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Behind all of our actions there are a few key reasons we do what we do.  This assessment helps 

us determine our primary Motivators and also our De-Motivators. 

 

 So, what makes you go to work every morning?  Why do you make the choices that you make? 

Is there an underlying reason for all the decisions that you make?  That answer is unmistakably 

yes. 

 

Let's be clear, motivation is not getting others or getting yourself to do things that you don't 

want to do.  Motivators are the key reasons why we act, think, and do both desirable and 

undesirable tasks.  These Motivators do change throughout our life.   

 

Motivators are our windows to the world.  We see things in our world that can be directly 

connected to our primary Motivators and we do not see things in our world that are aligned 

with de-Motivators.  That is why two people can see the same situation in totally different 

ways. 

 

What window are you looking out of today?  Just as important, what are you not seeing by 

looking out other windows?  Here is a practical example.  Go to the front of your apartment or 

house and describe the view.  Now do the same from a rear window.  Notice how the views are 

totally different.  Think of Motivators as different windows in the same building.  You are a 

collection of all of your Motivators.  However, you will favor one or two and spend most of your 

time viewing your life from that perspective. 

 

Once you understand your view of the world through your specific Motivators you will start to 

understand why your thoughts, actions and core beliefs are different from that of other people. 

 

Studies dating back to the 1920s have identified six major Motivators in each of our lives. These 

six Motivators are: 

 theoretical 

 aesthetic 

 utilitarian 

 individualistic 

 doctrinal 

 societal 
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Motivators are neutral.  There are no good Motivators or bad Motivators.  Our Motivators may 

just be different than those of other people around us.  Being aware of our different Motivators 

can make us much more effective in relationships and communications with others.  

Understanding each of our unique Motivators can greatly reduce conflict and arguments. 

 

They determine how we confront problems, how we relate to other people, why do we choose 

to attend or not attend events, and can have a major impact on the success of our careers. 

 

Self-awareness, i.e., understanding our strengths and weaknesses and internal Motivators, has 

been proven to be the major and only predictable indicator of ultimate success.  This 

assessment is just one part of our self-awareness. 

 

  

Motivators are why you take 
action.  They do not tell you what 

actions you may take or what 
skills you may use. 
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Understanding your personal Motivators 

 

One of the biggest advantages of understanding your personal Motivators and the Motivators 

of others is that it allows us to understand what creates excitement and what does not.  In 

other words, once we know a person's Motivators we will know what turns a person on and 

what turns a person off.  The work place is the best environment to see this in action.  Many 

times managers will initiate a new strategy that drives some to high achievement while totally 

demoralizing others in the workplace.  Why is that?  Very simply, the manager has unwittingly 

discovered some people’s primary Motivators and also some people’s primary deMotivators. 

 

Dr. Abraham Maslow identified the hierarchy of needs.  He illustrated this hierarchy as a 

triangle or pyramid.  At the very base or foundation were the basic needs of survival:  food, 

clothing and shelter.  Next up on his list was the need for safety.  Humans will do whatever they 

need to do to satisfy these basic core needs.  Above these basic needs in Maslow's triangle is 

where our internal Motivators kick in. 

 

Once our basic needs of safety and security are fulfilled, then our desires and needs for 

happiness take over.  These desires and needs are represented by our internal Motivators.  As 

mentioned before, there are six major Motivators.  We are a combination of all six.  It is this 

blending of the six Motivators that helps to determine our personality and drive.  Just as each 

of us has a favorite color, we also have a favorite motivator.  Our favorite motivator is no more 

right or wrong than our favorite color.  While I prefer blue, you may prefer red.  A color 

preference should not cause a conflict between us and neither should a motivational 

preference. 

 

Long-term studies have determined that two of our six Motivators will be the primary reasons 

for our decisions.  The middle two Motivators in our hierarchy are neutral and act mainly as 

tiebreakers if our primary Motivators are in conflict.  The bottom two of the six actually can be 

De-Motivators.  Our motivational hierarchy largely determines what we do in life and why.  It is 

the reason why some people will live a life of service to others while someone else seeks fame 

and fortune.  Some of you would admire the first type of person and others the second type.  

