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This study examines the relationship between multiple sales force management practices and performance within each of
Miles & Snow (1978)'s strategy types and Walker & Ruekert (1987)'s strategy types. The findings are as follows : First,
Prospectors seem to be associated with increased performance when they are utilizing a relationship selling strategy, in-
ternal sales force, moderate levels of supervision, outcome-based control system and incentive-oriented compensation
system. Second, Analyzers seem to be associated with increased performance when they are utilizing a relationship selling
strategy, internal sales force, outcome-based control system to deal with the instability in their strategic focus. Third, Low
Cost Defender seem to be associated with increased performance when they are utilizing a relationship selling strategy, ex-
ternal sales force, low levels of supervision, outcome-based control system and salary-oriented compensation system.
Fourth, Differentiated Defenders seem to be associated with increased performance when they are utilizing a relationship
selling strategy, high levels of supervision, balanced (outcometbehavior) control system and salary-oriented compensation
system.

Keywords : business strategy type, sales force management, performance

.M 2 2RE 445t WY Sue T, A &)

A B AFaaaTe 2 AAE e A4 Y

oy WYY ANST SR Aol B QB DY A3 234 YR AEaE B2 74

71w AYES 404 AB9AT A5eha, g2 8 AAF Akosie Agas, 4% Asre 23
o4 obdy] Sistel AFA ANBAS ok Ak o] &

2 99 7 Jlde B4 9L A48 shed AT EZEdzsle] A%u @



34 ojMim - MBX - 0182

1986).
71E9 AR g Agdizes #EH BA
(Gupta & Govindarajan, 1984; Slater, 1989), A=F AF A

28 B4 (Veliyath, 1993), 214 =19 @2 A3 (Balkin
& Gomez-Mejia, 1990; Rajagopalan, 1997), 71& 7 2FDvir
& Shenhar, 1993), 22 T3 (Powell, 1992), 4] A]~H
(Govindarajan & Fisher, 1990), 7|g-HEAIE 5 ¢ &
Al(Golden, 1992), Fzt &l #AI(Floyd & Wooldridge,
1992), 18]t #e]A AUX](Homburg, Krohmer & Workman,
1999)5} BAF A7} U3Eol,

ols} gol, mAe] Fpx) FEE AL Y kol
ABSSe) Wg FaaA edin 48
o Hul# #e|(Sales Force Management) 2}
AEA QAFe - 9Hez Ao oFol
Sk wehd, & A HEA YR A
Miles®} Snow(1978)9] AeFR-83} Walkero}
Ruekert(1987)2] HFE-2 =SQ)s8te], o] HeIgFHol o
gt dejE de] Adn Ao #AE FAHRILA
Eig=g

olg]3 AT AE EUR, /I A u
ojd svjE el QAE MestE o] Rt} 5
AAE YeHHEAE 39A s AR AFstn
gt

1§ i oyo,
S
3s9)
o R ooy

S

2, Ol=3 a1

2.1 MRS HEF 7ol

e

Bt 47

Zahra®} Pearce(1990) 28] Smith 5(1989)e] 2]3}H,
AbE A Fd #F dEAHd ATE Milesst
Snow(1978)2] <Ato]t}. Miles®} Snows= AlGH 9
Qo2 a8 Ak oy de, B4y Ak, vix e

0% Wgd UFor ¥ A,

N

ME X o o B

271 55 = £5

o] fAlo] ZxH) ulelr oleh e AZS =P
o 2] 1 7N
_?_

o o N 2K re

2

25 2

2 Y

ofk .

.~

w JE: ;;‘

flo ol

o

X ol -

w0 2 X
fr
o
lu} ot o
x [0
o

oX
o
N,
oft
el

2 H o
4 R
ol

0
=
N 2

=)
S,
T

N
2
HE i
)
o
=

o,

‘

el
= ™

rH

o, o

o

of

2

K
o
>
B
offt
tlo

£ o ¥

Fo o> o
o

PNt

hA's
4o

o oX
N
o N

it J—tl
offl N
= nﬁlm
riu %

N

N
2
)
b
2 ol
=

oo do 1 o

=
%0
R

-{E 1‘\(‘
a1 Ho
(o opt
o
==
NI
flo
Ho
i~
28 rlo

oF
2

2L ofl
=
o
vl
=g

o %

e
=
Rl
2
rO
o
i
2L

.]

