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RESUMEN

Las organizaciones actuales se enfrentan a numerosos retos, siendo prioritaria en su agenda la formacién

Ventas - de su fuerza de ventas. El presente documento pretende contribuir en este campo, mediante la aportaciéon
{"/Oimacf?“ de una revisién amplia, vanguardista y contemporanea del estudio de las publicaciones sobre la investi-
mal Ol:;;?rl:tacién gacion de la formacion en ventas durante los tltimos 30 afios (1985-2014). Los objetivos especificos de la
Ev:luacién revision son el estudio de las tendencias cronolégicas y la distribucién estructural de la investigacion de la
Desempefio formacién en ventas, en términos de tipo, objetivo y temas de la investigaci6n, asi como otras cuestiones

tales como la metodologia, las técnicas analiticas, la regién geografica, etc. Se analizan los hallazgos de

56 articulos sobre investigacién de la formacién en ventas, publicados durante los Gltimos treinta afios,
y se identifican las orientaciones de la investigacion futura.

© 2014 Universidad ESAN. Publicado por Elsevier Espafia, S.L.U. Este es un articulo Open Access bajo

la licencia CC BY-NC-ND (http://creativecommons.org/licenses/by-nc-nd/4.0/).

1. Introduction

Organizations of today face numerous challenges, and training
their sales force is definitely high on the agenda of most organi-
zations (Rao, 2010). The increasing interest that firms have been
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showing over recent years in employees and in practices related to
their management, especially training, can be explained by the gen-
eral acceptance of the fact that human resources and organizational
knowledge are, at present, two of the main sources of sustainable
competitive advantages for the company.

Sales training is a challenge to organizations, big or small,
national or multinational, manufacturers or service providers
especially amidst today’s rapidly changing global economy. Orga-
nizations are spending millions of dollars on training employees,
and sales training takes a significant portion of that budget (Tan &
Newman, 2013). However, sales training programs seem to enjoy a
lot of advantages despite their costs. Sales training involves a sys-
tematic attempt to understand, describe, and transfer “good selling
practices” to sales personnel. Through sales training programs,

2077-1886/© 2014 Universidad ESAN. Published by Elsevier Espaiia, S.L.U. This is an open access article under the CC BY-NC-ND license (http://creativecommons.org/licenses/
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sales personnel may actually learn to perform more effectively and
more quickly. Research suggests that training may increase the
salesperson’s knowledge base and skill level, resulting in higher
performance (Aragén-Sanchez, Barba-Aragén, & Sanz-Valle, 2003).

Anything that the organization can do to facilitate the sales
training process through mentoring, role playing, observation, etc.,
should be better than no training at all and hence the need and justi-
fication for training (Attia Ashraf, Jantan M., Atteya, & Fakhr, 2014).
Moreover, the motivation to receive training is also extremely high
among salespeople, sales managers, and sales executives, leading
the American Society for Training & Development to conclude that
«the timing for sales training has never been better» (Lassk, 2012).
Arguing on the same line, sales training research is hence also of
interest to academicians and practitioners toward enriching and
advancing the sales training knowledge base amidst continuous
business challenges and opportunities.

This review paper consists of seven sections. In the next sec-
tion we provide an overview of the sales training research and
identify that a comprehensive review of sales training research
does not exist until date to the best of our knowledge. We specif-
ically identify various objectives of the study in terms of analysis
of chronological trends and an understanding of relative empha-
sis on various aspects of sales training. The third section of our
paper discusses the objectives and methodology of our research.
In the fourth section we report the results of our analysis of 57
sales training research articles published in the last three decades
(1985-2014). The fifth section provides highlights of some inter-
esting sales training studies. In the sixth section our findings are
discussed and also overall conclusions are drawn. The seventh and
final section of the paper identifies directions for future research.

2. Sales training research: An overview

Evidence of the fact that organizations are devoted to sales
training may be found in the investments companies make in
sales training. Of these training expenditures, research has con-
cluded that sales training represents the largest portion of total
training expenditures. Selling is a problem-solving mission and
training helps salesmen to understand, anticipate and exceed cus-
tomer needs (Pollitt, 2012). According to Harris (2001), as cited in
Pettijohn, Pettijohn and Taylor (2009), sales representatives need
“grooming” to succeed and this grooming is an investment that is
made by the firm and the manager in the form of training and coach-
ing. It seems that the general sentiment is that if one has “some
level of talent”, then sales training can be instrumental in helping
convert that talent into positive results. Training can be defined
as a planned program within the organization that endeavors to
bring about relatively permanent changes in employee knowledge,
skills, attitudes, and behavior. In the present context, training may
improve sales performance (and company profits) by increasing
productivity, improving morale, reducing turnover, improving cus-
tomer relations, and improving management of time and territory
(Farrell et al., 2001).

Interest in the topic of sales training has been increasing over
the years in parallel with its rising practice as evident from the
splurge in sales training publications by almost three times in the
past decade as compared to the end of the last century. How-
ever, the bulk of these publications are non-academic and in
terms of research the progress has been slow, with only 23 peers
reviewed sales training journal articles during 1980, 40 during 1990
and 66 during the last decade as per the computerized database
search.

The American Society for Training and Development divides
the major sales training methodologies into two categories,
namely, self-study (i.e., readings, pre-workshop assignments, and

programmed instruction) and workshops (i.e., lecture, discussion,
on-the-job training, case study, and role plays). It has been sug-
gested that organizations should attempt to use a combination
of workshop methodologies in conjunction with some self-study
methodologies (Vadi & Suuroja, 2006)

Further, the content of training for salespeople can be cate-
gorized into four as described by Hopkins (1978) involving: (a)
product knowledge, (b) company knowledge, (c¢) market/industry
awareness, and (d) selling techniques and related topics (Farrell
et al., 2001). The nature of a typical sales training programs also
varies depending upon if it is standardization (i.e., common to all
salespeople), top-down (i.e., management decides), mandated (i.e.,
non-voluntary) structured (i.e., formal and centralized), in a class-
room setting (by in-house or outside experts) (Sarin, Sego, Kohli, &
Challagalla, 2010).

According to Aragén-Sanchez et al. (2003) the success of train-
ing depends on the correct execution of the steps of sales training
process: previous analysis of training needs, development and
implementation of an adequate training plan and evaluation. Train-
ing needs analysis is recognized as one of the first important
“before” contributions to training effectiveness. A thorough needs
analysis takes into account the individual differences of trainees,
the organizational climate and objectives, and the characteristics of
the task(s) to be learned. This information is then used to determine
both the method and content of training.

It is worth mentioning that unlike what many articles have
cited, training effectiveness is different from training evaluation.
Training effectiveness is the study of the individual (personality
traits, attitudes, abilities, demographics, experience, and expecta-
tions, self-efficacy, goal orientation, and motivation), organizational
(climate for learning, history, policies, trainee selection technique,
and trainee notification process) and training (instructional style,
practice, and feedback), characteristics that influence the training
process before, during, and after training (Alvarez et al., 2004).
However, training experts typically study training effectiveness
variables from the perspective of evaluation. Four of the five
effectiveness models (Baldwin & Ford, 1988, Holton 1996; 2003,
Tannenbaum et al., 1991, as cited in Alvarez, 2004) found in the
literature focus primarily on one evaluation measure, transfer per-
formance as the measures of learning.

Training evaluation, on the other hand, is the measurement of
a training program’s success or failure with regard to content and
design, changes in learners, and organizational payoffs. The eval-
uation techniques used to assess these depend on the evaluation
model chosen, as four different models have been proposed. The
first model, Kirkpatrick’s four dimensional measurement typology
(i.e., reactions, learning, behavior, results) is, perhaps, the simplest
and most common method for understanding training evaluation
and the most frequently cited technique. This model was subse-
quently modified and advanced by other researchers, such as Alliger
and Jantan (1989)who augmented the framework for training crite-
ria based on Kirkpatrick’s model dividing training reactions into
affective and utilitarian reactions, and learning into post-training
measures of learning, retention, skill demonstration. In the sec-
ond model, Tannenbaum et al. (1993) expanded on Kirkpatrick’s
typology by adding post-training attitudes and dividing behav-
ior into two outcomes for evaluation: training performance and
transfer performance. A third evaluation model by Holton (1996)
included three evaluation targets: learning, transfer, and results.
Reactions were not a part of Holton’s model because reactions are
not considered a primary outcome of training; rather, reactions
are defined as a mediating and/or moderating variable between
trainees’ motivation to learn and actual learning. The fourth and
final evaluation model was provided by Aquinis and Kraiger (2009).
This model emphasizes three multidimensional target areas for
evaluation: training content and design (i.e., design, delivery, and
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validity of training), changes in learners (i.e., affective, cognitive,
and behavioral) and organizational payoffs (i.e., transfer climate,
job performance, and results) (Alvarez et al., 2004).

Previous reviews of literature have revealed the predomi-
nance of training evaluation studies in sales training research.
For example, in the article focusing on sales trainers, Ricks,
Williams, & Weeks (2008) identified only three studies on training
needs/assessment, two studies on the content and implementation
of training, while seven articles on training evaluation during 2000-
2005. There is need to understand if the relative emphasis on these
major “themes” of sales training research, namely training needs
assessment, content and implementation, and training evaluation
has changed in the recent years. Further, apart from the themes of
sales training research, there is also need to understand the rela-
tive emphasis on various types of studies (qualitative, quantitative,
and conceptual research) as well as on focus of the sales training
studies (academic, practitioners, and both). There are several other
issues related to sales training research that need to be tracked.
These include sales training research methodology, analytical tech-
niques used in sales training research, sales training research by
geographical region etc. To the best of our knowledge a compre-
hensive research review addressing all these issues related to sales
training research does not exist at present. Our research presents
a state of the art, contemporary, and comprehensive review of the
sales training research field. The specific objectives of our research
are to study various structural issues in the domain of sales training
in terms of chronological trends, relative emphasis on type of sales
training, focus of sales training, and themes of sales training and
other issues.

3. Objectives and methodology of review

Recent trends in the personal selling environment, such
as advances in technology, customer relationship management,
and globalization have placed a premium on training programs
designed to develop knowledgeable and effective sales managers.
Firms now recognize that enhancing a sales manager’s working
knowledge through training can be a source of a firm’s competi-
tive advantage. Indeed, there is evidence that employee intellectual
capital constitutes up to 75 percent of a firm’s total balance
sheet (Powers, DeCarlo, & Gupte, 2010). Given the increased focus
on developing managers’ knowledge and recent technological
advances in ways to deliver information over the past decade, there
is a need for understanding the current role and positioning of
sales manager training (Ricks, Williams, & Weeks, 2008). Despite
its strategic importance, the topic of sales management training
remains one of the most neglected areas in the personal selling and
sales management literature. The relative absence of attention to
sales manager training practices is surprising because training is
considered one of the most taxing as well as pervasive methods for
not only enhancing individual productivity but also communicating
organizational goals to new personnel (Powers et al., 2010).

