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ABSTRACT

The concept of this project is 1o sludy on An impact of zales molivation on olganizational
perfurmance i PV MOTORS. This study will show an impact that was conducted lo Investgats the
mtiant of relationship bebwesen motivation snd siles lorca pedommaincs specially in business
enferprises with particular study of PV MOTORS (AUTOMOBILE SHOWROOM). However to
achieve this goal of the sludy 10 experiment this research design was used (o sludy anies
motwalion on an organizatonal performance at pv molors showroom whare the haad quartars
located a1 purhal snd ke branches localad sl Thinvkazhukindram. After & critical analysis ol ths
data coliectad, The hypothesis were tested using chi-square and the following were, The findings.
incantive inform of tmaly salary paymaent enhances sales force perfarmance. Salary incroass s
usad fo stimujates belier performance of salary men., Molivated salespeaple might close more:
sales which increasas the company's profits and brings in commissian payments. Improves logm
morala; A team that knows how to motivate one another to mes! goals and Improve hair metrics
may work better logether and spproach work' more enthusissticaliy’

Employae motvalion dives the quaiity of work anif boosts performance in an omanization. VWhen
prgankeations keep their employees malivated. production can be done withaut mlsuplion
Thorefora, organizations achiese greal hamony in the whole workfiow, influsncng productivity
positively,

High Inval employee molivation wifl impadc! employes producivity by sbmulating the produstion of
bastlar saned higher quaniily work, A molivated ergloyes L mom Bkely 1o have a high lavel of job
sarstEonon and noresselong tem amployes retention. Finding ways 1o inoreass motivalion is
erucinl becauss i allows us to changn behavior, devalop competencios, be creative, ssi poals,
grow interests, make plans, develop talents, and boost angagament,

A Impact of sales plays a Key role In crealing a heglihy cullure and posiive environment. And as =
part of your sales compensation plar. (fs the dover batend your overall performance. Kesping
sl reps molivated and engagnd is critical at any tme. It helps resch your goals and plays @
fmrgs it in meining tog sales hegs.

Productivity izvels could increasa and IMe ovarall cutput of a busitess may be highat. Improved
quality and improved cusiomer service dafimitely rasull a great impses of lilgl-l_'-hlhaiinn on
organizatiorisl porformance.
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CHAPTER 1
INTRODUCTION

1.1  INTRODUCTION ON THE IMPACT OF SALES MOTIVATION ON ORGANISATIONAL
PERFORMANCE

All prganizations and businesess 3im to be sutcesshul and have desine 10 il staady progress. The
calrraiil ora ks highly compalitive and organizations ragandloss of aloe. lechnology and miarkal focus
are facing employee relention challenges. In order lo overcome these prablems a strong and
positive miationship should be sdopied and mislintaned betwesn émployses and thsir
prgiinizations. Human resource or employess of any organization are th most contral part so they
need 10 be nlluencal and persuaded lowsrds tasks Tullimant

In trying in achigve prosparily, argahizations design different sirategies to compats with othar
prganizatians arx for mcreasing [he performance of the organzutons. A very few crganizations
bafyvo thot the human porsonnol and pmployeos of any organization are s inaih assots which
can lead them to success of if not focusad well, o dedine. Unless the employees of any
prganization are satisfied with il, bre molivalsd far the tasks Liliiment and goals schinwmants and

encoumged, none of the organization can proagmss or achieve sucCoss,
TOP 5 STRATEGIES ON SALES MOTIVATION:

. Building Trust with Customer Faviews.

- Imeesting in SEC 1o 82 at the Top of the Google SERP.

. Showing Up in Local Google Search Resuls

. Advertising on Local Google Reasulls Pages.

. Crealing o Soclal Media Prafile nnd Participating in Groups

M = W B =



Soma othar factors thal ane playing a prominent rale in terms of demand and sales of aufomobilles

worldwide include demographic factors, tachnolegical factors, matketing, after-sales support,
protuct leatures. and olhers

To compete in loday's global markets. arganizations sinve (o deliver thelr products physical and
snrvicas ntangsbie in both an efficent and effective mannor, In service supply chain, human labour
forma a significant component of the value dellvary process and physical handiing of & product
leady o standandized and centralized proceduras and controls in manulactunng supply chamns.

The focus of eficiencies in service supply chaing s on management of capacky, Bexibdity of
nesources, information lows, servics performance and cash flow management, Salas toroe in any
company beg or small, manufaciunng or senice, are charged with generaling product sales from
assigned cusiomer acopunts In indepandant temitares, However, Iha evolving selling environment
tudiry m much mone compleax, demanding significant changes in perfarmance molrics, goals,
control and compensation,

Employee methation dives thin quality of work and boosts performanoe n an crganization. Whan
orgEnizafions keap ther empioyses mofiviited. produchion can be done without nemupfion,
Themslore, organizilions schicss great hammony in the whele workfiow, Influencing productivily
pesitively, With the harmany in workfiew, Thers comes a docroased anot margin. Thorefore, the
protuct quality has incraasea sinificantly

Adso, tha job pedormance of motivired employeas is significantly highar Tan unmctivated
emiployees. with better motivation. the sptitlides and skills of smployess inorease significantly.
Tham, they become mom involed in the production process and deliver lop-notch product goality,
These products inwrsase the marke! valle of the cryanization and can make the arganization a
household name

Crganizabons need to recogiize employveass for thelr appropeiale behavion and sccomplistmar L

Also, without timely recognition, the whole recogriltion process fails. Onfine recognition platiomms
i B vecy affective n this mandier.



These platforms track all thy necossary performance data of an organizatioin. From thesa dats, tha
platform can analyse what an organization neads to motivate employees. With thosa metrics, the
platharm helps orginiestion jeadars to create 5 clstom recognition program 1or molvating
pemployeas effectivaly.