-
=)
Z
2B
ot fo
o
ol
!
L

Sl

= ¢

ok

JE

=)

i
i o,
>

[
ot
ol o

[
2
i
o
N
N
D)
fd
32
™

o Mo
=

1o

o M2
oX
£ =

tt mlo r@ AL A
2
oo 2
fr ol o
o N =
ofN
o PN
1
[o:)
il
2 o
¥0
i
Rl
e -
¥

i
2
o
)
oL
2,
S
——
atl
Ho
>
>
.
)

3
ot &2 o 11 o o o &

o

o Yo
gl
HE >
9,
rir

o
n)
it

o o T
o
o
ot
2,
>

oo © 1 o of
s A olf
O,

D FE

™
==

32 @ ofo

e (10
Ind _LL.
2
o
Kl
=N
[}
e
o
%0,
i)
Rl
o K ™ o

5% o
kv
o
=
kd
¥o,
s
2
i)
o
il
=
="
et p

i 2
.

oA\ CRY )

i oo ¢
2,

K% o

e H

Hoyo
e
~
s
flo
Ry
El

AR
o
o
)
ole
olf
Niv)
o

Yo M (2 oX

3
&

18 of
iyt ey

Walker2} Ruekert(1987)
Miles®} Snow(1978)9] AL 4
s A=, A, AL7h Apds FA F
Ay ef AR 5L A
™, o] &) e
4, AAME|2E AFdrhe Aot

A, 2h8st 37 FolPE L Q
2A, o]9s FHeAoR
A&, a7kA e Apgstel, Az Zhs 3
T8 Ageth

A, AY7F F7 Wolde 7]

A &5tz Sdstelnd 8

~u
2
2
o
oo
=
r}op L ‘1}‘
2
B
=L Jo

%
of

O:

2, A7tA AAE AT o]g HSAHOR ke
dgFolng Fu9} #F5EFL AFFES Ak

2 dAFolA e AR aEY A=l Mileset Snow
(1978)9) AHFFYS FA0Z AFs}E, A5 v|HS W
I dE vEEE Adstan vA"SHY  Walkero}
Ruekert(1987)2] AFdS d¥ TYste], 4%, ¥4
g, A7t By, A Pojgor AT[RFL HA

st

I Yk



22.1 et
A 20 Fob
2R 919 7127 =}tk SA el dojatel Fo)
AArole] HmojEd g il 5T M Faig
AFA R4S we ¢ e A SAFz g
(Genesan, 1994; Morgan®} Hunt, 1994; Shapiro, 1988). 9]
Bg A% oAt PolAe] A UZnoods)E
fola, £& BIWIA st g Ay A5E
& FANTAG Aol 7] Aol AzE AFE A
3 4 A FThLevitt, 1980).
A AFE Az
s HAde ANsE Aow
(Moore, 1995; Slater & Narver, 1998), #4132
AEAGE Z32 AY 28-S AHee A
wata g hdg odfstnat st w
G2 F2 7H40 diate] R ) oj AL
EF o7l sy AriHeoz anst AREHE S
71% g} zpdst wolge AlFeln A
2 7HAE Agste AR TS BEE)
o

=y

rir
ot

=
oftt
rlo
Sl
24

o
lo
ek
)
4o yo M
o ¢
[ =

a9
—

fe > go o 3L

74 e gAY e Aok v B ) A
e A3 9, vs AR 2ok A
oot

7 1b g dES Heke v @A) g A
g2 29T u, 0§ AWt wobd A
ol Tk

7Hd Tor A7 Holg dEe Aok vige A
dul e A9 W, 9% ARt =
o el

7Hd 1d A ol WEe Hehe 719 8
ol A 49T o, 9& AFERt =

£ o

o} Aolch
222 ) A 2% A

gy zzo] fdAS QFstn, alEge B
3}, vlAH I R&D Hopoll o) w2 AlhEog A
7187} VEdthE Aog AFHT gas 79
A Fo uA 1F0 AR AEA ) A
of 8lal, W2 AFEo] 7|E FTAER HAY A9
B PEL AE Ve dHEE K29 FE o]