The importance of sales training already identified, it should also
be known that sales training research has had long roots, with the
oldest peer reviewed article dating back to the year 1910. However,
sales training research has been sluggish as revealed by the quan-
tity of sales training research with only about 240 peers reviewed
journal articles over a span of 100 years. In the context of reviews or
synthesizing papers, such as meta-analysis, the situation is worse
due to the prevalence of a widely varying type of studies with
diverse research focus and approaches.

In the past, Baldwin and Ford (1988) have reviewed the transfer
of training literature; Alliger and Janak (1989) reviewed Kirk-
patrick’s levels of training criteria in published studies, while
Alliger, Tannenbaum, Bennett, Traver, & Shotl& (1997) provided

a meta-analysis on training criteria; Alvarez, Salas and Garofano
(2004) reviewed studies on the sales training effectiveness; Cron
William, Marshall Greg, Singh, Spiro Rosann, & Sujan (2005) looked
at the trends in salesperson selection, training, and development.
In the recent years, only Attia, Honeycutt and Jantan (2006) have
put forward a review of studies dealing with sales training at the
global level. Aragén-Sanchez, Barba-Aragén and Sanz-Valle (2003)
analyzed sales training studies in general in terms of their busi-
ness results. Till date, none have generated a holistic review of
sales training research and moreover there is a need to analyze
and review recent studies on sales training.

Golterman (2000) cited a Gartner Group study that indicated
that the four most important emerging salesperson skills are col-
laboration, relationship management, as well as finance, business,
and consultative skills (Pelham, 2009). Also as increased emphasis
on learning at the organizational and individual level is broadening
and subsequently changing the role and positioning of training over
the past decade and given that the demands of the sales role have
changed, it follows that the training salespeople receive is chang-
ing, as well (Cron et al., 2005, Ricks et al., 2008). Hence, it would
be worthwhile to have an update on the latest trends, interests and
findings of recent sales training research and examine if this stream
of research has progressed as previously suggested.

Thus, the present paper endeavors to contribute to the sales
training field by providing a state-of-the art and contemporary
review through the study of recent publications in sales training.
The specific objectives of the review are to study the structural
trend in the domain of sales training in terms of the research type,
method, focus adopted as well as the research content and findings.

To review and integrate the literature on sales training, a lit-
erature search was conducted for empirical investigations of sales
training that were published during the thirty years prior to this
writing, that is, 1985 to 2014. The search was carried out through
computer on the Ebsco Discovery Service and Academic Search Pre-
mier database and included empirical as well as conceptual/review
studies published from the following journals: Journal of Personal
Selling & Sales Management (6 articles, highest number of articles
from a single academic journal), Marketing Intelligence & Planning,
Marketing Management Journal, Industrial Marketing Management,
Personnel Psychology, Journal of Management, Services Marketing
Quarterly, International Journal of Management, Industrial & Com-
mercial Training, Cross Cultural Management, American Journal of
Business, IUP Journal of Soft Skills, Journal of European Industrial Train-
ing, Journal of Business & Industrial Marketing, E-Journal of Applied
Psychology, Journal of Strategic Marketing, Journal of Vocational Edu-
cation & Training, International Journal of Training & Development,
Journal of Retailing & Consumer Services, Journal of Psychology in
Africa, International Journal of Hospitality Management. In addition,
papers were also included from the practitioner focused Human
Resource Management International Digest.

The initial search resulted in more than 4 500 articles since the
early 19005 in the sales training literature. However, through the
filter of peer and expert interviews; and then eliminating articles
that were not in English language and those that were book reviews
published in journals and some which had misleading titles and
hence were not dealing with sales training, and finally applying the
time frame filter of 1985-2014, a total of 56 articles (see Table 1)
were included for the review of recent sales training research.

4. Sales training research analysis
4.1. Sales training research trends

Chronologically speaking, the interest in sales training research
has exponentially risen in the last decade (2005-2014). Although
the trend in the number of publications in the past two decades



57

V.L. Singh et al. / Journal of Economics, Finance and Administrative Science 20 (2015) 54-71

‘duewioyad
safes ur (50'0>d)
Judd 1ad 6 A[Prewxoidde

OUPWLIOJId] £Aq dnoi8 jonuod
saInseaw suos1adsafes s9[es pue Sururel], 9y pawIoy1adino (sa10ds
Qouasi[aIul [eannasewreyd ERIERI|ERL payiodai-1ajel Ajjerdadsa)
[euonowy duewLIo)Iad safes VAONVY uelensny 0g dAljeIuUen) [euonowy dnoig Sururen |9 710z “1e 39 Jeusn
‘Apiqeurelsns
pue £>ua3sIsuod
‘spaepuels 31dxa
y3nouiyy saakojdws safes
039 1€ Sururer], Jo 3uiyoeod jods-ayl-uo
S9BS ,,IUI[IXT 10J [9pow SUIyde0I-1SB)
dAnEN[EN) JO [9pOIN,, urdag g anunuo) 2102 ‘Wysuy-aeiq
‘swetdoid Supurer) safes
1dASq ur DNIN SSAUDAIIIRYYD Suneneas 10j spiepuels
VAONVIN ue Jo s10s1A19dns S3[es 6/ dAneINUEND Sururen safes Su9as 10j d1APE SIJO 2102 ‘11eq B ‘H ‘Je1ysy emy
*101N3 9Y3 JO 3[01 [BIDNID 3Y)
sisA[eue pue SuIuIe3] 01 SAINPUOD
Jneways ‘yoeordde 10329s Supjueq Ul saauresy S9auleI) SI[es 1X9JU0d [euonIeZIULSIO €102 ‘neazy-sariog
aAnIdiaug J0SIAPE J9WOISND €€ dAnEIEND Jo uonezienos UP JO JUSWYSI[eISd YL R ‘saqno7 ‘seJrawuwo)
‘uonenyeAd
3ururen 10J [9poN
s PLyedyIny Jo S[AAIJ]
¥ 11e 8uisn 10j y10ddns
911 Yym suoneziuesio
[opow [1e321 3sSuowWe JUIYIPUT
sn uonen[eAd Surureny pue 129[3au uonenyead
aAndiosaqg u1 suoneziuesio [1e3a1 G QAneINUEN) yoredyany Jo 1s9, Sururen juedyusis €107 UPWIMBIN R UB],
‘uonyenyead Surureny sa[es
paseq-3[nsal yym Suofe
‘spoyzaw aanedniIRd-MO]
pazin pue
eIsAe[e[Al Ul [ouuosiad saonoead yoeoidde 1auresy-jurof e
aandLssg sa[es Sunjueq z6Z aAneInUen) Sururen sajes Pamoj|oj eisAeel Ul syueg €102 “Ie 39 uejue[
(marnay) JUSWISSISSe JUDWISSISSE
[enidaouo) spaau Sururel], Spaau ururel) Jo MaIAYY €102 “e 39 BIIRLID4
*9J1AI3S 10 3onpoid Aue
eLIDSIN dueidadoe 11 Isnf ‘pjos aq 03 aAey
aAndLsag ur suosiad safes yieay ¢ AnRINURND Surureny sajes swerdoxd Sururesy safes €10z 1npn
‘uonjenfead Surureny
pue ‘syuajuod weidoid
‘spoyzaw werdold ‘Sunias
9A1123[qO ‘UOIEeUIWLIdIP
spaau :saseyd
Bururen sares 3uimojjoy
a3 ur syrediayunod
saonoeid soafojdws J13SWOP I19Y) WOl
Sururery saes VAONYIN sofes uendASy ey 1 dAIIRIUEND SONIA Ul Sururerf, Apuedyrusis IYIp SONIA 7102 “[e 19 eIy
d[qerrea
juapuadapuj dJqerrea Jusapuadag POYUIDIN I1x3u0d pue djdwes Apnis jo adAL sndoj dido], sgurpurg IeIA ‘IoyIny

(F10Z-S861 ‘SIIIMIE 9G) S[IEIDP JUBAS[I PUE PIMIIAI SI[DILIE JO ISI] [EIIS0[0U0IYD)

L3IqeL



V.L. Singh et al. / Journal of Economics, Finance and Administrative Science 20 (2015) 54-71

58

"pazI[1IN JUd3U0d

pue ‘spoylaw

‘suonedo[ Suuren)

‘s103onasut Jo

sadA3 ‘sayoeoirdde

Suiyoeal

9ZIS WLl ‘s9onoead Sururel]

sIsA[eue d)eLIBAIUN

suos1adsales SN 611

*SaUO J9[[ews ur duejdadde

10J 3ur33n.J3s [[13S I[IYM

suy 981e] ur Juareadrd

Zurwodaq a.1e spoylaw

Sururen paseq-jauraiul

nq ‘swy a81e[ pue

[[BWS UIIMII] SIIUIYIP

‘SuLIy uey) sanLe[IuIs

981e] pue [[ews ur 2I0W MOYS SINIALDE
saonoeld Sururer], Sururen 1a8euew safes
*98pamouy] Supayrew
[BJ11I9A pUE ‘SIS
Suiuueyd-ssauisng s[ps
uonelauag-resodoid ‘S[p[s
Guruonsanb (a8pamou]
suonedijdde-1awoisnd
{98parmou adejdiarewr
£93paymou| 3onpoid
:anoxdwr 03 Surureny ay3
10j paau Y1 parysIysiy
sisA[eue spasu-3ururer]
‘Sururey ay3

J0 1502 ay3 paddinsino ey
Suraey sajes [euonippe 0y
Zuipes| aouarradxs SulAng
19y 10 SIY pue Iawolsnd
9Y3 UO 9]e1jUIDUO0D

0} pauted] Aay L

‘Wwea) sa[es

SJ1 3uowe saJe1 UONUIIAI
pue d[eiow Sunsooq
A[snoauejnuis a[Iym
SONUIAI PUP SIISILISAPE
MaU paIndas Auedwod

a3 ‘Sururen ay) Suimoy[og
‘syuawaIInbal s

s9[es 93e3s safes pue sa[es-aid

renidaouo) ul s[[ys Sundy ‘$921N0S3I [BUOSID]
‘[9POIA uoneneag Sururel],
[9AT-IN0 S ALIRdy Iy
Ajdde o3 fesodoig

dAneIUeN)

QdueurIoyd
EINakali (o) pue Sururel],

duewiojrad
EINalali (o) pue Sururel],

aAnEI[EN) sjyauaq Sururel],

renydaouo) uonenfeAd Surureny
S9[BS [NJSS3IINS

10J SINSSI [9AJ]

0IDIW pue oIdeW

dAnEBIEND Areiodwajuo)

‘BIPIW [BID0S pUP JaUIUl
(3no.Iy) 199Uu0d ‘SI1YId
‘UONPIIUSISYIP puelg
*AJISI9AIP [RININD

