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Mctivation hxre 1% Clﬁ°@1y allied to the

CﬁmDGHY'B cowmuaication netwcrk. After evpoqin
it%elf ta the dealer and qaklr 1tvelf knowx to them,r :
~ *he company now trleq ta cst Fre tpr eo-onoraticr
frqm daalors throuﬂh p rsuasive ac lor and pqychols'ical
tpchniaue fcr i? cleﬁrlv ?'1;nxﬂs tbst wrqu& Lt
can clearly mctivate its des lér k;o” iwnroved 8
‘nerforwance; a pro:ramﬂc v;]l ornly brcone thaoret*ca1. f
Vnﬂerstandln? Egg and How a dealer decides to accent
and take 8cbion is important in planrinz the |
co*oany 's motivation efforts., When a dealeris
called upon to take actien, invest woney, change
his way of thinkirv or doxrv, the first thourht that

enters his mind is My hgt is there 1n,it for ma?"

or "What will I pain,ylf I do what he asks?" uvery

dealnr has numher of basic wants, deoir»q or

drives which motivate or cause him to act. In its

#héir’wnnts anc why they uhould accrpt   ;;°*




,bealer wants or dee1r€q car h cgﬁ#i%fﬁ;ﬂﬁi%*ﬁfyrlzﬁ‘

nhe,e;six classifieatiore?g

Pref; : This 1nclu<eq the

rdesire to n&ke morey anc to ggpﬁﬁrp thﬁ‘
7‘” phys1cn1 th ines *h(t ronay cnr buy., The '
‘.,1pr1me nbj?ctﬁve nf any hl"jrpﬂﬂ ia gq v kp -
  ffbr0fit anc u*ﬁ *hft rozny fo‘ r«r«ewﬂi oT '
‘ ‘;buainess rr&t fﬁcsiinp., |
i ,~ﬂ°t,inf: :trh‘iizs trﬂit, Faeo tozv‘ffnr%ivca;t:;;’s tf‘ its .
”E?iaééie§é th5£*it§Jideas cf‘rpcbﬁ%éﬁéétﬁérq :
'fwill help thpr ircrra«e prof§t~ or TP(IC”;COQtS
e am‘ it thuq Prscoumvoq ther tn T»ﬂkf‘ actihr
on,its;proposals. A recent recommendation is
the introduct1dn of thnr"Bsso New Idértifﬁcatiom
System" ard the "five-step service methoc"
deﬁéribed earlier. | ’_ Ll |
2) angngl“ggﬁjnflggggg Thie inC]uéeq the

‘desire to direct or irfluence the thinkirg

o o < e o 8 e w H  p——

| These classiflc ‘tions rre auated fron an :sso
~$anualﬁ~ Teuagds Better Sellin~z nctlon -~ Chanter on

LA %nifffnéeds &nﬂ gﬂ&ivaticﬂ, ZJsSO ﬁhstralia.k~*

; : This new sy temfis actuallv an ianOVPmert
of theVold.7,Tha identification now consists of the usso

ﬁ nked by two red stripes.
foval fl&nke by 359, front cbver,, 0 Pg&;ﬂ?,¥@1 &? 3;2’*3“0

utaﬂda d : L‘td., ' }Ebﬂlary» ?R, l;}éél ’ ! ‘ e




’*;?be 1ndependent ef th'

o ;;to it M
’*1;prov1de thnm wrﬁatrr cuntrol over the:r buaineqS‘
f~f fgrgwth thn1r cuﬂtonmrq thair comnptitnrs,

° ff)lthoir financeﬂ or 1ak9 them mere indepﬁraert

5f iwi11 be made more ready to accept company's
”i fbr°”°5a15" an quch rpcOmmendntﬁon iq vﬂod
: =g thati0n nn~keepinv In the pvtrnleum buqaness,

| q the appearance of a statnan is ﬁf particular

k f*ui1l enhance his perqonal reputation or

'*f;to be in comﬂand of each ,ituation 3ﬁd te

: cﬁrtrnl of arhors?l

1n thiq area,fthe COMﬂany communicateq:

 ,69819rq that dts recommendations will

:;;gf entside influenﬂ»s. Here apain the dealpre

 fimportance in influpnvinw aotential and ald
customers. |

3) “gggtation or fecosnition: This includes

‘ the desire to be accepted, to be recoegnised
',for achievements, and to have prestige a nd

status in the eyes of others.

