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[Jo6puHb CBiTNaHa BonognmupiBHa
KaHAMAAT eKOHOMIYHMX HayK, AOLEHT,
XapKiBCbKM1 HaLiOHaIbHUIA eKOHOMIYHWI YHIBepcuTeT imeHi CemeHa Ky3Heus

KopcyH Inna OneroBuy
CTYAEHT 4 Kypcy nepLuoro (6akasiaBpCbKOro) piBHsI BULLIOT OCBITH,
XapKiBCbKWii HaLliOHaNbHUIA EKOHOMIYHWIA YHIBEpCUTET iMeHi CeMmeHa Ky3Hels

The study is devoted to the problem of classification of needs in the context of behavioral economics. The article
examines the existing classifications and the expediency of their use for the analysis of social phenomena. The main
goal of the research is to create a generalized classification of needs for practical application in the analysis of be-
havioral processes. The proposed classification includes useful and previously incompatible elements of individual
theoretical works. A new approach is proposed, which has absorbed the positive qualities of existing concepts and
expands their boundaries. An extended classification of needs for practical application in the analysis of behavioral
processes is proposed. This classification includes useful and previously incompatible elements of separate theoret-
ical works, such as an expanded list of needs, the addition of factors that are motivating for human behavior, and de-
structive needs. What is new in the approach is the division of needs into three types depending on the level of their
necessity for life, namely: necessary for survival, generally desired and specific needs. Thus, the new classification
takes into account and extends existing approaches and can be useful for descriptive analysis in the context of be-
havioral economics. The results of the research are relevant in the context of modern economic science, as under-
standing needs and their classification can be useful for solving socio-economic problems. The practical application
of the new classification can help in the development of effective management and marketing strategies, as well as
in the analysis of the behavior and motivation of the subjects of choice, such as product consumers, investors, etc.

Keywords: classification of needs, behavioral economics, motivation theory, hierarchy of needs, analysis of
behavioral processes.

