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oA ATE LvalEe] 2%tz Az RE e gob 719del A" felE ol @ g AvaEs 7
¥ ke diA AlFgid # dA3E oA Aoz AuAE ¥R BF #8Y 2vlAcA A oi" e
Fololzld tigh g sta slck. 2253 (Customer Orientation)& A3 &, ©|7159] &, 4 gog FHgc}
A o] nAT shies HHAA A 5 Sle vy S 671219 AYd2 457 %(SITs, Seller Influence
Tactics) 2 TF#3c}. 9] 14 FEUZ oud A&E BHE o, 02 3l F 492 de HEFe] ¥rn
AA B o, AoHog PoiRELr} F7lHeAE Bl

Adaptive Sellingell g 7= v]5+E F4 oz 40d Adso] o} Fdele As} vf ¢ oAt} £ d3e 3
W 2H)z §8E AulAle] A0 @A £&8e 7152 AAER, Yot 2 fEY AZAP} o]Ro] A £ geE

sk dele 9gg gt d9yoge B dA7dnz AAske mdo] 1 Fob W] APEAMSE JFor Y

< BHRele] nAdelg & A3 dgeien FHA HE AHEn, FAlo] A nARFIIEY 7 a4 fEYE of

A" AL Al

FAol: Adaptive Selling(H&vf), Al¥z2 454% 1458, 4949 458, iz

| M2 Marketing) AgolA nHFAel 1:1 nlAEE

T2 FA0] olFstn Sle BRE olYP FA

€ Wgsta gle Aolgk & & Ao 58 d=F

714 At e AR e d949E 7Y Y A2z 1% 3 4gHez 94

< e 2uASdA Ade AH2ske WS H7] HaMe 2 AE3 239 A A 2

AA ok AT 712 2 7ol AFste A & 8A3 € ng ddx AP *13351°1°l= i
sto} Muj27t &Aoo Bofss] M, I o oY@ -‘?-lﬂe adslz] s d=A7dE

ALES Yoz Adz 8¢ Zsetn gk, A okxdd dAEE 3 AW fﬂ;"é"‘—‘.?—i

ZIEES BEE Fold AUz A R AL Aoz Jeha 9ot
F52 54 F dde #dg sn Y] g & A o] FFHL e ALz a{T2 W
TH(Spiro and Weitz 1990). Wl2otAE (Mass §2 vl d2A7NYEY F58 o ESo

=8 2009. 1 HAg=E: 2009. 3
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& AE(e.g., Miller and Heiman)2A4 ©v|=4)
‘Adaptive SellingA®39] o|&d 1 ““a?g T
2 9lth olEE MYz ng TaPe
‘g':rlﬂ BHAAE gefetr] Hstd AEE &t
0y, AFE Bt mefgh dho wet Ao A
3 OHE 3, A2 vifelste A § 2 7R
o] MFAQl #74 (Processes) E& :%5]01 Att,
a2y ol HPEL AL oA FE Y58
A% stk B3 gl7] wfFof 517—‘]"1] gt 2l
AAQ wiirt $Feie, 454 AED 71AA
9l Mo ol (McFarland et al. 2006) 127}¢]
%’:.”é FRAQ Bgeoz A5 7te "5“’1 ags
= 23 Ut} old@ vFA AYZ2 w&
M) o} A ae]o EE}IE |
| 97 ?9431‘41_ A57o| glo] HolA|
2 Q9 AMAs} HEA A
goloAls dxHer 2
A ¥ethe & Rd% 7t ch(Park 1997).

A H| 212 BlEFo 2 Adaptive
Selling model & #|Fstmz g}, 59, & A+
oA AHekle Bl AHAE oW fEgoz ¥
Feta 7t avA fEA ERAEA F2 el
FoAIA g Mdds F Ao
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2.1 Adaptive Selling
Adaptive Sellingol] 3 0|24 d+F

€1
do FavE o3e 3402 4359 A7
& Bola Aehd, e, 719y, F84, 1en
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1A M2 et ol FoA 2HGiacobbe
et al. 2006). Adaptive Sellinge] 3+ o| 2%
ZAE Walker et al.(1977) § AiAeld £
oe] A5 M HE AFHILH, o]E &
AHoz Yz ol =g A& Weitz(1979)
of oJsiMtt Weitz(1979)= ML =M Az
AE Al 67F ZHLAES AASIRA o]
g Ff 9AES AAGTE ZHoM Adaptive
Sellingo] & A&t 2 ¥ Churchill et al.
(1985)& Weltz(1979)7|- AN 6744 71&
of ozl A& e B Al J)E
AAsgch. ol AFS Tt AA} /3
Adaptive Selling®|2&& o|Fox B g5
ol A4AQ A7} o] FolHHSaxe and Weitz
1982: Weitz 1978, 1979, 1981, 1982: Weitz
et al. 1986).

Adaptive Selling °]&°] H¢zd EAAHc=
HEE AL B2B "HIE A%dlA dizld MYz A
g #dd AT FE AFHAH Frazier
and Summers 1984 Boyle and Dwyer 1995
Venkatesh et al. 1995). B4 F&& $179
ANZBRAA 71950 dd HFSoA 4%
< YAalr] 9@ BHoz oy AF7} o] Fo
71 9ZoltH(Brown et al. 1995 Dixon et al.
2001 Payan and Mcfarland 2005). ©]2}gt o]
w2 %7]9] ‘Adaptive Sellingl] #g A+
e AdAe Fojda @ Agzd 2L Ad=
Ao WS BF3, od MYz FEEC B
BAog gasie eiHBAZ e 2o ¥+
o}A 9HFrazier and Summers 1984: Boyle
and Dwyer1995). °lg|@ 3%e g9 (&
2-1)°] & vreht sl

Adaptive Selling 2¥2 T2 ojug vj3g

=
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Adaptive Selling: 27 Hol| W& 26} Z/2 ol38 He

(& 2-1) opAg &&EE 7HEE Y

AdA 2 (Influence Strategy)

7184 2] (Channels Definitions)

AR (Information Exchange) FTaA7L AN Y Wste AL fEd] f8) g
|9+ 5 (Recommendations) T AdA 0|50 He A%

2% (Requests) T AGAHR dlolg dBAHoE welexE 2T
#1¥ (Threats) AL AdA AL

W5+ HA (Legalistic Pleas)

1:L| n:Ll

FEAL AfAd A%t 3 4 UtE A4k R

%4 Payan and McFarland(2005)

X

2L,
>
2

= wmd px Ho
o=

L g 4t £

rle —i‘ﬂ o2 2 N
oy
o

(Personal Selling)9 #8Ald| oA
e OE 7k4E "o 9o

A% 111 ARYAIMS
249 878 sjeraln, Mgk 45

sldded 2S AT & o= A
ojujgt AxLduct A elHE AHFUA-]

A Suhan og 2

WU
¥
. 30
N
2

A
-

of dcH(Weitz 1978, 1982).

