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atol 2 e ol that AlF
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gt 7Rl el & 9
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Control

Sales experience
Age
Gender

= = o=1d ©
2015) k-S| XA Dot st (Eisenberger et al
A9, 9 A9e o o 49 4 deld ¥ 2001). E W AQS Bal 249 w22 A4
o] 7S elste Jmg FHAY BA UF 24 PHLS Yol B% © BYL A gomy
e ol gt (Kottke and Sharafinski, 1988). A 5-¢F #A® vkt ArEw el 25 o 374
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4' Sales manager’s Perspective I I Salesperson’s Perspective |7
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Control Hib Team Climate He
=
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4.1 Tldel M=l A Bl A4S

= A7 THaAET ¥A WA, FEANEEY
S AEetdtt. As4de, 72t #dd o
& Cronbach’s alpha Al57F € 71€X< 0.7
3oz vehd #ANEEY ‘JW d#Ao] FH
" Ao 2 Yeltth(Nunnally and Bernstein,
1994). o2 1A QQEA(CFA)S =3
FAMNEe FHEFA (convergent validity) 2
#HAELGA (discriminant validity) & #9189
A Bgo] AR 2= 327.311(df= 98,
p<.000), GFI= .942, CFI=.983, TLI=.979,
NFI= .976, RMSEA= .059% #Wtxog 35

¢

3k Ao oy} FHEYAL AFEE 2 )
HAFRE(CR), FaEAFZF(AVE) 22 &elst
A=t Al g3 FEEdFEaRe RE &
5o 7L A9l 7, 5 o]F o & g ot
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Variable M SD CR | AVE 1 2 3 4 5 6 7 8
Adivity | a6 9037 | 0,804 | 0506 | 0.961

Control

Outcome | 7 g09 | 1899 | 0.897 | 0.682 | 0.342° | 0.981

Control

LMX 7758 | 2.071] 0811 | 0.518 | 0.267* | 0.052 | 0.953

Supportive | 7 70 | g5y | 0,883 | 0.654 | 0.106™ | 0.053 | 0.650* | 0.965
Team Climate

Sales | o600l 0986 — | — |00 | -o15 | 0.064 | 0243 0
Performance

Sales wx %% %% %%

‘ 31.247(62.113] — | — [-0.165" |-0.108* |-0.166* | -0.121** | -0.043 0

Experience

Age 42918110377 — | — |-0.139" [-0.043 |-0.147** [-0.100** | -0.081* |0.461** | 0
Gender . . _ R _ R | R | K K i
(M1 Feg) | 1643 [ 0531 0.135* | -0.055 | -0.208* | -0.204** | -0.109* | 0.238* [ 0.382** | 0

** Correlation s significant at the 0.01 level (2-tailed):

() Cronbach's alpha scale reliability score on diagonals.

* Correlation is significant at the 0.05 level (2-tailed)

Measurement model fit: x>=327.311, df=98, GFI=0.932, CFI=0.983, TLI=0.979, NFI=0.976, RMSEA=0.059

4.2 714 4E

AR A7 ASs] g8 2
(Structural Equation Model)< 7]%&
Mg Felnh. 1A, d7Rg AdEe (&
ol A ZAE wkel 2ol

.000)& F<3HA Yebska, Al T
AT 9A GFI= 945, CFI=.983, TLI=
978, NFI= .972, RMSEA= .049 2 Yeh} U]
T2 FAE oo H U
WA, GEFAE 99 d T 38 A
=3 7Hd 19 A54d
.0340]H, tgt .757(p ) .05)
Ao & Yeht 74 12 AR 57|
et wex EEEAe F9AE FG Tl

2)

?=393.462(df= 151, p<

W45, S84

So] F1A

R
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AU SHAIL-(SFCs)0| SAtaS Sedddntol ojxl= Jent o7 B0l et

(£ 2) 71843

7 elok-Tae

wEgAle g X719 s HE

Structural Relationship Estimate T-value Results
H1 Activity Control — Sales Performance 0.034 157 Not Support
H2 Outcome Control — Sales Performance -.039 -.944 Not Support
H3a Activity Control — LMX 0.297* 6.945 Support
H3b Activity Control — Supportive Team Climate 0.106* 2.415 Support
H4a Outcome Control — LMX -.067 -1.605 Not Support
H4b Outcome Control — Supportive Team Climate 0.012 .288 Not Support
H5 LMX — Sales Performance -.215** -3.894 Not Support
H6 Supportive Team Climate — Sales Performance .380"* 7.036 Support