JocnigpKeHHs1 NpucBAYeHO Npobiemi knacudikauii NoTpebd y KOHTEKCTI NOBEAIHKOBOT EKOHOMIKW. Y cTaTTi fo-
CNIDKYHOTbCA iCHYHOUI Knacudikauil Ta AOUINbHICTb IX BUKOPUCTaHHA ANs aHanisy coujanbHuX siBvLl. OCHOBHOMO
METO AOC/IKEHHSA € CTBOPEHHA y3arasibHEHOI kiacudikauii noTped A8 NpakTUYHOTrO 3aCTOCyBaHHA B aHaslisi
NOBEAHKOBKX NpoLeciB. 3anponoHoBaHa Knacudikalis BKIYaE B cebe KOPUCHI Ta HEMOELHYBaHI [0 TOro ene-
MEHTV OKpeMMX TeOPeTUYHKX POBIT. 3anponoHOBaHO HOBWIA MiAXid, SKWIA yBiIGpaB NO3UTUBHI AKOCTI ICHYHUMX MO-
HATb Ta PO3LUMPIOE TX MeXi. 3anponoHOBaHO PO3LIMPEHyY Knacudikauiio noTped 4518 NPaKTUYHOro 3aCTOCYBaHHS B
aHanisi noBefiHKOBMX NpoLeciB. JaHa knacudikauis BKIoUae B ce6e KOPUCHI Ta HEMOEAHYBaHI 10 TOrO e/1IeMEHTU
OKpPEMMX TEOPETUYHMX POOIT, Taki SIK PO3LWIMPEHNIA Nepenik NoTped, A0AAaBaHHA YMHHWKIB, SKi € MOTUBYHOUUMUK 415
NOACHKOI MOBEAIHKN, Ta AeCTPYKTUBHMX noTpeb. HoBuM y niaxodi € nofin notped Ha Tpy BUAM 3a1€XHO Bif, piB-
HA X HEOBXIAHOCTI AN XUTTA, a caMme: HeobXiaHi ANA BMXKMBAHHSA, AK Npasuio GaxaHi Ta cneundiyHi notpeou.
[na edekTnBHOI cucTemaTn3alii chopMoBaHMX pe3ynsTaTiB LOCiLKEHHS, B CTaTTi 6y/10 BUKOPUCTAHO ABa MeTo-
AVYHi nigxoau. Mepwmm cnoco6om 6yn0 BUKOPUCTaHHA crucTemMatusavii Ta CXeMaTuyHOro 306paKeHHS, L0 HA0UYHO
BiJ0Opaxae OCHOBHI BUAM NOTPeO6 3a TPbOMa HanpsiMKamu: NOTPeou, HeOOXiAHI AN BUXMBAHHS, TOOTO ¢i3ioNorivHi
ym 6ioNOriYHI NOTPe6U; GadkaHi NOTPeOY, Taki K HANEXHICTb (poAMHa Ta ApY3i TOLWO); cneyudiyHi noTpedn (No3nTuB-
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Hi Ta HeraTuBHI 3BMYKM). Takuin rpadoivuHWii Nigxig 403BO/ISE CUCTEMATU3YBaTKW iHhopMaL,ito, LBUAKO 3p03YMiTW OCHO-
BHY KOHLENLK0 Ta KOMMJIEKCHO NiAiATK f0 aHanidy noTpe6. Ha 0CHOBI rpachiuHOro 306padkeHHst paHXXyBaHHS NoTpeo,
6y/10 CTBOPEHO I'PYHTOBHY Kracugikauito, WO MICTUTb AeTasibHy iHChopMaLjito Npo PiISHOMAaHITTA BUAIB NOTPED, iX
CKNaf0Bi KOMMOHEHTM, XapakTEPUCTMKM Ta NpuKnaamn. Taka po3ropHyTa knacudikauis Hagae goknagaHy iHpopmalito
MPO KOXEH TV NOTpe6 Ta [A03BOJISIE JIETKO MOPIBHIOBATM 1X 3a pi3HUMM BUgaMu. Taka cuctemarmsalis Hagae MOXIn-
BICTb AOCNIAHMKAM Ta NpakTVKam LUBUAKO | TOUHO BiZ0Opa3nTi NOTpebm B NeBHili cuTyauii, Lo Moxe ByTu KOPUCHO
NPV NPUAHATTI MPaKTUYHMX PilleHb. TakMm YMHOM, 3anponoHOBaHa Knacudikalis BpaxoBye Ta PO3LLUMPHE iCHYHOM
niaxoam go cucremarmsadii notpeb Ta Moxe OyTv KOPUCHOK 415 4ECKPUMTUBHOIO aHanidy B KOHTEKCTI MOBEAIHKOBOI
€KOHOMiKW. Pe3ynstaTtu oCNifKEeHHS € aKTyaSlbHAMU B KOHTEKCTI Cy4acHOT EKOHOMIYHOT HayKK, OCKi/TbKU PO3YMIHHS
noTpe6 Ta ix Knacudikauisi MOXyTb OyTV KOPUCHUMU AJ151 BUPILLEHHS COLjia/IbHO-EKOHOMIYHMX Npobnem. MNpakTuyHe
3acTOCyBaHHS HOBOI kacudikaLii Moxe JoNOMOrT! B po3pobLyi edheKTUBHUX CTpaTerili ynpasiHHA Ta MapKETUHTY,

a TaKkoX aHanisy noBefiHKM Ta MOTUBALiT CYy6'eKTIB BUOOPY, TaKMX SIK CNOXMBaYi NPOAYKLT, iHBECTOPY TOLLO.
KniouoBi cnoBa: knacudikauisa notpeb, noBefiHkOBa eKOHOMIKa, Teopis MOTUBaLi, iepapxis NnoTpeb, aHani3

noBeiHKOBUX NPOLECIB.