Al 31 al. 1994).
} B2B 7] Adaptive Selling 2ddlA] ATz = A
At 4% nX e EPF 2dAFEA o
olgigt A4 wd AES IR oy s Zog
731"“3* #EzAYo g FAHEA solt FuH]  Spiro and Weitz(1990)& 167) &=oz 74
&3 &4 719 sel 2 < %A

A #ol @ ADAPTSEh: SAETE AS2z2 A4

L0 =
T= =2

A gdo] & 4 Q7] WEelth (439 1998).
g 7 Wlx 2r|HAME 224 F

A4S ALz @A gio] 2

i
M
1AE

O

Fake|
YRolH ALz A%E U a7] 98 o] &

A7 A4 AY2 71 Mo 230 3

8371% zejsled Adaptive kelhng °|%°I
=2 9icke.g., Boorom et al. 1998: Ingram  ©th. °|& Adaptive Sellingel g 7|29l 744
o

et al. 1992: Schuster et al. 1986 Sujan et

AASAL H38A M3E 20094 68

g]7]  th. 2 ¥ Marks et al.(1996)& 429 8
QA Fvje FUATH AGAA F 2HA 3ol #sle] 11 7}
F AAer A F33Y5o2 FHYE MVB e 3 =15,
3= #¥Z 5 222 Robinson et al.(2002)& Spiro and
o gg Weitz(1990)9 2/ ADAPTSEXRt} 2t
%% ADPTS-SV 2= 3% =78 A vt
of Stk 28y oy & FH=FEL 1 4¥L 1
23tA] Rota, 49U ¥l HEES
st | 2ol R3olA UdE A7 A
R3olA A olEd T 49 Adaptive Selling 29'&
o 2y RE fokd FFol £88 gXlE2n 2MA Ao Adz S7dME o o4 Ayt
Ae AT 22 Ao RE AL
oA #dstn diHste aAFHe A

2 NEo g7z BAE R ,\l% 7}1"1‘3%

Aol ¢} A gun & 5 9
% McFarland et al.(2006)& ZH2 F4l9]
131?‘5} i Adaptive Selling 29< #A¢tgit}, o] de E
A AL 4 Aol g ALz AE FAHsHA o)

A o H7lE adog sl SInE sldu: A

Fdel 234 A% AndAold 1A 9
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o) AngH o ABE o FA stk HolA
Fa% 9ol 23 Uk

2.2 32478 (Customer Orientations)

McFarland gl 8¥ Williams and Spiro
(1985)el <3 nAEF W42 & eljy#d
A7(Bass 1960: Blake and Mouton 1980)
o Al A&, Sheth(1976)7} A&22 A<
2z Rofo] At =sldth. Bass(1960)& &
A#A AFE 1AM AIRES AWE AT
w2} ool diste] Wl g o] sk A A
A s AR, Z7] AAle ol AA AT F A st
Abgst 28R g A, BHIA] AT 24
st A 2%A #2 A § A V1EE
EdE 3459 §8& A3 ¥ (Task-oriented),
%7 & (Interaction-oriented) Z2a ©]7]F2]
& (Self-oriented) 3 72 F& sttt

Bass(1960)9 9@ 7 W& Fd z43
2] ¥olE 78 Blake and Mouton(1980)
o gMx= 1 etgAol 4FE vk Ut Bass
(1960)° & HAFE A WA oA &
2| A450] (Leaders) #3tollAl ojw g Feje] AR
UAlold el Fstertel ot o w2z g
HAZHE 298 + dde 453 727
ZAE F1 9t} Bass(1960)°] 2 o] E
g2 AdzdA 99297 A4S A=
AFYAC| el gt A7/t ALH R olofiT
(e.g.. Levy and Zaltman 1975). Sheth(1976)
E ALz ARYAILY ZAde AYz EF
A thd 4gA9s oA A4t H4H +3¥
(Characters), th3hi-&(Contents), T3+ Code).
th2h4 (Rules), W3t~ElY (Styles) § oh&g
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AFUANE 84S & HeHthe AME &
AstA =%}, o]olA Williams and Spiro(1985)
£ Sheth(1976)9] 9§ o]&& Edz AI=
Aad 713 ARA 4L A 84 g3l
FA% AfFUAIR 2etdolgts AME 18
A HA9HWilliams and Spiro 1985). Bass
(1960)2 & AlZtE|o] Sheth(1976), Williams
and Spiro(1985)& olojAl= o]# g AFUYHA ]
A o]gATe A4 AR, AU AFYAe]
A ARE i e ARUA MG Fdste A
B59 o] gFdE AMIT B, olE U8
Ae A9A719 FAog Ad#e] dig ofzet
T4 4ol 2FdYE HolAg. ol ¥4
Z #ed w2} Sheth(1976)9 Williams and
Spiro(1985)= MYz Adlda n7e F3&
A% ¥ (Task-oriented), #A ¥ (Interaction-
oriented) 183 ©]7]59] ¥(Self-oriented) 3
HAE FEsH 8 Aot MYz AN A
F8E FEske ol 9YAYLE dog 1/
o] 447 EAo] RE ML= AEEST A F
UEE 8l7] YA ol T ALz HEEL A
A% A gFE dd ARYACH He By
go] 7] gigoltt, &, aAdA 9FE vF +
AE AFUACA Ago] 13 =HA de A
BE uae oju @ ou|E B8 4 ¢l7] o &o
tH(McFarland et al. 2006).

