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Sales reps are all different, but they all have one thing in common: the desire to sell. 
What are the motivations behind a driven and passionate sales rep? It is more than 
money. It is because they are passionate about selling.



Sales reps who are driven by money alone can be bought with a higher salary or bonus. 
However, those who are driven by passion cannot be easily bought off with an 
increased paycheck or bonus. They will continue to push themselves and their team to 
achieve more.

The first step in understanding what drives your sales representatives is knowing what 
motivates them personally. Is it money? If so, how much? Are they motivated by 
recognition? Do they need more autonomy over their work schedule or territory? Do 
they want more training or education opportunities? These are all important questions 
to ask as you begin to build your team and shape your culture.

 

A great salesperson can make or break a company. They are the first point of contact 
with potential clients, and they're often the ones who determine whether or not you'll 
close a deal. And because of this, salespeople are incredibly picky about where they 
work and what kind of company culture they choose to be a part of.

 

According to a survey by Indeed, salespeople tend to seek out companies that are fun, 
collaborative and rewarding. But there are other things that they look for when deciding 
whether or not they want to work somewhere.



Some people assume that the top criteria for salespeople to join a new company are 
high pay, good benefits, and opportunities for advancement. While these things 
certainly matter, there's so much more that goes into whether or not someone actually 
accepts an offer. Here are some surprising but important factors that salespeople 
consider when deciding whether or not to take a job at a new company:
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First and foremost, you need to be excited about the product or service. The product or 
service has to be something you can get excited about, something for which you’re 
willing to put in your own blood and sweat.



It also needs to be something that, in theory, people might want (or at least not mind) 
buying. It needs to have some kind of practical use in their lives: if it’s nothing but an 
expensive toy or luxury item, then why are they going through all this trouble? Because 
nobody wants another pointless gadget cluttering up their living room! They want 
something they can actually use—a new blender maybe, or a better lawn mower—
something they can really believe in as a tool for getting things done around the house 
so that they can get back outside as fast as possible without having any more 
distractions than necessary (and without wasting any more money).

The company's product or service is 
(and therefore, potentially, fun to sell)genuinely useful
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A company's reputation or employer brand as the buzzword is, is just as important to a 
salesperson as it is to you. Reputation can be earned and lost, and it plays an important 
role in attracting and retaining top talent, attracting clients, attracting investors, 
attracting new customers — all of which are critical for the success of any business.

 

You might think that a company's reputation matters only if you're an executive making 
big decisions about how your company operates or what direction it goes in. But even if 
you're not interested in climbing up the ranks at your own workplace or starting your 
own business someday soon (which would mean you'd need to make sure that others 
view your employer favorably), this data shows why it's still worth knowing what factors 
affect someone else's perception of where they work: because they could have some 
influence on whether or not they decide to stay there long term!

The company has a good reputation
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The third criteria is that salespeople are granted independence and not micromanaged. 
Salespeople need to be independent to be successful because making decisions on 
their own means they can operate more efficiently, gain trust within the organization, 
and feel like they have a say in the direction of the business.

 

Micromanaging your sales team is never a good idea because it takes away from your 
talent pool's ability to make quick decisions on their own without having anyone else 
involved (except for perhaps someone at headquarters). Micromanaging also 
undermines trust between you as an owner/manager and your team. Instead of 
teamwork being encouraged, employees will think twice about following through with 
ideas or suggestions because they don't want to put themselves out there when there 
might be repercussions from doing so—and rightfully so!

They're  and not 
micromanaged.

granted independence
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The sales team leader is a good example of the company's values. When you join the 
team, you are joining a family that has shared values and goals. You want to work with 
someone who lives by these principles and understands how important they are to your 
success at work. When the sales team leader is knowledgeable about everything from 
product knowledge to career development skills for each member of their team and is 
able to answer any questions you have about anything related to sales or marketing 
strategy, and if not immediately, then quickly enough so as not to hinder progress 
happening in real time across various departments within each organization where 
various parts may overlap when it comes down things is crucial.