HE W
Fafjof B} o]& ZHE A Age] HjmA go
BE FEFZRE oo FEHTtn AGdh oE
A mAn A A BAV FAHES 7Ee F
o]Folxorgt 3l7] wjFolth B A= e ARE
e 8438 AdoME Fddos @AY =2 %

g A= o] oivm, T FEe A wuiy

AEoR Adgd Zolga dFsta vk
MilesS}t Snow(1978)+= oJF A WEAY 1AL <AR
sk Al 713l M2E AES Jgstn A A4S
o sk Ae BAE A 7197 BAE AHEd
ok ol A2 sEs] fe EAE2 A B3AaE dEs
w27 dopgefoptt vk vl 7% FEellA Hufd
= gAY Ao g8 Fad 71F¥ T oivet 9Y
ol Az whgsjoptt ) o] xAEL FaT AF
Zled 14 ARE $5F dujd, ddHow w2 7
55 27%n 2y A4 248 #AE7] A8
A H7bel g Mulx Frsk AEEA 2AHE A
dHabd e BEsty] S8 FHAd #E FEo] o 2
Qe =o8a g B9 719 Boja e
& A4 s gl 7MY BFH g A

2
ket ok

Porter(1980)%= R&D, AJH]A, wiAE Y Z-& HofdA]
o) vg H2se AA ZAE oo 8 Exo] 9
ta S8t Walker$t Ruekert(1987) w8t =2 3t
e AR7E o] HEEAH Aol E £ Qe F
Ao 719 A 9FE mAta A A
A7F HolFE L AE duf A] Y5 A & 9&E
S S v AE E F AT A7|A =2 AR
© HaH 2 71s £E7e #AE 53}

HrAoR, A Polge 159 HAuES L
TEOR A4S, FAFoEHA odg 45T 4 gtk
Walker®} Ruekert(1987)i= AbtfA o2 &2 sinfzl 7y
g 7 Aolgtal dFesitt A FAEE FA3
© A2 2EHor FLo3H, Aoivid uAS gt
© HEE 58 Aotk V4 w& AREs dehle
AEA dojge Ay uAe) £A8 dusly] 98 =
< FEY g ZEa Add Flojgt 3t

7Hd 2a 1 Y Adeke Hohe 7192 A PHmoderate)
e A9 o, g8 AZAAI} =old
Aot}

7bd 26 EAY dFeE FHIe 71de Ads
(moderate) =S AT wf, L AFAH
7} obd AHoltk

7Hd 2c 97 Boig A

74 24 : &)
1



36 O|MIwt - MBX] -

223 ol FA|(Salesperson Control)
7H 194 A28 Ao =& A#RE UJehe

”9133 FAY a8 A oy 25 AA
S AHEsh] Yal dSHU e |

Tdg 4E & ‘/}E}"” A—‘E sith gAaEe 24

& o] &% AR AEFS o

8 A3

of 7128 4 Al2gS HHT Fojrt

AL A2 AT 7188 FAl AdEte §¢
AEAA 24 FAE Fxsa, 9ol s 2745 7]
e AHoste= FA A2¥le ARgsteoprt g

A7t wojge B o] Mu|z@nt ojyel A
Aoz B2 spAe disix Adwsta gt Walkers}
Ruekert, 1987). 74 7}Ae] o3 vl JAMAAS &
E Age] glonz 2E dAvjdy} e fg=

o PdsEng gg g9eg & éa oﬂolfff“‘% 2}
A, =& A3E Yehlls A 97t doige A 7z
& BA A2Es R AYsta drhGovindarajan )
Fisher, 1990).

olg} jzAow AHH
stAl A ZHE shte] Hbdol
sgd g8yt 7k
A FE 78E 1T
1_1 3101639,] z‘sﬂ/ﬂ A
Al FEE e o)
94 A ARl 9AlL

o i
S
offt 1 rfo _% NS N
o " Rl %L
£ oo 2 3@
L o,
—V‘l 1l N
N T, o
ol ™ gy 4o
= 4
£ e
Ol _u.n

mjo
53] r1r
oo
e
_ﬁ
_<L

74 3a:

