth in psychologically healthy
environments.

Table 3 Fit indices for the tested models
Model description

v2

df

CFI

TLI

RMSEA and 90 % CI

SRMR

TRd

Ddf

Study 1
M1:10 factor structure

913.83

360

.91

.89

.054 (.050–.058)

M2: SDT-based second order structure

1048.47

392

.89

.88

.056 (.052–.060)

.060
.080

M3: SDT-based second order structure
(?covariance)

1042.92

391

.90

.88

.056 (.052–.060)

.080

M3 versus M2 20.35**

1

M4: Initial second order structure

1048.34

392

.89

.88

.056 (.052–.060)

.080

M3 versus M4 6.86**

1

M5: Measurement model (7 factors)
M6: Measurement model (Singlefactor model)

469.12
1739.45

144
168

.91
.59

.89
.53

.056 (.050–.061)
.113 (.108–.118)

.049
.110

M5 versus M6 1233.28**

M7: Need satisfaction/frustration 2 s
order factor structure

454.87

182

.935

.925

M8: Need satisfaction/frustration 3 s
order factor structure
M9: Proposed model (minus link from
financial stability and need
satisfaction/frustration

516.519

180

.920

.904

524.91

156

.90

.88

M10: M9 ? cross-links

481.230

152

.91

.89

.054 (.049–.060)

.050

M10 versus M9 42.65**

4

M11: M10 ? direct links from
motives to well/ill-being

476.845

146

.91

.88

.056 (.050–.061)

.050

M11 versus M10 4.04 n.s.

6

Study 2

0.46 (.041–.051)
.051 (.046–.057)
0.57 (.052–.060)

24

.050
.064

M8 versus M7 -37.6176 n.s.

.062

CFI comparative fit index, TLI Tuckey–Lewis Index, RMSEA root mean square error of approximation; CI confidence interval, SRMR standardized root mean square, TRd Sattora–Bentler Scaled Chi Square Difference
** p \ .001
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Study 2
On the basis of the findings obtained in Study 1, Study 2
focused on self-integrated and non-integrated money
motives and aimed to examine their differential predictive
effect, above and beyond that of financial stability motives,
on individuals’ psychological health, conceptualized as
well-being and ill-being. More importantly, Study 2
investigated the underlying mechanisms explaining why
certain motives for making money are beneficial to wellbeing, while others are detrimental and could potentially
lead to ill-being. Whereas researchers (e.g., Sheldon et al.
2004) have suggested that differences in interpersonal
relationships, self-worth contingencies, social comparison,
and energy levels may explain the differential effect of
money motives on psychological health, we suggest that it
is due to differences in psychological need satisfaction and
frustration. Our interpretation is aligned with Sheldon and
Elliot’s (1999) proposition that individuals can choose to
pursue goals that have the potential to maximize their
psychological need satisfaction. Such potential can either
be optimal, when the chosen goal is in line with one’s
personal values and psychological growth, as in the case of
self-integrated money motives, or sub-optimal, when the
chosen goal does not promote long-term personal growth,
as in the case of non-integrated money motives (Sheldon
and Elliot 1999; Brown et al. 2009; Grouzet et al. 2005;
Kasser 2011; Kasser and Ahuvia 2002; Kasser et al. 2007,
2014). We thus hypothesize that psychological need satisfaction and frustration mediate the relationship between
self-integrated and non-integrated money motives and
psychological health. In the next sections, we present in
greater detail the notions of psychological need satisfaction
and frustration as well as their relationship to individuals’
psychological health. We also present the theoretical and
empirical foundation supporting their hypothesized relationships with the two types of money motives.

