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MOTIVATION ignite sales success

The conditions present at work that drive an individual’s motivation are called motivators. Motivators
describe what influences an individual’s drive and determination to succeed. The bar charts below indicate
how effective each motivator can be in driving your candidate's behavior. The definition for each motivator
is also presented.

This report identifies specific motivators and the extent to which they are likely to drive your candidate.
They do not represent a measure of overall motivation. (The level of Sales Drive in the Sales Foundations
section is a better indicator of overall sales motivation).

Identifying motivators that are effective for an individual provides an opportunity to understand what is
likely to drive their sales performance. For example, knowing that an individual is very motivated by
Money may encourage a focus on jobs and sales situations that provide high earnings potential. Someone
highly motivated by Growth is well suited for positions that offer ongoing development and training
opportunities.
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Competition Not Very
Opportunities to win against Motivating Motivating
colleagues and competitors _ _ _

Achievement Not Very
Having clear goals and MOt'ﬂt'm Motivating
situations where personal . f$P 1

performance is key

Pace Not Very
An environment with thriving Mouﬂt'm Motivating
activity and busy schedules _ _

Social Contact Not Very

Having to deal with other -MOtiVati”i MOtiVatini
people throughout the work _ _ _

day

Recognition Not Very
An environment where one Mouﬂt'm Motivating
receives plenty of praise and _ _

recognition of good work

Growth Not Very
Having the opportunity for dMOt'Vat'” Motivating
development and learning of _ _ _

new skills

Autonomy Not Very

Being without tight Motivatini Motivatini
supervision, having freedom to _ _ _

structure own work




