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model fit> x2=206.549, df=159, x2/df=1.299,
RMSEA=0.035, GF1=0.923, NFI=0.922, TIFI=0.981,
TLI=0.977, CFI=0.9815 WEIdoH, R= A=
AreS d ofe Hols Ao® Yehdth
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(Bagozzi and Yi 1988).
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e BA7 B g Ao x2=521.899, df=261,
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<H 3> HoIY 20124 A
E. C

e st. estimate S. R. AVE CR cronbach's a
Q4A6 — i 0.816 ] ;
; anile (el
Q4A5 olz4e 0.873 0.082 13.253 0.677 0.842 0.842
=
Q4A4 — 0.777 0.078 12.360
QlA4 — 0.661 - ]
Q1A3 — | At 0791 | o0.112 10.136
A 0.603 0.909 0.909
QlA2 — [0S 0.832 0.111 10.509
QIAl — 0.811 0.113 10.327
Q10A4 — 0.795 - -
10A3 — 0.870 0.068 14.718
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model fit: x2=341.574. df=230, x2/df=1.485, RMSEA=0.046, GFI=0.895, NFI=0.894, IFI=0.963, TLI=0.955, CFI=0.962
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**p <0.01; *p <0.05
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M2 — &7 gt 0.513%* 0.077 5.795

model fit: x2=521.899, df=261, x2/df=2.000, RMSEA=0.066, GFI=0.860, NF1=0.842, IFI=0.914, TLI1=0.900, CF1=0.913

**p <0.01; *p <0.05
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Differential Effect of Salesperson’s Personality on Selling
Orientation—Customer Orientation and Sales Performance:

Focused on Pharmaceutic Distribution Channel*

Ho-Taek Yi**

ABSTRACT

In 2015, the size of the domestic pharmaceutical industry is about 17 trillion won, of which the finished drug
market is about 14.9 trillion won, which means that most of the market is focused on domestic products based
on domestic production. In the domestic pharmaceutical market, the top 30 companies account for 53.5% of
total pharmaceutical production, and the problem of polarization between top and bottom companies is still
being pointed out. The pharmaceutical industry is directly linked to the health of the people, and strictly
regulates the whole process from development to distribution and sales. In this market, however, the choice of
prescription-based medicine is not up to the consumer, but the prescriber or the medical institution. Therefore,
the pharmaceutical companies conduct the marketing of the prescription drug to the doctor or the medical
institution.

Previous research argues the following four characteristics in the domestic pharmaceutical industry. First, the
fact that the sales territory or the target customer is clearly defined means that the pharmaceutic company
focuses more on retaining existing customers than on activities to find new customers compared to other
industries. Second, customers are experts such as doctors and pharmacists not the general public. Third,
medicine representatives can not carry or ship drugs because of government regulations. The salesperson's job
is only to explain the product, to provide information, and to run the marketing program related to promotion.
Finally, it is periodic and constantly facing customers and steadily making a relationship after purchasing. As
described above, since the salesperson of a pharmaceutical company plays a role of connecting a
pharmaceutical company with a professional group such as a doctor and a pharmacist through a relational
business, the pharmaceutical industry may be highly dependent on salespeople.

Nevertheless, in South Korea, research on pharmaceutical salespeople has not been conducted in terms of

marketing or sales management. Therefore, this study identifies the personality variables that affect SOCO,

* This research was supported by the Keimyung University Research Grant of 2017
** Assistant Professor of Marketing, Department of Business Administration, Keimyung University
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which called sales-orientation(SO) and customer-orientation(CO), of the salesperson in the pharmaceutical

distribution market where management of the salesperson's competence is very important.

Salespeople’s Personality Traits Psychological State Behavioral Outcomes

Inability to monitor

H1(+
performance )
Selli ientafi Short-term
H2( elling-orientation performance
I rativeness
nnovativeness )
Customer-orientation TODE-EEm
H performance
Sales flexibility

<Figure 1> Conceptual Framework

To test the above proposed research model <Figurel> and hypotheses, data were collected from 231
pharmaceutical sales persons who sell to hospital and drugstore in South Korea. Respondent’s demographic
statistics indicates that male is 206, female is 25, and average experience period in this field was 6.8 years. The
type of sales person was divided into 3 group by their distributor, one group who sells to hospital was 189,
another group who sells to drugstore was 10, and the other group who sells to both hospital and drugstore was
32. All the measurement scales in this study come from existing literature with adaptation to fit the purpose of
this study.

