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L ME 3l croFet =32 7]-20] 1 Ath(Konus, Verhoef
and Neslin 2008). £E35| Al Z& ELAd e 1=
R EA7|%o] drslHA @ maleloA A= Sh= | 910, alZo] FEeh= Fuli 7 o of mhefyt
& DAk 2afelol A st ol gol A amry  ©FF AASkE Wl WS Fa st (Verhoef,
(showrooming) E-= 220l of| A A Z-& EHAE1T @ Kannan and Inman 2015). Stone, Hobbs and

sepelo] ] a7} o] 2ol A A= Bwebrooming)  Khaleeli2002) 71 Qo] IA7ke] 7] el ek
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So] e Y (multi channel) £Fo] S5+t 715 sAdes EaEdS T & 4, Ad 5
LE5) Tkl vt 229 o] SHAIE ZE 5}y ool Aol E 4 qletal ofglal, 99 =
T, e mejeld eetel AR fAE I8 ghel o] & & ok shlY, 99 (201002
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(omni-channel) = 54519t} ol 23t WElQY, & AR e AS AT R Ao zn AT
Ud 5 5492 o] 8ok 2HAE 571l Tl o] FaAS Azt £, 71ge] AFA el
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theldn], A4 2015; Luthans and Stajkovic
1999; Pfefter 1994).
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o] &5 wotstal tf-g5to], AN BAE @
A, FA A7 = T 71YS HESHE g
S} (Cannon and Perreault 1999), Lotz 714 2] A

ol AHAQ FFS v X th(Babakus, Cravens,
Grant, Ingram and LaForge 1996). ©]of wt2t & AL
Ae avbdoz pefsts Ao e FasHic
(Churchill et al. 1985; Rust, Zahorik and
Keiningham 1996; Verbeke and Rhoads 1996).
£5] GAAL Telshs Yo F JAALL 7]
?Q«] 7R LA = Aol "It 240 A=x
%] 17 Qlth(Chatman 1989; Kristof 1996; Ostroff and
Judge 2007). 7] ollA BFste FAAEL 71949
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SHA7]=H], 71do] 75t ST NIS 54 1F

Aol FAAt 71919] ATt Bert AA]s
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o] %
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ofHwa Al "HoheldAd 9] 2010; Schneider,
Goldstiein and Smith 1995). ¥, JAAAT} 71
of ZHAo] LAE B¢, YA 2ol Hisl
ECUEEE 27 HAL 7 dol digt LA = 5
7¥ehH, ol okE  WolXIth(Kristof  1996;
Kristof-Brown, Zimmerman and Johnson 2005;
Meglino and Ravlin 1998; Verquer, Beehr and Wagner
2003). 3L, 71 el o] ol A 7R ] AR =

ojzl o= QIgh g5 oA 4 3loH, A
A 4HA= AT SBAU H=E sk,
o PF2 FHste oS 7 et

(Podsakoff et al. 2000; Riketta 2005). T2hA G QAF
o] BF= 710 ekt Fxo] AAA7 = A2
714 9] A5t EAsHA gl o] Jlvkal & = QL
(Boxall and Purcell 2003; Warech and Tracey 2004).
o1 FYALL /1G] 7T A7 GYA
Aol G nlAke kR A7t EAjshe

7hedl, & AFelde FAARET 7199 ZhA]
AA|7F FAAFA L] Thefet Aol ojmet JFS
o220 24-& Fi A5 AYPstAct I
ARt 71 9] 7R o] AR Fth= A2 FAARA
i 71go] A 7R e] A on|she Ao
E(Chatman 1989; Kristof 1996), 7}2|#Ho] & 2|sk

7149l &5t (Kristof-Brown et al. 2005),
?3—‘:1'—3 Asl k=Hshr] wEof(Meyer and Allen
1984) FAAFE Q] FFol e FFS mIAA Het.
JAHE O] Tl e F-2 kA9l Al E- o T et 7] ¢
O] JAHE FIAI71= Hl lo] T8 agles Tt
X311 91 © ™ (Franke and Park 2006; Jaramillo et
al. 2007; Martin and Bush 2006), 53], 1124 2] g4
TSt A8 dug o n Ay LA ]
AE 9] $I8 71999 FAAe T4l

2245 9t

DAA G Pl se A dg Fajol =g
AA L Qe 7o) At 878 otsa 42
Moz sjAstnA ofe ko, JUATte} 1
A wEEo] I viAe o= uEhHo
(Dubinsky and Staples 1982; Siguaw and Honeycutt
1995; Szymanski 1988). o]+ 1L }o] AF7] 2 0]
1 3AH BAE TEsHeY o] FaT 8
Qlo] Hth(Williams and Attaway 1996).
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2006; Jaramillo et al. 2007; Verbeke, Dietz and
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Qo] Fojmnt ohet vhEr, 419 5 7o) Ayt
29 AT a7l B 810 R 483t
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Aol ik A Wz Ago= Aoygd 4 ik
(Meglino and Ravlin 1998; Rokeach 1973; Schwartz
1992). ]2 g 7Hx 3L Aglo] TAS A, ¢
st slnAste e mEsH AdoR A
WEPA Ex WFE FEoks @A 193 o
B2 BFO] FHo|y Fxet
e A4S sd= Addgste 7IEHol "ot
(Williams 1979). ThepA 714 2] 7122 o JAHD
o] P& BA5I= HE AlAItrh(Edwards and
Cable 2009).
QAL 71 o] 7P| o] YA FhTHE AL
i 2