**Significant at p (0.01 level, *Significant at p {0.05 level

Model fit : X*

(p(.05)& Felapdl veht 71 3-b Al AAE A £
Aot met FEEAE 9 AL 279 2HH &

QG vAE Ao de,

veoz, AREAL JE-THARIWA(LMY) 4.3
o FHHA GFS 1A A0 5% M 4-at
%izﬂ FHAZL -06T0™, tahe -1.605(p) £

2 Ueht 717t HAuY webs daEAls o S
FM AAnS A (LMX) ol 23 Jgks )X (LMX) <t & #1¢

Z]WL%\‘]

o= Ueyth A9EA} | A9 B Ao

9J3FS 1|3

stk webA o

o
3o

hins
>~

-

A7E Y5
o =y
.

=393.462, df=151, GFI=0.945, CFI=0.983, TLI=0.978, NFI=0.972, RMSEA=0.049

A9 Fggd 2949 9%

A 20| ddAde] ddA

g glof 2le-744d ugdA

2979 4L 2R 5

M2 AR BRI R

719 3RAN dEFE MAH AR dE5F 7H 4-b YUBAA LR SRS SEEA} A3EA
T ARAT FA7E 0129, 13 .288(p).05)  7F FAtde Il GFE WA H 3]

2 fojaia) @A veht 1 4-b @A) AR EA

gsi. Ao R dd-FHLIBRALMOF oA

gAAL ] o
= 453 7M 5ol ASAN, ARAS FHA
=215, t#& -3.894(p ( .01) & F-(-)<] We
Fela7] det M 5 A14ET A,

A9 29717k GGArde] dgastel A7
S ulE A
A 482+ 380, t#k< 7.036(p (.01

oJstA et 7Hd 62 AR =ik nhebA

e

nmm

of

fu

o= o239 71 69 A2A
o

A Al

HYSHATL ®M473 ™23 20184 42

model 4) WA,

2o-7849 wghdA (LMX) ¢ o

/\ O =1w
_I_Q_ﬂ'%le o

AE W e Este] skghA| o}

b A 2

A 91719
2] AR a2 &leh. vl E
3987l 384N ke vE Ao B AFE Sobel test® Hayes(2013)7F Algtet
HE~Ed: (Bootstrap) WHS ARSI &8 (Process
G5EAt GAE T 7+ BA A
-84 wdAA(LMX) 9] WHEZLE Sobel
ol test® &olgk A3} 7=-3.035, p( .05 2957
% yEhston, RAER Wiyl ofg

2R FH HEAY AFHE -.0642 JEEIL, 95%
2 e o] Mzt
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(-.074 to -.02) 2 0% £
ol Ao R gelefltt o s AgAlet o
AT} ko] BAlA 2lo-HE Y w
|7l 25 Sobel testZ <1 ﬁai} =-
p) .05 frofatA]l &7 Uetston,
el oJgk 37 vizEA A, HHE
01402 Yepsta, 95% Al= 73 W) UH7HEJJr
arekx| ¢} AFekx| o] W9 7H(-.021 to .006)Z 0
X7 Wi BAXCE frofatA] skt
el s d5eAe 4983 1] #AA | A
A #4719 viNEZE Sobel testZ &1e Az}
z=1.758, p) .05% FostA] A Uelskon], &
2Eq] Wi gt niyfEA A3 JA] 1P &
AGrgke]l 0042 Ve, 95% AlE] 72t Ul w7l
B shekx| o Aekx| o] We7H-.003 to .056)
20 ExFot7] il TAACR fFolotA e
o owpR e g AAEAe dH8T e BA
A " AL E9719 w7 &S Sobel test® 21
ot A3} 7=0.826, p) .05% kA &A YEls
om, R2Eq Wi ot ujsiEA Az A 3t
Hazhe] Agrol 00502 YERta, 95% AlF
TR w7 ke shekx] o AdghA] o] W9 7H-.015

-
%
1o,

1o rlo

o

J ﬂi‘r?ﬂrﬁl(LMX)
S T P P
FSITH(E 3)).

