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i S E H
Proposal of First—Class Salesperson Behavioral Characteristics Model for
Improving Sales Level

(Abstract)

This research clarified the behavioral characteristics of first—class salespersons, and
proposed a model as a structural diagram showing behavioral characteristics of first—class
salespersons.

This thesis described Sales based on previous researches, and showed that the Role
required for sales in Japan is Boundary Consolidator, which is divided into External
Activities and Internal Activities. Furthermore, it showed the importance of establishing a
relationship of trust between customers and sellers. In regard to maintaining and
developing relationships between customers and sellers as boundary consolidation
managers, it showed that Adjustment, Trust, Anxiety Removal, and Communication are
the roles of sales activities and salespersons. However, since it is only an arrangement of
the role of general salespeople in enterprise business activities, it is important to clarify
the behavioral characteristics of the leading salespersons, which is dealt with in this
research, in the sales activities where the results are required is described .

Then, interview surveys were carried out to three leading salespersons who fulfilled three
conditions of excellent business results, experience of being promoted to a manager from
a salesperson, and award record due to sales results both inside and outside the
company. By analyzing the surveys, behavioral characteristics of top salespersons were
clarified. Behavior characteristics of first—class salespersons are 3C Analysis, Provision of
Security, Conversation, Excitement, Communicating Awesome, Providing Special Feeling,
Abstraction Level Control, Pattern Recognition, Interested Party Utilization, and
Positioning . By making a table and structure diagram describing these items, a
behavioral characteristic model of first—class salespeople was proposed.

Furthermore, in order to verify the effectiveness of the proposed model, this research
confirmed the correlation between the questionnaire survey based on the model and
business performance, and showed its usefulness.

In the future, it is expected that the utilization of this model in the field of sales
education can improve corporate profits, and identify leading salespeople in the field of
sales employment.
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