When the company can conv1nc1nflv communicate
kfta‘a*dealethhat its ideas and recommendatlons
  'status - increaqa recownltwnn of his qtatjon

;bj‘customerﬁ, competitars, employecs and

,, iaf the main inqtrummnts tﬂ acquir@ “”“gtif@  "




~" 7 nnd amacus 15 to have fhir daaling and ;e”‘uﬁ H
"‘ f  _;81V0 POlits anﬁ axcsllent aervice to conndgiit;- S
"“fﬂfThe conpnny 1nstils this iuaortaace 1nta ’H;}‘
‘* rj_don1cru in its training pro-remmes. To fufthe?’ :
447{[{ net1vate daalera, contests in station  ,~}V,
P ‘v~"f,'f‘re1unlixmss am road mrvice are '*ivea yem'ly. | -
&) Sesurity or Self-iy o
" }?inc1udsg the daﬂire to be. physically healthy,
»? t¢ be free from mertal stress and worry, and

"";f]to pruteet and keep p.rsonal 903“@351°“3‘7

" '5 prauiscs dealers that on matters of advertising
“1f and sales pruuotion, 1t will undertake all

'“fagggx§§~gp Thﬁa

Iu this field the cnmpany communicases
its dealers that 1ts rccommsndations will

 ‘provida thqm paace of mxnd and freedom from
worry, meke their job easier, make their |
‘future and thn future of their atations more
predictable, or provide them‘uith financial
ydocurity they seek‘ solely with the objective
ef'nn@ivacinr ita dealers to aecenpt and take

3:‘:ctien on what it recumwends. The comnary

n E¢§i°na‘ ‘The company only wants. dealera to

eeééparata with it in this resp{ct and tovether

uhgyfiill faca cemP(titors in the markat.‘,,,i"“‘y
- i ‘ This includes‘ o

k  f é§§i§§f¢°¥prﬁtect axd make 1ifa eaﬁiéf




ana more. mjmble fcr the mmy, and to

‘ f1d° th” rirht thi“’ f°” GMDIOYEQB. asaoeiaﬁau
jﬁ;ﬁcﬁﬂﬂﬂﬁity and caurtry.

”_Thc roﬁmany ventures into thia field toa

‘:ifso it renlises the fact that i it ean

k7 ]?fff4¢6*““ni°3t3 t° a ﬂe&lﬂr that itg reeasmeadatians -

‘°’7}}fvﬂ11 help hin nrotwct his fhm11Ys to do the -

: ;ﬁfrizht,thing aud to be fair to his enstaaors,

"7i-}ﬁ5¢mp1°7nes and commun‘ty, it car oneeurase hin  :;

| *‘fjfte take aere vi?eraus anc paiﬁful aetien.‘ Féri,, 

7  ;f;eunmunity welfare the cumnany recommends that

1' 3ﬂf¢¢a1era take part in hirhway safoty °°“p°iwn” :

‘ 'and some other public projects like participating
1n natianaI lan-uare celebratinrs and the like.
6),_§1g£gg§mon of senses: ?hit includes |
the dcaira to nlease anc satiqu their basic

a senses of sirht, smell, tauch, taste, or

| hoérinw and to avoid’thinrs'which are displeasing
i ,to thc sensos. |
; In thia respect the comwanv tries to enmmuricato
?‘ta its dealers th«t 1ts recnmnonvations will

