gobiobuobbioobuobouoobouobouoon
goougon

E-mail: 9707895@mail.dyu.edu.tw

g
gbooobgoobooboboobooboobooooboobooboobobboboobooboobobo
gooobgoobob oboobooboooobooboobooooboobuooboobobobooboobon
0000000000000 1200000(O0OCO0OeOOO0)0DOCOO0O0ODOOOODE00DOOOOODO11700
gboogbgose4boboobot42wh 0DDboboooboobobbooboobooboooobooboobo
gbooobgoobobobobooboobooboboobooboobobbooboobo

ogoo:gbgo,b0obo,0bon
go

gooobobo0o0ooOoboU0ooobOobooobDOoboobD WobobooOooOOobUoUooOUOobOobOoobOOobooog
o0ivOoOOooOobooooOobooooboboooooboobodvOboooooOobUoobOUOoDobOooooDboo
go0odoOviDOOOoO0OOoOOoOooOooOOooOoooOobOoooOooobwiiDOoDObOO0OoOOoDOoObOODOODO
oooobooboxoobooboooobooboobobboobDooboo110bDbobboobooboobo
gooobooobooboboloobooboobooboobDoob0oobooboobo3oubooboobooboo
goooboooboobobobooo3gobooobooboobooobooboobobobobooo3guboobooboo
gbooobobooooobooooobotebob0obOoobOobOobbOOobOOobOOOODbDUObObOeOUDOODO
gooooboobooooboobooooooboo sgboooooobooooboboboooobOoooOoDb0 110O
gbogbgoobobooboobgoobobooboonnopobooboobooboboboobooboobon
o0 wBoooooboooobooooooboboooboobob0D o0 obOoooobobboooDbOooo
gbooobdolebooboobooboobooboboboobooboobo lebobo0obOo0obOobobOobo
goooboobobob wyoboobooboooboboobooboobobboobisooboobooobobo
gbooobooboboboboboo 23pbdgboooboboobooboobobbooboobOo 2s0b0ooobOoboo
goooboobobobobooboob 2sg0bobooboobooboboboobboobDoobOoo 2roobO
gooobgoobobboboobooboobozzrobooboobobooboobooboobobooDg 39
obooobgoobobbooboobuoobobooobooobs[s1obboobooboobobobobooobOoobon
gboos000000000000O000DO0O0bO0ODOObDO0Ob e8I 0DbODODObDOODbOODbOODbDODO
gooobooo7nrbooboboooboobooboboboobooboobo 71obobooboobooboboo
ooooboobobob kBdobooobooboobobobooboobOooboboboOobD sO00boobooboboo
oooobooboboboboowOOooboobobboobooboobobobobDbooo voboobooboo
ooooboobobobobooobgoob srgbob0 b0 3-1g0bob0bobooboobobobOobooobOn

20000000000 DO0OD0DDODODO0ODO0ODbDO 220 3-300000bOU0DbObDOODbDOUODbOoODbODO

230 4-100000000DO00O00O0ODOODODOODOOD 270 4-2000000000D0OD0ODO0ODODODDODDO
00280 4-3000000000000DO0ODODOODODO0ODODO 290 4-400000000D0ODODOODOODODOO
obo0oO03104-50000000000000D00000DO0O0OO0O0 310460000000 0DOOOODOOO
000000 3204-700000000000000DC0OOODDO0OO 350 4-8Cronbach’ sa DOOOOOOO
oooopooboooo 3o 490000000DO000O00ODO0ODOOOOODOODO 400 410000D0DOODOO

oboooboboooooboat4n1000oobooKMOUDOOOODODOOD 420 4120000000

OCKMOOOOOOOOODOOOO 420 4-1300000000KMOCBartlettC 0000000 450 4-1400000
0000000000000 00OC00O0 40 41500000000KMOOBartletC 0000000 480 416000
goooboobobbobooboobo 490417000 0DO0DODODODOODODODODODOODOO
gboooboobobboboobgs20 418000000 0DO0ODODOODOO0ODbDOODbD DOODO0ODO0
gooobgoobobbobos3t4-1900bgboobooboobobooboob obobbobOo0obOon
gboooboobobb MO 4200000000000000DO0O0DODODDODOD ODDOODDODDODODOODOO
gooobgoobgssb422000000000000O0DO00DOODODODOD DOODOODODDODODOODOO



