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AN EXPLORATORY STUDY OF THE QUALIFICATIONS OF THE

SALES TRAINER AND THE CHARACTERISTICS 

OF THE SALES TRAINING TASK

CHAPTER I 

INTRODUCTION

The t r a i n i n g  o f  f i e l d  sa lesm en  i s  re c o g n ize d  as  a 

n e c e s s a ry  a c t i v i t y  f o r  th e  s a le s  o r g a n iz a t io n .  U n t i l  

r e c e n t  d e c a d e s , t h i s  t a s k  has f a l l e n  a lm o s t w h o lly  w ith in  

th e  r e s p o n s i b i l i t y  o f  th e  f i e l d  s a l e s  m anager. In  th e  

m a jo r i ty  o f  c a s e s ,  th e  s a le s  m anager c o n tin u e s  t o  have 

th e  r e s p o n s i b i l i t y  o f  t r a i n i n g  th e  sa lesm en  he s u p e r v i s e s . '

W ith th e  s e c u la r  s h i f t  i n  m a rk e tin g  from  p ro d u c t-  

o r i e n t a t i o n  t o  e u s to m e r - o r i e n t a t io n , i t  h a s  become n e c e s ­

s a ry  fv r  s a l e s  t r a i n i n g  t o  accommodate th e  a l t e r i n g  

d i v e r s i t y  i n  m a rk e ts ,  th e  v a r i a t i o n s  in  th e  com pany's 

o f f e r ,  th e  c o m p le x ity  in  p ro d u c t te c h n o lo g y , th e  c h a r a c te r  

o f  c o m p e t i t io n ,  and  th e  em erging  s o c i a l  im p l ic a t io n s  o f  

s a le s  w ork.

^Morgan B. MacDonald and Earl  L. B a i l e y ,  J r . ,  
"Train ing  Company Salesmen,"  Experiences  i n  Marketing  
Management3 No. 15 (New York: N a t io n a l  I n d u s t r i a l  Confer­
ence  Board,  1 9 6 7 ) ,  p .  5.
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A c c o rd in g ly , th e  jo b  o f  th e  f i e l d  s a le s  m anager

h a s  p la c e d  g r e a t e r  o v e r a l l  demands on h im , and a lth o u g h

he  a ff irm s  i t  as h i s  m ost im p o r ta n t  f u n c t io n ,   ̂ he  i s  ab le

t o  spend o n ly  ab o u t 20 p e r c e n t  o f  h i s  tim e  doing such

t r a i n i n g ,  a c c o rd in g  t o  one s tu d y .^  T h is  f in d in g  le n d s

c re d en c e  t o  th e  q u o te  ta k e n  from  one m a rk e tin g  e x e c u t iv e ;

I t  i s  ea sy  enough.  . . . f o r  a s a l e s  manager 
to  o rg a n iz e  a ( t r a i n i n g )  program; but the 
e x e c u t i o n  o f  t h i s  program r e q u i r e s  a f a i r  
amount o f  t im e and e f f o r t  on th e  p a r t  of
many p e o p le  i n  or d e r  to  make the  program
e f f e c t i v e .  Try ing  t o  f i t  th e  t im e  f o r  t h i s  
e f f o r t  i n t o  s c h e d u l e s  which are a lr e a d y  
over load ed  i s  an e x t r e m e ly  d i f f i c u l t  task."*

W otruba f e e l s  he may la c k  n o t  o n ly  t im e , b u t  a ls o  te a c h in g

a b i l i t y . ^  M oreover, t h e r e  a re  in d i c a t io n s  th a t  h i s  job  i s

becom ing g r a d u a l ly  " c o n v e r te d  t o  a s t a f f  p o s i t io n  and (h is )

l i n e  r e s p o n s i b i l i t i e s  a r e  s l i g h t e d  o r  ig n o re d  a l to g e th e r ." ®

^Morgan B. MacDonald and Earl  L. B a i l e y ,  J r . ,
"The F i r s t  Line S a l e s  S u p e r v i s o r , "  Experiences  i n  Marketing  
Management^ No. 17 (New York: N a t i o n a l  I n d u s t r i a l  Confer­
e n c e  Board,  1 9 6 8 ) ,  p .  22 .

®Rodney Evans,  "An E m p ir ica l  A n a l y s i s  of  th e  Role 
and Funct ion o f  t h e  F i e l d  S a l e s  Manager," (unpubli shed  
Ph.D. d i s s e r t a t i o n ,  Michigan S t a t e  U n i v e r s i t y ,  1 9 6 6 ) ,  p. 46.

''MacDonald and B a i l e y ,  "Train ing  Company Salesmen,"
p .  4.

®Thomas E.  Wotruba,  S a les  Management : Planning,
Accomplishment,  and E v a lu a t io n  (New York: Hol t ,  Rinehart
and Winston,  I n c . ,  1 9 7 1 ) ,  p .  373 .

®Rodney Evans and W. J.  E. C r i s s y ,  "The F i e l d  
S a l e s  Manager : How He S e e s  H i m s e l f , " Sa le s  Management,
September 15,  1969,  p .  51 .
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A more i n t e g r a t e d  g ra sp  o f  h i s  f i r m 's  m ark e tin g  p la n n in g  

w i l l  r e q u i r e  g r e a t e r  l i a i s o n  w ith  s u p e r io r s  and more o f  h i s  

a t t e n t i o n  a t  a tim e  when th e  same above f a c to r s  demand 

more e f f o r t  d e v o te d  to  th e  t r a i n i n g  o f  sa le sm en .

In  many c a s e s — e i t h e r  in  a n t i c i p a t i o n  o f  t h i s  

p rob lem  o r  a s  a  consequence o f i t — th e  a l t e r n a t i v e  has been 

t o  a s s ig n  th e  s a l e s  t r a i n i n g  r e s p o n s i b i l i t y  to  a f u l l - t i m e  

s p e c i a l i s t  who fu n c t io n s  in  e i t h e r  a l i n e  o r  s t a f f  capa­

c i t y .  V izza  r e p o r t s  t h a t  o f  th e  members o f  th e  N a tio n a l  

S o c ie ty  o f  S a le s  T ra in in g  E x e c u tiv e s ,  t h i r t y  p e rc e n t  r e p o r t  

to  a m a rk e tin g  d i r e c t o r . ’ The in c re a s e d  u se  o f  s a l e s -  

t r a i n i n g  s p e c i a l i s t s  may e x p la in  why o n ly  1 1 .1  p e r c e n t  o f 

to p  e x e c u t iv e s  i n  one s tu d y  o f  e ig h te e n  f irm s  r e p o r te d  

s a l e s  t r a i n i n g  a s  a  re q u ire m e n t o f  th e  f i e l d  s a le s  mana­

g e r  ' s  a c t i v i t y . ®

The t r a i n i n g  o f  sa lesm en  c u s to m a r i ly  in c lu d e s  such  

a r e a s  as company o r i e n t a t i o n ,  m ark e t o r i e n t a t i o n ,  p ro d u c t 

know ledge, s e l l i n g  te c h n iq u e s , and f i e l d  work p la n n in g .^

’ Robert F. V iz z a ,  e d i t o r ,  The New Handbook o f  
Sa les  Tra in ing  (Englewood C l i f f s ,  New J e r s e y .  P r e n t i c e -  
H a l l ,  I n c . ,  1 9 6 7 ) ,  p.  v i .

®Z. W i l l ia m  Koby, "An A n a l y s i s  o f  the  Funct ions  
o f  F i r s t - L i n e  S a l e s  S u p e rv iso rs"  (un pu b l i sh ed  Ph.D. d i s s e r ­
t a t i o n ,  The U n i v e r s i t y  o f  Texas,  1 9 6 6 ) ,  p .  38.

®MacDonald and B a i l e y ,  "Train ing Company Salesmen,"
p.  8.
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A ccord ing  to  th e  N a t io n a l  I n d u s t r i a l  C onference  B o a rd 's  

1967 r e p o r t ,  th e  a v e ra g e  com pany 's t r a i n i n g  program  d e v o ted  

f o r t y  p e rc e n t  o f  i t s  tim e  t o  p ro d u c t  know ledge, tw en ty  

p e r c e n t  to  s a l e s  t e c h n iq u e s ,  tw en ty  p e r c e n t  to  m arke t 

o r i e n t a t i o n ,  and te n  p e r c e n t  t o  compemy o r i e n t a t i o n .^ °

The se lf-m an ag em en t o f  f ie ld -w o r k  p la n n in g  h as  been  i n c l u ­

ded as  p a r t  o f  company o r i e n t a t i o n .

In  1966, R. A. S c o t t  co n c lu d ed  t h a t  th e  c o s t  o f  

t r a i n i n g  th e  av e rag e  sa le sm an  was o v e r  $ 9 , 7 0 0 . I f  th e  

c o s t  o f  th e  av e rag e  s a l e s  c a l l  was $18.92 in  1960 and 

$41.07  in  1 9 7 0 , we may e s t im a te  to d a y 's  c o s t  o f  t r a i n i n g  

a sa lesm an  a t  o v e r  $ 1 1 ,0 0 0 . D e sp ite  such in v e s tm e n t, 

h ow ever, th e r e  seems t o  be a  g row ing r e c o g n i t io n  t h a t  th e  

im p o rtan ce  o f  t r a i n i n g  sa le sm en  does n o t command th e  

a t t e n t i o n  i t  sh o u ld .

I t  has  been  o b se rv e d  t h a t  " th e  r e a l  weak l i n k  in  

th e  s a l e s  c h a in  i s  s im p ly  s a l e s  t r a i n i n g . "  ̂  ̂ R. T. H ise

 ̂  ̂Richard A. S c o t t ,  "Costs o f  S a l e s  T r a in in g ,"  
Train ing  and Development Journal^  V ol .  20,  No. 5 (May,
1 9 6 6 ) ,  p.  4.

