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(Table 1) In-Depth Interview Companies

Category Small Sales.C.ompanjes Large Sales: C.ompanies
(Under 2 Billion Won) (Over 2 Billion Won)
Short History Companies 3 3
(Under 10 years)
Long History Companies(Over 10 years) 3 3




7] AR B2B 4T JREaclel BAA 9 11
(Table 2) In—Depth Interview Company Characteristics
Annual Sales | # of Business
N I L f Empl
Category | Company Name ndustry (Billion Won) | Partners # of Employees
OCVision Information& Corr.lmumcatlon ) 60 9
Group 1 Construction
hort Hi Electrical . .
Sepad - ectr‘lca Electric Construction 7 10 25
-Large Sales) | Construction
(OElectric Electric Construction 4 8 6
OO Network Electric& Comm_unlcatlon 10 5 m
Construction
Group 2 . .
Inf¢
(Long History | OOSystem nformation& Con?mumcatlon 5 200 40
Construction
-Large Sales)
Electri
ggﬁg}el:lt;g Electrical Firefighting Construction 9.8 6 17
(OTech Electric Construction 0.3 15 5
Group 3 .
. Electrical . e .
(Short History %o?stri(::trilgj Air Conditioning Construction 0.1 20 1
-Small Sales)
OOTool Tool Installation 0.15 20 1
Group 4 OCOENG Industrial Machinery Installation 0.5 10 1
(Long History | (OOOAircon Air Conditioning Construction 0.3 12 1
-Small Sales) | OMolding | Landscape Lighting Construction 13 40 4
(Table 3) In—Depth Interview CEO Characteristics
Category Company Name |  Experience (Years) Major Sales Participation Rate(%)
OOVision 13 Electronic Engineering 50
Group 1 .
. El | N
(Short History Cgoonstrzccttril(fs 14 Engineering 50
-Large Sales)
(OElectric 8 Electrical Engineering 100
OO0 30 Business 20
Group 2 Network
ong History ystem omputer Science
Long Hi OOs 30 C Sci 100
-Large Sales) Electri
gigﬁ gflflt;g 28 Electrical Engineering 100
(OTech 9 Electrical Engineering 0
Group 3 .
(Short History Cgoonilri(;rilocgl 5 Architectural Design 60
-Small Sales)
(OOTool 8 Mechanical Engineering 0
Group 4 OCENG 11 Mechanical Engineering 0
(Long History | (OOOAircon 25 Plumbing Welding 0
-Small Sales) | O OMolding 15 Environmental Design 0
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(Table 4) Agreeableness, Extraversion and Sales Performance

Group 1(Short History-Large Sales)

Group 2(Long History-Large Sales)

- A Aol Hhael A 28 A o] = v 21 2 @
A 91949 A wolel 1 3.
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-370] JagFaelolA] Egol Bol 1.
=

2o Y24

AL BRI H7t R0l 3 g Ee) A 2.

Aol zsHdol & AL e =M= F2H 0

Group 3(Short History-Small Sales)

Group 4(Long History-Small Sales)
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(Table 5) Conscientiousness and Sales Performance

Group 1(Short History-Large Sales)

Group 2(Long History-Large Sales)
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(Table 6) Openness to Expe

rience and Sales Performance

Group 1(Short History-Large Sales)

Group 2(Long History-Large Sales)
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(Table 7) Neuroticism and Sales Performance
Group 1(Short History-Large Sales) Group 2(Long History-Large Sales)
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Group 4(Long History-Small Sales)
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(Table 8) Technical Capabilities and Sales Performance
Group 1(Short History-Large Sales) Group 2(Long History-Large Sales)
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(Table 9) Sales Capabilities and Sales Performance

Group 1(Short History-Large Sales)

Group 2(Long History-Large Sales)
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(Table 10) Customer Management Capabilities and Sales Performance

Group 1(Short History-Large Sales)

Group 2(Long History-Large Sales)
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(Table 11) Communication Skills and Sales Performance

Group 1(Short History-Large Sales)

Group 2(Long History-Large Sales)
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(Table 12) Negotiation Skills and Sales Performance
Group 1(Short History-Large Sales) Group 2(Long History-Large Sales)
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(Table 13) Customer Orientation and Sales Performance

Group 1(Short History-Large Sales) Group 2(Long History-Large Sales)
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(Table 14) Adaptive Selling Behaviors and Sales Performance

Group 1(Short History-Large Sales)

Group 2(Long History-Large Sales)
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(Table 15) Formal Control and Sales Performance

Group 1(Short History-Large Sales) Group 2(Long History-Large Sales)
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(Table 16) Clan Control and Sales Performance

Group 1(Short History-Large Sales) Group 2(Long History-Large Sales)
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(Table 17) Delegation and Sales Performance

Group 1(Short History-Large Sales) Group 2(Long History-Large Sales)
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(Table 18) Goal Decision Rights Delegation and Sales Performance

Group 1(Short History-Large Sales)

Group 2(Long History-Large Sales)
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Group 3(Short History-Small Sales)

Group 4(Long History-Small Sales)
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(Table 19) Strategy Decision Rights Delegation and Sales Performance

Group 1(Short History-Large Sales) Group 2(Long History-Large Sales)
-dddete AH 5U L S F AL & |-tk Aldshe Qo] BaAol e 44,
- TS Bo| FewF Aol ved H. - AR 222 A9 A setar 9.

