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ZrF5to] 1% (matching) st Sl
a1, o)l IS AA AFSEAS 1% wrjd A

glolEjoh ALY, G A ARSFOZ 74

B AT AEE B4E 245} 918 7=
APATENA A4 Aol AFH 2HT
29 2 AFolH ZAREIA she Ao B4
S 5 9 Bekste] ALg Stk AT AL
H RE ZHRYELS 104 IAE HA=(H: A9
oPUITk~10%: TS DT St T, EALT}
oA Gol2 A 710 ZARGL Pl
W AR F ARG E kWA, BEEA, o
FEAL 99 MUAL] gHOR, ANEAL o
YA FOR ST, BEFA, AT

A, A¥}F A= Kohli, Shervani, and Challagalla
(1989)2} Miao and Evans (2013)2] $1Lof| A AR5
25 A 4 (H W A=t ARk ¢l o

GEofl et A&, A=A, 24, 174), qFEA 4

o]
2 U AANE e G971 %1%
o

o

(2N S =
o k= o];ﬂ’ A Nel

o] 2A ek, YA =9
iao and Evans (2013)2] 171of| A A
FERT LT ool e 2, A

FAE, FUeE el v A=)

o o & &
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o > % ox m
i
w
=

u
Ho v

LN oX

s i /32 Saxe and Weitz(1982)
O] ATl AHEH £ B u] Al A

1) HAAL J At E o] gl g A 22 -85 et (A of

75t FAAFE Q] = Foll 3 (a2 Tt
LR b= Wbl o] HF, & 4l Lo wA |7
Tl & Q= Al Bl a2 o] Aok SHAIG of
= B2 AEHCR S5 A FE=
Schaufeli, Bakker, and Salanova(2006)7} A3t 4
ATl gk ol |z, @4, 94, A4S 1
&2 AE-SHR o JAALE ] SH e 2 5453
o} mpRE o = JPARE S YA ST
off EAFohE FAAFEES] g 271 Tl 2D ¢
25 ZI1HFK(log-transformation)sto] A&
o & A9 HES oA s 7He] A ol B

T2 uA 5 Gt FYARY JYH TR, 9,

= S-S A9t & 10398 9] o AL 159
ol YA Y] §HE 7|22 AFTEAES AdYs
Aom SR HA-L 4167H(40.3%), 9142 623
H(59.7%), s HAHe] HHUol= 41541941, 3H
S F-0E0] 5327, tiE0] 4571, sk &
o] 6oz eyt SEAS FAFF L5
= et 3167092 YERgTh
V.52 Y 2

1 SdH0| MElE Y EMEd A

2 Ao ASEA UA AA, FANEE2
A 272 15517 9150 Cronbach's alpha| 5+ ©|
g5t 4 dBAS ASotant. 452, 2+
37 doll gt Cronbach's alpha #A|<~7} Nunnally
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and Bernstein(1994)°] A|AI gt =& 71241 0.7°] olgt Ao g 3kl et LAMNEES] HFEAr
dog it tANEES] WH ol g1 FZ(AVE)2 BE gEE0] AR s50140
¥ Ao wostolct of2E 1A Q1A & et o, 7ig A2 =ZH(CR) GA RE T
(CFA)& *‘MOP—Q}MO*’%R 1>l A AA] =2 =0 .7& A3l wet & A1) e
ol AR o A AR, FEAFA S 424 gHE Ao gl it thgo = wHEE
o] BF A1 o)fo g Uy tfEe(a’= = A5 1ol A BA A S Algskelnh <&
576.801, df= 198, CMIN/DF= 2.973, GFI= .927, 1>9] A ol A A vhel o] R 4
RMSEA= .055, CFI=.979, TLI=.976, NFI= .969) A N O] BAEASE Fho] ALY AlF 2
AAQ ny Al ufe o5t Ao Sk Zfoke 20 2 e dhE et 4] SHE Q)
ol E3t RE LAY o] ZA B | tigt g0l = A& ¢ 4= 9l th(Fornell and Larcker 1981).
A2 7} 0.6 A6t 9L, p<.01 F=F A &
<H 1> 2013 2013 Aut U Az
H7 |EZWz} CR AVE 1 2 3 4 5 6 7 8 9 10

o |+

2

7.372| 2.040 (0.803|0.506| 0.950
7.578 | 1.977 [0.906|0.708 | 0.254™| 0.976
8.002 | 1.829 10.901]0.695[0.357"| 0.486™ | 0.970