Self-determination theory
According to SDT, all humans possess three basic psychological needs that are more or less likely to be satisfied
depending on individuals’ contexts: the needs for competence, autonomy, and relatedness (Deci and Ryan 2000;
Sheldon et al. 2011). In regard to the need for competence,
individuals must believe they can modify their environment, overcome challenges it presents using their skills,
and achieve their desired outcomes within it (Deci and
Ryan 2000; Hofer and Busch 2011). As for the need for
autonomy, individuals must have a sense of volition in
engaging in their activities and be able to act in
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concordance with their true self and values (Chirkov et al.
2011; Deci and Ryan 2000). Finally, the human need for
relatedness is expressed as the desire to feel connected to
others in a personally meaningful way (Deci and Ryan
2000; Lavigne et al. 2011).

Need satisfaction and well-being
SDT further proposes that satisfaction of these three psychological needs ensures mental health and optimal human
functioning. Past research, including in the work context,
has indeed supported this claim (e.g., Gillet et al. 2012a;
Van de Broeck et al. 2010; Gagné et al. 2015; Trépanier
et al. 2015). For example, Van de Broeck et al. (2010)
found that need satisfaction was associated with greater
vigor at work. Other research found need satisfaction to be
positively associated with job satisfaction, and hedonic as
well as eudaimonic well-being (Gillet et al. 2012a, b).

Need satisfaction and self-integrated money
motives
In line with our new conceptualization of the money motives,
we argue that only self-integrated money motives can have a
positive impact on individuals’ psychological health by
satisfying their psychological needs. More specifically,
based on the conceptualization of money motives found in
Study 1, self-integrated motives (pride, charity, market
worth, freedom, and leisure) are likely to contribute to
individuals’ life goals aimed at fulfilling their psychological
needs for competence, autonomy, and relatedness. For
example, having the financial goal of making enough money
to direct one’s life independently, without external help or
interference, and without having to justify every action taken
may help satisfy one’s psychological needs for autonomy
and competence. Similarly, wanting a fair compensation for
one’s work and skills in the current job market could be a way
for individuals to feel competent. As such, earning a high
salary as an acknowledgement that one has acquired the
necessary skills and reached a high level of expertise in a
specific job domain may contribute positively to one’s psychological need for competence. Wanting money to be able
to help others and to engage in leisure activities may also
contribute positively to individuals’ psychological need for
relatedness, as it enables them to feel connected to significant
others. Hence, self-integrated money motives are likely to
lead to greater need satisfaction.
Hypothesis 1a Self-integrated money motives are positively associated with need satisfaction.
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Hypothesis 2a Need satisfaction is positively associated
with well-being.

Need frustration and ill-being
Nonetheless, while extensive research has found need satisfaction to be a strong predictor of well-being, recent work
suggests that it may not the best predictor of ill-being (e.g.,
depressive symptoms). This claim is further supported by
empirical findings suggesting that well-being and ill-being
are not opposite ends of a continuum and should rather be
conceptualized as two distinct yet related dimensions of
mental health (Ryff et al. 2006). In line with this new dual
conceptualization of psychological health, researchers have
begun investigating whether need frustration (i.e., the
perception that one’s psychological needs are actively
being thwarted), provides a better explanation of individuals’ sub-optimal functioning (Bartholomew et al. 2011a,
b; Vansteenkiste and Ryan 2013; Gunnell et al. 2014). In
other words, by encompassing instances where individuals
experience actual feelings of rejection (as opposed to not
feeling related), incompetence (as opposed to not feeling
competent), and oppression (as opposed to not feeling
volitional), need frustration may better predict individuals’
ill-being (Bartholomew et al. 2011a, b). To this day, findings from many studies, including in the work context,
concur with this argument (e.g., Bartholomew et al. 2014;
Gunnell et al. 2013). Indeed, recent studies conducted by
Bartholomew et al. (2011a, b) showed that need satisfaction and need frustration have distinct outcomes. More
specifically, they showed that need satisfaction was more
strongly related to well-being (i.e., vitality and positive
affect), while need frustration better predicted ill-being
(i.e., depression, negative affect, burnout, disordered eating, and physical symptoms). In their second set of studies,
Bartholomew et al. (2011a, b) replicated their findings
regarding need satisfaction and vitality, and further
expanded their findings for need frustration, revealing its
strong link with emotional and physical exhaustion.