719 &

, %

AA 4
A7

714 3b

74 3¢ :

o, o
AaA Ao .
(behavior)oll 71%3 FA Alx®
W, B A Eoka Rl

74 3d

N

-

0182

224 vl BF(Selling Activity)

AR 249 F 9 329 A8 A% Buel
&g = Al AL AReA 71EE Fa U
(Dickson, 1992; Slatere} Naver, 1995). 244 o=
ALlsh Bt 2o @y Aol FAs] 9l
s} Snow, 1978). SdHel SEdzete] Acke A7}l
AZ A Ao we W3kg weista gk oy
=949 4594 B5AuY e FAE gt

i) ﬂll

doz waixivl, AUrt Woide AYPHom A

b | [}
Auel WE Waksh Ao FAY) AL AR
Fe A WrEY BT Dotk AuAs Pojge
28 g

2 quAE AT de) 04 ANE B2
o old Aulz BEE WEA] EFF oo} 3L B
goldofal Aatolt,

Hdat gAY A Hst lYe Uy Belg
2 A9% W, 6% AFEI} Bobd A
|t

7H 4b BAE A Hsle J1de Uy fne

< AT o, o% AR} 2obd A
M 4o Q7L Hold e H: vigle 9y
% AL Fot
744 4d: 2pEE old AL FHskeE 7)Qe Uyl
% At Fot

rﬁ
=
R
o
i
%
ek
£ 4
ng

(o

225 ol B AKCompensation)

BAY 24e BUF A7k o8 43 Bl
Ao 7t ANS wEE, A9 Al APE A

o ARG g Ee A9 AET (Anderson 9}
Oliver, 1987) Anderson9} Olivers A 3HA] BAdA| 249

ATH olBoAE BHE NZE e BN Y
o EgHel B AU WolY S 18P
e 4gs eckn Agan. £s4el 22 o
£ 5k AR 0y Ange A Bdes 29



AR oy zAAe] Bl Qe AvHow
EFSE AFEAN2 AFE Guam, AP4L 2
o=

M satwAE A Asks 9L 4 A
Qg AsUE AAT ), U AP
7t wobd Aolth

b sh:RMY AEe As: J19e 2YHY w
F 29 4T W, 9% AR =
oba Zoltk

M So: AR} Wely Here Aste slde g
AgH wy Azde 29T 9, 9% A
Y7} ot olet

b sd:AEA el AFS A lde BF
of Nz wg Asde 49T 0, G
AZAA} obd Fol

3. &5 o

3.1 EEME

B Ao xRS e 0d R Ssds

200708 AGAEQO0IY 71 Z)elch. Akt vl ge] A}

o= 7 1% RE ALAE EEl TPAY i

Qo BYEA ge gl e NFoR

2t agH AAdE WFe] F ADNES TEAY

Ao sk BE SRS V19 A9 gEeE Y

W3 Emaile FE PES dAsGon, 24 olg

A7el H=d 057k ole HEAE AP 58 A

o} Ruekert(1987)] dgF F3 & Z=dste] &Y, 4
3, AY7} woly, xpEA vy, vk oAl 7R
HIFRPOZ roldet olF we4 32 #7ws)
o Bedgd FAHEE S dBA sl ASHH,
ol vehel] g H7e =149 ZAE <l
A g A& AtelEE B i 3
Snow, 1978). I2jm2 dzozxel eus} Homz
A oA A Q) EA T

HEG B Yool o 37 37

ARYse 4
Snow(1978)9] A EFH-
(self-paragraphing) 7] &

3

Bg =g 337 98t Mileso}
& o] &3t ol A7t A=
e (Snow$} Hrebiniak, 1980)2 %
3l ZHAe] AR A dBe s, AT 7E
o ®7=E st Aotk At AW H-(James
9} Hatten, 1995)¢} =75
1987, McKee T, 1989)ellA] dwtxoz ARGHI Y&
Ak Aed e B3 AFA ol Aol e 24
H2x Z3}%vHContant 5, 1990; James} Hatten,
1995; Shortell®} Zajac, 1990).

