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Abstract 

As the most important incentive for organizations, the effect of monetary incentives has 
always been controversial, and there are two camps that oppose and support. However, 
the sudden outbreak has a great impact on the organization. There are many cases where 
the organization and employees suffer from difficulties in the face of the crisis, which 
inspires the organization managers to pay attention to the emotional needs of employees 
in daily management, pay attention to emotional incentives, and also stimulate money. 
Thinking in conjunction with emotion. Based on this, through exploring the joint 
background and specific content of money emotion, at the same time, it puts forward 
strategies to give money emotion value, in order to expand the scope of money attributes, 
enrich and develop organizational incentive research, and provide inspiration and 
practical guidance for organizations to improve the design of incentive mechanisms. 

Keywords 

Organizational Compensation Incentives; Emotional Economy; The Emotional Value of 
Money. 

1. Introduction 

In organizational compensation incentives, money as compensation is often regarded as the 
"ultimate carrot", a key and powerful incentive tool. The incentive principle of "a nice visit is 
not as good as a large sum of money" has long been the golden rule of managers, such as Tesla 
CEO Elon Musk, Since the announcement of a wholly owned Gigafactory 3 in Shanghai, saic has 
recruited a large number of technicians by offering three times the high salary. However, there 
has always been controversy over financial incentives. One school believes that "money is the 
source of all evil", the so-called "the world is all for profit, the world is all for profit", people 
pursue the material benefits of money easy to ignore the most essential emotional performance, 
erode individual intrinsic motivation, loss of control of the autonomous motivation of work, and 
then produce emotional exhaustion and job burnout. Money can be used as a standard to 
compare the value of different items, and it is a medium of exchange. This objective function 
also reveals that money is a cold currency exchange tool, through which we can also see a lot of 
human feelings. 

At the same time, in the early stage of epidemic prevention and control, many enterprises are 
struggling to live and die due to work stoppage, business stagnation and unabated costs. 
Workers in many companies have voluntarily taken pay cuts to help organizations weather the 
crisis. For example, Jia Guolong, chairman of The Internet celebrity company Xibei Catering, 
announced that the epidemic had caused more than 20,000 employees to lose their jobs, and 
they could only pay for three months with loans. Many employees expressed that they did not 
need to be paid by the company before returning to work, and some even expressed their 
willingness to cut their salary by 50% after returning to work.Behind this phenomenon lies the 
strong emotional attachment of employees to organizations, which shows that "Feeling 
Economy" is forming. As professor Roland Rust of the University of Maryland Business School 
revealed in his latest research, the shift to an "emotional economy" has already begun, with an 
increasing focus on emotional and empathic skills at work. Managers must adapt to this change 
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in the nature of work and pay attention to the emotional needs of employees. In addition, China 
is a society that values human kindness. According to the Book of Rites, "It is not propriety not 
to give but to receive. It is not propriety to come but not to go. "It can be seen that people in 
China always emphasize the importance of emotion. 

In this context, the emotional value is more highlighted, the material incentive of money has 
been unable to meet the growing spiritual demands of people, the real motivation comes from 
the emotional value reflected by money. It is especially important to give money emotional 
value, pay attention to emotional management beyond economic value, encourage employees 
to go through thick and thin with the organization and consciously form a community with a 
shared future, which is especially important from the perspective of carrying forward the 
traditional Chinese culture of helping each other through thick and thin and focusing on 
medium and long-term enterprise system and mechanism construction. 

2. Why Give Money Emotional Value 

In Euyenie Grandet, Balzac's old Grandet is a typical miser. His crazy grab for money makes him 
abandon his family and feelings at all costs, and he will touch his beloved gold coins before he 
dies. All his life, he is a miser who is "money first". Because of this, the traditional view of money, 
based on the perspective of instrumental rationality, believes that the social field and the 
economic field are separated, and emphasizes that once money intervenes in the social life and 
personal relationship field, it will lead to the weakening of human feelings, the monetization of 
emotion, and the utilitarianism of behavior, and eventually become the defender of money like 
the old Grandet. Naturally, there is a tendency to see money and emotion as two poles of social 
exchange, and to argue that money should remain culturally neutral and return to its essence 
as a market medium of exchange, without any social emotion involved. When Google started its 
driverless car project in 2010, it linked employee compensation to the development progress 
of the project, but the result was unexpected. After only seven years, many employees left the 
project, ironically because the money was too much, and the simple financial incentives made 
employees feel less motivated to stay with the company. This makes one wonder whether the 
traditional notion of separating money from emotion is justified. 