Need frustration and non-integrated money
motives
On the basis of our new conceptualization of the money
motives, we argue that non-integrated money motives lead
to ill-being because they increase need frustration. Indeed,
non-integrated motives (impulse, social comparison, and
overcoming self-doubt) seem to contribute to life goals that
may be counter to individuals’ healthy psychological
growth. Individuals with non-integrated motives for making money invest their energy in sub-optimal social and
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emotional environments that are likely to increase their
need frustration. Through compensatory strategies, these
individuals choose to pursue money for activities and
experiences that bring short-lived pleasant feelings, and
that encourage feelings of isolation, incompetence, competition, pressure, and overall need frustration for the long
haul (Van den Broeck et al. 2008a, b). For example,
making money to attract attention, show off, and accumulate more material possessions than others (social
comparison) might provide temporary relief, but will not
sustain long-term psychological, emotional, and social
development. This also seems to be the case for the money
motives to spend money just for the thrill of it (impulse),
and to prove to others that one isn’t incompetent, dumb, or
failing (overcoming self-doubt). By investing in these types
of activities and experiences, individuals with non-integrated money motives risk actively impeding their psychological needs. As such, we argue that non-integrated
money motives, as a whole, are likely to lead to greater
need frustration.
Hypothesis 1b Non-integrated money motives are positively associated with need frustration.
Hypothesis 2b
with ill-being.

Need frustration is positively associated

Money motives, psychological needs
and psychological health
Similar to our conceptualization of self-integrated and nonintegrated money motives, some researchers have investigated the differential effect of material and experiential
purchases on individuals’ well-being (e.g., Carter 2014;
Dunn et al. 2011; Howell and Hill 2009; Kahneman et al.
2006). More precisely, studies show that psychological
need satisfaction mediates the relationship between experiential purchases, which could be conceived as self-integrated money motives as they include spending money on
events such as leisure and charity, and individuals’ subsequent well-being (e.g., Howell and Hill 2009; Howell et al.
2013; Nicolao et al. 2009). As such, individuals experience
greater psychological need satisfaction when spending on
experiential purchases, and subsequently report greater
vitality and happiness (Howell and Hill 2009; Nicolao et al.
2009). Howell et al. (2013) further demonstrated in a multisample study that psychological need satisfaction mediates
the relationship between individuals’ affluence and their
psychological health, as measured by life satisfaction.
In accordance with these findings, we use the concept of
psychological need frustration and hypothesize that need
satisfaction and need frustration play distinct mediating
roles in the relationships between money motives and
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psychological health. More specifically, we propose the
following meditational hypotheses while controlling for the
effect of financial stability motives:
Hypothesis 3a Need satisfaction mediates the relationship between self-integrated money motives and wellbeing.
Hypothesis 3b Need frustration mediates the relationship
between non-integrated money motives and ill-being.