A2k o F(McDaniel 3} Kolari,

3.3

e

e al wa

I

g

33.1 ] A

o A Heide?l Miner(1992)9] ‘#AY 34
T2 F@rretth Ul 7HA 358 HEE(5H A% 1,479
082 grh 5. wg a28rh) Feixiel #Hste g
+ BAE st e dAuiate S Hrkgt w2
Hre dA A A=he JEhin gl

o) #AE7FE AEE Oliverel Anderson(1994)¢] 8
g5 AR5 ARE Jriedh v Hee 2 A4
&40 ¢ A5 SAE e ok

333 Tl 54

Ao B4l A 2Ele Babakus(1996) 59 73S
Axg dojde) Ade YP 12T BANEE
ettt B AFE ABE 2AR = SA0|,
@ Aee A9 27ste SAE HEhdTh Babakus
F(1996) &3 @A A et U
FAE AT

m
g

o

kl

334 Bl 2%

grow A A ofFAl
o A" Avjdu2iE #Auf £olE HE e
1A HEE grieigich o] HEx A fvEe
0% / SHAA Ar) HEAS] 100% A 3AL Hef
o 100% / FHHA vl thEAe] 0% oItk =2 A
B RASAA 5 dege) AgE yehlla SitkSlater
9} Olson, 2000).

335 Hid BA

HAL AnlAY] 0% / BF9 100% oA AnAe
100% / &w9 %9 113 HE=2 =33t o] AL
el vl g 71zke) B A|FCXAY BFES



38 Ol - MBX| -

UEFE Olivere} Anderson(1994)2] 28% =431 FA}
= 2] e
= =2

Stk B AEE AUAS OAR st BAAA
vrehdin.
34 18 My £

3 szolth Ed 87
& AT FARLRE A FAS AR F 9
w& Folo FHl: 533 A% 43 49E ¥

_TL

o182

Mz Apte] 275 7] wjEo|tHKaplani} Norton,
1996; Miles®} Snow, 1978; Walker®} Ruekert, 1987).

4. MEEM

{5

41 Xt2EAM 9

F= il

HFAoRE JdL Fujde, Fvjd 5 AE, dvl
A A", A ARA, AFe] B34, AT
Cronbach-aA| =7} 0.6& u}
3 4= 2] I(Nunnally, 1978) SoTAEAS Ay, A%
Ao} A, B AL, 2
o &5, B, AFY B34, A AuAe] dn

2,

Al gL 71240 R AR AYYE 1dst 7 BT <E 1o vehY e uke)
i, Ak &9 Porter(1980)] ohA 74A] 2.9l 7 0.05904 Fosittn & 5
Qg Rtk o] FF wEol, A ARAgS dE webx g FAEe 719 Al F A
Aea 719 Ao S viAe Aojoh & dAelA  #ATL e AL & T Aa, 7YY AASHE A
= Jaworski®} Kohli(1993)¢] 58-Z(5H)H =& AREgrh 3 HelE eyt 8% Q<lejgty & 4 Uk 1
I, ZB3BAZY Q' vrEe] 24 A F38Y A
gafsp| 1t |23 |4 |56 | 7|8 B FNSAE Lotir] Hal Anjue, Ao A= A
LARA | 350 068 |1090) = A %Xﬂ/jiﬂ‘ %UH?%’ HAE SHUTE 3
U-shaped T3t 3 A (polynominal regression) 2. =
2 oAz 378 061|038+ 10.79) Cj ped & 37| E4(poly 5 )
B39 A7 (Neter, Wasserman & Kutner, 1983)¢} 37
3 ASAE 277 1061|0100 018" 106 S gl oA ZIdAH £ ddol AF 54
4 EAAN2A]320 070|035 025% 0.08**+ 1(087) A AAe AWAe] webd 2Ed 4 gonz o
5o3opsE [ 678 323|002 041 016% 002 1() 28 272 <¥ 2>9 AN T, /M HAZe A
6. ua 306225 {012 0297 0.23% 0.16% 028%* 1(--) £ <x 3>A AAEST
TAZER ) 306 063 {0195 027 0.10¢ 006 001 -0001 1(0.61)
<E 2> ClgsE|Es A
8. AAAWA ] 350 1 0.57|041% 035 007% 036% 001 001 035 1(0.64)
(n=184)|(n=152) (n=8?) (n=16::’3)
343 A A7 AV ST AV A4 AV A ARt A
T H q O L4
AR e A w3 244 7 ] dYe e 7441 - g ek 1.01%* | 0.05%* | 144%+ | 038+
Bastn, txgAd AdeS 7HRa (Chakravarthy, S S1ov " .
1986; Kaplan & Norton, 1996; Walker & Ruekert, 1987). [ 7F¥2: HMUREAE | (v, | 137 | 1530 | 215
:1_31‘3; = 01‘?‘— AF-H e TR A FolaL - et 71493 - S QA E A A] 26 | 0.05%F | 0.35%% | 2.55%* 2023941
Tolv dgF 533 BANE BEAEAR A EypRe—— o Tomw | oo '0'23
= u -
M%@#@hﬁ+l@-ﬂ%%4 el zde we | MHENES i ' '
) 3(Capon, Farley 2¥]3. Hoenig, 1990; Kaplan®} 7hEs T R 0.22* -0.02 | -0.18* | -0.29**
Norton, 1996; Varaiya, Kerin® Weeks, 1987), Babakus S 1%1] A FE-2HA -0.09* 0.07 | -0.40** | 0.29*
(1996)e] el gt AgA el 54 A= s4ow du | A AR 059 | 043+ | 013* | 0.66*
2t 5‘*5} .
Adj-R2 0.49 0.54 0.67 0.83
2 dAqddAe 7HdelA Y493 AdneE FHEs
- F 4 *kk i *kk 102 %%k 20_10***
A @k, 1 olse BeAEel o B ANE $F _re [ e o
p<0.l -, p<0.05: , p<0.01:



