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Figure 1 Conceptual Model
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Effects of Goal Orientations and Perceived Ability
of Sales Force Obsolescence on Selling Behaviors

Chai Junwu,Li Jingjing
School of Management and Economics, University of Electronic Science and Technology of China, Chengdu 610054, China

Abstract ; Sales effort and adaptive selling are two basic selling behaviors, and exploring the determinants of two selling behaviors
is a hot research topic in sales management area. Based on the related researches of educational psychology and sales force man-
agement, the present study explored the relationships among three types of goal orientations and two types of selling behaviors,
and explored the internal mechanism of different goal orientations leading to different levels of sales effort and adaptive selling
through introducing the concept of perceived ability of sales force obsolescence. Specifically, the present study conducted the sur-
vey from 160 salespeople in nine companies, then discussed the relationships among the salespersons’ goal orientations, the per-
ceived ability of sales force obsolescence and the selling behaviors, and focused on the mediating effect of perceived ability of
sales force obsolescence on the relationships among goal orientations and selling behaviors. The results of empirical study shows
that goal orientations can significantly influence perceived ability of sales force obsolescence and selling behaviors and perceived
ability of sales force obsolescence can significantly impact selling behaviors. The study also finds that there is mediating effect in
the relationships among goal orientations and selling behaviors, and perceived ability of sales force obsolescence plays a role of
mediator.

Keywords :selling behavior; selling effort; adaptive selling; goal orientation ; perceived ability of sales force obsolescence
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