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Abstract

Purpose – Intrinsic motivation affects job satisfaction and turnover intention. Still, previous motivational
studies among real estate brokers (brokers) have primarily focused on extrinsic rewards, leaving intrinsic
rewards/motivation practically unexplored. The purpose of this study is therefore to evaluate the role of both
satisfaction with intrinsic rewards (SIR) and satisfaction with extrinsic rewards (SER) on job satisfaction and
turnover intention among Swedish brokers.
Design/methodology/approach – This article is a replication, more precisely an empirical generalization
and extension, of Mosquera et al.’s (2020) study conducted among brokers in Portugal. Using a sample of 910
Swedish brokers, the study analyzes a conceptual framework and tests hypotheses by using partial least
squares (PLS).
Findings – Results indicate that SIR has a very strong impact on job satisfaction, which is not the case in the
Portuguese sample. On the other hand, SER does not have an impact on job satisfaction, which is the case in the
Portuguese sample. SIR does not have an impact on turnover intention in the Swedish sample, whereas SER
does. Job satisfaction has twice the positive impact on turnover intention in the Swedish sample compared to
the Portuguese. Furthermore, job satisfaction mediates the relationship between SIR/SER and turnover
intention.
Research limitations/implications – Findings of this study extend the existing literature of satisfaction
with extrinsic and in particular intrinsic rewards on job satisfaction and turnover intention in the context of the
brokerage industry. Themost interesting difference between the samples is that Swedish brokers displaymuch
higher levels of satisfactionwith intrinsic rewards. On the other hand, Swedish brokers appear to be less driven
by extrinsic rewards, which is not in line with prior studies within brokerage.
Practical implications – Both managers and students planning to become brokers should consider that SIR
has a stronger impact on job satisfaction than SER.What are perceived as intrinsic rewards, however, is highly
subjective, which is troublesome from a managerial perspective, even more so as SIR is much harder to
influence than SER.Given that intrinsicmotivation is primarily a consequence of needs fulfillment, screening of
applicants for person-job fit ought to increase job satisfaction and reduce turnover given its focus on the
congruence between job demands and worker’s needs, respectively, what a job provides and the
worker’s needs.
Originality/value – This study contributes to the brokerage research field by indicating that being a broker
differs substantially between countries and that intrinsic rewards matter for Swedish brokers.
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1. Introduction
Employee turnover is one of the main problems facing the brokerage industry (Larsen and
Coleman, 2003; Lee et al., 2014). Many new brokers leave the occupation and/or the
organization, sometimes with clear signs of burnout (Snyder et al., 2011). A recent cohort
study conducted among Swedish brokers reveals that circa 8.4% leave the occupation every
year and that 22% leave the occupation within three years of registration (Ahlenius et al.,
2022). Employee turnover has several negative outcomes for broker organizations such as
loss of sales, competence and customers (Boles et al., 2012; Palmatier et al., 2006; Weitz and
Bradford, 1999).

Employee turnover is defined as an employee’s voluntary or involuntary decision to leave
the organization (Cotton and Tuttle, 1986) and is often addressed in previous studies within
brokerage by emphasizing antecedents of brokers’ turnover intentions such as job
satisfaction, work-family conflicts, organizational commitment, personality traits, gender,
licensee, franchise affiliation, accurate occupational expectations, intense/stressful customer
interactions, hours worked and a sense of coherence (Bryson, 2017; Crant, 1995; Larsen and
Coleman, 2003; Love et al., 2011; Mosquera et al., 2020; Snyder et al., 2011).

Another way of approaching antecedents to employee turnover and job satisfaction is by
emphasizingmotivation seen throughwork-related rewards (Mosquera et al., 2020). A reward
could be seen as a goal/outcome, regardless of whether the reward is extrinsic or intrinsic in
nature. It is notable that a reward is only perceived as beneficial if the individual is aware that
the reward satisfies a need (Deci, 1976; Heywood et al., 2017), indicating that awareness
precedes motivation, or at least aligns with it. Hence, rewards only accomplish what they are
intended to do from a managerial/organizational perspective if they satisfy the individual’s
needs. Some basic human needs and their satisfaction, like hunger, are easier to grasp for both
the hungry person and a potential researcher. In contrast, work-related basic psychological
needs such as competence, autonomy and relatedness might be harder to untangle as they
often are intertwined (Deci and Ryan, 2014).

Satisfaction with rewards is not the same as motivation. Motivation is a force (Ryan and
Deci, 2000) driven by the awareness that (1) certain efforts lead to rewards/goals (Heywood
et al., 2017); and (2) these rewards/goals satisfy individual needs (Deci, 1976; Mitchell, 1982).
This line of reasoning strongly resembles the fundamental motivational concept of “locus of
control” defined as a generalized attitude, belief or expectancy regarding the nature of the
causal relationship between one’s own behavior and its consequences (Rotter, 1966).
However, we could argue that measuring the satisfaction with intrinsic and extrinsic rewards
among experienced (higher rewards-needs awareness) brokers as Mosquera et al. (2020) have
done is almost the same thing as measuring intrinsic and extrinsic motivation directly.