Objective. Recently, various branches of
economic theory have been actively developing.
Behavioraleconomicsisbecomingmoreandmore
widespread, trying to explain social phenomena
that are complex and usually considered in the
context of monetary relations. This field of study
aims to understand the reasons for people's
choices and motivations. These aspects often
rely on a single basis — needs. However, can the
modern theory of needs explain a wide range of
human activities?

Well-known and recognized concepts are
undoubtedly useful for understanding human
behavior. However, can they serve as a basis for
analyzing everyday life: choosing the products
we buy in the supermarket, reacting to different
types of advertising, preferring one car over
another, buying potentially harmful products
such as cigarettes or drugs, deciding to live in
another city or country, or donating personal
funds for the welfare of friends? All these
seemingly familiar behaviors are difficult to
reconcile with the existing theoretical framework.
And the reason for this is that motivation
theories and recognized classifications of
needs have not been developed for use in this
context.

That is why it is advisable to form an
extended classification that will be adapted
to the current needs of economic science and
contain the main foundations of the theoretical
framework for analyzing behavioral phenomena.
This classification of needs should become an
important component for generalizing existing
knowledge, especially in the context of creating
a behavioral choice model aimed at explaining a
wide range of behavioral phenomena using one
universal algorithm.

Analysis of recent research and
publications. Abraham Maslow's research [1]
is fundamental, with the main idea being the
hierarchy of needs. The problem of motivation

was also studied by the American psychologist
David Clarence McClelland [2], who investigated
the desire for belonging, power, and achievement.
His idea was expanded by M. Todd Royle and
Angela T. Hall [3].

Regarding modern research approaches,
Yaroshenko Yanina [4] identifies five main types
of needs and suggests including not only those
needs that are useful to the individual. In his turn,
[. T. Ondabu [5] expanded the list of needs and
classified them by the standard of living. Also,
H. Tezcan Uysal and Emine Geng [6] studied the
change in the priority of needs depending on the
field of activity. S. K. Tan studied the two-factor
theory of motivation [7].

Also, problems related to the needs and
practical application of existing classifications
were studied by such Ukrainian scientists as
D. S. Butenko [8] and O. F. Protasenko [9] and
others.

Aswe can see, the scientific literature presents
many theoretical approaches to the classification
of needs, focusing on their priority, nature, and
differences between representatives of different
classes or professions. However, these studies
do not fully correspond to the expediency of
using them to analyze behavioral phenomena.
Since such approaches are not complete and
thorough, and some of them are quite difficult to
apply in practice.

The purpose of the article is to
comprehensively analyze theoretical approaches
to the systematization of needs and to create a
generalized classification for practical application
and analysis of behavioral phenomena as a
theoretical basis for studying the motivation of
consumers, sellers, investors and other market
participants.

Results of the study. When analyzing
theoretical approaches to the classification of
needs, it is advisable to focus on the classical
theories that are basic in economic theory.
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The most influential of these is Maslow's
hierarchy [1]. The scientist believed that a
person should satisfy a more basic level of needs
before moving on to the next one. In his works,
Maslow suggested that there are a number of
exceptions to this rule. Here are some cases that
the hierarchy does not cover:

— aperson can read a book even if they are
a little hungry;

— a man in love can neglect the need to
drink water for several hours if he stays with
his loved one a soldier for whom state or social
interests are higher than his own safety.

However, Maslow's concept does work
in one specific context: when it comes to
choosing between extreme scarcity of needs.
For example, imagine a person who has not
eaten or read anything for a long time. If this
person is offered food and a book that he or she
wants to read, then the person's choice will be
obvious. Maslow used such cases to confirm a
hierarchical structure, so we can assume that
in this case our choices go through the ladder
of needs one by one. But even in this context,
we have certain problems related to high-level
needs. In some cases, their prioritization is not
the same as suggested by Maslow.

