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2.6 SARZZR wEed|, g x| 29712t
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YA (LMX) = 24 il 2d et +
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Epdith(Wayne, Shore, and Liden, 1997).
T y-FAYnIHA (LM E 749 °J o
atol 2 e ol that AlF
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gt 7Rl el & 9
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ZYESIHT M472 H23 20184 4%
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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
et o FALE dFE Fdske AFolA "ol A9l FF= A doka Fsal JvH(Wayne
4' Sales manager’s Perspective I I Salesperson’s Perspective |7
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Activi a
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Outcome / ™ Supportive
Control Hib Team Climate He
=
H2
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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
gt & A7 FHEEAS gud Jdow <l o
At o E HEudA S AF] dd dud
ALAE Adstl FANEe] HAEdFEgkol
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Variable M SD CR | AVE 1 2 3 4 5 6 7 8
Adivity | a6l 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 | 1a6a0l 0986 — | — | o018 | -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
(M=] Feg) | 1648 [ 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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el 7M. 3-ae AR FH AL wEbA
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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
oo 52’1{0{ 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
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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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