Wheeser in ampiayes ulills any af thoss reguing mestrics: ths platfiorm achnowlediss and
sends company-wide notifications to colebrate the accomplidhment. This, organizations can keeg
track of e schrvemonis of ther amplovess 1 molivale e celelrate tham propany.

While recognising amplopess bs possiblp even withaoot online recognition platiorms, they ane olten
gifficLit and tme-consomng. Also, manual recognition has » szabte hsman-emor margin that can
cause dispuiss betwesn employses.

On the athar hand, onling platforms am guite accuniie and cin immedintely rcagnize employens
fot: their alfofs. These effons can kep employees angaged with the ofganizafion and mafivaie

tham exouptionally,

12  INDUSTRY PROFILE

Avtomotive indusiry, all those companies and activilies Invalved In the manufaciurne of molor
vehicles, including mos) compananis, such as angines and bodies: bul excla@ing tres, baltsnes,
and fusl. The principal products ane passenger aviomoblles and light trucks. Including pickups,
vans, and sport uldily vehicles. Commarcial vahicies (I2., dellvery trucks mnd Jargs trenspart Tnucks.
pften called somis), though importint 1 the industry, ate secondisry. The design of modem
automotive vahicles is discussed in the articles autamobile, truck. bius, and motoreycle! aulomotive
engines are desoribed In gassline engine and diesel sngina. The devslapment of Ihe automalile i
cownrad In fransporkation hiskory.

The history of the sidomebile Industry, though bris! campared with that of many other industries.
has pxooptionm intorest bacause of its offeots on tintory from the 20th century. Allhough the
auAomabile originated in Eyrope in the (ate 194 cantury. the United states complately dominated
thie workd (ndustry for e fiest all of the 20th cenlury ihrough the invention of mass



produttion techniques. In the seaond hall of the cantury the situation allersd sharply as westorn
Europaean countnas and Japan became major producers and exporien.

Tht Inclin two whealar vehicle market was estimaled al around USD16,007 .84 million in 2022 and
is stlimated o reach USD 26 63849 million In 2028, regisiesding a CAGR of 0.88%_ Wih the
introduction of alectis vohicles and neing demand for two-wheelers sre due 1o s low maintenance,
fuel efficiency and easy handling.

Two-whealors refar to vehickss thal are commonly ulllized o Faveling small disianies while also
assisling in easy manufactanng through congestad ronds. These prmarily, consist of molorcycies,
mopeds, and sooolers that are either manual or powered by fuellelectric molors, Two-wheelers are
iturcated based on long-distance travel, cruising, reoing, offroad rding, el Two-wheelers have
numetoul advaniages, such #s a more compact design, lower cosis, and higher fuel 2conomy,
Thaoy also have several oparatonal beneafits and reduced maintonance costs, making them a mora
cosi-sffociive means of transportafion than three- or fourwheelsr vehicles. Furhermors, two-
wheslors lessen dependency on public transporl and shoran fravel bime,

The emierging trend of vehicle ownership, paiticulady smong tlie midde-cass populafion, coupled
wilh he expanding working women population, s pAmariy driving Me Indis Iwo-whesles maked. in
addifion (o this, tha escalating demand for compact mobilty sohtions owing to several challenges,
such as lack ol parking spaces and road traffic cangestion, & further propeliing the market growth,
Moreover, the growing popularity of two-whielers based on ther numetous benalflls, including
convernent ravel aspecially over short distances, easy bank financing solutions, betier afiordability.
ete.. Is also crealing 3 pesitive ouliock for the madeat. Besides this, the expanding travel and
lounsm seckor akng with the rising trend of biker fraveling solo or in & group o different
desfinations across the country ks further balsterng the requirement for two-wheslars.

Furthormore, the milaling prces of petrol and diesel ara also catnlysing the nead for luel-afficient
modes of rensportation, thersby acting as a significant growth-inducing factor. Additionally, the
introduction of favournble inmatves by the Indien gowemment thal provides low-incoma
consumers subsidies or monetary incentives lo plrchase two-wheelsrs s ufther propalling the
market growth. Apar from this. the escalating consumer concama regarding high vehicular



emissiong.

Thia ls also catalysing the launch of hybidd blkes sod scoolars in the country. Mareower, the
emergence of numerous technological advancements, including antl-braking systams, ride-try-wire,
raction controlwhesle contrl, ale. 5 especied 10 drive Ihe Inda wo-wheslar makal during the
forecast penod.

1.3 COMPANY PROFILE

PV MOTORS s onw of it developing Authorised Dealer for many brantded 2 Wheslars. Endowes
with'a state-of-ihe-arl deslotahip aid Highly skilled Markaling ang Servica Stafl, wa have devoled
ersetves (o helping and serang cur customes (o (e Best of vur shilily,

Herm 3t PV MOTORS, tave donn more than just sall great two-whaalon, we siiive to dolvee 1007
curstomar satsfaction frem the mamen! you fire) contact o1 desterstep. Wilh 2 loyal bass of mors
ramtuir of sitinfod customes liom Tamilnedy . prompl cusiomes servics and gocd clsns
Eaciiities, PV MOTORS s the most retabils sutomotile deater. We have teen known for our
imjreccalss muallty Sanics an clsomsr saliifaction, which we aisire you will parsorally
ewparianng in the miationshp as sl

PV IM0TORS showcases the linest two whaelsrs from the Honda, Yemsha, TYS stabla. Elegant
tiesgn sesfahcs, supenor technofpgy, and quality Duilkd setd the Honda and other inadmg bnand
hrigizde apart from s compedition. PV MOTORS brings unider one ool with ulirs-modem fully
audomatad workshop for customer salisfaciony servica as and whan the maintsnance of your
velicles s scheduled. The bwmaiched Honda sapetionty, style and dliss backisd by efficiang
EuslOmer Sefvite and afler Saks supopot

This resalnding suecess of PY MOTORS at PLZHAL whessan in the region pavad ths way for a
large scain customer responsr dealemshin 0 open @ brangh al Thskarmkundmm

F¥ MOTORS theretore filted In o the scheme of Mings perfectly.