Jo douelroduwir ay3 pue
‘saniiqeded [ea130j0uyIA)
JO JuswRdURYUD

9y ‘Ayiqejunodde

uo siseydwa

payisuanul 3y ‘Ojdoadsares
Sururen Jo sajo1 Surdueyd

[enydasuo) s9es 03 sagua[[ey)d 93 aIe saud[[eYd IN0J

1102 “[e 39 p1aydays

21102 ‘Nod

qL10Z ‘NIod

BL1OT NIod

1102 ‘ewlreys g euiog

Z10C UPWMON R Ue],

Z10T 2111

Z10T ‘0seN
1d R ‘snexy] ‘werdu] Yysse



59

V.L. Singh et al. / Journal of Economics, Finance and Administrative Science 20 (2015) 54-71

2o1oead Surureny
passew sA padeds

I9jsuen)
ururen jo Ayenb
pue fAypuen)

JjeLIRATUN

VAONY

suoneziuesio safes Gy

saakordwa yueq 9

SUOI}EPUIWILLIOINY
pue saduajeyd
Sururey sajes

‘suos1adsajes AINJuad ¢
93 10J SUOIIEPUIWIWIO0IAI
JO 195 B pIeMIOJ SINg
‘Jo13u0d pue

uonenfead pue ‘diysiapes|
‘sassad01d Surjjas—seare
JUljU0d Jofew

92113 {s[oo) [ea1308epad
jueyrodwi se Apnis-j1as
pue Sururen qof-ay3-uo

9sn :SaNSSI [BINI[ND 03
AJIAISUSS pUE ‘YIomuwed)
‘uoneIIUNWWod

U3Im [e3p ey so1doy
dururen juswadeuew

S9[BS U0 UaW UeY)
oueroduwr 13eaid paserd
USWOM SIDINOS IIWIPEIE
SNSIIA [PIISWILIOD,, dI0WL
woJj Sururer) SUIAIIAI

aIe £3y) Inq ‘S1921e 119y}
Jo 98e)s Ajxes ue je Surureny
Suiaradal s1a8euew safes
98ueyd [e10IARY(q
ySnoiy) sjuswaInseawr
9oueuLIoy1ad [enide pue
renadadiad yym animno
Suryoeod pasndoj-1awoIsnd
B palean

Sururen ,211s ajoym,, 3m
A3ojouyda3 mau Suruiquio)
J9y1ew SulsnIaApe
BurSueyd-19A9 3yl Yym
9oed daay 03 A3uanbauy
Jua3u0d 93 a8ueyd
sIauler) eyl pue syjuow
0M] AI9AS PIMIIAIL

s1 Surures) ayJ, 'ydea sInoy
om] Jo ,sa31q,, Surureny

0] SUOISSas Aep-auo

wolj SurArea ‘ssanpowr

01Ul PapIAIP ST Sururen}
[BULIOJ 31I0W MOY S9LIISIP
Sururen pue WIY 3Y3 Je DUIISIXD
paads-ySiH ur Surydeod jueIsuo)
‘saIn3y Ay

panoxdur pue ‘93uajadwod
s9[es Jo sy10dai-J[as 1aySIy
‘fyenb 1s)suer) 193ea18 Ul
pa3nsal ad1oe1d Surureny
passew uey) Jayjel padeds

renydasuo)

A13A1[9p pue
JuajuO0d-3ururen

dA1IEIIIUBND) JuswageurW SI[eS

3ururer) uoneIUALIO
dAneIen) Iauwoisn)

aAnelen)

dAnEIUEND I9)sueny Sururel],

0102 ‘ory

0102 S19m0d

qo10z ‘Niod

BQLOZ NIod

010z
20IqUI[IM-UUBWIYT
B ployney]

dqeLrea
Juapuadapu]

Jqerrea yuapuadaqg

POy

1%2ju0d pue d[duwes

Apnis jo adAL sndoj oido], sSurpury

IB9X “IOyINy

(panuyuod) 1 31qeL



V.L. Singh et al. / Journal of Economics, Finance and Administrative Science 20 (2015) 54-71

60

UO01)eIUILIO
19WOoIsNd
‘uonen[eAs Sururer
saes 3unnsuo)

fpiqessap

[BID0S ‘SISXI0M-0D
pue siosiaradns
U3IM UondB)Sies
‘JX23U0D [BIIY3ID
‘ururer) sa1y3g

2dAy ‘own Juajuod
Sururen safes

-a8e ‘uonejuaLIo
Surures ‘poedur
paarad1ad ‘Sururen
JO SsauLIBJUN[OA
pue Ajjeurioy
‘ssaulfawI],

Joineyaq
uosiadsaes INAS
uoneAIasqo
juednaed

SINI0M-0D

pue siosialadns
IIM uondejsnes NS
aAnduasag

SSQUIAIIIRYJD
Suninsuo) INAS
Bururen jo Suiepow
SSQUIAIIIRYD pue uoIssaI3al
£3111qe paAIadIad [ed1ydIeIdly

61

sqnpd
SSaUIY 10j SIOSIAPE S3[ES

sreuoissajoxd
SuneyIew pue sales yzg

SANS
G woJj suosiadsafes 14

souneziuesio safes 17

uoneziuegio
ue Jo suos1adsafes 8z8

dAnRINURND

dALIR)I[END

renydasuo)

dAnRINURND

dAnRINURND

aAneInuen)

aAnelen)

aAneInUen)

SSUIATIIAT
Sumuren], Ayzedwg

poy3IaW UonIJ[AS
weidold Sururel]

Sururen
sa[es [eqo[D

uonoejsies
uostadsares
pue Sururen) soyg

$199]J9 pue
Bururern sajes (119

SSIUIAIIIIYJD
Sunnsuod
uo s129j)9 Sururel],

duewiojrad
Jiom pue Sururen)
QDURI[ISAI dUI[UQ

a8ueyd
[ea13ojo0uyda}
Sunuawadur
Ul SS9UAIIAYYT
Sururen

's10SIApE S9[es se Surure)
duumnp jygne) uasq

pey Aays uey) Ayredwa
[eIUdWINIISUI SSI[ JBJ YIIM
s1awolsnd paydeoidde
soauren) A1031119)

LW, U0 2eq 3dUQ
'saruedwod adueINSUl

SJI UI SaA1IRIUSAIdaT
s9es 10j weidoxd

gururen aendoidde

Isow 3y AJ1uapr 01 (Vy9)
sisA[eue [euonje[al Aein
93 Aq pamo[[0} ‘UonIen[eAd
Jo s)yS1om a3 SUIWLIISP
03 (dHY) ssa201d Ayd1e1ary
onAfeue ay) sajeiodiodu]
‘sweidoxd Sururern

so[es [eqO[3 10j S3|qeLIBA
ndino pue ‘Suneipaw
‘andur jo sdiysuoneya.l

oy sure[dxa pue

SOUIUIPI 1Y) JIOMIWeLy
e sasodoid Apmis
*$19310M0D pue s10sialdns
[JIM UONDBJSIIES

pue Surure) s31Y39 Jo sinoy
u2am1aq sdiysuone[ax

93 Ul JX31U0D [B1Y31d
PpaA1ad1ad jo 9101 Suneipay
"UOI)BIUILIO-IdWOISND

PUE ‘JUWIIWIWOD
[euonjeziuesIo ‘UONIe)SIIeS
qof se yons sawodno
duewioylad juezoduwin

Uo $323}J° JUBdYIUSIS

aney Aew 3ururen safes
‘saLIsnpul

Aypowrwod ur 3saysiy

SI SSAUIAIIIRYJD SUnNSU0D
pue awry Sunnsuod
uaam19q diysuone[ar ayL,
JuedyIusdis jou ySnoyy
‘SIS 9J1] pue duewLIodd
JIom 1193 aaoxdwil pijnom
11 paAal[aq pue d[qelolus
A13A Sururel) adud[ISAI

93 punoj s1aeuel sa[es
*JX91u0 uonejuawadwr
a8ueypd e ur Sururen

JO SS9UAAIDYYD paalddIad
9Y3 UO 123JJ2 aAne3au

© SPY SS9ULIBJUN[OA

pue 129J392 aanisod

e sey Sururen jo AJijewiog

800C “[e 19 spie[aARYe)]

8007 ‘SuensH
N B ‘UIA-INH ‘Suery) uej

900T “[e 19 eIy

600 ‘2Unu3[eA

6002 “I& 32 uyofniad

600C ‘Wey[ad

6002 e 32 10qqy

0102 “[e 39 uLes



61

V.L. Singh et al. / Journal of Economics, Finance and Administrative Science 20 (2015) 54-71

‘uonipuod
pue 31siA jJo adAL

Juau0d Sururen
SIS ‘UoneIUALIO
JI9WoIsn)

ojel soJes

Joiaeyaq
uosadsafes

Surepow
9jeLIRA N

aAneIeN)

dAneIen)

renydasuo)

sjuelnelsal pue sieq [ €7

aAneInuen)

[enydasuo)

suostad

Sa[es [1eJaI-Uou OZh aAnEIIUEND)

$3099 Sururer],

uonedynuapl
spaau Sururer]
SS9UIAIIIRYJD
9110J Sa[eS

saes [e3a[1
JO UONUAAI]

1aurel] safes

SS9UIAIIIRYJD
uonenyead
pue JuUod
Sururel] saes

‘suonnjos eridoidde
Sur1ajjo pue ssauisnq I1ay)
03 anfeA SuIppe ‘sIawolsnd

93 03 s1aulred se

10€ [9uu0s1ad safes a1aym
‘yoeoidde ,aA11LINSUOD,,

e jo Juawdojanaqg
98pajmou|

[euoissajoid (1)

pue ‘A1iquedwod ainin)
(6) ‘so1g (8) ‘spasu
J19WO0)SNd pueISIapun

(£) ‘931A13s [eDUPUY
payIs1aAld (9) ‘L1 Buisn
(G} *9auazaduiod aAnI[[0)
(¥) ‘uonedIUNWWO)

(€) ‘aouasdi[aiul [euorzowy
() 3uiajos wajqoid (1)
'SSQUIAIIIRYJR Sururen) safes
10J yJomawelj e pasodoid
S0>d ‘yz0o=y

fpe ‘,691°0) 9210 safes

93 jo suonenjead SuLy
pue Sururer) [ed21y3a 3oeduwil
sapninle [eLaSeuew ISy}
‘Apuelroduwr ‘s1a8euewr
S9[eS JO SIpNIIIE [BIIYID
sdUINJUI eWID [BIYID
[1e19A0 3y ySnoyay
'sapuaIdwod

G ojul padnoig aIe Jeyy
SIIPIS pa3e[al 81 payluapl
uonesnsaaul A1ojerojdxa
SIY3 ‘S9[01 IS