[}

5.1 21720 U A

e LA LE RICEEEE R RS
1,016 94193 o 59 45419 1579 )
SRIIAE AU0R GYFANe] JAN

lo

‘%}aiu} A7as1s Folo

‘:1

WA, JYEAN 2R H9ALA FEEAS
AREAE G949 GG HHA B

(Z 3) f7H=1} Bootstrapping Zz}

Dependent | Independent | Mediating Indirect SE Confidence interval 95%
Variable Variable Variable Effect LLCI ULCI
Activity -.064 023 -.074 -.02
Control
o LMX
utcome 014 013 -.021 .006
Sales Control
Performance Activit
Con;’m{ Supportive .04 .016 -.003 .056
o Team
utcome Climate .005 .004 -.015 .038
Control

LLCI: 95% 2173k W) w7l &3l 4ghA], ULCL: 95% A1 33t f v 7] &aA 5

416

Pl

Aggst

AT M47H H2E 20184 4%



pni
=

}

ko]
pd

4

t

A7 of

oz
=

=9712f of7h=

|

saizfel g |

=}
=

jm

9|

o
=

|

A
=]

q

WA (LMX) 7} A1 =]

2le-+

golr}, AR TN E &
49

off 2hatodTt:

=
=

= g1t o7y

# < Goad and

otof| ofx

A
=]

q

s

T

to!

O:
3

1 =90}, ©]

o
R

2 g

HI(SFCs)0| Gt
Jaramillo(2014)2] wEkd ol A]

ES

L SHAl

BEmd g ad® gy ® AW ML) MET A B
ol B s R [ Tl - -] Bl SO e S e s W I VR
Ko = X o o X #ﬁﬁ ™ o — — —_— A o
ToAMA T 2w puedRes TPm s T AT o
—_ ’ —_ - [~ —_ - b3
TR AT RE T s Tt PEE cw P w2 T b T
YR S SN S RS T VT
I~ [l U;O o — ﬂ)A‘j‘O_/
A ‘_I!‘VI‘WILﬂ,_I#OﬂEL;O#‘IHa ])AO_ ._an.uﬂ,nﬂl‘_.ﬂo Hiov‘mﬁo‘lll,a
o = W ow .Nrﬂ 2o T T =W mmym M =0T £ o L
T R o oy e S NN T o B S L
@Lﬂwoﬁa@ﬂ%m«mdﬂmﬂm&%i%wmﬂi%ﬂ‘mm;tMmﬂaﬂ%m_@ow
w oo LT T fo#Eaqugmoﬁe ?Mm«%%ﬁwﬁ =
Jluaﬂpl%_i_7?ﬁ_.mnmmﬂdo}%zﬁ%Mmﬂﬁﬂlaﬁ_ﬂ]hmaht
I I - - i S - N o B SN S
EET g R e BT o F T 2 S ﬂw = ooy ww ey
P L ETHS e T TRz e B BT B
TR T = 0 W e XA REWHPTIT T = &
,I‘allo =3 \IﬂW _ oy OOUEH Jﬁ} L = - ‘m._ﬂ.o
e} 3 T = % < dIVA‘Iﬂ.Ea T _,A,_Irkl%EOﬁE 1]
ﬂﬂmﬂ%ﬁw_zTEMmﬂ%Moooﬂ%%ﬂqﬁ%M%E%ﬂmﬂmﬂ
MR o w w o m = ° T 3% < B CHE R B N
~ o 9% — Zt ~ T Lf % >4 % InT ) N ‘_Iryl
OHAT\HA.IMTEH_!M\%\OIJ@A ,ﬂm‘mﬂo‘m_l,WATw‘ﬂ7‘A\mﬁ‘_.lﬁ|ATEEdA|HOIATWWuNO
ooz Voo Mgy Mmoot oo V2 oo P T R W
MW B E N EYTHR T RPTRAMTRTD KRR DT AP
o = = o oY o 1o Rl o) Mm A ) Rogo w Owr L Bo
T NE T TR R R R R B
M EDS W R LD o= T gy DT g oo oo o BT
TR A A g rP e T g Ll gT TR CRFE B
B N R N e I LT gl S s wl) LI S o -
m7&.Eaeﬂo_}%Eé%@fﬁ&ﬁ@m%ﬂ%ﬂ%ﬂi%ﬂ%gﬂnﬂ
CEP T eeTsr®l 2T X0 o T T KA F T T o w
#EWMWQQWEOW%%L_L%%W%O}ﬂozﬂmﬂemmﬂr%@ﬂﬂ‘ﬂﬂo
o B o —~ 9 To o ~ N~ 3m T~y BT
ﬂdﬂﬂﬂh@mﬂ%%ﬂqo.ocmwadr%wﬂoﬂﬂﬂim,mmuuﬁooﬂ@o%wumqwo
— =) o) [~ et o o= B° % B
A S RS F SR S S
PrxTgphTa S eRer® P @ Aol »
%ﬂWﬂAﬂnufwraniﬂunmhuﬂﬂw%ﬂﬂ%mﬂmﬂnﬂ.@AurmmﬁAM
— T W ooy © ol = 0P e o= J,_;oio%ﬂtuﬂl SF oy = —
e N RN N T N o - B B R
B ! o 35 = o W
@%ENMﬂ_/wbclwﬁm_acﬂofrﬂ%nm”m,mmuoaﬂﬂ%&ooh%
TR EPETp I ARy - I TETRm IR
TP T Y TR o= E W MT PR T KT R 2P H
Lt]LEﬂI — 0y JdM.AEOMﬂdﬁXﬁTﬂ. ‘wxlx AHT] o
N R = I L - N L B BN O B B
T 2R me I RTR ORI TETT S OE O WP 2 R
THFAEMMTFESE AP TRSTATHENT T RRTT SR RSO