Study 2: Method
Participants
Data for Study 2 was collected through the listserv of the
professional order of Certified Human Resources Professionals (CHRP) in the province of Québec, Canada.
French-speaking members of this professional order
received an email inviting them to complete an online
study concerning their financial aspirations as well as their
psychological health. Participation in this study was voluntary and anonymous and took place at the location of
their choice (e.g., office, home) provided that it had internet
access. Similar to Study 1, participants were not required to
provide any identifiable data other than socio-demographic
information such as gender, age, organizational tenure, and
salary, and were not required to indicate the name of their
employer, which ensured their anonymity. In total, 748
employees took part in the study. Informed consent was
obtained from all participants included in this study. The
majority were women (71.9 %), had a mean age of 41.02
(SD = 10.81), worked in the private sector (for profit;
58.4 %), and were full-time workers (85.6 %). Moreover,
56.1 % of the participants had an annual salary (including
bonuses) of $75,000 or less. As such, the final sample
obtained was fairly representative of the professional
order’s membership, of whom 61 % are women, 89 % are
aged between 26 and 55 years old, and 60 % work in the
private sector.
Measures
In this study, all measures were administered in French.
Following the guidelines of the International Test Commission (Hambleton 1993), scales that were not available
in French were translated using the back-translation procedure with independent bilingual judges (Vallerand 1989).
Hancock’s coefficient (i.e., coefficient H) was calculated
using standardized factor loadings to determine the reliability of measures (Hancock and Mueller 2001). This
coefficient estimates the stability of the latent construct
across multiple observed variables. Values equal to or
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greater than .70 are deemed satisfactory (Hancock and
Mueller 2001).
Motives for making money
As in Study 1, Srivastava et al.’s (2001) MMMS was used
to assess employees’ motives for making money. Based on
the results of Study 1, a second-order factor structure
regrouping the ten first-order factors into three secondorder factors was used in the SEM analyses: (1) ‘‘financial
stability’’ (security and family; H = .74) ‘‘self-integrated
motives’’ (pride, charity, market worth, freedom, and leisure; H = .87) and (2) ‘‘non-integrated motives’’ (impulse,
overcoming self-doubt, and social comparison; H = .84).
Need satisfaction
The Balanced Measure of Psychological Needs Scale
(Sheldon and Hilpert 2012) was used to assess the satisfaction of the needs for autonomy (e.g., ‘‘I am free to do
things my own way’’; 3 items; H = .66), competence (e.g.,
‘‘I take on and master hard challenges’’; 3 items; H = .79),
and relatedness (e.g., ‘‘I feel close and connected with
other people who are important to me’’; 3 items; H = .71).
Participants were asked to indicate the extent to which they
agreed with the proposed statements. Items were rated on a
five-point scale ranging from 1 (totally disagree) to 5 (totally agree). In accordance with previous research, mean
scores of the three subscales were used as indicators of the
latent construct of need satisfaction (Gillet et al. 2012a, b).
Need frustration
The adapted French version (Gillet et al. 2012b) of the
Psychological Need Thwarting Scale (Bartholomew et al.
2011a, b) was used to assess the frustration of the needs for
autonomy (e.g., ‘‘I feel prevented from making choices with
regard to the way I do things’’; 4 items; H = .82), competence (e.g., ‘‘There are situations where I am made to
feel inadequate’’; 4 items; H = .87), and relatedness (e.g.,
‘‘I feel other people dislike me’’; 4 items; a = .82). Participants were asked to indicate the extent to which they
agreed with the proposed statements. Items were rated on a
seven-point scale ranging from 1 (totally disagree) to 7
(totally agree). In accordance with previous research, mean
scores of the three subscales were used as indicators of the
latent construct of need frustration (Bartholomew et al.
2011a, b).
Well-being
Employee well-being was conceptualized with two indicators: positive affect and life satisfaction. Positive affect
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was assessed using Thompson’s (2007) Short-Form version
of the Positive and Negative Affect Schedule (PANAS).
On a five-point scale ranging from 1 (not at all) to 5 (extremely), participants were asked to indicate the extent to
which they felt different feelings and emotions during the
past weeks (e.g., ‘‘inspired’’; 5 items; H = .76). Life satisfaction was assessed using Diener, Emmons, Larson, and
Griffin’s (1985) five-item Satisfaction with Life Scale (e.g.,
‘‘I am satisfied with my life’’; H = .89). Participants were
asked to indicate their agreement with the proposed statements on a seven-point scale ranging from 1 (strongly
disagree) to 7 (strongly agree). In the present study, the
mean scores of the positive affect subscale and of the life
satisfaction scale were used as indicators of the latent
factor of well-being.
Ill-being
Employee ill-being was conceptualized with two indicators: negative affect and depressive symptoms. Negative
affect was assessed using Thompson’s (2007) Short-Form
version of the Positive and Negative Affect Schedule
(PANAS). On a five-point scale ranging from 1 (not at all)
to 5 (extremely), participants were asked to indicate the
extent to which they felt different feelings and emotions
during the past weeks (e.g., ‘‘hostile’’; 5 items; H = .77).
Depressive symptoms were assessed using an adapted
version of the short-form of the Center for Epidemiologic
Studies–Depression scale (CES-D; Cole et al. 2004). On a
four-point scale ranging from 0 (rarely) to 3 (most of the
time), participants were asked to indicate how often they
experienced the proposed statements (e.g., ‘‘I felt that
everything I did was an effort’’; 8 items; H = .77). In the
present study, the mean scores of the negative affect subscale and the depressive symptom scale were used as
indicators of the latent factor of ill-being.

