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A) INTRODUCTION 

  

 The fin tech sector has rapidly transformed financial services by using technology to increase 

productivity, accessibility, and creativity. Sales teams are the foundation for generating revenue 

and acquiring new customers in this dynamic industry. However, sales positions are frequently 

demanding and rely on persistence, resilience, and continuous interaction with customers. 

Employee motivation is essential in such an instance to boost sales professionals' performance. 

Employees who are motivated are more likely to meet goals, stay enthusiastic, and adjust to 

shifting business needs. Motivation becomes a key differentiator for consistent sales performance 

in FinTech companies, where markets change rapidly and competition is intense. 

ClearTax, a leading Indian FinTech company, depends heavily on its inside sales team for 

customer outreach and revenue growth. The company provides solutions for tax filing, 

compliance, and financial management, and its sales team is responsible for engaging with 

leads, conducting product demonstrations, and converting prospects into paying customers.  

Motivation in sales can arise from various factors such as monetary incentives, recognition, 

career growth, training, and supportive work culture. A well-motivated salesforce directly 

contributes to lead conversion rates and overall revenue generation, while lack of motivation 

leads to low morale, high attrition, and reduced productivity. Therefore, linking employee 

motivation with sales performance provides valuable insights for organizational growth. 

This study at Clear Tax aims to explore how motivation strategies influence sales outcomes 

in the FinTech context 

 

 

B) SCOPE AND IMPORTANCE OF THE STUDY: 

1. The study examines how motivation affects the Clear Tax inside sales team's lead generation, 

customer engagement, and conversion rates. 

2.  To understand employee motivation, both extrinsic (incentives, rewards, training) and intrinsic 

(recognition, career growth, work culture) factors are taken into consideration. 

3. The results are intended to give FinTech companies useful information to improve overall sales 

productivity and strengthen motivational strategies. 
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C) LITERATURE REVIEW 

a. The Hierarchy of Needs theory, which Maslow developed in 1943, explains how employees 

are motivated by a progression of needs, from self-actualization to basic physiological 

requirements. Fulfilling higher-order needs, such as growth and recognition, has been 

demonstrated to have a direct impact on employee performance and persistence in sales contexts. 

This observation is pertinent to FinTech companies, as their sales teams frequently need 

incentives beyond money to stay motivated. 

b. Churchill, Ford, and Walker (1985) conducted a meta-analysis on salesperson performance 

and identified motivation as one of the strongest determinants, alongside role clarity and selling 

skills. They emphasized that motivated salespeople are more likely to achieve higher quotas and 

display resilience in competitive markets. This is particularly relevant for FinTech sales teams 

who face high-pressure targets. 

c. Joseph and Kalwani (1998) studied incentive-based compensation and discovered that 

bonuses and performance-linked pay significantly improve short-term sales productivity. 

However, they also cautioned that over-reliance on extrinsic incentives could reduce long-term 

customer relationship-building. This insight is applicable to Clear Tax, where incentives must be 

balanced with non-monetary motivators. 

d. Baldauf, Cravens, and Piercy (2001) looked at factors that influence salespeople's success 

and discovered that motivated workers had higher conversion rates and better customer 

satisfaction ratings. According to their research, motivation affects sales right away and also 

helps with long-term relationship management—two things that are very important for tech-

driven companies like Clear Tax. 

e. The Self-Determination Theory, by Deci and Ryan (2000), places a strong emphasis on 

internal motivators like relatedness, competence, and autonomy. According to their research, 

workers who are motivated by internal factors are more creative and dedicated to the objectives 

of the company. According to this theory, granting sales staff members discretion over client 

management can boost motivation in the FinTech industry. 

f. Herzberg, Mausner, and Snyderman (1959) introduced the Two-Factor Theory, which 

differentiates between motivators (like achievement and recognition) and hygiene factors (like 

pay and working conditions). Their results demonstrated that motivators are the real forces 

behind performance, even though hygienic factors protect against disappointment. This 
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framework emphasizes that in order to sustain the productivity of its sales team, Clear Tax must 

strike a balance between pay policies and career development opportunities. 

 

D) OBJECTIVES OF THE STUDY 

1. To examine the role of employee motivation in enhancing sales performance at Clear Tax. 

2.  To identify key motivational factors influencing the productivity of inside sales employees. 

3. To analyse the relationship between motivation levels and sales conversion rates. 

 

E) STATEMENT OF THE PROBLEM 

The inside sales team at Clear Tax is essential for generating revenue, but challenges with 

retaining employee motivation might hinder sales results. Therefore, it is essential to understand 

the relationship between motivation and sales performance in order to develop strategies that 

increase output and encourage the growth of the business.   

 

F) LIMITATIONS OF THE STUDY 

1) The study is limited to the inside sales team at Clear Tax, so findings may not fully represent 

other departments or FinTech firms. 

2) The study focuses solely at a single internship period, organizational or market changes may 

cause employee motivation levels to change over time. 

3) External factors such as market competition, customer behaviour, and economic conditions 

were not considered, though they also affect sales performance 

 

 

 

G) CHAPTER SCHEME 
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1. Introduction. 

