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Aol 1A= Qs AdFES AT AeR Y
EHHAL o] F 4% AAlE S AT AR
et Y 913 20141 102 1927 714, ©]

e AP 7ol AR =EA] 7] FAFL 9]
o AH 0L F Pelshor §2 Helzet. ol
1=

=
3k ApAlo] B7hE]z] grrjate 7]do] AL E4},

O

59| #jYe] A4S 554 CoR Hosh= A
714 Aat S| w9 Fastet waj o] 7
4 142 fefshs A2 H-gol oty m, 7Yl &
AARN ATHE o] F7] f1t FAfoltt. o] 714 9]
Aol A B2 714 thAlshe] A ko] A
£ ThEo] Ue g 7Y AE FEA717] b
ojt}, oY} Rl 7|E] A= T o]
IO} FA o FF T TAE °olF°] Uit
= A A 2H(boundary spanner)ZA] 7|4 o] 1174
o] PAE el ot A 7= o 9T

Q= Aol F2Jstal Slth(e.g., Beverland 2001;
Biong and Selnes 1996; Bradford and Weitz 2009;
Frankwick, Porter and Crosby 2001; Landry, Arnold
and Arndt 2005; Tellefsen and Eyuboglu 2002; Weitz
and Bradford 1999). 121} Hufjdy}t 117 Ato] 9]
FRAEE Aol AU A TRt @S = Qlsh
wofj o] Al Sl FdFe Fol T
daet oA Ee] FFe mAA Hrh(Zablah,
Franke, Brown and Bartholomew 2012a). ©]+= 7|4
of Bl &S HAAZIA =W, webA Z1ge o
mjde] A4 g weld art ol shARL

Lane and Vorhies 2006).
ok pege) A Sdo] 9 1A 4

=
e 81U Folo|H, ol Tl o] P5of ot

FEFE A=7R 2 AFolA = ol g @A ol 4
5tal A ds}l7] 915l ID-R 22l (job demands-resources
model) ©18:5}9Ic}, DR BEE A4 Ao

o] Zo]t}(Bakker and Demerouti 2007).

7|1 &) Al g 2w Ayt e Agse
o o] w2 2 IS S 7AW A AA
4 7 Sl o8 oot 8450 Sla= AT
(e.g., Ahearne, Rapp, Hughes and Jindal 2010; Fu,
Richards and Jones 2009; Zablah, Chonko,
Bettencourt, Allen and Haas 2012b). ©] 23+ Tl 4]
o] Fd= FE o9 vt 2452 DR 2
24 & oA AFaFrA 92 sHAY
3 L Aoz Wisht

(Bakker, Demerouti and Verbeke 2004; Nahrgang,
Morgeson and Hoffmann 2011; Zablah et al. 2012b).
T ID-R REE 7o 2 ot g2 A4 &7
2 o] 3l Ate] Aol 22 A Q] SHoflA Al == 4
O] LubAl M-Stk aEste] Y= Sl
W, AT EAS WG el A %t
Ch(e.g. Bakker, ten Brummelhuis, Prins and van der
Heijden 2011; Hu, Schaufeli and Taris 2011). ©] 2|3t
ol &2 & AFolM= TujHe] AF B4 AlE
wufjot Peste] vebd 4 gle Al a5 A
w2 12} 5FA .
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0] Z(dual-process theory)= 2]"]|FcH Demerouti
et al. 2001; Schaufeli and Bakker 2004; Zablah et al.
2012b). Demerouti et al.(2001) Al of] T3t o] 9]
A7F QIR AE[ 2Rt 2| FE o] Sl= A= 2,
212 Q4 (job demands)Fo| =1l Z|FAH(ob
resource)©] HFE|O] QIotH AJH el F7F7}t
OFS 2| AL o 2|7k 112 =] 7] w2 o]l of & vt A
ZollA Azlo] yehd 4 ikl skl Qlet. o]
SF 0] A7 9 Gojof oigt A 11 A
Agstz] §Jgt mdo] JD-R Modelolth. o]+
Hobfoll(1989)2] A} X Z0]Z(conservation  of
resources theory)©l] 7] 25}l QIth A HFo]| 20
A 717ke] 3L B0 Y EAZ 4L 5
o, 71 Qe AL S sAL sl 517
98-8 AR, o171 A 2] Aol 1 AH|2 74
PHAG 52 7] G RS 558 9154
2 ojujsiel, 12te] 749

g ~EHA D 275

ot1l Th(Halbesleben and Buckley 2004; Hobfoll
1989, 2001; Hobfoll and Freedy 1993).
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2 Y] E e A 1 E A EH O
2 Qo A, 22, AR, 22400 ZH
o] glom, A14A Qi 2] o2 B9 A g
73, AT AR FTAE Fol A7 a7t
2k AR e T E w2 U a7, 1

off Bl B/fo] mjefet A9 A UNA ~EH A
Q91067 22 ETtHDemerouti et al. 2001; Zablah et
al. 2012b). 12t 2| F Q47 HEEA] Al g
4~ oYt} Crawford, LePine and Rich(2010)&= 2]
T35 37 =7 Q7 (Challenges demands) 2t &