At sny ghven poinl i PY MOTORS sarvibs Teain can handle 2 whaelse, eriguring lasises 2
whashar aanscmg,

Our Vision

To become i Leading  seling dablier ard imost profitatle servics providers i Twn whashors
Dantarship Metwork.



QOur Mission

To lake pritte & pleasure in providing pecslland pro-saies and aftic-asles saryloe 1o the end cuslomsms.
To mantan repeal & multiphs bosiness relstonshes with our ougtorrens for & ifstime.,

1.4 Statemant of the Problem

The foregoing sfuations of the sales force in manufocieing and serdios companias in nelaticn 1o
economic paformance ralse issues on whelher these companies can achieve and sustain high
rates of output and growth, abie 1o ganerale and sustain large numbers of employess, and whalhar
Ihay can compate affectively In the global market. The failure of sales foros coulkd have industrial,
managerial and marketing implicativns which this study is sel 1o explore, and which constitulis its
research problem. Particulany in the context of how the sales force ane moliveted towsrds
improving productivity using tha incantives of salarids. sales calls alibwances, sales bonutes,
peceTs 0 sakes varm, product avatability snd continuous training and updsting of the sales force.

Greatar parcentsge of the sales forcs in mantdscturing and senvice companies have bean major
culpeits in thess prachces including Bleness 1o work and nol keshing appointment gt all. Others
oould be very unfriendly and even becoma hostite while attending to customers. Some sales forces
loga focus and therebly supply wiong brand of products 1o customan. These resull in long waiting
e for customens o recalve the needed goods and senvices, and tha consaguent ke
performancs as some cuslomers lose pallencs and consaquently taka thelr lasdve and avon go thie
altermatives. Tha poor atfitudes of the sales force such as lataness o work, delayed aales calla,
lack of frlormation Tor cuslomess prablems. endld contebute Lo the ow growlh of sales foros
performance in manufaciynng and service companies. This study therafors investgated the impact
of sal=s motjvation on arganisational perdormance.

1.5 NEED FOR THE STUDY

This study sought to investignia the impact of sates molivation on organuafionsl peformance. it
will be benalical to many organizations in Automutive Industry . The manageament of these
prganizatons will be refreshed and aducated mone on e needed adequate knowledge and
spplication of appropriate molivalional stralegies that will eehance grganizational hammairy and
growih. This will feciitate peace. commitmant and interpersonal relationship. [t will s well serve as
Iersture upon which further research can be done and &so caninbuls to he marketing research

1



1.6 Obtjectives of the Study
The main objective ol this study was o invesligate the npact of sales motivation on organiabonal

pecformance. The specilic objectives ane:

) to survey the effegts of sales molivabon on arganzational porformance in Two whooler industry

b) te inguire e prevasience of salas on organizational perormance atl PV MOTORS

o} o sstatilmb the diferent mativational tools used on the ssles force by some organizations.

1.7 Scope of the Study

The sludy will be |imiled to establishing iImpact of sales motivation on organizational performance.
Tres study will identily the wwadnble salon forge motivational tovls used by differant organizotions in
India .

1.8 Limitations of the study

The ernployses hesitate o discloss tha tnue facts 1o secure their job,

I s a very lime-consuming process,

Difficultyingetiinginformationfromescondarysources.

il was also vary disappointing for me at imes whan the fesdback given by the emplovess wes
bolow axpoaciation.



CHAPTER 2
REVIEW OF LITERATURE

2.1 INTRODUCTION TO REVIEW OF LITERATURE

Alexander Hamillon Institute reported In Kalu (2005) that molivation and supervision sre two of
the most impartant lopics. Four sucoess faciors for ssles success include: Product ana Application.
Selling Skills, Tima and Terriory Management, antd Motivalion. Among thess elemants, only
molivalion i mpottant in all kinds of sadfling.

Ubanagu (2000) stated that motivation e Ihe effeqive manageral application of tangible and
imangilde Incantives 1o mprove the performance of the worklorce. Tha glanng fsatura of sakes
foree ativily is that it gives room lor parsonal contact with the customens and the need to
undérake othar activitiea not directlly associated with parsonating. Thus, all classes of sales lance
of salespoophe, nemely Routs ssles people, Salas clerk, Detall sales parsans, Account
rmpresentalives, Sales enginecrs and Creative salos parsons requlre adequata and proped
malvalion,

Koh, Gammoh, and Okoroafo {2011) indicated that Salesfaice is oo of the most impoitant
edements in successhul campanies becawss they are the bridge

besbwesn the company ardd cuslomsn,

John, Francis, and Innecent (2012) contemplated that salos teams and their managem
constiiule a strong investmeant by companiss usnd Ergely deling the sources of businass rewnus_
Many companiés are beginning o undarstand that thay achigve batlar performance from their
teams by tregling thelr Salesforce a5 an Investment portfolio, which requires different types of
attention {John, Francio, & innocent, 3012)

Stanton and Spiro, 2000 The seller carmes oul & work with 8 unique nature. Wil vaned activiies
and responsibilities, which gives him different expariences diring the sale and the dusd lunction of
reprasenting tha company with the customear, but also mpresenting the customear with the company,
pives the company seiler role, charactaristios different from offue works

Naqvl (2019) and Sahoo, Routray, and Dash [2014) understand sales foros 25 3 group of

individuals who have a direc responsfiily to estatiish business tranaactions with curren|, ar
]



poteniial customens whosa mosi significant soures of Incomia comeas from tha salss they make.