This study does not focus on managing rewards to the same extent as Mosquera et al.
(2020) do even if this study is a replication, more precisely an empirical generalization and
extension (Tsang and Kwan, 1999; Walker et al., 2019). The reason for this is that previous
studies and the Swedish brokerage context clearly indicate that brokerage is an occupation
where the fluctuation of extrinsic rewards is primarily a result of individual and occupational
characteristics, and not management of extrinsic rewards (Crellin et al., 1988; Lee et al., 2014;
Rosenberg et al., 1981; M€aklarsamfundet, 2021). Furthermore, to be able to manage intrinsic
rewards within brokerage, there is a need to first thoroughly explore and define which
aspects of brokerage are intrinsically motivating, and for whom. As there is a lack of such
studies, the focus in this study is not given to managing intrinsic rewards either. The focus is
only to explore the sheer existence of satisfaction with intrinsic rewards.

Another way of framing this is by seeing the existence of satisfaction with work-related
rewards as something that a job/organization supplies, which requires it to be in congruence
with the needs of the individual for it to create mutual sustainability. This line of reasoning is
prevalent in person-job/organization fit reasoning (Edwards et al., 1991; Kooij et al., 2017).
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Motivational studies within the sales domain emphasizing rewards and using job
satisfaction and turnover intentions as outcome variables are common (Boles et al., 2012).
This is not the case, however, in studies conducted on brokers. There are some prior studies
that focus on motivation, although mostly on extrinsic rewards/motivation (e.g. Crant, 1995;
Munneke and Yavas, 2001; Winkler and Hughen, 2012). Extrinsic rewards act as an obvious
lure into the occupation (Cooke, 1999; Pattanawit and Charoensukmongkol, 2022; Snyder
et al., 2011), with a salary model which is for the most part result-based (M€aklarsamfundet,
2021). This is one of the few occupations in Sweden that still retain this salary model, and so
persons whose personalities draw them to extrinsic rewards may see this occupation as
especially interesting (Mallin and Pullins, 2009; Stewart, 1996). However, after the initial few
years of introduction into the occupation, many new brokers are burned-out, while a
significant portion remain who will come to see brokerage as a life-long passion. For these
brokers, intrinsic rewards/motivation are arguably more important, or at least significantly
important, to impact both job satisfaction and turnover intention (Deci and Ryan, 2000;
Khusainova et al., 2018). However, intrinsic rewards/motivation among professional service
providers, and brokers in particular, have been largely ignored in previous studies (Good
et al., 2021; Mosquera et al., 2020; Pattanawit and Charoensukmongkol, 2022), with Mosquera
et al.’s recent article being one of the most important additions in a European setting.

Mosquera et al. (2020) found that both satisfaction with extrinsic rewards (SER) and
satisfaction with intrinsic rewards (SIR) have a positive impact on job satisfaction and a
negative effect on turnover intention. This is in line with prior studies (Hofmans et al., 2013;
Snyder et al., 2011). However, Mosquera et al. (2020) make several interesting observations.
First, SER had a greater impact on both turnover intention and job satisfaction than SIR in
the Portuguese sample. We concur that SER is certainly part of the allure that brokerage has,
but that SIR plays a greater formative role than previously thought in the long term for
brokers, as indicated in previous studies (Ahlenius et al., 2021; Zumpano et al., 2009). This
study echoes the research proposal by Mosquera et al. (2020) to replicate their study with a
broader sample and in a different country. Hence, the purpose of this study is to evaluate the
role of both satisfaction with intrinsic rewards and satisfaction with extrinsic rewards on job
satisfaction and turnover intention in the Swedish real estate brokerage industry.

2. Theory and hypotheses
As the Swedish system only has real estate brokers (seeAhlenius et al., 2021 for amore thorough
description), the term broker is used throughout the article even though some scholars use the
term real estate agent (e.g. Mosquera et al., 2020), broker (e.g. Dunlap et al., 1988), realtor (Glower
and Hendershott, 1988) andworker (Bryson, 2017). The underlying reason for using broker is to
avoid confusion and make a national comparison possible. It is noteworthy that there are
national/legal differences concerning the existence, competence and authority vis-�a-vis real
estate agents/brokers, which makes direct comparison very hard (Benjamin et al., 2000; Ingram
and Yelowitz, 2019). In a national comparison, Swedish brokers are highly educated which
means that the threshold for becoming one is high, which arguably correlates with motivation,
job satisfaction and employee turnover. For instance, previous studies indicate that brokerage
attracts opportunity seekers due to work flexibility, income opportunities and low entry bars,
which sometimes results in low occupational commitment (Jud and Winkler, 1999; Waller and
Jubran, 2012). Hence, the high occupational threshold for Swedish brokers ought to reduce
opportunity seekers lacking persistence. Another string of relevance is that about half of all
Swedish brokers are employed by a brokerage firm, yet often work solely on commission
(Ahlenius et al., 2021; M€aklarsamfundet, 2021). This means that Swedish brokers have more in
common with sole proprietors (self-employed entrepreneurs without employees) than most
employed sales personnel as their salaries are very seldom 100% commission based.
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2.1 Extrinsic and intrinsic rewards
Self-determination theory distinguishes between different types of motivation based on the
different reasons or goals that give rise to an action (Deci and Ryan, 1985). The most basic
distinction is between intrinsic motivation, which refers to doing something because it is
inherently interesting or enjoyable, and extrinsicmotivation, which refers to doing something
because it leads to a separable outcome (Ryan and Deci, 2000). Intrinsic motivation is driven
by forces from within the employee, while extrinsic motivation is driven by outside forces
(Giancola, 2014).