McClelland [2] classifies key motivators into
three main elements: the need for achievement,
affiliation, and power. However, this approach
does not cover absolutely all of our possible
choices. For example, there is a person who
usually lies on the couch and watches TV. Does
he need achievements, affiliation, or power? Of
course, the lack of achievement explains why
this person doesn't go to work or develop. But
what really drives them?

A study by M. Todd Royle [3] from Valdosta
State University and Angela T. Hall from the
University of Texas at San Antonio shows us
that achievement motivation is the strongest
predictor, followed by belonging and power.

Yaroshenko Yanina [4] lists the following
types of needs:

— biological (oxygen, water, food and
energy, physiological needs, movement,
relaxation and sleep, hygiene, clothing and
shelter, sexual needs);

— social (love, respect, freedom);

— existential and prestigious (safety,
psychological security and personal comfort);

—  spiritual needs  (cognition, self-
knowledge, creativity and creation, aesthetic
needs, self-improvement, meaning of life, self-
actualization, transcendental needs);

— quasi-needs (the satisfaction of which
leads to physical and spiritual degradation such
as gluttony, hatred, self-deprecation).

The author proposes two interesting scientific
approaches to the classification of needs. First,
in modern life, existential and spiritual needs are
the most important for our decisions. Second,
there are not only "good" needs. It also matters
what place they occupy in a person's personal
hierarchy.

In his theory of human motivation, I. T. Ondabu
[5] classifies needs into classes: low, medium,
and high (Table 1).

It is also worth considering the research
of H. Tezcan Uysal and Emine Geng¢ [6].
These scientists divide people into groups
according to their occupation. The purpose of
conducting the relevant research and building
such a classification was to help managers
better understand the needs of the employee.
Methodological tools such as data analysis and
SPSS were used in the course of the research.
The reliability coefficient of the 5-digit scale was
determined to be 0.961.

For example, lawyers on average have less
need for love and belonging, but more need for
respect and self-actualization. Bank employees,
waiters, and factory workers have a normal
distribution of needs. Teachers, private security

Table 1
Key motivators in Tirimba's grouping theory
High class motivators Middle class motivators Low class motivators
Reputation Good wages
Recognition Job Security Good wages
Appreciation Physical security Food
Achievement Pension for the old Shelter
Respect from others Life insurance cover Clothing
Worth Love Rest
Capability Affection Air
Pride Friendship Water
Position Interaction Sleep sexual satisfaction
Status Need to admire and be admired

EKOHOMIKA
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guards, and pharmacists have a lower level of
self-actualization needs. The needs of nurses
have strong deviations. Their needs for safety
and respect are much higher than average, but
their needs for love and belonging are quite low.

Thus, the analysis of theoretical approaches
to the classification of needs revealed a wide
variety of classification features and approaches
to the identification of basic components. Each
group of scholars offers its own approaches to
classification depending on the context of the
study or on subjective observations of human
behavior in society and its basic needs or driving
motives.

So, if we consider some classification
approaches from the perspective of the objects
of choice, the classification will be quite local
and significantly narrows or even makes it
impossible to apply it to other cases, especially
when money, country, etc. are not of primary
importance.

If we divide the needs into those necessary
for existence and all others, then a number
of problematic issues arise. For example, for
most people, the need to start a family is basic.
However, itis possible to live without it, especially
if life is supported by other positive needs
(for example, fulfillment of a religious task), then

the need to create a family will no longer be basic
for this person.

In our opinion, a generalized classification
of needs by the degree of necessity should be
classified into three main groups and contain the
following components, as shown in Figure 1.

As can be seen from Fig. 1, it is advisable to
divide needs into three main groups according to
the degree of necessity:

— necessary for survival, i.e. physiological
or biological needs;

— desirable needs, such as belonging
(family and friends);

— specific needs (habits).

These approaches require more detailed
explanation. Therefore, for the purpose of validity
and disclosure of the possibilities of practical
application, a generalized classification was built
that characterizes and reveals the peculiarities
of the application of needs by the degree of
necessity (Table 2).