2.3 M= MEME(SITs)
ALz =A% (Seller Influence Tactics: SITs)
o|& &o]x McFarland et al.(2006)9] 2laf %

otd Azoj2A "nAoR dloig FUAHU] ¢
st v 2 Pojo] #AY 2P S Y=F 9%

ZAAstod R 238 32 20094 68



Adaptive Selling: 1ZFH0i g 4u|x 2/ ol3g Het

42 YAle] AT A9 AFH, e +
E'2 9u)dit, o]g9 d+e “ﬁ"'%"ﬂ g Al
Uz A5Asso 149 433 £3¥(Customer
Orlentat.lons o ofs 9% Lt d7RY
A2 AARGE A 71E9 Adaptive
SelllnghL T84, 71&9 Adaptive Selling®
TEL 492499 58 9 9= sl A%
Z @79 AAY AW 245 ESYWESFE slu
Mz 438 FEUFE e A2 AHxE
1dA] Zdta o}, &, B2B MlE2Z B4A
Bz ARRALE FAAY Adste 873
2480 ZHo] RFolA S ¥, oiQ WAL
AAZ g Adz A5Aes n2EA &3t
McFarland et al.(2006)€ 67}A 59 A9
ASHEES AL ot oA ndd 23
2E AEnd Ae, Atde, dEAsH 7
A Ao A& 2& PuAsy SHUAUIA
£, 434 dgol Ut o)yF 671A] A=
€ (& 2-19M Ee utgt o] Payan
and McFarland(2005)el] ©J3 o}ARAEd A
oA v]&d Zo|t}, McFarland et al.(2006) &
FolAE Payan and McFarland(2005) -l A}
49 6714 AY= 45H 55 (Seller Influence
Tactics) 7H& B8 H&{Information Exchange),
At A= (Recommendation), #¥d&(Threats),
%4 A< (Promises) ¥ 47H& 4 d& A}
5132, 8% A& (Requests), ¥A A Az
(Legal Pleas) ¥ 7}A #52 AYAIZ tial &4
AP7] A&(Ingratiation)® 743 %4 A%{(Inspirational
Appeal)T T F5L AR F/K Aog. ol
F A7 AHEE ASAEE(SITs)o| ol #e] 3
o]} Y= A2 Payan and McFarland(2005)
o 3 dAFEEe B2B MY AgdA gy

ox alo N

ST 138 x3% 20094 6%

AFES o2 st Z4$ol2 McFarland,
Challagalla, Shervani(2006) 947& 1:1 Wl
Y zE AAZ g A7o]7] y&o|tk(e.g., Brown
et al. 1995 Dixon et al. 2001 Evans 1963
Webster 1968 Weitz 1981).

&4 % (Promises) ol 9] 8AAg o] of
st 43 YRS n¥ste ey ofyd Ad

FEE vEle 2702 aAdi oud F&8
Agste Aed B McFarland 2003). ¥4
Aol JdHAdo] It YE&E nAo] AH
g o 2Hg 5 d& Bo)YgE Fxste 439
AnAsole & # gl ol uhHe e RE
FolollA FFo] £8E Zisle A e A
soHE A R 2 40| W ¢ ZAAHA AHEH
A @ <t Aok IAFAA] Aol 59

49 g3 Z*EE*‘] oz #F < Ty
1408 ddF kg9 £ Al 9934¥
o] Atz e FFFAlC st AL Z
£5 fEste #golH(McFarland 2003). =
A g4AL] (Ingratiation) &3 174 434
(Inspirational Appeal)d&& 53] 1:1 digl Al
D2 A nAd dig ALz 3% =F
=4 7] A4 271sE B dd(e.g.. Spiro
and Perreault 1979 Strutton et al. 1996
Yukl and Tracey 1992). nze] 7HAo] 43}
€ Agol@d Ao FPE AFe JUFLY
At HEo VUL 7180IESE e AYZ 45
Agolth, FEAFAE] o|ZA FAq S

RFR Aok, AY3E AEL "olgo|d AZA
2 Add] FAHA 9 o] nAe] A
23< %31 dd(McFarland 2003).
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. HEs 2 9 JKdME

3.1 78y 24

€ dFdM e ddAdel g Ag=z HEA
E(SITs)o] o|9A ALz Azl 9FS v]A
Ag I 6712 ALz 45 dee 744 5
A 3% (Customer Orientations}ﬂl Ao A &
24 A e FEAF 2L Al
°I7l-r4323 aAqdAE %%, 9%,
EE 317-’1%'}4*}71 Ago], BAY AL nAS
A7l 2 ARAS Aeol EFAHY Aol 7}
'&éc}aﬁ (28 3-D3 22 g3 rdo] 4d

% MYz d5HEE(SITs)e] 2z 22 f¥dz
FHAIAE Blehy] As) A= sz &
vz} 7} °|Zlﬁ "é‘%l’“-‘t»] AT FouEs
o nAE 4 72!‘?}‘4 H$e] nAFHER
23 ‘ﬂ"é’* Aeg 2402 3oz 993
4 4580 %‘;’-C’r.:'l AA & Aojx o] FojF

Jjm rlr >

o < A Aot

3.2 7K AMH

3.2.1 4338 (Task-oriented) 2o th3t
Adz 45 de

B3 1L BH AFHol7] fEo] £ v}
Z olF2n ste 4FE Zm g & 4HY
aAe P A Rges 43 Yeg FAsn
Alzhdul g v E &S Hol@(Sheth 1976). 4
AY ML 249 22 480 g2 ul 29
< 48] 8 =@ (Miles et al. 1990).

rquu

..1

i

“-‘!

ol #¥L 249 FRLAHE fJ3 ddAE
283 ste %ol Ak AHF 2o daiMe

1o] Y3te AAFH FERE AFPGER], 24
oAl G4 o]50] BRH: A%E FozH
Kelman(1958) s 9 <3 AHE 3714 -‘rgr—l
5714 & W93t #3&(Internalization) %
"‘ln}‘“ AYz HEHEE(SITs)S BAoF ‘?_"5}

(38 3-1 71dy 29

FYPHES F2YY

HegZ gs8s

(Seller Influence Tactics)

< Information (32 HEBHE )

Megx 8o

—

FHYES

YYANH S ”

1. Task-orientation

- Recommendation ({2 @S & &)

-Promise (255 8 &)
-Threats (F1 8 &)

(& H &)

2. Self-orientation

- Ingratiation (U2 B A AMI HE)

- Ingratiation (2 4 @ & M| #&)

(0121 F 2| &)

3. Interaction-orientation

- Inspirational appeals (2 & U3 & &)
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Adaptive Selling: DRl & 46|x} 2/e} ofHE H

(McFarland et al. 2006). dustd 433
AL ol Uws HF L Tl 493 del Al
Fote AShiE 9 43 R} Aol 25€
ZA o] oju g onjg o5& 7HAY FEAE A
oA BAstn AFelske AL Folsp] Wil
t. 2B A#HE aAdAEs FARC 2 @
A #¥E gt o]gddle BRE B¥S T
AR A AE Bol7te AMACZ of7]elo}
gt}(Frazier and Summers 1984). ol A
e AloA APz o#At e oA
717} ol AE 7] g0l &hAl @71 diEelt
(Williams and Spiro 1985). 4#¥8 u4& A
S5t no] gRig HAld oig AN A
Alsta o o2t Agte] oA o] 5& FA H
Ao date] FAAHA FAL A5E Bl E5
AlAck gk, a2l AYA FuldATE Aol
oflel 53 oM mAeA So] He A4
I ARE S &= o] Ao} g}, ol 7]
EATE b9 7Mo] =UHA et