Study 2: Results
Statistical analyses
The adequacy of the proposed model was assessed by
structural equation modeling using Mplus (Mùthens and
Mùthens 2012). All models were tested with standardized
coefficients obtained by maximum likelihood estimation.
The goodness-of-fit of the model was evaluated using the
same indices (CFI, TLI, RMSEA, and SRMR) as in Study 1.
Preliminary analyses
A measurement model (M5), in which indicators of the
variables included in the structural model (money motives,
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psychological need satisfaction and frustration, psychological ill-being and well-being) loaded on their respective
latent factor, was tested. This model provided a satisfactory
fit to the data (see Table 3) and all indicators had significant loadings on their corresponding latent factor. Given
that all data were self-reported, we then ran a single-factor
model (M6) to test for common method bias (CMB). This
model provided a poor fit to the data (see Table 3), suggesting that CMB was unlikely to distort the interpretation
of relationships among the studied variables. Next, to
confirm that need satisfaction and need frustration were
distinct constructs, two second-order models were tested
and compared. M7 included two second-order factors: (1)
need satisfaction and (2) need frustration, with three firstorder factors each: autonomy, competence, and relatedness.
M8 included three second-order factors: (1) need for
autonomy, (2) need for competence, and (3) need for
relatedness. Each second-order factor was represented by
two first-order factors regrouping the corresponding need
satisfaction and frustration items. As can be seen in
Table 3, M7 provides a significantly better data fit than
M8.
Next, a MANOVA was performed to test whether the
variables in the model differed according to background
variables (i.e., gender, age, job status, type of organization,
and annual salary). Since no significant differences were
found, demographic characteristics were excluded from
further analysis.
Testing of the proposed model
SEM analysis was conducted in order to test the suggested
model, which proposed indirect links from self-integrated
motives to employee psychological well-being through
need satisfaction, and from non-integrated motives to
employee ill-being through need frustration (full mediation). Prior to testing the proposed model, the correlation
table was inspected. Results show that financial stability
motives were not significantly related to need satisfaction
and need frustration. As such, a first model (M9) consisting
of the proposed model with the exclusion of the two links
between financial stability motives and need satisfaction/
frustration was tested. The model provided a relatively
satisfactory fit to the data (see Table 3). M9 was then
compared to a subsequent one (M10), which consisted of
M9 with the addition of four cross-links (i.e., self-integrated motives to need frustration, non-integrated motives
to need satisfaction, need frustration to well-being, and
need satisfaction to ill-being). This model provided a satisfactory fit to the data and a significantly better fit that M9
(see Table 3). Next, M10 was compared to a partial
mediation model (M11). M11 consisted of M10 with the
addition of six direct paths from the three types of money
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motives to employee well-being and ill-being. Although
this model provided a satisfactory fit to the data, model
comparison revealed that M11 did not provide a significantly better fit to the data than M10 (see Table 3). It was
therefore concluded that M10 was the best fitting model.
As can be seen in Fig. 1, all hypothesized links were significant. More specifically, self-integrated motives positively predicted need satisfaction but were unrelated to
need frustration, whereas non-integrated motives negatively predicted need satisfaction and positively predicted
need frustration. Moreover, need satisfaction positively
predicted well-being and negatively predicted ill-being.
The opposite pattern was observed for need frustration: it
negatively predicted employee well-being and positively
predicted employee ill-being.
In order to formally test the mediating role of need
satisfaction and need frustration in the relationship between
money motives and psychological health, 95 % CIs were
computed from 1000 bootstrap samples (MacKinnon et al.
2004; Preacher and Hayes 2008). In general, mediation
(i.e., indirect) effects are said to be significant when confidence intervals exclude zero. Results indicated several
significant indirect effects. More specifically, results
showed indirect effects of self-integrated motives [Estimate = .237 (CI = .074–.375), p = .004] and non-integrated motives [Estimate = -.322 (CI -.492 to -.179),
p \ .001] on employee well-being through need satisfaction. The indirect effect of non-integrated motives on
employee well-being through need frustration was significant [Estimate = -.066 (CI -.126 to -.016), p = .031].
Moreover, results showed significant indirect effects of
non-integrated motives on employee ill-being through need
frustration [Estimate = .285 (CI .210–.348), p \ .001] and
through need satisfaction (Estimate = .071 (CI 20–.113),
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p = .006], as well as indirect effects of self integrated motives on employee ill-being through need satisfaction [Estimate = -.052 (CI -.094 to -.017),
p = .014].