Robert F. V i z z a ,  "Managing Time and T e r r i t o r i e s  
f o r  Maximum S a l e s  S u c c e s s , "  Sales  Management^ J u ly  15,
1971,  p .  31.

^^William R. S e a r s ,  " S a le s  C o n d i t io n in g  in  th e  
Corporate C l im a te ,"  S a les  Management: Contemporary Per­
s p e c t i v e s ,  (Glenview ,  1 1 1 . :  S c o t t ,  Foresman and C o . ,  1 9 7 0 ) ,
p. 381.
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S ta te s  t h a t  s a l e s  t r a i n i n g  program s a re  " a r t i f i c i a l . " ^ '*  

P ruden  f e e l s  th e y  te n d  t o  be u n r e a l i s t i c . ^ ^  P ro d u c t know­

le d g e ,  as a c a s e  in  p o i n t ,  o ccu p ie s  a dom inant p o r t io n  o f  

s a l e s  t r a i n i n g  program s (as n o te d  ab o v e); t r a i n i n g  in  

s e l l i n g  s k i l l s ,  how ever, i s  " s t i l l  a  n e g le c te d  p a r t  o f 

s a le s  t r a i n i n g ,  a c c o rd in g  to  W o t r u b a . T h e  n e g le c t  o f  

s a le s  t r a i n i n g  i s  p ro b a b ly  due t o  " i t s  s u b t l e ,  lo n g -ra n g e  

im p ac t on s a l e s  v o lum e,"  a c c o rd in g  to  D avis and W eb ste r. 

They c la im  th e  im p o rtan c e  o f s a le s  t r a i n i n g  i s  n o t  re c o g ­

n iz e d  s u f f i c i e n t l y  and t h a t  th o s e  who p e rfo rm  i t  a r e  n o t 

rew ard ed  a c c o rd in g ly .^  ®

S a le s  t r a i n i n g  once c o n s is te d  l a r g e ly  o f  some 

p ro d u c t  know ledge, r o t e  p r e s e n t a t i o n s ,  p r a c t i c e  demon­

s t r a t i o n s  w ith  o th e r  sa le sm en , and s a le s  c a l l s  w ith  th e  

s a l e s  m anager. The t r i a l - a n d - e r r o r  p ro c e s s  o f f i e l d -  

ex p o su re  l e a r n in g  was e x p e c te d  t o  acco m p lish  w hat th e  

o th e r  d id  n o t .  In  e d u c a t io n , e d u c a t io n a l  p sy ch o lo g y  and

 ̂"* Richard T. H i s e ,  " C o n f l i c t  in  th e  S a le sm a n 's  R o le ,"  
U niveps i ty  o f  Washington Bus iness  Review^ w i n t e r ,  1968,  p. 51.

^^Henry 0.  Pruden, "The Outside Salesman: I n t e r -
O r g a n i z a t i o n a l  Link,"  C a l i fo r n ia  Management Review^ Vol.
XII ,  No. 2 ( w i n t e r ) ,  p .  65 .

^^Wotruba, Sa les  Management  ̂ p .  370 .

 ̂^Kenneth R. Davis and F reder ick  E. Webster ,  J r . ,  
Readings in  S a le s  Force Management (New York: The Ronald
P r e ss  Company, 1 9 6 8 ) ,  p .  339.

 ̂^Kenneth R. Davis and Freder ick  E. Webster,  J r . ,
S a les  Force Management (New York: The Ronald P r e s s  Company,
19 6 8 ) ,  p.  59.
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s o c i a l  p sy c h o lo g y , h ow ever, developm en ts  have made a v a i l ­

a b le  o p p o r tu n i t i e s  to  im prove th e  t r a i n i n g  o f  sa le sm en .

The c l a s s i c a l  a p p ro a ch e s  to  t r a i n i n g  have em ployed 

l e c t u r e s ,  m o v ies , f i l m - s l i d e s , te x tb o o k  a s s ig n m e n ts , and 

f i e l d  c o a c h in g . These can  now be r e p la c e d  o r  supp lem en ted  

w ith  s im u la t io n ,  r o l e - p l a y i n g ,  in c id e n t - p r o c e s s ,  s a le s  

management gam es, u n s t r u c tu r e d  d is c u s s io n  and programmed 

i n s t r u c t i o n ,  augm ented by th e  u se  o f v id e o - ta p e  r e c o r d e r s ,  

c a s s e t t e  t a p e - r e c o r d e r s ,  and im proved v iew -g rap h  p ro ­

j e c t o r s .

The s a l e s  t r a i n i n g  t a s k ,  th e n ,  v a r i e s  a c c o rd in g  

t o  th e  p a r t i c u l a r  c irc u m s ta n c e s  and en v iro n m en t in  w hich 

th e  f irm  f u n c t io n s .  L ik e  th e  s e l l i n g  fu n c t io n  i t s e l f ,  i t  

i s  n o t  a " s i n g l e ,  hom ogeneous a c t i v i t y , °  and th e  n a tu re  

and c o n te n t  o f  a  g iv e n  s a l e s  t r a i n i n g  program  te n d s  to  

r e f l e c t  th e  i n t e r n a l  and e x t e r n a l  a t t r i b u t e s  and v a r ia b le s  

w ith  w hich th e  f irm  co p es  th ro u g h o u t i t s  m a rk e tin g  e f f o r t .

B ackground and Need f o r  th e  S tudy

O u ts id e  th e  s p e c i f i c  re a lm  o f  th e  s a le s  t r a i n i n g  

l i t e r a t u r e  i t s e l f ,  two them es hav e  em erged w hich seem to  

su g g e s t  a  h e ig h te n e d  s i g n i f i c a n c e  f o r  s a l e s  t r a i n i n g  

to d a y . One, t h a t  o f  s m a ll-g ro u p  th e o ry  in  s o c i a l  p sycho logy

^^Malcolm W. Warren,  T ra in in g  f o r  R e su l t s  (Reading,  
M a s s a c h u s e t t s :  A ddison-W es ley  Company, 1 9 6 9 ) ,  p.  71.

^“Robert N. McMurry and James S.  Arnold,  How to  
B u i ld  a Dynamic Sa les  O rgan iza t ion  (New York: McGraw-Hill
Book Company, 1 9 6 8 ) ,  p .  i x .
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e s t a b l i s h e s  th e  p a r t i c u l a r  c h a r a c te r  o f  such  g roups. S ize  

i s  from two in  number up t o  so m eth in g  le s s  th a n  tw e n ty , and 

th e  members "m ust c o n s id e r  th e  c o n ta c t  m e a n i n g f u l . ^

They m ust have  somewhat r e g u la r  " f a c e - to - f a c e "  r e l a t i o n s  

in  t h e i r  p u r s u i t  o f  commonly a c c e p te d  g o a ls ;  they  a re  

c h a r a c te r iz e d  by t h e i r  c o h e s iv e n e s s .

Such g roups fu n c t io n  u n d e r c o n d i t io n s  of "m utual 

in te rd e p e n d e n c e "  ̂  ̂ and w i th in  an o p e ra t iv e  " i n t e r a c t i o n -  

system " w h ich , a s  L i k e r t  s t a t e s ,  i s  " re q u ire d  fo r  h ig h  

p e rfo rm an ce .

O rg a n iz a tio n s  and t h e i r  s a l e s  m anagers th in k  o f 

t h e i r  f i e l d  s a l e s  fo r c e s  a s  " g ro u p s ."  T h is  i s  r e in f o r c e d  

in  th e  l i t e r a t u r e  o f  s a le s  management by such  o b se rv a tio n s  

t h a t  " in s ig h t  m ig h t be  s e c u re d  on s a le s m e n 's  perform ance 

by o r i e n t in g  s tu d y  around  th e  s e l l i n g  g ro u p , "  ̂  ̂ and t h a t  

th e  s a le s  group i s  a " l o g i c a l  medium th ro u g h  which e f f e c ­

t i v e  s u p e r v is io n  can be c h a n n e le d . . . ( i t )  i s  p ro v id ed

^^Theodore M. M i l l s ,  The Socio logy o f  Small Groups 
(Englewood C l i f f s ,  New J e r s e y :  P r e n t i c e - H a l l , I n c . ,  1967) ,
p. 2.

^^Bernard B e r e l s o n  and Gary A. S t e i n e r ,  Human 
Behavior: An In ven to ry  o f  S c i e n t i f i c  Findings  (New York :
Harcourt ,  Brace  and World,  I n c . ,  1 9 6 4 ) ,  p.  325.

^"Howard P. T a y lo r ,  Balance in  Small Groups (New 
York: Van Nostrand Reinhold  Company, 1970 ) ,  pp. 9 -1 0 .

^‘'R e n s i s  L i k e r t ,  The Human Organizat ion:  I t s
Management and Value (New York : McGraw-Hill Book Company,
I n c . , 1 9 6 7 ) ,  p.  70.

G. Hauk, "Research i n  P erson a l  S e l l i n g , "  
Science in  Marketing^  George Schwartz ( e d . ) ,  (New York :
John Wiley and S on s ,  I n c . ,  1 9 6 5 ) ,  p.  245.



8

by sa le sm en  i n t e r a c t i n g  w ith  each  o th e r  and som etim es w ith  

t h e i r  s u p e r io r .

F in d in g s  in  th e  s tu d y  o f  f i e l d  s a le s  fo rc e s  m ig h t 

b e  b e t t e r  u n d e rs to o d  and u t i l i z e d  i f  i t  i s  known w h e th er 

th e  f i e l d  s a l e s  g roup  i s ,  i n  f a c t ,  a  g roup . S a le s  g ro u p s , 

i n  te rm s  o f  s i z e ,  can  be  c o n s id e re d  sm a ll g ro u p s , b u t w here 

th e  o th e r  c h a r a c t e r i s t i c s  a re  d im in ish e d  o r  a b s e n t ,  p e r ­

form ance o th e rw ise  p ro n p te d  by a l le g ia n c e  to  group and 

company g o a ls  w i l l  be c o r re s p o n d in g ly  a f f e c t e d .  I t  seems 

t h a t  a  th o u g h tf u l  and c o n ç re h e n s iv e  approach  to  s a le s  

t r a i n i n g  can m odify su ch  co n seq u en ces .