2

Y | 19 ﬂmﬂ
oMo |r&
ofm | ofm

2

EHoAl 17506 2.122 [0.750[0.500|0.1127" | 0.192"" | -0.097" | 0.937
YRI5 |5.947 | 2.587 [0.756/0.508 | 0.076 |0.188"|0.248" | 0.172" | 0.954
2290l (7260|2251 (0.862/0.631(0.104™| 0.076" | 0.053 |0.228" |-0.108"*| 0.965
oof Aot |13.880[ 0.978 | — | — | 0.019 | 0.032 | -0.011 | 0.115™|-0.096" | 0.243" 1
OO1OI:I12—!_EIJ_ *% *k *ok
Ss | P1.647/62.106] — | — ]-0.168" -0.061 [-0.104"| 0.007 | -0.022 |-0.121""| -0.046 1
o o
Lto|  [42.118[10.397| — | — |-0.142™|-0.097" | -0.059 | -0.047 | -0.059 [-0.100""| -0.0837| 0.464™" | 1
A-“:ﬁ Aok * ok *k *k ok
(‘-*:Ta:2) 1.639]0.481 | — | — [-0.1377|-0.084"| -0.069 | -0.042 | -0.016 |-0.204""|-0.107""| 0.242™" | 0.395 1

*¥*p<.01;*p<.05
SYRAHGE: ¥>=576.801, df=198, GFI=0.927, CFI=0.979, TLI=0.976, NF1=0.969, RMSEA=0.055

2714 4% 2 Ao A | EelAe] EEEA,
AFFALt = ATl A, HR] oA L]

2 Ao A A A& HESH ] Sl + A At T 2 g o] A, A o) A3t 2 Rd
Z 1A 1 & (Structural Equation Model)y 2412 4= o], A o] TA, T3 TefAFd T FAA
golgd AR o] AFLE L <F 2> A AA] ko] FHAof] Tk 7HA R A= o] 9lom ATt
gl vpel Zro] g2 o] ArjAetA| S, FSEAFA] Ao HF2 FANEEY BEAT &S 5T
4 2 E0] BE PR o402 UEhdTh(a’= o 2 eE|glom 82 <3 2>o 4] gl &
762.317, df= 276, CMIN/DF= 2.762, GFI= .919, 4= Ak AolA AAT BRE Ve § <o 1>
RMSEA= 052, CFI=.974, TLI=.970, NFI=.961). <M 6> AlQstal, e 7ol A H A=
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SIS sk WA, SV 150 AEAT ARA & AARsch oH ol AF A, ARA4 3
HAE 0520, (FHE 1.259(p>.05) 2 </Fd 1> AAE 1440]0] (FHS 3.543(p<.01) 22 §-oJ5}H|

° Aoz eht BEEAL =4
G W AA) gFe Ao e,

vreb} w0l 4o] AR 9 atel el
T2 v1A Zolet 43T <M s> A9,

whebA] <7Hd 1> A 2 E 7] okt <7 2>9] A npzjato 2 o AARE O] ol | gF/d o] o A attof|
A, H2A G FPX= 16901 72 4.097 2= 9FHS A5 A3 A2ZAS FPA=
(P<0HZE Fo3t Ao 2 Yeht AAg 7Hd = -.0940]1 t7h-S —2.386(p<.05) L &2 G-2] 3t e
AFFTA = Ao Ho] YFS mIA|=AHoR o] = AL 2 YER T s, AAtEoe] 7|&
depdeh wheby b 2> ARGl <P o AHRE FHEae o] we Uty o
39 AS AT, ARAS 24AE 28509 @e Bl <M 6> AR Y9k ol AP
7.350(p<.01) 2.2 7HQl F=<Fofl A o]Fo|x|= At} o] yhufj 2 gF/d o] & A d ol A QI FFS vl
FAE FEArE o] T R R ol frolet FRFE T 7] Hoh= 25 FAAQ JFE vint= AE
AE Aom Ueh} <14 3> AASSIh o ojugith &, Tl Jgarol 2 o
o, wAoAo] ARl njxt dPAS A AP HEE HASS FYAII} oItk A
e Ay, ARAS FAHAE 225019 2 S HoFa Qi) o]of tigh =0 AR HHof 2
5.623(p<.0)S.2 frofeh Ao 2 vEht <71 4> 7} o2 A A5kt it
<H 2> 7144=
42 HESHAH 4 Tk 23t