9IN23x3 A[9A103)J9 03 pue
uonisod Jauren safes ay3
UJIM P33BID0SSE I JBy)
$9]01 § 1P d13Y]] S1SA83NS
‘gururery safes o3 patedwod
‘s101ABYaq uosIadsares

uo duINjul 5uois

© s1 uorjenyeAd uosiadsafes
pajuaLio Sunnsuo)
'SI0IARYa( SUuIdI0jUIal JO
dooj xoeqpasy e ur Sunnsal
‘s101ABYSq US|
JUINJJUI YIIYM ‘SIOIABYIq
Sui[as aandepe aduanpjur
‘uIny ur ‘YyaIym ‘s1olaeyaq
UOIIPIUSLIO JSWO0ISND
ouanpur Apanisod
s1o1ABYaq SuIuNSIT

£00T ‘N1Iod

£00Z 3uay) B Sueny ‘uej
8002
JI9WILIOT B YUIS ‘SI9UI[0Z

8007 “[e 32 Aswioo],

8002
SYOIM B SWIBI[[IN ‘SHIIY

800 ‘Z)ABILY B WeY[ad

dqeLrea
Juapuadapu]

d1qerrea yuapuadaqg

POy

Ixa3U0) pue djdwes Apnys jo adAL

sndoj o1do],

ssurpurd

IB9X ‘IoyIny

(panuyuo) 1 3jqeL



V.L. Singh et al. / Journal of Economics, Finance and Administrative Science 20 (2015) 54-71

62

UOIIUIAIIUL
Suuren

pue sainpadsoid
uor3d9[3s 10J
BLISILID 9A13[qNs
pue 2An23[qo

JUAWISAAUL
Suuren

‘3ururey jo Juanuod
‘Sururery jo adA],

‘Sunwun ‘adAy
Juajuod Sururel]
Sururen

snoraad ‘AaAins
Jo 2dA] ‘safes auim
pIemol apniny

sapualadwod
SNOLIBA

Sururer [ed1y3a
pue JeWI[ [BIIYID
‘apnime [edng

duewriojrad
9210Js3[eS

QouewLIo)Iad
9210jS3[eS

2onoei1d Suialas

S3[BS AUIM

sapualadwod
piemol apmmy

JolAeyaq
uos1adsajes
[earyzaun

sIsA[eue-eIdA

uolssaigdal adnnuw
pue YAONVIN

UuoISSAIZNY

uoIssa139y

51591 yuel-udis
UOXOD[IM

pue anbruysay
ydia@ payipoN

uoISSaIZAT
‘sisA[eue 10joey

SZIS 199JJ2 691

suoneziuegio
sa[es NS ystueds GL [

SwLIY IAIIS 601

SINIILINEISAI 7G|

saAnejuasaidar
S9[es ddUBINSUI I

SULIY 3SIDAIP
wio.j S1I98eUBW SA[ES O

SAnRIUEND

dAneIUen)

[enmydasuo)

aAnelend

dAnRINURND

aAneInuUen)

aAneInuen)

aAneIUen)

SUOIIUIAIIUI
Sururen pue
UOI123[3S [QUUO0SId]

Aianoe
S9[BS UO S129JJ9
Sururen sajes

*S9IWOU0I
uonisue}

ur Sururen
UoneIUNWWOod
Pa3IUALIO-IaWOISN)

$3129)J9 Sururel],
UOIIUIAIIU]
Sururex],
drqisuodsay

12339 safes pue
apninie gururel]

uonedyHuapl
spaau Sururer],

Sururen
SJI39 U0 dUIN[UI
JuswaSeueN

‘uonerIeA ym ysnoys
‘9duewrio)1ad 9210§s3[eS
uo sainpadouid Sururer
pue uond3[as [puuosiad
J0 10349 JuedyIusIS
*SSOUIAIIRJD

pue soueurio)iad usamiaq
UOI1e[31 3] SIIeIIpow
Sururen ‘poylaw pue
Juau0d Surures) dyads
ySnoay3) paAaryde st
3ul[[9s pajuUSLIo JWOISND
pue duewoy1ad 19YySIH
'ssadoxd

Sururen ay3 jo uonenyead
9] SISSNISIP puUP SISIN0OD
Sururesy yuanbasqns ay3 Je
$)00] JeY3 UOIEIIUNWWO)
PajuaLIQ-IawolIsn)

JO [9POIAl B Pa3ONIISUO)
*9]1S P[9Y-U3IS B 1e JIoM
03 - Ansnpur sse[3 ay3 jo
duaLIdxa ou yym 91doad
‘saonoe1d 3ulAIaS
SuiSueyd ur aA123}J2

sem weigold Sururer]
‘pIoS auIm

Jo A&uenb sy3 03 pajerar
sem sjueInelsal Aq paisjjo
Surures) sauIm Jo junowy
*$21139 pue dualadwod
QAI1123[]0d ‘92UII[[AIUT
[euonows ‘Aiquedwod
2IN3[Nd ‘uonyezInN
ASojouyda3 uoneWIOJUT
‘uonIBIUNWIWOD ‘SUIAJOS
w[qoad jo sanuayadwod
ul piepuejs ajenbape

ue 0] saAnejuasaidar
S9[BS I19Y) UIeI} 03 paau
saruedwod dUBINSUT I
‘suonnjos aeridoidde
3uriagjo pue ssauisng I19y3
03 anfeA Surppe ‘s1awoisnd
oy 03 s1aulred se

1oe [9uuos1ad saes arym
‘yoeoidde ,2A13€3NSUOD,,

100 UensyeH B [[a11e]

200t
BIGNUNA] B ZINY ‘UBWIOY

900¢ ‘efomnns R 1peA

9002 ‘NIod
900¢ UewsID

Q uege[wey 19z3[dd

900¢ ‘puowAey ysopAno
R ‘WL ppod IBA J2IND

900C
‘uery-uay) R Suely) ueg

L00T
Po09 R safrey) ‘1adamids



63

V.L. Singh et al. / Journal of Economics, Finance and Administrative Science 20 (2015) 54-71

9dualadwod
‘suoreAnow
‘SUOIRIUILIO
‘SSOUDAIIR]JD
[enueuy

pue uonoejsnes
JawoIsn)

AmSiquie
901 ‘121Juod J01
‘UONIPIUSLIO JIRIN

S9[qeLIEA 3310)S[eS
pue Auedwod
‘JuawruoIIAug

[01u0d
JIa8euew safes p[aL]

JUSWILWWOD
[euoneziuegio
pue uondejsiyes qof

(xapur

[013U0D [eIOIARYD])
wsAs [013u0d
9210J$3[eS JO oY)

UuoISSAIZNY
pue sisA[eue 1012e]

UO0ISSa13aI
sdnnw 10

VYAONV

UO0ISSa13I
srdnnu 10

sisAeue
1Jauaqg-1s0d
Pue YAONV
‘sisAfeue 1030

suoneziuegio s9es i1

suosIadsa[es [eLIISNpUl 90€

s1a8eueW SA[ES P[aY ¥ 1

suoneziuegio
S9[BS UBWLIdN 0LT

VSN pue yN ‘Auewrian
url [eonnadewrteyd
[euoeUIAIUL UP JO

S9ARIUISAIdDI S9[eS [H9]

Auedwod [eqo[3 uendSAg

SwaIsAs

JAnIBIIUBND) [013U0D 3210JS3[ES

sapmye
pue 1o1Aeyaq
2010Js3[ES pue

dA1IEIIUBND) UOIJBJUILIO I I

suoneziuegio safes
dzd ut Ioiaeyaq
pue duewoyiad

dA1IEIIUBND) 010Js3ES

uonen[eAd

[enydasuo) Surureny safes

SwAIsAs
[013U0D 3210JSJ[BS

dA1IEIIUBND) JO sjuapadAUy

uonewojne

dAneINURNY 9D10Js9[es

Sururer) 3210jsa[es
Jo yoedwr [eUBUY

aAneIUENQ) 9y3 Jo uonen[eay

*sw)sAs [013U0d

9210Js3[es ul uonesuaduwod
JAIIUIDUI J0J J[0I PAIWIT
apninje

qofl pue uoneuaLI0
JowoIsnd

uosiadsafes saduanpjur
Apueoyrusis way

91 JO UOIIRIUSLIO JIRIA
*SUOI)BIIPISUOD

1502 Y31m Suoje ‘]013U0d
Paseq-I01ArYaq

Buizijnn uaym

suorjen|eA? aduewiojad
91qIpaId pue J[qeidade
QIow Y3noIyj sawodIno
SI[BS SE [[9M SB JOIARYIq
uosadsafes aziseyduwa

0] paau s1a8eurwW SI[BS
‘pasodoud st (INFLS)

[9pow uonenyeAs Surureny
S9[ES B ‘JUWUOIIAUD
Sururen safes ay) 393Ja1 0,
*Sw)sAs [013U0d

9210J S3[es Jo uIsap

9 U0 $NSLIIIRIRYD
uos1adsares pue ‘Auedwod
‘[EIUSWUOIIAUD JO

1oedwl 9y 159) pue ssnasIq
'S9LIIUNOD SSOIDE
douewLio}1ad Ul ddueLIEA
%91 Sururejdxa uorjewoine
9210J$3[ES Y3IM ‘SILIIUN0D
U99M13q PUNOJ SIJUIYIP
9oueunioyiad pue

sJa1[aq ‘a8esn JuedyIugis
9duewLIo)rad saakojdwa
S9[BS Ul UOIJELIBA

pue ‘saakojdwa paurenun
pue paurel} usamiaq
9DUIIYIP Y3 ‘SISE|
ururen ay3 awn jo YaSua[
9y ‘saakojdwa pauren) jo
UOIJUIAI :S103D8J IN0J ISed|
Je uodn puadap weidoxd
Sururey safes e jo syyauag

€661 ‘PIOJID B
‘puowifey 98104e7 ‘Sewoy]
welduj ‘pIaeq SUIARI)

Y661
Suipip B umoug ‘mengis

8661
ue3IO B suaAel) ‘Ad1a1d

6661
U0S.1919d R SSI9M ‘uoidn

6661 ‘Wjen|

0002 ‘[9_UDIN
saureq g 119qoy 9[Sug

100C
‘UIAIS J2INEIN B ‘B1IY
‘opueie)| ‘[1eq 1INdA3UOH

d[qerrea
Juapuadapuj

aqertea yuapuadaqg

POYIBIN

1xa3u0d pue ajdures

Apnis jo adAL

sndoj o1do],

ssurpuiy

IB9X ‘IoyIny

(panunuo)) 1 a|qer,



V.L. Singh et al. / Journal of Economics, Finance and Administrative Science 20 (2015) 54-71