gooobgsed 4200000000000 000O0ODO0O0ODOODL ODDOODOODOODODODODODOODOO
ooogobos7rd 423000000000 0000DOO0ODODO0O0ODbDO0OU0OODODO0ObDUOODbDOODbOobDbOODOODbDOO
googobossd 4240 0000000000000 O0ODODOODO0OUODODODODOODOODODDODODOODOO
gOos59042500000000000000000D0O0DO0O0OD AT 4260 0000D0O0ODDO0ODOODOODO
goodbe4d 4270 000000O0DO0DODODODODOODOODUODODODODUOOUDOODDODDODODOODOO
gboesd 428000 00000000DOO0ODLDO0ODDLOODODODO0OODLDOODODDODODOODOUODOODDODO

670 4290000000000 0D0OOOODOOOODODODODOOOODOOOODODOOOODObOD B8O

ooo11gogbooogobobooooobooogoboooso 1o ooooboooooDooon
oono 16

gogno

000000 0000oodEocs) D000 oo0ooo0ooooooooooo0ooooD0oooDooooog
O00000000000000000029-330 00000o0oooooEess)Doooooooooooooooooooon
O000000000000000D0000000D05(1)053-760 DO0ODDDO0OROODOIDDODOODDDOOOODODDOODODOOO
000000e8n23-560 0000040 0D0OD0C0O00OD0O0O00O0D0O0O0O0DODO0O0O0O0O0O0O0ODOOO0ODO0OO ODO0OEOYDOODOO
00000 00000000000 00000000(199)000000000: 000000000000 EIY)DDODOoOg
O00000000000000000000000000?024(4)035-600 DO0O(000)DO0O0O0O0O0O0OO0OO: 00000 OO
O@l977000000000000000—-00000000000D0000DOO00035013-560 0000000070 DO0OOO0O
00000000000 00000000001)0101-1120 00 0ROQUO DO OOCO0ODOOO0DDOO00ODODODODO—-0000
O0000000000000240107-1260 000000 0DD0O0OO0O0ODODOO0OROIOA)DOODOOO0ODOOOOODOOOOOOOO
0000000000 0000000000000000D004(3)029-540 O0O0O@ROVOIDDODOODO@DOOOOOO:
http://www.cdnews.com.tw/cdnews_site/coluOutline.jsp?coluid=113[2007,July 1710 00000019920 000000C00:00000O
00000 EoceODODODDODDODODODODODODODODDODODODDOD?2313 03894110 DO OOOOERQUOOOODODO
0000000000000 0O0D0O00D00O0O0052059-970 0000000 RO3) DI DD ODODONODONODONODONODOOOOOOGO
O0-000000000D0000D00003(1)01-190 000D 0O OO Babakus, E., Crarvens, D. W., Grant, H., Ingram, T. N., &
LaForge, R. W. (1996). Investigating the relationships among sales, management control, sales territory design, salesperson performance, and sales
organization effectivemess. International Journal of Research in Marketing, 13(4), 345-363. Boorom, M. L., Goolshy, J. R., & Ramsey, R. P. (1998).
Relational communication traits and their effect on adaptiveness and sales performance. Journal of the Academy of Marketing Science, 26(1),
16-30. Churchill, G. A., Ford, N. M., Walker, O. C., Johnson, M. W., & Tanner, J. F. (2000). Sales Force Management (6th ed.). lllinois: Richard
D. Irwin. Costa, P. T., & McCrae, R. R. (1992). NEO-PIR: Professional manual. Florida: Psychological Assessment Resources. Cravens, D. W.,
Ingram, T. N., LaForge, R. W., & Young, C. E. (1993). Behavior-based and outcome-based salesforce control systems. Journal of Marketing, 57(4),
47-59. Cribbin, J. J. (1972). Effective managerial leadership. American Management Association, Inc. Davis, H. (1977). Human behavior at work:
Organization behavior (5th ed.). New York: McGraw-Hill. Fang, E., Evans, K. R., & Zou, S. (2005). The moderating effect of goal-setting
characteristics on the sales control systems-job performance relationship. Journal of Business Research, 58(9), 1214-1222. Fang, E., Palmatier, R.
W., & Evans, K. R. (2004). Goal-setting paradoxes? trade-offs between working hard and working smart: The united states versus china. Journal of
the Academy of Marketing Science, 32(2), 188-202. Fernando, J., & Marshall, G. W. (2004). Critical success factors in the personal selling
process-an empirical investigation of ecuadorian salespeople in the banking industry. The International Journal of Bank Marketing, 22(1), 9-25.
Greenberg, J., & Greeberg, T. H. (1986). The psychology of the successful salesperson. Rough notes, 129(16), 31-34. Griffin, R. W., & Bateman, T.
S. (1986). Job satisfaction and organizational commitment. International Review of Industrial and Organizational Psychology, 6, 157-188.
Herzberg, F. (1966). Work and the nature of man. New York: The Word Publishing Company. Homburg, C., & Pflesser, C. (2000). A
multiple-layer model of market-oriented organizational culture: Measurement issues and performance outcomes. Journal of Marketing Research,
37(9), 307-333. Hui, M. K., Au, K., & Fock, H. (2004). Empowerment effect across cultures. Journal of International Business Studies, 35(1).
laffaldano, M. T., & Muchinsky, P. M. (1985). Is faction erformance: A metaanalysis. Psychological Bulletin, 97, 251-273. Judge, T. A., Joyce, E.
B., & Edwin, A. (2000). Personality and job satisfaction: The mediating role of job characteristics. Journal of Applied Psychology, 85(2), 237-249.
Kallerberg, K. (1977). A theory of job satisfaction. American Socioloical Review, 42, 124-143. Locke, E. A. (1976). The nature & cause of job
satisfaction, handbook of industrial & organizational psychology. Chicago: Rand McNally College. MacKenzie, S. B., Podsakoff, P. M., & Richard,
F. (1991). Organizational citizenship behavior and objective productivity as determinants of managerial evaluations of salespersons’ performance.
Organizational Behavior and Human decision Processes, 50, 123-150. MacKenzie, S. B., Podsakoff, P. M., & Gregory, A. R. (2001).
Transformational and transactional leadership and salesperson performance. Journal of the Academy of Marketing Science, 29(2), 115-134.
McCrae, R. R., & Costa, P. T. (1997). Personality trait structure as a human universal. American Psychologist, 52, 509-516. Moss, S. (1978). What
sales executive look for in new salepeople. Sales and Marketing Management, 47, 32-46. Petty, M. M., McGee, G. W., & Cavender, J. W. (1984). A
meta analysis of the relationship between individual job satisfaction and individual performance. Academy of Management Review, 2, 712-721.