A no ther them e t h a t  has em erged o c c u rs  in  l i t e r a t u r e  

p e r t i n e n t  to  s a l e s  fo r c e  m anagem ent, and m ig h t be term ed 

"The E x i s t e n t i a l  S a le sm an ."  I t  i s  an em p h a tic  c o u n te r p o in t  

t o  a  them e o f  e a r l i e r  o r i g i n ,  t h a t  o f  th e  f i e l d  sa lesm an  

a s  th e  c o o l ,  p o is e d ,  p ra g m a tic  " p r o f e s s io n a l . "

What i t  a c t u a l l y  means to  ^  a sa le sm an  was 

s u g g e s te d  by Howton and  R osenberg ; t h a t  th e  salesm an  w orks 

a lo n e  and " ty p i c a l l y  i n  fo r e ig n  t e r r i t o r y .  . .n o  team  to  

back  him  u p . . . h i s  p e rfo rm an ce  b o rn e  by h i s  i s o l a t e d ,  

u n su p p o r te d  s e l f .  ̂ P ruden  l a t e r  s t a t e d  t h a t  n o t  o n ly  

i s  th e  sa lesm an  w i th o u t  " s o c i a l  s u p p o r t ,"  b u t  he i s

2 6Wotruba, Sa les  Management^ p.  446.

^^Will iam F. Howton and B. Rosenberg,  "The S a l e s ­
man; I d e o l o g y  and S e l f - I m a g e r y  i n  a P r o t o t y p i c a l  Occupation"  
S o c ia l  Research^  V o l .  32 ,  No. 3 (Autumn), p. 298.
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"c a u g h t b e tw een  th e  d i s c r e p a n t  demands o f  v a r io u s  g roups

w ith  whom he i n t e r a c t s  and o v e r whom he has l i t t l e  c o n t r o l . '

He i s  a  m a n - in - th e -m id d le , "one s to r y  f o r  th e  cu sto m er and

a n o th e r  f o r  h i s  com pany." T h is  i s  r e l a t e d  t o  th e  id e a  t h a t

th e  sa le sm an  may be a  "m arg in a l m an:"^*

(Th^ c o n f l i c t s  between a c t u a l  group membership 
and r e f e r e n c e  groups w i t h  whom th e  i n d i v i d u a l  
c h o o s e s  t o  i d e n t i f y  may l e a v e  th e  i n d i v i d u a l  
w it h o u t  any c l e a r - c u t  and c o h e r e n t  a f f i l i a t i o n s  
. . . t h e  norms o f  h i s  r e f e r e n c e  groups and 
t h o s e  o f  h i s  a c t u a l  group (may) c o n f l i c t  . . . 
a m a rg in a l  man may a l s o  be between i d e n t i f y i n g  
w i t h  two d i f f e r e n t  groups,  a c h i e v i n g  a p a r t i a l  
i d e n t i f i c a t i o n  w i t h  e a c h ,  b eca u se  he i s  ab le  
t o  i d e n t i f y  w i th  only c e r t a i n  c h a r a c t e r i s t i c s  
o f  e i t h e r  group.

T h is  m a r g in a l i ty  i s  d i r e c t l y  r e l a t e d  t o  th e  s a l e s ­

m an 's  freedom ; su ch  freedom  i s  a  " f u n c t io n  o f  h i s  m a rg in a l 

p o s i t i o n  betw een  two m a s te r s ,  each  h a v in g  a c la im  on th e  

s a le s m a n 's  l o y a l t y ,  and th e  two c la im s  o f te n  com peting  

w ith  one a n o th e r .  "  ̂° The o b s e r v a t io n  h a s  been made t h a t  

su ch  t r a i n i n g  a s  sa le sm en  r e c e iv e  " f a i l s  to  p re p a re  th e  

n o v i t i a t e  sa le sm an  f o r  th e  c o n f l i c t  t o  w hich he  w i l l  

e v e n tu a l ly  b e  s u b j e c t e d . ^  P ruden  a f f i r m s  th e  id e a  t h a t  

th e  i s o l a t e d  p o s i t i o n  o f  th e  sa le sm an  in d u c es  p r e s s u r e s  on

^®Pruden, "The O uts ide  Salesman,"  p. 64.

D o u g la s ,  George A. F i e l d ,  and L. X. Tarpey,  
Human Behavior  in  Marketing  (Columbus,  Ohio: C har les  E.
M e r r i l l  Books ,  I n c . ,  1967 ) ,  p .  195.

 ̂°Gerhard D i t z ,  "Status  Problems o f  th e  Sa lesman,"  
Bus iness  Topics  (Michigan S t a t e  U n i v e r s i t y ) ,  V o l .  15 ,
No. 1 ( W i n t e r ) , p.  74 .

^^Hise,  " C o n f l i c t  i n  th e  S a le sm an 's  Role ,"  p .  51.
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him  t h a t  h i s  t r a i n i n g  program  sh o u ld  a n t i c ip a t e .^ ^

I t  seem s/ th e n ,  t h a t  th e  app roach  to  s a l e s  t r a i n ­

in g  sh o u ld  r e f l e c t  a g ra sp  o f  t h e  u n iq u e  n a tu re  o f th e  

s e l l i n g  " group" and  o f  th e  i s o l a t e d ,  a m b iv a le n t p o s i t io n  

o f  th e  man in  t h e  f i e l d .  I t  w ould e n a b le  a p e r c e p t iv e ,  

s y m p a th e tic  and k n o w led g eab le  k in d  o f  p u rp o s e fu l  te a c h in g  

t o  o c c u r .

C o n s id e r in g  th e  s a l e s  t r a i n i n g  l i t e r a t u r e  i t s e l f ,  

th e r e  a re  i n d i c a t i o n s  t h a t ,  h i s t o r i c a l l y  and c u r r e n t ly ,  

th e r e  may be a gap  betw een  t h e o r i e s  and recom m endations 

re g a rd in g  s a le s  t r a i n i n g  and th e  o n -g o in g  p r a c t i c e  o f  

t h a t  f u n c t io n .  T h is  c o n d i t io n a l  s ta te m e n t i s  made b ecau se  

th e  l i t e r a t u r e  f a l l s  i n t o  th r e e  g roups : n o rm a tiv e ,

s p e c i f i c a l l y  d e s c r i p t i v e ,  and e m p i r i c a l ly  in c o m p le te .

The overw helm ing  p rep o n d e ran ce  o f  l i t e r a t u r e  on 

th e  s u b je c t  o f  s a l e s  t r a i n i n g  i s  n o rm a tiv e : how s a l e s

t r a i n i n g  p rogram s sh o u ld  be c o n s t r u c te d ,  w hat th e  c o n te n t  

o f  such  program s sh o u ld  b e ,  w hat a t t r i b u t e s  and q u a l i f i ­

c a t io n s  s a l e s  t r a i n e r s  and s a l e s  t r a i n i n g  d i r e c t o r s  sh o u ld  

h a v e , w hat p i t f a l l s  s h o u ld  b e  a v o id e d , w hat th e  r e l a t i v e  

m e r i ts  o f  v a r io u s  s a le s  t r a i n i n g  a id s  a r e ,  and l i k e  recom ­

m e n d a tio n s . M a rk e tin g  o r g a n iz a t io n s  a re  f r e q u e n t ly  

en co u rag ed  t o  h a v e  t r a i n i n g  program s f o r  s a le s  m anagers, 

f o r  e x p e r ie n c e d  s a le s m e n , and f o r  s a le s  t r a i n e r s .

^^Pruden, "The Outs ide  Salesman,"  p .  65,
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The s p e c i f i c a l l y  d e s c r i p t i v e  l i t e r a t u r e  d e t a i l s  

th e  e x p e r ie n c e s  o f  p a r t i c u l a r  f irm s  w ith  re g a rd  to  a c e r ­

t a i n  s a l e s  t r a i n i n g  m ethod, te c h n iq u e ,  a id ,  o r  o v e r a l l  

t r a i n i n g  d e s ig n . T hese a re  i n s t r u c t i v e  f o r  t h e i r  p u rp o se s  

b u t  do n o t  p ro v id e  a  com prehensive  s ta te m e n t  r e p r e s e n t in g  

th e  f i e l d  a t  l a r g e .

Where o t h e r  work h as  so u g h t t o  be o f  an e x p o s i to r y ,  

e m p ir ic a l  n a tu r e ,  i t  has fo c u se d  on s a le s  t r a i n i n g  p ro ­

grams p e r  s e ,  o r  on th o s e  in  a  p a r t i c u l a r  in d u s t r y ;  some 

have h ad  an i n t e n s i v e  fo cu s  w i th in  no more th a n  a  few 

f irm s . On th e  o t h e r  h an d , th e  1967 NICE s tu d y  o f  s a l e s  

t r a i n i n g  program s d e r iv e d  i t s  in fo rm a tio n  from  s e n io r  

m a rk e tin g  e x e c u t iv e s  and c e n te re d  on th e  g e n e ra l  c h a ra c ­

t e r i s t i c s  o f  s a l e s  t r a i n i n g  p rogram s in  c e r t a i n  i n d u s t r i e s .

