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The Effects of Positive Illusion on Adaptive Selling Behavior

Ihn Goo Lee*, Seong Goo Ji**

ABSTRACT

Adaptive selling behavior of salespeople has a big impact on sales performance of sales organization. Many
studies have been focused on sales management with respect to what the antecedents of adaptive selling behavior
studies have been accumulated. Researches have been focused on motivational and emotional factors of personal
characteristics, but any study on each salespeople dimension to evoke an adaptive selling behavior is rare. In this
study, personal traits that promote adaptive selling behavior in terms of positive psychology has become a recent
topic, what is the causal study of the affects in some way been attempted.

Positive illusion is a typical variable of positive psychology. The authors have positive illusions to be
introduced in the field of sales management. To demonstrate a causal relationship between positive illusions and
adaptive selling behavior is the purpose of the present study. This research tries to demonstrate how the positive
illusions have an impact on adaptive selling behavior. The authors tried to find a conceptual framework to meet
this objective in a positive organizational behavior research. The purpose of this study was derived on the basis of
the holistic stress model by Simmons and Nelson(2007).

In other words, we want to draw on the basis of ‘personal traits — attitude — behavior — outcomes’. The
personal traits that can be called positive illusions affecting the orientation attitude of the salespeople should

investigate how variable the results of the actions and outcomes vary accordingly.

Hla : Positive illusion of the salespeople will have a positive impact on locomotion orientation.

H1b : Positive illusion of the salespeople will have a positive impact on customer orientation.

H2 : Locomotion orientation of the salespeople will have a positive impact on adaptive selling behavior.
H3 : Customer orientation of the salespeople will have a positive impact on adaptive selling behavior.

H4 : Adaptive selling behavior will have a positive impact on sales performance.

In this study, subjects were registered a survey based on a structured questionnaire on the internet panel sample.
To exclude bias in the response or false hearted answer, the 188 valid samples were used in the final analysis.
Through interviews targeted at salespeople working in the sales department as a pre-investigation form to the

content validity, the questionnaire was modified to improve this questionnaire. The questionnaire was prepared in
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a self-reported type.
In a representative configuration details of the study as follows. In this sampling frame 49.1% male, 50.9% female,
and age group showed that they are 20s(20.6%) 30s(38.9%), and 40s(28.6%). Education is 35.9% less than high

school graduates, college graduates specializing 23.9%, college graduates and 38% of the remaining other areas.

<Table 1> Reliability and Convergent Validity

Variable factor loadings AVE CR Cronbach a
Positive Illusion 575~ 812 542 .854 .852
Locomotion Orientation .669 ~ 778 553 .860 .860
Customer Orientation .692 ~ 851 587 .849 .843
Adaptive Selling Behavior 714 ~ 811 .566 .838 .847
Sales Performance 756 ~ .822 .620 .875 .870

Each variable by descriptive statistics and correlations for all variables in the research model presented was
carried out. Looking at the results, the mean value of positive illusions is 3.14 and a standard deviation of positive
illusion 0.56. The average value of each parameter, locomotion orientation and customer orientation is 3,43, 3.90
and a standard deviation of 0.58 and 0.55 respectively, showing the value. The average value of the adaptive

selling behavior is 3.46 and the sales performance is 3.32.

<Table 2> Descriptive Statistics and Correlations

wen | 5o [ e T oeomtn [ Cotomr | Adive el
Positive Illusion 3.14 .56
Locomotion Orientation 3.43 .58 S531%*
Customer Orientation 3.90 .55 ARS5** A45%%*
Adaptive Selling Behavior 3.46 .65 469%* 567** A465%*
Sales Performance 3.32 .64 A437%* AT1%* 430%* .606%*

% p<0.01

Salespeople are highly valued for their own customer orientation. The positive correlation between exogenous
variables and parameters(locomotion orientation and customer orientation) is 0.531 and 0.485 matches in
significantly positive relationship with the hypothesis presented in this study. Also it showed that the parameters
of locomotion orientation and customer orientation has a positive and significant relationship between adaptive
selling behavior. The relationship between all the variables that are present in the correlation is consistent with the

relationship given in the hypothesis.
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<Table 3> Results of Path Analysis

Path Hypothesis Coefficient Sig. Level Results
Positive [llusion—Locomotion Orientation Hla(+) .583 p<01 supported
Positive Illusion—Customer Orientation Hl1b(+) 518 p<.01 supported
Locomotion Orientation—Adaptive Selling Behavior H2(+) 581 p<-01 supported
Customer Orientation—Adaptive Selling Behavior H3(+) 319 p<.01 supported
Adaptive Selling Behavior—Sales Performance H4(+) .682 p<.01 supported

The purpose of this study was to elucidate how the impact on adaptive selling behavior and sales performance
in the key variable is positive directional illusion of positive psychology as a parameter.

In summary the results are as follows.

First, the positive illusions are an exogenous variable in this study. This has been empirically demonstrated by
positive illusions that have a positive impact on the attitude variable, locomotion orientation and customer
orientation of the salesperson. Second, the adaptive selling behavior was demonstrated to receive a positive effect
from the locomotion orientation and customer orientation, it can be seen that these results are consistent with
previous findings. Finally, even adaptive selling behavior and sales performance appeared to be significantly
positive impact that this would also consistent with the previous findings.

First look at the theoretical implications of this study are as follows. First, this paper was the first study to
introduce the concept of positive illusions and empirical research on the sales management fields. Positive
illusions are the main parameters of positive psychology. This is theoretical implications. The existing sales
management research is that it has not been integrated and systematic approach in terms of positive psychology.
In this study, we set a positive illusions as exogenous variables in the research model that was demonstrated to
affect behavior in some way to sell.

Positive illusions to the salespeople’s attitude variable, locomotion orientation and customer orientation, rather
than directly influencing the behavior mediated sales were found to affect. In other words it can be regarded as the
first study on the annular path between the positive and adaptive selling behavior. Second, the next important
theoretical implications is related to the measurement of the positive illusions. Taylor and Gollwitzer(1995) has
argued that this use of the sense of optimism, self-esteem and a positive LOT fantastic are valid in their studies. In
this study, based on the Taylor and Gollwitzer(1995), the entry claim of self-esteem and optimism was confirmed
that this positive illusion is a single dimension. Through reliability and validity test of positive illusion, this
analysis confirmed that a single dimension consisting of five metrics can be found theoretically meaningful for a

follow-up study
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