First, some scholars have questioned that money is so deeply embedded in the structure of 
families, work relationships and social interactions that its functions and attributes cannot be 
defined entirely in the economic context. Sociologist Viviana Zelizer takes the same view, 
criticizing her classic the Social Meaning of Money: "Money is not culturally neutral or socially 
silent; Nor is it about destroying affairs, corrupting values and reducing social relationships to 
simple numbers." Stressed in the each stage of evolution of money, people are going to mould 
the commercial trade, import new differences, and invented the unique form of currency, and 
to let the market theorist mind beat way to make money, the money inlay into the network of 
personal friendship, family relationships and with the official, businesses, enterprises of the 
deal. For example, human contacts during holidays and holidays, and the same money 
purchases have the same physical value, but different values are assigned if they are given by 
acquaintances. 

Secondly, emotion is an abstract concept, and emotion transmission and relationship cohesion 
need to be expressed through concrete entities. Xue Zhaofeng, a professor of economics, once 
said in The Wonderful Work: "Marriage is to run a business, is to sign a contract, run a family 
business, signed is a lifetime wholesale loan contract." It reveals that marriage, to a certain 
extent, is the exchange of feelings and interests. To maintain a relationship only by the love of 
"romance, flowers, snow and moon", will often become "birds in the same forest". The same is 
true in the organization, simply emphasizing the "factory as home, the cause of keeping people, 
love the post," and other emotional incentives away from the money carrier, but an empty 
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slogan, is no different from giving employees "picture cake to satisfy their hunger", the salary 
is sure to become "heart sorrow". 

Finally, if strictly opposed to each other, it would be equivalent to expanding transactional 
psychological cues at work. This transactional experience deepens the formation of formal 
relationships in the workplace and leads to reduced emotional communication. However, Paul 
Ekman, a professor of psychology at the University of California, believes that emotional 
communication in the workplace is important --essential for developing friendships, working 
closely together and discovering needs that employees are afraid to express in formal situations. 
The relationship formed through emotional communication is often more flexible, usually an 
informal relationship related to people's life and needs, giving people a kind of human 
experience. The need for emotional expression in work interactions is hindered and emotional 
communication is reduced, which inevitably leads to exhaustion and aggravation of the self-
deprecating term "shaozoa" (from Japan, the term derives from the words "club" and 
"livestock" and is used as a derogatory term for office workers). 

The above analysis shows that money and emotion are inseparable. Attaching the label of love 
to money and maintaining close emotional relationship are conducive to easing the rampant 
utilitarianism and creating emotional ripples in employees' hearts with humanistic care. In fact, 
whether it is the traditional custom for elders to send "lucky money" to convey love to children, 
or the current "family payment" or family transfer service launched by enterprises, or the major 
companies to deal with the epidemic, bonuses for employees to subsidize, become the envy of 
the "other people's company". Facebook, for example, is giving a $1,000 bonus to each 
employee to support telecommute as it waits for the Novel Coronavirus pandemic to end. (The 
company has more than 45,000 full-time employees, plus thousands of contractors, and it's 
unclear if contractors will receive bonuses as well.) Another example is Huawei, a famous 
technology company in China. From January 23 until the official announcement of the end of 
the epidemic in Hubei province, huawei employees on the front line will receive a subsidy of 
2,000 yuan per person per day and 150 US dollars per day for overseas employees in the 
affected areas. All of them, without exception, integrate money and emotion in order to 
maximize the incentive effect of money and show the enterprise's heart to employees in difficult 
times. 

There is no denying the fact that both pursuing unyielding and vigorous and promising, refused 
to enjoy high level person, or those every day in diligently for a better life and work hard, not 
eligible for ordinary people, we all have poetry and the distance, have to return uncut jade to 
put in plain emotion, are eager to get the most pure emotion. The coexistence of the pursuit of 
wealth and the desire for emotion has become a portrayal of modern society, and the 
integration of the relationship between money and emotion is an urgent theme of The Times. 

