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(Barley 1994).
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Bruggen(1997)9 Ul 7} 42443 ORAC
(optimizing, reasoning. analogizing, creating)
F oA ololtolz s TH YAE 2AY
5714 gz gt} w3 ulgaler uAsidE
74 (CDVC: customer’s desired value change)
& Flint, Woodruff, and Gardial (2002)¢] 7A
o wel nAztAe FAJA WE ofnlsie 7H
IAE 2AY 57K FRoz ZHs FAlFe
2 A(FE)F 2o
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o} 2% %22 Hartline and Ferrell(1996)¢]
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o 74 PAE 2AY A4 A FHoz Y
TAR R (F5)3% 24,

A, A5 “Lﬁ;‘-% 7180 g2 Aol dAtst
4 A, dETrE $0718, F8 § 92 A

e 493 194 #3448 E vl @dH(Churchill
et al. 1974). A B dFoA & HFAHA
of thet AwAel wEog Hoslu, ZAHYZ

& Churchill et al.(1985)9 dFelA EFA
AFE AN A FEZ £ A7 AFA T
Ads dysta] Agsin FAHCR (BF
2o

oz 498 A 43t oid 2xE
o A7) tig A= Hojddh wehA A4

£
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_‘\;ié

Aute dgdde] AAe 4E Hade I
(self-report method)2 Attt ojd HH4
oz 239 AT gAdexr} Hote A
o v § w2 ARBAVL Qe AR WA AR
AR ZFele Wyos ol #F4du Sl

]
(Churchill et al. 1974). %322 Churchill
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N FEE B AT 38 A HAs st

3
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i Ade AxGE 1T, 4904EY Folth. =B, 414 o3 ~454 ol 28%, 464 od 11

*}X ZAME ITHR ZA9adEdTE dde woz veyn IddA"L 3d of4~5d oldt
2 dAou, AxYE FRattn wdee] F7b 127, 6@ o]F~9d oldt 469, 10 o]} 40

. FHAE7Ide] Yol ot

AR JXE Feotm, oMdE FxeAY A

g Aesle AIHoR AT A HES

ESAT. o] W, SR Y PHE &

g7l Ael age delF AFasith

1o
fiv:)
Eiv)
by
wjrt
2,
=,

HE HHL AR FUT WA 27250 AR
A 3 2494 449 592 Aden § 51 Hzo HH U iy
21388 EHd AgaQT. AT 4EAE
A8 dFolgont ITRS $402 & 9% 71 I7dSe) WALHIS Belal] SIal Cronbachs

=2
ol e EAgdo] A MAst o HE  oF AR (F DA Bx uhel Zo] gt
e Aol dWtstyo lu HEAE FHesprlzt A #E71EA<Q 70(Nunnally 1978)5 do]
folaittn dte] ol de] o FH& WA At
0 ARY FEAEFE AZRY 64%, ITY 77 Azge] BlE FxEd d& FEAEE
2 AJAAEAEY T2Ro|th SHAY AFEAA (covariance matrix)s °]&st] d7Ndd &
Bye Adg 2069, 9 THoIT 0“1’“4 4 91Q9EX(CFA: Confirmatory Factor Analysis)
7b 23 AL ojfe A v HI99H & ANEEY. £ AfdMe ZE A7l
o] A difie] #HFR Ao el 47) o]de EHYEL AHgsldenz 99l
gon, HZ gAY 4% H ool ‘S?_"’é‘ AAFY 289 AFTE AN 4 gl @<
A4 @] AR Fzo gastr] dEoltt.  29¥A A (FE 2)d4 Ee ukeh Zeo] GFI

AEd2E 264 o]4F~304 olsl 29, 314 ] (Goodness-of-Fit Index). AGFI(Adjusted
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A Psychological Process of Salesperson’s Solution
Orientation and Its Effect on Sales Performance

Insoo Jeon® - Chong-Sik Chung**

Abstract

This research shows two purposes as follows. One is to explain salesperson’s psychological
process, especially how solution orientation links to sales performance, by using two-path
model which has been overlooked. The other is to explain the relationship among role
stressors, self-efficacy, job satisfaction, and sales performance by using two-path model,
which is the key concept in describing psychological process.