Study 2: Discussion
In terms of our predictions, Hypotheses 1a and 1b
regarding the relationship between self-integrated and nonintegrated money motives and psychological needs were
supported: self-integrated motives were positively associated with need satisfaction, whereas non-integrated
motives were positively associated with need frustration.
Non-integrated motives were also negatively associated
with need satisfaction. As expected, financial stability
motives were unrelated to either need satisfaction or need
frustration.
As for Hypotheses 2a and 2b regarding the relationship
between psychological needs and psychological health,
both were supported: need satisfaction was positively
associated with well-being, while need frustration was
positively associated with ill-being. Need satisfaction was
also found to be negatively associated to ill-being and need
frustration was found to be negatively associated to wellbeing.
In terms of the mediating role of psychological needs in
the relationship between money motives and psychological
health, results supported both Hypotheses 3a and 3b. Not
only did results indicate the mediating role of need satisfaction between self-integrated motives and well-being,
they also supported the mediating role of need satisfaction
between self-integrated motives and ill-being, between
non-integrated motives and ill-being, and between non-

Fig. 1 The final model
depicting the interplay between
motives from making money,
psychological needs, and
employee psychological health
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integrated motives and well-being. Results further supported the mediating role of need frustration in the relationships between non-integrated motives and ill-being,
and between non-integrated motives and well-being.