H la: +. A9 FEA

33 8 149 A
TAEo] I9AY 459 3HHY 9
&< 0 Aol

Hlb: A3 @ 229 2§, 49299 324
FAEo| FoTEne] IHAY YT
uld Aol

H2a: 43 8 2749 2%, 49299 A%
SAg0] 942 A5Fe 3HAHA 9
FS A Aold,

H2b: A3 8 2249 7%, 49249 Atad
SAgo] PiRFEd FFAA IFE
w4 Aol

H3: 44 & aAo] AT 49249 459

YT m38A M3E 20004 6Y

& PoRES 3949 992 A
ol

3.2.2 o]715¢] #(Self-oriented)2] 1240
g Hez 45 ds

o]71F¢ ¥ nAL A7)1FAAA AbnA R 7}
AANAZ 71 Aot} o3& AIRES A3
EE dS 2] A0S BAl% 35"—’4"“ “1%] Abaat
2 FcH(Bass 1960). °|71F<] ¥
o713 Al #AHA uletect Olaﬂ’} AEEE
44U L e bt FAG ZHH L
gt (Sheth 1976). °|71F9] #& AA} 27
Aol #g Azteg 745 A dch(Miles et al.
1990). °ol&& A¢hi o] ofFg EFFsit} s
gx ARdoAl MAAQ o5& 7HAT F4] go
d BAS 7180lA ¥eth(Bass 1960). °|2d
f89 RS FAY A Almial By
T2 vt A ¥ §AE Zn At 137
g o2fg 1A ddtedE Kelman(1976)

of st FYE M FFHY HSVA F
A3l 24 (Conciliation) & Z28te Aldz= A
S5 (SITs)S BHoF fh(McFarland et al.
2006). ©|71F<] & mo] YA 3}7]Ale] wI7ts}
Al gshe AL 5’-’34 AA o Folct, o]7] <]
e WA AHZIY e fuiz Bde
QA elelo] F1zkstch(Kelman 1958).

o]717¢ & ddHo] ojujd 2HE A&
A Ade Azta Alng vt sh7]1Rde o
A A o5& Fdststn dPS AT & e
7hl 273& 2F%HKelman 1961). ©]2@ o]7]
7o fr¥L FxU &4 Bos d4d s
£ Agko] Zslch(Bass 1960). 2B o]

7]——1 o't

Jlr cus Oiﬂ

675



TN - 4y - 5T

o]71F9 & AL FAF o] BAHE
&g JGEA, ofd A &S AXE 7
$ aAo] <Al 2 &dd distd HnE Bule
T B AFHon - ARl s
7Tl geh(Williams and Spiro 1985). ol
g Aeldee nle] Alnwas g 7]F ¥
3 fste 4% T2 Agolet B 4 4
o}, g o2 AFe ne] &F4EN o F
zo] AUAA @iAo|n Mo A %2 o
ZAAYGA Ardof gt o)71Fe] ¥ aA4E A
E4o] Zsid. aeg o nAdAe A3
A& AFse 45AEE(SITs) S AL 23
g a3E Jepdk(Stotland and Zander 1958).
olg1gt f¥2| AFET £4A A%stE Aol
U 234 S ZAFo M AofdEe £18 35
A|AFolof gth(Bass 1967). AB7A 0]7]1F<]
Y Mo dig FHAQ Y2 AEAEES &
G EE A, uAdA] ZEstd o|efi g o]
Eol7te d&E . A, AM Y& &
&2 & A nAo] GRsiA & Eoldel dsle
Ang Bdg AR ade AFHE FFE
Aol 2734 HAG o M oo
9] 7Hdge] =&dY.

Hda: ©17159 & 179 73, 9d4€e 2
AgAAZ e FEAYY A5H)
334 9% A Ao

Hd4b: o713¢] 8 n79 74, 99599 1
AU A go] FolnEze] FHHY
dg< nd Aold.

Hba: o17159 & 1749 73+, 9939 &
$Ago] 49499 4544 3P
FEE A Aol

676

H5b: ol713¢l 8 el A% 99449 o
$A%0] FURERA 2HAY gL
n|2 oo,

H6a: o717 8 mae 2%, 29499 9
Q2o 99499 AsAd 2349
Qe v)3 Aol

Hob: ol717¢ 8 mae A% dgagle
el FREce] FHHA G2
512 oo},

HT: ol71%e @ 2] dxg 3944 4
sge FojEsd 2349 JgL o

4 Aojg.

o o

il

3.2.3 #A ¥ (Interaction-oriented) 2ol
3 Adz 45 As

A 3 3A5E JAF4sT NAAEY fd
TFE3he 9ol F0E w712 gicHBass 1960).
zho] AfHA FA gA A7
zt3 gltH(Sheth 1976).

g aAse F¥AU H4FE Zan Yx, 4¢
€ Folstn A= & WA HE g B
do] & 7&o] lth. 4 3 nAELS 49
Aol Hgo getn AdEE ARdAE B
4§ ARERT AP ARBAZ BHAA
Uzt olgl@d 39 nd dislele Kelman
(1976) 5l 95t FHE 7KK F/9 4571
A & 4413t A4 (Identification) & 38t Al
dz YEHEES(SITs)S Aok gdch(McFarland
et al. 2006). °|& HAME DAY HE
(Ingratiation)® nAE ZAHHoz2 nFA7|E
(Inspirational Appeal) d&ES TFAlso}k g},
79 84e frdle AEe A I

o =
mn mp o
10} E rlo

£
I )
o
UZ mm
tlo

4 oz X X
=
e @

ZAoi 38 M3ZE 20094 6%



Adaptive Selling: 22 #of w2 A8|x} £Fe opAE T2t

& *&ste WHold & + YD (Kumar and
Beyerlein 1991). °1& HdiMe 359 44
U Avige 52 FAZ d3dE UFAY ddd
of g F3Y 2AHE EASle AEE0] U
(Kipnis and Schmidt 1988). o]2jg uAEe

FgALel dig =3 AL 2FsA A2dst

T A%l lon, W& 4YHdd dF HE
NELs %’-% *} AEe 2% 248 Frret

2 gith mhebd mAgHAlAR)
=, U g ARRE 23 e 94
295 #A ¥ nASdAE 23doz ¥y
7 8ol ﬁiE’r(Wllllams et al. 1990). #A &
A AFAANY FH Bode Adste 993

4 °|“°|Ur HEE 98 FAske ZAgel 2
. oleg ¥ nAFo| vz HZ vz F
gxAlM FEZ ¥ e 24 8 2HAE
(Heuristic Consumer)©|tH(Adaval 2001: Pham
et al. 2001). o]&3 7|& £ S g E gF
3 e AF7pdel 439

