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This research focused on organizational capabilities at the sales outlet
level through quantitative analysis of Japanese automobile dealers. In keeping with expectations
from the literature, sales capabilities (which allow for an organization to respond to the needs of
a region), marketing capabilities (which allow an organization to understand and differentiate its
products), and leadership by the head of a sales outlet were found to have an effect on sales
performance. The research found findings suggest that effective leadership will be different for a
top salesperson and other salespeople. Interestingly and counterintuitively, behavior-controlling
leadership was found to be more effective for top salesperson, while autonomy-enhancing leadership
was found to be more effective for other salespersons. The research results su%gests Wag for
Japanese companies to improve their white-collar productivity, which has been found to be rather low

in international comparative studies.
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Results (Dependent Variable is the Average Unit Sales per Typical Salesperson)
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