As can be seen from Table 2, the proposed
classification includes an extended list of
needs and motivations that influence our daily
behavior. These needs can be both positive
(care, love, etc.) and potentially negative (anger,
smoking, gambling, etc.). The division of needs
into three main categories helps to understand

Type of needs

Essential
for
Survival

Physiological

Mostly
Desirable

Personal
Development

Safety and
Security

Recreational

and Leisure

Personal
Expression

Religion and
Spiritual

Figure 1. Classification of needs by degree of necessity
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Table 2

Classification of needs by degree of need

Types
of needs

Components
of needs

Characteristics

Examples

Essential for
survival

Needs related to survival and

Physiological maintenance of life Water, food, shelter, sleep, sex
; Personal and family safety,
Safety The need for protection from security of residence, protection

and security

risks, dangers and fears related to
physical and emotional well-being.

from natur_al disasters and
emergencies.

The need to preserve and maintain

Medical care, hygiene, recreation,

compassion for human suffering,
etc.

Health physical and mental health. physical activity, etc.
Support and respect of others,
Social Interaction with society, social "human warmth”, social status
belonging, identity. and recognition, family and kinship
ties, etc.
The need for emotional Joy, pleasure, or fear, anger;
Emotional experiences, both positive the need for emotional expression
and negative. and intimacy with other people.
Knowledge and learning,
I Personal Continuous self-improvement competence and career
= development and growth as a person, development, creativity and
= professional, expert, etc. innovation, contribution to science,
< culture, social well-being, etc.
> Expression of one's own
‘g Self- individuality through the use ~ |Appearance, creativity (music,
= expression of one's talent and development in |art, literature), social media and
this direction; desire to meet one's |television, fashion and style, etc.
own needs, to do what one loves
Recreation The need to change the usual Hobbies and interests, recreation,
and rhythm of life, rest, and enjoyable |entertainment and travel, cultural
entertainment |activities. events, etc.
. Stabiity, meeting Basic needs, | Monetary income, luxury
Material as Y, 90 ' and comfort, access to technology
well as the desire for material and information. etc
luxury and comfort. e
l(;lfeeroésutgi%tegrlﬁgé}tssz:%suIt The need for sweets, hobbies,
Needs formed pre] tal infl sports, coffee in the morning, etc.
by habits _?_?]wronmen al intiuences. The need to use social media,
ese needs can have both smoking. alcohol. aamblin
o positive and negative effects. 9, 9 9.
o Reliai Needs related to religious beliefs Sel-awareness, self-esteem
o eligious and spiritual life practices and self-acceptance, morals,
» P P : beliefs, cultural identity.
The desire to help others, Charity, social responsibility,
Altruistic out of moral conviction, volunteering. Providing financial

assistance to people in difficult life

situations, caring for others.

the likelihood of an individual being affected by
certain needs and the nature or sources of their

formation.

Twelve components in the classification of
needs allow for a comprehensive approach to
analyzing and determining the reasons for the
behavior of selected subjects. This approach

makes it possible to build a "consumer profile"
more accurately, to identify the main driving

needs and motives.

It should be noted that the division of types
of needs into three main categories is currently
purely subjective. For each individual person,
the priority of these needs will be different.

EKOHOMIKA
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So, for example, if a certain type of need is
included in the category of "desired needs", this
does not mean that all of these needs will be
inherent in every person. We assume that the
vast majority of people have at least one of the
listed needs in this category.

It is also worth noting that the list of possible
needs only includes a number of those needs
that can help to understand the type of needs
and add new motives to it if necessary.

Conclusions. Thus, we have built and
described an extended classification of needs

for use in the context of behavioral economics.
The proposed classification is more extended
and meaningful, and has practical implications
for the analysis of such social phenomena
as consumer choice, motivation for action
or inaction, preference of one product or
service over another, individual behavior in a
particular market, global issues, etc. However,
to understand the above phenomena, it is not
enough to list needs. Therefore, the description
of the nature of needs is yet to be considered in
further research.
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