H8a: oA @ n7e A4, 94249 a4
A1 ge] 9HAY 45 33
A %S vE Aot

H8b: #A § 7o A%, 9424 nAg
1‘3*}7]%1?3] TS Ed AL 9
g vd Aol

H9: oA & nAe 734, 94249 24z
SAgo] 9939 45 333U 9
F& vl Aolnh,

HOb: #A4 & e 3%, 9249 744
Aol THRERY IFAL ¥
o1& Zoltt,

H10: #4 § a2o] A4 9g2d 45

AGSAT ni3sA M3 20094 6Y

ge FolvEse 3389 9§¢ oy
Aol

V. Z5H Folot £3

4.1 224 38 (Customer Orientations)

£ ¥+ Williams and Spiro(1985)¢] 4+
dM ZAFE 1 FYEFNEE =YY 5,
A9 FAH S wpet doide] did wieist
B AT J2 AR, A9 oldi @AY
st Ateet 23R @2 AR, A dlZel
Bolshe Al 234 9 A 5 A A1E
€ Edz2 43 3, #4 3, 28x o719 ¥
o2 % 899ch(Bass 1960: Blake and Mouton
1980). @FAv|AEd i 448 /8 A&
AT FAHZTZ (F 4-1)3 20|, Williams and
Spiro(1985)7F AAE 1270 =& =989

4 352 AAEY 54 Ax(1=43 13A &
o, 2=2%4 gt 3=¥%o|t}, 4=12%d, 5=

¢ 2%d)E S8

4.2 M= 85
Tactics)

H=(SITs: Seller Influence

@
2

& McFarland et al.(2006)2] 671'7~|
o] MYz 45 A& 18714 FHFES
St (R 4-2)& ALz 45 dAe9 %‘-@"J
HagEd. olgd %4 7]FEL Venkatesh
et al.(1995), Schriesheim and Hinkin(1990),
a2]3 Yuki and Tracy(1992) <& 7jd

Jo xS of
mlo ok Hu
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(E 4-1) 2% 7 5%

A £Y 27 2495

- Ap4lo] T dd] A3 AFNE 2 deA?

- APH POl EE 7193 2% =gt

- 7oiE Fsla AAAE s FHeh=71?

- 74234 AIZhdu)7t gle ASAQ Ags daker)?
- P4 FUAREREY o7|Holgs HE Ex e
- RE 98 FrAoz By sle sl

- 7Fsdrd AdE S Assle =)

- e Feshe #AMN?

- ggH Aoz Aus)?

- 942953 49 glE d3E s dep?

- e AHE A Foldler)?

- AU E s 2N} op e BHo 2 didh=r}?

41# 8 (Task-oriented)

°]7]5F-2 & (Self-oriented)

274 ¥ (Interaction-oriented)

(B 4-2) HY= 45 32 3

Nz A5 4% z49%
e "% FolaAd) Be@ ARE AT,
(Information Exchange) - A% Pt TAAGA A d2E A9,
_AselA @ AN Aue ATedn
- " Aetall 0|50 Ut AdEsLt
f;fi:fi o C o) A AEE 0|53 eSS AQeT
_ 20 Al Q) @ AARo|=E ARaRt
Trre oW 5U9dE AzaAda st

F&dE et -

. - 35 AR @), 5 ARRIES Fda sl
(Promises - 382 99 duERE 2 Hsagdt
dehie - FulAE A At 9 2 el dhste) A,
e} - FAR A A Ed7k SR ol fol delol dsielc,

_20E o 39, 248 2 Aold BAE 3D,
. g Aol A5 1BE $A sEn a2 dad
ﬁ’*'*%"ff‘}f"af - sk 2D Aol dhelol A2E 32 AUt
HETARIEMOD - 2% BAASH Hv] 25 B3 f7eH A
- R A% S 9o A doe 240 99t
ﬁ“g"*.“"’-'.i ppii s - A%9 £xolE 9ae wdan,
nﬁplra‘uona ppea _ 0]*35’_1‘-]-1: 7]_@01] 1 '8}314_ h‘_aa}ﬂr}
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Adaptive Selling: 2HFYo| ohE 28(X 274 of38 T

222 McFarland et al.(2006)9] d7lM &
L5t 8 FAYEEL V19T A el
ALY Aoz B dPdMe &5 HF 4
Al g%l A £33 R HAs ste] ARSI
4. 7t 52 YAEY 54 Ax(1=4% 134
gd. 2=2%x ¢, 3=H%0|d, 4=1%¢},
S5=vl¢ 1%t} )2 A3

4.3 NIE= MK Sales Performance)- HiZlg
MEE FofolEc

Az dite 9924l Algz d4dA 17
AA FAIG Ad= AS5HES A nAs
< 9rjgth £ dFolH = Kohli and Zaltman
(1988) ¢ McFarland et al. (2006) < <&}
MEE 71ES v dYA 9 A5 g3
F8e Ak 85t ol 71E dAFelA A
A S & A7 A WA #EEAG. AE=
43E 9 7] A% FAMdeE ao] QA
g ddAde 458 ® ohz PrjiEkdx
o 4FE nAEAE & sig. 9U34
A5 PoNET 747 371 SR AL
A% (E 4-3)2 7 33YES AAFgY. &
5L JAEEF 53 Ax(1=4§ 13x gd.

2=1%7 9t 3=RFo|t. 4=1%d, 5=0)
T+ a84)E S

V. ZAISE 3 HOE

5.1 Az £7 gy

2 79 dolg #3e T Ho] 2 v}
8 ZA A8 2 ¥t Aoz
E o] 3AbelN FEetn e HEES o
Qe S B3l ZAlshs WAoldt, Qe ulzAL W
A& vFeM e ojn] Uzl Hof U Au|ajH
ole] #AWHoz AL Yol ATEAFHA &
AolM Bk FHostn tjdd 24} BES &R
& 7 Ade Aol Udtk. A} BR, 2AL GE
B ZARE A Aok & Fo| AL} Fo] FHEHA 7]
9 AERYE 2AP| el B Ayl Al
AL 22 A28 FE8l 944 22 3
At A &7 sd o] AdEYoR st HE
of g3t A} WAolt} & kA EAL 4R
de] AE3e AHgle] ud A2zt FuiE A
F 4389 Ase A AYAT72 @

(E 4-3) M= 4ot £F

HEz 43t

239z

F949 459

- Aste HF 7o} 2o 9dA A %ol et
- Fske] AF A9 Aol oA ddAde] dFHo] o
- Agtel Fol2% el I de] Hefwrt Fd