417

SAA (LMX) ¢ & A1 294717} v A

e

=

=

AT

=
A=

7]

L

-

e A7
23z o

1
T

HYSHATL ®M473 ™23 20184 42

o=l



o
5 250
7 =T
r X T o
ok ﬂ.ﬂ.ﬂ,ﬁ.ﬁ_ 3o
2w ﬂEaf iy
i = = ﬂAW_]_HTA
e AmaﬂﬂOfL_Jmﬁ%ﬂonﬂ%
Ev_l.wooﬁmﬂ%%wmme ﬂ%mﬁﬂwz?
ﬂ@ﬁéﬂa%x%mﬂfrﬂ,@ E+Nrsﬂmcog
ﬁawwﬂwﬂ%WﬂiE@MwﬂﬁAmﬂd%mlﬁm.ﬂoﬂ
zo71rWﬁmﬂoﬂ eﬂemuWﬂroEe%#oﬁavwhomvﬂx%wuli&l
Aei7,_odAauMuﬂ]U]mﬂﬂ ﬂAmaooﬂHﬂWoo m_w_ of
g ! % %ngoﬂmwa%kb :ﬂggﬂﬂm;ﬁ%
WﬂAﬁautoW/_ﬂuNouu77AAUXﬂmaa1ﬁxﬂﬂﬂmﬂmﬁMtxmﬂ —
.tg?,ﬂn ﬂ:nﬂ N = L 7 5o °
lemﬂJIHVA ,#JlmﬂleﬂoaLmAvﬂ‘_mxHﬁA(L\u#ﬂ .
mﬂLW%MmﬂﬂW%&%ﬁK}@ﬂ arﬁ_mﬂuﬂgzé 5
.mzva.f ,C(L\ 1“J.L|1__/I ﬁﬁlu%h ﬂﬂi]oo#,_ MHNF < ol
F‘l‘_ .Mlqzlxot7)bt1vﬂ ﬂodﬂﬂﬂ o) ﬂﬁﬁi1 < o
M7qﬂﬂwaz%xﬁxﬂggoﬂwoﬁﬁgmo%uu = o
uﬁ.mﬂégo_ﬂﬂ oamaanngw&ﬂﬂmﬂﬂ%ﬁﬂ%autﬁﬁﬂ%tE 1 iy
= WS e %ﬂ N = o T o W Cis ~ =0 = o " o o ﬂw = o0 ~K
o %OOJﬂ%MWL)Eﬂ%OEMO]WHWH ‘Eleiiﬁaﬂlo‘umiw‘dﬂ‘m _@__I olu
ﬂwmmoWﬂWzT%mo?W@o%uoooai?a@wﬂmﬁﬂ s =
= Heﬂ&@ﬂﬂ%ﬂgiki@rmﬂoQM@%% loF )
ﬂﬁ_]MMJ. on_]ﬁﬁ],ol‘mﬂﬂlixbboolﬂw7llﬁﬂn 100
ﬁLO _Alw_ J_Fn\.Foo«LJ. Ju,mwla io Uﬁl ‘mﬂ_ﬂ_a_o — Of
ﬂﬂml_m R anmoh_.mﬂxomﬂwﬂqﬂ._fﬂd;uﬂ Ho oK 9
Elay o o @ o To NB A | X ﬂ,ﬂ,ﬂ.f Mwﬂ. _ N
mﬁwm%@% mmo_gﬂ %d.r.wﬁﬂogﬂ &mlndr.ﬁﬂog Y i)