64

‘(uoneroqge[d umQ) sioyny

11oddns
Suizipueydiaw
‘210ddns

saes ‘Sururen
sa[es jo uondadiad
s, uosiadsafes
‘pauren
soaKordwo Jo %

awnjoA
s9[es ‘JuawaSeur
swn ‘Suruuerd
‘UOIIB[3T IWO0ISND
‘98pamou|
‘fAndiquie

pue 121juod

901 JO $32INOS

93ewl 2101s
pue aakojdwg
/owin|oA safes
uonen[eAd
9OUPULIOII]

sisAjeue
UONB[a110)
UO0ISSa13AI
ardnnw 10

pue sisA[eue 101oe4

aAnduasag

VAONY

$3103S 79 Jo saakojdwg
suosiadsajes [eL1IsNpul €1

s1a8euew s9[eS 00 L

slaqual ALSY €CC

aAneInuen)
AnIRINURND

dAnRINURND

aAneIuen)

[enydasuo)

AKouanyjg sares
AmmSiquie

pue 121juod

Jo suondadiad
9210Js9[eS

pue uonenjeag

uonenyead
Surureny sajes

‘uonen[eAd pue
JUDWISSISSE SPasu
pue 3ururen) sa[es

‘Sururen safes
JO SSIUDAIDYYD
pue surayjed
Kyeuad-premay

‘pauren) saakojdwa jo
98ejuad1ad Yrm paje[a.110d
A1oanisod a8ew 21038

pue (2aKojdwo 1ad safes

Jo awnjoA) ASUAIdYJ SIeS
‘12IJuod J[01 Jo

$921N0S uey) duewIofad
Jo Surpuejsiapun ay3

0} juerodw arow 9q Aewr
AynSiquue 9101 JO $32IN0S
‘sweldoxd Sururern

Jo s3[nsal ay) Sunnseaw
U0 UOIUIIE SISNIO0J
sIageupw Jo JIAqUINU [[BWS
‘paidope

A19pIm Jou a19Mm sad13dead
UOIIBN[PAD PUP JUILISSISSE
Spaau [eulI0) J1JeWISAS
'S9AIIEIIUL JUSWASeurW
21nbal suoIsap
SuiBuajreyd Jofey

‘gupjuel uewioyrad

doy e ainsse jou

s90p Sulure) 9310 saes

ul Asuow 210w SunsaAUf

G861

SI9MO( B ‘310q19] ‘[[9SSMY
9861

‘Auueq 198uafjag R ‘Aoy
[[9MOH ‘92UIMET 0uoy)

6861
‘UOSUIAIS ) 1INDAUOH
1661

‘ydaso[ 11eH R ‘[lepuey
ssny ‘119qoy JaAawyyrg

€661 ‘[2pY Atesuy-[g



V.L. Singh et al. / Journal of Economics, Finance and Administrative Science 20 (2015) 54-71 65

(1995-2004 and 1985-1994) was flat, they increased by a factor of
six during 2005-2014. Thus, the last decade, 2005-2014 accounted
for nearly 75% of the articles published in the past 30 years (1985-
2014). In this growth period of the most recent decade (2005-2014)
there were 42 articles published, which is six times more than the
number of articles published in each of the previous two decades
(1985-1994 and 1995-2004).

4.2. Types of sales training research

In terms of the research design elements, our review reveals
that qualitative studies consisted of 13 articles, quantitative stud-
ies consisted of 32 articles (such as Attia et al., 2014, Jantan, Asri
Honeycutt, & Earl, 2013; Tan & Newman, 2013), and theoreti-
cal/conceptual contributions consisted of 11 articles (Little, 2012;
Attia et al., 2006 and Vadi & Suuroja, 2006). However, it should be
noted that of the qualitative studies, actually only few of them are
research based with concrete research contributions (Fan Chiang
& Chen-Liang, 2006 and 2007; Ricks, Williams & Weeks, 2008;
Kakavelakis, Felstead & Fuller, 2008), the rest being practitioner
oriented case-narratives (Drake-Knight, 2012; Pollitt, 2006, 2007,
2010, 2011, 2012).

4.3. Sales training research methodologies

Further, the article reviews indicate that majority of the sales
training research is being carried forward through questionnaire
based survey method (15 articles such as Shepherd, Gordon,
Ridnour, Weilbaker, & Lambert, 2011; Powers et al., 2010; Sarin
et al., 2010; Kauffeld & Lehmann-Willenbrock, 2010; Toomey et al.,
2008; and Gultek Mark, Dodd Tim, & Guydosh Raymond, 2006),
followed by case studies (Ricks, Williams & Weeks, 2008; Little,
2012; and Pollitt, 2006, 2007, 2010, 2011, 2012). Very few studies
are following the qualitative path based on interviews (Fan Chiang
& Chen-Liang, 2006; 2007) and one on participant observation
method (Kakavelakis, Felstead & Fuller, 2008). However, the point
is that despite being pointed out by academicians in the past, value
of experimental research in sales training has not progressed ade-
quately. Only two experimental studies (Gignac, Harmer, Jennings,
& Palmer, 2012 and Peltzer, Ramlagan & Gliksman, 2006) were
found.

4.4. Analytical techniques used in sales training research

The studies included in our review used a wide variety of ana-
lytical techniques, ranging from sophisticated statistical tool use
such as Structural Equation Modeling (Sarin et al., 2010; Pelham,
2009; Pelham & Kravitz, 2008), Multiple Regressions (Toomey et al.,
2008; Valentine, 2009) and Factor Analysis (Gultek Mark, Dodd
Tim, & Guydosh Raymond, 2006 and Abbott, Klein, Hamilton, &
Rosenthal, 2009) and Bivariate/Univariate Analysis (Gignac et al.,
2012; Powers et al., 2010) to qualitative techniques such as Delphi
(Fan Chiang & Chen-Liang, 2006) and content analysis (Kakavelakis,
Felstead & Fuller, 2008).

In terms of sample size variation, the samples included in the
studies reviewed varied from 10-12 respondents for interviews,
between 20-50 respondents in experiments and between 64 to 828
respondents in the case of surveys.

4.5. Focus of sales training research

Looking at the focus of studies reviewed, it was found that
majority of the studies (25 articles) had a practitioner focus,
while about another half (22 articles) having research focus. The

remaining nine articles had a common focus that is being relevant
for both practitioners and academicians.

4.6. Sales training research by geographical region

Of the total 41 articles reviewed, the majority of the studies are
European (11 articles, e.g., Roman, Ruiz & Munuera, 2002), followed
by USA (11 articles, e.g., Tan & Newman, 2013), and few are Asian
(3 articles, e.g., Fan Chiang, Hui-Yin, & Yu Hsuang, 2008), Australian
(2 articles, e.g., Gignac et al., 2012) and in other regions. However,
it should be noted that in term of pure research papers, of the 11
European studies in UK, Germany and Soviet Russia, only two of
them qualify as being qualitative (Schwepker, Charles & Good, 2007
and Kakavelakis, Felstead & Fuller, 2008).

4.7. Themes of sales training research

According to Aragén-Sanchez (2003) the success of training
depends on the correct execution of the steps of sales training
process: previous analysis of training needs, development and
implementation of an adequate training plan and evaluation and
these themes have been variously investigated in the field of sales
training research. Hence, finally looking at the review sample from
the point of research theme, it is concluded that as compared to
training assessment studies, research related to training imple-
mentation and evaluation has been up on the charts, with 12, 18
and 9 studies focused on training implementation, evaluation and
assessment, respectively. The rest of the research reviewed (17
articles) can be classified as studies on the status/update of sales
training (Little, 2012 and Powers et al., 2010) or other concep-
tual/theoretical studies.

4.8. Sales training research: Findings by topic focus

The current section reviews the articles according to their con-
tent and findings, and classifies them into five types of studies:
Status/conceptual, Assessment, Training/Implementation, Evaluation
and others (see Table 2).

4.9. Assessment

The sales literature has responded to the increasing importance
and criticism of training by focusing more attention on training
assessment. In the latter half of the past decade, this literature
has examined various aspects of training assessment e.g., Ricks,
Williams and Weeks (2008) identified 8 roles, 18 skills grouped into
5 competencies that are associated with the sales trainer position;
Toomey et al. (2008) emphasizes the important role of both formal
control and significant others in creating an ethical sales force).

4.10. Training/Implementation

Numerous studies have focused on sales training content, e.g.,
Valentine (2009) posits to the mediating role of perceived ethi-
cal context in the relationship between hours of ethics training
and satisfaction with supervisors and coworkers; Abbott et al.
(2009) suggests sales managers believed very much that resilience
training would improve their work performance and life skills. An
emerging critical factor in the sales processes is the development
and maintenance of long-term business relationships. As emo-
tions play a crucial role in inter-personal relationships, the case
for emotional intelligence in the sales processes may be argued
as being important. Through an experiment design, Gignac et al.
(2012) reveal emotional intelligence training group outperforming
the control group by approximately 9% (p<0.05) in sales per-
formance. In the context of training delivery e.g., Kauffeld and
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Training needs
assessment

Training content,
method,
implementation

Tan & Newman
2012
Shepherd et al.,
2011

Powers 2010

Rao, 2010
Attia et al., 2006

Vadi & Suuroja,
2006

Lupton, Weiss &
Peterson 1999
Ferreira et al., 2013

Borna & Sharma,
2011

Pollitt, 2011c
Fan Chiang,
Hui-Yin, & Yu
Hsuang, 2008

Ricks, Williams &
Weeks 2008

Fan, Huang &
Cheng 2007

Toomey et al. 2007

Fan Chiang &
Chen-Liang, 2006

Erffmeyer Robert,
Russ Randall, &
Hair Joseph, 1991
Commeiras et al.,
2013

Drake-Knight, 2012

Kauffeld &
Lehmann-
Willenbrock,
2010

Pollitt, 2010c
Pollitt, 2010a
Sarin et al., 2010

Abbott et al., 2009
Valentine, 2009

Politt 2007
Schwepker, Charles
& Good 2007

Peltzer et al., 2006
Romadn, Ruiz &
Munuera 2002

Table 2
Focus/theme of research articles and findings as elaborated by authors.
Focus/theme Author/Year Findings
Training Lassk et al., 2012 Four challenges are the changing roles of salespeople, the intensified emphasis on accountability, the
Status/Conceptual enhancement of technological capabilities, and the importance of cultural diversity.
(Merged with others Little, 2012 Brand differentiation, ethics, connect through internet and social media.
categories in
Figure 4)

Proposal to apply Kirkpatrick’s Four-Level Training Evaluation Model.

Sales manager training activities show more similarities than differences between small and large firms, but
internet-based training methods are becoming prevalent in large firms while still struggling for acceptance in
smaller ones.

Sales managers receiving training at an early stage of their careers, but they are receiving training from more
“commercial” versus academic sources; women placed greater importance than men on sales management
training topics that deal with communication, teamwork, and sensitivity to cultural issues; use on-the-job
training and self-study as important pedagogical tools.

Three major content areas—selling processes, leadership, and evaluation and control puts forward a set of
recommendations for the 21st century salespersons.

Study proposes a framework that identifies and explains the relationships of input, mediating, and output
variables for global sales training programs.