General discussion
Our study is arguably the first to thoroughly validate a scale
to measure individuals’ money motives—the Motives for
Making Money Scale—and to provide a potential explanation as to why self-integrated and non-integrated money
motives respectively lead to well-being and ill-being. In
Study 1, the factor structure of Srivastava et al.’s (2001)
MMMS was analyzed and the findings were in line with
previous research showing that the original factor structure
could not be replicated (e.g., Robak et al. 2007). As
expected, the second-order factor structure identified differed from Srivastava et al.’s (2001) initial structure and
revealed three second-order factors composed of financial
stability motives as well as self-integrated and non-integrated money motives. In Study 2, a structural model, in
which self-integrated money motives positively relate to
well-being through greater need satisfaction, whereas nonintegrated money motives positively relate to ill-being
through greater need frustration, was tested. Results supported this model.
Our study provides a preliminary answer regarding the
conditions under which pursuing money could be beneficial
or detrimental to individuals’ psychological health. While
much research has shown that money generally leads to
negative cognitive and affective consequences (e.g., Aknin
et al. 2009; Gard̄arsdóttir et al. 2009; Kahneman et al.
2006; Kiatpongsan and Norton 2014; Srivastava et al.
2001; Vohs et al. 2006, 2008), our study is one of the few
to have identified a potential mechanism by which money
can lead to either positive or negative consequences. As
such, our findings strengthen the argument that money has
no beneficial or detrimental value in and of itself, as it is
merely a medium through which one interacts with the
outside world (Lea and Webbley 2014; Srivastava et al.
2001). Our results show that it is actually the goals for
which individuals choose to pursue money that determine
whether it will have a positive or negative impact on their
psychological health. This aligns with Lea and Webbley’s
proposition (2014) that money enables us to satisfy our
biologically rooted needs and desires. More precisely,
money appears to be a means that enables us to satisfy—or
not—our basic psychological needs.
From this perspective, our findings partly corroborate
those of Carver and Baird (1998) by showing that why
people want money is indeed what really matters. However, we provide a more nuanced understanding by
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showing that the reason individuals want money affects
their psychological need satisfaction and need frustration,
which then determines whether it has a positive or negative impact on their psychological health. As such, the
present findings suggest that pursuing money to promote
one’s psychological growth in a healthy environment
through leisure, freedom, charity, pride, and market worth
can lead individuals to experience greater feelings of
competence, autonomy, and relatedness. On the other
hand, pursuing money to compensate for feelings of
inadequacy and superiority through impulse, overcoming
self-doubt, and social comparison not only prevents individuals from experiencing feelings of autonomy, competence, and relatedness, but also actively frustrates these
needs.
Our present findings are directly related to those of
Niemiec et al. (2009) study, which showed that changes in
need satisfaction mediate the negative relationship between
attaining extrinsic aspirations such as financial success,
fame, and image, and changes in psychological health.
Together with these results, our study seems to suggest that
pursuing and obtaining money for reasons that are not
aligned with one’s psychological needs can be detrimental
to one’s psychological health. However, our results go a
step further by showing that on the other hand, pursuing
money for reasons that are aligned with one’s psychological needs can be beneficial to one’s psychological health.
Building upon Moller and Deci’s (2014) conclusion,
achieving financial aspirations may not constitute an empty
victory in terms of psychological health and well-being if
the reasons underlying one’s financial aspirations are selfintegrated money motives which fulfill one’s psychological
needs.

Limits
One of major limits of the present article is the crosssectional, self-reported nature of the two studies, which
increases the risk for common method bias. However,
results from a single-factor measurement model suggest
that the current results were not overly affected by such
bias (Podsakoff et al. 2003). Furthermore, many researchers have argued that self-reports are appropriate to measure
subjective appraisals and private events that are not easily
observable and translatable into behavior such as the constructs under study (e.g., Chan 2009; Conway and Lance
2010; Podsakoff et al. 2012). As such, self-reports constitute an appropriate method to measure the variables
included in the study (money motives, need satisfaction,
need frustration, well-being and ill-being), as they all
represent subjective evaluations of cognitive, emotional
and physical states and experiences.
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Nonetheless, future research should look at other indicators of well-being, including objective measures such as
duration of affect and other-reported measures such as
ratings by significant others. Similarly, future research is
also encouraged to use longitudinal designs to investigate
the temporal relationship between individuals’ money
motives, psychological needs and psychological health.
Moreover, future studies should aim to replicate the new
factor structure of the MMMS found in the present study
using other working samples. Indeed, sample restrictions
may have influenced our results since all the participants in
the present research had a professional background in
human resources or in industrial relations. For example,
although results in our studies did not reveal differences
between employees from the for-profit and the non-profit
sectors, other studies have found significant differences in
terms of salaries, motivation, and work orientation (e.g., De
Cooman et al. 2009; Goulet and Frank 2002; Mirvis and
Hackett 1983). It thus appears that individuals’ money
motives may differ according to their work field.

Conclusion
The present study provides new insight into the factorial
structure of the Motives for Making Money Scale (MMMS;
Srivastava et al. 2001) and illustrates why money (e.g.,
Furnham and Argyle 1998; Tang and Chiu 2003) can promote or hinder individuals’ psychological health. Our results
showed that self-integrated money motives increase need
satisfaction, while non-integrated money motives increase
need frustration, which in turn distinctly affect individuals’
psychological health: need satisfaction fosters well-being
whereas need frustration promotes ill-being. Future research
is encouraged to find ways to foster more self-integrated and
less non-integrated money motives.
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