2. Company profile. 

3. Methodology and Database. 

4. Data Analysis and Interpretation. 

5. Summary of Findings, Recommendations and Conclusion. 
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                                      ABOUT COMPANY 

                                        Clear Tax Private Limited 

In 2011, Archit Gupta and his father Raja Ram Gupta, a chartered accountant, founded Clear 

Tax in Delhi. The company aimed to simplify tax filing for Indians through an online 

platform. Clear Tax is an Indian financial technology company that specializes in providing 

tax and investment solutions. It was founded by Archit Gupta along with Ankit Solanki and 

Raja Ram. Archit Gupta's personal experience of dealing with complex tax filing processes 

in India highlighted the need for a user- friendly platform to simplify tax compliance, 

driving the inception of Clear Tax. Clear Tax initially started as an online tax filing platform 

for individuals, offering a user-friendly interface and step-by-step guidance to simplify the 

tax return process. The platform leveraged technology to automate much of the tax filing 

process, significantly reducing the time and effort required. As Clear Tax gained popularity, 

it expanded its services to include tax filing solutions for businesses, including GST 

compliance and filing following the introduction of the Goods and Services Tax in India in 

2017. The company developed tools to help businesses manage their GST returns, invoices, 

and compliance requirements seamlessly. Clear Tax continued to innovate by integrating 

advanced technologies like artificial intelligence and machine learning to enhance its 

product offerings. These technologies provided personalized tax-saving recommendations 

and automated error-checking, further simplifying the tax-filing process for users. The 

company's growth trajectory was supported by several rounds of funding from prominent 

investors, including a $12 million Series A funding from SAIF Partners in 2016. Subsequent 

funding rounds allowed the company to further scale its operations and expand its product 

range. Beyond tax filing, Clear Tax ventured into financial planning and investment 

services, offering products to help users with mutual fund investments, tax-saving 

instruments, and financial planning. This diversification helped Clear Tax evolve from a tax 

filing service to a comprehensive financial solutions provider. 

The introduction of GST was a turning point for Clear Tax, prompting the company to adapt 

its platform to cater to the new tax regime, positioning it as a crucial player in the GST 

compliance market. In recent years, Clear Tax has expanded its suite of services, introducing 

solutions for corporate tax filings, TDS returns, and more advanced financial planning tools. 

The company has also focused on enhancing user experience through mobile applications 

and continuous improvement of its online platform. Clear Tax has played a significant role 

in transforming the tax filing landscape in India, simplifying the complex processes of tax 
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compliance and financial planning. Its journey from a startup to a leading fintech company 

highlights its impact on making financial compliance accessible and manageable for 

individuals and businesses alike. In its early days from 2011 to 2014, Clear Tax faced an 

uphill battle but managed to attract over 300,000 users in its first year through word-of-

mouth marketing. In 2014, Clear Tax became the first India-focused company to receive 

funding from Y Combinator, a prestigious Silicon Valley startup accelerator, providing them 

with crucial resources and validation. From 2014 to the present, Clear Tax leveraged the Y 

Combinator investment to expand its services beyond income tax filing, offering tax 

planning, audit representation, and bookkeeping services, becoming a leader in the Indian 

FinTech space. Recognizing the evolving needs of their clients, Clear Tax started 

transitioning towards becoming a full-stack FinTech company from 2016 to the present, 

offering a wider range of financial services beyond just tax solutions. Clear Tax's story 

reflects the growth of the Indian FinTech industry and its increasing importance in 

simplifying financial processes for individuals and businesses. 

Vision Statement:  

"To simplify the financial lives of millions of Indians by leveraging technology to provide 

innovative tax, compliance, and investment solutions, empowering individuals and 

businesses to manage their finances efficiently and with confidence." This vision 

underscores Clear Tax’s commitment to using technology to make financial management 

accessible and straightforward. It ensures that users can navigate their financial obligations 

and investments with ease.  

Mission Statement:  

"To provide user-friendly, reliable, and comprehensive tax, compliance, and investment 

solutions through cutting-edge technology, enabling individuals and businesses to achieve 

financial clarity, compliance, and growth." Clear Tax's dedication to offering 

technologically advanced solutions that simplify financial processes, ensuring accuracy and 

ease for its users, and fostering financial well-being and development.  

 

 

Objectives of Clear Tax:  
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Simplify Tax Filing and Compliance: This is a core objective, evident from their founding 

purpose and continued focus on user-friendly online tax filing platforms.  

Save Clients Time and Money on Taxes: By offering efficient tax preparation and planning 

services, Clear Tax aims to help clients minimize their tax burden and streamline the filing 

process.  

Democratize Financial Services: Clear Tax likely strives to make financial services, 

particularly tax solutions, accessible to a wider range of individuals and businesses in India.  

Become a Leading FinTech Platform: Expanding beyond tax solutions, Clear Tax might 

aim to be a comprehensive FinTech platform offering various financial products and 

services. 

Empower Businesses and Individuals: By providing financial tools and guidance, Clear 

Tax likely aims to empower its clients to make informed financial decisions. 

 Promote Financial Literacy: Educating users about taxes and personal finance could be 

another objective, potentially achieved through informative content or educational 

resources.  

Market Expansion: Expand services to new markets and regions, addressing the diverse 

financial needs of a broader user base. Continuous Innovation: Invest in research and 

development to continuously innovate and improve product offerings. 

Clear Tax operates through the following key functional departments: 

• Sales and Business Development: In charge of creating leads, cultivating customer 

relationships, and boosting income via the sale of services. 

• Marketing: In order to raise awareness and draw in new clients, marketing focuses 

on branding, digital campaigns, and market research. 

• Technology and Product Development: Creates and enhances fintech products, 

making sure they are safe, user-friendly, and in line with client requirements. 

• Customer Support:  To guarantee high customer satisfaction and retention, the 

company offers help, onboarding, and post-purchase support. 

• Human Resource: To keep a motivated workforce, human resources (HR) oversees 

hiring, employee engagement, training, and company culture. 
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• Finance and Compliance: Manages taxation, auditing, accounting, and makes sure 

that laws and financial regulations are followed. 

• Operations: Ensures seamless daily business operations, optimizes workflows, and 

coordinates internal processes. 

Clear Tax maintains a structured hierarchy to ensure effective operational control and 

collaboration: 
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B) PRODUCT PROFILE AND SERVICES. 