Chowdhury (2007) indicalsd thal the msnagement of the sales force i§ nomally the respanalbility
of @ markafing deapartment, with sales managors as direct actors on the ground.

Wiese and Coetzee (2013) contempdaled that a numbar of aress are pan of he managers’ lasks
mngd competencion, ranging from the decialon making of ecrutment and selection of salespoophs
(marketing technicians) Lo direct monitering on the ground by mediators, through the management
of the countar, whuch ranges frim the definiban of lesks and functions of commerncial sssStans,
respansibilities in taking rsks of business undil the generic technical-commearcial training of the
employses who ana-part of the branch,

Malik and Maeam (2008) in a resesrch shudy identified that company's pay incentives o
Satesforos in ordes 1o keep them molivaled in pursuing their goals. Salesforee. llka the facs of
the company. meduires differnt mofhods of mcentives. Salasparsana’ rles have diffsrent
characluristics from those of other employees of the company. As we have alrsady ssen, in
general, ey work ouiside fhe company's bulding. away from herarchicsl supsnors and work
more lsolated and autonomously. On the othar hand, acaording to Malk Napem, and

Atmad (2012) salsspaople are sublect (0 customer refusals and, fherefore, must have a strong
mental struchune to nol easily discoursge. Thus, the methods of goal setling, contrel, and
malivalion and pedormance evelliation ol safespeopls am more igorous and, Bl Imes, mon:
pemanding ihan those thal applies 1o olhear functinns.

Hameed, Dahrl, Hayat, Hashmi, Haneef, and Qureshl (2018) for molivation

plan ta be efsclive, e sates manager muat considgear the core mativiting lactors of e
slesparson. The various mothvation methods that are mlantifiod. suth as inoonthe campaigns,
sales mestings and conching activities, aim 1o act orl iha motivating fctors.

Kigin {2019) and Van den Broechk, Carpini, and Dislendor! (2018), Incantive

campatgns generally take the form of contests, which resits in the possibility of having
mocoss o difforant types of prizes, nomely cash, in-kind (car, trovel, appllances, among
othess), parking space, shares or company obligations, commamorative medals of plagues
and public recognilion of imedl (e of salesperson of the month n intemal publicalions,

]



lunch with company officials. &ic.).

Galll (2020) contemplated that whalever the goals und prires. the archilecture of these

contests should not induce salespeople to compata in solaton and selfishly against othor

The spirtt of a contest should promate n compeiition that will lsad esch one Lo

SUMPEss Mim o 1o reach @n ambdioys sales objective, such a5 Deating @ compeitor. The
golden rules that ensure the success of an incsmiive campaign ane; Regarding the methods of
incentive fo monatary @wards, thems are ssthors who conasider that & can contribuia to
encouraging employees, but not be sncugh to mollvale them. In the sulbmoble sackor, i

the compan|es in our study there are othar faciors that coninbuta 1o the motivation of
Salesloros, aithough the incentive pramiums have 2 consierabie waight.

A research study conductad by Chowdhisry (2007) idantified the Influence of the behavior of
supenvisEoes of) he performance of saiespeople and Improving rmodivation kevel of salsspeople 1S
iduriified that amployeas' mothation level i inoreasad though affective engagement of
stipenvisors with sales leam endorsing potithee behavior leading jowards increassd infrinsic
motivalion ard performancs of smplopess.

Smmm.mdna:hﬁmﬂmmefuiwnﬂﬂmﬂmmimQMnumm
prployees workng in the automoblle industry. According 1o the findings of the study it s identified
that belongmgness, sase of doing work, career perepetiive, fresdom, mtarmal emdrunmenn,
DpanRess Bnd no work prEEsdure Have significanl impact on perfarrance ol saléspeopls working in

Koh, Gammoh, and Okoroafo (2011) X s ideniified mathmtion has been considerod as one of
haimportant aspects of the pedormancs of salesiorca, I s deidifiag by the authors that for the
employees working In insuranoe indusiry, aspects ke cultural values, organtzational work salling,
and personal varisbles are important for sffecling motivation level of the employees. In addition to
this, gander and marital differences are atso important factars that moderate the process of
molivating amployees.

1



Mensah and Poku {2016) focuses on the companies gperating in

(nmurance Industry, This rosesrch siplires the companiehls used by the comparilas 10 exaculs
thelr snles job in an effectiwe and efficient way. According to the findings of the study, it is
ideniified thal promolian dppariunity. recogniion. job security and role clanty are importan
faciors that comfribule towards ihe increnaed lovel of motivation among sales forcaes,

11



CHAPTER 3

RESEARCH METHODOLOGY
1L1RESEARCH DESIGN:

The study was based on a survey methad. The aim of e study I to find an impact of sales
maolivation an drganizatanal parormante

3.2 BOURCES OF DATA
Thes data callectod for the study consists of both primary and secondary data.,

PRIMARY DATA

In this skkdy pramary data were collectad through personned intenview usmg questionname. The
uEstionnaire was given 1o sidy-llve smployess of PY molors

SECONDARY DATA

Secondary dafa for this study was collecied from Praclously publishind records, Siatistics. research
reports and gotuments. Books, Perodical and Wabsiles

3.3 STRUCTURE OF QUESTIONNAIRE:

In this study the researchar used a quastionnaire consaimg of twanty multipie cholce-based
rpueslinng

JASAMPLE SIZE:

Thee sample sfze of this study is 70.