Without intrinsic and especially extrinsic rewards (e.g. a salary), very few peoplewould go
to work every day, as money is a strong incentive for most people (Fehr and Falk, 2002; Lane,
1991). Hence, it comes as no surprise that understanding and controlling extrinsic rewards
has received a lot of scholarly interest for over 100 years within management research. For
example, Taylor (1911) called the connection between performance and salary scientific
management. Other scholars call it rewards management (e.g. Armstrong, 2012). However,
both Taylor and Armstrong argued for the necessity to recognize and compensate good
performance and to provide incentives for improvement. A previous study conducted among
Swedish real estate firm managers indicates that there is a connection between managers’
subjective perception of financial and nonfinancial reward practices and firm performance
(Azasu, 2009). The empirical setting of Azasu’s study does not include brokerage. However, it
is still interesting as it points to a necessity for managers to be aware that both financial and
nonfinancial rewards affect performance.

Salaries constitute one type of monetary reward which differs both between and within
occupations. This is particularly true within brokerage due to commission-based salaries.
Previous studies stipulate that brokers are driven by extrinsic rewards, such as money (Crant,
1995; Jud andWinkler, 1999; Mosquera et al., 2020; Snyder et al., 2011; Waller and Jubran, 2012).
Importantly, there are other studies that argue that compensation arrangements may not
always be effective markers of brokers’ productivity, and compensation incentives alone may
not elicit greater effort and output (Zumpano et al., 2009). These two lines of reasoning might
seemcontradictory.An adequate reflection is therefore thatmakingmoneyand thepossibility to
impact the amount of money, to be acknowledged for extra effort (e.g. commission, bonus,
positive appraisal (Waller and Jubran, 2012) and to strive for something more are two
differentiated motivational strings, intertwined yet separate. For example, most Swedish
brokerswork on a commission-based salary (M€aklarsamfundet, 2021) as it is a job characteristic
(Jacobsen et al., 2011;Winkler andHughen, 2012).A commissionwithinbrokerage is an extrinsic
reward connected to a specific object and effort, that is, moment in time. Therefore, the nature of
satisfaction derived out of a commission/extrinsic reward is hedonic (Ryan andDeci, 2001; Ryan
et al., 2008). On the other hand, receiving a commission is also a recognition of competence and
boosts self-esteem/pride (Heywood et al., 2017; Verbeke et al., 2004). Viewed in combination with
a self-determined sales budget (autonomy), this could be perceived as an intrinsic reward not
connected to a specific/narrow moment in time. In total, this points to the fact that the
satisfaction derived from commissions could also be more intrinsic and eudemonic in nature
(Ryan and Deci, 2001; Ryan et al., 2008). Hence, nonfinancial rewards may serve to amplify the
motivational impact of salary and bonuses (Azasu, 2009).This line of dependent and intertwined
relationship reasoning between extrinsic and intrinsic motivation can be found in prior
motivational studies (e.g. Ingram and Bellenger, 1983; Cerasoli et al., 2014).

There are indications in previous studies that commissions are perceived as both an
extrinsic and intrinsic rewards. For instance, Ingram and Bellenger (1983) found that
salespeople on commission-based compensation plans (performance-contingent extrinsic
rewards) valued intrinsic motivation such as personal growth significantly higher than those
salespeople on straight salary (performance noncontingent reward). Another example is a
recent study conducted among high-performing brokers in Sweden which demonstrates that
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making money is mentioned in a neutral manner and is perceived more as a necessary
occupational hygiene factor (i.e. sine qua non), whereas sales numbers, personal growth and
the possibility to impact one’s salary (commission-based salary) are perceived and described
as motivating (Ahlenius et al., 2021). Accordingly, the large overlap between the concepts of
reward and recognition leads to confusion (Silverman, 2004). This might be one reason why
many organizations mainly ignore intrinsic rewards and motivation and continue to rely
solely on financial rewards (Gratton, 2004; Silverman, 2004).

Extrinsic rewards are arguably important and satisfy a need among brokers regardless of
whether the reward/commission is a consequence of a job characteristic/occupational pull-
factor and/or connected to increased intrinsic motivation. However, as previously touched
upon, some studies argue that extrinsic rewards are not the only thing thatmotivates brokers
(Ahlenius et al., 2021; Mosquera et al., 2020; Silverman, 2004), as intrinsic, non-pecuniary
incentives and rewards have been shown to influence work effort and performance (Frey,
1997; Fehr and Falk, 2002). Another motivational string of relevance particularly interesting
for professional service providers like brokers are feelings connected to the superior job
demand of establishing, maintaining and developing positive and long-lasting customer
relations (Seiler et al., 2006). Some studies stipulate that customer relations are draining
(Bryson, 2017; Snyder et al., 2011), whereas others claim that feelings of fulfillment and the
enjoyment of being useful to the customer (customer orientation) have a direct positive effect
on salespersons intrinsic motivation (Mallin and Pullins, 2009) and align with performance-
orientation (Ahlenius et al., 2021; Goad and Jaramillo, 2014). This means that when
addressing satisfaction with intrinsic rewards without explicit “occupational targets/
antecedents” among brokers as Mosquera et al. (2020) do, it is very possible that motivational
perceptions and outcomes of working with customers are addressed.

