
How Important is Motivation to your Business?
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- James Sale - Chairman of Motivational Maps® Ltd 

I want to ask you three questions and the first is this: How important is motivation to your business? What word springs to mind? Crucial? Imperative? Let’s translate that into numbers now, so out of ten: How important is motivation to your business? Six? Seven? I personally believe it needs to be a ten or even an eleven out of ten issue. 

Why? Well let me put things in context for you.

Motivation is one part of the triangle that makes up performance, so I want you think about this in terms of your business now. Motivation is part of a triangle of which we all want performance in our work and in our personal lives because our self-esteem – how we feel about ourselves – is linked to it.
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Three ingredients spring to mind, one is: our performance in our business is firstly to do with direction like a business plan, or a strategy: where are we going? You have coaches, consultants and specialists that deal with the direction the company is going in. Make a mistake with direction and all the motivation in the world will not you. So let’s be fair about it, we need to be going in the correct direction. When we talk about direction, it’s something that the Senior Management Team or the Board deals with and cascades down to the employees of the company who honestly don’t have a lot to do with direction; it’s not their concern.

The other two ingredients of performance are much more relevant to the workforce. Firstly: The Skill Set, which we’re all familiar with because skills are really important in a business. The skill of a manager, the skill of a salesperson, plumber, nurse and so on. And most companies will have a series of systems and processes in order to establish the skill set. You will do a Training Needs Analysis; you will have an Appraisal process; you will have an Induction programme for example. 

In fact, any one skill set usually breaks down to five to seven core sub-skills. Take a manager for example. Are they a good manager? What does that actually mean? It means they need to effectively communicate, plan, delegate, recruit, organise and so on. The overall feeling is that doing the job they are currently doing they are X good.

Let me ask you in the job you are currently doing, out of ten, whether you own a business or manage one, out of ten how skilful are you? Does a number spring to mind? What’s your skill out of ten? How good are you in terms of your skill set?
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Alongside the skill set is the Motivation, and we have a formula at Motivational Maps® Ltd, and it’s a very simple one: Performance = Skills x Motivation (P=SxM).

So, you’ve got a number for your skill set, now let me ask you how motivated you are in your current role out of ten? 

I find time and again that this rough and ready guide accurately describes how people are performing in a company. A key thing to bear in mind is that everyone has a plan for their skill set, but very few have a strategy for their motivation set, and the motivation set is the key one of the two because the motivation and where it derives from, i.e. our self-esteem, our expectations, personality etc, directly affects our energy level.

The quality of life we have at work is directly linked to how motivated we are at work!

Think about how motivated you are at home. The same thing applies. If you’re not motivated, you can be going through relationship stuff but it doesn’t mean very much does it? And the quality of your life suffers as a result.

So, if you don’t have motivation, the question becomes therefore, how much is this actually costing you? Look at your business and ask yourself – if I think about my staff in terms of skills multiplied by motivation, are my employees motivated? Are they ten out of ten? Are they nine out of ten? The average is usually six out of ten, so actually, what is this costing my business?

Has that registered? Has that really registered with you all? Significant isn’t it? So, how important is motivation to your business? Is it even more important than a ten out of ten issue?

Let me share with you some ideas of symptoms regarding lack of motivation before I tell you how you can deal with it. I think there are ten key things that show lack of motivation and the consequences of it in business.

First, when you have poor motivation, staff turnover goes up. This is a vital point to remember about staff retention, because they are the fundamental assets that bring value to your business. I read recently in one report that 60% of new employees leave a company within six months in the UK. That’s a phenomenal turnover rate for most companies. One of the major high street banks published a report three or four years ago that stated that the average cost to a company was at least £4700 per person, so the act of churning staff is incredibly expensive.

Second, productivity goes down. In fact, applying the Pareto principle to this, people who are not motivated become something like sixteen times less productive. Sixteen times less productive!

Third, absence rates go up due to low morale, low energy and low self-esteem.
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10 KEY SYMPTOMS OF POOR MOTIVATION

STAFF TURNOVER - UP
PRODUCTIVITY - DOWN
ABSENCE RATES - UP
RECRUITMENT COSTS - UP
FIREFIGHTING - UP
CUSTOMERS - DOWN
REPUTATION - DOWN
TRAINING COSTS - UP
OUTSOURCING COSTS - UP
FAILURE — NAV - DOWN
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Fourth, recruitment costs go up due to advertisement costs and agency fees.

Fifth, sixth and seventh, fire-fighting costs go up and so crisis management goes up with it, which means health goes down.

Let me digress for a moment here to tell you a true story. 