Clear Tax offers a wide range of products and services aimed at simplifying tax 

compliance, financial planning, and investment management for both individuals and 

businesses. Here’s a detailed breakdown of Clear Tax’s offerings: 

Tax Filing Solutions: 

Individuals: 

-Income Tax Filing: User-friendly platform for e-filing income tax returns with step-

by-step guidance.  

-Tax Calculation and Planning: Tools for calculating tax liabilities and providing tax-

saving recommendations.  

- Dedicated Support: Assistance from tax experts for accurate and timely filing. 

Businesses: 

- Corporate Tax Filing: Comprehensive solutions for corporate tax return preparation 

and filing. 

- TDS Returns: Automated tools for preparing and filing Tax Deducted at Source 

(TDS) returns. 

GST Compliance Solutions.  

- GST Registration: Services to help businesses register under GST seamlessly.  

- GST Filing: End-to-end solutions for filing GST returns, including GSTR-1, GSTR-

3B, and GSTR-9.  

- GST Invoicing: Tools for generating GST-compliant invoices.  

- Reconciliation: Automated reconciliation of purchase and sales data to ensure accurate 

GST filings.  

- E-way Bill Generation: Simplified process for generating and managing e-way bills. 

Investment and Financial Planning  
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- Mutual Fund Investments: Platform for investing in mutual funds with personalized 

recommendations.  

- Tax-saving Instruments: Access to tax-saving investment options like ELSS (Equity-

Linked Savings Scheme).  

- Financial Planning Tools: Comprehensive tools for financial planning and portfolio 

management. Business Compliance Solutions  

- ROC Compliance: Services for complying with Registrar of Companies (ROC) filing 

requirements.  

- Bookkeeping and Accounting: Solutions for managing business accounting and 

financial records.  

- Audit Support: Assistance in preparing for and managing audits, including statutory 

and internal audits. 

Advisory Services  

- Tax Advisory: Expert advice on tax planning, tax structuring, and compliance. 

- Business Advisory: Consulting services for business setup, structuring, and growth 

strategies.  

- International Taxation: Guidance on cross-border transactions, transfer pricing, and 

compliance with international tax regulations. Educational Resources  

- Blogs and Articles: A vast library of articles, guides, and blogs covering various tax 

and financial topics.  

- Webinars and Workshops: Regularly conducted educational sessions to keep users 

informed about tax laws and financial planning strategies. Software Solutions  

- Clear Tax GST Software: An integrated software solution for managing GST 

compliance, including filing, invoicing, and reconciliation.  

- Clear Tax TDS Software: A tool for automating TDS return filing and management.  

- Clear Tax Accounting Software: Software designed for small and medium-sized 

businesses to manage their accounting and bookkeeping needs. Mobile Application  
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- Clear Tax App: A mobile application that allows users to file taxes, invest in mutual 

funds, and manage their financial plans on the go. The app is designed to provide a 

seamless and user-friendly experience. 

 

C) MAJOR COMPETITORS 

1. Tax buddy 

2. Zoho Books 

3. Tax2Win  

 

D) FUTURE PLANS OF THE COMPANY 

Full-Stack FinTech Expansion & Rebranding 

• Clear Tax has rebranded itself as "Clear" to reflect its broader ambition beyond 

tax compliance—aiming for a full-stack fintech presence across invoicing, 

wealth management, credit, and compliance software. The company now 

processes around 10% of India's B2B invoices and manages over USD 300 

billion in trade value annually 

AI-Driven Accessibility & Inclusion 

• It has launched a WhatsApp-based tax filing service powered by Azure 

OpenAI, catering especially to gig workers and blue-collar individuals in 

multiple Indian languages and simplifying the ITR process. The service has 

successfully empowered nearly 98,000 gig workers in just five weeks and is 

now being extended to employers to assist their employees with TDS refunds. 

Partnerships & Ecosystem Expansion 

• A collaboration with Mastercard offers cardholders exclusive discounts on tax 

filing services, enhancing user experience and adoption. 
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E) COMPANY OR PRODUCT SWOT ANALYSIS 

 

          Strengths    Weaknesses     Opportunities            Threats 

Strong brand presence 

and trust in tax 

compliance. 
 

 Dependence on 

seasonal demand (tax 

filing periods). 
 

Growing demand 

for digital 

compliance and 

online filing post-

GST rollout. 
 

Regulatory 

changes in tax 

laws affecting 

product 

adaptability 

 Wide product range 

covering tax filing, 

GST, accounting and 

investments. 
 

High competition from 

established fintech and 

accounting software 

providers. 
 

Integration with 

government 

platforms and API-

based solutions. 
 

Entry of global 

players in the 

Indian 

compliance and 

accounting 

market 

User-friendly interface 

with AI-driven tools. 
 

 Limited offline reach 

compared to 

traditional CA 

networks. 
 

Expansion into 

personal finance, 

wealth tech, and 

SME financing 

 Cybersecurity 

risks and data 

privacy concerns 

challenges in 

handling client 

data 

Large customer base 

including individuals, 

SMEs, and 

professionals. 
 

Limited penetration in 

rural areas where 

digital adoption is low 

 Potential 

partnerships with 

banks, NBFCs, and 

corporates. 
 

 Price wars and 

aggressive 

marketing by 

competitors 
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F) CONCLUSION 

Clear Tax's emphasis on technology, customer trust, and innovation ensures its 

continuous growth despite the challenges that it faces from intense competition and 

regulatory changes. With the increasing use of online financial tools and India's digital 

transformation, Clear Tax is in a strong position to further strengthen its position as a 

leader in the tax and compliance industry. In India, Clear Tax has made a name for itself 

as one of the most innovative and client-focused financial technology platforms. It has 

filled a significant gap in the Indian financial system by simplifying tax filing and 

compliance for both individuals and businesses. 
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                                              CHAPTER 3 

              METHODOLOGY & DATABASE 
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A) TYPE OF RESEARCH 

A descriptive-cum-exploratory research design will be used for this study. The purpose 

of the study is to identify and analyse the current motivating factors (such as rewards, 

acknowledgment, and workplace culture) and how they relate to sales performance at 

Clear Tax. It observes current circumstances rather than changing variables. 

