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Weak
Strivings

Average Strong
Strivings

Acceptance Acceptance

Curiosity Curiosity

Eating Eating

Family Family

Honor Honor

Idealism Idealism

Independence Independence

Power Power

Order Order

Physical Exercise Physical Exercise

Romance Romance

Saving Saving

Social Contact Social Contact

Status Status

Tranquility Tranquility

Vengeance Vengeance
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The results of your Reiss Motivation Profile® suggest who you are.  It shows what motivates you and how
your desires determine your personality traits. It suggests how you may react to stress.  It provides ideas for
possible careers interests.  Since the statements in this report are computer-generated based on statistical
probabilities, some of them apply to you, but others don't.  You need to pick and chose which statements
apply to you.  

(1) Your Reiss Motivation Profile® results suggest that you are a curious person who has a strong need to understand 
things. You may be contemplative, inquisitive, analytical, and/or thoughtful. You may have a tendency to notice contradictions 
and logical inconsistencies in the thinking of other people. 

Many people with a strong need to understand things like to think deeply. They become intellectuals. They value 
knowledge. They read books. They seek out stimulating company and enjoy lively conversations. They have a tendency 
to respect people who are smart and thoughtful. 

Many curious people care about ideas, even ideas that don't have any obvious practical relevance. They tend 
to value ideas more than deeds. Once they figure out how to do something, some of them are not interested in 
actually doing it. 

Curious people want to know the "why" of each course of action. Rather than follow unexplained instructions 
from their superiors, lawyers, advisors, or even physicians, they may need to know the reasons underlying the instructions. 
The more detailed and convincing the explanation, the more likely they may be to follow the guidance. 

Many curious people are always thinking about something. Some are absent-minded. They have a tendency to 
become so absorbed in their thoughts that they pay little attention to what is going on around them. No matter what they 
are doing -- flipping burgers, recovering in a hospital, listening to a speech -- sooner or later they start analyzing 
something. When they are not thinking about something, they may become bored quickly. 

When under stress, some curious people have a tendency to think too much. They may become talkative or ask 
too many questions. They may have a tendency to make things more complicated than necessary. They may talk 
or write in long, complex sentences. They may need to be careful not to talk over people's heads. 

Practical and intellectual people tend to misunderstand each other. Many practical people think that intellectuals 
are mired in trivia and would be happier if they would devote less time to analyzing things. Many intellectuals 
think that practical people miss out on the joys of intellectual life and would be happier if they read more and analyzed 
things more deeply. The truth of the matter is that intellectuals and practical people have different natures, so that 
what is meaningful to one is meaningless to the other and vice versa. Each person is happiest with a lifestyle that 
fulfills his/her own nature and resists external pressures to change. 

Curious people might be interested with a career or job that is intellectually stimulating. They have many such 
jobs they can choose from including business executive, detective, editor, engineer, investor, journalist, lawyer, librarian, 
nurse, scientist, teacher. On the other hand, they might be disinterested in a career or job that requires minimal intellectual 
effort such as assembler, barber, carpenter, data entry person, factory work, hair stylist, garment worker [sewing], 
painter, repair person, typist, and waiter. 

(2) Your Reiss Motivation Profile® results suggest that you may be strongly motivated by self-interest. You may keep 
a sharp eye out for opportunity. You may think of yourself as someone who takes the direct route and values 
expedience. 

Many of these individuals are reluctant to agree to do something unless they know what is it for them. Some [not 
all] are willing to do whatever it takes to get ahead. They think that everybody looks out for Number 1, and they 
have to do the same to avoid being disadvantaged. They "play the game." They may be loyal to others who they think 



are loyal to them. 

These individuals may be at their best with a career or job that give emphasis to taking advantage of opportunities. 
Possible examples include stock trader, banker, and diplomat. 

When under stress some expedient people [not all] may be less careful when they bend the rules and more likely 
to get themselves into trouble. They may feel that everybody bends rules every now and then and they must do 
the same to be competitive. 