In most work situations, people are motivated by both intrinsic and extrinsic motivators
(Amabile, 1993). This statement is acknowledged in a motivational meta study where one
conclusion is that intrinsic and extrinsic motivation can coexist without extrinsic motivation
undermining intrinsic motivation (Cerasoli et al., 2014). There is little consensus on exactly
how best tomotivate salespeople, and a continuing challenge remains, for example, regarding
whether it is best to use financial incentives, nonfinancial rewards or rely on job design
factors to generate intrinsic motivation (Khusainova et al., 2018); however, one of the most
recent meta studies in the field (Good et al., 2022) shows that the effect of, especially, intrinsic
motivation on performance is stronger than previously believed.

2.2 Job satisfaction
Job satisfaction is widely used in previous organizational and brokerage studies, as high levels
of job satisfaction have positive effects for both parties such as well-being, performance,
customer orientation, organizational/occupational commitment and turnover intentions/actual
turnover (Aziri, 2011; Kaliski, 2007; Locke and Latham, 1990; Sirmans and Swicegood, 1997). In
turn, job satisfaction is affected by self-efficiency, internal locus of control, self-esteem and
emotional stability (Judge and Bono, 2001). Job satisfaction has been defined as people’s self-
assessment about the extent to which they like or dislike their job (Spector, 1997).

Aworker entering an occupation and organization has needs, desires and experiences which
create expectations that are either met or not by work-related characteristics/rewards (Aziri,
2011). However, job satisfaction is closely linked to the worker’s behavior in the workplace
(Davis and Nestrom, 1985). This is particularly important in brokerage settings, since the work
brokers do is autonomous and largely consists of working with customers, and not with
colleagues and bosses (Love et al., 2011; Snyder et al., 2011). Thismeans that job satisfaction and
managing it is difficult within a brokerage, asmuch of brokers’ “behavior” is not easily observed
or controllable from a managerial perspective, and many of the potentially positive effects of
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bosses (Mallin et al., 2022) are negated. Regardless, previous studies have shown that SIR and/or
SER have a positive effect on job satisfaction (Giancola, 2014; Haider et al., 2015; Chew, 2005;
Ghiselli et al., 2001; Khan and Lashari, 2010). Consistent with this reasoning, we anticipate that
both extrinsic and intrinsic rewards positively affect job satisfaction.

Hence, we propose:

H1. SIR is positively associated with job satisfaction.

H2. SER is positively associated with job satisfaction.

2.3 Turnover
Individuals choose a career based on a myriad of reasons (Waller and Jubran, 2012).
Subsequently, there are many reasons why people decide to leave a job or are dismissed
(Abelson, 1987). Turnover behavior is determined by turnover intention. Intention to
turnover shows an individual’s perceived probability of staying or leaving in an organization
(Cotton and Tuttle, 1986). Since it takes at least two years of university studies to become a
broker in Sweden, the likelihood of stumbling into the profession without any real idea of
what the job entails is low. This ought to decrease turnover; however, within five years of
registration 41% decide to leave the occupation in Sweden (Ahlenius et al., 2022). One reason
for this contradiction is that the perception of the job and the individual do not align with
reality among new graduates (Larsen and Coleman, 2003). Alternatively formulated, the
mismatch between what the job demands and supplies and workers’ abilities and needs
affects intended and actual turnover (Edwards et al., 1991). The occupational life cycle of
Swedish brokers does, however, appear to extend other sales occupations and be in line with
engineers, for example (Ahlenius et al., 2022).

The match between brokers’ needs manifested through SIR and SER and what the job
supplies is a strong antecedent of intended and actual turnover as indicated in previous
studies. For example, SER (Rosenberg et al., 1981; Lee et al., 2014) and SIR (Mosquera
et al., 2020; Rosenberg et al., 1981) affect intended and actual turnover. Based on this
reasoning, we anticipate that both SIR and SER are negatively associated with turnover
intentions.

Hence, we propose:

H3. SIR is negatively associated with turnover intention.

H4. SER is negatively associated with turnover intention.

Several preceding studies clearly state that job satisfaction affects turnover (Griffeth et al.,
2000; Lambert et al., 2001; McNall et al., 2009). Thus, we suggest:

H5. Job satisfaction is negatively associated with turnover intention.

Moreover, this study argues that job satisfaction mediates the relationship between turnover
intentions and both SIR and SER. This is in line with Mosquera et al.’s (2020) study and their
conceptual model (see Figure 1).