3. What is Money Emotional Value 

In a study published in PNAS, one of the top international scientific journals, Ashley Whillans, 
an assistant professor at Harvard Business School, Elizabeth Dunn, a professor of psychology 
at the University of British Columbia, and others, More than 6,000 adults in the United States, 
Denmark, Canada and the Netherlands were asked how much money they spent on buying their 
free time each month, to assess life satisfaction and subjective social status, and to answer 
questions about time pressure. The findings suggest that people who spend money on time-
saving services, such as household chores like cleaning and laundry, tend to have higher 
subjective social status, better social relationships, greater happiness and greater life 
satisfaction. 

The "Buying Time boosts Happiness" study indirectly supports the idea that money has 
emotional value, and that spending money on unwanted domestic services generates happiness 
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by allowing the free time to be spent on things that one considers more valuable. Therefore, 
emotional value comes from the value generated by the associations of certain types of things. 
By stimulating the association of individuals, money can satisfy the emotional expectations of 
individuals in terms of being loved and recognized, and then it is a symbolic value that money 
stimulates the overall value perception on the basis of economic value. This phenomenon is 
known by scholars as monetary Affective value. 

In his book The Last Taboo, author DW Krueger vividly describes the emotional value of money, 
saying, "Money is perhaps the most emotionally valuable thing in contemporary life. Only food 
and sex can match it because they carry so much variety and intensity of emotion, meaning and 
struggle." On this basis, the organization managers can take the money in the currency or other 
monetary form as the carrier of emotion to incentive employees, by giving a certain amount of 
money, let employees experience into the organization's recognition of employees work values, 
raise employees' affective commitment to the organization, so as to better motivate employees 
to create value for organizations. The emotional value of money shows a dynamic conduction 
effect like gravitational wave in the process of how employees generate emotional response to 
the organization and emotional identification with specific social structure, and form a 
community of destiny with the organization. 

3.1. Emotional Arousal: The Emotional Transmission Function of Money 

Managers always expect employees to integrate into the organization, closely link collective 
honor and disgrace with their own interests, and be willing to share the joys and sorrows of the 
organization. The key lies in "touching with emotion". Managers should give special meaning to 
money in time when making monetary incentives, and transfer emotions to employees, so as to 
stimulate employees' associations such as love, appreciation and approval, meet employees' 
expectations of love and recognition, wake up emotions, and then promote emotional exchange. 

Film "lust, caution" has a very classic scenes, the patriotic youth to assassinate Mr Wang puppet 
government spy chief vladimiro easy action at the end of key stage, turns as a member of the 
action should cover the assassination of group, to attack Mr, Mr Are easy to buy a "pigeon egg" 
the size of the diamond ring on her head, when she felt the weight of her in his heart, I had 
feelings I shouldn't have had, and in the end the assassination was aborted. Paying for an 
expensive diamond ring gives love a real weight. Richard Lucas, a professor in the Department 
of Psychology at Michigan State University, and his colleagues have shown that money does 
transmit emotions. Using social research, they found that, on average, money boosts an 
individual's happiness by 17 to 21 percent, and that when money is given a psychological effect, 
an emotional halo, it is about 30 times more effective than money alone. This shows that using 
money as a carrier can transform emotion from abstraction into real existence, and when 
money is artificially covered with emotion, it can be more psychologically accepted by others. 

3.2. Emotional Exchange: The Two-way Emotional Value of Money 

The emotional effect of money will arouse employees' self-identity and promote emotional 
exchange. First, the so-called "human relationship" in China is inseparable from two-way 
interaction. Managers use money to achieve the transmission of employees' emotions. The 
feedback psychology of "giving favors and returning favors" encourages employees to take 
managers' affairs as their own. Moreover, Chinese local culture emphasizes the differential 
pattern of "internal and external differences". Professor Zheng Boxun, a famous Chinese 
management scientist, describes the relationship between close and near in an organization 
from three dimensions of "affinity (sparse) - loyalty (reverse) - talent (yong)". Employees get 
the hint of emotional significance through money, which affects the change of employees' 
recognition of the organization. The emotional ripple effect promotes the perception of insiders, 
that is, they regard themselves as "insiders" of the organization, catalyzes the spirit of "masters", 
and also builds the prototype of a network of relationships with emotional ties virtually. For 
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example, when an employee goes on a business trip and receives a travel allowance, the 
manager may say, "If you miss the train, just find a place. Your safety is the most important 
thing." At this time, the travel subsidy will arouse the inner gratitude of employees, and under 
the catalysis of the "gratitude" mentality, motivate employees to repay the manager's care with 
excellent performance. 