No s tu d i e s  o f  th e  s a l e s  t r a i n e r  h im s e lf  a p p e a r  to

be e x t a n t ,  much l e s s  r e p o r t s  o f  th e  s a l e s  t r a i n i n g  t a s k  as

su ch  t r a i n e r s  p e r c e iv e  them  t o  b e .  T h is  la c u n a  i s  n o t

c o n f in e d  t o  s a l e s  t r a i n i n g ,  e v id e n t ly ,  f o r  McGehee and

T hayer s u g g e s t  a b ro a d e r  s c o p e :

Complete and a c c u r a te  d a ta  as t o  who a c t u a l l y  
performs th e  t a s k s  which c o n s t i t u t e  i n d u s t r i a l  
t r a i n i n g  are n o t  a v a i l a b l e .  Surveys  o f  the  
N a t i o n a l  I n d u s t r i a l  C onferen ce  Board over  a 
p e r i o d  o f  some tw enty  y e a r s  have shown a trend  
toward c e n t r a l i z i n g  the  r e s p o n s i b i l i t y  fo r  
t r a i n i n g  in  a department u s u a l l y  c a l l e d  "The 
T r a in in g  Department."  These s u r v e y s ,  however,  
g i v e  l i t t l e  d a t a  as t o  whether  or not  members 
o f  t h i s  department or o t h e r  i n d i v i d u a l s  in
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th e  companies a c t u a l l y  do the t e a c h i n g  o f  
e m p lo y e e s .  ̂^

In  th e  face  o f  t h i s  s t r u c t u r e  in  th e  l i t e r a t u r e ,  

a work i s  needed  t h a t  w i l l  p ro v id e  in fo rm a t io n  as  to  w hat 

th e  s a le s  t r a i n i n g  t a s k  te n d s  to  be i n  a c tu a l  p r a c t i c e ,  

and w hat th e  q u a l i f i c a t i o n s  o f  s a le s  t r a i n e r s  a c tu a l ly  

a r e .  T h is ,  i d e a l ly  s p e a k in g , sh o u ld  be  o b ta in e d  from  

th o s e  who p e rfo rm  th o s e  ta s k s  and have  th o se  q u a l i f i c a ­

t i o n s .  Such a w ork, o f  i t s  n a tu r e ,  o v e r la p s  w ith  c e r t a in  

r e l a t e d  s tu d ie s  in  some r e s p e c t s .  B u t i t  can p ro v id e  a 

b a s i s  f o r  o b se rv in g  w h a te v e r  d iv e rg e n c e s  e x i s t  betw een 

n o rm a tiv e  p r e s c r i p t i o n s  and a c tu a l  c o n d i t io n s .

S ta te m e n t o f  th e  P rob lem

The p u rpose  o f  t h i s  s tu d y  was to  i n v e s t i g a t e  th e  

t a s k  o f  th e  f u l l - t i m e  s a l e s  t r a i n e r  and  t o  d e l in e a te  b r th  

i t s  more dom inant f e a t u r e s  and th e  q u a l i f i c a t i o n s  th e  

t r a i n e r  b r in g s  to  th e  p e rfo rm an ce  o f  t h a t  t a s k .  A f u r th e r  

i n t e n t  was to  expose  su ch  a s p e c ts  o f th e  work o f  th e  

s a le s  t r a i n e r  t h a t  c e r t a i n  h y p o th e se s  c o u ld  be  fo rm u la te d  

r e l a t i v e  t o  th e  f u tu r e  e x e c u tio n  o f  th e  s a l e s  t r a i n i n g  

r e s p o n s i b i l i t y .

The o b je c t iv e  o f  t h i s  s tu d y  was n o t  t o  e v a lu a te  

th e  p e rfo rm an ce  o f th e  s a l e s  t r a i n e r ,  b u t  to  p ro v id e

^^wil l iam McGehee and Paul W. Thayer,  Train ing  
i n  Business  and In d u s t r y  (New York: John Wiley and Sons,
I n c . , 1 9 6 1 ) ,  p.  225.



13

s u b s ta n c e  f o r  a s s e r t i n g  w hat t h a t  p e rfo rm an ce  te n d s  t o  be 

in  a c tu a l  p r a c t i c e ;  t o  r e v e a l  w hat s a l e s  t r a i n e r s ,  in  

f a c t ,  do . I t  h a s  been  p o in te d  o u t by K e r l in g e r  t h a t ,  

b e fo re  th e  d e s i r a b l e  aim o f  h y p o th e s i s - t e s t i n g  th ro u g h  

r e s e a r c h  cari b e  a c h ie v e d , many in v e s t ig a t i o n s  m ust o f te n  

be undertaken .^**  T h is  i n v e s t i g a t i o n ,  as  such  an " e x p lo ra ­

to r y  f i e l d  s t u d y , " h o p e f u l ly  " d is c o v e r ( s )  s i g n i f i c a n t  

v a r i a b l e s  in  t h e  f i e l d  s i t u a t i o n . " ^^

T h is  s tu d y  s e e k s ,  among o th e r  th in g s ,  th e  e x te n t  

o f l i n e  o r  s t a f f  f u n c t io n in g  f o r  s a le s  t r a i n e r s ,  f o r  

exam ple , and a l s o ,  th e  d e g re e  o f  a c t i v i t y  o f  s a le s  t r a i n e r s  

as e i t h e r  i n - p l a n t  o r  f i e l d  t r a i n e r s .  H ypotheses r e g a r d in g  

th e s e  and o th e r  d im en sio n s  o f  th e  s a l e s  t r a i n e r ' s  t a s k  

a r e  d e v e lo p e d  from  t h i s  s tu d y  and may be t e s t e d  in  f u r t h e r  

r e s e a r c h .

L im ita t io n s

T h is  s tu d y  was l im i t e d  t o  th o s e  s a le s  t r a i n e r s  

recommended by members o f  t h e  S a le s  T ra in in g  D iv is io n  o f  

th e  A m erican S o c ie ty  o f  T r a in in g  and D evelopm ent. I t  was 

c o n f in e d  to  in c lu d e  o n ly  th o s e  who a r e  " in -h o u se "  t r a i n e r s :

^‘*Fred M. K e r l i n g e r ,  Foundations o f  Behavioral  
Research  (New York; H o l t ,  R in e h a r t ,  and Winston,  I n c . ,  
1 9 6 4 ) ,  p.  388.

F e s t i n g e r  and D. Katz ,  Research Methods in  
the Behaviora l  Sc iences  (New York: H o l t ,  R in eh a r t ,  and
W inston ,  I n c . ,  1 9 5 8 ) ,  p.  76 .
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s p e c i a l i s t s  who a s  em ployees t r a i n  t h e i r  com pan ies ' s a l e s ­

men. The in fo r m a t io n  o b ta in e d  by use o f  a m a il q u e s t io n n a i r e  

was co n ce rn ed  w ith  th o s e  members whose f u l l - t i m e  fu n c t io n  

i s  w ith  re g a rd  t o  s a l e s  t r a i n i n g .  This e x c lu d e s ,  o f  c o u rs e , 

th o s e  members who a r e  l i n e  s a l e s  e x e c u tiv e s  f o r  whom s a le s  

t r a i n i n g  i s  o n ly  p a r t  o f  t h e i r  b ro a d e r  r e s p o n s i b i l i t y .

An in h e r e n t  l i m i t a t i o n  e x i s t e d ,  o f  c o u rs e ,  i n  con­

f i n i n g  t h i s  s tu d y  t o  th e  members o f th e  ASTD, as  i t  i s  n o t  

known t o  w hat e x t e n t  t h i s  membership i s  r e p r e s e n ta t i v e  o f  

th e  e n t i r e  u n iv e r s e  o f  a l l  s a l e s  t r a i n e r s .  The number o f  

re s p o n s e s ,  how ever, was e x p e c te d  to  b e  l a r g e  enough such  

t h a t ,  w here f in d in g s  c o r r e l a t e  c lo s e ly  enough f o r  a l l  

s i z e s  and ty p e s  o f  f irm s  in v o lv e d , some m ean in g fu l im p l i ­

c a t io n s  m ig h t be  draw n.

A f u r t h e r  l i m i t a t i o n  w ith  re g a rd  to  t h i s  s tu d y  was 

th e  e x p e c te d  h e te r o g e n e i ty  in  th e  d e l in e a t io n  o f  th e  

s a l e s  t r a i n e r  and h i s  w o rk . T h is  was e x p e c te d  t o  be a 

r e f l e c t i o n  o f  th e  u n iq u e  s i t u a t i o n  in  w hich each  f irm  in  

i t s  m a rk e tin g  e f f o r t  f in d s  i t s e l f .  I n  a d d i t io n  t o  th e  

m a t te r  o f  s i z e ,  th e  ap p ro a ch  t o  th e  t r a i n i n g  o f  sa lesm en  

w i l l  d i f f e r  a s  a  co n seq u en ce  o f  d i v e r s i t y  i n  p ro d u c ts  and 

s e r v i c e s ,  m ark e t p o s i t i o n s ,  c o m p e titiv e  r e s p o n s e s ,  f in a n ­

c i a l  s t r e n g th  and m anagem ent p h ilo so p h y . I n  a s tu d y  o f 

s a l e s  t r a i n i n g  p ro g ram s , how ev er, Adams co n c lu d e d  t h a t
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su ch  d iv e rg e n c e  i s  n o t  g r e a t . T h e r e  a r e ,  a l s o ,  in ta n ­

g i b l e ,  i n t e r n a l  fo rc e s  w i th in  e a c h  f irm  w hich may n o t be 

e v id e n t  t o  th e  o b s e rv e r  and w hich  c an n o t be i n t e r p r e t e d  

o u ts id e  th e  en v iro n m en t o f  a c tu a l  o p e r a t io n s .

D e f in i t io n  o f  Terms 

Terms o f  a s p e c i f i c  s ig n i f i c a n c e  w hich were used 

in  th e  s tu d y  a re  d e f in e d  in  th e  fo llo w in g  s ta te m e n ts ;

S a le s  T ra in in g  — The a c t i v i t y  o f  t r a i n i n g  f i e l d  s a le s  

p e rs o n n e l  f o r  t h e i r  p e r s o n a l  s e l l i n g  f u n c t io n s .

I n - P la n t  S a le s  T ra in in g  — The a c t i v i t y  o f  t r a i n i n g  f i e l d  

sa lesm en  a t  b ra n c h , r e g io n a l ,  o r  home o f f i c e s ,  w h ere in  th e  

t r a i n e e s  fu n c t io n  a p a r t  from  a c t u a l  w ork ing  c o n d it io n s .  