This study uses person-job/organization fit reasoning instead of social exchange theory as
Mosquera does. Person-job/organization fit theory is preferred as it puts more emphasis on
the fit between what the job/organization supplies (intrinsic and extrinsic rewards) and the
needs of the individual (satisfaction with these rewards). There is a strong resemblance
between this line of reasoning and self-determination theory, as focus is given within both
theories to satisfaction of needs. Satisfaction of needs is manifested through job satisfaction,
which, in turn, affects turnover intentions. Hence, focus is not given to the possibility that
reduced turnover is an effect of reciprocal behavior due to satisfaction with reward
management.
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3. Method
As this is an empirical extension of Mosquera et al.’s article, it follows the same
methodological schema and its choices. However, there is a need to be somewhat critical
regarding the managerial perspective and the chosen measure for it. Mosquera et al.’s article
focuses on managing SIR and SER, yet the chosen measure for SIR and SER that originates
fromOyoo et al. (2016) is questionable as it primarilymeasures satisfactionwith SIR and SER,
and with not participants’ satisfaction with managerial reward management. The decision
was made to retain the SIR/SER measure in spite of these objections in order to maintain
comparability between the two studies. There is a lack of occupational description, especially
regarding compensation, in Mosquera et al.’s article, which makes it impossible to know if
fluctuations in SIR/SER are primarily a consequence of occupational and individual
characteristics or reward management, for example: Q1_3, The reward system recognizes
superior performance, or Q1_6, The responsibilities I have motivate me to remain, or Q2_1,
I am satisfied with my pay, or Q2_4, I am satisfied with the bonuses I get in my job.

In a Swedish brokerage context, variations in respondents’ answers to these questions are
arguably primary consequences of the occupational characteristics and brokers’ actions,
given a commission-based salary, and not rewardmanagement. Another string of criticism is
that SIR and SER questions mostly use an organizational perspective, for example: Q1_8,My
efforts are acknowledged in this organization. Whereas questions concerning job satisfaction
and turnover intentions use a job perspective, for example: Q3_1; Generally speaking, I am
very satisfied with my job, or Q4_1, I will probably look for a new job in the next year. Strictly
speaking, it is possible to experience occupational satisfaction but not organizational
satisfaction, and vice versa. There is a lack of distinction between job and organizational
antecedents in prior studies within brokerage emphasizing job satisfaction and turnover
intention, which is unfortunate as it reduces face validity (Ahlenius et al., 2022).

The hypotheses in this studywere testedwith partial least squares (PLS), using SmartPLS
version 3.3.3. As this study is explorative in nature, choosing PLS for structural equation
modeling (SEM) is better as it has provided reliable estimates in situations where other SEM

Satisfaction with 

Job Satisfaction  

Intrinsic Rewards

H1

H2

H4

H3

H5

Satisfaction with 
Extrinsic Rewards

Source(s): Mosquera et al. (2020)

Turnover
Intentions

Figure 1.
Conceptual model
based on Mosquera
et al.’s (2020) study
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methods have failed (Henseler et al., 2014). The choice of PLS was reinforced as most of the
original variables in this study do not follow a normal distribution (Ringle et al., 2015).

3.1 Data collection and sample
The population of brokers in Sweden at the time of questionnaire distribution was 3,440
women and 4,053 men, for a total of 7,493 brokers (Fastighetsm€aklarinspektionen, 2021). Due
to restrictions in time and that there was an established contact with a couple of brokerage
companies, the online questionnaire was sent to 21 of Sweden’s approximately 200 brokerage
companies, reaching a total of 4,497 brokers. These companies list mainly residential
properties for sale. The response rate was 20.7%, resulting in a total of 932 answers from
respondents, of which 910 were valid, and of which 461 were women (50.6%), 446 were men
(49%) and 3 did not want to communicate their gender (0.003%). About half of the
respondents (453) were between 18 and 35 years (49.7%), and the other half (457) were
36 years or older (50.2%). To comply with anonymity guarantees, we did not collect more
personal data.

3.2 Measures
The questionnaire used in this study was part of a larger omnibus, and collected more data
than used in this study. Therefore, sections do not come in order as inMosquera et al.’s article.
All questions can be found in Appendix 1. The first section is composed of demographic
variables, namely, age and gender. In Mosquera et al.’s study, there is a question about the
level of education. This questionwas not asked as since 1999, a two-year university education
is required to work as a broker in Sweden (Proposition, 1994/95, p. 14). The second section
consists of questions about SIR and SER. One SER question that has to dowith paid overtime
was deleted as paid overtime does not exist for Swedish brokers. The fourth section consists
of questions about job satisfaction and turnover intention.

SIR and SER are measured by a 19-item scale developed by Oyoo et al. (2016). Of these, 10
items measure SIR, and the other nine items measure SER. Job satisfaction is measured by
five items of the Hackman and Oldham (1980) Job Diagnostic Survey. Turnover intention is
measured by a three-item scale developed by Cammann et al. (1979), which is included in the
Michigan Organizational Assessment Questionnaire. A five-point Likert scale was used,
where (1) corresponds to “totally disagree” and (5) to “totally agree.” The scales were
originally in English andwere translated into Swedish and then translated back into English,
to ensure item similarity in the two languages (Brislin, 1986). Translation into Swedish was
made with Mosquera et al.’s article in mind to obtain comparability (Choi and Pak, 2005).
A pre-test was conducted to ensure the precision of the instrument.

4. Results
4.1 Descriptive analysis
Our conceptual replication (Lynch et al., 2015) included the same items as Mosquera et al.
(2020), and the data were scrutinized for items of poor reliability. Two items concerning job
satisfaction were thus omitted from further analysis. This meant that the analysis included
the same items as the original analysis. Outer loadings between 0.4 and 0.7 were also subject
to a comparison with the average variance extracted (AVE), and such loadings were all above
0.5, thus not having to be omitted (Hair et al., 2017).