! 4 o Nlo B T = " Eo © s Lm T = o m o% wp B ] ~ o
ﬂaaaoﬂﬂ ﬂxﬁaééoﬁomuaﬂoﬂ ﬂﬂm;nA i ¥
wﬂdo\vwxw Mrwﬂ_.loga‘_ﬂ_mqum,uqﬂnidﬂwm _i_‘dnhlyuo ° m.u
W?Mm.m %%wﬂﬂmﬂm%%wawwwm%ﬂaﬁ O
2 &+ = o < AR ;2 ﬂau.]ﬁﬂ
%%@mm mawm%gaqmn@gm¢kzamq
S ) S Tor o o Bo DL To | . = o =0 m X o o
Lg_a < mox z.l1ﬂ1urﬂogﬂl ﬂvalaaﬂ
hﬂnooafm é.éﬂ » o7aoufm = ¢ T A B
~H‘L|ﬂ1q \ul‘WHvAEulnl‘Ll )A;OM ﬂﬂulio‘lriﬂ_‘lﬂ‘mﬂ_._ ﬂ Q
X E e = - 1rx7ﬂr1aago¢.mw ~ X i = 5 M
uufﬂ%moé&%@xﬂ@.%ﬂ@o%%mwawuﬂ%ﬂ w R
%urioﬂomoﬁ_.;u?ﬂ‘mm ?zLOOJA18mﬂMl%ztimﬂ%§%@4
Wﬂ%?m;@fe@o;@u% éwtémoﬁﬁjzﬁﬂp%ﬁ
%mgamﬁgyAmwaw@%wgoeAﬁqpaE@iaqﬁ
— = ],l N g T = = —_—
MMmﬂﬂmﬂkﬂwm ﬂLm_ﬂmmwzoﬁmoﬁgwﬁyﬁa%yaﬂﬁ
ﬂL%i(iﬂoxﬁm@uh%ké@o%ﬂ o aﬂlaﬂﬂo
ISR = 2o a1 o g i = o s o ~ o
ﬂﬂ&lmmmﬂﬁwo ﬂmulﬂ%uﬂrobmeaﬂﬂﬂ_/ﬁﬁﬂmué
7A0A@o%wrﬂaaoi _,OA_.L.QL]% 1mﬂﬂo N
== aTLooxi) oAu%_aLHoExufq o/
Lc]ﬂL} UIE D W ¥ = o o
ﬂm]HTzL_L aTnéATli@uﬂAJ 1%J%
0% ok = 5 = S ey cToT_ 55 5 A
»m@%wim7divwgﬁ Cige i&@
@aﬁmogmoﬂﬂmﬂ%og o A o e
T o UG o o m s o o B°
omx ua)ufof_1 111;%10@‘
= 2 = ﬁ‘i B CES !
<Haa_|A uLezoﬂ7
EM4@H@A%NAQ})E
o B —_— uXﬂr
oo%ox,wﬂﬁe M]
LN ]EE‘UI e
_/,mﬂﬁ‘mﬂ "
2 ﬂKu
mnjlﬁ
7A,mﬂo€