The same is true of the success of harrison Textiles. 1933 was a very difficult year for Harrison 
Textile Company. It not only suffered from the economic crisis that lasted for five years in the 
United States at that time, but also suffered from a serious fire. 3, 000 employees, panic-stricken 
and helpless, waited in pessimism for the chairman to announce the storm of bankruptcy and 
unemployment. But, to the surprise of the employees, the chairman gave hundreds of thousands 
of dollars to the entire company for another month's salary. A month later, when the employee 
began to worry about the livelihood of the next, he was pleasantly surprised to get a monthly 
salary. With tears in their eyes and gratitude, employees flocked to the company and 
volunteered to clear debris, scrub machines and, in some cases, travel to southern states to 
contact disrupted supplies, eager to work 25 hours a day. Harrison textile chairman of the board 
of directors of the company's behavior was laughed at by many of his peers as "fools", but a 
crisis does not forsake employees, pay salary to employees for two months in a row by the only 
by constantly work to repay the company, the result just three months, harrison soon resume 
production company, has become the biggest textile company. 

3.3. Emotional Orientation: The "Emotional Leverage" Effect of Money 

Just as fei Xiaotong, a famous scholar, said, "The solidarity of an intimate community depends 
on the overdue favor owed to each other among the molecules." This is because the inner circle 
perception generated by the exchange of money and emotion increases the stability of 
emotional expectation, and then generates emotional orientation, which determines the 
emotional behavior of individuals and makes them more positive. In addition, according to the 
leader-member exchange theory, people with higher emotional experience are closer to the 
center of the network, closer to the manager, more trust in the organization, and stronger 
connection of emotional bond. 

Zoologist Wilkinson's experimental study, published in the journal Nature, shows that vampire 
bats regurgitate the blood they suck in to their experimentally food-deprived peers. They also 
found that bats that had been helped in times of need were more likely to return the favor to a 
friend who had helped them in need. This experiment is in line with the Chinese emphasis on 
"the grace of a drop of water is repaid by a spring." In addition, SONY once encountered failure 
in the reform of performance management, because the introduction of western performance 
doctrine was incompatible with the organizational atmosphere originated from eastern culture, 
and the utilitarianism and pragmatism brought by excessive incentives ignored the needs of 
employees' inner emotions, thus destroying the values of SONY. This tells us that "strong 
twister melon is not sweet", compared with purposeful reward, subtle money emotional 
incentive can be more deeply rooted in people, but also increase the regeneration of managers' 
power. This regenerative power is usually an autonomous drive, which is largely unaffected by 
external factors and can increase inner intimacy. In other words, the emotional lever of 
"dripping kindness, yongquan reciprocates" is more able to leverage the inner enthusiasm and 
emotional recognition of employees than the simple money lever, and the incentive method of 
"human touch" to the money has first become the bridge to improve the emotional cognition of 
employees. 

The above analysis shows that the effectiveness of monetary incentive depends on its economic 
value and on the basis of emotional value, based on the mechanism of "emotional arousal → 
emotional exchange → emotional orientation", emotion has a complementary value-added 
effect on monetary incentive. 
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4. How Do You Give Money Emotional Value 

As the saying goes, "when a goose is sent from a thousand miles, the gift is light and the affection 
is heavy". Emotional value is an important source to enhance the overall value perception of 
money incentive beyond economic value. This means that with a sense of ritual and symbolic 
money emotional value, without any increase in enterprises under the premise of any 
personnel expenses, can play a role of leverage, and concerned about the staff should be 
essentially superposition of the attention "the ritual" attaches great importance to "feeling", 
effectively promote employees to the organization emotion recognition, construction 
enterprises "community of destiny", so as to improve the construction of incentive mechanism. 
How to give emotional value to money has become a topic that entrepreneurs must pay 
attention to and reflect on after the epidemic. 