Constructed a Model of Customer-Oriented Communication that looks at the subsequent training courses and
discusses the evaluation of the training process.

To reflect the sales training environment,a sales training evaluation model (STEM) is proposed.

Review of training needs assessment.
Personal resources, pre-sales and sales stage skill requirements.

Training-needs analysis highlighted the need for the training to improve product knowledge; market place
knowledge, customer-applications knowledge, questioning skills, proposal-generation skills,
business-planning skills, and vertical marketing knowledge.

Incorporates the analytic hierarchy process (AHP) to determine the weights of evaluation, followed by the
Gray relational analysis (GRA) to identify the most appropriate training program for sales representatives in
life insurance companies.

Suggests there are 8 roles that are associated with the sales trainer position and to effectively execute these
roles, this exploratory investigation identified 18 related skills that are grouped into 5 competencies.

(1) Problem solving, (2) Emotional intelligence, (3) Communication, (4) Collective competence, {5) Using IT,
(6) Diversified financial service, (7) Understand customer needs, (8) Ethics, (9) Culture compatibility, and (10)
Professional knowledge.

Although the overall ethical climate influences ethical attitudes of sales managers, importantly, these
managerial attitudes impact ethical training and hiring evaluations of the sales force (0.169%, adj R=.024,
p<.05).

Life insurance companies need to train their sales representatives to an adequate standard in competencies of
problem solving, communication, information technology utilization, culture compatibility, emotional
intelligence, collective competence and ethics.

Systematic formal needs assessment and evaluation practices were not widely adopted.

The establishment of an organizational context conducive to learning and the crucial role of the tutor.

Continue & Begin™ fast-coaching model for on-the-spot coaching of sales employees through explicit
standards, consistency and sustainability.

Spaced rather than massed training practice resulted in greater transfer quality, higher self-reports of sales
competence, and improved key figures.

Combining new technology with “whole site” training created a customer-focused coaching culture with
perceptual and actual performance measurements through behavioral change.

Constant coaching in existence at the firm and describes how more formal training is divided into modules,
varying from one-day sessions to training “bites” of two hours each. The training is reviewed every two
months and that trainers change the content frequently to keep pace with the ever-changing adv. market.
Formality of training has a positive effect and voluntariness has a negative effect on the perceived
effectiveness of training in a change implementation context.

Sales managers found the resilience training very enjoyable and believed it would improve their work
performance and life skills, though not significant.

Mediating role of perceived ethical context in the relationships between hours of ethics training and
satisfaction with supervisors and coworkers.

Development of a “consultative” approach, where sales personnel act as partners to the customers, adding
value to their business and offering appropriate solutions.

“Consultative” approach, where sales personnel act as partners to the customers, adding value to their
business and offering appropriate solutions.

Training program was effective in changing serving practices.

Higher performance and customer oriented selling is achieved through specific training content and method;
training moderates the relation between performance and effectiveness.
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Focus/theme

Author/Year

Findings

Training evaluation,
effectiveness

Others (Combined with

Status/Conceptual in
Figure 4)

Tan & Newman
2013

Attia Ashraf, H, &
Earl, 2012

Gignac et al., 2012
Pollitt, 2011b
Pollitt, 2011a
Pelham, 2009
Pettijohn et al.,
2009

Kakavelakis,
Felstead & Fuller
2008

Pelham & Kravitz,
2008

Zoltners, Sinha &
Lorimer 2008
Gultek Mark, Dodd
Tim, & Guydosh
Raymond, 2006
Farrell et al., 2001

Honeycutt et al.,
2001

Piercy, Cravens &
Morgan 1998
El-Ansary 1993

Honeycutt &
Stevenson, 1989
Chonko, Howell &
Bellenger 1986
Russell, Terborg, &
Powers 1985

Attia et al., 2014

Uduji 2013
Jantan et al., 2013

Pollitt, 2006

Engle Robert &
Barnes Michael,
2000

Krafft, 1999
Siguaw, Brown, &
Widing 1994
Cravens et al., 1993

Significant training evaluation neglect and indifference amongst retail organizations with little support for
using all 4 levels of Kirkpatrick’s Model for training evaluation.
Offers advice for setting standards for evaluating sales training programs.

Emotional Intelligence training group (especially rater reported scores) outperformed the control group by
approximately 9% (p <0.5) in sales performance.

They learned to concentrate on the customer and his/her buying experience leading to additional sales having
far outstripped the cost of the training.

Following the training, the company secured new advertisers and revenue while simultaneously boosting
morale and retention rates among its sales team.

The relationship between consulting time and consulting effectiveness is highest in commodity industries.
Sales training has significant effects on important performance outcomes such as job satisfaction,
organizational commitment, and customer-orientation.

Once back on “home” territory trainees approached customers with far less instrumental empathy than they
had been taught during training as sales advisors.

Listening behaviors positively influence customer orientation behaviors, which, in turn, influence adaptive
selling behaviors, which influence listening behaviors, resulting in a feedback loop of reinforcing behaviors.
Consulting oriented salesperson evaluation is a stronger influence on salesperson behaviors, compared to
sales training.

Proposed a framework for sales training effectiveness.

Amount of wine training offered by restaurants was related to the quantity of wine sold.

Significant effect of personnel selection and training procedures on salesforce performance, though with
variation.

Benefits of a sales training program depend upon at least four factors: retention of trained employees, the
length of time the training lasts, the difference between trained and untrained employees, and variation in
sales employees’ performance.

Sales managers need to emphasize salesperson behavior as well as sales outcomes through more acceptable
and credible performance evaluations when utilizing behavior-based control, along with cost considerations.
Investing more money in sales force training does not assure a top performance ranking. Major challenging
decisions require management initiatives.

Small number of managers focuses attention on measuring the results of training programs.

Sources of role ambiguity may be more important to the understanding of performance than sources of role
conflict.

Sales efficiency (volume of sales/sales person) and store image were significantly related to % of employees
trained. Training emphasis and merchandizing support were significantly related to store image.

MNCs differ significantly from their domestic counterparts in the following sales training phases: needs
determination, objective setting, program methods, program contents, and training evaluation.

Sales training programs have to be sold just like any product or service.

Banks in Malaysia followed a joint-trainer approach and utilized low-participative methods, along with
result-based sales training evaluation.

People with no experience in the glass industry-to work at a green-filed site.

Significant usage, beliefs and performance differences found between countries, with salesforce automation
explaining 16% variance in performance across countries.

Discuss and test the impact of environment, company, and salesperson characteristics on the design of sales
force control systems.

Market orientation of the firm significantly influences salesperson customer orientation and job attitude.
Limited role for incentive compensation in sales force control systems.

67

Authors (Own elaboration).

Lehmann-Willenbrock (2010) found spaced rather than massed
training practice resulting in greater transfer quality, higher self-
reports of sales competence, and improved performance figures;
while, formality of training has a positive effect and voluntariness
has a negative effect on the perceived effectiveness of training in
a change implementation context (Sarin et al., 2010). Recently,
Commereiras et al. (2013) suggest the establishment of an orga-
nizational context conducive to learning and the crucial role of the
tutor for successful training programs.

4.11. Evaluation
Organizations have learned to place their personnel selling

skills as an essential contributor to both business success and sur-
vival. They know that their business is now defined by customer

relationships and value-adding provided by their sales force. For
their sales personnel to become successful in their jobs, sales
training for these individuals has become necessary and essen-
tial. Despite spending thousands of dollars training their sales force
every year, organizations often fail to follow through in evaluating
the effectiveness of their training programs, thereby not allowing
corrective actions to improve to take root. Without evaluating sales
training effectiveness, organizations would not be able to make
the necessary revision and renewal efforts to their sales training
programs so that training can continuously be effective, account-
able and significant to their organizations. Failing to evaluate, retail
organizations could be spending considerable amount of time and
resources continually on ineffective training programs perpetu-
ating unimpressive sales force performances and contribution to
their organizations.
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Hence, the effects of various training topics have been assessed
on a variety of outcomes, such as salesperson behaviors, atti-
tudes, and performance (e.g., Pettijohn, Pettijohn & Taylor, 2009,
Pelham & Kravitz, 2008); consulting effectiveness (Pelham, 2009);
and their financial impact on the firm sales (Gultek Mark, Dodd
Tim, & Guydosh Raymond, 2006). For example, Tan and Newman’s
study (Tan & Newman, 2013) essentially utilized Kirkpatrick’s
Four-Level Training Evaluation Model (Donald Kirkpatrick, 1994)
to examine whether the interrelationships among its four lev-
els of training evaluation (reaction, learning, behavior change,
and organizational outcomes) are applied in determining training
effectiveness.

4.12. Status/Conceptual

These studies have introduced ideas for enriching future
research, like, Lassk (2012) examine four challenges currently
facing the sales force —changing roles of salespeople, increased
emphasis on training accountability, enhanced technology capa-
bilities, and increasing cultural diversity— and the research gaps
these challenges raise in the design, content, delivery, and evalua-
tion of training. Rao (2010) puts forward a set of recommendations
for the 215 century salespersons, while, Attia et al. (2006) proposed
a framework that identifies and explains the relationships of input,
mediating, and output variables for global sales training programs.
Vadi and Suuroja (2006) constructed a Model of Customer-Oriented
Communication that looks at the subsequent training courses and
discusses the evaluation of the training process. On the other hand,
status/update studies on sales training, such as Little (2012) iden-
tify brand differentiation, ethics, and connecting through internet
and social media as important factors in sales training in the cur-
rent business environment. Shepherd et al. (2011) reveal that sales
manager training activities show more similarities than differ-
ences between small and large firms, but internet-based training
methods are becoming prevalent in large firms while still strug-
gling for acceptance in smaller ones. Similarly, Powers et al. (2010)
have put forward a detailed study on various aspects of sales
training.

Gartner Group study indicated that the four most important
emerging salesperson skills are collaboration, relationship man-
agement, as well as finance, business, and consultative skills
(Golterman, 2000; Pelham, 2009). In view of the increasing empha-
sis on coaching and consultative behavior, this review points
toward the increasing focus of researchers on such topics, e.g.,
during 2006-2014, 6 articles were found that dealt with coach-
ing and consultative behavior, e.g., Pelham (2009), Pelham and
Kravitz (2008), Schwepker, Charles and Good (2007) and Pollitt
(2007, 2010, 2012).

The practitioners have suggested sales training as a waste of
energy and resources unless it is made sustainable and hence
advocate sustainability through local coaching and performance
management to keep the momentum up and the training alive
(Drake-Knight, 2012). Pollitt (2012) also points toward constant
coaching and division of more formal training into modules. He
further strongly posits improvements in customer service through
focus on ethics and customer orientation and development of a
“consultative” approach, where sales personnel acts as partners
to the customers, adding value to their business and offering
appropriate solutions. It was found that following the training,
new advertisers and revenues were secured while simultaneously
boosting morale and retention rates among its sales team. Table 2
provides a chronological list of the research studies included in our
review and provides details of authors, year of publication, major
findings, topic of focus, type of study, sample/context, dependent
variables, and independent variables.