H‘hclp them to satisxy their desires fcr an

aeeive, ¢lean, and orderly ervironvent, o

atﬁthe same tiMi $3tlsfy the 3ame desires

'gffth§1r employees and thamr cu«tamars. These

ommeadaticns eome thrauvh thp aalaamen ‘*‘- o




*ffrViOf tha eampany wha eonetantly viqit daalars’ : 7§5 Jff‘;
| L’?‘“tletﬁ to advi se. thev as to haw to éiﬁﬁlﬂy |

'~f_¢ point of aales material and how to set np

‘*thair lay our of their service qtatiens. In
*7f i¢dditi0n to theqe the o moany alqo has a
"i. ‘;icampetition aman itg d@ﬂl@rﬁ ta foster more,‘  v ;
’° qf  af£1eient SGTV5CF vh ch will ultimataly lead
‘ 1f to 3ob sathfactinn ara thh‘ Lo “reater A

“prafits.,‘ his cnanatitlon s he vealer-of-  
‘f,theuyear tantect" whern dealerq ire- judped
ﬁa‘accerdinﬂ tﬁ thtzr )aleﬂ ,lu‘esgl staticn “" 
"1f‘c1ean1§neqs and tﬁro rd o;kq‘rx ca. Throuzﬁ
'751thia the cogwwny can heln mat;vﬁte them to‘

be co~operrtive dealers.

A knowledre of basic dealer motivation
provides conpany reprecent *iv»s with why a dealer
takes action, but eoually important too is the
knowledse of How a dealer arrives at a decision to
accept and act.' To pet a Heal*r to accent and take
actlon on ifs recenrnndatl n,,,*ho ompqrv coumnnic?tes

o him the idea of uakin act¢o ly A3 thw understandjnp

e R L

s RS - 58 ¥ f§w'ro calcu] e@ according
of thef tation - percentare of salas to :
g:pggzt;fﬁfln absolute values it is natural that big

sta i1l command ‘bi?p'er sales volumes. “Therefore | |
,atatieng,will § ; relabiva valuee.‘“"v,_x‘,w S




' ,;gy',,‘;of hw an mu atarts,’

davelOps, and becoweq entrenchaﬂ
‘fin the mind ﬂf a dealer w:ll enable

the comnany te =

‘pxt,t.ern 1ts ccnnhnlwtler’ ph»ce &8 clvarly anc{ sharpiy.

To enﬁure that a dealnr accent« the ri*ht jdpa and

 take° thﬂ actlon fhﬂt tfs cskunv~ “?l Hn ohwuld taka,
‘it is asqential th:t it uirpﬁ “nd acrelr ;teq hia
Vthinkin? proce%* tﬂ heln hiw QTrlve ut his oecisién o
stwr, 9asier, more aq%uredly, &nﬁ to hin bfqt interest
c that ef the compary., Herp is h>w 'ha cqmnany
V~uidsa gnd ac69ler“tﬂt a dealer'q nuc;n;oﬂ makiﬁ?
nro*reS‘%’ - . e o | |
L ’ ?1) To be cnrtﬂin thﬂt a deal»* ~ooa not have
to £o throuah G‘*11€-COV‘UWJL* search for,
and‘interpretation,of facts and to be
certain that he receives the corrcct facts,
the courany supnljeg the fact= tor him to
evaluste.
2) Lo be certein that tha éaslér'has'suffiéient,
‘*rélevant evidercce for his justification
2

Lyﬁffand conviction, toe covnery nrovides pronf

" and evidence.

1o be certoin that the desler cdoes not

- ¢ i 70 e, e A

“ﬂ* cition as a :
i «Thiq denotav fh@ (‘@ﬂlrr poeit 5
: : cinecsman the dealer acts~
‘as a: ent. #As a bueine: man the o
businessman of the cnmnanv but as the cowpany s
'“ent ‘he takes suvrections and : ~

'7rom co pary r'v;o*nel.