 

B) SAMPLING TECHNIQUE 

A Convenience sampling technique will be used. 

• Employees of Clear Tax, specifically in Inside Sales and related support teams. 

• Since data is collected from employees readily accessible during the internship.  

 

C) SAMPLE SIZE 

• The sample size for this study consists of 50 respondents. These participants 

were selected from the sales and inside sales teams of Clear Tax, with 

professional experience. 

 

D) SAMPLE DESIGN 

• A purposive sampling method was adopted, as the study specifically 

targeted employees working in sales-related roles within Clear Tax. 

http://www.ijsate.com/


International Journal of Science, Architecture, Technology, and Environment     Volume 03, Issue 05, May 2026 
ISSN 3048-8222 (Online) |  www.ijsate.com | editor@ijsate.com 
 

2119 
 

• The sample represents young professionals who are actively involved in sales 

activities and client interactions.  

 

E) INSTRUMENTATION TECHNIQUE 

• Structured client questionnaire (with open-ended and close-ended like Likert 

scale questions) for collecting feedback on demo experience, communication 

effectiveness, and deal closure factors. 

• Semi-structured communication with sales team members to gather tactics, 

challenges, and suggestions. 

 

F) ACTUAL COLLECTION OF DATA 

• Data Collected here is Primary Data. 

• Client data will be collected via Google Forms and follow-up calls where 

required. 

• Internal data will be collected through communication with marketing team. 

 

G) TOOLS USED FOR DATA ANALYSIS 

• Survey/questionnaire tools like Google Forms, to collect responses. 

• Manual data extraction and responses were gathered via email and physical 

forms 

 

H) SOFTWARE USED FOR DATA ANALYSIS 

The data was analysed using basic spreadsheet tools Google Sheets and graphical 

representations were generated directly from the survey platform. 
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                     CHAPTER 4  

      DATA ANALYSIS AND INTERPRETATION 
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4.1 To identify the Motivation factors at Site Clear tax. 

 4.1.1 I am motivated by the salary and incentives provided. 

            Serial no           Respondence              Percentage (%) 

                  1                      1                        2 

                  2                      0                        0 

                  3                      6                       12 

                  4                     22                       44 

                  5                     21                       42 

 

 

Interpretation 

Salary and incentives are the main sources of motivation for the majority of respondents 

(44% agree and 42% strongly agree). This demonstrates that in the sales industry, 

monetary incentives continue to be a key component of employee engagement and 
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effort. Pay dissatisfaction is not a significant problem, as only 12% expressed neutrality 

and disagreement was essentially not present. Workers clearly associate performance 

with the availability of large financial rewards. 

Inference 

Based on the majority of positive feedback, it appears that Clear Tax's compensation 

and incentive plan is fulfilling employee expectations and playing a significant role in 

boosting motivation. The extremely low disagreement shows how uncommon salary-

related discontent is. However, the fact that a small group remained neutral indicates 

that not all employees may find their salaries to be adequate, hence, Clear Tax should 

balance financial rewards with other motivators like recognition and growth. 

 

4.1.2 4.1.2 Recognition and appreciation from my manager keep me motivated: 

            Serial no           Respondence               Percentage (%) 

                  1                      1                       2 

                  2                      1                       2 

                  3                      9                     18 

                  4                    26                     52 

                  5                    13                     26 

 

 

Interpretation 
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The majority of respondents (52% agree and 26% strongly agree) said that receiving 

recognition is a strong motivator. This implies that manager recognition has a major 

positive impact on staff morale and output. Just 18% expressed no opinion, suggesting 

that some workers might believe their workplace does not provide enough or consistent 

recognition. The fact that there was hardly any disagreement indicates that everyone 

values appreciation.  

 

 

Inference 

It is evident that recognition is an essential non-monetary motivator because the most 

responses were centered on agreement. The small number of unbiased answers 

emphasizes the possibility that some workers do not frequently receive praise from 

supervisors. To be able to further motivate staff and improve sales results, ClearTax 

should strengthen its recognition culture through consistent practices. 

 

4.1.3 Career growth opportunities encourage me to work harder. 

            Serial no           Respondence               Percentage (%) 

                  1                     1                         2 

                  2                     0                        0 

                  3                    18                       36 

                  4                    18                       36 

                  5                    13                       26  
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Interpretation 

With 36% agreeing, 26% strongly agreeing, and 36% neutral, the responses were fairly evenly 

split. This shows that even though a large percentage of workers are still unsure of their prospects 

for advancement, many view career growth as a motivator. The unclear responses point to either 

a lack of communication regarding career pathways or a lack of awareness of internal growth. 

There was little disagreement, suggesting that growth prospects are not completely disregarded 

as motivators.  

Inference 

Although it is not fully realized for all employees, career growth has the potential to be a 

significant motivator. While a significant neutral share indicates ambiguity or a lack of clarity, 

the highest responses imply that people who see growth are in fact motivated. Transparent career 

development frameworks should be developed by Clear Tax in order to change unbiased 

viewpoints.  

 

4.1.4 Training and skill development programs increase my motivation: 

            Serial no           Respondence               Percentage (%) 

                  1                     1                        2    

                  2                     1                        2  

                  3                   26                       52 

                  4                   21                       42 

                  5                     1                        2 
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Interpretation 

Of the employees, 42% agreed and more than half (52%) chose neutral. This suggests that most 

employees' motivation is not significantly impacted by training, even though it exists. The neutral 

dominance raises the possibility that programs aren't impactful, directly relevant, or engaging 

enough to relate to employee motivation. The fact that only a few individuals disagreed suggests 

that training is neither viewed as negative nor as particularly beneficial.  