3.5 SAMPLING TECHNIQUE

This tnchnigue adaptied from the sample siratified random sampling. To take the Sempls from th
12



salncidd poopls from the specafied catigory

J.EPERIOD OF STUDY:

This study on employee salisfaclion was conduciad dunng the perlod of Jan 2023 to March 2023
which i thres monihs

LTTOOLS USED FOR ANALYSIS

Parcertago Analysls is used as stafistical tools tor the analysis, Graphical Represeniation toals
suich o= Bar Graphs and P charts heve Geen usad for he doia analysis:

13



CHAPTER 4
DATA ANALYSIS AND INTERPRETATION

4.1. PERCENTAGE ANALYSIS

4.1: Table showing Gender wise clasaification of the respondents

Gender No.of Respondents  Percentage
' Male P | 38.50
[ Farviile 40 | #1.50
Yoial 65 " 100,00

GENDER

an
¥
¥
n
dik
.}
(5]

1

i

L

fiminale
4.1: Chart showling Gender wise classification of the respondents
Intorpretation
From the sbose table 8 |8 interpeeted that e number of jespordents make of respondents are
58, 50% Femose of respondents 51.5%

Inforence Malority (51 S0 ) of the respandents are lpmalke

ja



4.2: Table showing Age wise classification of the respondants

Age No. of Respondants Parcentage |
1825 7 10,80 1
2698 1 20.00 J
3850 45 69,20 |
Jomt . 100 |
Source: Primary data.
AGE OF THE RESPONDENT

LR

ke

I [
L
. 0 o= " ® W w e N -
4.2: Chant showing Age wise classification of the respondents with percentage
Intorpretation
Fram thi sbows tatke i| i infespretad that the mimber of respordents from tha age 1825 are 10,80 peroent,
625 orm 20 percent and 3550 are 892 perrent 5o thit ww can able to misrpratate sl sbowve ls age

proup of 35 ghing e valuabée services (0 werk with an Automotive (ndustry than tha othar age groups,
abowe the age of 26 to 35 responded 2 pecont then 18 to 25 mamber's anewersd for 10 8 pecent

nference:Maponty (6% 20%) of tha respendents am from the age of 35-50.

1%



4.3: Table showing Qualification of the respondunt

|' Qualification Ne. of Respondents '~ Percentage
g UG 7 | 41.5
| PG 22 _ 318
|' OTHERS 18 248
Lﬁrmi' i (=3 | 100

QUALIFICATION

£L5%
qLN
JAE
=1
I :‘ I
2T

ALy

ar
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4.3: Chart showing Qualification wiso classification of the respondents with percentage

interprotation

From the above table @ i netpreted that the number of respandants from the Qualification UG ane 41.5
percmnt, Raspondants who study PG am 33.8 porcent and Respondents who have dong ofhs gualificatons
we M8 parcsniso that we ciin sbis v niaipietats thal sbove the siudy qualihcalions geeup of UG, 27
memiers respoded . on felalsd o sty kof 415 petoam lien olher mambers who fove dore PG
reapandad for 33.8 percent and offer qualificanon siudipd members of 16 responded for 24.6 porannt.

Inference Marceity (41 50%) of the respandiints e tha one who complesed ek Under Geadusie
1



d.4: Table showing What kind of motivation that you expect from the company by the

mspondent
Motivation No.ol Respondents Parcentage
“The chence ™ make an " | 5770
! Loaming sommthing niw 15 .07
*Finding Inreovathe solitions ; 19 | 20.23
| Staying curious I 8 ! 923
Working with grest psople | 7 - 10.70
Total _ 65 | 100

=2
wAsg it e vty SR T
o T
gl dtia
Ty 713
I-qlqh-. o e i e T . | I-.r\:llt“-

B rwisEssaH:

T 7
=iy Wty e

R,
Yhin | Eaery I realbs o el

I % i il oy e L= e

44 chart showing that What kind of motivation that an smployes can oxpect from the
company

Intarprotation

From tha abowe table shows that finding innovative solutions has tha highest voting of 19 respondents
with 29.23 porcent then the chance to maké an impaci has the s=cond ieading vote of 18
respondenin with 27,7 percentage Leaming somelbng nees has the thd woling lines of 15
respandents with 23,07 percent Working with great people has 7 voling's fraim respiindents with
10.7 percent Staying cunous gol voing line of 6 resporidants with 9.23 peroant.

Inforante;Magriy| 20, 23% e Ine respondinis are he one who voled FINDING INNOVATIVE SOLUTIONS
17



4.5:Table showing Whot are all the strategies trainod by the organization

I — i e Py e
Daily Goal sal 21 32.30
Address skill pags 18 24.61
Laaming mathedologies 2 207
Cusiom leaming apps: " 16.02
Stremmline Administration. g 12.30
Taotml B85 100

My darmesiafe afae t e
— .ok

= e et

X
st ot e [T 5
ouncasr | — ::
7] Wl 1 1] 1 ir ] T

B Feroem g I e gt

4.5 chart showing that What are all the strategios trained by the organization.
INTERPRETATION

From the above table shows that Dally goal sat has the highes! voling of 21 respondants with 31.3
percanl than Address skill gaps has the second leading vole of 18 respondents wilh 24.87
percentage custom leaming anps has the thind voling lines of 11respondents with 16,02 percent
straaimiline odministration has B volings from  respondents with 123 percent leaming

methodologles got voting line of 2 respondents with 3,07 percant.

Infierence |Malority (32 3%) of the responisnts sre the ohe wha voted for DAILY GOAL SET.
i |



4.6: Table showing What ara all the opinion on an impact of sales motivation

| Motivation no. of Respondents Percantage
| Gubure and Compary | i | ==
| Manegament, 15 23.07
| Intrinsim Motivatons 16 24,61

Racruil Dive l 2 18.48
| Execulion’ others i 12.8

Total a5 160
Source: Primary data,
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4.6 chart showing that What are all the opinion on an Impact of sales molivation

INTERPRETATION

From the above table shows that Intrinaic Molvalors has the highast voling of 18 respondents with
2487 percent hen management has the sacond leading vole of 15 respondents with 23.07
percantags Culture and Company has the third voling Ines of 14 respondents with 21.53 percent
Recrl Dt bas 12 vofings from respandants with 18,48 parcent exsciion and ofhers

gol voling line of B respondents wilh 123 parcenl

Infarence

Majorny (24,61% ) of the respondenis are the ane whe wisd for INTRINSIC MOTIVATORS

18



u— Table showing Choose the best strategy on sales motivation.

