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Several pieces of information about 500 people engaged in sales occupations in nine companies
were used to examine (1) the relation between the Diamond Sales Aptitude Test score and
criteria, i.e., job performance rating and overall rating by their superiors, and (2) the effects
of tenure in sales occupation on the test score. Results indicated that personality traits in this
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was positively correlated with Motivation (p<.01), Self-Confidence (p<.01), Sociability (p<.01),
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correlated with all of the subtests: Motivation (p<.01), Self-Confidence (p<.01), Sociability
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B . _ . possible explanations for these results were discussed.
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Key words : personality traits, sales personnel, prediction of sales performance, aptitude for
sales occupations, tenurc in sales occupation.
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Abstract:
ﬁ%@ﬂg_t %r&]ﬁl;%g;g:ﬁgzﬁ@ 5 K ?i 5 7:_—“5 5 ” Since sales activities are the source of corporate sales, it is one of the most important business
N = ° activities, In order to improve sales activities, it is important to understand the qualities of
salespersons engaged in sales activities. This understanding can be an effective means for practicing
- 4 ﬁ*ﬁ%ﬁ%@%g; D sales management such as employment, assignment and personnel change of sales persons.

In this rescarch, a questionnaire survey (Big Five personality diagnosis) was conducted for sales
person. Big Five is a theory that explains personal behavior and thought by five traits, and rescarch
has been actively conducted since the 1980s. Based on the survey results, we tried to analyze the
qualitics of the salesperson based on personality traits.
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Note on Salesperson Performance and Non-Cognitive Skill
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