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ABSTRACT

Good salespeople are the deciding factors in the success of an organization. In particular, the role of the salesperson takes on a
more important role. Accordingly, the first purpose of this study is to understand the personal values of salespeople; secondly, to
study the explanation personal values, adaptability, and customer orientation have on salesperson’s performance. The third purpose is
to understand the structural link among each of the explanatory factors related to salesperson performance. Lastly, with these
research results as a foundation, to find the implications regarding management strategy plans of valuable salespeople for marketing
researchers and sales managers.
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