<E o] ANHo] Q& visl Lo, AP =
A el el e A4S} BEEe] dthrhy
e, 5 AP moderate) FE(7H 20723}
B BA A2ROH 30) £ GAFe F7E g A
H O] R ASE wold, i wolelo] Sl
oa.ﬂ 4ﬂ 2 HOIH7HA da ). 17
, 22 Ne Be AR A4
S QATH7HE Sa A,
]x}- kel 7
T 1
2 % )
2 27 HTH
R8 $29) Wl wog pEe
& AgAeh BAsel A gn
QHCHE 2 12, el Ak sleivh B3t
A9l Aol o] RAAHY e £ sl ol
e Aze 715g
=AY 2 B g 27w @m} SEE

=

J
e OBL'

ot
2
>
il
=)
)
l_:ﬁ
=
2
-'E
o,

g x
rlo

X
toby
ﬂl;m

by H‘"l
IO _]N‘

=2
N
p

off
»
o,
N
E=)
Mo o

J‘
o
1o
F;
of
-
N
i

A% FA Asd 2L 2 AF Adsh ol ¢
= Ao® WML b 717, Z15t BAT Bl
o] Ao o|FA #TEH YFE Fol7] Ysto], BF
& 71 s Sl 249 uael Eee
o) 38 3 A4S} Aol ALK S 712D
A7} TGS A B 990 EE A 499
o] St Ao teITiOHE te 7l2h, 2ol )
¥ AuEd A9/ #3822 Al AT #Hy
of ALh7h 4o AE). Bohe Bele) B FETol
w2 A% 43sh wadel dnhd % Ad), dxy
dE AnE AR ke BA Aa0d A7 ol
& %o A% 4ne o] e AL YN}
A 3e A=, A3t 71Zxg B A|AES B2 AF
Ao} #AE o] Q7 Sc 717,
<E 3> 7¥d #= Ay

_ o | ™ | aEm

HSq H A4S _ -

SR ENE ) woy | woiy

. N Ad | w9

2w 2 | e | me

%@E jr é(xHE-H) jl é(ﬂ ‘7‘}) (;—(HE“') (iHEl,J)

A ase gl | e | 2% | a9

Anzg | 2 geyor | @y | 12

e s s wecis | asad | 35| 0

Cw AAEIR s AMER | B

7Hs aey | O o e

Fold el #A ) A2 we

n)

r
N i ol
2o _z

7] #fste] o@A APEafofsheA]
ke A dolde WA
Aoz Yet71Hd 4d). A4
TES %—7}%

r

rlo

O
rht
_O‘l
N
50 Hf

lo

D
iy
},

3 5d A ).