A A YL ) o] 222 BEE. -CEO7H A4 Sh7h 222 99 A=E 98

Group 3(Short History-Small Sales) Group 4(Long History-Small Sales)
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(Table 20) Charisma and Sales Performance

Group 1(Short History-Large Sales) Group 2(Long History-Large Sales)
-ALESE A S Folsta s NS F AES
=g - B|Ake] WA & Kol
A5 YEFPEL AT A UFN 71 QS & |- AL 2L o] AAE|BE F3 571 ol sk ol
F& T A vk 01 °l¢71“ Sk
- e 7lE QoI 222 A 1, T | - A& AlA sk Ale] 31 Aol e AL
S st
Group 3(Short History-Small Sales) Group 4(Long History-Small Sales)

_ oojcﬁ;\]_%% ?‘,ﬂ_?@}ol]/ﬂ /Hx]—?‘sl—% o];ﬂ:l:L 3}

PN = |- R ET & 4= 9) 7 &l okal.
- IS 2nE AT F AR F71E FoEl _oﬂoqg;}g}_qgﬁ-;l‘x]/\;]oﬁé}];] oro
Hol =, ;_ua jus 5 ¥
-HE FEARS =7 = 3} Ao a1, 710
A9 2 A et %]ﬂmﬂ%ﬂi&Mlmaﬂg}aﬁﬁihwgﬁ Fe Aol 2, el
LA A7) 7F Zol AR HA E Fekar 95 g o},

(Table 21) Individualized Consideration and Sales Performance

Group 1(Short History-Large Sales) Group 2(Long History-Large Sales)
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(Table 22) Intellectual Stimulation and Sales Performance
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Group 1(Short History-Large Sales) Group 2(Long History-Large Sales)
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(Table 23) Inspiration Motivation and Sales Performance

Group 1(Short History-Large Sales) Group 2(Long History-Large Sales)
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(Table 24) CEO Characteristics, Organization Management Factors, and Sales Performance
Short-Large Long-Large Short-Small Long-Small
Category CEO CEO CEO CEO
A I Ext St fc
greeab CI?GSS/ . .rong o Strong Weak Less Relevant
roversion Business Only
.| Conscientiousness Strong Strong Not Relevant Less Relevant
Personality .
(Big5) Openn.ess ° Strong Strong Strong Weak
Experience
L Strong But Hard
Neuroticism rong Sut Har Weak Strong Strong
to Manage
Technical Strong Pride Strong(Objective Strong Pride Strong Pride
Awareness)
Weak(Consi t
Sales Average Level Strong Weak cak(Consignmen
Sales)
B2B . -
Customer Weak(Passive Weak(Passive
Sales Management Average Level Strong Management) Management)
Capabilities a8 g g
. A A
Communication Average Level Strong Strong(Awareness | Strong(Awareness
of Importance) of Importance)
. Weak tiati Weak(P ion-
Negotiation Average Level Strong ¢ A\gzg:‘:; fon ca f(()cirsselzla)smn
Customer Stron Stron, Stron, Weak
Customer Orientation £ £ £ (Limited)
Orientation Passi
Adaptive Selling Active Active (Liﬁsii[:l) Passive(Limited)
Outcome vs. Use All(More Use All(More Use All(More Use All(More
o Behavior Outcome Control) | Outcome Control) | Behavior Control) | Outcome Control)
ontro
S Active Use Not Used
ystem . )
Clan Active Use (Compensation Not Used (Importance
Provided) Recognition)
Delegation Moderate Extensive Limited Moderate
. Goal ]?emsmn Limited Extensive Moderate Moderate
Delegation Rights
Strateg)./ Decision Limited Limited Moderate Moderate
Rights
. Moderate(Motivatio | Moderate(Motivatio
St St
Gt rong rong n-focused) n-focused)
Individual Stron Strong Weak(Doubtful Weak(Support-
Tralr‘]sforlma Consideration £ (Support-focused) Effectiveness) focused)
ional
Leadership In.tellect%lal Strong Strong Weak Weak
Stimulation
Inspiration
Motivation Strong Strong Weak Weak
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<Abstract>

An Exploratory Study on the
Factors Affecting Sales Performance in
B2B Electrical Construction Business

Sang Duck Kim" - Myung Hoi Baek™ - Bong Hyun Yoon™

Salesperson plays a crucial role in a company’s success. For this reason, many studies related to sales and promotion
have examined the relationship between salesperson and sales performance from various angles. However, in order to
explain the relationship between salesperson and sales performance, it is necessary to consider not only the personal
characteristics, but also the organizational variables, and the suitability between them.

This study aims to overcome the limitations of the existing research by dividing the factors that affect salesperson’s
performance revealed in the existing study into individual factors and organizational factors, and integrating them to
identify them.

To achieve the purpose of the study, in-depth interviews were conducted with 12 CEOs of electrical construction
businesses. As a result of the analysis, it was found that CEO characteristic factors such as the CEO’s personality type,
B2B sales competency, and customer orientation and organizational management factors such as salesperson control

system, empowerment, and transformational leadership are closely related to sales performance in B2B sales.

Key Words : B2B Sales, Salesperson, Sales Performance, CEO Characteristics, Organizational Management
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