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The Effects of Job Related Variables on Job Satisfaction and Job
Performance of Apparel Salespeople

Kwang Hee Park’
Dept. of Fashion Marketing, Keimyung University; Daegu, Korea

Abstract : This study examined the differences in job related variables, job satisfaction and job performance against
demographic characteristics and the impacts of job related variables on job satisfaction and job performance. A ques-
tionnaire survey collected data from september 1% and 7™ 2011. A convenience sample was drawn from salespersons
working for department stores in Daegu and Pohang. A total of 337 responses were complete and usable questionnaires.
Data were tested through factor analysis, t-test, ANOVA, and regression analysis, using SPSS 21.0. The results of this
study are as follows: First, six factors were extracted from job related variables (positive reaction of customer, career of
salespeople, interpersonal relations, influence of salesperson, customer complaints, overwork). Second, there were sig-
nificant differences in job related variables, job satisfaction, and job performance according to age, marital status, average
monthly income, work period, and job position. Third, regression analysis between job related variables and job sat-
isfaction showed that the most influential predictor of job satisfaction was career of salespeople, followed by interpersonal
relations, influence of salesperson, customer complaints, and overwork. The most influential predictor between job
related variables and job performance was positive reaction of customer, followed by career of salespeople, interpersonal
relations, influence of salesperson, and customer complaints.

Key words : job related variable(%] 523 ¥ <l), job satisfaction(%] F- %), job performance(2] ¥4 7}), apparel sales-
people(&] 31 )
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2002; Park, 2004).
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Table 1. Factor analysis and reliability of job related variables

FL 060 o]o|Pon 6820 AnELe
62.9%01Ne™ W& AX=E YeRE AlF% A9 0.66 ©|

Angd eQle] By Avnm wAe] 47 o] 7h
4 wgtow ilgle] 9, nAze] 4%, tielwl, W

Ao, = R CREE L DET
S A Wl e wEHe] s w9kor] el
o W] MAE 9T L AR AES B AL
SUEEE L

A= | 1t
thelir] 4oz Hrkstalar ?r%%lﬂr e A= Qe

Factor Cronbach's o (mean)
Factor/Item . . .
loading cumulative variancet
Factor 1: Positive reaction of customer 081
I feel satisfied when the customer trusts and listens carefully about the product that I am selling. ’
I feel satisfied when regular customers increase. 0.78
I feel satistied when the customer feels valued by my service. 0.77
I feel satisfied when the customer buys several items of clothing at the right price. 0.75 0.92
2
I feel satisfied when the customer has a lot of knowledge about the product and brand that I am selling. 0.73 (;8 g)
I feel satisfied when the customer acknowledges the value of the product that I am selling. 0.72
I feel satistied when the product I am selling follows the current trend. 0.65
I feel satisfied when different types of clothes are displayed in the store. 0.64
I feel stratified when I have a proven track record of sales. 0.60
Factor 2: Customer complaints
. . . 0.79
I feel unmotivated to work when the customers treat me impersonally. 075
I feel unmotivated to work when the customers are too demanding. 0.72 (4.70)
I feel unmotivated to work when society has a negative view of salespeople. 0.70 40.1
I feel unmotivated to work when the customer doesn’t acknowledge the value of the product that I am selling.  0.68
Factor 3: Influence of salespeople
. Lo . N 0.83
I believe the salesperson’s communication skills affect the sales. 078
I believe the salesperson’s attire affects the sales. 0.70 4.79)
I believe the salesperson’s knowledge of the sale product affects the sales. 0.65 475
I believe the salesperson’s attitude affects the sales. 0.63
Factor 4: Interpersonal relations 0.71
. . . I 0.80
I am satisfied with the relationship with co-workers. (4.69)
I am satisfied with the relationship with my supervisor. 0.76 53.8
Factor 5: Career of salespeople
. : ) - . 0.79 0.68
I believe being a salesperson is a promising and stable job. :
4.2
I believe people have a positive view of salespeople. 0.74 ( 58 ;)
I will still work after I get married. 0.72
Factor 6: Overwork
. . 0.82 0.66
I feel unmotivated to work when there are too many sales. :
4.05
I feel unmotivated to work when I am forced to sell even though I am not satisfied with the sale product.  0.74 ( & 9)

I feel unmotivated to work when I cannot rest on my days off.