Conscientious people and expedient people tend to misunderstand each other. Many honorable people think that 
expedient people are self-serving and would be better people if they put principle ahead of their own interests, Many 
expedient people think that honorable people are afraid of being caught and punished for cheating and would be better 
off if they acted more often out of self-interest. The truth of the matter is that these people have different natures. 
Each person is happiest with a lifestyle that fulfills his/her own nature and resists external pressures to change. 

Expedient people might be interested in a career or job that rewards the pursuit of self-interest. Examples include 
athlete, businessperson, entrepreneur, investor, and stock/commodity/trader. On the other hand, they might be disinterested 
in a job or career in which employees are expected to help others without a clear benefit in return. Possible 
examples include humanitarian worker, volunteer, community worker, and military service. 

(3) Your Reiss Motivation Profile® results suggest that you may have a high need for idealism. You may be altruistic, 
compassionate, high-minded, and visionary. You may enjoy helping others. 

Many people with a strong need for idealism support humanitarian causes. Like "doctors without borders," they 
are concerned with the well-being of all people, not just those who happen to live in their city or nation. Some support 
projects to protect human rights. Some support groups fighting world poverty or disease. 

Many idealistic people support charities or the community at large. They may volunteer their time to help the 
needy. They may donate money to local hospitals, educational groups, anti-poverty organizations, disabilities organizations, 
or a non-profit organization of their choosing. 

When under stress some idealistic people [not all] may have a tendency to become outraged Many idealistic 
people believe in the rule of law as an instrument for protecting human rights. They may be outraged by injustice or 
discrimination. They may be outraged when a business group does not play by the rules. They may be offended when somebody 
insults another person's race or religious background. Some embrace politics as a means of bringing about social 
change. 

Idealists and pragmatic people tend to misunderstand each other. Many idealists think that pragmatic people lack 
compassion and would have a richer life if they became more involved in helping those in need. Many pragmatic people 
think idealists are unrealistic dreamers who sometimes make things worse despite the best of intentions. The truth 
of the matter is that these people have different natures. Each person is happiest with a lifestyle that fulfills his/her 
own nature and resists external pressures to change. 

Idealists might be interested in a career or job that gives emphasis to helping people, improving society, or fairness. 
Possible examples include alternative energy [solar, wind] employee, civil servant, clergy, community organizer, 
environmentalist, judge, physician, social worker, and umpire. On the other hand, they might be uncomfortable with a career or 
job in which they would be expected to act against the interests of the poor, needy, or downtrodden. Possible examples 
include auditor, bill collector, diplomat, and mortgage foreclosure server. 

(4) Your Reiss Motivation Profile® results suggest that you may have a strong need for interdependent relationships. 
You may value knowing you can rely on others when you need to. You may be a conformist. You may value humility 



and dislike displays of individuality. 

Many interdependent people value teamwork. Being a member of a close-knit team gives them energy and an 
inner sense of being grounded. They may admire teams that learn, work, or play sports together as one unit. When 
cast in a leadership role, they may like to build a consensus before initiating actions. 

Many interdependent people [not all] are sensitive to people's feelings. They like to share their emotions and 
feelings with people close to them. They try to look at things by putting themselves in the other person's shoes, being attentive 
to their feelings and opinions. 

Some interdependent people [not all] are motivated by an altered state of consciousness such as "flow" or the 
"zone". They like to totally immerse themselves in their movements, aim for mind-body harmony, and let subjective 
experience flow. People "in the zone" do not feel fatigued, and everything seems to click. They report increased self-confidence, 
a sense of heightened awareness of body, and a feeling as if everything were going just right. 

When under stress, some interdependent people may need emotional support from a partner, parent, or loved 
one. 

Independent people and interdependent people tend to misunderstand each other. Many independent people think 
that interdependent people would be happier if they were less reliant on others. Many interdependent people think 
independent people are stubborn and difficult to get along with but would be happier if they would just go along, to get 
along. The truth of the matter is that these people have different natures. Each person is happiest with a lifestyle that fulfills 
his/her own nature and resists external pressures to change. 

Interdependent people might be interested in a career or job that provides a high degree of teamwork or emotional 
sensitivity. Possible examples include clergy, counselor, middle management, personal attendant, and salesperson. On 
the other hand, they might dislike a career or job that requires a high degree of independent decision making. Possible 
examples include entrepreneur, small business owner, and wall street trader. 

