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How to motivate your employees
The performance of an organization relies heavily on employee motivation. Empirical scientific and psychological shreds of evidence show that employees who are motivated perform better and boost organizational performance. To better the performance of a business organization, the following three strategies can be used to motivate employees. 
1. Set goals that can be achieved. Goals that are achievable from the pinnacle of setting strategic goals. Such goals reward employees because everyone desires to achieve. High and specific goals are effective in increasing an employee’s performance regardless of the methods used to set them. According to the study done by Gollwitzer (2014), “Goals and means that are no longer feasible and/or desirable in their current form may require individuals to adjust goal striving and to disengage from the chosen goals and means (p. 307).” Goals that are specific but difficult to achieve consistently promote better employee performance and hence promote organizational success. Achievable goals can further help the organization free up unused resources and reduce instances of negative effects such as employee frustrations. Business owners can improve employee efficiency and productivity by allocating strategic goals to various departments of the organization. Achievable goals can be highly effective if they are effectively assigned by managers who put the interest of employees at heart through logically assigning them to workers. 
2. Praise and recognize the employees for their success. The performance of an organization is a team activity and all employees irrespective of rank have equal contribution to the achievement of long-term goals. Recognition provides reinforcement and hence motivates employees. According to (Maslow, 1943), achievement and recognition produce job satisfaction and it is an intrinsic motivator. Recognition is the most simple and effective way of giving positive feedback to employees. Reminding members of their achievement and the team accomplishment encourages performance. As further stated by Ivan Pavlov (Hoffmann et al., 2012) in his classical conditioning theory, certain human behavior affects their working. Rewards motivate behavioral changes. As an organization, managers frequently need to award employees for their impressive performance to encourage them perfume better. Besides, conditioning helps in psychological preparedness of the worker in that if there is not positive output, the employee knows that there are consequences for the bad work. 
3. Allocate duties and work to employees relevant to their specialization. Various departments in any business organization operate independently in conjunction with other departments to achieve its objectives. For example, there are sales, production, and management among other departments. In every work design and job characteristic, employees have specific skills, task identity, task significance, and autonomy which provides them with the strength to perform specific tasks allocated to them. Research is done by (Locke et a., 1990) shows that the knowledge and skill an employee has is directly related to the degree of job performance proficiency (p. 332). To do their best, an employee needs very high motivation which can be made possible by allocating them duties linked to their specialization. Allocating employee's duties relevant to their specialization have proven to positively impact performance and hence improve organizational outcome. 
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