On the one hand, governance is external, emotion is internal, in the implementation of monetary 
incentives to leave room for emotional incentives.Domestic researchers have shown that 
"difficulty is not easy to see", and the establishment of emotional building does not take place 
overnight. Employees must be considered and cared for in the design of organizational culture, 
and only through continuous iteration can employees form the cognition of "both prosperity 
and loss". First, "incentive banks" could be created. Through the "incentive bank", different 
emotional accounts are set up, representing different emotional incentive items, to store the 
recognition, praise, love and other emotions that enhance the emotional relationship at work. 
Psychologist Ed Diener conducted a study on the experience of emotional happiness and found 
that: The occurrence frequency of happy experience is better than the intensity of happy 
experience to explain individual happiness. It can be seen that the emotional experience needs 
to be strengthened, just like the continuous emphasis on the humanistic sense of the enterprise 
in the minds of employees, so that a little care will continue, and over time it will become the 
social perception of employees. Second, add an emotional tag. In the financial incentives must 
clearly express the organization's recognition of individual work, such as money labeled "best 
service", "best cooperation", "diligent", "creative new person" and other emotional labels. Even 
for underperformers, create a "progress award" to let employees feel their progress and that 
the organization cares. Finally, tie financial incentives to family life. The appeal of the emotional 
value of money lies in its high level of emotional connection, and this symbolic value can extend 
to "family glory" and broader social acceptance. Connect financial incentives with employees' 
family life, set up accounts such as family comfort fund, children's school admission award and 
various family insurance projects, and convey more emotions to employees. 

On the other hand, give a person rose, the hand has lingering fragrance, brilliant leadership 
should be good at using "emotional kidnapping". In organizational management, employees 
often judge the quality of their relationship with the organization by the quality of their 
relationship with leaders, and the support and recognition from leaders will also be regarded 
by employees as the care and recognition of the organization. The research of American scholar 
Lynn Shore and others shows that the interaction between an employee and an organization is 
often accomplished through the interaction between the employee and its agent leader. As an 
old Chinese saying goes, "Those who meet with potential will never be able to meet with 
potential. Benefit to hand over, benefit to spread ", only with the heart of the leader and 
employees of the fellowship, the square into its long. First of all, establish the right incentive 
concept. The combination of money incentive and emotional expression makes the emotions 
distinct and specific because of money, and money warms the human nature because of 
emotion, so as to touch the heartstrings of employees. In prosperity, we will fight, and in 
adversity, we will follow each other to death. In this process, managers need to pay attention to 
give specific and accurate explanations for the reasons why employees receive monetary 
rewards, so that employees are more likely to repeat the behaviors expected by the 
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organization. Second, note that important money items are distributed by important leaders. 
When important money items such as annual bonus, special contribution award, and 
condolement money for bereaved families are given by important leaders or in their name, the 
emotional aura of money will be magnified invisibly. For example, in the award ceremony, let 
the chairman of the board of directors and other important people as the presenter to give 
awards to employees. Finally, use emotional leverage. Leaders must not be generous with 
emotional expression when they send money (of course, emotional expression must be natural 
and cordial, and smooth and silent). They should make money the carrier of emotional 
marketing, which will not only increase the power regeneration of leaders, but also save 
"unfinished feelings" in the emotional account of employees. In times of need, especially when 
the company meets difficulties or adversity, employees will actively repay their inner gratitude. 

5. Summary 

As Peter Drucker, the management guru, said, there are no incompetent employees, only 
ineffective incentives. In organizational management, the most fundamental purpose of 
monetary rewards or other monetary rewards is to stimulate the work motivation of employees, 
so that the passive "want me to do it" can be transformed into "I want to do it" and they can 
spontaneously participate in their work. In addition, the organization is currently in an era of 
VUCA (variability, Uncertainty, Complexity, Ambiguity). As nasim Nicholas Taleb, the father of 
the Black Swan, clearly states in his book The Black Swan: How to Deal with the Unpredictable 
Future, "The Black Swan can come at any time, and you can't avoid it." Combining the 
relationship between money and emotion, skillfully using the emotional value of money to 
trigger lasting emotional resonance with employees, knit a tight emotional network, and 
enhance the emotional belonging of employees, which is of great significance for the 
construction of post-disaster organizational incentive system and the construction of a 
community of common destiny between organizations and employees. 
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