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ABSTRACT
Our research mainly focuses on cross-strait employees of foreign invested financial organizations, investigating the influences of their
locus of control, goal orientation, and job satisfaction on their job performance. Our goal is to help companies find ideal and
appropriate employees and to improve employees’ work performance. A total of 500 questionnaires were delivered to foreign
invested cross-strait financial organizations, 360 questionnaires were valid, valid respondent rate was 72%. The following are the
conclusions of our survey: 1. Employees with different degrees of locus of control reveal different degrees of job satisfaction. 2.
Employees with different degrees of locus of control show notable differences in their goal orientation (partially true). 3. Employees
with different degrees of locus of control display notable differences in their job performance. 4. For employees of foreign invested
financial organizations, their job satisfaction positively affects their job performance (partially true). 5. For employees of foreign
invested financial organizations, different goal orientations result in notable differences in their job performance (partially true).
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