5. Highlights of some interesting sales training studies

In this review we also point out some studies worth mentioning
in terms of context and content of study.

Attia et al. (2014) examine similarities and differences of current
state of initial sales training practices of both domestic and multi-
national corporations in Egypt. They conclude that MNCs differ
significantly from their domestic counterparts in the following
sales training phases: needs determination, objective setting, pro-
gram methods, program contents, and training evaluation.
Shepherd et al. (2011) examined practices of and differences
between small and large organizations (based on sales force size)
as they relate to the training of sales managers, demonstrating
sales training activities showing more similarities than differences
between small and large firms, but internet-based training meth-
ods are becoming prevalent in large firms while still struggling for
acceptance in smaller ones.

Borna and Sharma (2011) view acting skills to have potential in
sales training through a series of steps to be taken by the sales-
people in order to perform their roles effectively self exploration,
preparation before entering the stage of selling, on-stage perfor-
mance, and self evaluation.

Gignac et al. (2012) based on data from 50 Australian resident
pharmaceutical sales representatives, examined statistically the
efficacy of an emotional intelligence training program on sales
performance and emotional intelligence in a group of salespeo-
ple using an experimental, repeated measures/between-groups
design. They found that the rater-reported emotional intelligence
(EI) correlated with sales performance at r=0.32 and the train-
ing group outperformed the control group by approximately 9 per
cent (p<0.05) in sales performance.

Abbott et al. (2009) aimed to evaluate whether online resilience
training, would improve the psychological health, wellbeing and
work performance of sales managers from an Australian industrial
organization. Sales managers found the resilience training very
enjoyable and believed it would improve their work performance
and life skills.

Valentine (2009) found a mediating role of perceived ethical con-
textin the proposed relationships between hours of ethics training
and satisfaction with supervisors and coworkers, suggesting orga-
nizational leaders for using ethics training to institutionalize an
ethical environment in sales organizations. Such efforts could yield
greater employee satisfaction for supervisors and coworkers.
Sarin et al. (2010) suggest that formality of training has a posi-
tive effect and voluntariness has a negative effect on the perceived
effectiveness of training in a change implementation context. The
findings provide empirical support to the call by Cron et al. (2005)
for more customized and individualized sales force training pro-
grames.

Kauffeld and Lehmann-Willenbrock (2010) compared spaced and
massed training using behavioral and outcome criteria showing
spaced rather than massed training practice resulting in greater
transfer quality, higher self-reports of sales competence, and
improved key figures.

Kakavelakis, Felstead and Fuller (2008) based on participant
observation examined the training of sales advisors in a large chain
of private fitness clubs. It shows that although the training course
taught trainees how to control and enchant customers, once back
on “home” territory trainees approached customers with far less
instrumental empathy than they had been taught.

Toomey et al. (2008) in their study toward responsible sales in the
context of alcohol selling found that sales manager’s ethical atti-
tudes are found to both directly and indirectly impact the ethical
behavior of the sales force.
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Figure 1. Chronological Trend of Sales Training Research.
Authors (Own elaboration).

6. Discussion and conclusions

Sales training studies from the past thirty years analyzing the
influence of training on business results have been compiled, clas-
sified and analyzed. There is relatively very little research in this
field and our review study makes several important contributions
to the theory and practice of sales training.

First, our analysis reveals that although the studies are very het-
erogeneous and it is difficult to generalize, most of them conclude
that training positively affects productivity, quality, and financial
results, and that different types of training have different impacts
on business results. Further, our review suggests that advance-
ments have been made that help us understand better the design
and delivery of training in organizations, with respect to the-
ory development as well as the quality and quantity of empirical
research. We know more about factors that influence training effec-
tiveness and transfer of training.

Second, our specific findings related to various aspects of sales
training research are discussed. The number of publications in the
sales training research has grown exponentially in the last decade
(2005-2014) as compared to the previous two decades (1985-1994
and 1995-2005, see Figure 1). The quantitative studies dominate
(57%) compared to qualitative studies (23%) and conceptual studies
(20%) as shown in Figure 2. As regards the focus of sales train-
ing research, it was found that a majority of studies (45%) had a
practitioner focus, followed by academic focus research (39%) and
the remaining 16% of the research had both academic and prac-
titioner focus (Figure 3). Findings of our review reveal that the
dominant theme in the sales training research was training evalua-
tion (32%) followed by training implementation and content (22%),

o Conceptual,
Qualitative, 20%

23%

Quantitative,
57%

Figure 2. Types of Sales Training Research, 1986-2014.
Authors (Own elaboration).

Both

Academic
39%

Practitioner
45%

Figure 3. Focus of Sales Training Research, 1985-2014.
Authors (Own elaboration).

needs assessment (16%), Miscellaneous other themes constituted
the remaining 30% of research (Figure 4). The dominance of sales
training evaluation theme is consistent with the findings of past
reviews. For example, Rick et al. (2008) found that studies with
evaluation as the theme of research were three and half times those
on needs assessment and about two and half times those on imple-
mentation. Overall thus it can be concluded that much of the sales
training research is practitioner focus, quantitative studies with
evaluation of sales training as the main emphasis.

The third contribution of our review study is the identification
of several methodological issues and challenges evolved in sales
training research. Researching training assessment is difficult for
myriad reasons; among them are access to certain data and the
longitudinal nature of the sales training being evaluated. In addi-
tion research in this area is hampered by study design issues and
measurement concerns. The generalizability of findings is a concern
when conducting research. This concern is of primary importance
when assessing sales training because there is a substantial trade-
off between the richness of data and generalizability of findings. It
has been argued that case study methodology can be particularly
insightful for business-to-business research (Johnston, Leach, & Liu,

Evaluation/

_ Status/
effectw::ness conceptual/
32% others

30%

Needs/
Assessment
16%

Content/

method/

implementation
22%

Figure 4. Themes of Sales Training Research, 1985-2014.
Authors (Own elaboration).
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1999); however, generalizability requires evidence of a consistent
pattern of findings across case studies. There is a severe dearth
of sales training studies based on a longitudinal research design,
which is especially relevant in the context of evaluation studies.
Experimental design is the most powerful and advantageous way
to evaluate sales training outcomes (Warr, Allan, & Birdi, 1999; as
cited in Attia, Honeycutt, & Leach Mark, 2005). Failure to employ
rigorous statistical techniques, such as control groups, longitudi-
nal designs, and experimental designs, results in limited empirical
research findings that are inconsistent with proposed theory devel-
opment.

A fourth finding of our review is that although there are pos-
itive effects of training on organizational results, there is no
clear cost-benefit relationship allowing the assessment of train-
ing effectiveness or profitability. One reason for this situation is
the difficulty in finding a reliable indicator of training incidence, a
fact even more complicated due to the existence of returns that are
not only tangible, but also intangible. The heterogeneity of criteria
among authors when evaluating these effects must be also added
to this complex situation.

7. Directions for future research

Though the research on sales training has been showing posi-
tive strides in terms of the content, context as well as the quantity
and quality of published studies, several more caveats and oppor-
tunities exist to aid and guide future interested scholars of this
field. Future research efforts should specifically investigate how
distinct selling needs and objectives differ for salespersons work-
ing in missionary, industrial, and consumer roles and how flexible
the proposed model is for different sales positions. Further, most
of the research oriented studies are located in North America and
in Europe —the bulk of the studies being UK centric and empirical
studies are even fewer—. Although most of them are descriptive
and case-study based, in recent years some attempts to go into this
topic in depth have been carried out (e.g., Kauffeld & Lehmann-
Willenbrock, 2010). Still there is plenty of scope for further work
in this area.

While organizations spend thousands of dollars to help sales
teams succeed, it is the sales culture of the organization that is the
key contributor or roadblock to success. This sales culture is often
informally built to replicate the most influential and effective sales
managers and executives. Given the rampant pace of technological
advancement, future sales training research needs to be conducted
incorporating the effects of social media. For example, the effect
of social media in acquiring sales skills, its effect on salesperson’s
approach to selling, etcetera.

The fact that the effect of human resource actions, including
training, on business results depends on many other factors must
be also taken into account by adopting the systemic perspective
when analyzing the effect of human resource practices on business
results with the help of sophisticated statistical techniques such as
structural equation modeling, etcetera.

References

Abbott, ]., Klein, B., Hamilton, C., & Rosenthal, A. (2009). The impact of online
resilience training for sales managers on wellbeing and work performance. E-
Journal of Applied Psychology, 5(1), 89.

Alliger, G. M., & Janak, E. A. (1989). Kirkpatrick’s levels of training criteria: thirty
years later. Personnel Psychology, 42, 331-342.

Alliger, G. M., Tannenbaum, S. L., Bennett, W., Traver, H., & Shotland, A. (1997). A
meta- analysis of the relations among training criteria. Personnel Psychology, 50,
341-358.

Alvarez, Kaye., Salas, Eduardo, & Garofano Christina, M. (2004). An integrated model
of training evaluation and effectiveness. Human Resource Development Review,
3,385.

Aquinis, H., & Kraiger, K. (2009). Benefits of training and development for individuals
and teams, organizations, and society. Annual Review of Psychology, 60, 451-474.

Aragén-Sanchez, Antonio, Barba-Aragon, Isabel, & Sanz-Valle, Raquel. (2003). Effects
of training on business results. The International Journal of Human Resource Man-
agement, 14(6), 956-980.

Attia Ashraf, M., Honeycutt, Jr., & Earl, D. (2012). Measuring sales training effective-
ness at the behavior and results levels using self and supervisor evaluations.
Marketing Intelligence & Planning, 30(3), 324-338.

Attia, A. M., Honeycutt, E. D., & Jantan, M. (2006). Global sales training: In search
of antecedent, mediating, and consequence variables. Industrial Marketing Man-
agement, 37(2), 181-190.

Attia, A. M., Honeycutt, E. D., & Leach Mark, P. (2005). A three-stage model for
assessing and improving sales force training and development. Journal of Per-
sonal Selling & Sales Management, 25(3), 253-268.

Attia Ashraf, M., Jantan M., Asri., Atteya, Nermine, & Fakhr, Rana. (2014). Sales train-
ing: comparing multinational and domestic companies. Marketing Intelligence &
Planning, 32(1), 124-138.

Baldwin, T. T., & Ford, J. K. (1988). Transfer of training: A review and directions for
future research. Personnel Psychology, 41, 63-105.

Borna, S., & Sharma, D. (2011). Train your salespeople to be skilled actors: a mantra
for success. Marketing Management Journal, 21(1), 160-168.

Chonko Lawrence, B., Howell Roy, D., & Bellenger Danny, N. (1986). Congruence
in sales force evaluations: Relation to sales force perceptions of conflict and
ambiguity. The Journal of Personal Selling and Sales Management, 6(1), 35-48.