- 7o) AYe BE2eY
- 7o 3Ee
- 9 7o 3

FHAYY &

FogEE

o

oo

T3 Toig AlE, My 2o BEPG
ol Tl AE, MHAE FF A ol o 22

e

AUSAT M35 M3Z 20094 6L
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- Hog - g32

el

5.2 #2274

A2 939 ol4d FAFYE M A2, 9
QA9 MLz A4S o a FohEReA
9% Bovhn BUsE LMAS] £ AT o
Aol Hglet. o5& H2o) A=E, AFH, A%
A, 8g ) 5 939 oy Folg @ 2R
g24 o) 2FHo JYHL BAAS
ol 932 wskthn wosT AA BE $4
% 3 4849 q2oz Pt olRelAA %3
B2AA 43HEE Fo Pk AFHE A%
st ugAuls FURE e Adsdc 59
ol 5 AFE 323 Tdd ARAvAe oa)
207} o) R0} Atk HAM ERTHA OIS A
e 9ok Mo AR AHEE HF HE 4
£ 16870lch AWlze 2 WAtk 859, oA
7} 83%olxn, ARU7|FLRZE 19~29417} 43,

30~39417} 429, 40~49A7} 44%, 50~594)
7b 39%0ltt. SHAE Foidt A|Fdde HILE
o] 70.8%. AEa7} 29.2% % FA =] Ut}

5.3 Fd&=2 Tt

& 479N AHRE SFYESS Yo Hg
dl2, Williams and Spiro(1985), McFarland
et al.(2006), Giacobbe et al. (2006), Kohliand
Zaltman(1988)9] Aol A4 ZAHJEES
T3, Bt ALSE Be Aoz B4 7 Fd)
&2 A2 . o] §9] dPdHe RE
SAuUE dFd 290 £4& AAsd Ag: W
dA 71EAE B3dtes FES 4L Aoz oF
o =®odlM FAHoR WA St

Z3YEE 4242 Cronbach-a AFE &
439t Cronbach-ax FHFEEC] W ¢
4% 7 e e ¢Fe AR} 2 F %o
o, g F7HssEgd BaAd e AFs

(# 5-1) A=21d 4 2

T TARE 23 g5 5 Cronbach-a A

44 8 a4 4 0.701

nELE ! A 3 14 4 0.733
o]7]F¢e| ¥ 1A 4 0.763
BEAFT AE 3 0.714
A sAE 3 0.812

MYz HEAE FEAE 3 0.823
AddE 3 0.780
IAFAA A 3 0.715
A=A E 3 0.633
944 459 3 0.877

ALz 43
FojEe 3 0.903
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Adaptive Selling: 1Z4FHo| g Lu|x} 27 olAE M}

o Fo] A= HFANA 718 ol AHeEHz ¢l

(Carmines and Zeller 1979). $33Z5d o
g Cronhach-a#t2 & (5-1)° Jeht it} 7
AT AE(0.633) S A|JF nE FAHESEC]
0.7 43jsta gz, o] 74 HyE HHEnd
F5% 2ol Ut (Nunally 1978). #4A= 4
o dig eRlEAe A & 2 skt #4
N2z FYS B8l F7H3oz2 848 383

@ 4 Uch

VI. 7kd &

oM

E dFdMe oM AAE HEE AT
Asli 2882 (Structural Equation Modeling)
< o] &3 A (Multivariate Analysis)
< AHgd. TG E(Constructs) S ¥A Al
g4o) 7Fd #Z¥FE(Observed variables)
T BTE AHgele AE2E w4d. 2dY A¥E
(Model fit)E #7let7] fall, 7loj27ol (),
p-value, GFI(A¥A4*, goodness-of-fit-index),
AGFI(ZZ A A4, adjusted goodness-of-fit-
index), RMR(ZHAFEAAECI 5T, root mean
square residual), RMSEA(2At2 218 #2}59] o]
%= root mean square error of approximation),
CFI(M| 24 A4, comparative fit index), IFI
(F2A YA+, incremental fit index) 5% 71
o2 Aekth(Bagozzi and Yi, 1988). 2t 7H4 4
S A% Z2EA(Path Analysis)& p-value
g C.R.(critical ratio)® 71¥22 sz, 13
Az 2R FANIL AYgesn mdA
55 ¥ F IF3EdS #4890 =% 4Fw

ZAAEAT y38A M3T 200944 63

doll= 24 Yol EAjstA sle vi7id4(Mediator)
7} g7l (Full mediation) &7} Qe A &
& F&vi70 (Partial mediation) 547t e A&
Ftelz4o] #e]Z % (chi-square difference test)
< o]43sld ZFFsAH Anderson and Gerbing
1988).

6.1 45 ¥(Task-oriented) 1ol CHEH ML=

ME Mg
24 ¥54Y 24245 43 8 249 AEa
e 85%olch 4R ¥ Aol W@ AR

A A 2d(1aH)2 (28 6-1)9 &)
gt x*=129.50(p=0.00, df=49). GFI=
0.82, RMSEA=0.14, CFI=0.87. IFI=0.872
2 A%y 2dAPT e 4570 HFsiA @A
Uttt 2284 A FANEE F ¥ /<
stA] &< Aol 17) o] A& Aol o3sln] &
oA &L FAMNIL A9 2o rdHge
7h 48 Ao JgEd.

7HASE f8. dol AANE FREFA0A)
W 72 (path)E M3t A, FdAgAE
o M-S PG AEATAE0] 42 Y
o 45%qd 3FAY 4% AQde Hlae
71745k, & 9Q1#A (Causal relationship)
ol AzAFE 0.19(p>0.10)°]22, C.R.E 1.13
(C.R<1.645)°]7] wj&o|c}. wido] <dizgel A
BAFAE] FolRERd FAAA JFL 0|
Aolgke Hlbe AYHET £ A9 Z2AF
€ 0.96(p<0.01)°]z2, C.R.= 5.86(C.R>2.58)
o]7] WEoltt. €A, AQASAEY 4L AF
A 4449 AFESAE] gAY A
S8 A 9&%E nA Aolgle H2ak,
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(.75) (.37) (.91)

Sl

d2 N3 8=

-7* +-89)

ITHAEC {-21)

\ HOas s

+ (.82)

() (]

1.69) (.77) (.74)

Note: ( )9] &2 &F84(standardized regression weights) &, ***,

0 Z4200.01, 0.05, 0.10F&AM Frol@E on|

(3% 6-1) ¢ 8 22 EMZR(1AD

AZAF7} 0.42(p<0.05)°] 1, C.R.= 2.48(C.R>
1.96)22 A=, vd H2bE AR T A
AEAES PgEze] WAe 71AHAHAR
A4=0.15(p>0.10), C.R.= 1.13(C.R<1.645)).
AR, 992 Qe] A5 FujREzo] FFAHY
A4S n|d ZAojghs H3L A2AF7} - 1722
Alstsle] 7Hdol 71z oot stk ey @alg
A2 oA AgHEEH e v fodoz Qg A
A Rdo] 2 4FS IA nA 2 Y] B
foh. g2y 2 dTE AESAES AYstn
wde| fo4 ¢ A2 AL oA ogsigi.
zd ) Easle o7 (Mediating Variable)
7b Aol e] & steA FEu) 982 g
EAE sy 8l Fhol2Fo 2ol F(Chi-
square difference value, z:)< 44 st 4
Z A3E (F 6-Dol AAlsle] Add. SAdnl
vz REo7) 2] zi (2;()=4556, p<0.01)
o] folatA vston, FEATHETH FojiEe
Zvel BA(AHE, direct effect)7} vi¢ <

