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DISCLAIMER

The views and opinions I express during this presentation are 

my own and do not reflect the views and opinions of my 

employer, Neovest, or our parent organization, JPMorgan Chase.





COLD-CALLING: THE HARD WAY
ÅThree evenings weekly

ÅThree hours/evening

ÅEach phone number list: $5

ÅEach scheduled lead: $20

ÅExpected nightly output: 4 lists, 2 
appointments

ÅExpected nightly haul: $60

ÅExpected weekly paycheck: $180

First Night :

2 lists: $10
0 appointments: $0
TOTAL HAUL: $10

Second Night:

3 lists: $15
1 appointment: $20 
TOTAL HAUL: $35

Third Night :

3 lists: $15
0 appointments: $0 
TOTAL HAUL: $15

Weekly Total: $60 



COLD-CALLING: THE CHEATING WAY
ÅThree evenings weekly

ÅThree or four hours/evening

ÅEach phone number list: $5

ÅEach scheduled lead: $20 

ÅExpected nightly output: 10 lists,
0 appointments

ÅExpected nightly haul: $50

ÅExpected weekly paycheck: $150

First Night :

3 lists: $15
1 appointment: $20
TOTAL HAUL: $35

Second Night:

9 lists: $45
0 appointments: $0 
TOTAL HAUL: $45

Third Night :

12 lists: $60
0 appointments: $0 
TOTAL HAUL: $60

Weekly Total: $140 



1968: TWO-FACTOR THEORY OF JOB SATISFACTION

Ȱ&ÁÃÔÏÒÓ ÉÎÖÏÌÖÅÄ ÉÎ 

producing job satisfaction 

are separate and distinct 

from the factors that lead 

ÔÏ ÊÏÂ ÄÉÓÓÁÔÉÓÆÁÃÔÉÏÎȢȱ

Frederick Herzberg, Ph.D. (1923-2000)
Professor of Psychology, Case Western Reserve University

Source: Herzberg, F. (1968, January). One more time: How do you motivate employees? Harvard Business Review, 46(1), 56.



1968: TWO-FACTOR THEORY OF JOB SATISFACTION

(ÙÇÉÅÎÅ &ÁÃÔÏÒÓ ɉᴽ $ÉÓÓÁÔÉÓÆÁÃÔÉÏÎɊ
Company policy

Effective supervision

Respectful work 
environment

Job security

Work relationships

Salary

-ÏÔÉÖÁÔÉÏÎ &ÁÃÔÏÒÓ ɉᴻ 3ÁÔÉÓÆÁÃÔÉÏÎɊ
Recognition

Responsibility

Personal growth

Advancement

Performance

Autonomy

Level of interest 



2009: INTRINSIC MOTIVATION

Ȱ4ÈÅ ÓÃÉÅÎÃÅ ÓÈÏ×Ó ÔÈÁÔ ÔÈÅ ÓÅÃÒÅÔ ÔÏ 

ÈÉÇÈ ÐÅÒÆÏÒÍÁÎÃÅ ÉÓÎȭÔ ÏÕÒ ÂÉÏÌÏÇÉÃÁÌ 

drive or our reward-and-punishment 

drive, but our third drive ɂour deep-

seated desire to direct our own lives, to 

extend and expand our abilities, and to 

ÍÁËÅ Á ÃÏÎÔÒÉÂÕÔÉÏÎȢȱDaniel H. Pink
New York Times Bestselling Author, Drive: The Surprising Truth 
About What Motivates Us

*Source: Pink, D. H. (2009). Drive: The surprising truth about what motivates us.Riverhead Books.



2009: INTRINSIC MOTIVATION

Great for simple, well-defined tasks

If/Then Rewards:

Bad news for cognitive tasks


