
Team Motivation 
Getting Your Team Highly Motivated To Improve Sales And Productivity 

It’s harder than usual to get buyers buying, and at the same time, it’s more critical than ever 

before. Here are some ways to get your team and / or yourself, highly motivated to sell more and 

become more productive. 

Create a new 1 page team contract that everyone gets onboard with in this new current 

environment. The 1 page team contract will serve as your new mission statement for the team and 

includes your new goals, the teams’ responsibilities, and the norms. Have everyone sign the 

agreement and everyone commits. 

Motivation is not a one size fits all thing. Get a better understanding of which of your people are 

motivated by going towards their goals (meaning they’re trying to get something) and which are 

more motivated by avoiding what they don’t want. Speak to each type of person accordingly. Do 

not use the same words for both types of people. 

* You can get clues by hearing comments like “I want to…” vs. “I don’t want to”.

Motivate the “towards” people by getting them to imagine getting what they’re wanting. Motivate 

the “away from” people by pointing out what it will be like if what they don’t want to happen, 

happens. 

Find out who is motivated by money, who is motivated by recognition and who is motivated by 

having an impact on things, then play into each of those motivations per person. 

Understand that you will loose some people that you don’t want to loose sometimes.  Don’t lead out 

of fear of loosing them by trying to always please them all of the time.  

Put more focus on their daily activity right now. Set the appropriate expected numbers you want 

them to hit, and hold them accountable to hitting those accountability numbers. Re-explore
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what your calls per day, sales meetings per day expectations are now, not just what they have always 

been in the past. 

When your people come to you with their problems or concerns, don’t spend all of that time 

being the one doing all of the talking and problem solving for them. Instead of solving their problems 

for them, spend most of that time asking them questions that force them to think for themselves. 

Retrain the new habit of getting them to think for themselves. 

Shorter more frequent meetings have been shown to result in better outcomes than longer 

more spaced out meetings. Try more frequent, quicker motivational moments in meetings. 

Determine if your company’s values are still the values that embody what you want them to 

be. If not, update them. Either way, re-articulate what your company’s values are to everyone on your 

team. 

Build your people’s self esteem right now by:  

Acknowledging how they’re feeling about things.   

Ask them to imagine what their best possible outcome for themselves might look like this year, 

and to share what they feel they’d have to do to make that happen.  

In addition to any goals you’ve set for them, have them set their own goals for themselves for 

the rest of this year. Ask them “What are your goals that you personally want to accomplish by the 

end of this year?” 

Research found that low performers bring down high performers more than high performers 

bring up low performers. If you’ve given low performers the tools, training and time to improve and 

they still haven’t, you need to take the appropriate action now. 

The one thing that’s much better than motivating your people is finding and hiring already 

motivated people. Evaluate who on your team is naturally motivated and who is not. Who do you feel 

is never going to be motivated no matter what you say or do? It might be time to find a better fit. You 

can train on skills, but a bad attitude is very hard to fix. 
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