o 2l

A

Sl

A
o

A=
%
) ﬂl\li\—ﬁﬂo] E]
-7
dgst
_|0:|
T HATH F23
= 2018k
4 4

o]
H

B
,L‘oﬂ =
L o

]

418



7
Zlo] Hr} A3}t

1:—
=

ot

O

=
.L____'_;g]

o0 E.
BUEHAIAH(SFCs)

s5)0| &

R

-

Wwﬁuae
TEw
o P _
TR w >
mAxV L3 =iy o
1W|w7ﬂ - £y Ly T
N X = 2 % ol 8 e -
oy = 5 R = W o o o
e s 22 5% TIE ZE b
o gy M =¥ S _ﬂwxﬂ =K @oﬂhw:_uo 7 ol
JAﬂHzo ) B W Wo T = o T N o <A R
oR - ey ey . oo ~ Br.
EI M;oo ﬂ;% E.im.o ERI Q7_Lmo T Ko s =
NE s 27 = vdw Te R ,m;wgm.m
aadﬂx]ﬁ 5 oy A M ;o7nA|_ ER GG Q%9 ,h..u
o B E R TS o 3 i o & a072aMw
o) — @321102 4 - Mﬂ,AOJI NN oTﬂﬂﬁe _E._lt -t
Q.M.ui @oﬁﬂTm o - Eo_do".A T = @.Mﬂr o_uﬂe%mmC
—rn a%aﬂaﬁw 45 E WW&wwk R
ﬂ%i W),ZWLMM_%_MT ‘ﬁu%% J_wmun{u),ﬂw MLMMD S =
TLED ofmamgfg. a ¥ T 38553 myuA»m
ﬂlﬂldﬂﬂt ; %MNIML7@,%E m Mﬂﬂhﬂ% .EoﬁooE.Mm
BN . = . g =~ TE o3 o S - L B3 S 5
o =~ __OL ~t ”\X L A..OO;A o /ﬂ.@ ﬂAo_ﬂ_u_Ll,Ln/_r
‘.Imp ﬁ__’ ﬂ..OI ° n_ih m ._:m_m _ﬁm_ Z‘.ﬂ m - ‘MVW a /n%\ W..H o s RO =T m T EAO oo & noo U.rl M w /..J\ g
T o & = o ﬁmﬂ2wgwﬂ%%2gﬂ o ,),hﬁm o=
K - ol . 0 < T o IR %Jl.o;oLi)_b;oo ol hS
KO 7o = @W%J?uun ,),ﬂa..ﬂﬂpuﬂldomoc .
dﬂﬂ; mﬂ W oy 7:m,v|‘._ #\L@wﬂﬁmﬂLﬂdﬂlmef ﬁoSmmvnw.
1|ooi ° o zx (%E%W%H ,Wﬁﬂqﬂ £
ﬂﬂﬂmuo;eq e i = :o;rm?_ﬂoﬂmMmm
ﬂﬂu%moo#xoaf1 o o : L@@l",T. =
= z = & [ X T e T o e g £
2@%%%?%1 ﬂo.mmwwﬁﬂa, o wa Maa
W%W%ﬁwq;qo¢m%@aw%; 5 E
w E@%ﬂﬁwaﬂ%% Jumon_m%c_a?@ﬂr.% e
Mo 2 e iaaéﬂERA%ﬂ%#%af@%&
%%rbtk =< ﬁuwaﬂA iyzlo_ @Lwrmm_ O B A- o
AﬂroomuﬂﬂdﬂL;_ - 3 ol © o o ﬂlujlﬂ 55 =
ol Mo o ™ Bo o %Ao o <P ) X o I & B e g = o oo o WH W o h wrf = M
T ° A o o T w ow = s W ~3 i m % D m B o No
topwiﬂrl, b B E p LRl 5 W Moooﬂ§»02@%okna
wﬂ}imm%@oﬂu%ﬂ%z:gvdﬂONX%? e T
B0 = o < e = ™, T X - S N o = o oy K sl Koo oY - Ni
= ) TE o= o ™ Ny o AR T3 Y 5N = o oo
L_L oy E._ — T O#E Jl % 7o Jl %T B! E#E — = O*O %o Ny O#E 1 —_ ,.A_uuﬂ._ T \LM
mliézl%ﬁf p R ma_q@nxmﬂﬁiﬁ m oy L ook O T
STE o X o X = myat EC o= 3o ~
= SR N 5 a5 B s x O BET s F w M T T
! —_ .lJlo B3 =
1%%135‘ imwﬁu m”d|507iow7xEﬂﬂu%m_qusMﬂoaameﬁﬁ
mo1ﬂwwagaogywiﬂ aﬂﬂmﬂ%@ﬂamé%oﬂymw@
LSCNEY & g P B P H Gy Ao = dw\audd o Jo M W T X 90 O
TR E o B o o X = 0 X]_ITlrﬂAllléaﬂhAr ron! T % o
%ﬂuﬂrg}vr@o ~ o F JOM%WO A G &
R e CICY mE P X = R e o o g E] D =
o5 oﬂ]ﬂo? .umeATxouUrELlH %Wmmro% ﬂﬂrmmA
O R 17ﬂ o \_.W.Ml M o £ - ) M.H O# ™ ,mMO ,Wuﬂ _z_ﬁ \_@J . = X o) =W o ‘WAH Ww
& B A ® o W T o B N B w H D 5 mw & °
K < A ) 0 o2 ok = o =t 8° of
HL,J|I_AoLJ| W B = ~
xﬂm%.gwMaa%wnynwa
N ™ " 1ﬂr = plo w_m y 5o ﬁﬁ Mﬂ o5 W A
o = ;o].
ﬁﬂﬂﬂon%.q L\,TH_:T
M 9% SR I v
AN o
Z|d|A
Ny

419

Perceiv
ed Lead
er Support. The L
eadershi

p

745
AH 5
AL x47H H235 20
1844 4¥



Quarterly, 15, 5-32.

