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Abstract

Purpose - Recently, domestic pharmaceutical market is growing steadily, but top-tier companies are concentrating on sales
growth. In this market, SMEs, which account for more than 80% of the entire market, suffer from the problem of lower
margins and increasing inventory costs. According to the government's policy changes related to pharmaceuticals, it is
pointed out that the management of existing customers and the control of salespeople are important issues for
pharmaceutical companies. This study investigates the effect of the control system on the salesperson in domestic
pharmaceutical distribution channel on customer-oriented selling behaviors and sales performance.

Research design, data, and methodology - To verify the proposed research model and test hypotheses, the authors selected
244 MR(medical representatives)’s responses which have currently relationship with doctors or pharmacists. This study
carefully investigated the reliability, content validity, convergent validity, and discriminant validity of the proposed model.
Results - The authors find out the following results: capacity control, activity control, and self control have positive effects on
customer-oriented selling behaviors and customer-oriented selling behaviors have a positive effect on sales performance. In
addition, we present alternative model to check the direct effect between the control systems and the sales performance, but
control system factors except self control have no direct influence.

Conclusions - First of all, competency control and activity control increases the customer-oriented selling behavior of the
salesperson. This means that the salesperson's sales skill, negotiation skill, customer access skill, presentation ability,
monitoring, direction and evaluation are important and it is also important to control activities to check the number of visits
to customers, report preparation, and customer service etiquette. Second, the fact that self-control of salesperson affects the
customer-oriented selling behavior suggests that self-control is not controlled by external factors but rather establishes
short/long-term goals. Therefore, it is important for sales organization to create an environment in which members can
induce persistent incentives for self-control. Finally, output control did not affect customer-oriented sales behavior, which is
less likely to form confidence or motivation to MRs when output control is perceived as a means of monitoring, supervising,
or controlling rather than providing information to salespeople.
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Clet=cz =FE Peso WXUATES 57| Il
Cronbach’s a ZAZ2 ZISHsIACt 1 ZADf <Table 150 &
Ol Het 20| B= B=0fA YEFHQI +=87|FX|Q 0.7 O]
AS HO|lE Ao Z LIEGCHNunnally & Bernstein, 1994). Of
28, MEY BME HAgH 550 ofs &o1E Qs
(CFA)S AlHSIACE O] IFFoIM HPYEE Holxal= &5
of ChshM= HMHBIUCHHair et al., 2006). Q1% QOlZM
A1t model fite x’=311.947, df=256, X’/df=1.219, RMSEA=
0.030, GFI=0.905, NFI=0.911, IFI=0.983, TLI=0.980, CFl=

09835 LIEMHCH, iMAEcz Motk X552 ALK 0|4
2 HO|E Z{o2 LIEICHKIne, 1998). EIIMo 2 HMES0|
SiE AFLEHRIO) CHet CHEYS ZHK|=R| EESE| fI6 =l
A QEMoM 22 B RAFEELHAVE) JHEAZ|=(CR:
composite reliability) Z+S A AMSID DE S24F0 059
0.7 X1let= Z{o=2 LIEItCHBagozzi & Yi, 1988).

<Table 1> Confirmatory Factor Analysis and Cronbach's Alpha

Test
Construct| 3 | SE. |tvalue| AVE | CR Cronbach's
estimate a
Q2A4 | — 0732 | - B

Q2A3 | | capabilty| 0724 [0.106|9.739 | ||

Q2A2 | ~ control | 0647 |0.114 | 8.734

Q2A1 | < 0.772 | 0.105 | 10.278

Q7A5 | — 0.787 - -

Q7A4 | — 0.78 |0.083 [12.102
activity

Q7A3 | — 0.75 |0.075(12.028 |0.612|0.918 0.887
control

Q7A2 | — 0.763 | 0.078 | 12.56

Q7A1 | — 0.829 | 0.074 | 13.437

Q10A8 | 0.891 - -

Q10A7| | gof | 0.894 |0.052 |19.304

0.698(0.886) 0.899
Q10A6| | control | 0,706 |0.063 |13.003

Q10A5 | « 0.838 | 0.056 | 17.295

Q13A4 | — 0.784 - -

Q13A3| < output | 0.836 |0.074 | 13.7

0.653/0.913  0.881
Q13A2| «| control | 0,856 |0.078 |14.035

Q13A1| — 0.752 | 0.072 |12.134

Q3A1 | — 0.77 - -
customer

Q3A2 oriented 0.783 | 0.09 |12.099

Q3A3 |+ (CO) 0.747 | 0.086 [ 11.512|0.574/0.918 0.876

Q34 | < selling 10757 10 086 [11.435

behavior

Q3A5 | 0.737 | 0.084 [11.214

Q5A4 | 0745 | - :

Q5A5 perfor- =4 76 10.126 | 8.376 |0.503(0.826] 0.743
mance

Q5A6 | + 0.614 | 0.09 | 7.802

model fit: x?=311.947, df=256, x%/df=1.219, RMSEA=0.030,
GFI=0.905, NFI=0.911, IF1=0.983, TLI=0.980, CFI=0.983
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CH(Fornell & Larcker, 1981).
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<Table 2> Correlation Matrix and Descriptive Statistics

construct M st.d. (1) 2) 3) 4) (5) (6)
capability control (1) 3.715 .692 1.000 0.494** 0.174* 0.323* 0.441** 0.116*
activity control (2) 3.807 .695 1.000 0.227** 0.459** 0.455** 0.170**
self control (3) 3.889 .948 1.000 0.281** 0.320** 0.278**
output control (4) 3.848 728 1.000 0.349* 0.221**
CO selling behavior (5) 4.015 .635 1.000 0.311**
performance (6) 3.535 .659 1.000

*p < 001 *p < 0.05
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onf, AMOS 50 SAIZ|X|E AHESIRUCE oA

Zate Of2f <Table 3>9| L{&ut ZLCY. =

HI ofo
1x ot

<Table 3> Results of SEM for Test of Hypotheses

I BNz y°=352473, df=284, x’/df=1.241, RMSEA=
0.031, GFI=0.899, NFI=0.901, IFI=0.979, TLI=0.976, CFl=
09792 7{9| RE HYk X0 HIXE XM= =F
S 20| $880t5t 2402 LIELICHHair et al., 2008).

H(+/-) path st. estimate S.E. t-value p-value result
H1(+) capability control — CO selling behavior 0.321 0.09 3.528 b supported
H2(+) activity control — CO selling behavior 0.242 0.079 2.692 0.007 supported
H3(+) output control — CO selling behavior 0.076 0.065 1.003 0.316 not supported
H4(+) self control — CO selling behavior 0.215 0.04 3.307 ox supported
H5(+) CO selling behavior — performance 0.357 0.087 4.455 ox supported
control sales experience — performance 0.128 0.007 1.836 0.066 N/A

model fit: x?=352473, df=284, x*/df=1.241, RMSEA=0.031, GFI=0.899, NFI=0.901, IFI=0.979, TLI=0.976, CFI=0.979

AFOM 28T 7HE2 7tE 38 Melstn 2E 7HE0l X
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