F i e ld  S a le s  T ra in in g  — The a c t i v i t y  o f  t r a i n i n g  f i e l d  

sa lesm en  in  an en v iro n m en t c o n s i s t i n g  o f  a c tu a l  w orking  

c o n d i t io n s ;  " in  th e  f i e l d , "  as i t  w ere .

S a le s  T r a in e r  — A f u l l - t i m e  em ployee engaged in  th e  

d a y - to -d a y  a c t i v i t y  o f  p e rfo rm in g  a l l  t h a t  p e r t a in s  to  

th e  t r a i n i n g  o f h i s  com pany 's s a le sm e n , c u s to m a r i ly  on a 

f a c e - t o - f a c e  b a s i s .

L in e  S a le s  T r a in e r  — A s a le s  t r a i n e r  who i s  a  member o f 

a l i n e  s a l e s - o p e r a t io n s  g ro u p ; h i s  s u p e r io r  i s  a l in e  

s a l e s  o r  m a rk e tin g  e x e c u t iv e .

^®Lil l iam Loyce Adams, "A Study o f  S a l e s  Tra in­
in g  Programs in E i g h t y - E i g h t  F i r m s , " (unpubl i shed  Ph.D.  
d i s s e r t a t i o n .  The U n i v e r s i t y  o f  T exas ,  1959).
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S t a f f  S a le s  T r a in e r  — A s a l e s  t r a i n e r  who i s  a  member o f  

a  s t a f f  o f  t r a i n i n g  a n d /o r  p e r s o n n e l  s p e c i a l i s t s .  His 

s u p e r io r  i s  th e  d e s ig n a te d  m anager o r  d i r e c t o r  o f  t h a t  

s t a f f ' s  f u n c t io n .

S u p e r io rs  o f  S a le s  T r a in e r s  — The man to  whom th e  s a le s  

t r a i n e r  r e p o r t s  w i l l  be d e s ig n a te d  th e  " s u p e r io r "  in  t h i s  

r e p o r t .  I t  i s  e x p e c te d  t h a t  th e  a c tu a l  t i t l e  v a r ie s  

som ewhat, and t h a t  v a r i e t y  w i l l  be r e p o r te d  in  t h i s  s tu d y . 

Salesm en — P e rso n s  whose m ain a c t i v i t y  and r e s p o n s i b i l i t y  

i s  in  th e  f i e l d ,  c r e a t i n g ,  e x p l o i t i n g ,  m o d ify in g , and 

m a in ta in in g  a  f a c e - t o - f a c e ,  com m unicative  r e la t io n s h ip ^ ^  

w ith  cu s to m ers— i . e . , p e r s o n a l  s e l l i n g ;  a l s o  r e f e r r e d  to  

as  an " o u ts id e "  sa le sm a n .

S a le s  M anager — The f i r s t - l i n e  f i e l d  s a le s  e x e c u tiv e  to  

whom th e  f i e l d  sa lesm en  r e p o r t ,  and who has  th e  re sp o n ­

s i b i l i t y  f o r  th e  g e n e r a l ,  e f f e c t i v e  p e rfo rm an ce  o f  th o se  

sa le sm en .

O rg a n iz a t io n  o f  th e  S tudy  

C h ap te r  I  in c lu d e s  ; an in t r o d u c t io n  to  th e  s u b je c t  

u n d e r i n v e s t i g a t i o n ;  a re v ie w  o f  th e  b ack g round ; an e x p o s i­

t i o n  on th e  n eed  f o r  th e  s tu d y ;  a s ta te m e n t  o f  th e  p u rp o se  

and o b je c t iv e s  o f  t h e  r e s e a r c h ;  a  d i s c u s s io n  o f th e  scope

^^Patr ick  J .  Robinson and Bent  S t i d s e n ,  Persona l  
S e l l i n g  in  a Modern P e r s p e c t i v e  (B os ton ,  M as s a ch u s e t t s :  
A lly n  and Bacon, I n c . ,  1 9 6 7 ) ,  p .  14 .
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and l i m i t a t i o n s ;  d e f i n i t i o n s ,  and a g e n e ra l p rev iew  o f  

th e  o rg a n iz a t io n  o f t h e  s tu d y . C h ap ter I I  c o n ta in s  a 

rev iew  o f th e  l i t e r a t u r e  r e l e v a n t  to  th e  s tu d y , p a r t i c u ­

l a r l y  th e  r e l a t e d  s tu d i e s  o f  s a le s  t r a i n i n g .  In  C h ap te r 

I I I  i s  d e s c r ib e d  th e  m ethod and p ro c e d u re  em ployed in  

th e  i n v e s t i g a t i o n .  C h ap te r  IV in c lu d e s  th e  f in d in g s  and 

s t a t i s t i c a l  d a ta  o f  t h e  s tu d y , w ith  a n a ly s is  and i n t e r ­

p r e t a t i o n .  A summary o f  t h i s  e x p lo ra to ry  s tu d y  i s  p ro ­

v id e d  in  C h ap te r  V. H ypo theses dev e lo p ed  from  t h i s  

r e s e a rc h  a re  s u g g e s te d ,  and c o n c lu s io n s  and recom m endations 

a re  s t a t e d .



CHAPTER I I

REVIEW OF RELATED RESEARCH

In  th e  p re c e d in g  c h a p te r ,  r e c o g n i t io n  and d e f i n i ­

t i o n  o f th e  p rob lem  w ere d is c u s s e d .  In  t h i s  s e c t io n ,  

c o n s id e r a t io n  w i l l  be  g iv e n  t o  m a te r i a l  w hich h as  r e le v a n c e  

t o  th e  p r e s e n t  r e s e a r c h .

The e x a m in a tio n  o f  r e l a t e d  r e s e a r c h  was n o t  a s  

p ro d u c t iv e  a s ,  f o r  exam ple, t h a t  c o n c e rn in g  sa lesm en  o r  

s a l e s  m anagers w ould  b e . T h is a p p a r e n t  d e a r th  o f r e s e a rc h  

p e r t a in in g  t o  th e  one who p e rfo rm s  th e  t a s k  o f  t r a i n i n g  

sa le sm en  i s  one o f  th e  re a so n s  t h i s  s tu d y  was u n d e r­

ta k e n .  The fo l lo w in g  r e f e r e n c e s ,  how ever, s u p p lie d  

background  in fo rm a t io n  and h e lp e d  r e a f f i r m  th e  need f o r  

th e  p r e s e n t  s tu d y .

The r e l a t e d  s tu d ie s  d e a l in g  w ith  s a l e s  t r a i n i n g  

have  th e  common c h a r a c t e r i s t i c  o f  b e in g  co n cern ed  p r im a r­

i l y  w ith  s a l e s  t r a i n i n g  program s p e r  s e :  i n  a  company,

in  a  number o f  co m p an ies , in  an  i n d u s t r y ,  o r  i n  a number 

o f  i n d u s t r i e s .  The so u rc e s  o f  in fo rm a t io n  have  been 

sa le sm en , s a l e s  m an ag ers , and s e n io r  m a rk e tin g  e x e c u t iv e s .  

The f u l l - t i m e  s a l e s  t r a i n e r  does n o t  a p p e a r  t o  have been

18
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c o n s u l te d ,  and r e s e a r c h  on t h i s  s a l e s  t r a i n e r  seems t o  

have no p re c e d e n t  in  th e  l i t e r a t u r e .  T h is  can in p a r t  

be a t t r i b u t e d  to  th e  in f lu e n c e  o f  th e  e a r l i e r  s t a t e  o f  

a f f a i r s  in  w hich a  p r o d u c t io n - o r i e n t a t i o n  dom inated  th e  

economy, n o n -p r ic e  c o m p e t i t io n  d id  n o t  in c lu d e  s a le s  

t r a i n i n g ,  and th e  s a l e s  m anager had  v i r t u a l l y  the e n t i r e  

jo b  o f  t r a i n i n g  s a le sm e n . A ls o , s a l e s  m anagers and s a l e s ­

men, fu n c t io n in g  i n  r e l a t i v e l y  h i g h - p r o f i l e  o c c u p a tio n s , 

p ro v id e  a  d eg ree  o f  v i s i b i l i t y  t h a t  c o u ld  be ex p ec ted  

to  draw th e  a t t e n t i o n  o f  r e s e a r c h e r s .  S a le s  t r a i n e r s ,  

by co m p ariso n , la c k  su ch  v i s i b i l i t y  and i t  i s  the s a le s  

t r a i n i n g  program s in  w hich  th e y  p e rfo rm  t h a t  have u n d e r­

gone th e  s c r u t in y  o f r e s e a r c h .

In  1966, R ic h a rd  A. S c o t t  co m ple ted  a s tu d y  o f  th e  

c o s t s  o f s a l e s  t r a i n i n g .  B oth  a c c o u n ta b le ,  " o u t-o f -p o c k e t"  

c o s t s  and im puted  c o s t s  r e l a t e d  to  s a l e s  t r a in in g  w ere 

u n d e r s tu d y . The a u th o r  u sed  a m a il q u e s t io n n a ir e  to  s u r ­

vey 121 m a n u fa c tu r in g  f irm s  in  n in e  s e le c te d  i n d u s t r i e s .^  

Q u e s tio n s  w ere a l s o  d i r e c t e d  t o  th e  re sp o n d e n t f irm s ' 

p o l i c i e s  and p r a c t i c e s  r e g a r d in g  s a l e s  t r a i n i n g .

In fo rm a tio n  on  f i e l d  and  n o n - f i e ld  s a le s  t r a i n ­

in g  a c t i v i t i e s  was s tu d ie d ,  a s  w e l l  as  t h a t  w ith  re g a rd  

t o  t r a i n e e s  w ith  and w i th o u t  some p r i o r  s e l l i n g  e x p e r ie n c e .

