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The Predictive Index gives much insight into the drives and motivations of sales professionals. Use the chart below to 

better understand how each drive affects an individual's motivating needs in their work environment. 
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AVERAGE Service selling, relationship building, 

repeat visits to same customer, reactive 

sales, major account 

Cold calling, value added selling, 

proactive sales ‘hunter,’ strong 

prospector 

Consultative, problem solving, sell 

technical products, sells to an existing 

need 

Sells intangibles, concepts, creates a 

need, appeals to emotions 

Results orientation, urgency to finalize, 

self pressure to get it done 

Low pressure, steady, service existing 

base 

Strong closer, immediate gratification, 

prefers short sales-cycle 

Longer sales cycle, multiple call close, 

follow-up and service selling base-rep 
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