(5) Your Reiss Motivation Profile® results suggest that you may have a strong need to assert yourself. This need manifests 
itself as desires for leadership, achievement, or construction. You may be persistent, hardworking, and/or willful. 

Many people with a strong need for power are assertive. They stand up for what they believe. They are quick 
to give others advice. Some [not all] inject themselves into situations that interest them. 

Many willful people enjoy leadership roles. They have a tendency to take charge. They may like to be the decision 
maker at home, a supervisor or boss at work, and/or advisor to their friends. They might enjoy being captain of 
their athletic team. 

Many willful people are ambitious. Their achievement goals may dominate their lives. They may dream of glory. 
They may be prepared to work very long hours and set aside almost everything else in their life. They aim to 
improve their skills. They may be proud of their skills and competencies. Adversity may not discourage them but may 
cause them to work even harder. 

Some willful people [not all] enjoy creating things, They may like to construct physical buildings, create works 
of arts or compositions, or start new businesses, organizations, or clubs. Some enjoy creating a poem, book, or 
original screenplay. 

When under pressure, many willful people have a natural tendency to step up and take charge. Some may 
work even harder. Some [not all] can become domineering, controlling, or pushy. 

Willful people and non-directive people tend to misunderstand each other. Many willful people think that nondirective 
people lack ambition and would be happier in life if they worked harder. Many nondirective people think that willful 



people are workaholics who would be happier if they devoted more time to leisurely pursuits. The truth of the matter 
is that these people have different natures. Each person is happiest with a lifestyle that fulfills his/her own nature 
and resists external pressures to change. 

Ambitious people might be interested in a job or career that rewards leadership ability and/or hard work and 
is challenging or involves making something. Possible examples include builder, entrepreneur, executive, lawyer, 
manager, military officer, politics, and scientist. On the other hand, they might be disinterested in a job or career that doesn't 
challenge them or consists mostly in assisting or backing up others. Possible examples include clerk, flight attendant, 
executive assistant, ghost writer, laboratory technician, and secretary. 

(6) Your Reiss Motivation Profile® results suggest that you may have a strong need for flexibility. You may dislike 
organizing, planning, and scheduling. Instead, you may prefer spontaneity, winging it, improvising, and making it up as you 
go along. 

Many individuals with a strong need for flexibility pay attention to the essence of a matter. They tend to focus 
on the "big picture" and may overlook or not even notice details. They may consider small details as trifles. 

Many flexible people are at their best in situations requiring significant improvisation and spontaneity. They 
may dislike activities requiring precision and repetition, such as filling out forms or golf swings. What these individuals 
value is variation in routine. They may like to vary how they perform routines from one time to the next. Some 
dislike having to conform their behavior to inflexible, detailed rules. 

Many flexible people like to keep their options open for as long as they can. Some [not all] give little thought 
to where they are headed in life. As the saying goes, they "follow their nose." 

Some flexible people have a tendency to have too many balls in the air. They may think it is impressive to be 
engaged in multiple activities at the same time. They may have a tendency to be spread themselves too thin. They 
may tend to start a new project before they finished the last one. 

When under stress, some of these individuals are quick to make changes and try adaptations. They need to be 
careful not to change plans so often that they do not give any one plan a sufficient opportunity to work. They must 
guard against making changes for the sake of change. 

Orderly people and flexible people tend to misunderstand each other. Many orderly people think that flexible 
people tend to have too many balls in the air and would be more successful if they prioritized better and organized 
what they had to do. Many flexible people think that orderly people are mired in trivia and would be more successful 
if they spent more time on what is important. The truth of the matter is that these people have different natures. 
Each person is happiest with a lifestyle that fulfills his/her own nature and resists external pressures to change. 

Flexible people might be interested in a job or career that that rewards flexibility, spontaneity, or capacity to 
cope with ambiguity. Possible examples include advertising, air traffic controller, consultant, creative writer, gambler, 
ombudsmen, and wall street trader. On the other hand, they might be poorly suited for a job or career that rewards attention 
to details, procedure, organization, repetition, or cleanliness. Possible examples include accountant, cleaner, editor, 
housekeeper, lawyer, negotiator, nurse, office manager, physician, and waiter, 

(7) The results of your Reiss Motivation Profile® suggest that you have a weak need for romance. You may be content 
with your love life and rarely look for romantic opportunities. 