Y
R

sl -4 19 e
rlo
=
12
Ofr
o,
N
O
%
Kl
&3
I
ol
O o
g o
i
o
o

2 o
O N
o N

= g
o 8 M

o,
e P
X,
J?i;:r l
=

do B g
W HE g
2

¢

M g
-4

. BY
o &
> 1
o ¥
H
LRl

£ oo
= oX,

o
R B
-

|
>

18
2
I
H

%
[

i
lo,

R

o
=
rie,
i3

o X b odw &
ol
N
P
.-

T hu
T,
& 5
k)
ki

N1y
ol A
_?L

™
o
e X (o o2

w B A

>

N

2,
o,
oo
N
bl

i

ful

rf

b
Jo

i)
ot
12
)
X

Or % J8 o fr MO S I8 o X0 T ooft N %@ 2 ko o £ i
N,

>,
lm
fo i@ 1 ay
}méT
1o, AN
a By
> Y
4
%
it

L2
e oty

delol B 24 WS 4F
24, B A2E 9
U wa ATHeRt ofm dud PIads

°F e AAIL dehteAE TAHS

O

T AT I AR FEAA Al MeE

B gleME mER Hol wou, weld By

kRl AE). ol Hold
o]

)

n " 1o
et o
=
l72]

z
o

e
rlo
>
o
o
B
NS
i
Rul
"L ofr
v

39

ulo] g

©

AE Adket B

o
o £

ful
e
K
=
ot ;—; &
Wy o 2 go 4y T e ot 4o

2
Sl

i
K

pacd
P

HoH oo
o, o
—_ ==

e



40 Ol{m - MBI - 0182

* B JdI= FoRaisiy aud1H|(20039%) 29
of os ad FHAY
28

[1] Anderson E. and Oliver R., “Perspectives on behav-
ior-based versus outcome-based control
Journal of Marketing, 51(4), pp.76-88, 1987.

[2] Anderson E. and Weitz B.A., “Make-or-buy decision
s : vertical integration and marketing productivity.”,

systems.”,

Sloan Management Review Spring, pp.3-19, 1986.

[3] Armstrong J.S. and Overton S. “Estimating non-re-
sponse bias in mail surveys.”, Journal of Marketing
Research, 14(3), pp.396-402, 1977.

[4] Babakus E., Cravens D., Grant K. Ingram T. and
LaForge R., “Investigating the relationships among
sales, son performance, and sales organization effec-
tiveness.”, [nternational Journal of Research in Marketing,
13, pp.345-363, 1996.

[5] Conant J, Mokwa M and Varadarajan P.R., “Strategic
types, distinctive marketing competencies, and organ-
izational multiple  measures-based
study.” Strategic Management Journal, 1X5), pp.365-383,
1990.

[6] Cravens D, Ingram T, LaForge R. and Young C.,

performance : a

“Behavior-based and outcome-based sales force con-
trol systems.”, Journal of Marketing, 574), pp.47-59,
1993,

[7] Dwyer R, Schurr P. and Oh S. “Developing buy-
er-seller relationships.”, Journal of Marketing, 51(2),
pp.11-27, 1987.

(8] Floyd S. and Wooldridge R., “Middle management in-
volvement in strategy and its association with strategic
type.”, Strategic Management Journal, Summer Special
Issue 13, pp.153-167, 1992

{9] Galbraith JR. and Kazanjian R.K., Strategy Implemen-
tation : Structure, Systems, and Process. West Publishing
. St Paul, MN. 1986.

[10] Gilbert A., Churchill Jr., Neil M. Ford and Orville C.
Walker Jr., Sales Force Management, Fourth Edition,
1993.

[11] Golden B.R., “SBU strategy and performance : the
moderating effect of the corporate-SBU relationship.”

Strategic Management Journal, 132), pp.145-158, 1992.

[12] Govindarajan V. and Fisher J., “Strategy, control sys-
tems, and resource sharing : effects on business unit
performance.”, Academy of Management Journal,
332), pp.259-285.