That simply illustrates that your motivational hierarchy is more closely aligned with one or the 

other. 
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Your Motivational Hierarchy 
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Your primary Motivators are: 

 

Doctrinal 

       And 

Theoretical 

 

Seek opportunities and situations that reinforce these traits. 

 

Your primary De-Motivators are: 

 

Individualistic 
And 

Societal 

 

Avoid opportunities and situations that reinforce these traits. 

  

Highest scores are your 
motivators.  

Middle scores contribute 
to decisions if 

motivators are in 
conflict. 

Low scores may 
discourage or even 

disgust you. 

When your actions are 
in agreement with your 
motivators you will be 

satisfied and happy 

These will tend to be 
“turn-offs” 
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Primary Motivator #1 
 

Doctrinal 

 

High scores in this motivator would indicate you place a high value on order, rules, regulations, 

and procedures.  Principals for living may have a very strong connection to faith and spiritual 

beliefs.  Accuracy, perfection, and detail orientation would have importance.  Following 

systems, rules, and procedures would likely be more important than the desired end result.  

You tend to think of things as black or white with little room for compromise or shades of gray 

in many of relationships.  Careers that are aligned with you beliefs would likely be of great 

interest to you. 

 

Key words and concepts with which you connect: 

 

Conviction 
Customs 
Rules 
Traditions 
Laws 
Passion 
Defend the truth! 

 

 

  

Try to match situations and 
actions to your primary 

motivators for maximum 
satisfaction, happiness, and 

productivity. 
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Primary Motivator #2 

 
Theoretical 

 
You are motivated by learning and knowledge.  Any profession or career that supported your 

continued mental growth would likely to be of interest to you.    Logic and reason may be your 

preferred method of decision making.  You are likely to appear to be intellectual, rational, 

impatient and empirical because of your many varied interests and studies.  Because of the high 

value placed on acquired knowledge, you may tend to rely on intuition rather than hard facts.  

 
Key words and concepts with which you connect: 

 
Knowledge 
Learning 
Thinking 
Reasoning 
Details 
Projects 
Research 
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Primary De-Motivator #1 
 

Societal 

 

A Societal de-motivator would indicate that you do not get involved in causes or activities that 

server the greater good unless the cause supports one of your primary motivators.  You are 

likely to have difficulty understanding those who volunteer their time and money for cultural, 

social, or environmental reasons. 

 

Key words and concepts with which you do not connect: 

 

Service 
Caring 
Giving 
Contribution 
Volunteer 
Sacrifice 
Cause 

 

  

Try to avoid situations and 
actions to your primary 

demotivators. These will tend to 
cause discouragement and 

unhappiness. 
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Primary De-Motivator #2 
 

Individualistic 

 

A low Individualistic score would indicate that you prefer to blend into the crowd and "fly under 

the radar."  Awards, recognition and achievement may actually embarrass you.  Playing the 

game is more important that winning the game.  The concept of leadership and drive are best 

left to others while you enjoy the journey that they determine. 

 

Key words and concepts with which you do not connect: 

 

Control 
Influence 
Status 
Leadership 
Legacy 
Power 
Authority 
Uniqueness 
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Summary 

 

Now that you understand your Motivators and de-Motivators you can reflect 

upon some of the major decisions you have made in your life and why you made 

that decision. 

 

For maximum happiness and performance in your life you should attempt to 

structure your life to satisfy your primary Motivators and avoid your 

deMotivators. 

 

Motivation cannot be given to you or created by someone else.  It comes only 

from within by satisfying your very basic and core needs.  This assessment is 

meant to help you identify and understand those things that excite and those 

things that do the opposite. 

 

 

From a Business Perspective 

  

Maximum performance, efficiency and employee satisfaction will be achieved by 

matching employee motivators with their predominant job functions.  Any time 

an employee’s deMotivators are reinforced by the task required will eventually 

lead to employee dissatisfaction, low quality, and poor performance if continued 

for an extended period of time. 

 

It simply makes monetary sense to align employees’ task with their primary 

motivators whenever possible. 


