
Gamification in sales is often dismissed as a gimmick. The research disagrees. Five decades of peer-reviewed

behavioural science explain precisely why immediate rewards, visible progress, and social comparison change habits at

work. This paper maps that science to the mechanics Novigem implements inside Salesforce.

01 The Problem: Why Reps Don't Log

CRM adoption fails for one predictable reason. Logging an activity costs effort now. The payoff arrives later: cleaner pipeline data,

better forecasts, fewer update meetings. Humans are wired to undervalue future rewards relative to immediate ones. The logging

habit never sticks.

Reminders don't solve this. A notification adds another task to an already full queue. Dashboards don't solve it either. Showing a rep

their data quality is poor creates awareness, not action. What's missing is an immediate, personal reward tied to the behaviour itself.

02 Four Principles That Explain Why Gamification Works

Reinforcement Theory

Skinner, 1953

Behaviour followed by a reward repeats. Immediate

reinforcement builds habits far more reliably than delayed

reinforcement. Timing matters more than reward size.

Points · instant award on action

Social Comparison Theory

Festinger, 1954

People evaluate their performance by comparing to peers.

Visible rankings create a natural drive to close the gap,

especially when the gap feels achievable.

Leaderboards · weekly reset

Self-Determination Theory

Deci & Ryan, 1985

Intrinsic motivation needs three things: autonomy (choice),

competence (visible progress), and relatedness (team

connection). Gamification addresses all three directly.

Challenges · progress tracking

Goal-Setting Theory

Locke & Latham, 1990

Specific, challenging goals outperform vague ones. A rep who

can see they are at 8 of 15 calls behaves differently from one

who cannot see that number at all.

Challenge targets · milestones
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03 What the Research Shows

32%
Sales productivity improvement

SAP's Sales Challenge program produced a 32% productivity gain

through competition, leaderboard visibility, and challenge

mechanics.

Herzig et al., 2015 · cited in Ahmed, 2025

21x
Higher lead qualification rate

Responding to a lead within 5 minutes vs 30 minutes produces a

21x improvement in qualification. Speed-to-lead challenges

directly address this gap.

Oldroyd, 2007 · MIT / InsideSales.com

24
Peer-reviewed empirical studies

A meta-review of 24 studies found the majority show positive

effects on engagement and motivation. Results are context-

dependent: design matters.

Hamari, Koivisto & Sarsa, 2014 · HICSS

p<.001
Engagement drives retention

Across 405 users, gamification engagement positively correlated

with satisfaction, retention, and relationship quality at high

statistical significance.

Liu et al., 2024 · Elsevier JBEF

04 How Novigem Applies the Science

PRINCIPLE THE PROBLEM IT SOLVES NOVIGEM MECHANIC

Immediate reinforcement Delayed rewards don't build habits Points land the moment the Salesforce record

updates

Social comparison Reps don't know where they stand Weekly-reset leaderboard with a closeable gap for

every rep

Visible progress Effort feels invisible and unrewarded Challenge panel shows live progress inside the

opportunity record

Specific goals Vague expectations produce vague behaviour Timebound challenges with defined targets and

completion bonuses

Milestone recognition Only outcomes get rewarded, not the behaviours

that produce them

Badges tied to activity milestones, visible to the

whole team

The Bottom Line

Sales reps are not lazy. They are rational. They respond to immediate feedback, visible standings, and achievable targets. The same

as every other person. Novigem installs those feedback loops directly inside Salesforce. No external tool. No behaviour change

programme. The habit forms because the system makes the right action the rewarding one.
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