Inference 

The results indicate that, at the moment, training serves more as a support activity than a genuine 

motivator. The lack of overwhelmingly positive answers indicates that more focused, useful, and 

sales-oriented training is required. ClearTax might move more workers from neutrality to strong 

agreement if it were redesigned to address particular issues that they encounter, which would 

increase the effectiveness of training as a motivating tool. 

 

4.1.5 A supportive work environment motivates me to perform better: 

            Serial no           Respondence               Percentage (%) 

                  1                      1                       2   

                  2                      0                       0 

                  3                     13                      26 

                  4                     31                      62 
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                  5                      5                      10 

 

 

Interpretation 

The vast majority of respondents (62% agree and 10% strongly agree) said that they perform 

better in a supportive work environment. The fact that only 26% were neutral and that 

disagreement was minimal indicates that workers are generally encouraged and at ease in their 

jobs. This demonstrates how important employees think cooperation, communication, and 

teamwork contribute to increasing productivity. 

Inference 

Based on the overwhelmingly positive responses, ClearTax's workplace culture is already a 

strength. The neutral share suggests that different team dynamics may be the reason why some 

employees do not completely benefit from a supportive work environment. ClearTax can further 

boost employee satisfaction and overall sales results by concentrating on providing consistent 

support across all departments. 

 

4.1.6 Non-monetary rewards (flexibility, appreciation) are important for my motivation: 

            Serial no           Respondence               Percentage (%) 

                  1                     0                       0 

                  2                     1                       2 

                  3                     9                      18 
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                  4                    25                      50 

                  5                    15                      30 

 

 

Interpretation 

A significant preference for non-financial motivators is evident from the fact that half 

of the respondents (50%) agreed and 30% strongly agreed. There was almost no 

disagreement, and only 18% were neutral. This implies that intangible rewards like 

appreciation and flexibility have a big impact on how motivated workers feel. These 

elements are seen by workers as necessary supplements to financial benefits. 

Inference 

ClearTax employees value a well-rounded motivational system that incorporates both 

monetary and non-monetary rewards, as evidenced by the high agreement levels. 

According to the neutral group, some workers might not yet fully benefit from these 

advantages. Increasing flexible work schedules and implementing regular appreciation 

procedures would improve long-term engagement and general motivation. 

 

4.1.7 Team collaboration motivates me to achieve my sales targets: 

            Serial no           Respondence               Percentage (%) 

                  1                     0                      0    

                  2                     1                      2   
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                  3                     10                     20   

                  4                     27                      54 

                  5                     12                     24 

 

Interpretation 

With 54% agreeing and 24% strongly agreeing, collaboration was highly valued. Employees 

mostly perform well in collaborative work environments, as demonstrated by the fact that only 

20% were neutral and disagreement was nearly non existent. This emphasizes how important 

teamwork is to reaching sales targets and raising employee motivation at work. Employees view 

teamwork as a means of improving performance, learning, and exchanging ideas. 

Inference 

The majority of positive responses indicates that teamwork is a powerful factor in influencing 

sales performance. Employees who favour independent work styles might be represented by the 

small group of neutrals. To guarantee motivation for all groups, ClearTax should keep 

encouraging teamwork while also acknowledging that different people have different preferences 

for how they work. 

 

4.2 To examine whether Motivation affects the Sales Performance of employees in Clear 

tax. 

4.2.1 My motivation level influences my ability to achieve sales targets. 
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            Serial no           Respondence               Percentage (%) 

                  1                    24                       0      

                  2                     1                       2 

                  3                    14                      28 

                  4                    22                      44 

                  5                    13                      26 

 

 

 

Interpretation 

According to the majority of respondents, motivation has a direct impact on achieving goals 

(44% agree and 26% strongly agree). Nonetheless, 28% expressed no opinion, indicating that 

some workers believe outside variables like customer demand or market conditions are also 

important. The fact that so few people disagreed shows how widely the relationship between 

motivation and performance is accepted. 

Inference 

Although the neutral group demonstrates that employees do not view motivation as the sole 

factor, the high percentage of positive responses demonstrates that motivation is closely linked 

to attaining results. To address both internal and external influences on sales success, ClearTax 

should offer performance tools like CRM resources or client-handling techniques in addition to 

motivational support. 
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4.2.2 Incentive schemes help me increase client conversions. 

            Serial no           Respondence               Percentage (%) 

                  1                     0                       0          

                  2                     1                        2 

                  3                     3                       6 

                  4                    24                      48 

                  5                    22                      44 

 

 

Interpretation 

Responses to this statement were overwhelmingly positive, with 48% agreeing and 44% 

strongly agreeing. The fact that only 6% were neutral indicates that incentive programs 

are thought to be very successful at increasing client conversion. This was one of the 

study's most powerful motivators because almost no one disagreed. Employees are well 

aware that incentives are directly related to sales results.  

Inference 

The findings show that one of Clear Tax's most effective motivational strategies is 

incentive programs. The small number of neutral answers indicates that these schemes 

are generally well-liked and well-designed. Sustaining high client conversion rates will 

require maintaining and improving them to meet shifting market demands. 

 

4.2.3 Recognition improves my confidence in dealing with clients. 

http://www.ijsate.com/


International Journal of Science, Architecture, Technology, and Environment     Volume 03, Issue 05, May 2026 
ISSN 3048-8222 (Online) |  www.ijsate.com | editor@ijsate.com 
 

2131 
 

            Serial no           Respondence               Percentage (%) 

                  1                     1                       2          

                  2                     0                       0  

                  3                     7                      14 

                  4                    20                      40 

                  5                    22                      44 

 

 

 

Interpretation 

With 40% agreeing and 44% strongly agreeing, recognition was widely supported. 