682

(path=1.04, C.R=6.00, p<0.01)5}c}, #ul o}
Yzt 2do] AYx o= F-Euj/jrde] CFI,
TLI, IF159 #ol 3 AAE 39 & + 4
o, meby A3 3 nde AF mde FRAT
Aen FojuEezte AYa} EAse B E
sf7lRd 2 S A

ASKIEREE AN F F2U3AE A5
¢ A% (2% 6-2)9 2L 43 3 u49 AF
2d 34 (Model estimation)Z37} A=A
t}. ' =43.54(p=0.01, df=24), GFI=0.90,
RMSEA=0.10, CFI=0.96, IF1=0.962& #
v 2dAges} 34 FaHo & AF £F
o] #%t}.

AZPNA AMdSAEUA 74 H2a, H2b
g A9 RE JMdEol A=A FRAFT A
&3 9929 A5ne] #A(Hla)e A=A+
7} 0.41(p<0.05)°]2, C.R.= 2.37(C.R>1.96)
oz fosiA Ugtt FRAF Aey FoigF
el #A(HIb)E o9 Fo(ZF2AF=1.04(p<

HABMd R xy382 M3E 20094 68



Adaptive Selling: 2ZFHof| W& 2u|Xt 272 oFAE Het

(£ 6-1) 43 & D29 oplant A5

- o7} 29 (Full Mediation) | F&o}7] 29 (Partial Mediation)
34 t-value F33 t-value
TSR — ARAFAE 1.04 6.00***
92 A58 — FRAZAE 0.42 2.30** 0.41 2.3
FoREE — JHHY 458 0.07 0.66 0.16 1.75*
Model Fit Index
Chi-square 89.10 43.54
d.f. 25 24
CFI 0.87 0.96
TLI 0.81 0.94
IF1 0.87 0.96

0.01), C.R.=6.00(C.R>2.58))3tx, 44AY
A5t FojiEEzie] A A M(H3)E
A (3 2A4=0.16(p<0.10), C.R.=1.75(C.R>
1.645)) A},

6.2 0]7|13=2| &(Self-oriented)2| 124of| Chst

A= 45 52

24 FRFE S82%. o71Fe ¥ 2Ad §
Fote AE3HAE 3690l o71Fe] ¥ n
Ao thg 7HZFE AT T4 R (13
(28 6-3)d 2A=AS. 7 =151.48(p=0.00.

df=83), GF1=0.68, RMSEA=0.15, CFI= 0.77.
IF1=0.7922 Avtd wdA3e 887 #
FopA @A sttt ole FE A EAjo| 2o vlg
T4MAE(constructs)o] B2d o]fE S +
AW, A2EN FM FANIE F ¥ 7
32 @2 Aol 174 o] A& Ao] odHn, 4
A ¥ BAZARY Zo], oA 2 FNES
A rde 2dA{Er} g9 Aoz Y
€},

HERA 12d RE FANIES 1P
12ke] FRAFA S BASKT. AR, a4
AR LAY aAgAAIRE

114
e
JA
rie

mx
Jin
1

1.04"**
{791

[ Z=uzzs || I | Goco=c |

(23 6-2) 43 @ 12| HZey

AU 538 M3 20094 69
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w
-
o
w
-
=

I
r

2 Pl
__@_
M>\EJ-

-
~
-
~
w
~

(.75)
L AE = AWPHES [v5] (.98)
i (.79)

Inaag’)\ni Ha

{.78) (.86&) (.50)

Note: ( )9 gke EZEIAFE, ™. ™, "2 47 0.01. 0.05, 0.105FANA FJ&& <o)
(28 6-3) 07132 ¥ TZe| ENZBH(TAD

o] 429 A5dd A 4FE viAAt
£ Hd4a: AYse 252 20 £ 44349
AgATE 0.57(p<0.01)e]2, C.R.E 267(C.R>
2.58)¢]7] wj&olct WA, dPA e nAFHAL
1A &o] FujtExe AL FFE v 3o
2te H4be A2A4(-0.53)7F 7zt whoiwad
o2 e 715U, 84, d5AEe A4S
A4, d&AEo| AP U A5 34
A9 4%L uA Aojgke Hbae, ZA2As7t
-0.272 7Hds} wigwgo 2 e 7174,
g H5bE AR FEAEH FoinEee #
Ae AAHAHAZAS=0.74(p<0.05), C.R.=
2.57(C.R>1.96)). MA, 7152 & A o
g 4299 AgAeY MAFS gAs BA
o AgAeL 993YY 45 3BHY 9
&2 uld Aojgte 7HM H6a: Z2AF71 0.27
(p<0.10)2 A= (C.R.=1.90(C.R>1.645)5Act.

684

gl 4o AdAeT e FojnEet
o] ZA3A9 FA(H6b)E 0.11(p>0.10)2 712
g2AHC.R.=0.96). vlA|gte g o|7]F2] § 1
Aol AA & YPA U A5 FoRFre 3
AR 92 v|A Zojgke HTL Z42AF7
0.45(p<0.05)2.2 A9 (C.R.=2.45 (C.R>1.96))
g}, dollA n2AF 4H 8 nARZe Zst v}
A7WA 2, o]7]15e] & mAo] digh 1ape] +xu
A2 mdoe ¥ fg PN EAR AA
Bdo] ¥AZF F&E A nlAn Ago] E
doh, Wy B d3e iz 2y M o #
g A9E /ML d&AET AYAA Bt
o] As9 2o, o|7]F9 F 1A HF B
48 8457 & FtolAdo Ae|AFS AAE
Ak, o)71F ¥ Ao Ze dEAEE A9
¥ Ao ST T HE SAEEN T2
Ardo]l = 77t Hd. AF A (F 6-2)

AYEd T 138 M3E 20094 6%



Adaptive Selling: DZF#o| me 26X} 282} olAE H2

of AAso] vt e} 2dn FEojl 2
19) iy (22 =0.01, p>0.10)] ¥ felstA 1
gon], AN AEs FolnErte] B
QA AHEH7} fofebA] #ktHpath=0.02, C.R=
0.09, p>0.10). H¥°], 2d9 HYL AN =
FRojiRde) CFI, TLI IFI§9 #vo] 420}
ARdEd $5ebd Zoiid. deoz, ddv)
A 2l RRuA 249 29 xi, (2.1 =0.86,
p>0.10)0] ¥] fojatAl dgkorn], A% dan 7
ofRtEEzke] BA7L freldtA edkth(path=0.14,
C.R=1.10, p>0.10). CFI, TLI. IFITY #%=
gAvifed vlgle §3tA el 2R
ol71Fel § nAe HF R uAUA] A
% PonEEd £2 Aded FouEet
o AR RN’ gle g Rd R S EA
FEAES AN F F2YRYE AT 2
3 (2F 6-4% 22 o71F9 ¥ 1A HFR

d 34371 AAEAD. 1 =96.54(p=0.00,
df=51), GFI=0.73, RMSEA=0.16, CFI=
0.82, IFI=0.8322 13} #2uAA 2o v}
of Auky RdAYREr} 34 FEUD 4 A
& FEe] =