Anderson, Erin and Richard L. Oliver(1987), “Per-
spectives on Behavior-Based Versus Outcome-
Based Salesforce Control Systems,” Journal
of Marketing, 51(4), 76-88.

Ashforth, B. E.(1985), "Climate Formation: Issues
and Extensions,” Academy of Management
Review, 10, 837-847.

Blau, P. M.(1964), "Exchange and Power in Social
Life,” New York: Wiley. 352.

Boyce, L.A., Jackson, R.J. and Neal, L.J.(2010).
Building Successful Leadership Coaching
Relationships: Examining Impact of Matching
Criteria in a Leadership Coaching Programme.
Journal of Management Development, 29
(10), 914-931.

Challaglla, Goutam N. and Tasaddup A. Shervani
(1996), "Dimensions and Types of Super-
visory Control: Effects on Salesperson Per-
formance and Satisfaction,” Journal of Mar-
keting, 60(1), 89-105.

Eisenberger, R., Armeli, S., Rexwinkel, B., Lynch,
P.. and Rhoades, L.(2001), "Reciprocation of
Perceived Organizational Support,” Journal
of Applied Psychology, 86, 42-51.

Flamholtz, Eric G.(1979), “Organizational Control
Systems as a Managerial Tool,” Califonia
Management Review, 22, 50-59.

Fornell, Claes, and David F. Larcker(1981), “Structural
Equation Models with Unobservable Variables
and Measurement Error: Algebra and Sta-
tistics,” Journal of Marketing Research, 18
(3), 382-388.

Franke, G. R., and Park, J.(2006), “Salesperson
Adaptive Selling Behavior and Customer
Orientation: A Meta-Analysis,” Journal of
Marketing Research, 43(4), 693-702.

420

Gerstner, C., and Day, D.(1997), "A Meta-Analytic
Review of Leader-Member Exchange Theory:
Correlates and Construct Issues,” Journal of
Applied Psychology, 82, 827-844.

Goad, E. A. and F. Jaramillo(2014), "The Good, the

Bad and the Effective: A Meta—Analytic

Examination of Selling Orientation and Cus-

tomer Orientation on Sales Performance,”

Journal of Personal Selling & Sales Ma-

nagement, 34(4), 285-301.

G., Liden, R. C., and Hoel, M.(1982), "Role

of Leadership in the Employee Withdrawal

Graen,

Process,” Journal of Applied Psychology, 67,

868-872.

G. B., and Scandura, T. A.(1987), "Toward

a Psychology of Dyadic Organizing,” Research

in Organizational Behavior, 9, 175-208.

Graen, G. B., and Uhl-Bien, M.(1995), "Relationship-
based Approach to Leadership: Development
of Leader-Member Exchange (LMX) Theory
of Leadership Over 25Years: Applying a

Graen,

Multi-Level Multi-Domain Perspective. Lea-
dership Quarterly, 6, 219-247.

Greenhaus, J. H., S. Parasuraman, and W. M.
Wormley(1990), "Effects of Race on Organi-
zational Experiences, Job Performance Eva-
luations, and Career Outcomes,” Academy
of Management Journal, 33(1), 64-86.

Jaworski, Bernard J.(1988), "Toward a Theory of
Marketing Control: Environmental context,
Control Types, and Consequences,” Journal
of Marketing Research, 52(July), 23-39.

Jaworski, Bernard J., Vlasis Stathakopoulos, and
H. Shanker Krishnan(1993), “Control Com~
binations in Marketing: Conceptual Frame-
work and Empirical Evidence,” Journal of
Marketing, 57(1), 57-69.

HYSHATL ®M473 ™23 20184 42



AU SHAILAZ(SFCs)0| SAtS Sedddntol ojxl= Jnt oz B0l Bt 2|H-To o watetAlt g X#=297|ef ovient A#S

Johlke, M. C., Stamper, C. L., and Shoemaker, M.
E.(2002), "Antecedents to Boundary-Spanner
Perceived Organizational Support,” Journal
of Managerial Psychology, 17(2), 116-128.

Kohli, A. K., Shervani, T. A., and Challagalla, G.
N.(1998), “Learning and Performance Orien-
tation of Salespeople: The Role of Supervisors,”
Journal of Marketing Research, 35, 263-274.

Kottke, J. L. and C. E. Sharafinski.(1988), "Measuring
Perceived Supervisory and Organizational
Support,” Educational and Psychological
Measurement, 48(4), 1075-1079.

Liden, R. C., Wayne, S. J. and Stilwell, D.(1993),
‘A Longitudinal Study on the Early Deve-
lopment of Leader-Member Exchanges. Journal
of Applied Psychology, 8(4), 662-674.