Disagreement was minimal, with only 14% being neutral. This illustrates how 

recognition not only inspires workers but also boosts their self-esteem in customer 

interactions, enhancing their capacity to conduct successful sales conversations.  

Inference 

The high levels of agreement support the idea that recognition is a key component in 

improving performance and confidence. The small neutral group implies that not all 

employees consistently experience recognition. In order to solve this, Clear Tax should 

make sure that recognition procedures are more common and inclusive, assisting each 

worker in getting recognized with positions that involve interacting with clients. 

 

4.2.4 Motivation helps me manage client relationships better. 
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            Serial no           Respondence               Percentage (%) 

                  1                     0                       0          

                  2                     1                       2 

                  3                     9                      18 

                  4                    22                      44 

                  5                    18                      36 

 

 

 

Interpretation 

According to 44% of respondents who agreed and 36% who strongly agreed, employee 

motivation directly affects how well they handle their client relationships. The fact that 

only 18% were neutral and that disagreement was essentially non-existent indicates that 

most people think their motivation at work translates into improved client relations and 

communication. This emphasizes how crucial internal motivation is to preserving 

external trust. 

Inference 

The strongest answers (Agree + Strongly Agree) attest to the fact that relationship-

building and client retention depend heavily on motivation. Employees obviously link 

service quality and motivation, as evidenced by the extremely low disagreement. The 

tiny neutral segment implies that for some workers, relationships may be more impacted 

by outside variables, such as customer behavior, than by internal motivation. 
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4.2.5 Highly motivated employees achieve better sales performance. 

            Serial no           Respondence               Percentage (%) 

                  1                     0                      0        

                  2                     1                      2 

                  3                    11                     22 

                  4                    28                     56 

                  5                    10                     20 

 

 

Interpretation 

This was one of the strongest correlations found in the survey, with over half (56%) 

agreeing and 20% strongly agreeing. Disagreement was nearly non existent, and only 

22% selected neutral, supporting the generally held belief that motivation produces 

outcomes. This implies that workers are conscious of how their mental health directly 

affects performance results. 

Inference 

The majority of positive responses indicates that workers clearly connect motivation to 

output, which makes this a crucial area for management attention. According to the 

minimal neutrality, almost everyone acknowledges this fact, but a tiny percentage might 

consider outside factors like customer interest or industry trends to be equally 

important. Since motivational techniques directly result in increased sales and 

quantifiable success, ClearTax should keep providing them. 
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4.2.6 Lack of motivation negatively affects my sales results. 

            Serial no           Respondence               Percentage (%) 

                  1                     1                      2          

                  2                     0                      0 

                  3                      6                       12 

                  4                     29                       58 

                  5                     14                       28 

 

 

Interpretation 

A significant majority (58%) agreed, with 28% strongly agreeing, shows that 

employees believe demotivation has a direct negative impact on their output. There was 

very little disagreement and only 12% of respondents were neutral, indicating that most 

respondents obviously link low motivation to lower output. This response highlights 

how performance is dependent on a decline in motivation. 

Inference 

Given the high level of agreement, it appears that motivation is not only beneficial but 

also necessary to maintain consistent sales performance. Employees generally agree 

that demotivation has negative effects, as indicated by the low percentage of 

disagreement. To prevent drops in sales productivity, Clear Tax should keep a close eye 

on employee morale and deal with demotivating factors like work pressure or a lack of 

recognition. 
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4.2.7 Motivation increases my willingness to go beyond my set targets. 

            Serial no           Respondence               Percentage (%) 

                  1                     0                       0         

                  2                     2                        4 

                  3                     1                       2 

                  4                    24                      48 

                  5                    23                      46 

 

 

Interpretation 

The fact that 48% of respondents strongly agreed and 47% of respondents agreed 

indicates that motivation is a key factor in encouraging workers to perform above 

expectations. The fact that only a small percentage disagreed and about 4% were neutral 

suggests that although most employees are motivated, some are still hesitant to 

associate motivation with going above and beyond. This illustrates how motivation 

encourages greater effort. 

Inference 

The most effective responses show that motivation pushes workers to push boundaries 

and set higher goals in addition to assisting in goal achievement. Employees who 

believe that external factors, such as realistic targets or resources, also determine their 

ability to overperform may be the source of the neutral responses. In order to improve 
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this area, Clear Tax should provide employees with the resources and motivational 

incentives they need to achieve their objectives. 
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                                    CHAPTER 5 

                  SUMMARY OF THE FINDINGS, 

      RECOMMENDATIONS AND CONCLUSION 

 

 

 

 

 

 

 

 

 

 

 

 

A) FINDINGS FROM THE STUDY  

1. Financial Motivation: Pay and incentives were cited as the main motivators by 

86% of employees (Agree + Strongly Agree), demonstrating the importance of 

financial incentives in driving sales performance. 

2. Recognition and Appreciation: According to 78% of respondents, receiving 

managerial recognition greatly increases one's motivation and self-assurance 

when interacting with clients. 
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3. Career Growth Opportunities: The responses were mixed, with 36% being 

neutral, indicating that employees are unsure or uncertain about their long-term 

growth prospects. 

4. Demo Clarity: The demos are generally rated clear and easy to understand, with 

no major complaints, though there’s scope to make delivery sharper and more 

engaging. 

5. Training Programs: More than half (52%) expressed no opinion regarding 

training, indicating that the programs that exist may not adequately inspire 

people. 

6. Workplace Culture: 72% of respondents agreed that a supportive environment 

has a positive impact on performance. 

