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IntroducƟon
Your happiness and success at work is partly determined by whether or not 
your core 'moƟvaƟons' are being met. These MoƟvaƟons are not a conscious 
decision, but rather emerge from your self-concept, beliefs, expectaƟons and 
personality. As with our purpose in life, we do not 'invent' moƟvaƟons; 
instead, we detect them. It is vital to go with the grain of our MoƟvaƟons.

This MoƟvaƟonal Map Profile is based on your responses to the MoƟvaƟonal 
Map QuesƟonnaire which was completed on [DATE]

The origins of the MoƟvaƟonal Map are based on extensive research into 
human moƟvaƟon using three primary sources; Abraham Maslow’s Hierarchy 
of Needs, Edgar Scheins Career Anchors and the personality profiling tool the 
Enneagram.

The MoƟvaƟonal Map comprises three cluster areas, with each of these 
containing three core moƟvaƟons. This means that in total, there are nine 
core MoƟvaƟons.

Usually three of these predominate, although someƟmes this can vary - two
may stand out, or more than three can emerge. Within your dominant three,
there is one core MoƟvaƟon - your work must fulfil this MoƟvaƟon if there is
to be any real saƟsfacƟon. It is important to idenƟfy your MoƟvaƟons and to
work consistently at geƫng more of them at the workplace. However, it is also
highly likely that what you want from work, you also want from the rest of
your life as well. Thus it is why examining your MoƟvaƟons is of fundamental
importance.
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The Nine MoƟvaƟons Of Work
The Nine moƟvators sit within the three cluster groups, as shown in the
diagram below:

These are broad groupings and are not water-Ɵght. For example, the Expert
does not necessarily have to be 'expert' solely at work - though this is where
the general focus is. Clearly, it is 'easier' in some senses to obtain saƟsfacƟon
from work where the MoƟvaƟons are all Achievement orientated: after all,
work in most places is designed to produce money (the Builder), power (the
Director) and experƟse (the Expert); obtaining friendship (the Friend), say, or
meaning (the Searcher) is usually more problemaƟc! The challenge for all
bosses is to produce the possibility of moƟvaƟng in all nine areas for all their
staff.

See the next page to find out your own MoƟvaƟonal
tendencies.
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ExecuƟve Summary
The Absolute Strength chart measures how important each moƟvator cluster
is set against the other two. Looking at this chart should give you a good idea
of what is really important to you about being moƟvated at work. If the
distribuƟon of the three colours is preƩy even, then you are preƩy balanced:
you get moƟvated at work through RelaƟonships through Achievements and
through personal Growth probably in equal measure.

When looking at this chart consider:

Does one dominate?
Is one especially weak?
Is there a balance?

Your Dominant Cluster is: Growth

This means that your moƟvaƟons primarily come from realising your full
potenƟal and being all you can be. This realisaƟon means a new ‘you’ comes
into being – and new involves creaƟve change – and you want to create that
change in defined areas of your work and life. Further, for this to be possible,
freedom and purpose are usually essenƟal. You prefer, then, living in the
future. With such a “growth” focus, however, it can be very self-absorbing; so,
are you missing out on sustainable relaƟonships? By focusing on change and
being involved with new things, on your freedom and your purposes, do you
fail to finish or follow through on exisƟng projects or in important
relaƟonships?
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Your Personal Profile
The bar chart below shows, in rank order, all of your nine moƟvators and the
strength of your MoƟvators measured against each other.

A score of 30+ is a 'spike' - an extremely strong moƟvator
A score of 10 or less indicates an “inverse spike”– a weak moƟvator
A score of below 5 can indicate some discomfort towards that to the
MoƟvator where it is dominant in others

Bear in mind at all Ɵmes: there is no 'beƩer' or 'worse' MoƟvator or
moƟvaƟonal score - only differences and fitness for purpose. Lower scores
that are clustered together suggest balance; spikes suggest extremes. Fitness
for purpose determines what might be beƩer in a given situaƟon. Consult
your pracƟƟoner for more informaƟon about this.

Range of Scores
The range of scores for the nine moƟvators provides more insight into your
core moƟvaƟons. The range is the difference between the highest and lowest
moƟvaƟonal score. An average range for an individual is 8 points; however
some people may have a larger range, which indicates more focus. Others
may have a smaller range which indicates they are more balanced.

Your range of scores is 13 which indicates that you are very focused in what
moƟvates you, and saƟsfying your top three moƟvators is important if you are
to be producƟve at work.



Your Primary MoƟvator:

The Creator
InnovaƟve
SoluƟon-orientated
Cuƫng-edge

MoƟvaƟon Strategies:

The Creator
Take a ‘sabbaƟcal’ – one hour …to … one year – and do something enƟrely
different. Re-charge and replenish your personal baƩeries.
Volunteer to be involved in any fresh iniƟaƟve – you thrive on new challenges
because it provides an opportunity to provide creaƟve soluƟons.
Use Mind-storming to solve problems. Formulate a specific quesƟon which
sƟmulates the imaginaƟon: e.g. “How can I become physically fiƩer in the
next 6 months?” Write down 20 answers! This can lead to insights and
soluƟons.
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As a Creator, your need is for creaƟvity. This moƟvaƟon is for innovaƟon and
to be idenƟfied with original output. In other words, you want your name on
… the book, the CD, the product or even the service. You are somebody who
breaks barriers – brings into existence what wasn’t there before. So problems,
challenges and the ‘new’ bring out the best in you and are highly moƟvaƟng –
soluƟons mean innovaƟons. You tend to be opƟmisƟc and can persevere in
adversity. Because you solve problems, you like and feel the need for play -
there is a special ‘play’ buzz that people get who are creaƟve. You want that
buzz in your work - if it’s not there, you’re not happy.

Creator is your highest score, so you will be an inventor, entrepreneur or
problem-solver, and this means you are more likely to be a loner, or prefer
working on your own or in small teams. You are a change agent.

Here are some strategies you could use to improve or help to maintain your
current levels of moƟvaƟon:



You are currently 59% moƟvated in your 
current role. This means that you have a 
declining level of moƟvaƟon and find your 
current role not enƟrely saƟsfactory. Unless 
significant steps are taken to improve your 
moƟvaƟon, there is a risk you may become 
de-moƟvated.
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Your Current Level Of MoƟvaƟon
The Personal MoƟvaƟon Audit represents the extent to which you feel your
top three moƟvators are currently being saƟsfied. Whilst this score can be
dependent upon specific factors affecƟng you during the Ɵme you completed
the quesƟonnaire, it gives you a good indicaƟon of your current levels of
moƟvaƟon and enables you to idenƟfy the areas you will need to focus on to
improve levels of moƟvaƟon.

The diagram below shows the four quadrants relaƟng to the % score for the
personal moƟvaƟon audit. These quadrants will help you to idenƟfy the type
of acƟon that is needed and possibly the speed of that acƟon, to help you
improve or maintain your levels of moƟvaƟon.

This score does not imply any judgement of you – be clear that moƟvaƟon is
independent of your personal skill set. The aim of this score is to support you
in enhancing your moƟvaƟon.

The graph below shows, on a scale of 1 (low) to 10 (high) the extent to which
your top three moƟvators are being achieved as follows;




