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Thriving Over Surviving: Prioritizing Mental Health
Elyria Kemp, PhD, Nwamaka A. Anaza, PhD, McDowell Porter Ill, PhD,
Cassandra D. Davis, PhD, and Eli Jones, PhD

Employee mental health is a cornerstone

of organizational success. For

salespeople, mental health is critical as

they navigate stressors like managing

customer relationships, meeting

demanding quotas, and achieving key

performance indicators. In fact, a recent

industry study revealed that nearly 63%

of sales professionals face mental health

challenges,! highlighting the toll that the

high-pressure sales environment takes on salespeople’s physical and emotional well-being. This
raises an important question: how does the never-ending pressure of selling impact personal
resources and mental health? Understanding this connection is crucial for developing targeted
strategies that enhance the well-being and resilience of sales teams, ultimately driving better
organizational outcomes.

Our Study

We aim to identify organizational resources that promote mental health and explore how access
to mental health care influences salespeople’s mental health engagement, well-being, and work
performance. Our study prioritizes the mental health of the salesforce, sheds light on the
importance of salespeople’s access to mental healthcare and uses the Job Demands-Resources
(JD-R) theory to explain how job demands can result in physiological and psychological costs.
The JD-R theory explains how workplace conditions impact employees. Job demands—heavy
workload, time pressure, and role ambiguity—can lead to stress, burnout, and poor performance,
while job resources—support, flexibility, mentoring, and career growth—help employees
manage demands, stay motivated, and perform better. When demands are high and resources are
low, well-being suffers. However, strong resources can reduce stress and improve job
satisfaction, engagement, and retention.

We propose a framework showing how resource deployment can be harnessed to enhance
salespeople’s mental health. Thus, highlighting the significance of mental health in the selling
environment and the importance of organizations in promoting mental health engagement to
foster positive well-being and enhance job performance.

To test our developed framework, we collected data from 277 business-to-business (B2B) sales
professionals across various industries, analyzed the data, and conducted in-depth follow-up
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interviews with 23 B2B salespeople to obtain more detailed insights. Thus, we present the
conceptual underpinnings of our research as embodied in the JD-R framework. Next, we propose
that demand stressors that salespeople experience and the resources that can be implemented
promote positive well-being.

Study Findings

Our findings consistently highlight how the mounting pressure to meet sales goals and quotas,
combined with the constant connectivity enabled by pervasive technology, can become a
significant stressor for salespeople, often leaving them feeling depleted at the end of the
workday. In response to these stressors, salespeople frequently rely on personal resources to
shield themselves from the negative impact on their mental well-being. Positive factors, such as
experiencing uplifting emotions, having supportive colleagues with whom to share challenges,
and maintaining an optimal work-life balance, can help mitigate the effects of these stressors.

Additionally, our findings emphasize the critical role of organizational efforts in fostering mental
wellness. Managers and supervisors who actively support and normalize mental health play a
vital role in creating a healthier work environment. Organizations are encouraged to implement
resources that alleviate the negative effects of demand stressors by prioritizing the mental health
of their salesforce. This can be achieved by normalizing conversations about well-being across
all channels of worker engagement and ensuring that mental health is communicated to
employees as a key priority. Ultimately, for salespeople to thrive in their roles and contribute to
increased organizational productivity, it is essential for both individuals and organizations to
recognize their shared responsibility in maintaining and promoting mental wellness.

Real Estate Implication

The importance of thriving and prioritizing mental health for salespeople cannot be overstated.
Our study’s findings highlight that salespeople can perform at their best only when their well-
being is prioritized. It is crucial for real

estate agents to consciously step back

from the hustle and grind to focus on

their mental health.

However, the responsibility for mental
well-being should not rest solely on the
shoulders of salespeople. Real estate
firms have a significant role to play in
fostering a culture of mental health
awareness. For instance, firms can
encourage healthy habits around the use
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of technology by establishing boundaries outside core working hours. Additionally, investing in
resources that support work-life balance can be instrumental in mitigating job-related stressors.

Firms should also prioritize early identification of mental health challenges and provide targeted
resources to address them. This includes offering educational materials, hosting seminars and
workshops to equip employees with stress management techniques, and training leadership to
recognize and respond appropriately to mental health concerns. By cultivating supportive
leadership, firms can create an environment where team members feel understood and valued.

Finally, firms can provide multiple pathways for salespeople to access mental health programs,
ensuring these resources are accessible and tailored to employee needs. In doing so, real estate
organizations can empower their sales teams to thrive, leading to better performance and overall
work satisfaction.
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