7. Non-monetary rewards: 80% of respondents cited appreciation and flexibility 

as important motivators, demonstrating that intangible rewards are a good 

addition to monetary incentives. 

8. Collaboration: It is demonstrated by the 78% of respondents who said that 

teamwork helps them meet sales goals. 

9. Link to Performance: While 28% were neutral and partially attributed 

performance to outside influences, 70% of respondents thought motivation had 

a direct impact on achieving goals.  

10. Incentive schemes: They were the most strongly supported motivator in the 

survey, with 92% of respondents agreeing that incentives increase client 

conversions. 

11. Impact of Recognition on Clients: According to 84% of respondents, receiving 

recognition boosts confidence when interacting with clients and connects 

internal motivation to output. 

12. Motivation in Client Relationship Management: 76% of respondents claimed 

that motivation improved their ability to manage client relations, highlighting 

the long-term significance of this skill. 
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13. High Performance = High Motivation: 82% of respondents agreed that highly 

motivated workers produce better outcomes, demonstrating the direct influence 

of motivation. 

14. Low Motivation = Poor Results: 82% of respondents agreed that a lack of 

motivation has a negative impact on sales results, underscoring the dangers of 

disregarding morale. 

 

B) SUGGESTIONS  

1. Enhance Career Growth Visibility: To decrease neutral reactions and 

encourage sustained dedication, establish clear, organized career development 

and promotion pathways. 

2. Redesign Training Programs: To move staff members from being neutral to 

highly motivated, make training more role-specific, useful, and in line with sales 

challenges. 

3. Enhance Recognition Practices: Make sure that team and individual 

recognition programs are inclusive, frequent, and consistent. 

4. Maintain Effective Incentive Programs: Since financial incentive programs 

have a direct influence on conversions and sales outcomes, they should be 

maintained and improved. 

5. Focus on Non-Monetary Rewards: To balance intrinsic and extrinsic 

motivation, increase the number of flexible work schedules and opportunities 

for appreciation. 

6. Encourage a Collaborative Environment: In order to capitalize on the 

significant amount of motivation that employees receive from teamwork, 

encourage team-based projects and incentives. 

7. Monitor and Prevent Demotivation: Keep a look through  and avoid 

demotivation by putting in place early warning systems (such as surveys and 

feedback loops) to identify morale drops and address problems before they have 

an impact on output. 
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8. Connect Client Outcomes with Motivation: To increase overall sales 

efficiency, link internal motivators like support and recognition to client-facing 

performance.  

 

D) CONCLUSION FROM THE STUDY 

The study on “The impact of employee motivation on sales performance at Clear Tax” 

reveals a clear and significant relationship between employee motivation and sales 

outcomes. Motivated employees consistently achieved and exceeded sales targets, 

while lower motivation levels were associated with reduced performance. Monetary 

incentives emerged as the strongest short-term motivator, whereas recognition, career 

growth, and a positive work environment were identified as critical for sustaining long-

term commitment and productivity. 

It is evident that employee motivation is not only a human resource concern but also a 

direct driver of sales success in fintech firms. For a company like Clear Tax, where sales 

teams act as the first point of client engagement, enhancing motivation strategies 

directly contributes to higher revenue, stronger client relationships, and long-term 

organizational growth. 

 

 

D) DIRECTION FOR THE FUTURE RESEARCH 

To enable a comparative industry-level analysis, future studies on the relationship 

between employee motivation and sales performance can be expanded beyond Clear 

Tax to include a number of financial technology companies. Although the majority of 

the participants in this study were sales employees between the ages of 20 and 30, for 

a more comprehensive understanding, future research could include workers from a 

range of departments, age groups, and experience levels. A long-term longitudinal study 

could also shed light on how motivational trends and their impact on performance 

change over time. Furthermore, advanced analytical techniques like structural equation 

modelling or regression analysis could be used to prove stronger connections between 

variables. 
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Future research may also look at how economic trends, technological advancements, 

and market conditions affect employee motivation. It may also analyze at how 

managerial practices and leadership styles affect employee motivation and performance 

results. 

 

 

 

 

 

 

 

 

 

 

 

SUPPLEMENTARY PAGES 

BIBLIOGRAPHY 

1. M. Armstrong (2021). The Handbook of Human Resource Management Practice by 

https://e-

uczelnia.uek.krakow.pl/pluginfile.php/604792/mod_folder/content/0/Armstrongs%20

Handbook%20of%20Human%20Resource%20Management%20Practice_1.pdf    

2. Kim, S. J., Joung, H., Ko, E., and Chung, M. (2020). Customer satisfaction with 

luxury brands and chatbot e-service. 587–595 in Journal of Business Research, 117. 

 https://econpapers.repec.org/RePEc:eee:jbrese:v:117:y:2020:i:c:p:587-595   

http://www.ijsate.com/
https://d.docs.live.net/d0a1c5af6f1ff343/Desktop/Internship%20report%20Rishutha%20Final.docx
https://d.docs.live.net/d0a1c5af6f1ff343/Desktop/Internship%20report%20Rishutha%20Final.docx
https://d.docs.live.net/d0a1c5af6f1ff343/Desktop/Internship%20report%20Rishutha%20Final.docx
https://d.docs.live.net/d0a1c5af6f1ff343/Desktop/Internship%20report%20Rishutha%20Final.docx


International Journal of Science, Architecture, Technology, and Environment     Volume 03, Issue 05, May 2026 
ISSN 3048-8222 (Online) |  www.ijsate.com | editor@ijsate.com 
 

2142 
 

3. Ryan, R. M., and Deci, E. L. (2017). Self-Determination Theory: Fundamental 

Psychological Requirements for Development, Motivation, and Well-Being. The 

Guilford Press. 