Some non-romantic people [not all] have a weaker-than-average sex drive. They may be slow to notice romantic 
cues given by other people. Some are uncomfortable when someone flirts with them. Many are faithful to one partner. 
Many fantasize about sex only infrequently. Some of these individuals [not all] enjoy relationships with only occasional 



sex. 

Some of these individuals [not all] are inattentive to their own physical attractiveness and let themselves go. 
They may not be motivated to become fit for romantic reasons or to improve their appearance [one of the most 
common motivators for people to lose weight and exercise]. To motivate themselves to lose weight or become fit, they 
may need to consider the long-term consequences to their health. 

Some of these individuals [not all] are inattentive to the aesthetic appeal of the world around them. They may 
not put a high value on attractiveness, fashion, art, etc. They may dress in clothes that are comfortable or meet 
basic needs with little consideration of how fashionable they are. 

Some of these individuals [not all] dislike certain aspects of sex. They may be turned off by certain parts of 
the body. Some think that sex is dirty. 

Romantic people and non-romantic people tend to misunderstand each other. Many romantic people think that 
non-romantic people lack self-confidence and would be happier if they had a more active sex life. Many non-romantic 
people think that romantic people are oversexed. The truth of the matter is that these people have different natures. 
Each person is happiest with a lifestyle that fulfills his/her own nature and resists external pressures to change. 

Since non-romantic people tend to be inattentive to aesthetic or especially sensuality, they might be poorly suited 
to a job or career that rewards attentiveness to beauty or sensuality. Possible examples include architect, beautician, 
dancer, designer, fashion model, and florist. 

(8) The results of your Reiss Motivation Profile® suggest that you have a strong need for saving. You may be a collector. 

Many people with a strong need for saving hate throwing things away.  They like to hold onto things even when they 
have no practical value. 

Many of these individuals take good care of the things they own. They may keep their cars, for example, in excellent 
working condition. They may keep their houses in the best possible shape. Many would rather fix something old than 
buy something new. They tend to "make do" with what they have. They may think it is wrong to be wasteful. 

Some of these individuals [not all] are frugal. They may be tight with money. They may become good shoppers, 
learning what is good value versus what is poor value. A few may be misers. When under stress, some [not all] may 
count their money or review their collections. 

Savers and spenders tend to misunderstand each other. Many savers think that spenders are wasteful and irresponsible 
people who would be better off if they took better care of things and spent their money more wisely. Many spenders 
think that savers are self-denying and would be happier if they spent more money to live a more comfortable life. 
The truth of the matter is that these people have different natures. Each person is happiest with a lifestyle that fulfills 
his/her own nature and resists external pressures to change. 

Savers might be interested in a job or career that rewards frugality. Possible examples include accountant, banker, 
hobby store owner, investor, and dealer for stamp collectors. 

(9) The results of the Reiss Motivation Profile® suggest you have a weak need for status. You may think of yourself 
as a regular person. You may dislike elitism, pomposity, and snobbery because these qualities challenge your 
belief in social equality. You might generally view people, including yourself, as being equally important regardless of 
wealth, social standing, or possessions. You may tend to treat others in a down-to-earth manner and identify with ordinary, 
everyday people. You may not be concerned with keeping up appearances, and you may be somewhat inattentive 
to what people think about you. You may deal with people in an informal, unassuming manner. 



Some people with a weak need for status have a tendency to treat everybody as if they have the same status. 
Since they believe that social status is only a trifle, they have a tendency not to show deference to people of higher 
social status than they are. They may believe that wealth is not the measure of a person so they should not respect 
somebody just because that person has money. They may feel the same way about celebrities, thinking they are no 
more important than anyone else and undeserving of all the attention they receive. They may be slow to notice marks 
of social status such as prestigious clothing labels, cars, or addresses. Since they are inattentive to status, they 
may not know who the important people are. They may prefer to associate with regular people who do not put on 
airs. 