Hi1 SHEEA — M4 0.052 1.259 A A= 2] S

H2 H2FER — SO Al 0.169" 4.097 Z| |

H3 ZUEA — TOf 2| 0.285™ 7.350 2| 2|

H4 THOA - 2 ZAHO| 0.225" 5.623 2| 2|

H5 S HMOlAl — oK ot 0.144™ 3.543 2| Z|

H6 THOR R | Sk — ol ot -0.094" -2.386 | A= 2] oS

** p<.01; * p<.05

DEASE 22=762.3 17, df=276, GF1=0.919, CFI=0.974, TL1=0.970, NFI=0.961, RMSEA=0.052

F7H6. 0.2 GYBAN L] 519 A 223

QA1) A Tete] B Qo] EA o] Al
w2 o] o gt el A AR A Y] o eE she

o529 YUl nA= EE AHKET] L]
Sobel test?} Hayes(2013)7} A|QFsH HEAESH
(Bootstrap) B -2 AH-8-51 % tH(Process model 4). H
A, ° ollA e EasAet F a8 7he] A
o A o)Al o] w7 & 3HE €FQ15FAA} Sobel test
= A A3} 7=1.336, p>.052 W7 a7} 69
SHA] A YEsth, REAER] WS o83k 5

7} v EA Axp 7rR Gk A4S 0072 U
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x

AR
T

g

7h
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o M2

=55

A

7t AL §

EFSEAL, 95% A= 5E2F U) mi 7] &) shetx| et A
3k2] 9] W 7H-.003 to .024)E EA|F o2 §o|s}
A A et the o &, § ol o] A7FF
Aot g A3 7t 7Ho] A of| A T o] 2] O] wlj 7l a3}
£ Sobel testZ ZHR1SH AT}, 7=2.449, p<.05= "7

B S B

S} Sobel test® 2215 2
"7} & 7E Ok A| YRRt L
A A 2 ET Al g - 013°1L 95% A =
ZF Ui mi7h & ko] shekx| e AFeha] o] H 17} (-.025

o -004)2 EA 7 0 2 Golal7] Lrebeh. metA

A}, 7=-2.306, p<.05%
E AE EH uH7HJ_-1;_

O

a7t FosHAl UErth, FEAERS o83t g oA o] ARHE A7 FAAE S F ATl
F7} uiZle A A, T ane] Al g 011 FEFES vA]= ) olo] =R oA o] Shm S
UL, 95% A=) 717F W w7l avho] sfghz] et otal, Q1 ol A o] AabsAI7E gl 94
g1 2] HLI7F (004 to .022)2 FAAH o= F2 & mA= o] AR A e
SHA| Vrebtth, mix|ato g2 |l Szl A o] At & oM Fash HHH 7ARA Y] dTS
SAI2 B AT T TAf| A v} 2] ]FA] o] A TPt S A 4= AATh<3E 3>)
<HE 3> j7)E3 HEAEHT Ha}
= LE2|H7E95%
Zaus savs | oppes 2 E} SE — —
5kek| et
gSEA 007 .008 -.003 024
I
ooy A3} ofztE 024 004 004 022
ZaHER THOY 2| B -.027 005 -.025 -.004
* LLCL: 95% 412|712 W O7H = 2kA|4= 5HHR|, ULCL: 95% 412|712 L 7= 2tA1 4= 45t
VL. ZE 5l =9 AZEAS TN ATH 72 A12HE a°foty
oh5at At
1. ¢iLg ot A, 2 At UTAALHL] 519 A
g e 242 At 9FFA, 191
Bl v wa A7} AghE o 2 o]2o] 1 MR ol 242 & BHsA= 25t &5
Q)i oJ9] Tha] Holo] 72 sAsliat] o]H}A| FA L AFSAHTEHAA F71 2 A9 o)A,
sl Az Ao Ak Balr g s8-8t T Aa-g A7 Ao Theh wefe) ol huf 2] kg of
9l AEA A AH o]2S Ea] AFAl oI ot Jd= mA= AE A e SHS
AL Fa4S 1 sheck oo & o] Aotel T FE(multilevel 22 BRI, AT
L 5 o A}, FE5Ae B foltt FFgFS wA]
A FATAA LR O] Zgo] FAAE ] At =7 =rere ST e
QL ul A b ol ol BAlhowy T F P ESIE AR AR FF A4 7pd
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An Empirical Study of the Effects of Individual and Team-Level
Sales Control on Sales Performance

Junseop Lee*, Wooseong Kang**

ABSTRACT

The sales force is an essential component of the overall strategy in business organizations. Many companies
rely entirely on their sales force, which includes a unique class of boundary-spanning employees, to make
connections between them and their customers. The sales force is responsible for bringing revenue into the
company by inspiring consumers to purchase its products or use its services. In recent years, many companies
have begun to generate sales revenue through their sales forces. Knowing the importance of the sales force, many
companies invest large amounts every year in sales. By current estimates, businesses in the United States spend
more than $800 billion each year on an estimated 20 million salespeople. However, despite considerable
corporate attention, effective sales force management is becoming more challenging in the business world.

Many sales managers report that their sales employees fail to meet performance expectations, although
companies allocate a high proportion of their budgets every year to sales force management. Steady investments
in sales force management do not necessarily lead to high sales performance. We assert that an important question
has been overlooked in the sales management literature: how sales force managerial tools affect sales
performance.

