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The global economic crisis is having a major effect on all areas of society, touching both individuals and the organizations of civil 

society. In Italy, as in the rest of the world, the effects on the latter – both direct and indirect – are well-known and have been widely 

reported in the media: a reduction of the resources that constitute the social fabric, fewer services offered, less liquidity, increased 

criminality, etc. If we turn our attention to people, we see that the crisis has clearly made them less affluent and more vulnerable, but 

it is commonly thought that it has also intensified their feelings of isolation and reduced their hopes for the future and their trust in 

politics and institutions.  

Have the blood donors’ motivations changed with the upraise of the economic crisis compared to the pre-crisis period? To answer to 

this question we adopted Omoto & Snyder’s (1995, 2000) functionalist approach. It states that volunteerism serves different functions 

for any one person, who may have different motivations from those held by other people. People are moved by a complex 

combination of motivational orientations that complete one another, considering in a conjoint manner the different motivations that 

could lead to the action. The authors identify five different motivations (see Table 1). 

 

 

 

 

 

 

 

 

 

 

 

Aims 

To investigate whether blood donors’ motivations changed in a peak period of the economic crisis (2014) compared to the pre-crisis 

period (2008). 

 

Methods 

We compared six-year pre-post (t1 “pre-crisis”:2008 - t2 “during the crisis”:2014) data on a sample of blood donors in a single blood 

donation center situated in Northern Italy. T-test was used for data analysis. 500 donors (Age range 18-60, M = 32.6, SD = 9.53; 

54.5% male) were administered a survey at t1 and 660 (Age range 18-60, M = 37.8, SD = 10.16; 68% male) six years later at t2. 

In both surveys participants were administered a questionnaire with socio-demographic items (age, gender, etc.) and a version of 

Omoto & Snyder’s Motivations to Volunteer Scale adapted to blood donation. 

 

 

 

 

 

 

Results 

Statistical significant differences have been found on knowledge and ego-protection motivations (respectively t (807) = 8.57, p < .001 

e t (805) = 5.11, p < .001). Both motivations decreased over time, while the remaining ones were stable from t1 to t2. 

 

Conclusions 

Results indicate that donors’ motivational priorities didn’t vary across the time: values remained prominent as long as self-

enhancement and social motivations. On the other hand knowledge and self-protection motivations decrease with the upraise of the 

crises. The latter is of particular interest: nowadays donors perceive themselves as luckier than others and such motivation is not a 

significant drive of their commitment. The results of this research can offer valuable suggestions for the agencies that manage blood 

collection and donor loyalty and can be used in different ways.  
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Motivation   Meaning 

Social  The opportunity to meet and know new people 

Values  The possibility of finding a context in which one can express personal values  

Self-enhancement  Focused on growth and development of oneself, thus allowing for the promotion of self-esteem and self-

acceptance 

Ego-protection  This allows, on one hand, for the reduction of guilty feelings due to one’s sense of being more fortunate 

than others and, on the other hand, for the resolution of personal problems by shifting attention to the 

people who benefit from one’s service 

Knowledge  The opportunity to learn new things or to experiment with knowledge and abilities that one does not 

usually use 

Table 1 