[13] Gupta AK. and Govindarajan V., “Business unit strat-
egy, managerial characteristics, and business unit ef-
fectiveness at strategy implementation.”, Academy of
Management Journal, 271), pp.25-41, 1984,

[14] Heide J. and Miner A., “The shadow of the future :
effects of anticipated interaction and frequency of con-
tact on buyer-seller cooperation.”, Academy of Manage-
ment Journal, 352), pp.365-291, 1992.

[15] James W. and Hatten K., “Further evidence on the
validity of the self typing paragraph approach : Miles
and Snow strategic archetype in banking.”, Strategic
Management Journal, 162), pp.161-168, 1995.

[16] Jaworski B., “Toward a theory of marketing control :
environmental context, control types, and consequen-
ces.”, Journal of Marketing, 5243), pp.23-29, 1988.

[17] Jaworski B. and Kohli AK., “Market orientation : an-
tecedents and consequences.”, Journal of Marketing,
373), pp.53-70, 1993.

[18] McDaniel S.W. and Kolari J., “Marketing strategy im-
plications of the Miles and Snow strategic typology.”,
Journal of Marketing, 51(4), pp-19-30, 1987.

[19] McKee D.O., PR. and Pride W,
“Strategic adaptability and firm performance : a mar-

Varadarajan

ket-contingent perspective. Journal of Marketing, 533),
pp.21-35, 1989.

[20] Miles R. and Snow C., Organizational Strategy, Struc-
ture, and Process. McGraw-Hill : New York, 1978.

[21] Neter J., Wasserman W. and Kutner M., Applied Linear
Regression Models. Irwin : Homewood, IL., 1983.

{22] Oliver R. and Anderson E., “An empirical test of the
consequences of behavior-and outcome-based sales
control systems.”, Journal of Marketing, 584), pp.53-67,
1994.

[23] Porter N.E., Competitive Strategy. Free Press : New
York, 1980.

[24] Porter N.E., Competitive Strategy. Free Press : New
York, 1985.

[25] Rajagopalan. N., “Strategic orientations. incentive plan
adoptionism and firm performance : evidence from
electric utility firm.”, Strategic Management Journal,
1810), pp.761-786, 1997.



[26] Shapiro B., Close encounters of the four kinds, HBS
N9-589-015, Harvard Business School, 1988.

[27] Shortell S.M. and Zajac E., “Perceptual and archival
measures of Miles and Snow's strategy types :a com-
prehensive assessment of reliability and validity.”,
Academy of Management Journal, 334), pp.817-832,
1990.

[28] Slater S.F., “The influence of managerial style on
business unit performance.”, Journal of Management,
153), pp.441-455, 1989.

[29] Slater S.F. and Narver J., “Market orientation and the
learning organization.”, Journal of Marketing, 593),
pp.63-74, 1995.

[30] Slater S.F. and Narver J.,, “Customer-led and mar-
ket-oriented : let's not confuse the two.”, Strategic
Management Journal, /910), pp. 1001-1006, 1998.

[31] Smith, K.G., Guthrie, J.P. and Chen, M.J,, Strategy
size and vperformance, Organizational Studies, 1X1),
63-81, 1989.

[32] Stanley F. Slater and Eric M. Olson, “Strategy type and
performance : the influence of sales force manage-
ment.”, Strategic Management Journal, 21, pp.813-829,
2000.

[33] Teece D., “Economic analysis and strategic manage-
ment.”, California Management Review 243), pp.87-110,
1984.

[34] Varaiya N., Kerin R. and Weeks D., “The relationship
between growth, profitability, and firm value.”,
Strategic Management Journal, &5), pp.487-497, 1987.

[35] Viswanathan M. and Olson E., “The implementation
of business strategies : implications for the sales man-
agement function.”, Journal of Personal Selling and
Sales Management, 121), pp.45-58, 1992.

[36] Walker O. and Ruekert R., “Marketing’s role in the
implementation of business strategies : a critical review
and conceptual framework.”, Journal of Marketing,
513), pp.15-33, 1987.

[37] Zahra, S.A. and Pearce II, J.A., Research evidence
on the miles and snow typology, Journal of Manage-
ment, 164), pp. 751-768, 1990.

41