I recently gave a Motivational Maps® presentation to a team of twelve people from a company in Poole. In fact, it was quite a well-motivated company with an overall company score of approximately 70%. But they had one employee down at 40% motivated and as I delivered the session, it became very clear to me who that particular member of staff was. Firstly, they objected to just about everything I was saying, so they certainly were not up for change. Secondly, they spent most of the session coughing and seemed in a dreadful state of health. It was obvious that this person was under a lot of stress. My point is that you can see it when someone is poorly motivated.

Eighth, customers down, service poor, reputation down, negative P.R. and training cost up. And too much training is costly because you are only focussing on skills. What about the motivation? That’s a separate and different thing.

Ninth, outsourcing costs up. That’s a consultant’s paradise. If you’ve got de-motivated staff you call a consultant to sort it out at great cost to the company.

And finally, net asset value down which leads on to blame, despair and self-belief plummets. And as you probably know, all success begins with self-belief. You cannot achieve anything in life without believing in yourself first and your company second. Without self-belief you’re lost. 
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THE PROBLEM OF MOTIVATION

NO LANGUAGE
NO DESCRIPTION
NO MEASUREMENT

NO PLAN — NO ACTION — NO OUTCOME!!!

MOTIVATIONAL MAPS® : YOURS? THEIRS?
1 WAY TO SOLVE PROBLEM: FOCUS ON IT!




So let me briefly give you just a little bit more about motivation at work. 

Firstly, with no language to describe it, no description of it and no way of measuring it, this leads to no plan, no action, and no outcomes. We just hope that with some training or a motivational speaker event something might happen.  

What I want to propose to you is Motivational Maps®.

People go to work for one of nine reasons. In fact, these nine reasons are grouped into three groups of three categories. Some people go to work for achievement reasons. Some people go to work for relationship reasons, and some people go to work for self-development reasons. At Motivational Maps®, we give them titles like Expert, Star, and Builder for all nine reasons: - 

[image: image5.jpg]



[image: image6.jpg]



[image: image7.jpg]


[image: image8.jpg]



Let’s take the Expert as an example. The Expert is the geek that goes to work to actually be a specialist or master in his or her field. They love it. I have some good news for any MD’s of companies who employ Experts. You can pay them less as long as you give them plenty of training. Earning pots of money does not fundamentally motivate them because they want to become experts. So reward them with lots of training opportunities because that is what they want!

At Motivational Maps® we have an effective Reward Strategies system that meets the Hot Buttons for each of the nine types. Our 60-page pack of ideas actually touch the hot buttons of each type or motivator once we have identified online through the Motivational Map®, what each person is motivated by. We are all motivated by three of these nine dominant motivators in sequence.

	Type
	HOT BUTTONS
	KEY REWARDS
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   Expert
	Expertise & Mastery
	Training & Development
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   Star
	Recognition & Respect
	Awards & Status
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   Builder
	Money & Material Satisfaction
	££££ & Material Perks
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  Searcher
	Meaning & Make a Difference
	Praise & Regular Feedback
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   Friend
	Belonging & Friendship
	Support  & Involvement
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  Defender
	Security & Predictability
	Communications & Continuity
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 Creator
	Innovation & Change
	Rewards for Innovation



	   Director
	Power & Influence
	Responsibility & Influence

	   Spirit
	Freedom & Independence
	Autonomy & Empowerment


So, as you can see from the diagram about, the Expert is generally motivated by training and development, whereas the Star wants awards and status because they are motivated by recognition and respect for their work efforts. The Searcher wants regular feedback because they need to know that their work is making a difference.

So what we need to do is start training managers to look for these patterns, create systems for these patterns at a macro and a micro level, so that we start giving people what they truly want. It’s not manipulation. If you want to get on with a French person, speak French to them.

So Motivational Maps® have created a language that actually accesses the Hot Buttons of the motivations of your employees.


Are you giving your staff what they want? Or are you following the general trend of offering the usual 4% pay rise every year? If you give your workforce what they really want there is a high probability that they will increase their productivity because their motivational level has increased.

So, how important is motivation to your business?

If it’s ten out of ten, then I offer you my congratulations, but it’s really an eleven out of ten issue. It ought to be the fundamental thing – you’ve already got work going on with your strategy and something’s already happening with your skills – make motivation your core focus this year. Get a plan, get going and make it happen!

Please feel free to contact me if you would like to discuss your motivational issues further, and we currently have over 50 fully licensed authorized practitioners in the UK who are all experts on the maps.

James Sale – 01202 393660 

Website – www.motivationalmaps.com 

Email – info@motivationalmaps.com
WORK: 





BUILDER, DIRECTOR, EXPERT





SELF:





SEARCHER, CREATOR,


SPIRIT





RELATIONSHIPS:





FRIEND, DEFENDER,


STAR
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