^Richard A. S c o t t ,  "Costs  o f  S a l e s  Tra in ing ,"  p. 3.
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The b a se s  f o r  th e  e s t im a te s  o f  o u t - o f - p o c k e t  o u tla y s  and 

th e  im pu ted  c o s t s  w ere d e r iv e d  from  th e  re sp o n se s  p ro v id e d  

by th e  p a r t i c i p a t i n g  m a n u fa c tu re rs  on t h e i r  e s t im a te d  

c o s t s ,  th e  p e r io d s  o f tim e  in v o lv e d , and th e  n a tu re  o f 

t h e i r  t r a i n i n g  p ro g ram s.

S c o t t  c a lc u la te d  t h a t  i t  c o s t s  a f i r m  $9,700 to  

t r a i n  an  in e x p e r ie n c e d  man, w h ile  th e  t r a i n e e  w ith  some 

s a l e s  e x p e r ie n c e  te n d s  t o  have an av e rag e  c o s t  o f $ 6 ,2 0 0 . 

The c o s t  i s  a lm o s t $8,000 p e r  man i f  p r i o r  s a le s  e x p e r­

ie n c e  i s  d is r e g a r d e d  and th e  e s t im a te d - o u t la y s  d a ta  i s  

a g g re g a te d .^

I t  was th e  a u th o r 's  c o n c lu s io n  t h a t  t h i s  $8,000 

e x p e n d itu re  w ould be  o f  co n ce rn  t o  m anagem ent, b u t  t h a t  

t h i s  i s  o n ly  p a r t  o f  a l l  c o s t s ,  b e ca u se  th e  in p u te d  c o s ts  

a l s o  in c lu d e  l o s t  re v e n u e . He s t a t e d  t h a t  in ç ro v em en ts  in  

t r a i n i n g  m ethods and in  r e c r u i t i n g  and s e l e c t i o n  p ro c e d u re s  

s h o u ld  be d ev e lo p ed  to  f a c i l i t a t e  b e t t e r  c o n t r o l  o f  s a le s  

t r a i n i n g  c o s t s . ^

S c o t t  n o te d  t h a t  i t  was th e  p o s t - fo r m a l  t r a i n i n g  

p e r io d  t h a t  in v o lv e d  s u b s t a n t i a l  c o s t s  f o r  th e  f irm . He 

recommended im provem ents to  s h o r te n  t h i s  p e r io d ,  an 

i n t e n s i f i c a t i o n  o f  s a le s  t r a i n i n g ,  and an in c re a s e d  

e f f o r t  on th e  p a r t  o f  management t o  r e t a i n  i t s  e s t a b l i s h e d  

s a l e s  p e r s o n n e l .

^ I b i d . ,  p .  4.

p .  8.
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In  w r i t in g  " S a le s  T r a in in g :  The S ta te  o f th e  Art,"**

R ic h a rd  A. S c o t t  drew on th e  d a ta  o b ta in e d  in  th e  1966 

s tu d y  o f th e  s a l e s  t r a i n i n g  program s o f 121 m a n u fa c tu r in g  

com panies.®  T h is  r e p o r t ,  how ever, em phasizes v a r i e ty  o f  

m ethods employed and d u r a t io n  o f  fo rm a l t r a i n i n g .  One 

f o u r th  o f  the  re s p o n d e n ts  i n d i c a t e d  t h a t  th e y  d id  n o t  have 

fo rm a l t r a in in g  p rogram s f o r  t h e i r  salesm en.®  S c o t t  n o te d  

t h a t  as th e  s i z e  o f  th e  s a l e s  f o r c e  in c r e a s e d ,  th e  e x te n t  

o r  freq u en cy  o f  u se  o f  each  o f  th e  v a r io u s  t r a i n i n g  methods 

a l s o  ten d ed  to  in c r e a s e .^

The medium s iz e d  f i r m s ,  th o s e  t r a i n i n g  e le v e n  to  

100 sa lesm en , te n d e d  to  r e l y  m o s tly  on o n - th e - jo b  t r a i n i n g .  

The r e g u la r ,  e s t a b l i s h e d  sa lesm en  i n  a l l  f i r m s ,  how ever, 

w ere p ro v id ed  o n - th e - jo b  t r a i n i n g  th e  l e a s t ;  s a l e s  m ee tin g s  

o r  c o n v e n tio n s , and b u l l e t i n s - n e w s l e t t e r s ,  te n d ed  t o  be 

th e  m ost f re q u e n t means o f  t r a i n i n g  t h i s  c a te g o ry  o f  s a l e s ­

man.

The d a ta  r e v e a le d  t h a t ,  o v e r a l l ,  s a l e s  m e e tin g s , 

d e m o n s tra t io n s , s a l e s  m an u a ls , o n - th e - jo b  t r a i n i n g ,  q u e s tio n -

‘‘Richard A. S c o t t ,  " Sa les  T r a in in g :  The S t a t e
o f  t h e  Art," S a l e s /Ma r ke t in g  Today^ November, 1967,  pp.  
8 - 1 1 .

®Scott ,  "Costs  o f  S a le s  T r a i n i n g ."

®Scott ,  " S a le s  T r a in in g :  The S t a t e  o f  th e  Art ,"
p .  1 1 .

’’i h i d . t  p .  8 .
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answ er s e s s io n s  and b u l l e t i n - n e w s l e t t e r s  were th e  m ost 

f r e q u e n t ly  em ployed te c h n iq u e s .  Among th e  f irm s  s tu d ie d ,  

programmed le a r n in g  d e v ic e s  and fo rm a l s c h o o l c la s s e s  were 

th e  l e a s t  u t i l i z e d  m ethods. ®

The in e x p e r ie n c e d  t r a i n e e s ,  i t  was fo u n d , te n d ed  

t o  spend  a p p ro x im a te ly  s ix  m onths in  t r a i n i n g  b e fo re  

r e c e iv in g  f i e l d  r e s p o n s i b i l i t i e s ;  th e  t r a i n e e s  w ith  s a le s  

e x p e r ie n c e  av e rag ed  fo u r  and o n e - h a lf  m onths in  such 

t r a i n i n g ,  w h ile  e s t a b l i s h e d  sa lesm en  spend  two o r  th r e e  

weeks in  some fo rm al t r a i n i n g . ®

By way o f  c o n c lu s io n , th e  a u th o r  o b se rv es  t h a t  

th e r e  w ere many d i s s i m i l a r i t i e s  among company p r a c t i c e s  

w i th in  a s p e c i f i c  in d u s t r y .  The p r a c t i c e s  a l s o  v a r ie d  w ith  

th e  s i z e  o f  th e  f irm  and w ith  th e  n a tu re  o f  th e  s a le s  p e r ­

so n n e l b e in g  tra in e d .^ ®  The fo re g o in g  e s t im a t io n s ,  t h e r e ­

f o r e ,  sh o u ld  be i n t e r p r e t e d  w ith  such  d i v e r s i t y  in  m ind.

In  1967, th e  N a tio n a l  I n d u s t r i a l  C onference Board 

added t o  i t s  "E x p erien ces  in  M ark e tin g  Management" s e r i e s  

a r e p o r t  t i t l e d ,  " T ra in in g  Company S a le sm e n ;"  ̂  ̂ i t  i s  

p r im a r i ly  a s tu d y  o f  s a le s  t r a i n i n g  program s by i n d u s t r i e s .  

The f in d in g s  w ere d e r iv e d  from  a m a il su rv e y  ta k e n  among

j p .  9.

p .  10.

^ ° I b i d . ,  p .  11.

^^MacDonald and B a i l e y ,  "Train ing Company Salesmen."
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members o f  th e  B oard  who w ere s e n io r  m a rk e tin g  e x e c u t iv e s .  

Two h undred  s e v e n ty - s ix  c o m p an ies ' s a l e s  t r a i n i n g  p r a c ­

t i c e s  w ere d e s c r ib e d  t o  th e  r e s e a r c h e r s ,  Morgan B. 

MucDonald, J r .  and E a r l  L. B a i le y .

The f i r s t  p o in t  o f  i n t e r e s t  in  th e  s tu d y  was t h a t  

th e  m edian p r o j e c t e d  in c r e a s e  in  th e  s i z e  o f  th e  s a le s  

fo r c e  o v e r  th e  e n s u in g  f i v e  y e a r s  was e x p e c te d  to  be 25 

p e r c e n t .  ̂  ̂ V i r t u a l l y  a l l  th e  p a r t i c i p a t i n g  com panies 

c la im ed  t o  have fo rm a l t r a i n i n g  program s f o r  sa le sm en .

Of 150 f irm s  w ith  d i v i s i o n s ,  68 p e r c e n t  a s s ig n  th e  s a l e s  

t r a i n i n g  r e s p o n s i b i l i t y  t o  th e  d i v i s i o n s ,  29 p e r c e n t  

a s s ig n  i t  t o  c o rp o ra te  h e a d q u a r te r s ,  and  th r e e  p e r c e n t  

s p l i t  th e  r e s p o n s i b i l i t y  be tw een  th e s e  tw o .^  ^

Of th e  r e s p o n d e n ts ,  84 p e r c e n t  r e l y  on t h e i r  

s a l e s  o r  m a rk e tin g  o r g a n iz a t io n s  t o  h a n d le  s a l e s  t r a i n ­

in g .  O ver 60 p e r c e n t  o f  th e s e  s p e c i f y  th e  l i n e  s a le s  o r 

s e n io r  m a rk e tin g  e x e c u t iv e  t o  s h o u ld e r  t h i s  r e s p o n s i ­

b i l i t y .

The m edian p e r io d  o f  t r a i n i n g  f o r  in e x p e r ie n c e d  

s a l e s  t r a i n e e s  was c a lc u la te d  t o  be s i x  m on ths, w ith  a  

ra n g e , how ever, o f  one week to  60 m onths; 164 f irm s

p . 2.

p . 5.

p .  6.
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r e p o r te d  t o  have  fo rm a l t r a i n i n g  p rogram s w ith  f ix e d  

d u r a t i o n s .  ̂® In  g e n e r a l , th e  re sp o n d e n t com pan ies ' p ro ­

gram s te n d e d  t o  have  th e  g r e a t e s t  em phasis  in  p ro d u c t 

know ledge and p ro d u c t  a p p l i c a t i o n s ;  s e l l i n g  te c h n iq u e s  

ran k ed  seco n d  and company in fo rm a t io n  t h i r d .

