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Relationship anong Salegper son’ s Self-efficacy, Preference for Campenstion Structure
and Tendency for Task-coordnation

. 1 P . 2
CAO Guangiming, CHEN Qi-jie , HAN Xiao-hai

(1 School of Intemational BusinessAdministration, Shanghai U niversity of Finance and Econanics Shanghai 20043;
2 Héefei Branch, China Postal SavingsBank, Hefei 230001, China)

Abstract: Salesperson’ s nonselling activities are being more and more important in today’ s intensified-campetition market
because of the ecial characteristics of sales joh However, saleperon’ s tendency for tak-coordination betveen sales and
nonselling activitiesmay be different because of their personal characteristics In this pgoer, we introduce saleperon’ s lf-
efficacy into study franework, and then give a canprehensive investigation of the relationship anong saleperon’ s slf-efficacy,
preference for compensation structure and the tendency for task-coordination Empirical experiment reqults indicate that a
significant relationship exists anong these variables
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