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With the proliferation of the Internet and mobile devices, interactive
communication is becoming increasingly important. The research question of this study is, "How can
we activate the interaction between companies and consumers?" In order to answer this question, this

study focused on the concept of listening. First, this study organized previous research on the
development of a scale to measure a salesperson®s listening behavior. Secondly, a Japanese version
of the scale was developed based on Ramsey and Sohi®s (1997) scale. This scale was one-dimensional
and consisted of eight items.
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