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ABSTRACT
This study empirically examines the relationship between salespeople’ s personality traits, job satisfaction, and job performance for
the life insurance industry in Taiwan and Mainland China by excerpting from existing literature and logical conclusion. The data is
composed of insurance salespeople and is collected by 1200 questionnaires. In Mainland China, we send the questionnaires to 600
insurance salespeople by mail. In Taiwan, we send the questionnaires to 600 insurance salespeople directly. Of a total of 1200
samples, 504 completed questionnaires were returned (48% response rate), 117 questionnaires were unusable, and 621
questionnaires were unreturned. In summary, the results indicate that job performance is positively related to insurance salespeople
' s personality traits and job satisfaction in Taiwan. In Mainland China, job performance is not conspicuously related to insurance
salespeople’ s personality traits. Except personality traits, job performance is still positively related to other factors in Mainland
China.
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