Strategy ' No.of Respondents ~ Percentage

—— ! = T - |
Additional perks I 15 [ 215

' Working Cutture 14 | 23.1

gthers | 14 | 21.5

Totul ' 55 ; 100

~ Source: Primary data. _ |
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4.7 chart showing the best strategy on sales motivation

INTERPRETATION

From the above fable shows that promobion has the highest voting of 22 respondents with 33.8
perceni than nddlhu_lpmhhmthmﬂhndlmmludﬁ raspandents with 21.5 percentage
wirking cuture and ofhe: respondents has the similar third voting lnes of 14 mespondenis with 21.5
percen)

Inferance
Magrity (33.8%) of the respandants are the one wha yoted for PROMOTION

20



4.8: Table showing Have we set you up for success

Options ' No. of Respondents Percentage

Strangly agree | 12 1646

Agton L 14 i 21,53

miELral _ 19 29.23

Strongly dizagres _ 4 6.15

Talal g5 100
Sourco: Primady datin
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4.8: chart showing Have we sat you up for suttess

INTERPRETATION

From fhe above labls shows (hat neutral has the highest voting of 19 respondents with 26.3
percent then disagras has the second lenaing vota of 16 respondants with 24 .61 percaniage ages
has the thind voling lines of 14 respondants with 21.53 percent strongly agrees has 12 volings from
respondents with 1846 percent sirangly dinagme gol voting fing of 4 respondants with 615

o],

Inference :hajarity (20 21%) of he respdnderitn am the one who voled for NELFTRAL

ks
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Options. | No.of Respondents ~ Percentage.
| Communication skils 2 1 33.8 :
' Pragrammmyg | 14 | 215
Networking ethics | 15 | 251
' others | H | 21.5
| Tﬂ '] ﬁ w 1m ]
Source: Primary data.
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4.9: chart showing What talents do employes have that erganization not letting to use

INTERPRETATION

From the above tnble shows thal communicalion akills has the highest voling of 22 respondents
with 33.8 percent then nebworking sthics has the sacond leading vola of 15 respondents with 23.1
percentage programming and ofhers has the same Ihird voling lnes of 14 respondents with 21.5
paroanl.

Inferance
Majorty {33.8%) of ihe resgandants are the tie who valed for COMMUNICATION SKILLE.

221



4.10: Table showing What do you dislike about the sales strategios

Options No,ol Respondents Parceniage
Over pressuis ' G ' 24.81
Target based = 16 ' 307
Liriitied neatwarieng athics 14 21.53
ottt | 20 | 30,76
Total a5 100

Sourco: Primary data.
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4,10: chart showing What do employeas dislike about the sales stratogles

INTERPRETATION

From the above table shows thal OTHERS has the highest voling of 20 respondents with 30.76
peseant (hen over pressite hay the second lsading vole of 18 responderis with 24 61 parconiages
targel based has the tind voting ines of 15 respondents with 23,07 percent kmiled nitwarking
sthics has 14 votings from respondents with 21.53

Inferance

Majority (30, 7UM) of the responderts are the one who voled for OTHERS
21



4,11: Table showing What is the contribution of the Two-whealer sales force on
organizational gonl accomplishment?
The role of the sales force s to inform, engage, and form strong relations with customers

Options. . No.of Respondents Percantage
| Strongly ngres 8 123
Agres 18 24 81
Meufral | 14 | ‘21.53
Disagres 12 18.46
Strongly dinagres 15 2307
Total ' 5 100

Source: Primary dals.
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4.11: chart showing What is the contribution of the Two-wheaslér sales force on
organizational goal accomplishmont

INTERPRETATION

From the above talile shows Ihal Agres has the highest voting of 16 respondants with 24.61

percant Ihan strongly disagres has the second leading vole ol 15 respondents with 23.07

pancon tage neulral has thi third vobing lines of 14 respondents with 21.53 percent dsagros has 12

volings with 18468 parcant etrangly agree gol voling fire of 8 respondacits with 12 3 percedit.

infarance
ajesrity (2.8 10) of the respandisrits are the ann wha voled for AGREE
P



4.12: Table showing which of the following factor is most important lnwu'r

Options. | Nowof annndlnh | Percentage
hbmu'ﬂ'r 22 338
 Growih Opgortunities | El | 41.5

| Intorosting wirk ' a ' 82

 Apprecistion for work done ! 15
' Total : 65 : 100

=

Source: Primary dai.
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4.12: chant showing which of the following factor ks most Impartant for an smployes,
INTERPRETATION

From the above table shows thal growth eppurtinities has the highest voting of 27 respondents
with 41,5 percont then job security hos the second lesdmg vols of 22 respondonts with 33.8
perceniage good poy has he third voling Unes of © respordents with 13.8 percent  intaresting
work has § volings from respondenis with 9,2 percen! appraciatiop for work done got valing ine of

1 respondsnts with 1.9 percent,

Inforenco
m;liﬂlﬂhmtﬁ sre e one who voled for GROWTH OPPURTUNITIES



4.13: Table showing are you encournged to develop new and better of doing things

Options No.ol Respondents Percentage
Strongly agres 13 20
Agroo i 32 i FTF
[ 19 | 282
[— | 1 | 15
Total a5 | 100

