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The objective of this study is to extend the existing knowledge of the role of sales force control system in
affecting ethical behaviour of sales people. Ramaswami et al. Analysis of the results lead to a discussion of the
implications for sales management. To help marketers optimize the sale of products and create focused
marketing strategies For instance, Bajaj launched its touring bike Dominar  These behaviors can be affected by
multiple factors. Any sales manager would give their teeth for someone like this in their sales team, right?
Wasting time on prospects who never reach a decision is worse than losing to the competition. Download
preview PDF. Selection of an appropriate sales force control system is important because it has influence on
the functioning of the organization. Roman and Munuera 1 in their study highlighted the determinants as well
as the consequences of ethical behaviour of sales people. It emerges as a dominant phenomenon in customer
behavior and is a vital concept in the market. Similarly, Schwepker and Good 3 asserted that internal sales
force control mechanisms are strategic forces that directly affect the behaviors of the sales force and their
accompanying orientation toward customers. References Aldridge, H. They proposed that when the level of
output control used in managing the marketing function is high, level of anomie within the marketing
department will be high. Google Scholar Copyright information. Google Scholar McNichols, C. According to
Ingram et al. Google Scholar Bellizzi, J. They also found that both sales manager ethical attitudes and
understanding of ethical violations are positively related to coaching for ethical situations. Consumer behavior
helps to market the product or services successfully. Richins, M. This is done by constantly checking your
sales pipeline and closely evaluating each opportunity for a go or no-go. Full Text: References Badgaiyan, A.
Harmancioglu, N. Weaver et al. Stern, H. In outcome-based control system, sales people are left alone to
achieve results in their own way using their own strategies. Cosmetics customers in Sanandaj were selected as
the statistical population. On the other hand, there are also plenty of examples of sales people who are
successful at selling just through good, old â€”fashioned hard work and effective habits. Tariq Khan, M. To
create and retain customers For instance, Netflix realized that people increasingly spend time on the internet
and internet downloads are a major source of revenue. Manizheh and Rajabi. Google Scholar Zikmund, W.
Khalid Azam,  Marketing and Sales Managers will have to review their approach to training in sales ethics as
well as how sales professionals implement the market driven approach. Mohsen and Baghdadi. To avoid this,
top sales people explained that they always register follow-ups in their diaries to ensure they remember what
to do next. Being prepared helped them to meet challenges or inspire customers to think differently or in a new
way. Google Scholar Ferrell, O.