https://www.verywellmind.com/what-is-self-determination-theory-2795387   

4. Mausner, B., Snyderman, B. B., & Herzberg, F. (2017). The drive to work. Routledge. 

https://books.google.com/books/about/The_Motivation_to_Work.html?id=5ohNXlU

WeXcC  

5. W. A. Kahn (1990). psychological factors that influence employee engagement and 

disengagement at work. Journal of Academy of Management, 33(4), 692-724. 

 https://www.talkfreely.com/blog/dimensions-of-employee-engagement   

6. Maslow, A. H. (2019). A Human Motivation Theory. General Press  

 https://psychclassics.yorku.ca/Maslow/motivation.htm   

 7. Deci, E. L., and Ryan, R. M. (2020). Definitions, theory, practices, and future 

directions of intrinsic and extrinsic motivation from the standpoint of self-

determination theory. 101860 in Contemporary Educational Psychology, 61. 

 https://www.sciencedirect.com/science/article/pii/S0361476X20300254   

8. Vroom, V. H. (1964). Motivation and Work. Wiley. 

 https://www.ifm.eng.cam.ac.uk/research/dstools/vrooms-expectancy-theory/   

9. ClearTax (2025). Annual Report and Company Profile. taken from the website 

https://cleartax.in 

 

10. Harvard Business Review (2023). New developments in the fintech industry: the 

impact of motivation on sales performance. HBR Perspectives. taken from 

https://hbr.org. 

 

REFERENCES 

http://www.ijsate.com/
https://d.docs.live.net/d0a1c5af6f1ff343/Desktop/Internship%20report%20Rishutha%20Final.docx
https://books.google.com/books/about/The_Motivation_to_Work.html?id=5ohNXlUWeXcC
https://books.google.com/books/about/The_Motivation_to_Work.html?id=5ohNXlUWeXcC
https://d.docs.live.net/d0a1c5af6f1ff343/Desktop/Internship%20report%20Rishutha%20Final.docx
https://d.docs.live.net/d0a1c5af6f1ff343/Desktop/Internship%20report%20Rishutha%20Final.docx
https://d.docs.live.net/d0a1c5af6f1ff343/Desktop/Internship%20report%20Rishutha%20Final.docx
https://d.docs.live.net/d0a1c5af6f1ff343/Desktop/Internship%20report%20Rishutha%20Final.docx
https://cleartax.in/
https://hbr.org/


International Journal of Science, Architecture, Technology, and Environment     Volume 03, Issue 05, May 2026 
ISSN 3048-8222 (Online) |  www.ijsate.com | editor@ijsate.com 
 

2143 
 

1. M. Armstrong (2021). Armstrong's manual on human resource management 

techniques. Publishers: Kogan Page. 

4. Mausner, B., Herzberg, F., & Snyderman, B. B. (2017). the drive to work. Routledge. 

5. Maslow, A. H. (2019). An explanation of human motivation. The General Press. 

6. Deci, E. L., and Ryan, R. M. (2020). Definitions, theory, practices, and future 

directions of intrinsic and extrinsic motivation from the standpoint of self-

determination theory. 101860 in Contemporary Educational Psychology, 61. 

https://doi.org/10.1016/j.cedpsych.2020.101860 

6. . Harvard Business Review. (2023). The role of motivation in sales performance: 

New trends in the fintechsector. HBR Insights. Retrieved from https://hbr.org 

 

 

 

 

 

 

 

 

 

ANNEXTURES 

 

1. I am motivated by the salary and incentives provided.   

a. Strongly disagree 

b. Disagree 

c. Neutral 
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d. Agree 

e. Strongly Agree 

 

2. Recognition and appreciation from my manager keep me motivated.   

a. Strongly disagree 

b. Disagree 

c. Neutral 

d. Agree 

e. Strongly Agree 

 

3.  Career growth opportunities encourage me to work harder.   

a. Strongly disagree 

b. Disagree 

c. Neutral 

d. Agree 

e. Strongly Agree 

 

 

4. Training and skill development programs increase my motivation.   

a. Strongly disagree 

b. Disagree 

c. Neutral 

d. Agree 

e. Strongly Agree 
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5.  A supportive work environment motivates me to perform better. 

a. Strongly disagree 

b. Disagree 

c. Neutral 

d. Agree 

e. Strongly Agree 

6. Non-monetary rewards (flexibility, appreciation) are important for my motivation.   

a. Strongly disagree 

b. Disagree 

c. Neutral 

d. Agree 

e. Strongly Agree 

7.  Team collaboration motivates me to achieve my sales targets. 

a. Strongly disagree 

b. Disagree 

c. Neutral 

d. Agree 

e. Strongly Agree 

8. My motivation level influences my ability to achieve sales targets.   

a. Strongly disagree 

b. Disagree 

c. Neutral 

d. Agree 

e. Strongly Agree 
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9. Incentive schemes help me increase client conversions.   

a. Strongly disagree 

b. Disagree 

c. Neutral 

d. Agree 

e. Strongly Agree 

10. Recognition improves my confidence in dealing with clients.   

a. Strongly disagree 

b. Disagree 

c. Neutral 

d. Agree 

e. Strongly Agree 

11. Motivation helps me manage client relationships better. 

a. Strongly disagree 

b. Disagree 

c. Neutral 

d. Agree 

e. Strongly Agree 

12. Highly motivated employees achieve better sales performance. 

a. Strongly disagree 

b. Disagree 

c. Neutral 

d. Agree 

e. Strongly Agree 
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13. Lack of motivation negatively affects my sales results. 

a. Strongly disagree 

b. Disagree 

c. Neutral 

d. Agree 

e. Strongly Agree 

14. Motivation increases my willingness to go beyond my set targets. 

a. Strongly disagree 

b. Disagree 

c. Neutral 

d. Agree 

e. Strongly Agree 
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