o]
H
o] u]gtch(Chatman 1989; Kristof 1996). %

QAL AT}
71999] 7Hx o] Bglo] SANAE G A

14

1949] 719 H®7F Hlzsi %] 7] o2, EA st
+ Aol s FrARRE ®HAc g HRESHA "ot
(Meglino, Ravlin and Adkins 1991; O’Reilly,
Chatman and Caldwell 1991; Pearce 1981). TH2}HA]
o] YAT BS, JYALL A4 5]}
BE 5 7199 T ARl thef o5
2 9lo] 7)ol tl@ 2eHAo] FastA Hrt
(Kalliath, Bluedorn and Strube 1999; Meglino and
Ravlin 1998; Schein 1990).
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o} %% ¥ th(Erdogan, Kraimer and Liden 2004;

Meglino and Ravlin 1998; Schall 1983). Zr&3gt o] A}
A25S Tl YAAET 719 T A H ko] o]
SR 7] @8] THsAdo] EoEA HH
(Kalliath et al. 1999; Meglino, Ravlin and Adkins
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Qe 7ol g Be o] Z4sh i (Reilly and
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o= 719 2 (Williamson 1985), w2t ¥HA oA Z
FAALS] A AY H Q9 Y5t WA H P A4
E= BAA ofge] fdha ofuetti(John 1984).
WIS A Gl AFA] B 3F 3K (Noordewier, John
and Nevin 1990), 7] 2] AloF & 7] o3&
(Rindfleisch and Heide 1997) 5-o] HAIS 49 I
Atgo] E5HdS 1AlskE ddlo] =M, 554
2 ALY 71359 EE EFolA HH
(Heide 1994).
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(Jaworski and Young 1992; Poppo 1995). & HAH
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(Wathne and Heide 2000). =3+ Tl i @]} & QAL
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40t) 25.0% 20TH 21.8%, 50t ©]AF 9.7%& e
o, AEL I} 52.3%, oA} 47.7%= JERETE
2138 A 38.4%, tE] 22.7%, T 14.8%, T
13.9%, 54 oA} 6.5%, A 3.7% <=0 2 UEE
1. X2 4% ok AFERE AHIAY 64.4%, TG 16.2%, &
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252 “H = Splro and Weltz(1990)°ﬂ Aol =4
GOz U Ul §54 gt o

o Gk, L TRt Hol LS

qete, ‘U tiR2e] 1A T

o O

(2007)9] AN ZA %6&% Mo 2 e
olW QS 12] FowW AL A Aol A ¢k
o7& Shehe, U BRI gl 99719

£ Sl oA o= wppet w7 Qo =&
TS 7] Yl AP S ol AE R/ fi=
ATk, U= Fgolos d 4 Qe 7187F QLo |,
SIALetO] OFE Ti= AlIOF 5 501 S T
ek, ‘U SlAtet ghofgh Abghe]l thof WA A o
2 o|Pslr| & trt o] ST o R B gt &

Aol Bl 2714710 ek e
oA 92 G412 AF B AH|AS e
A Bojgiey, e A2e DAL WSk 1
2% *;6} ek ol 4 o & 9o 34

B aTo|AE 245Te) A2y
5194 Cronbach’s Alpha A& ©]-&
WS AgSIgon], sy
AMOS 21-& &85t 3014 QRIEA(CFA)S
STk 7ol A8 7] MeE ST 3
Cronbach’s Alpha %2 L5 0.80|4 0.2 412
Eiﬁ}oﬂ‘:}i e o Slok A EAd S Seltt &
2 =

QolBde L35t A}
Q=1.739, RMR=0.035, RMSEA=0.059, GFI:0.875,
TLI=0.941, CFI=0.949% UEFGTt Qa2 A=
o] Z7ol| W2 A-450) E7hol WHE x20] MstR
3o]5td uff MukA o 2 Atk 5 wh=E5h, RMR-2
0.05 ©] 5k, RMSEA+= 0.08 ©|5}, GFI, TLIL, CFI+= &
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The Effect of a Company's Sales Capacity on Performance:
Focusing on the Value Congruence between the Salesperson
and the Company and the Behavior of the Salesperson

Chankoo Yeo*, Myounggyun Jang **, Jeongsoo Kim***

ABSTRACT

Salespeople are responsible for forming, maintaining, and developing relationships with customers, and have a
direct impact on corporate performance. Therefore, managing salespeople effectively is very important, and
values congruence of salespeople and companies is becoming important among management measures. It
influences the behavior of salespeople by immersing themselves in companies and making efforts for the job,
where the values congruence between the company and the salesperson.

In this study, a combination of the effects of salesperson and entity value matching on salesperson's
customer-oriented sales behavior, adaptive sales behavior, and opportunistic behavior was analyzed and the

impact of salesperson's behaviors on sales performance was verified.