4.2 Measurement reliability and validity
The latent variables all have composite reliabilities above the acceptable 0.7 threshold
(Fornell and Larcker, 1981; Hair et al., 2011), indicating acceptable construct reliability (see
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Appendix 2). The AVE also exceeded the 0.5 level for all the latent variables concerning
convergent validity (Fornell and Larcker, 1981). As a sign of high convergent validity, the
bootstrap analysis t-statistics were also found to be significant at the 1% significance level
(Anderson and Gerbing, 1988).

Discriminant validity was studied using the square root of the AVE (Fornell and Larcker,
1981), with the correlation for each pair of latent variables. For all the pairs, the square root of
the AVE was higher than the correlations (see Appendix 3). This indicates that each latent
variable sharesmore variance with its ownmeasurement thanwith the other constructs. This
put together indicates discriminant validity.

4.3 Model estimation results
Since the analysis of measurement model shows evidence of reliability and validity, the
structural model was analyzed with SmartPLS to test the hypothesis (Henseler et al., 2014).

Hypothesis 1 is validated as SIR has a positive and significant effect on job satisfaction.
Hypothesis 2 is not validated as SER does not have a significant effect on job satisfaction.
Hypothesis 3 is not validated as SIR does not have a significant effect on turnover intention.
Hypothesis 4 is validated as SER has a significant effect on turnover intention. Hypothesis 5
is validated as job satisfaction has a significant effect on turnover intention.

The results of this study are therefore partly in line with the studies by Mosquera et al.
(2020) andHofmans et al. (2013). There are, however, three interesting areaswhere differences
in path coefficients between the samples admit speculations, as shown in Table 1.

First, the strength of the path coefficient between SIR and job satisfaction (H1) is stronger
in the Swedish sample (b5 0.869; p < 0.000) compared to Mosquera et al.’s study (b5 0.328;
p < 0.000). On the other hand, the path coefficient between SER and job satisfaction (H2) is
weaker (b 5 0.0015; p < 0.000) in the Swedish sample compared to Mosquera et al.’s study
(b5 0.526; p < 0.000), which is not in line with prior studies (Crant, 1995; Snyder et al., 2011).
This could indicate that intrinsic rewards are either much more prevalent within Swedish
brokerage (leading to SIR) or that Swedish brokers are more driven by intrinsic rewards
(leading to SIR) compared to Portuguese brokers. It could also indicate that extrinsic rewards
are not as prevalent (leading to reduced SER) within Swedish brokerage as in Portuguese
brokerage, or that Portuguese brokers are muchmore driven by extrinsic rewards (leading to
increased SER). However, given the high threshold for becoming a Swedish broker and the
fact that most of themwork solely on commission, it seems unlikely that SER is not part of job
satisfaction at all.

Criterion Predictors R2
R2

adjusted Q2
β (path

coefficient)
Bootstrap
t-test p-value f2

Job SER.S 0.778 0.777 0.366 0.015 0.180 0.857 0.000
satisfaction SER.P 0.628 0.625 0.322 0.526 8.094 0.000 0.371

SIR.S 0.778 0.777 0.869 11.318 0.000 0.012
SIR.P 0.328 4.326 0.000 0.144

Turnover SER.S 0.475 0.473 0.276 �0.227 2.084 0.037 0.023
intention SER.P 0.549 0.543 0.475 �0.258 3.138 0.002 0.054

SIR.S 0.475 0.475 �0.218 1.371 0.171 0.023
SIR.P 0.473 �0.235 3.122 0.002 0.054
Job satisfaction.S 0.473 �0.696 5.952 0.000 0.205
Job satisfaction.P 0.473 �0.326 3.626 0.000 0.087

Note(s): f2 5 .S, whereas Mosquera et al.’s (2020) result5 .P, for example SER:S stands for satisfaction with
extrinsic rewards among Swedish brokers
Source(s): Own

Table 1.
Structural model
results and effect sizes
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Hence, another way of explaining these path coefficients is to argue that SER fluctuations
are primarily a consequence of a commission-based salary and individual effort in a
Swedish context which could make SER part of SIR and/or job satisfaction. This would be
in line with prior motivational studies (Ahlenius et al., 2021; Ingram and Bellenger, 1983;
Cerasoli et al., 2014). However, it is also possible that working more/harder in order to
increase ones pay/SER has a negative effect on job satisfaction beyond a subjective
breaking point.

Second, the strength of the path coefficients between SIR/SER, respectively, on turnover
intentions (H3, H4) is even smaller in the Swedish sample, and in the case of SIR and turnover,
it is even smaller. One explanation to this is that, as previously stated, SER is embedded in job
satisfaction and SIR, whichmight lead to higher path coefficient between job satisfaction and
turnover intention. SIR is another story. It is possible that both SIR and SER are actually
measuring facets of job satisfaction, which could be why the path correlations between SIR/
SER and turnover intention in both the Swedish and Portuguese sample are modest, whereas
the effect of job satisfaction on turnover intention is higher. This is indicated in the
explorative factor analysis as SIR, SER and job satisfaction are fused as one factor. Mosquera
et al. (2020) argue that a reason for the low effect of rewards on turnover intention is that
turnover is caused by other constructs that ought to be included in future studies, such as
salary level. This line of reasoning is somewhat contradictory as one SER question is, “I�m
happy with my pay”; further studies ought to look into and try to discern between these
concepts.