0.65
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1 [e] §‘__
Aragsel tha ke WA Ee m 2459
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EoAR, A5 £, 2 A °1°ﬂ e jole Foldk A
o2 UEPTHTable 2). 25-3d 291 7HHA] 4—‘%?%\‘4%
JALFAITA EAol up2 Afol7t BF FolalA] %2 A
B, AgoR, 945 5, 277, At %&%’101 5
F7F AvketA B dvkal =75 7] wiEelEtal &
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93, A g, %‘%‘éﬂ | oM Frefdk xtel7h vherst
on, AHoZ s Soke] Fujgo] 3] 34
2 ol gk v 7W Al 212593 40t FHko
Tl lo] I o] ZFo] 7P Hom ymjAle] gt &
TS 7P FRR R Bysk vbd 20t Zuke] dajge
Tl A o] Jggol H7Fek v 2] 9]

ol Y gL 71y vk B, Agelvel B9 A74%
o olHut frold Aol7h Leht mlEwRT} Z1Ee] Hu)ele]
ATEASA S ME ArHY 20l ARUE @ AT AR4RE o i B 25 FE0] BE Folg 4
dae] Apole Lohrr] P3N ttesto} AUTAHEA S A HEH, 200-400 L] 255 71 dAnfdo] aAe] g
Table 2. Mean differences in job related variables
. Job related factor
Variable/ — - Job Job
Classification Positive reaction ~ Customer  Influence of Inter-personal ~ Career of g o0 performance
of customer complaints  sales-people relations sales-people
20~25 -0.30a -0.10ab 0.32b -0.15 -0.26a 0.19 -0.52a
26~30 0.01ab 0.22b -0.03ab 0.15 -0.14ab 0.12 0.02bc
A 31~35 0.04ab 0.01ab -0.29a 0.04 0.17ab 0.04 -0.25ab
e
£ 36~40 0.18b 0.16b -0.16ab 0.04 0.01ab -0.27 0.24c
over 41 0.09ab -0.33a 0.06ab -0.06 0.33b -0.08 0.39¢
F value 230 3.66%* 3.13*% 0.94 3.89%* 222 9.63%**
Single -0.06 0.06 0.02 -0.03 -0.17 0.02 -0.17
Marital .
Married 0.05 -0.06 -0.03 0.05 0.19 -0.03 0.20
status
t value -0.98 1.11 0.45 -0.77 -3.36 0.51 -3.41
Under 200 million -0.17a 0.11 -0.07 -0.09a -0.22a -0.14a -0.34a
Monthly 200~400 million 0.25b -0.15 0.04 0.01a 0.15b -0.05a 0.30b
income  Qver 400 million 0.19ab -0.18 0.22 0.41b 0.61c 0.42b 091c
F value 6.60%* 2.88 1.52 4.52% 15.29%* 4.98** 41.05%**
Under 3 years -0.22a -0.05 0.24 -0.22 -0.27a 0.13 -0.74a
3~6 years -0.25a 0.16 0.15 -0.14 -0.14ab 0.01 -0.19b
Work  6~9 years 0.01a 0.19 -0.19 0.03 -0.13ab -0.04 -0.01b
period  9-12 years 0.01a -0.07 -0.13 0.25 0.18ab 0.08 0.18bc
Over 12 years 0.30b -0.15 0.02 0.04 0.30b -0.11 0.59¢
F value 3.38%* 1.63 1.95 1.96 4.20%* 0.60 19.52%%**
Sales manager 0.28¢c -0.10 0.06 0.12 0.31b 0.12 0.52¢
2™ level sales manager 0.02bc 0.11 -0.16 -0.03 -0.17a -0.07 0.01b
J(.)t.) 3" level sales manager -0.20ab -0.02 0.12 0.20 -0.20a 0.15 -0.27b
position
Entry level salesperson -0.54a -0.05 0.19 -0.18 -0.23a 0.19 -0.97a
F value 9.3k 0.90 1.91 1.78 6.77*** 1.10 37.18%**

£p<.05, **p<01, ***p<001

abc : Duncan test shows that means with different subscripts differ at p<.05.
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Table 3. Multiple regression analyses of job satisfaction and job performance
Job satisfaction Job performance
Job related factor
(standardized) B t value (standardized) B t value
Positive reaction of customer 0.08 1.62 0.34 7.42%%%*
Career of salespeople 0.41 8.7T7*** 0.32 6.83***
Interpersonal relations 0.26 5.62%** 0.21 4.51%**
Influence of salesperson 0.12 2.63%* 0.12 2.55%%*
Customer complaints -0.15 -3.18%* 0.10 2.14%
Overwork -0.10 -2.09* 0.08 1.69
F value 22.10%** 22.65%**
R’ 0.29 0.29
*p<.05, **p<.01, ***p<.001
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