AZENAT F&AsHH /M4 HB8a, H8b7L
71218913, FEviRde] ohzt ghdni/fEd
o]l feigozs nANAEH HYPAso] AHY
FojtEre] 9FE ulA Aolgke 7Md(HTb,
H9b)= 7125 Al €t a2ee ghavpedy
9 #AS dTste /M E(HTa, H9a, H10)
ol A=Ak, nAGAAA] AET} FAHd A
S83e] A (H7a)e 42A57F 0.44(p<0.05)
o]i, C.R.& 241(C.R>1.96)2 &olstA st
4. A8 ded 493 4523 BA(H9a)
€ A2A47F 0.27(p<0.10)0]l2, CR.E 1.94
2 fo 488 By, oz 9AY 45

(& 6-2) 017132 @ 2ozt A

Az ik PR FEojARd]. e Eg2.
(Full Mediation) | (Partial Mediationl) | (Partial Mediation2)
F3A  t-value | FAHA t-value F33 t-value
FolHEFE — DA HE 0.02 0.09
TFohEE — 9y A& 0.14 1.10
AAAY AS5Y « AR A | 044 2.41* 0.44 2.40** 0.44 241"
Fh2Y 458 — 9y A= 0.27 1.94* 0.27 1.94* 0.26 1.87*
FulEL «— F4YGAA A5 0.37 2.24°* 0.36 1.95* 0.30 1.85*
Model Fit Index
Chi-square 96.54 96.53 95.68
d.f. 51 50 50
CFI 0.82 0.82 0.82
TLI 0.77 0.76 0.76
IF1 0.83 0.83 0.83

AYUEAT y38H M3% 20094 68
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RS R R e

PYRL

|1L"a+e:m|aslg a7
i 430

27 [gexe as= ||y -vesc I
1.32)
BEEET I’

(38 6-4) o71F2| & 1ZoxHE2Y

gy FoinFezie Al BF JMEHIONE  FA A Ut o€ o71Fe § 149 1%
AN (A2AF=0.37(p<0.05), C.R.=2.24(C.R>  Ed3 ¥]&aA, 2L AFAto|2el| vlg) +A4A

1.96)) A, d5o] Bad olfE S F Y. ¥ 2d

Agee FAMNEE 5 ol Rk ¥L Ao

6.3 2H ¥(Interaction-oriented) 124oi| CHEH 74 o) 9& A& gAE Fo, folsiA 4L

M= 45 Hs FANEE A vde vdAgEs) 49 A
oz 7|t

27 ¥RRE 532, A & 1A 23t ANE FEEA(OYW Z2E42% ben
e ARSHaE 479013 A 3 add of 2o A, aASIAPIAsU™d S FF
& MAEE 98 72934 2d(1ahe (2 Y. ASAAIAEe] U9 459
6-5) 2SIt #'=100.96(p=0.00. df=  3FAYL &S vIAAdE HBa: 7|ZA=AT
49), GFI=0.78, RMSEA=0.15, CF1=0.80, & 9d#79 ZA=zAFE 0.11(p>0.10)2 CR.=
[F1=0.8122 Autd RAARE 4317190 A 0.40 (C.R<1.645)°17] WEo|th, =&, A8

(.37) (1.17) (.55)

e "

EEETTEEE i)

o

45" [v4] woe
.48
g== || 2meas *-°°=

3 (.67

-0.08
[-0.06)

I 29032 8a

&) (s 0

[.56) (.B8) (.46)

Note: ( )2 ghe BEEASFE, ***. **. *& 212 0.01. 0.05. 0.10FFAA FelgE vl
(33 6-5) 2t @ D2e| ZMER(1X1)

- Hodstod L y383 M3E 20094 68



Adaptive Selling: DFHo| ©Z 26|x} 2572} ol3E M2t

(& 6-3) 2 g nAooplant HE

o) Z) 24 (Full Mediation)

-~ FEoj7] 24 (Partial Mediation)

A=

F33 t-value >33 t-value
FojitEe — HAAZ As 0.13 0.52
A4AY 45y « APAF A 0.67 281 0.66 2.29**
TotEE « dU2 Y 459 0.49 3.60*** 0.45 2.86%**
Model Fit Index
Chi-square 34.86 34.60
d.f. 24
CFI 0.948 0.944
TLI 0.925 0.916
IFI 0.951 0.948

AAE] FREEd FAAU S vjA A
olghz H8bx 714=ATHA 2AIF=0.47(p>0.10),
C.R.= 1.61 (C.R<1.645)). o|gjg 2} 17
gadgol B4 8 adA HEsA Yok 2
&3 ¢ HF RN e o] FAMNEE AYst
A 9. 24, ZAFTAEY 988 HZA
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Adaptive Selling: A Marketing Strategy to Approach Each
Segment According to Customer Orientation

Gwang-suk Kim* - Sang-tak Choi** - Jang-gwen Song***

Abstract

Marketing research started from the idea that all consumers are different. Firms marketing
management begins with segmentation of various consumers. The focus of this study is on
investigating how to divide consumers effectively and what the appropriate strategy to each
customer orientation is. The customer orientation is divided into three different segments,
namely Task-oriented. ‘Self-oriented’. and 'Interaction-oriented customers. In addition, there
are six types of Seller Influence Tactics (SITs), which enable sales people to properly approach
consumers according to the customer orientation. This research answers what kinds of SITs
should be employedaccording to the customer orientation, which causes customers to recognize
that the persuasive powers of sales people are high and thus increase their purchase satisfaction.

While study on Adaptive Selling has been conducted in the U.S. for forty years, it is not
abundant in Korea. The result of this inquiry suggests criteria to segment consumers into
three types. This research also plays a significantrole as a bridge to perform further
investigation regarding each customer orientation. In terms of practice, this study indicates
that corporations have segmented consumers merely using demographic variables, which
leads to an inability to make good use of customer databases. In addition, the models proposed
in our investigation provide managers with an effective segmentation criterion and the right
marketing approach according to customer orientation.

Key words: Adaptive Selling, seller influence tactics (SITs), customer orientation, purchase
satisfaction
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