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Traveling is something that one doesn’t imagine sitting back and analyzing. I personally am very fascinated in traveling (I mean who isn’t) but I am more so interested in why people travel, what drives them to certain attractions versus other destinations. Through a lot of research it all comes down to a few basic models. Whether it is a large group, small group, or an individual the models still apply. 

Why someone travels or begins to plan a trip relates back to them and their personality, lifestyle, past experiences, perceptions, and self-image. These diversities are all important because these are considered when dynamics of a group are coming together and what they pick as the destination. People who have a different way of life or perceptions most likely will not pick the same destination as a vacation. 


Initially there is a reason why a trip is being planned. Such as for recreational purposes, an attraction like Disneyland, entertainment whether it be a concert or an event, visiting family, or now more popularly traveling for eco-tourism. Although through research, even with eco-tourism becoming more popular, and the occasional ‘back-home-to-family trip’ it is said that the main motivator for traveling are attractions such as Disneyland, National Parks, and museums. When one plans a trip it’s described as the desire to leave your everyday environment and to gain psychological or intrinsic rewards through traveling. This is typically why people like attractions, because they do not see this environment or have an experience back at home like they do at a National park.

When planning a trip there are often desires and needs that one must decide which need to be met during that particular trip. We have physical needs, emotional needs, personal needs, personal development, a status one tries to portray, or a cultural outlook. These needs and wants include relaxation, exercise, sun bathing, romance, adventure, a sense of escape, visiting family or friends, to make new friends, increase knowledge or learn a new skill, gain a sense of status through exclusivity, pretentious spending opportunities, to sight see and experience a new culture. Typically one or more is met by traveling. 
Abraham Maslow, a psychologist, developed a hierarchy of needs theory based on the belief that the need satisfaction motivates human behavior. Maslow’s Hierarchy of Needs includes the process of a ladder like system. One cannot climb on to the next step until the one before is fully met.  First on the lowest step are ones’ physiological needs, such as food, water, and shelter. Typically on a vacation this is the process of fulfilling your physiological needs by pick a hotel or form of shelter and knowing where or how to find food. Next is ones’ safety needs. Safety is typically a higher standard among women travelers. Knowing the security of an area, medical facilities, the cleanliness and safety of the location as a whole satisfies ones’ safety needs. Climbing up to the third step is belonging needs. Belonging needs include feelings of company and acceptance from visiting either family, friends, or meeting new people while traveling. The second to last step is esteem needs. Esteem needs are fulfilled by things that boost ones’ esteem like using platinum credit cards, membership to a resort, staying at a five-star resort. Esteem needs is almost like a status that you want other to perceive. It seems the esteem need is tacky but a lot of travelers like to have this status. The final step is self-actualization. Self-actualization is fulfilled through self-discovery, education, or cultural tours. This is usually the biggest take-away and remembrance of a trip. 
Another model to consider is Epperson’s Push-Pull model. The push-pull model divides travel motivators into two factors of why people are pulled or pushed to travel. He points out that people travel because they are pushed into making a travel decision by internal, psychological reasoning, and pulled by external forces of what the destination has to offer. To simply describe, push factors are the intangible desires whereas pull factors are attractions like Disneyland or a National Park. Epperson does admit that most travel is likely to be motivated to some degree by both push and pull factors. Some examples of push factors include reasons like escape, self-discovery, to relax, to have a challenge or an adventure, health, or family togetherness. Pull factors are attractions for scenic beauty, historical sites, cultural attractions, events, beaches, parks, even shopping. Now it is easy to see why Epperson states most travel can be motivated by both a push and pull factor. One may want to have a family vacation to bring them all together but you can do this by taking them to a historical site or a sporting event.
A model that I find also fascinating is the Stanley Plog model. Plog classifies the U.S. population along a psychographic continuum that outlines personality types. The personality types range from psychocentric and allocentric. Psychocentric personality types are described as people who like and prefer a familiar travel destination, where millions have visited before and it is well known. Allocentric prefer adventure and more exotic destinations. The majority of the population falls into the middle of the bell-shaped curved, under Mid-Centrics. 
Among the three models I described I find them to be the most important and interesting when studying why people travel. Maslow’s model is important because typically a person cannot travel without subconsciously fulfilling the steps of the hierarchy of needs. Plog’s model relates one’s personality to why they pick a certain destination. To bring them all together, Epperson’s model simply breaks down the reasoning of choosing the destination and how there are either internal, external, or a combination of both factors that can contribute to why a destination is selected. 
While in combination to studying group travel these are all important models to reflect on. A group of all different backgrounds with hopeful outcomes of a vacation maybe effected or better understood by these models.  For instance, one could better relate and understand why a group would like to travel to popular areas if they researched more on the psychocentric personality types. Researching on why people take a vacation and what people look to gain out of a trip could help better market to the right target groups.
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