To verify the research model and test hypotheses, the authors carefully investigated the reliability, content
validity, convergent validity and discriminant validity of the proposed model. Overall, the results indicated
good psychometric properties, and the measurement model revealed acceptable fit of the model( x 2=341.574,
df=230, x 2/df=1.485, RMSEA=0.046, GFI=0.895, NFI=0.894, IF1=0.963, TLI=0.955, CF1=0.962). Composite
reliability and AVE among the set of indicators that measured underlying construct, are greater than the
recommended threshold value of 0.7 for CR and 0.5 for AVE. Thus, the model provides a good fit to the data

resulting in <Table 1>.
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<Table 1> Results of Confirmatory Factor Analysis

construct st. estimate S.E. C.R. AVE CR cronbach's a
Q4A6 — inability to 0.816 - -
Q4A5 : monitor 0873 | 0.082 13.253 0.677 0.842 0.842
Q4A4 — performance 0.777 0.078 12.360
QlA4 — 0.661 - -
Q1A3 — innovative 0.791 0.112 10.136
QIA2 — capability 0832 | 0.111 10.509 0603 0-909 0-909
QIAl — 0.811 0.113 10.327
Q10A4 — 0.795 ; ;
QI0A3 — sales 0.870 | 0.068 14.718
QI10A2 — flexibility 0.844 | 0070 14.175 0.689 0.883 0.883
QI0Al — 0809 | 0.072 13.432
QI1Al — . 0.746 ; -
QI1A2 — Or?:iltﬁfon 0852 | 0.094 12.553 0.676 0.803 0.803
QI1A3 — 0864 | 0.092 12.675
Q3A5 — 0.754 ; -
Q3A4 — customer 0.770 0.081 12.892

574 . .
Q3A3 — orientation 0.737 0.098 10.399 0.57 0.898 0.898
Q3A2 — 0768 | 0.103 10.780
Q5A3 — 0.747 ; ;
hort-t

Q5A4 — Zrt‘formzrie 0.815 | 0.094 11377 0.609 0.880 0.880
Q5A5 — | P 0.777 | 0.095 10.961
Q5A2 — 0.684 ; ;
Q5A6 — i‘r’?ognf;ze 0784 | 0.113 9.602 0515 0.848 0.848
Q5A7 — | P 0680 | 0.127 8.687

model fit: x2=341.574. df=230, x2/df=1.485, RMSEA=0.046, GFI=0.895, NF1=0.894, IF1=0.963, TLI=0.955, CFI=0.962

Using structural equation model, the author checked the proposed model fit and hypotheses. Most of model
fit index are acceptable( x 2=521.899, df=261, x2/df=2.000, RMSEA=0.066, GFI=0.860, NFI=0.842,
IF1=0.914, TLI=0.900, CFI=0.913).

<Table 2> Results of Hypotheses Test

t.
H(+/-) path S S.E. t-value result
estimate
H1(+) inability to monitor performance — sales orientation 0.183* 0.082 2.361 supported
H2(-) innovativeness — sales orientation 0.049 0.134 0.644 not supported
H3(+) innovativeness — customer orientation 0.736** 0.100 7911 supported
H4(+) sales flexibility — customer orientation 0.123* 0.038 2.049 supported
sales orientation — short-term performance 0.350%** 0.082 4.438
H5 - - supported
sales orientation — long-term performance 0.116 0.039 1.587
customer orientation — short-term performance 0.251** 0.047 3.368
Hé6 - ) not supported
customer orientation — long-term performance 0.513** 0.077 5.795

model fit: x2=521.899, df=261, x2/df=2.000, RMSEA=0.066, GFI=0.860, NFI=0.842, IFI=0.914, TLI=0.900, CFI=0.913
#%p < 0.01; *p < 0.05
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The results of this study are as follows(see <Table 2>). First, inability to monitor performance had a positive
effect on sales orientation. Second, innovativeness and sales flexibility of salesperson had a positive effect on
customer orientation. Third sales orientation had a greater effect on short-term performance than long-term
performance. Fourth, customer orientation showed a greater effect on long-term performance than short-term
performance. However, as a result of analyzing the difference between constraint model and free model, this
difference was not statistically significant.

In addition, additional analyses were conducted in this study. The author examined the causal relationship
between the inability to monitor performance of the salespeople and customer orientation and the causal
relationship between sales flexibility and sales orientation. The results showed that there were no significant
impact on customer orientation. However, sales flexibility of salespeople had a positive effect on sales
orientation.

This study provides practical implications for managers of pharmaceutical distribution and sales organization.
First, inability to monitor performance of salesperson has a positive effect on the sales orientation. It suggests
that the pharmaceutical sales organization should provide continuous performance feedback so that salespeople
can predict relatively clearly their sales performance. The sales manager should provide information on how
much the salesperson ultimately achieves the target performance based on the daily performance of the
salesperson, the weekly performance, and the performance trend, and if necessary, minimize the difficulty of
forecasting performance through interviews or feedback .

Second, innovation and sales flexibility have a positive effect on customer orientation. It suggests salespeople
need a variety of educational support to develop and test their sales skills in pharmaceutical distribution.

Finally, the fact that sales orientation affects short-term performance compared to long-term performance and
customer orientation has a positive effect on both long-term and short-term performance suggests that
salespeople have a positive but it does not have long-term outcomes compared to short-term outcomes.
Therefore, if the culture of the sales organization is sales-oriented, it will be necessary to make monitor or
control performances in the short-term through periodic inspection and continuous compensation, and in the

long run, various attempts to change the culture of the sales organization into a customer-oriented culture.

Keywords : Pharmaceutical sales, Inability to monitor performance, Innovativeness, Sales flexibility, Customer

orientation, Selling orientation, Short-term/long-term performance