Mallin, M. L., and Pullins, E. B.(2009), "The Mo~
derating Effect of Control Systems on the
Relationship Between Commission and Sales-
person Intrinsic Motivation in a Customer
Oriented Environment,” Industrial Marketing
Management, 38(7), 769-7717.

Miao, C. and Evans, K.(2013), "The Interactive
Effects of Sales Control Systems on Sales-
person Performance: A Job Demands Resources
Perspective,” Journal of the Academy of
Marketing Science, 41(1), 73-90.

Miao, C. Fred, Kenneth R. Evans, and Zou Shaoming
(2007), "The Role of Salesperson Motivation
in Sales Control Systems: Intrinsic and
Extrinsic Motivation Revisited,” Journal of
Business Research, 60(5), 417-425.

Nunnally, Jum C. and Ira H. Bernstein(1994),
“Psychometric Theory,” 3rd ed., New York:
McGraw-Hill.

Ouchi, W. G.(1979), "A Conceptual Framework

for the Design of Organizatonal Control

HYSHATL ®M473 ™23 20184 42

Mechanism,” Management Science, 52(9),
833-848.

Panagopoulos N. G., Johnson C. M. and Mothersbaugh
D. L.,(2015), Does Choice of Sales Control
Conceptualization Matter? An Empirical
Comparison of Existing Conceptualizations
and Directions for Future Research, Journal
of Personal Selling & Sales Management,
35(3), 221-246

Settoon, Randall P., Nathan Nennett, and Robert
C. Liden(1996), “Social Exchange in Organi-
zations: Perceived Organizational Support,
Leader-Member Exchange, and Employee
Reciprocity,” Journal of Applied Psychology,
81 (3), 219-27.

Shore, L. M., and Wayne, S. J.(1993). "Commitment
and Employee Behavior: Comparison of Af-
fective Commitment and Continuance Com-
mitment with Perceived Organizational
Support,” Journal of Applied Psychology,
78, 774-780.

Uhl-Bien, M.(2006), "Relational Leadership Theory:
Exploring the Social Processes of Leadership
and Organizing,” Leadership Quarterly, 17:
654-676.

Uhl-Bien, M., Graen, G. B., and Scandura, T. A.
(2000), “Implications of Leader - Member
Exchange(LMX) for Strategic Human Re-
source Management Systems: Relationships
as Social Capital for Competitive Advantage,”
Research in Personnel and Human Resource
Management, 137-185.

Wayne, S. J., Shore, L. M., and Liden, R. C.(1997),
“Perceived Organizational Support and Lea-
dermember Exchange: A Social Exchange
Perspective,” Academy of Management Journal,
40(1), 82.

421



A Study on the Effect and Mechanism of Sales Force Control
Systems(SFCs) on Sales Performance: Focusing on the
Mediating Role of LMX and Team Support Atmosphere

Junseop Lee® - Jungmin Son™*

Abstract

This study examines the influence and mechanism of sales force control system based on
control theory on sales performance of salesperson. Past literature have focused on identifying
individual psychological mechanisms such as salesperson's orientation and job-related attitudes
in relation to the sales performance of the sales force control system. There is no research done
about it. In order to fill the theoretical gap and to expand the scope of research in the field of
sales management, this study investigates how the activity control and outcome control directly
affect the salesperson’s sales performance. In addition, we tried to clarify the mechanism of
Leader-Member Exchange(LMX) and team support atmosphere in this process.

Data for empirical analysis were obtained from large life insurance company in South Korea:
1016 salespeople, 157 sales managers’ questionnaire response data, and objective sales data of
salespeople. Using triadic data sources, we conducted empirical analysis.

As a result of the study, activity control and outcome control were not directly related to the
sales performance of salesperson. Activity control positively affected the Leader-Member Exchange
(LMX) and team support atmosphere. However, no significant results were found for outcome
control. Team support atmosphere had a positive effect on salesperson performance, but the
Leader-Member Exchange(LMX) had a negative effect. Finally, the mediating effect of the
Leader-Member Exchange(LMX) on the relationship between activity control and sales performance

was confirmed.

* Yonsei University, School of Business, First Author

** Chungnam National University, School of Business, Corresponding Author
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Based on these empirical studies, theoretical implications and practical implications are

discussed. The limitations of the study and the direction of future research are also suggested.

Key words: Sales Force Control Systems, Leader-Member Exchange(LMX), Team Support
Atmosphere, Sales Performance
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