Many of these individuals are humble and reject materialism. They may drive a beat-up car. They may live 
in a working class neighborhood. They may be inattentive to what the neighbors think and make little or no effort 
to keep up appearance. 

When under stress, some of these individuals thumb their nose at propriety. They may like to see elitists and favorites 
get a comeuppance. They may be more motivated in the role of underdog than favorite. 

Status-conscious people and egalitarian people tend to misunderstand each other. Many status-conscious people 
think that egalitarian people are unimportant and can be ignored. Many egalitarians think that status-conscious 
people have a tendency to put on airs. The truth of the matter is that these people have different natures. Each person 
is happiest with a lifestyle that fulfills his/her own nature and resists external pressures to change. 

Egalitarians might be interested in a job or career that is associated with the working class. Possible examples 
include assembler, builder, claims adjuster, data entry technician, department store sales, factory worker, funeral director, 
mechanic, nanny, painter, repairman, and taxi cab driver. They might dislike any job that involves interacting with 
wealthy or formal people. Possible examples include diplomat, investment banker, jewelry salesperson or shop owner, 
luxury car salesperson, and protocol officer. 

(10) The results of the Reiss Motivation Profile® suggest you may have a high tolerance for anxiety and pain. You 
may be slow to become anxious or frightened. You may be slow to complain when in pain. You may be brave, calm, 
relaxed, and/or an adventurer. 

Many people with a high tolerance for anxiety and pain are risk takers. Some seek thrills, excitement, dare, and 
adventure. They are motivated by what Winston Churchill once described as the exhilaration of facing danger without 
being injured. Some are attracted to activities that provide a brush with danger, such as fast driving, downhill skiing, 
or mountain climbing. 

Many risk takers are cool under pressure. They can remain poised when things go wrong and the people around 
them are starting to panic. They tend to be "clutch" people who almost never "choke." 

Some of these individuals may be well suited to jobs or careers that reward risk taking or adventure. Possible 
example include firefighter and travel agent. 

Cautious people and risk takers tend to misunderstand each other. Many cautious people think that risk takers 
are reckless individuals who misjudge their exposure to danger. Many risk takers think that cautious people are 
too timid and would be happier with a more exciting lifestyle. The truth of the matter is that these people have different 
natures. Each person is happiest with a lifestyle that fulfills his/her own nature and resists external pressures to change. 

Adventurers might be interested in a job or career that involves exposure to danger, stress, or travel. Possible 
examples include athlete, bill collector, air traffic controller, bomb/ hazardous material squad, policeperson, security 
guard, soldier, surgeon, and travel agent. They might dislike a job or career that gives emphasis to safety and involves 
little stress. Possible examples include barber, builder, carpenter, clergy, florist, forester, funeral director, housekeeper, 
janitor, librarian, nutritionist, painter, and repair person. 





16 basic strivings make us individuals and determine our psychological needs. Although everybody embraces 
all 16 basic strivings, we differ considerably in how we rank order and combine them. Your rank ordering 
of the 16 basic strivings is shown in the 'results box' on this page. 
 
Included in this report are plain English paragraphs suggesting how your results might be interpreted. 
Only strong and weak strivings are interpreted.  These results are based on statistical probabilities. 
In the final analysis, you must decide which of the results are valid in your case and which are invalid.


The following is your Reiss Profile expressed in standard scores. The numbers in parenthesis refer to the 
interpretative paragraphs (see previous page):


Striving Score Strength Striving Score Strength

Acceptance -0.35 Average Order -1.54 (6) Weak
Curiosity 1.88 (1) Strong Physical Exercise -0.40 Average
Eating 0.76 Average Romance -1.00 (7) Weak
Family 0.07 Average Saving 1.35 (8) Strong
Honor -1.21 (2) Weak Social Contact 0.76 Average
Idealism 1.16 (3) Strong Status -1.11 (9) Weak
Independence -0.82 (4) Weak Tranquility -1.79 (10) Weak
Power 0.88 (5) Strong Vengeance 0.64 Average

Standard Score Significance
-.80 or lower Weak Desire
-.79 to +.79 Average
+.80 or higher Strong Desire


