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Personal Assessment Results

Part 1: THE MOTIVATIONAL ANALYSIS PROFILE (MAP)

The MAP is a profile of the motivations most likely to influence your behavior in a work setting. It measures three broad
categories as follows:

1. Task Motivations: How you are motivated to approach or accomplish everyday tasks
2. Relationship Motivations: How you most frequently prefer to relate to others
3. Influence Motivations: How you most often prefer to motivate other people to approach tasks that you cannot or

prefer not to accomplish by yourself

The MAP is able to measure both conscious motives (of which you are quite aware) and suppressed motives (which you
tend to control or repress but can still influence your behavior). Scores on the right side of the scale represent conscious
needs. Scores to the left on the MAP represent needs one has been taught to avoid and are sometimes difficult for people
to identify with. Check with others who know you well. If a score on the left doesn’t seem to fit, this could be a motivation
you tend to suppress.

It is important to realize that motivation is not the same as behavior. For example, a soccer player may practice for a lot of
different reasons. One player may strive for the fame and recognition of the fans, another may have personal goals to beat
his own record, and still another may work to negotiate a higher salary or bonus. So an individual’s motive for a specific
behavior cannot be known without asking what they want as a result.

How you choose to satisfy a motive is particularly dependent on the opportunities available. If you have a need for status,
you may choose to pursue a highly visible career in show business or the media . . . or you could choose to acquire wealth
to purchase the homes, cars, and other perks that signify success. Both are reasonable ways to gain status, and the
choice will usually depend upon which opportunity is most available.

Since the MAP measures intensity of needs, the score represents the extent of opportunity required to feel satisfied at the
time. In general, scores closest to the center of the profile are most "average." That is, you are closer to the midpoint in our
society. The scores that are closest to either end--right or left--are the most distinctive. It is important to recognize that the
strength of these characteristics increases or decreases by degree; the further a score moves away from the 50th
percentile, the more likely it is to demonstrate the described behavior to gain the required satisfaction. Most people are
recognized or thought of in terms of the characteristics that are most distinctive or different from average.

Most people in our society will have between three and seven distinctive motivational (MAP) scores that are above the 70th
percentile (on the right of the profile) or below the 30th percentile (on the left of the profile). Individuals with three or fewer
high or low scores are likely to be perceived as content, laid-back, or satisfied. Individuals with seven or more high or low
scores are likely to be seen as driven, never satisfied, or strongly motivated.

Scores in the mid-range are not strong drivers or sources of satisfaction for the associated results. When an individual who
scores in the mid-range is observed behaving like those who are strongly motivated for the typical result, it is most likely
that they are attempting to satisfy one of their strong needs in an oblique manner. For instance, while you are not strongly
motivated to lead a group, you still may take charge to help a foundering group move more quickly toward the short-term
results that you are so motivated to accomplish.

There is no "right way" to be. Success, happiness, or other measures that might be applied are not strongly influenced by
the number of motivational drives that influence behavior. More motivational drives do affect your activity level, pace, and
intensity of satisfaction when things go well, as well as the intensity of your frustration when things do not go as well.
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However, strong motivational drives do require a continuous source of satisfaction, so situations suited to satisfying the
opposite approach will produce frustration and stress if no outlets or alternatives are found.

Part 2: THE SELF-DESCRIPTIVE INDEX (SDI)

The SDI is a self-report measure of 12 different "habits" or typical approaches to life that are most frequently applicable to a
work situation. They measure your most frequent, or preferred approach to situations. Like motivational drives, they can
change but most frequently stay the same over a long period of time.

Since the SDI measures habits, the score represents the frequency or degree with which you practice the habit in question.
Your preferred approach can be to practice the habit often, which will result in a score on the right. If your preferred
approach is to avoid that habit or practice the opposite type of behaviors, your score will be on the left. If your score is in
the mid-range (30% to 70%), you are likely to let the situation dictate how strongly you practice the behavior at any given
time. Again, there is no "right way" to be. You will be most comfortable and productive in situations that support or
require your preferred approach. Extreme scores on the right will make you uncomfortable or less effective in situations that
call for the opposite approach because you must stifle a natural tendency that works well for you most of the time, and
instead use unfamiliar and difficult tactics. Likewise, extreme scores on the left will make you feel uncomfortable when the
situation calls for the opposite because you must leave your comfort zone and force yourself to practice a foreign, or even
unpleasant, approach.

SUMMARY

These profiles are useful to evaluate the kinds of activities that would be satisfying and even motivating. They say little
about your ability to learn to perform the skills required by those activities. The fact that you enjoy working with people, are
results oriented, have a high energy level, and like to control decisions means only that you could enjoy certain sales
positions. It does not mean you have spent the time to understand a customer’s business, establish an effective account
management plan, learn products and applications, or develop sales skills. It does suggest, however, that learning the
sales job could be a productive and satisfying opportunity.
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MAP: TASK MOTIVATIONS

TASK MOTIVATION 1/3

PRODUCE EXCELLENT RESULTS

The drive to reach new levels of achievement in building systems that produce tangible outputs; thrive on challenge to
improve results

 23

Strong Left Neutral Strong Right

STRONG LEFT: NEED TO CONTROL RISK STRONG RIGHT: PROMOTE GROWTH THROUGH
INNOVATION

Focus on incremental improvements to output or
profitability

Like unique, new and different solutions, especially if
seen as a breakthrough

Prefer to anticipate and remove obstacles before
starting

Justify a growth-oriented approach in terms of future
potential

Resourceful within the confines of existing methods
or procedures

Embrace innovation and creativity in exploring new
business functions or capacities

Uncomfortable risking what is ‘good enough’ to
pursue a new idea that could fail

Adopt the role of visionary and see the opportunities
to be gained rather than the potential for loss

Minimize and control risk in order to optimize
efficiency

Welcome the challenge of trying or creating a new or
different approach to your objectives

Refine and maintain established systems at an
effective level

Eager to field-test a new solution or method by trial
and error, making adjustments as necessary, and
getting momentum started while the idea or
technology is still fresh and exciting

Strive for stability and focused on results -
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Self-Descriptive Index

BEHAVIORS/CHARACTERISTICS 1/12

EXTROVERSION

The habit of expressing oneself actively in an outgoing and enthusiastic manner

1

Left Situational Right

LEFT: QUIET AND UNASSUMING RIGHT: EFFECTIVE NETWORKING

May appear shy or quiet Prefer to take the lead in social interactions and quite
comfortable ‘working a room’ as you meet people and
put them at ease

Tend to hold back in social situations until others
demonstrate interest

Move easily between people or groups both familiar
and unfamiliar to you in order to identify opportunities
for potential dealings in the future

Prefer to interact with established and familiar
acquaintances while you scope out opportunities to
develop new contacts from a comfortable distance

Enjoy socialization, sharing information about
yourself, and asking questions about others to ‘break
the ice’ and initiate a conversation

Likely to assume the role of observer in social
interactions

-

May be uncomfortable making social small talk
without first rehearsing or scripting what to say

-
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This is a shortened report. 
Contact us to receive a full copy. 
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