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1. Adaptive Selling Behavior (ASB)
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1- Pearson Correlation Coefficient
2- Regression Analysis

3- Slight Correlation Coefficient
4- Path Analysis

5- Granger- caused

6- U Mann- whitney

7- Kruskal- wallis

8- Sales People Performance

9- Job Satisfaction

10- Working Relationship Quality
11- Supervisor Relationship

12- Colleague Relationship
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- Continuous Adaptation to Expectations
- Selling Principles & Techniques

- Selling Professional Force

- Products Selling Methods

- Relation to Customer

- Customers Attraction, Protection & Bringing up
- Competitive Advantage

- Loyalty

9- Adaptive Selling Behavior

10- Educational & Cultural Differences
11- Selling & Marketing Theories

12- Recognition Growth
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- Adaptive Selling Behavior (ASB)
- Weitz

- Sujan

- Conceptual Model

- Spiro

- Definition Of Adaptive Selling

- A Customer Interaction

- Salesperson Behavior Correction
9- Selling Situation

10- Long-Term

11- Selecting & Training Salespeople
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1- Salespeople Encounter A Wide Variety Of Customers With Different Needs
2- The Typical Sales Situation Involves Large Orders

3- The Company Provides Resources To Facilitate Adaptation
4- The Salespeople Have The Capability To Adapt Effectively
5- Aspects Of Adaptive Selling

6- Recognition

7- Sales Different Situations

8- Confidence

9- Appropriate Strategies

10- Adaptation

11- Adaptation & Sales Process Models

12- Spiro, Perreault And Reynolds

13- Sales Bilateral Interactions
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1- Istea
2- Changing The Salesperson' S Impression Of The Customer
3- Personality Traits & Adaptive Selling
4- Efficiency
5- Aggressiveness
6- Sociability
7- Conceptually To Flexibility In Behaviors
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9- Working Relationship Quality
10- Collectivism
11- Uncertainty Avoidance
12 - Personal Selling Practices
13 - Mccuskar
14 - Triandis
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- Social Behavior

- Collectivist Societies

- Competence

- Specialist

- Leader- Member Exchange (LMX)
- Effective Leadership

- Latitude For Competency & Loyalty
- Useful Tool

9- Reduced Stress

10- Increased Motivation

11- Increased Job Satisfaction

12- Salesperson' S Feelings
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- Lower Conflicts

- Job Related

- Trust

- Support

- Loyalty

- Recognition

- Latitude, Loyalty & Competence

- Freedom

- Using Measures Of Operational Autonomy
0- Participative Decision -Making
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1- Collar Workers

2- Unprofessional

3- Unethical

4- Lacking Integrity

5- Deluga

6- Selling Performance

7- Subjective Performance

8- Objective Performance

9- Achievement Of Sales Objectives
10- Control Of Unnecessary Expenses
11- Development Of Customer Support Communication With The Customer
12- Use Of Technical Knowledge
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An Examination of the Relationship
Between Working Relationship Quality
With Salesperson Performance & Job
Satisfaction & the Role of ASB Behavioral
Model in Sale

K. Heidarzadeh, Ph.D.
Sh. Garmabdari, M.Sc.

Abstract

The present researches look into the examination of the relationship between
working relationship quality with salesperson performance & job satisfaction
and role of ASB behavioral model in sale for the first time in Iran. The
whole Programming & activities of a business meet the good result by up
port of sales. A perfect salesperson has certain specifications whose role is
reflected in his or her performance.

A main cause of efficiency or inability in the task of commerce & sales is in
relation with the cultural & upbringing difference among countries & based
on that the Adaptive Selling Behavior pattern has com up. The Adaptive
Selling Behavior pattern is on the basis of customers’ desires.

The Adaptive Selling Behavior pattern includes the suitable modifications in
the salesperson’ s behaviors according to a customer’ s relation or the
correction of the salesperson’ s with regards to customers’ reactions during
the information’ s receiving along with the sales situation.

The Working Relationship Quality emerges as mediator connecting
Adaptive Selling Behavior performance & the role of Adaptive Selling
Behavior in the sales performance, the relationship between Adaptive
Selling Behavior, Working Relationship Quality & Salesperson
Performance, Job Satisfaction of Salesperson has been analyzed by the use
of 7 hypothesis & exploratory research project, surveying research approach
& accidental sampling, the necessary information of 267 people was
collected by the support of a valid & reliable questionnaire.
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This information has also been analyzed by the use of regression coefficient

tests & detailed regression coefficient.

The achieved results indicate that:

1- Adaptive Selling Behavior significantly has a positive relationship with
Working Relationship Quality.

2- Working Relationship Quality significantly has a positive relationship
with the Sales Performance & the salesperson’s Job Satisfaction.

3- With controlling the effect of Working Relationship Quality, Adaptive
Selling Behavior significantly has a positive relationship with Sales
Performance & Job Satisfaction.

4- With controlling the effect of Working Relationship Quality, there is a
positive & significant relationship between Sales Performance &
salesperson’s Job Satisfaction.

Keywords: Adaptive selling behavior, Sales people performance, Job
Satisfaction, Working relationship quality, Supervisor relationship,
Colleague relationship