Third, the strength of the path coefficient between job satisfaction and turnover intention
is higher in the Swedish sample (b5 0.696; p< 0.000) compared to the Portuguese (b5 0.326;
p < 0.000). This could be a consequence of a higher person-job fit (Edwards et al., 1991)
derived frommore accurate work expectations and knowledge due to the targeted brokerage
education. Higher person-job fit ought to increase job satisfaction and lower turnover
intentions. This is partly in line with prior studies (Crellin et al., 1988; Larsen and Coleman,
2003). However, it might also be consequential for overall working conditions and other job
possibilities.

Measuring intrinsic and extrinsic motivation is not the same as measuring satisfaction
with management of intrinsic and extrinsic rewards as previously stated. It is better to start
by defining and measuring what aspects and facets of brokerage are perceived as
intrinsically and extrinsically motivating, and then explore whether these motivational
factors can be managed successfully. This line of reasoning is present in Mosquera et al.’s
(2020) takeaway for HRM practitioners. Done otherwise, there is an obvious risk of trying to
measure something that is out of managerial control, that is, reward management/managers
have influence over SER and SIR connected to the organization, yet a modest possibility to
influence occupational SER and SIR. This is particularly true in a short-term perspective.
A reflection on the SIR/SER measurements is that they do not (1) separate job and
organization, (2) target satisfaction with management of rewards or (3) build on clear
definitions about what is intrinsically motivating within brokerage.

Regardless of measurements, given that this study is a replication with a larger sample,
the differences are somehow consequences of contextual differences.

Since this is an empirical generalization of Mosquera et al.’s (2020) article, data were
further explored likewise by dividing it according to demographic characteristics of
gender and age. Age of the broker is not to be seen as the same as experience, as it is
possible to start working as a broker in Sweden at the age of 20 or 21, given the educational
requirements. However, it is more likely that brokers over age 36 have more experience
than brokers under 35, since the average age of brokers getting their license is about 24.

There are four interesting areas where differences in path coefficients between the groups
admit speculations, as shown in Table 2.
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First, SER affects job satisfaction more amongmen. This result is similar to Mosquera
et al.’s results, yet the differences between gender are much bigger in the Swedish
sample. It is noteworthy that SER has a negative effect on job satisfaction among women,
which is not in line with Mosquera et al.’s study. This is an area for future studies. It is
possible that younger men are more driven by extrinsic rewards compared to women.
It is also possible that the households are more depending on the male income. And last, it
is also possible that women feel that the increased amount of work needed to increase pay
is not worth it.

Contrary to studies by Mosquera et al. (2020) and Gieter and Hofmans (2015), SER has a
stronger effect on job satisfaction among younger brokers. It is possible that younger brokers
are more willing to work much in order to increase their pay, as they value money more than
time. It is also possible that extrinsic rewards are more important for younger/rookie brokers
since commissions is one of the key characteristics/outcome of brokerage that is easily
measured. Put differently, increased commissions might be perceived as a subjective sign of
competence.

Second, SIR has a stronger effect on job satisfaction among women, which is in line with
Mosquera et al.’s study. SIR has a stronger effect on job satisfaction among older brokers,
which is not in line with Mosquera et al.’s study. However, it makes sense that when
experience goes hand in hand with job satisfaction, the combination reduces turnover
intention.

Third, SER has a much stronger effect on turnover intention among women. This is
particularly interesting as it seems contradictory, since SER affects job satisfaction
negatively among women as previously stated. Prior studies argue that extrinsic
rewards such as wages increase with experience (Benjamin et al., 2009). This study might
corroborate that since SER has a stronger effect on turnover intention among older
brokers.

Fourth, SIR has a much stronger effect on turnover intention for women. It is interesting
that almost all path coefficients in this study are stronger for women compared to men,
indicating that the subjective perception of brokerage differs between gender.

It is notable that SIR affects almost all outcomes more than SER, regardless of
demographic characteristics. This is interesting since it is not in line with assumptions
made in prior studies (Crant, 1995; Munneke and Yavas, 2001; Snyder et al., 2011;
Winkler and Hughen, 2012), though fully in line with more recent studies (Good
et al., 2022).

Criterion Predictors

β (path
coefficient)

β (path
coefficient)

β (path
coefficient)

β (path
coefficient)

Women Men Age 18–35 Age 36-

Job satisfaction SER �0.107 0.153 0.216 �0.129
SIR 0.979 0.740 0.694 0.996

Turnover intention SER �0.369 �0.026 �0.108 �0.329
SIR �0.483 �0.087 �0.171 �0.221
Job
satisfaction

�0.804 �0.612 �0.792 �0.563

Note(s): Since turnover intention is not used in Mosquera et al.’s article as a criterion when data are divided
according to gender and age, comparison becomes impossible
Source(s): Own

Table 2.
Structural model
results and effect sizes
between groups
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5. Conclusion
The purpose of this study is to evaluate the role of satisfaction with both intrinsic rewards and
extrinsic rewards on job satisfaction and turnover intention in the Swedish real estate brokerage
industry. The results of this empirical generalization study reveal that there are differences
between a Portuguese and Swedish brokerage context. Themost interesting difference between
the samples is that Swedish brokers display much higher levels of satisfaction with intrinsic
rewards,which affects job satisfaction,which, in turn, strongly affects turnover intention.On the
other hand, Swedish brokers appear to be less driven by extrinsic rewards, which is not in line
with prior studies (Crant, 1995; Jud and Winkler, 1999; Snyder et al., 2011; Waller and Jubran,
2012). This is interesting as it strengthens the argument that intrinsic rewards/motivation
within brokerage are prevailing and therefore important to study (Ahlenius et al., 2021; Good
et al., 2022;Mosquera et al., 2020; Zumpano et al., 2009). The results of this study indicate that the
motivational perception of brokers and brokerage has been oversimplified. This is partly a
consequence of the fact that too much attention has been given to extrinsic rewards at the
expense of intrinsic rewards in prior studies.