The effects of sales force control systems on sales performance are investigated in this study. Current
knowledge concerning the effectiveness of sales force control systems is limited; this study focuses on the
influence of the sales force control systems, used as a strategic managerial tool in the sales organization, in the
process of affecting the sales performance by salespeople. In particular, we verified the impact of the sales control
system in the organization at the individual as well as team level. We examined how team-focused activity
control, capability control and individual-focused outcome control affect challenge seeking, selling orientation,

and sales performance.

* Visiting Professor of School of Business, Yonsei University
** Professor of Marketing, Dongguk University
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<Figure 1> Research Framework

To test our conceptual model, we use a matched, triadic data set based on archival firm records and
questionnaire surveys of 1077 salespeople and 178 sales managers from a large insurance company in South
Korea. Survey data were collected by means of a large-scale online survey of salespeople and sales managers via
the company’s intranet. Specifically, data on sales force control systems were collected from salespeople and
sales managers. Also, data on salespeople’s selling orientation, challenge seeking, job engagement, and the
control variables were collected from the salespeople themselves. After two months, in the final stage of the
study, the researchers were provided with the company’s objective sales performance data, which came from
archival firm data sets. For the empirical analysis, the structural equation model and PROCESS macro by Hayes
(2013) were applied.

The findings are as follows. First, activity control has an insignificant impact on challenge seeking, but
capability control positively affects challenge seeking. Second, outcome control has a positive effect on selling
orientation. Third, challenge seeking has a positive effect on job engagement and sales performance, however,
sales orientation has a negative effect on sales performance of salespeople. Finally, the mediating roles of
challenge seeking and selling orientation on the relationship between sales force control system and sales
performance were confirmed.

This study is important in the sales literature because despite the importance of sales force management, it has
rarely been investigated in relation to performance. Also, this study bridges the gap in understanding of the
relationship between sales force control systems, salespeople’s challenge seeking, selling orientation, job

engagement, and sales performance. We identified the effects of sales force control systems on salespeople’s
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intrinsic motivation(challenge seeking), selling attitude(selling orientation) because there is a lack of
understanding of this relationship. We also examined the relationship between salespeople’s intrinsic motivation,

selling attitudes, and sales performance.

<Table 1> Results of Hypotheses Test

Structural Relationship Estimate T-value Results
H1 Activity Control — Challenge Seeking 0.052 1.259 Not Support
H2 Capability Control — Challenge Seeking 0.169™ 4.097 Support
H3 Outcome Control — Selling Orientation 0.2857 7.350 Support
H4 Challenge Seeking — Job Engagement 0.2257 5.623 Support
H5 Challenge Seeking — Sales Performance 0.144" 3.543 Support
H6 Selling Orientation — Sales Performance -0.094" -2.386 Not Support

**Significant at p<0.01 level, *Significant at p<0.05 level
Model fit : x*=762.317, df=276, GF1=0.919, CF1=0.974, TLI=0.970, NFI=0.961, RMSEA=0.052

<Table 2> Results of Bootstrapping Test

Dependent Independent Mediating Indirect SE Confidence interval 95%
Variable Variable Variable Effect LLCI ULCI
Activity 007 008 -003 024
Control Challenge
ili Seekin
Sales Capability £ 024 004 004 022
Performance Control
Qutcome Selling -027 005 -025 -004
Control Orientation

This study contributes to the sales management literature in several ways. First of all, the results provide a more
comprehensive understanding of the relationships among sales force control systems, salespeople's challenge
seeking, selling orientation, and sales performance. Also, this study offers important contributions for managers
of sales organizations. First of all, the three types of sales force control systems did not directly influence sales
performance, but rather indirectly influenced sales performance through challenge seeking and selling
orientation. This result indicates that sales executives and sale managers should no longer rely solely on operating
sales force control systems; they must consider their sales employees’ challenge seeking and selling orientation
and ensure that their sales departments are able to manage these motivation and attitude in the workplace.

Likewise, this study provides insights that may be of interest to both scholars and practitioners. However, our
findings have some limitations that also inform future research directions. Most importantly, all respondents
came from the insurance industry in South Korea. Therefore, the generalizability of the results is limited. Future

studies should investigate our model using samples from a variety of boundary-spanning populations in other
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industries and other countries. Also, this study considers sales force control systems as a global construct. Future
researchers could investigate how activity, outcome, and capability controls may interact and how these
interactions enhance or reduce the attitudes of salespeople and sales performance. This study only focused on
three formal sales management control systems. Thus, future research should consider informal sales force

control systems (i.e., social controls, self-control, and cultural controls) to develop a more comprehensive model.
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