Sourco: Primary datn.
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4.13 chart showing Are amployees encouraged to devalop new and better of doing

things

INTERPRETATION

From the rhowe table shows that Agroe has the highest voting of 32 nespondonts with 49.2 parcent
than nautral has the second feading vots of 18 respondents with 262 perceniage strongly agrea

hes the third voling lines of 13 respondents with 20 percent disagres has 1 vollngs from
respomcants with 1.5 percent.

inference :Majorty (48.2% ) of the respondents are the one who woted for AGREE



T

4.14; Table showing how strongly does your motivation lovel ﬂhﬂruurnrﬁ:nm

OPTONS | No.of Respondents = Percentage
| Supar motivated ; - | 215
Pratty good 15 23.1
' Nt good rnt bad | 1.7
| hised motvation 48
Total 100

i b | = i i e =
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4.74: chart showing how strongly doss an employee motivation level affect thair
parformance

INTERPRETATION

From the above table shows that | am good has the highest voling of Z8 respondents with 43.1
percent then pretty good has the second leading vale of 15 respondants with 23,1 percantage
stper modivated hos fhe third voong fmes of 14 respondents with 21.5 percend nof good mof
bad has 5 voling's from respondents with 7.7 percent | need mativation got voting fine of 3
respangants with 4.6 percent,

infarence Majority (43.1%) of the espondents ana the one who voted for | AM GOOD.
77
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4.15: chart showing On a scale of 1-5 how excited an employses usually to go for work
INTERPRETATION

From the above table shows Ihat rating 5 has I highest voling of 26 respondsnts wilth 38.5
percent then rating 4 has the secand feading vobe of 24 respontdents with 36.9 parcentage rting 3
has the third voling lires ol 10 respondenis with 154 percen! raling 2 haa volings lrom 4
respandents with 6.2 percent rating | got voting line of 2 respondents wilh 3.1 parcsnl.

Inference Majority (38.5%) of the respondenis are the one who voted for rating 5
2



4,16 Table showing what's your biggest challenge with motivation In workplace

Options " No.of Respondents Percentage
Lack of knowledge 13 20
workpiace culture 21 323
' Lais Incentives 13 20

Jdoty sacurily 13 20
olhers s 1

Total ' 65 ' 100

m
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4,16: chart showing what are all the biggest challenge with motivation in workplace
INTERPRETATION
From the above table shows thal workplace culfure has the highast voling of 21 responcients with

32 3 parcent then lack of knowledge. job securlly and less incentives had a simiar vote from 13
mespandants with 20 parcentags fhen others got'a volo from 5 respondents with 7.7 parcentage.

Inference
Majority (32.3%) of ihe respondents are the one who voied for workplace culiure.

b



4.17: Table showing can promotion makes an employee to Incraase sales on arganisational

performance?
OPTIONS No.of Respondents Percentage
| Aored | A | 6.2
el 8 | 762
Divagros | 3 T
Total L 85 L 100
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4.17: chart showing can promotion makes an employes (o incresse sales on organisational

purformance.,
INTERFRETATION

From ihe above table shows (hat Agree has the highest voting of 43 respondents with 68.2 percent
thain peulial has the second keading vole of 19 mspondents with 29.2 percaniage disagres has the

third voting lines of 3 espondenits with 4.5 parcent

inference
Majority (B6.2%) of the respaniants sre the ote who voted for AGREE.



4.18: Table showing what are the effects of sales motivation on organisational performanceo

D-pl'.innl " No. of Respondents | P'uri:lnhgl
Good scanomic growih S 3.9

' Cost of branding high | 18 | 277

| Neutral 18 277
Bad ecomoimy 8 1.7
Totul | 5% ' 100

Source: Primary data.
A= T —
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4.18: charl showing whal are the effects of sales motivation on arganisational performance,
INTERPRETATION

From the above table shows that good economic growth has {he highest voling of 24 respondsnts
with 36.8 percant hen cost of branding high and nauiral has e sacond ksading vote of 18
respandants with 27,7 parcentaga bad econamy has the least vofing lines of 5 mspanderts with
7.7 parcent,

Inference
Majority (36.9%) of the respandants are the one who voted for GOOD ECONOMIC GROWTH,



Mt Table showing what is the prevalence of sales on organizational ﬂurhnnm

options. | No.of Respondents = Percentage

' Custarner choices T 2 ’ 323 '
" Hype of brands 1 28 1 431

| Dlgiisl macketing ‘ 16 24.6

Total | 85 100
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4.19: chart showing what is the prevalence of sales on organizational performance

INTERPRETATION

From the above table shows that Hype ol brands has the highest voling of 28 respondents with
437 pErc2nt an customer cholces nas (he seoond eading voie of 21 respondents with 32.3
paresniage digital markeling has the least voling lines of 16 respondents with 24 8 percent

Inferenci

Majonty (43.1%) of ihe respondents-are the one who voted for HYPE OF BRANDS.



CHAPTER 5

5.1 FINDINGS OF THE STUDY

1. Maprity (61.50%) of the mspondants are female. From the table # i mtamprsted that the
numbsar ol respondents mals of respondénts are 38 50%,, Female ol mapondenis 61.5%

2. Majgority (89.20%] of the respondents are from the age of 38-50,

3. Magority (41.50%) of the respondents &rg the ons who completed their Lirder Geaduate.

4, Majonty (29.23%) of the respondents are fhe one who voted for FINDING INNOVATIVE
SOLUTIONS.

5. Majarity {32 3'%) of the respondents ame he ona who voted for DALY GOAL SET.

B. Majority (24.61%) of the respondents are the one who voled for INTRINSIC MOTIVATORS.,

7. Majorty {33.8%) of the mspondants are the one who voled for PROMOTION.

B Majority {29 23%) of the respondents are the one who'voled for NEUTRAL

B, Majority {30.78%) of i respondants ars the one wh voled for OTHERS.

10, Majority (30.75% ) of the respondents are the one who voled for OTHERS.