Customer Oriented

Selling Behavior H4(+)

Value Congruence Sales Performance

Behavior

H2(+) |/ Adaptive Selling \ H5(H)

Opportunistic
Behavior

<Figure 1> Conceptual Framework

We postulated that the values congruence between salesperson and company has a positive impact on customer

* Lecturer of Department of Business Administration, Hanbat National University
** Assistant Professor, School of Advertising and Marketing, Baekseok Culture University
*** Doctoral student of Sogang Business School, Sogang University
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oriented behavior(H1), has a positive impact on adaptive behavior(H2), has a negative impact on opportunistic
behavior(H3). And We postulated that influenced by values congruence customer-oriented sales behavior has a
positive effect on sales performance(H4), adaptive sales behavior has a positive effect on sales performance(H5),
and opportunistic behavior has a negative effect on sales performance(H6).

To verify the research model and hypothesis, we first run a confirmatory factor analysis to test the reliability
and validity of the proposed model. Overall, the verification results show that the measurement model exhibits
acceptable fit of the odel( x >=377.396 df=217, Q=1.739, RMR=0.035, RMSEA=0.059, GFI=0.875, TLI=0.941,
CF1=0.949). It is confirmed that all measurement items are representative of the unit of study, with average

variance extracted values and composite reliability values exceeding the acceptable levels of 0.5 and 0.7

respectively.
<Table 1> Results of Confirmatory Factor Analysis
construct items st. estimate S.E. C.R. AVE CR Cronbach's a
value congruencel 0.853
value value congruence?2 0.883 0.062 16.462
congruence value congruence3 0.835 0.062 15.094 0.666 0.908 0.912
value congruence4 0.691 0.073 11.326
value congruence5 0.804 0.073 14.209
. customer oriented1 0.699
Cusmmeli,"“emed customer oriented2 0.754 0.132 10.053 ocos | oso | osss
bi; alvnii " customer oriented3 0.861 0.121 11.178 ' ' '
customer oriented4 0.792 0.114 10.669
adaptivel 0.686
adaptive adaptive2 0.743 0.106 11.443
selling adaptive3 0.702 0.134 9.095 0.548 0.858 0.863
behavior adaptive4 0.821 0.135 10.326
adaptive5 0.747 0.128 9.591
opportunisticl 0.82
. opportunistic2 0.87 0.067 15.024
Oplfg;;t?;itlc opportunistic3 0.878 0.073 15.221 0.680 0914 0919
opportunistic4 0.789 0.077 13.099
opportunistic5 0.761 0.078 12.447
sales performancel 0.765
sales sales performance?2 0.815 0.094 12.034
performance sales gerformance3 0.782 0.095 11.515 0.619 0.867 0.865
sales performance4 0.785 0.102 11.562

model fit: x’=377.396 df=217, Q=1.739, RMR=0.035, RMSEA=0.059, GFI=0.875, TLI=0.941, CFI=0.949

To verify the proposed research model and hypothesis, the author utilized the structural equation model. Most
of the model fit indices were accepted as a result of the analysis( x 2=434.325 df=221, Q=1.965, RMR=0.057,
RMSEA=0.055, GFI=0.901, TLI=0.948, CFI=0.954).
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<Table 2> Results of Hypotheses Test

Hypothesis(direction) St. Estimate S.E. C.R. Results
HI1(+) | value congruence — customer oriented selling behavior 0.353%** 0.038 5.727 Supported
H2(+) value congruence — adaptive selling behavior 0.511%%* 0.04 7.493 Supported
H3(-) value congruence — opportunistic behavior 0.069 0.059 1.142 Rejection
H4(+) | customer oriented selling behavior — sales performance 0.333%** 0.065 5.884 Supported
H5(+) adaptive selling behavior — sales performance 0.560%** 0.083 7.91 Supported
Hé6(-) opportunistic behavior — sales performance 0.189%** 0.035 3.853 Rejection

model fit: x’=434.352 df=221, Q=1.965, RMR=0.057, RMSEA=0.055, GFI=0.901, TLI=0.948, CFI=0.954

The values congruence between the salesperson and the company has been shown to affect positive (+) for
salesperson's customer-oriented sales behavior(H1, supported), and positive (+) for adaptive sales behavior(H2,
supported). The values congruence between the salesperson and the company was expected to have a negative
effect on their opportunistic behavior, but it did not have a statistically significant effect and was shown in the
positive direction(H3, rejection). Customer-oriented sales behaviors and adaptive sales behaviors of salesperson
by values congruence have a positive impact on sales performance (H4 & HS5, supported). Opportunistic
behaviors of salespeople influenced by values congruence was expected to have a negative effect on sales
performance, but it was shown in the positive direction(H6, rejection).

These results show a values congruence of salesperson and corporate as a management plan for salesperson,
one of the organization's channels, and explain its importance. For values congruence, individual values shall be

considered when hiring salespeople, and education related to values shall be conducted in education and training.

Keywords: Salesperson, Values congruence, Customer-oriented sales behavior, Adaptive sales behavior,

Opportunistic behavior, Sales performance