 

The sales team leader must motivate others around him/herself because we all need 
someone who believes in us even when we don't believe ourselves sometimes...or 
maybe even most times! ;)

The leader of the team is  inspiring,
knowledgeable and helpful
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There are many things that can help salespeople be successful in their jobs: the right 
tools, access to management, and co-workers who support them. One of the most 
tangible things is  having tools that match the speed and need of operations of the 
sales team is crucial and it starts with having a robust CRM system in place.

 

A CRM software is one of the most important tools for any salesperson. It keeps track of 
all the information that goes into making those big deals, like contact information and 
notes from meetings with clients. It also allows them to pull up past conversations so 
they can easily reference issues they've discussed with each client before--and it lets 
them schedule follow-up calls or emails when it's time for another chat about moving 
forward on an agreement (or closing). This tool should not only be available on 
someone’s desktop computer; it should also be accessible via mobile device so reps can 
use it on the go if needed!

They have access to the right tools to be 
successful-like CRM software
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Salespeople don't want to feel like they're being managed. They want to be empowered 
and trusted to do their jobs well, even when it means making decisions on their own. A 
manager should be able to explain the role and responsibilities of the job, as well as 
what makes it unique from other sales positions in the company. He or she should also 
be able to explain the company's values and culture, so that you know whether or not it 
matches with yours. Finally, he or she should be able to explain why your position exists 
in terms of its goals within this larger vision.

Their manager understands what they need to do their 
jobs well and  on their 
own (when possible)

 empowers them to make decisions
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Incentives are important because they help motivate sales reps to sell more and sell 
better and incentives form a considerable chunk of the compensation structure for most 
sales reps. Having said that, incentives should be distributed fairly and recognize 
individual accomplishments as well as team wins. They should also be given out as soon 
as possible, frequently, and in a timely manner. In other words, you shouldn’t have to 
wait weeks or months for your sales commission check—that would make it feel like the 
company doesn’t value your contribution enough!

 

Having an incentive automation tool that helps the sales reps and sales managers keep 
a track of their performance and incentive real time, empowers them to redeem their 
rewards of choice and a tool for sales managers to motivate their sales teams with 
nudges is crucial. Complete incentive automation softwares like Compass do just that.

The sales  and recognize 
individual accomplishments as well as team wins.

incentives are distributed fairly
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In today’s competitive marketplace, it’s important to provide your sales team with 
learning and development opportunities so they can continuously improve their skills, 
knowledge, or sales process over time. Learning and development opportunities can be 
formal or informal in nature. They can also be provided by the company or by the 
employee—or both!

 

Learning and development is an ongoing process that begins when a new employee 
joins your company (either as a fresh-faced college grad or after years of experience) 
and continues throughout their career at your firm. When an employee comes on board, 
they start in what we call “the sandbox” where they're given a chance to explore 
different aspects of their role and learn what works best for them individually before 
moving into more structured training programs designed specifically for them based on 
their individual strengths/weaknesses along with feedback received during regular 
check-ins between management level staff members.

They're provided with  
opportunities so they can continuously improve their 
skills, knowledge and/or sales process over time.

learning and development
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There are many things that go into deciding whether or not to join a new company, but 
having a great product helps! The quality of your product directly affects both customer 
satisfaction and employer satisfaction too: if customers aren't happy with what they get 
from using what you're selling then there's little point in being out there trying to 
convince them otherwise; likewise if bosses are unhappy with what their employees are 
doing then no amount of money or perks will make up for that lack of respect (and 
perhaps even resentment).

 

The best companies to work for are those that value their employees, give them room 
to succeed and recognize their achievements and are empathetic about how 
comfortable and happy their sales reps are that just does not end with a coffee machine 
but with things like on-time disbursal of the correct amount of incentives and Compass 
can help you empower your sales teams. Ultimately, these are the types of companies 
where salespeople will want to stay a long time and find fulfilling careers.


BOOK A DEMO NOW

Leverage the Compass advantage!