Data were collected from 213 salespersons with three or more years of experience in
industry market, and were analyzed with AMOS 4.0. The results are summarized as follows.
There are T hypothesis based on social learning theory, regulation focus theory, revised
expectancy theory, coping strategy, and role theory. 5 of them are supported with the
exception of hypothesis 3 and 4.

First, hypothesis 1 and 2 are supported. salesperson’s solution orientation becomes role
stressors and generates self-efficacy, so the two-path model shows verification. The logic
that insists role change can be the sources of role stress is verified in accordance with the
role theory. Also, the logic, which suggests that changes in features of tasks enhances
self-efficacy in accordance with Staw(1976)'s revised expectancy theory, turned out to be
verifiable. It coincides with Bandura(1977)'s social learning theory that doing a challenging
task itself generates self-efficacy.

Second, hypothesis 3, which describes that “role stressors will positively impact to
self-efficacy” is not supported. The hypothesis 4, "the higher the role stressors is, the lower

the job satisfaction will be” also is not supported. The relationship between role stressors
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and job performance is described as (converted U shaped) inverted U shape or negative
relationship. So this research tried to explain the coping strategy which role stressors
impact job performance. According to this research, we have to see that the role stressors
(exists)exist in itself. This shows a lot of differences compared with other existing research
results. The reason is that a salesperson who is capable of solution sales accepts the role
stress as something that exists. This is because most existing research is based on service
industry or consumer products industry which does not require solution sales.

Third, hypothesis 5. which insists "the higher the self-efficacy is, the higher the job
satisfaction will be” is supported. Also, the hypothesis 6, "the higher the self-efficacy is, the
higher the sales performance will be is supported. This result testifies that self-efficacy
becomes intrinsic motivation and acts as a satisfaction factor. Also, the reasoning that "if
salesperson thinks himself to have much self efficacy, he will pay more effort and get higher
sales performance’ was testified. A lot of research shows that compensation is related with
performance. However, challenging tasks, which a salesperson can show self-efficacy,
generates higher sales performance even when the performance is not linked with
compensation.

Finally, the hypothesis 7, that job satisfaction is linked to sales performance are
supported. The effect of job satisfaction and self efficacy on sales performance are also
supported. This is the result that makes us think over the relationship which was thought
to have positive cycle until now. Also, it implies that since job satisfaction consists of
various factors, enhancing sales performance through self-efficacy is more reasonable. And
this result say effort justification effect.

To make a conclusion and summarize, salespersons solution orientation takes a
psychological process that links performance through self-efficacy. Thus, we can suggest
following meaning to sales managers in line with the result of this research.

First, considering the trend of sales person's solution orientation shifting from sales
orientation, it would be better to utilize solution orientation in training or sales skill
development. Particularly. orientation is important for sales person who's role is like a
boundary linkage in value or behavioral norm.

Second, solution orientation has a great effect on raising sales performance through
self-efficacy. Therefore not only orientation but also other methods to increase self-efficacy
should be sought for.
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Third, even though role conflict, role ambiguity, and role overload exists, we don't have to
be too conscious of them because they don't influence positive path. Rather, having no role
stress can be regarded as something unusual in practical business. Because that means he
is not trying new methods nor new idea.

Fourth, job satisfaction and job dissatisfaction is thought to be determined by the
appropriateness of rewards toward performance. That's why many people think reward has
all-round capability. However, according to the result of this research, person with high
self-efficacy has high level of job satisfaction. Thissupports the two-factor theory. Thus,
aligning challenge with self-efficacy is the first thing to consider before planning
compensation program.

Finally, we can suggest a desirable model in sales area as follows. Person, who follows
psychological process that regards challenging task as an internal motivator to raise
self-efficacy and realizes high sales performance, is a talent. One of their traits is, they
take it for granted that stress always exists. So an important way to talent development is

to change value or behavioral norm at an appropriate time.

Key words: solution orientation, self-efficacy, role stressor, social learning theory, revised

expectancy theory, role theory, regulation focus theory, coping strategy
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