O n - th e - jo b  t r a i n i n g  was em ployed by a lm o s t a l l  o f  

th e  com panies in v o lv e d  i n  th e  s tu d y ; many a l s o  r e l i e d  on 

some fo rm a l t r a i n i n g  w hich in c lu d e d  c la s s ro o m  w ork , sem i­

n a r s  and h o m e -s tu d y . The m ost w id e ly  u sed  m ethods f o r  

th e  r e t r a i n i n g  o f  e x p e r ie n c e d  sa lesm en  w ere th e  s a le s  

m e e tin g  and  th e  s p e c i a l  c o u r s e .  ̂^

The re s p o n d e n ts  a l s o  i d e n t i f i e d  th e  b a se s  f o r  

t h e i r  in c r e a s e d  co n ce rn  r e g a rd in g  s a l e s  t r a i n i n g ;  change, 

e x p e c te d  grow th  o f  th e  s a l e s  f o r c e ,  th e  n eed  to  m o tiv a te  

sa le sm e n , and c o s t  and  tim e.^®

The S a le s  T r a in in g  D iv is io n  o f th e  Am erican 

S o c ie ty  f o r  T r a in in g  and D evelopm ent co n d u c ted  a  su rv e y  

in  an a t te m p t t o  d e s c r ib e  th e  s a le s  t r a i n i n g  a c t i v i t i e s  

o f  i n d u s t r i a l  o r g a n iz a t io n s .  A m a il  q u e s t io n n a i r e  was 

th e  r e s e a rc h  in s t ru m e n t  em ployed and u s e a b le  q u e s t io n n a i r e s  

w ere  r e c e iv e d  from  298 co itp an ies  r e p r e s e n t in g  f i f t e e n

p .  7.

p .  8.

^’’i b i d . ,  p .  14 .  

^^ Ib i d . ,  p .  1.
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m ajo r i n d u s t r i a l  c l a s s i f i c a t i o n s .  The m a jo r i ty  o f re s p o n ­

d e n ts  em ployed l e s s  th a n  f i f t y  sa le sm en , w h ile  o n ly  th r e e  

p e r c e n t  em ployed more th a n  1 ,0 0 0 .

The r e s u l t s  o f  t h i s  s tu d y  r e v e a le d  t h a t  th e  

l a r g e r  th e  num ber o f  sa le sm en  em ployed, th e  g r e a t e r  th e  

l ik e l ih o o d  t h a t  th e  company o f f e r e d  a fo rm a l s a le s  t r a i n ­

in g  p ro g ra m .^ " Of th o s e  f i r m s  t h a t  w orked th ro u g h  d i s t r i ­

b u to r s h ip s ,  78 p e r c e n t  made some ty p e  o f  s a l e s  t r a i n i n g  

a v a i l a b l e ;  o n ly  41 p e r c e n t ,  how ever, p ro v id e d  d i s t r i b u t o r s  

w ith  fo rm al t r a i n i n g .  ̂^

The re m a in in g  and p re p o n d e ra n t  p a r t  o f  t h i s  s u r ­

vey exam ined th e  e x p e n d i tu r e s  d e v o ted  t o  s a l e s  t r a i n i n g .  

T h i r t y - f i v e  p e r c e n t  o f  th o s e  f irm s  em ploy ing  o ver 200 

sa le sm en  com m itted  betw een  $150,000 and $80,000 to  s a le s  

t r a i n i n g .  By c o n ç a r is o n , 5 6 .3  p e r c e n t  o f  th o s e  w ith  te n  

t o  tw e n ty - f iv e  sa le sm en  p ro v id e d  l e s s  th a n  $10,000 to  t h e i r  

s a l e s  t r a i n i n g  b u d g e t s . O f  th o s e  re sp o n d e n ts  who p u r ­

c h ased  s a le s  t r a i n i n g  p ro g ram s, 76 p e r c e n t  in d ic a te d  th e y  

u sed  o u ts id e  t r a i n i n g  s p e c i a l i s t s ;  67 p e r c e n t  p u rc h a se d

^®"ASTD--General  Learning  C orporat ion  S a l e s  T ra in ­
i n g  Survey ,"  Sa l e s  Tra i n i ng  Resources  (Madison,  W iscons in :
American S o c i e t y f o r  T r a in in g  and Development ,  1963)

^ ° I b i d . , p . 2 .

^^Ihid.  j p .  4 .

^ ^ I b i d . , p . 6 .
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s e l f - c o n ta in e d  program s w hich w ere  a d m in is te r e d  by i n -  

h o u se  p e r s o n n e l . B y  way o f  e v a lu a t io n ,  68 p e rc e n t  o f  

th o s e  who p u rch ase  o u ts id e  m a te r i a l s  o r  s e r v ic e s  c o n s id e re d  

t h e i r  u se  o f  o u ts id e  s a le s  t r a i n i n g  s p e c i a l i s t s  s u c c e s s f u l  

and 66 p e r c e n t  p la n n ed  t o  u se  su ch  s o u rc e s  a g a in . A s im i­

l a r  p e rc e n ta g e ,  65 p e r c e n t ,  th o u g h t th e  s e l f - c o n ta in e d  

program s su ccessfu l.^ * *

The 1953 s tu d y  by D avid J .  S ch w artz , J r . ,  c e n te re d  

on th e  s a l e s  t r a i n i n g  program  o f  a  la r g e  in s u ra n c e  company.  ̂  ̂

I t  was S c h w a r tz 's  p u rp o se  t o  e s t a b l i s h  r e l i a b l e  ways o f  

e v a lu a t in g  s a le s  t r a i n i n g  p ro g ram s.

W ith r e s p e c t  t o  h i s  c o n tro l-g r o u p  e v a lu a t io n ,

S chw artz  co n cluded  t h a t ,  a lth o u g h  th e  e f f e c t  o f  t r a i n i n g  

was e v id e n t  among t r a i n e d  a g e n ts  d u r in g  th e  f i r s t  months 

a f t e r  t r a i n i n g ,  th e r e  was no  n o te w o rth y  d i f f e r e n c e  in  

p r o d u c t iv i ty  betw een t r a i n e d  and u n t r a in e d  a g e n ts  th r e e  

m onths a f t e r  s a le s  t r a i n i n g  was c o m p le ted . H is f in d in g s  

r e l a t i v e  t o  m atch ing  p r o d u c t iv i ty  w ith  company q u o ta  w ere 

t h a t  th o s e  l i n e s  o f  in s u ra n c e  th e  a g e n ts  found  e a s i e r  to  

s e l l  b e fo re  th e  t r a i n i n g  w ere th e  same l i n e s  th e y  ten d ed  

t o  s e l l  m ost a f te rw a rd .

p. 8.

p.  11.

“ oav id  J.  Schw artz ,  J r . ,  " S e le c t e d  Methods and 
Procedures  f o r  E v a lu a t in g  S a l e s  Training"  (u n publ i shed  
Ph.D. d i s s e r t a t i o n .  The Ohio S t a t e  U n i v e r s i t y ,  1953) .
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S c h w a r tz 's  t h i r d  e v a lu a t io n  re v e a le d  t h a t  th e  

t r a in e d  a g e n ts  r e t a i n e d  v e ry  l i t t l e  o f w hat th ey  had  

e n c o u n te re d  in  t h e i r  s a l e s - t r a i n i n g  c l a s s e s ,  t h a t  th e r e  

was no s i g n i f i c a n t  c o r r e l a t i o n  betw een  th e  t e s t  s c o re s  

o f  t r a in e d  a g e n ts  and t h e i r  r e s p e c t iv e  s a le s  su c c e s s  in  

te rm s o f  s a l e s  volum e, and t h a t  th e  a g en ts  would need 

o th e r  form s and s o u rc e s  o f  s a le s  t r a i n i n g  in  a d d i t io n  to  

th e  fo rm a l, h o m e -o f f ic e ,  s a l e s - s c h o o l  ty p e  th e y  had  

re c e iv e d .

The f o u r th  m ethod, th e  o p in io n  su rv e y , le d  Schw artz

to  co n c lu d e  t h a t  th e  a g e n t s ' know ledge was n o t  m a te r ia l ly

in c r e a s e d  by th e  t r a i n i n g  program  and t h a t  a d d i t io n a l  

t r a i n i n g  was n eed ed  in  p r o s p e c t in g ,  p la n n in g  w ork , and 

s e l l i n g  l i f e  and g e n e r a l  l i a b i l i t y  in s u ra n c e .

H is a n a ly s i s  i n  th e  l a s t  m ethod was t h a t  s a le s  

m anagers needed  s p e c i a l i z e d  t r a i n i n g ,  t h a t  s a le s  m eetin g s  

needed  b e t t e r  o r g a n iz a t i o n ,  and t h a t  i n s t r u c t i o n  on a l l  

a s p e c ts  o f  th e  a g e n ts ' w ork sh o u ld  be  in c o rp o ra te d  in to  

th e  t r a i n i n g  p ro g ram .

D e sp ite  th e  u s e f u l  f in d in g s  in  t h i s  w ork , th e r e  

were no d i r e c t  recom m endations r e g a rd in g  th e  q u a l i f i c a t i o n s  

o f  th o s e  who w ere t o  do th e  f u l l - t i m e  te a c h in g  in  th e  

s a le s  t r a i n i n g  p ro g ram . I f  such  recom m endations d id  e x i s t ,  

th e y  w ould seem to  have p e r t in e n c e  l a r g e ly  f o r  th e  conçany

un d er s tu d y  and f o r  i t s  in d u s t r y .
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i n  c o n d u c tin g  a su rv ey  o f  th e  s a l e s  t r a i n i n g  p r a c ­

t i c e s  o f  i n d u s t r i a l  goods m a n u fa c tu re r s ,  K enneth Lawyer 

so u g h t t o  d e te rm in e  th e  e x te n t  to  w hich th e  s e l e c t i o n  and 

t r a i n i n g  o f  sa le sm en  w ere  c o o rd in a te d ,  th e  r e l a t i v e  a c h ie v e ­

ment r e q u i r e d  in  each  s u b je c t - m a t t e r  a r e a ,  and th e  te a c h in g  

m ethods em ployed by a r e a s  f o r  e ach  c la s s  o f  goods.