5] Q7 (Hindrances demands)® &It =74
Q& AR AL S A 9A S w
g olole HNGHES Qo aaolv we
AR, AL A LAY £F 5L A2 5
G Slek. whe| 2 W) 27 FA918] At ok,
BRAAT HPo b 94z 45 @ o
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(Carpenter, Glazer and Nakamoto 1994; Carpenter and
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m =
Hu

7T g do) d SHo dFe FET
Q73+ @9l F shtoltt. Churchill, Ford, Hartley and
Walker(1985)= Tl ¢19] 5717017} o] 4
51 AL N A 299 3 o
WS Bl YT oleig B71Rele v

9 2 oo} g ofel AT EN YA
Agol ohd U 9 914 B7)Rle] BhaaE @
0lo 2 A=t Anderson and Oliver 1987; Miao
and Evans 2007). |4 57]= 7i¢19] 5o =2 <l
o LheRd o] 1412 T o], ol 5]
L AAE Sl BHEO] Z7]Lolu} 7HH] 2 Aolst

= ) th(Ingram, Lee and Skinner 1989). &¥H& S
WA 1ol o B S S o
A0 7 =9]%]31 Q) ©™(Grant, Cravens, Low and
Moncrief 2001; Low, Gravens, Grant and Moncrief
2001), 91# F7]F-o K} ito] ¥ ZFskA 2-&-st
= A0 =2 A QUH(Tyagi 1985).

T 23k (challenge orientation)< 12|41 &
4g 71 wolelel WA S7)3ele] Agolrt
(Amabile, Hill, Hennessey and Tighe 1994; Miao
and Evans 2007). B &2 59| 42| do]1 Q1]
7H w2 T150] 35t Ayt
oo et WA A Q1o 719h-E 7FA] Al Eoh(Deci and
Ryan 1985). 713]3! 2] Q 5 2} o] o& 2|zt
T} geie o) ol Ajele] WEA 2o
A g o g tl-g< stEstAY o a&#olal
FesHA di-gsh= Ao g siastalat Frk(Deci
and Ryan 1985; Miao and Evans 2007; Sujan, Weitz
and Kumar 1994). Alth7} =2 50 LA Z|3FA