Robbins, S. P. (1998). Organizational behavior: Concepts, controversies and application (8th ed.). New York: Prentice Hall International Inc.
Robinson, L., Marshall, G. W., Moncrief, W. C., & Lassk, F. G. (2002). Toward a shortened measure of adaptive selling. Journal of Personal
Selling & Sales Management, 22(2), 111-119. Scot, M., & Mitchell, J. (1972). The development of a money-handling inventory. Personality and
Individual Differences, 17, 147-152. Seashore, S. E., & Taber, T. D. (1975). Job satisfaction indicators and their correlates. American Behavioral
Scientist, 18, 333-368. Silverman, S. B., & Day, D. V. (1989). Personality and job performance: Evidence of incremental validity. Personnel
Psychology, 42, 25-36. Smith, P. C., Kendall, L. M., & Hulin, C. L. (1969). The measurement of satisfaction in work and retirement. Chicago:
Rand McNally. Spiro, R. L., & Weitz, B. A. (1990). Adaptive selling: Conceptualization, management and nomological validity. Journal of
marketing Research, 27, 61-69. Sujan, H., Weitz, B. A., & Kumar, N. (1994). Learning orientation, working smart, and effective selling. Journal of
Marketing, 58(3), 39-52. Szilagyi, A. O. (1981). Management and performance. California: Goodyear Publishing. Tokar, D. V., & Fischer, A. R.
(1998). Personality and behavior. Journal of VVocational Behavior, 53, 115-153. Verbeke, W., Belschak, F., & Richard, P. B. (2004). The adaptive
consequence of pride in personal selling. Journal of the Academy of Marketing Science, 32(4), 386-406. Weiss, D., Dawis, R., England, G., &
Lofquist, L. (1967). Manual of the minnesota satisfaction questionnaire. Minneapolis, Minn: University of Minnesota Industrial Relations Center.
Woo, C. Y., & Willard, G. (1983). Performance representation in business police research: Discussion and recommendation. The 43rd Annual
National Meetings of the Academy of Management, Dallas.