11, Majonty {24.51%] of the respondents are the ona who volad for AGREE

12. Majority (41.5%) of tha respandonts are the ono wheo voted for GROWTH OPPURTUNITIES.
12 Majarity {45.2%) of e respondents are the are who valed lor AGREE,

14, Majorty (43.1%) of the respondents are the ant who voled for | AM GODD.

15, Majority {38.5%) of e respondents ara tha ono wha voted for raling 5

16 Majority (32 3%) of the respondents ars the ani who valed for workplace cullure.

17. Majarity (B6.2%) of the respondants are the ane who voted for AGREE.

16. Majarity (38.9%) of the respondents are the ane who vaied for GOOD ECONOMIC GROWTH,
16, Majority (43,1% of the respondents are the ono who voted for HYPE OF BRANDS.

20. Majorty (28.91%) of the respondants are thi ane who votid for communication skills



5.2 SUGGESTIONS

From the complation of this work genvdrals somé hedomimsndalions lof iiture redasich
projects camed aut in the admnistrative area and then be able 1o expand 1o other operational
gnd lechnical areas of the company.

In this regard. It Is recammeanded that (he factors be previoualy delimiled motlators thnt wi
take nto account for he analysia ind that from these base slements can be considensd mors
elements that can delemins the employse performance, (o aveid too much breadth i the
stbject and lack of prectsion in the esults; in he same way the scopae musl be faken into
sczount and budge! 1o be abls to apply cenain niﬂrﬂvﬂhndm_m

It iz also recommended [hat Ine focus on satisfaction ang personal growth of amployees,
regordiess of the posiion ey oooupy. ensure thal tha values and organizational objectives
are always present, which will aliow (hem 10 obfain higher performance by 18 employees
QesuEranng greater organizatonsal performance.

it is recommanded that Automofive comparies shvays have a vision for the future and by

implementing the proposal, develop a stratngy of corporale-level molhation, which sucins
employess for the fullire of Ihe organization and encourages them o fesl identified with #

and thus achisve both parsonal #nd organational satisfaction



5.3 CONLCUSION

Taking into account the importance of motivation 1o achisve parsonal and organizational
ohjectives. cumen! résaarch foousas on nvestigating the impact ol employee molivation on
the ssdos beam on the overall perdormance of the organizabon.

The purposa of Mhis study was 1o defina the intaraction (Intnnsic, Exinnsic) betwesn the
metivational factors of the Aidemcbile sales taam in tarms of crganzational performance. it
resessed fhe minvence of modarn matrabon thaory in en aitompt fo explan the mportance of the
determinants of molivition in Lhe conlest of thi salps leam's parformnnces _To implement curren)
research and effacinvely solve resesrch probilems, researchers have chosen quaniiiative resaarch
gesign

The reason for choosing a quantiisfive study design is to lnvestigate the effect of Independent
virfabias on dapandent vanables that are largely relatad 1o numancal stalistics.

Cuanfitafive ressasch designs will halp resesmhers itentlly parsuasie concapts from avafabie
datn ihrough stallstical tests. In ihis study, the study focused on selecting people who are anly
active In Autlomoble Industry in ndia.
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ANNEXURE

QUESTIONNAIRE

1) Narme of the Responden
(Rospondent Narmes)

2] Age ol the Respondsani
B 16-25
b)26-35
0)35-50

1) Gendar ol the respohdant

a)Male
b) femala

8) Quaiification of the respondont
BiG

bIPG

c) othars

5) What kind of mativation that you axpect from the compamy?
ajThe chancs to maske an impact

b) lsarming somathing new

¢} finiding Innovative solutions

) staying cunous

r) working with great people

B) What are all the strivagles trained by your erganization?
) Daily gon nat

b) Address skill gaps

o) Learning methodologies

d) Custom keaming apps

) Stream line Adminmiration



7) What's your opinian an an impact of sales motivation?
i) Ccullufe and compiary

b} Management

¢) Intrinsic mothmators:

djRecruil drive

&) Exsoution & athers

B) Camment the best siratogy on sales motivation.
Epromation

by) Adefitionnl parks

o} waorking cultura

d)others

9} Have we sat you up for success?
&) strongly Agres

b) Agrea

c} Neutral

) Diagres

e} Strohgly Disagres

10)What tslents do you have that arganization not letting you usa?
a) Commurication skils

b} programming

e} Notwarking ethics

d hothers

11)What do you distike sbout the sales strategies?
i) Owvar pressura

k) Taigot based

¢} Limited working ethics

dolhers



12)What i the contritiation of the Twn whesier sales force on organizational goal 7
&) Rapld Growth

b) Neceanly

£} No change

13)Are you encouraged 1o develop now snd better of doing thing?
=) slrongly Agres

by) Agres

o) Nauiral

u)Disagrea

&) Strangly Drsagroo

TaWhich of I Tolioaing facton is mes! iImpenant 1o you?
w) good pay

b) Joh security

e}Growth opportunilies

d) interesting work

2) Appreciation for work done

1530 & scals of 1-5 how strongly does your motivation level alfect your performance?
&)5
b4
cld
)2
B

16}How excited alw you usually go to work?
) Super mofivated
b) praity Good



&) | afn Good
&) Nat good not bad
o) | neod molivalion

17What's your biggest challenge with molivalion in the workplace?
n) Lack of knowledge

b} workplace culture

ciLess ncantives

dlob secunty

B) oihers

18} Can promction make an employes io increaso salss on organizatona| parformanca ?
&) Agreo

by) Netdral

o} Disapres

18)What are the effocts of sales molivalion on organizational performancs n India ?
a) Goad economic growth

b) cost of branding high

e et

o) Bt sconomy

20Whial I8 the previllesice of sales on organizationil performance in India?
A} Custonier choices
b) Hype of Brands

o} Digital Marketing,

il