< ool P ARA4US H& 555 AR
E}EE 6]—01 o]‘: 11‘3_9,]—7401]/\-1 E—" o /\-]_L]-E o
g &= Q17| Fch(Miao and Evans 2007).
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H A2 3] (compensation orientation)> Q124 A o] 4R 1S =717 gke o]
d E4e Ad 93 F7]7019] ZFHLo|th(Miao =717k #4aE Aot
and Evans 2007). EAto] tis]] =2 7145 Fost
T 14 g et gEsto] Foixl of H6: T o] A7k do] FotdasE Hifle
Ht ~AEYAE H gupA o e 4 gL, Apd do] A nde HAaA7e FFE
oo} THARH Bt ZAIE &4A 2T 4 ok o] 2717} F7Fe Aotk
(Amabile et al. 1994; Miao and Evans 2007). T2}
st Higol £71E dshe Aild2 w2 7 5. Z%dH 1nZo| H3Eolo 0|X|= A
AA Fole d7] Yol edsh= & A=kt
o = wfjof it B o = =2 oS Yok o #7247 (burnout)> Tl 42 LgFSko] ThFt
o2 o] 9ol i Fste T4 FsHA H o 1ALt A AdS 7H AbFEe] = A E
o}, ol2fet wrfj ¢S g TAE oA sho] Sh= THAQ AE A0 ditt A4 REgoR
of it o =& 15 AT 4 AA T Miao (Lewin and Sager 2009), #AZ4 11Z(emotional
and Evans 2007). exhaustion) @ H] 1A 3} depersonalization) ~12] 1L 7}
o|4 9 Huj o] [ - &]H FI]H] a4 Q1 944 2] 74~ (diminished personal accomplishment)
Ql = AR P} B A7 Aol g gte Al 7 4= olFot(Maslach and
Sttt A5k EelF ol e Holm e H Jackson 1981). 7+ A%1o] gt o]zt A| 714 &
A5 Q45 Eolal muj o] A AR SHof F= A5 ARA 1AL ARer e AEYA g9l
Bl et FaNE 7= A FA o, T of et vh-g-o & g glo] A o & AR E It
EADHE It 71549 ATt Ahe] 8 47t A =7 Zolt}. BIQ1ASH= Eflof sl 225
A& o] WU o] FAS o] F= FI|H S =& FotA otH, g2l Fatt SHol 7219
A= AS 12T wff(Bakker and Demerouti AL EAS 4 gt Q1 #]5to] WAYSH A7 AE
2007; Demerouti et al. 2001), A& 58 B = H Ao WS A7|5A brSoltt 181 Aol IA
pd/do] muj o] APA o] = d¥s ol Aoy Tl TEY AA H Al ot 4
AR FAG T BAR o] 24T 4= Qltt Lol #AAE UEPHTH Brotheridge and Grandey
2002; Lewin and Sager 2009). ©]2{t A| 7kA] 4.
H3: T o] = z|F o] wobd s A& & 84 F A4A 2o Fote] 7 A A 84
HFAo] A A 1S Z7HA 7= ke o A A 11 o] ™ (Boles, Johnston and Hair 1997), 7t
717} A Aol 7 X PAE Aol A Ao g
W2 Aol A FH WA Aol ol & 501, Gaines
H4: Tl ¢1o] =AzqEdo] Eotdas Halt and Jermier(1983)°] AAolA= A4 1gdo] 2
AP/ do] AR 1 dS ATl ST FA AdFollA 7 W sk A 482 o Qe
o] 2717} F7F Aotk A7 2710 g4ty AgshH, A7t IE &
EfA @49 A H JFS Briote {4
HS: T o] BAZ|GFA o] Zotd 42 AR EYS YeRoh TS Leiter(1991)2F Lee and
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Ashforth(1993)9] A1= AAA n7to] A A%
Aol glojd AHH o7 2gsin], A FA
A AEF A 940 FF wE vhg-g Holk BE
o] ZA axlolgt= F2 sttt 55 #
w3t FHEste] g 1) HEe wi$- Fa
stot. w2 4 wulE fleh LA et
& sh= 540] o, o AFET w2 4%
2] 31zbof 2| Hs}7] wjZo]th(Leiter and Maslasch

15t o] Frh(Leiter and Maslasch 1988).

2] T2 (work engagement)= 5o Qo] &
(vigor)©] FA] 3L F4](dedication) =™ = (absorption)
ot= 542 7R 45 51E AFIoH 1L ot 84
Q1 JEiE olu]trh(Bakker and Demerouti 2008).
o714 Felola Aokt Fet B £29 oA

2z

—

= 7H 3 Ao HAH o2 FlEEE S on|
st A4l2 = oW, Fojstal, Q32 B«
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S L7 4-g ot o] FFE = AHE e
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| AZEFA
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[ Eg=
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N o
1 1
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TH(Bakker and Demerouti 2008).
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Leiter and Maslasch 1988; Westman and
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Pullig, Wang, Yagci, Dean, Ricks and Wirth 2004),
Beo] zpgsls SAs5h7] fI5te] Malar et
al.(2009)°] A& vigro 2 o] QlAloh= 7
Aol BAE AT} AHAke] BRE Ffio] olnt
U hEstel g BohE 3700) SAYERE of
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E2 AAA e 8617 wlZofl AlEel et TR D B FA A FAE ] AHHQl B
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The Interaction Effect of Product Characteristics and

Salesperson's Motivations on the Adaptive Selling Behavior

Sang-Lin Han", Myoung Soung Lee™, Jaewon Yoo™"

ABSTRACT

In this study, the author develops and tests a model that incorporates the interaction effects of product
characteristics (product complexity and brand differentiation) and salesperson's motivation (challenge orientation
and compensation motivation) on his/her adaptive selling behaviors through emotional exhaustion based on job
demand and resource model. As a form of job demand, brand complexity was proposed as a leading factor of
salesperson's adaptive selling behavior through emotional exhaustion. Brand differentiation was also suggested
as a job resource, encouraging salesperson's adaptive selling behavior. This study studies the interaction effect of

salespersons motivation and product characteristics to examine the buffering and encouraging effects of
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<Figure 1> Research Model
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salesperson's motivations. All measures were adapted from or developed based on prior research. Cross-sectional
data for this study were collected from 1620 salespeople of multi-level marketing company. To analyze the data,
a structural equation model procedure using LISREL 8.5 and hierarchical moderated regression were employed.

