©
2020 2022

Research on the relationship between non-cognitive ability of sales staff and
personal performance in corporate business

Kitanaka, Hideaki

3,300,000

Web

Journal of Personal Selling &
Sales Management 2019 40

The relationship between salespeople”s non-cognitive abilities and personal
performance in corporate sales was analyzed using statistical methods. We conducted a questionnaire
survey (Web-based) on various items such as salespeople®s aptitude, leisure time behavior, and job
satisfaction and analyzed the collected data using various statistical methods.

We also surveyed previous sales research using machine learning. Specifically, we conducted a
topic-based text-mining analysis of all articles (excluding editorials and book reviews) published
in the Journal of Personal Selling & Sales Management (JPSSM, a journal specializing in sales
research) over the past 40 years, from its first issue to the latest issue (2019). A text-mining
analysis was conducted using a topic model.
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Introducing a new, machine learning process, and online tools for conducting sales literature 2021
reviews: An application to the forty years of JPSSM
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