One explanation for the high levels of satisfaction with intrinsic rewards is that being a
broker in Sweden is preferable, and perceived as such by brokers, compared to brokerage in
other countries, for example Portugal, as indicated by Mosquera et al. (2020). High level of
satisfaction with work-related intrinsic rewards is often seen as an antecedent of reducing
turnover intention and actual turnover. One way to further explore this in future studies is to
compare brokers’ occupational life cycles between countries.

In future motivational studies, specific attention should be given to exploring which
aspects of brokerage are intrinsically motivating and to whom, that is, personality traits.
Future motivational studies among brokers could also benefit from using other
measurements of motivation and particularly measurements that separate job and
organization. Future studies should take into account the contextual setting of brokerage,
as national differences such as salary system (commission, fixed salary, mixed), education,
job demands/characteristics and legal framework. will affect not only who is motivated by
brokerage but also why.

Takeaway for practitioners: Extrinsic rewards are important for almost all workers.
However, working on commission is somewhat different as it allows rapid fluctuations and
might serve as competence/competitive feedback. These fluctuations might therefore be
perceived as straining or beneficial depending on the broker’s personality and experience, for
example. Hence, managers and students should be aware that commission-based salary
systems are not suitable for all brokers. This does not mean that brokers who are not driven
by a commission-based salary system are less suited for brokerage; this study indicates that
satisfaction with intrinsic rewards heavily affects job satisfaction, whereas satisfaction with
extrinsic rewards does not. On the other hand, satisfaction with extrinsic rewards slightly
reduces turnover intentions, which is an indication that the job characteristics of commission-
based salary are perceived as a positive aspect of brokerage by some.

Managers and students should pay extra attention to what aspects of brokerage are
perceived as intrinsically motivating. Knowledge and awareness about preferred salary
systems and parts of brokerage could be used by managers and students to increase
knowledge about what the job supplies and thereby increase person-job fit/performance/
persistence through satisfaction of needs.
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Appendix 1
A five-point Likert scale was used, where (1) corresponds to “totally disagree” and (5) to “totally agree” in
parts 2 and 4.

Part 1
1 – I am: 18–23, 24–39, 30–35, 36–41, 42–47, 48–53, 54–59, 60–65, 66þ years old, 2 – I define myself as a
woman, man, do not want to state.

Part 2

SIR
1 – I understand the intrinsic rewards the organization offers, 2 – The organization�s intrinsic reward
system promotes commitment, 3 – The reward system recognizes superior performance, 4 – My
achievements give me the zeal to stay in this organization, 5 –My achievements are recognized, 6 –The
responsibilities I havemotivateme to remain, 7 –The responsibilities I amgiven fit my qualifications, 8 –
My efforts are acknowledged in this organization, 9 – I am proud of my work in this organization, 10 – I
am satisfied with the organization’s reward policy.

SER
1 – I am satisfied with my pay, 2 – I am satisfied with the working conditions, 3 – Benefits provided by
the organization are satisfactory, 4 – I am satisfied with the bonuses I get in my job, 5 – My
organization’s pay is benchmarked to the market, 6 – My organization’s pay is competitive, 7 – The
promotion systems of the organization are fair, 8 – I am satisfied with the allowance I get at the
organization based on my grade, 9 –My pay and grade are commensurate with what my colleagues in
the same job get, (I am paid for any overtime I work [excluded]).

Part 4

Job satisfaction
1 –Generally speaking, I am very satisfied with my job, 2 –Generally speaking, I am very satisfied with
the kind of work I have to do onmy job, 3 – In my opinion, people with this job are very satisfied with the
kind of work they have to do.

Turnover intention
1 – I will probably look for a new job in the next year, 2 – I will likely actively look for a new job in the next
year, 3 – I often think about quitting.

Appendix 2

Latent variables Cronbach’s alpha Composite reliability AVE

Job satisfaction 0.789 0.798 0.502
SER 0.917 0.916 0.549
SIR 0.924 0.925 0.556
Turnover intention 0.858 0.859 0.67

Table A1.
Reliability and validity

measures
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Appendix 3

Corresponding author
Martin Ahlenius can be contacted at: martin.ahlenius@hig.se

For instructions on how to order reprints of this article, please visit our website:
www.emeraldgrouppublishing.com/licensing/reprints.htm
Or contact us for further details: permissions@emeraldinsight.com

JobSatisf SER SIR TurnOverInt

JobSatisf 0.709
SER 0.777 0.741
SIR 0.882 0.877 0.745
TurnOverInt �0.68 �0.577 �0.595 0.818

Table A2.
Correlations between
latent variables and
square roots of AVE
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