Results show that a product complexity enhances and brand differentiation reduces emotional exhaustion. This
results shows that product complexity can be viewed as unique job demand and brand differentiation can be
regarded as job resource for salesperson. Furthermore, JD-R model provides a theoretical base in further studying

the antecedent role of product characteristics on sales employee's adaptive selling behavior through emotional

exhaustion.

<Table 1> Results of reliability and validity of constructs(CFA)
Constructs [tems Cronbach’s o Factor loading CR AVE
Product Complexity 4 .867 .63 - .89 .871 .633
Brand Differentiation 3 922 .84 -.92 .858 799
Challenge Orientation 3 907 78 - .96 912 177
Compensation Orientation 3 .831 75 - .85 .831 .622
Emotional Exhaustion 5 871 72 - 81 .807 575
Adaptive Selling Behavior 6 911 .66 - .89 912 .637

<Table 2> Results of hypothesis testing

Hypothesis Path Estimate S.E. t value Results
H1 Product Complexity  — Emotional Exhaustion .37 .03 13.57 Supported
H2 Brand Differentiation — Emotional Exhaustion -.30 .03 -11.65 Supported
H7 Emotional Exhaustion —  Adaptive Selling Behavior -.11 .03 -4.02 Supported

X’ = 194234, p=0.00, df=243, RMSEA=0.066, NFI=0.96, GFI=0.91, AGFI=0.89, CFI=0.96

<Table 3> Moderating effects of challenge orientation(bootstrapping Result)

bootstrapping
Sgﬁ%ﬁt:nid Lower Upper P-value
Moderator variable: Challenge Orientation

Product Complexity — Emotional Exhaustion .2081 .0374 3788 .0169
Challenge Orientation — Emotional Exhaustion -.2660 -.4034 -.1286 .0002
PCXCO(interaction term) — Emotional Exhaustion (H3) .0229 3138 -.0217 3138
Product Complexity — Adaptive Selling Behavior .0660 .0287 .1032 .0005
Brand Differentiation — Emotional Exhaustion 1391 -.0433 3215 1348
Challenge Orientation — Emotional Exhaustion 4227 .1801 .6652 .0006
BDXCO(interaction term) — Emotional Exhaustion (H4) -.1198 -.1741 -.0654 .0000
Brand Differentiation — Adaptive Selling Behavior .3005 2625 3444 .0000

(High) BDXCO(interaction term) — Emotional Exhaustion .0023 -.0075 .0141

(mean) BDXCO(interaction term) — Emotional Exhaustion .0035 -.0114 .0183

(Low) BDXCO(interaction term) — Emotional Exhaustion .0046 -.0159 .0230
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<Table 4> Moderating effects of compensation orientation(bootstrapping Result)

bootstrapping
St;ti‘;rcd;id Lower Upper P-value
Moderator variable: Compensation Orientation

Product Complexity — Emotional Exhaustion .3347 1105 5588 .0035
Compensation Orientation — Emotional Exhaustion -.1555 -.3132 .0022 .0533
PCXCO(interaction term) — Emotional Exhaustion (H5) -.0145 -.0675 .0386 5933
Product Complexity — Adaptive Selling Behavior .0660 .0287 .1032 .0005
Brand Differentiation — Emotional Exhaustion 2588 .0581 4595 0115
Compensation Orientation — Emotional Exhaustion 4824 2548 7099 .0000
BDXCO(interaction term) — Emotional Exhaustion (H6) 1355 .0829 .1882 .0000
Brand Differentiation — Adaptive Selling Behavior .3005 2565 3444 .0000

(High) BDXCO(interaction term) — Emotional Exhaustion .0023 -.0070 .0130

(mean) BDXCO(interaction term) — Emotional Exhaustion .0035 -.0117 0171

(Low) BDXCO(interaction term) — Emotional Exhaustion .0047 -.0159 .0220

Next, we found the negative effect of emotional exhaustion on salesperson's adaptive selling behavior. The
results of moderating effects show that challenge orientation reduces the negative effect of brand differentiation
on emotional exhaustion. We also found that a negative effect of brand differentiation on emotional exhaustion
decrease when salesperson has higher compensation orientation. These results support the notion that
salesperson's motivations (challenge and compensation orientation) can be regarded as unique job resources for

sales employees.

Keywords : Product Complexity, Brand Differentiation, Challenge Orientation, Compensation Orientation,

Emotional Exhaustion, Adaptive Selling Behavior