ﬂf]daliy unneceqqarily, or nut nff akinv action,’

; the cG?any ‘af‘”“ :,-1 oy ‘Nvt.! fr}..; hj

;;‘5 act and

vlﬁmakeq i““’ﬁl‘?f*** Lo vate his decinion,

| f?ﬁé'&oﬁvany @t‘all réﬁfg e kéﬂﬁing a élggg
vateh on its mumersus denlore, ip ihe 211 ircustry
’tﬁ~ﬁ3?;~th“nmafkét‘structn?ﬂkjﬁ?hﬂ§'¥f~n]§”nooly

wnﬁ fhp camp@titiﬂn amorv **i”ti*?: *%"ﬁ ie frﬂwiné
vtron"fr. The c"wn"rv b¢v‘ﬁaa,%prwinz,ﬁut’:alesmen,
ﬁl#ﬁ 1ae~rtaka,,tp help ~ealerz wit” teg.e of advisers
hﬁn are aluays raady to aﬁr*st wir iﬁmﬁvstinns.These

are‘some Qf*the company's ﬁViﬁenCQ§ 0! nlawin: dealers

thet their welfare is the cowrany's welfare toos

Effective mativatian ard nopsnazive sellinre

are a nroacassion vhich the rornopy "a3ln=a" itg

éGm”Unicationa to it anﬂfoovnlpﬂfvt‘ita TerYaplg
nnrmal,and,natural‘thourbtnrwrfvd and annly its olars
for'iﬁﬁfovéd performance. Its aralwe’= o7 r rdealer's
stﬂti§ﬁ5 hGQﬁvbr thﬂrourh fto nirnnirtine of perforuance
wﬂakneﬂq@q, no ratter h~w preci-o, end i1 vroposed
nlanq for improved eales ord profit rerfizocrce, howsver

POy

sourd = will be Pll.vﬂ"trﬁ vr'rf the couptiy can

its propnsals,

lannin? nhereforefi* very GSﬂQ*‘i”“ to procuctive

,'ntjvftion efiortgfh“C?“e it~’ ,

J‘Tl) gives smocific aarmct*on *“'*ts‘“otiV°tion




’a@fﬁ;effert‘and nruvidm@ 2. taraet nr focal point

‘?.F;feryfﬁncenkrﬂtwr" 5*5 fiﬁa

g f“nfrvv and money.%y-[ﬁ.'5 ”
e 2) h@l’)

| if e Hﬂnlﬂvv to a conmon goal.
_kjlikgnables,ét to save tive, effort, and
expengcrin securin-~ actjnﬁ or ite rgcommendatiens.r
:  &),’¢nah1ﬁ9 it to :ijcjhﬂ*ﬂ 6ﬁf#unicéti§n |
' difficultia3‘dn dealer reg j ~trnce and how
"f;t* hanéle ther, |
:;”5) qtrenpthenv the corfiﬂnrrw of dealers:énd

" :[eQm?anyB' salec Y@nfﬁrsrf*t{vOQ.,

B Thpse motlvetion efforts are thus anothpr

inﬂtrument sshich “se0 uses to advance its company-
dealer relaticns sro:rarze; for throush it, =sso can
anticipato particularly strone racistance from an
individual dealer and corsecusrtlv can prevent
résiéténée from occurring. Une of the chief instruments
of‘thbse mdtivation effsrte 1o comnany cponsored
contests amonv dealer=s, These contosts ihich have
been mentioned earlicr inspire ceslers to vork harder
anc. to keep their stoticne in tipetop corncitions

th area of cleanliru¢¢ an! =se¢rvice, thus ultimately

1h@ir qalcﬂ volvmes anc profit notentials.
33
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o@ffrq valurhi prizes such as "liger Scooters”,

T idnd

*ffThesa scoorqu axr‘aifsreﬁ gﬂ’cﬁnﬁﬂnctign,w;;h
"'r Advgrtimznr Campnigne,  lhev are painted:




watcheu, trips abroad and very often caqh vifts too.:[  

Throuvh these bsqo dealer», qt"tinn abtandsntq are

rntivated to work hardcr,'