Commeiras, Nathalie, Loubes, Anne, & Bories-Azeau, Isabelle. (2013). Identification
of organizational socialization tactics: The case of sales and marketing trainees
in higher education. European Management Journal, 31(2), 164-178.

Cravens David, W., Ingram Thomas, N., LaForge Raymond, W., & Clifford, E. (1993).
Behavior-based and outcome-based salesforce control systems. Young Journal of
Marketing, 57(4), 47-59.

Cron William, L., Marshall Greg, W., Singh, Jagdip, Spiro Rosann, L., & Sujan, Harish.
(2005). Salesperson selection, training, and development: Trends, implications,
and research opportunities. Journal of Personal Selling & Sales Management, 25(2),
123-136.

Drake-Knight, N. (2012). Training and coaching boost performance of sales staff at
B&Q Model makes its mark at do-it-yourself retailer. Human Resource Manage-
ment International Digest, 20(1), 14.

El-Ansary Adel, I. (1993). Sales force effectiveness research reveals new insights and
reward-penalty patterns in sales force training. The Journal of Personal Selling
and Sales Management, 13(2), 83-90.

Engle Robert, L., & Barnes Michael, L. (2000). Sales force automation usage, effec-
tiveness, and cost-benefit in Germany, England and the United States. Journal of
Business & Industrial Marketing, 15(4), 216-241.

Erffmeyer Robert, C., Russ Randall, K., & Hair Joseph, F., Jr. (1991). Needs assessment
and evaluation in sales-training programs. The Journal of Personal Selling and
Sales Management, 11(1), 17-30.

Fan Chiang, K., & Chen-Liang, C. (2006). A study to identify the training needs of life
insurance sales representatives in Taiwan using the Delphi approach. Interna-
tional Journal of Training & Development, 10(3), 212-226.

Fan Chiang, K., Hui-Yin, T., & Yu Hsuang, L. (2008). The selection of life insurance
sales representatives training program by using the AHP and GRA. Journal of
Grey System, 20(2), 149.

Farrell, Seonaid, & Hakstian, A. Ralph. (2001). Improving salesforce performance:
A meta-analytic investigation of the effectiveness and utility of personnel
selection procedures and training interventions. Psychology & Marketing, 18(3),
281-316.

Ferreira Rodrigo, Rezende, & Abbad, Gardénia. (2013). Training needs assessment:
Where we are and where we should go. Brazilian Academic Review, 10(1), 77-99.

Golterman, Jeff (2000). How will companies measure and justify spending for
a CRM solution? Gartner Interactive, http://gartner11.gartnerweb.com/public/
static/crm/crm_qa.html

Gignac, G. E., Harmer, R. J., Jennings, S., & Palmer, B. R. (2012). EI training and
sales performance during a corporate merger. Cross Cultural Management, 19(1),
104-116.

Gultek Mark, M., Dodd Tim, H., & Guydosh Raymond, M. (2006). Attitudes towards
wine-service training and its influence on restaurant wine sales. International
Journal of Hospitality Management, 25, 432-446.

Honeycutt Earl, D., Jr., Karande, Kiran, Attia, Ashraf, & Maurer Steven, D. (2001). An
utility based framework for evaluating the financial impact of sales force training
programs. The Journal of Personal Selling and Sales Management, 21(3), 229-238.

Honeycutt, E. D., & Stevenson, T. H. (1989). Evaluating sales training programs.
Industrial Marketing Management, 18, 215-222.

Jantan, M., Asri Honeycutt, Jr., & Earl, D. (2013). Current sales training practices in
the commercial retail banking industry in Malaysia. Services Marketing Quarterly,
34(1), 1-17.

Johnston, W. J., Leach, M. P., & Liu, A. H. (1999). Theory testing using case stud-
ies in business-to-business research. Industrial Marketing Management, 28(3),
201-213.

Kakavelakis, K., Felstead, A., Fuller, A., Jewson, N., & Unwin, L. (2008). Making a
sales advisor: The limits of training instrumental empathy. Journal of Vocational
Education and Training, 60(3), 209-221.

Kauffeld, S., & Lehmann-Willenbrock, N. (2010). Sales training: Effects of spaced
practice on training transfer. Journal of European Industrial Training, 34(1),
23-37.

Kirkpatrick, D.L.(1994). Evaluating training programs. San Francisco: Berrett-Koehler
Publishers, Inc.

Krafft, Manfred. (1999). An empirical investigation of the antecedents of sales force
control. Journal of Marketing, 63(3), 120-134.



V.L. Singh et al. / Journal of Economics, Finance and Administrative Science 20 (2015) 54-71 71

Lassk, F.G.,Ingram, T. N., Kraus, F., & Di Mascio, R. (2012). The future of sales training:
Challenges and related research questions. Journal of Personal Selling & Sales
Management, 32(1), 141-154.

Little, B.(2012).Identifying key trends in sales—from a training perspective. Industrial
& Commercial Training, 44(2), 103-108.

Lupton Robert, A., Weiss John, E., & Peterson Robin, T. (1999). Sales Training Evalua-
tion Model (STEM): A conceptual framework. Industrial Marketing Management,
28,73-86.

Pelham, A. (2009). The impact of industry and training influences on salesforce
consulting time and consulting effectiveness. Journal of Business & Industrial
Marketing, 24(7/8), 575-584.

Pelham, A., & Kravitz, P. (2008). An Exploratory Study of the Influence of Sales
Training Content and Salesperson Evaluation on Salesperson Adaptive Selling,
Customer Orientation, Listening, and Consulting Behaviors. Journal of Strategic
Marketing, 16(5), 413-435.

Peltzer, K., Ramlagan, S., & Gliksman, L. (2006). Responsible alcoholic beverages
sales and services training intervention in Cape Town: A pilot study. Journal
of Psychology in Africa, 16(1), 45.

Pettijohn, L. S., Pettijohn, C. E., & Taylor, A. J. (2009). Retail sales train-
ing: activities and effects on job satisfaction, organizational commitment,
turnover and customer orientation. Marketing Management Journal, 19(1),
46-57.

Piercy Nigel, F., Cravens David, W., & Morgan Neil, A. (1998). Sales force perfor-
mance and behaviour-based management processes in business-to-business
sales organizations. European Journal of Marketing, 32(1), 79-100.

Pollitt, David. (2012). Sales take off at Midlands Co-operative Travel X-Factor train-
ing boosts customer service. Human Resource Management International Digest,
20(1), 30.

Pollitt, David. (2011a). Magazine business turns a new page with training for sales
team: Investment in employees boosts profitability and morale. Human Resource
Management International Digest, 19(6), 20.

Pollitt, David. (2011b). Training helps salesforce to sparkle: Program develops lis-
tening skills at Jeweler. Human Resource Management International Digest, 19(1),
15.

Pollitt, David. (2011c). Training delivers higher sales for Pitney Bowes: Revenues,
productivity and order values improve at franking and mail stream company.
Human Resource Management International Digest, 19(1), 23.

Pollitt, David. (2010a). Jedi masters are the model of maturity at Mongoose Media:
High-speed sales training defies the recession. Human Resource Management
International Digest, 18(6), 15.

Pollitt, David. (2010b). BT Business Sales dials up a customer-focused coaching cul-
ture: Program combines new technology with tailored training. Human Resource
Management International Digest, 18(4), 7.

Pollitt, David. (2010c). Evaluation of sales training programmes in Croatian compa-
nies. International Journal of Management Cases, 12(2), 718.

Pollitt, David. (2007). Training transforms culture and boosts growth at B Braun
Medical: Sales team moves to a more “consultative” approach. Human Resource
Management International Digest, 15(5), 26.

Pollitt, David. (2006). Saint-Gobain Glass gains clear benefits from training: Impact
felt on productivity, quality, sales and safety. Human Resource Management Inter-
national Digest, 14(5), 13.

Powers, T. L., DeCarlo, T. E., & Gupte, G. (2010). An update on the status of sales
management training. Journal of Personal Selling & Sales Management, 30(4),
319-326.

Rao, V. (2010). Training sales professionals: Challenges in the 21st Century. [UP
Journal of Soft Skills, 4(1/2), 68-74.

Ricks, J. M., Williams, J. A., & Weeks, W. A. (2008). Sales trainer roles, competen-
cies, skills, and behaviors: A case study. Industrial Marketing Management, 37(5),
593-609.

Roman, Sergio, Ruiz, Salvador, & Munuera José, Luis. (2002). The effects of sales train-
ing on sales force activity. European Journal of Marketing, 36(11), 1344-1366.

Russell, J. S., Terborg, J. R., & Powers, M. L. (1985). Organizational performance and
organizational level training and support. Personnel Psychology, 38, 849-863.

Sarin, S., Sego, T., Kohli, A. K., & Challagalla, G. (2010). Characteristics that enhance
training effectiveness in implementing technological change in sales strategy:
a field-based exploratory study. Journal of Personal Selling & Sales Management,
30(2), 143-156.

Siguaw Judy, A., Brown, Gene, & Widing Robert, E., . (1994). The influence of the
market orientation of the firm on sales force behavior and attitudes. Journal of
Marketing Research, 31(1), 106-116.

Schwepker, J. H., & Good, D.]. (2007). Sales management’s influence on employment
and training in developing an ethical sales force. Journal of Personal Selling & Sales
Management, 27(4), 325-339.

Shepherd, C., Gordon, G. L., Ridnour, R. E., Weilbaker, D. C., & Lambert, B. (2011).
Sales manager training practices in small and large firms. American Journal of
Business, 26(2), 92-117.

Tan, Kim, & Newman, Eric. (2012). Sales force training evaluation. Journal of Business
& Economics Research, 10(2)

Tan, Kim, & Newman, Eric. (2013). The evaluation of sales force training in retail
organizations.;1; A test of Kirkpatrick’s Four-level Model. International Journal
of Management, 30(2).

Toomey, T. L., Erickson, D. J., Lenk, K. M., Kilian, G. R., Perry, C. L., & Wagenaar, A.
C. (2008). A randomized trial to evaluate a management training program to
prevent illegal alcohol sales. Addiction, 103(3), 405-413.

Uduji Joseph, 1. (2013). Apathetic attitude of the drug reps: A hindrance to sales
training in the health care industry in Nigeria. European Journal of Business and
Management, 5(8).

Vadi, M., & Suuroja, M. (2006). Training retail sales personnel in transition
economies: Applying a model of customer-oriented communication. Journal of
Retailing & Consumer Services, 13(5), 339-349.

Valentine, S.(2009). Ethics training, ethical context, and sales and marketing profes-
sionals’ satisfaction with supervisors and coworkers. Journal of Personal Selling
& Sales Management, 29(3), 227-242.

Zoltners, A., Sinha, P. K., & Lorimer, S. E. (2008). Sales force effectiveness: A frame-
work for researchers and practitioners. Journal of Personal Selling and Sales
Management, 28(2), 115-131.