He u sed  a m u l t ip l e - c h o ic e  q u e s t io n n a i r e  and drew h i s  

f in d in g s  from  th e  re s p o n s e s  o f  258 f i r m s .  Each c l a s s  o f  

goods was r e p r e s e n te d ,  a s  w ere f i v e  s i z e  g ro u p s .

Lawyer c o n c lu d e d  t h a t  th e  s e l e c t i o n  p ro c e d u re  

r e p r e s e n te d  a  r e c o g n i t io n  o f  th e  co m p an ies ' t r a i n i n g  n e e d s , 

b u t  t h a t  i n  co p in g  w ith  t h i s  p h a se , m ost f irm s  d id  n o t  

have an o rg a n iz e d  a p p ro a c h . He found t h a t  p ro d u c t  know ledge 

ra n k ed  f i r s t  in  r e g a rd  t o  s u b je c t - m a t t e r  e m p h as is , w ith  

know ledge o f  cu sto m er n eed s h o ld in g  seco n d  p la c e .  H is 

f in d in g s  a l s o  r e v e a le d  t h a t  th e r e  was o n ly  l im i t e d  p la n ­

n in g  o r  t im in g  i n  th e  p ro c e s s  o f  d e v e lo p in g  th e  s a l e s  

t r a i n e e .  The p e r s o n a l  n eed s  o f  th e  i n d iv id u a l  t r a i n e e  

w ere subsum ed t o  w hat w ere deemed to  be t y p i c a l  o r  g e n e r a l  

n e e d s , i n  a r ra n g in g  th e  e x te n t  and n a tu re  o f  th e  t r a i n i n g  

e x p e r ie n c e .  Only in f r e q u e n t ly  was th e  t r a i n i n g  w e l l  

s u p e r v is e d  o r  c o o rd in a te d .

In  te rm s o f  q u a l i t y ,  i t  a p p ea re d  t h a t  when th e

^®Kenneth Lawyer,  "A Survey o f  th e  S a l e s  T r a i n i n g  
P r a c t i c e s  o f  R e p r e s e n t a t i v e  Manufacturers  o f  I n d u s t r i a l  
Goods" (u n p u b l i sh ed  Ph.D. d i s s e r t a t i o n ,  The U n i v e r s i t y  o f  
P i t t s b u r g h ,  1 9 5 4 ) .
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s i z e  o f  th e  f irm  e n a b le s  th e  s a l e s  t r a i n i n g  program  t o  

be fo rm a liz e d . Law yer co n c lu d ed  t h a t  b e t t e r  p la n n in g  and 

s u p e r v is io n  o c c u r re d ,  in c lu d in g  b e t t e r  a t t e n t i o n  to  th e  

i n d iv id u a l  needs o f  th e  t r a i n e e .

L loyd  R. S a ltzm an  so u g h t t o  exam ine th e  s a le s  

t r a i n i n g  program s i n  com panies em ploying  f i f t y  o r  l e s s  

s a l e s m e n . 2 7  He w ish ed  to  compare p r i n c i p l e s  and p r a c t i c e s  

fo llo w e d  i n  th e  a r e a s  o f  s e l e c t i n g  and t r a i n i n g  sa lesm en  

w ith  th e  recom m endations o f  s a l e s  t r a i n i n g  e x p e r ts  as 

e v id e n c e d  by  t h e i r  w r i t i n g s .  He had  th e  f u r t h e r  p u rp o se  

o f  fo rm u la t in g  s u g g e s t io n s  and recom m en d a tio n s , b a se d  

on th e  f in d in g s ,  t o  th o s e  f irm s  w hich e i t h e r  had  no s a le s  

t r a i n i n g  program s o r  w hich w ere  e x p e r ie n c in g  d i f f i c u l t y  

w ith  e x i s t i n g  p ro g ram s .

Saltzm an  fo u n d  t h a t  g e n e r a l ly  th e  s m a l le r  th e  

company th e  l e s s  l i k e l y  i t  was t h a t  a  s a l e s  t r a i n i n g  

p rogram  e x i s t e d .  H is  re sp o n d e n ts  c la im ed  t h a t  in c r e a s e d  

s a l e s  volum e was b o th  th e  m ain o b je c t iv e  and th e  main 

r e s u l t  o f  s a le s  t r a i n i n g .  T h is  was a l s o  th e  c r i t e r i o n  f o r  

m easu rin g  th e  e f f e c t i v e n e s s  o f  s a le s  t r a i n i n g ,  th u s  con­

c u r r in g  w ith  th e  o p in io n  o f  h i s  p a n e l  o f  s a l e s  e x e c u t iv e s .

The recom m endations made i n  t h i s  s tu d y  w ere t h a t

^^Lloyd R. S a l tzm an ,  " S a le s  T r a in in g  Programs in  
B u s i n e s s  Concerns w i t h  F i f t y  or  Less Salesmen" (un pu b l i sh ed  
Ph.D. d i s s e r t a t i o n .  The U n i v e r s i t y  o f  C olorado ,  1 9 5 6 ) .
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s a le s  e x e c u t iv e s  i n  s m a l le r  com pan ies;

1 . Make jo b  and d i f f i c u l t y  a n a ly s is  and c o n s id e r  

u s in g  s a l e s  c o n s u l t a n t s  and b a t t e r i e s  o f  t e s t s  

as a id s  i n  s e l e c t i n g  sa le sm en ;

2 . O f fe r  b o th  g roup and in d iv id u a l i z e d  t r a i n i n g ;

3 . O b ta in  h e lp  from  t r a d e  a s s o c ia t i o n s  and 

N a t io n a l  S a le s  E x e c u tiv e s ;

4 . L earn  t o  u se  a u d io /v i s u a l  a id s ,  and

5 . T ra in  t h e  t r a i n e r s .

The one comment above r e g a rd in g  s a le s  t r a i n i n g  i s  

o f  i n t e r e s t ,  f o r  th ro u g h o u t th e  p r e s c r i p t i v e ,  n o rm a tiv e  

l i t e r a t u r e ,  t h e r e  d o es  n o t  a p p e a r  t o  be th e  e x p l i c i t  a d v ic e , 

s t a t e d  ab o v e , t h a t  th e  s a l e s  e x e c u t iv e  sh o u ld  t r a i n  th e  

s a l e s  t r a in e r .^ ®  T h is  recom m endation , o f  c o u r s e ,  would 

r e q u i r e  a  co m parison  w ith  w hat q u a l i f i c a t i o n s  i t  was 

d e c id e d  a  g iv e n  f i r m 's  s a l e s  t r a i n e r  sh o u ld  h a v e , and an

 ̂®As e x a m p le s ,  th e  f o l l o w i n g  r e f e r e n c e s  may be o f  
i n t e r e s t :  N a t i o n a l  S o c i e t y  o f  S a l e s  T ra in in g  E x e c u t i v e s ,
" S e l e c t i n g  and T r a i n i n g  th e  S a l e s  T ra in e r ,"  The New 
Handbook o f  S a le s  Training^  R. p.  v i z z a  ( e d . ) ,  (Englewood  
C l i f f s ,  New J e r s e y :  P r e n t i c e - H a l l , I n c . ,  1 9 6 9 ) ,  pp.  63-72;
Robert S t o n e ,  " E i g h t - P o i n t  C h e c k -L i s t  f o r  S a l e s - T r a i n i n g , "  
S a les  Management^ J u l y  19 ,  1963 ,  pp.  110-116;  E. P a t r i c k  
McGuire, Tra in in g  S a l e s  Engineers  (M ou n ta in s id e ,  New 
J e r s e y :  P a d r i c  P u b l i s h i n g  Company, 1964);  and Thomas R.
Wotruba, "Train ing  S a l e s  P e r s o n n e l , "  Chapter 11 in  Sales  
Management: Planning^ Aacomplishment^ and E va lu a t io n  
(New York : H o l t ,  R in e h a r t  and Winston,  I n c . ,  1 9 7 1 ) ,
pp.  3 4 8 -3 8 8 .
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e x a m in a tio n  o f  w hat q u a l i f i c a t i o n s  th e  s a le s  e x e c u tiv e  

a c c o rd in g ly  sh o u ld  p o s s e s s  so  a s  to  e f f e c t i v e l y  te a c h  and 

t r a i n  th e  s a l e s  t r a i n e r .

The s tu d y  c o n d u c te d  by L. L. Adams was a ls o  one 

co n ce rn ed  w ith  s a l e s  t r a i n i n g  p rog ram s. The a u th o r 's  

o b je c t iv e s  w ere to  d e s c r ib e  w hat th e  g e n e r a l  c o n te n t  o f  

s a le s  t r a i n i n g  p rog ram s te n d e d  to  b e :  th e  s a l e s  p o l i c i e s

w ith  w hich s a l e s  t r a i n e e s  s h o u ld  become a c q u a in te d ; th e  

r e c r u i tm e n t  and s e l e c t i o n  o f  salesm en ; th e  in d u c t io n ,  

o r i e n t a t i o n ,  i n d o c t r i n a t i o n ,  and pay o f  th e  t r a i n e e s ;  

th e  ty p e s  o f  c o u rse s  g iv e n  t r a i n e e s ;  th e  m ethods and 

d e v ic e s  u sed  in  c l a s s e s ;  th e  t r a i n i n g  p ro c e d u re s  em ployed; 

and th e  fo llo w -u p  on th e  e f f e c t iv e n e s s  o f s a l e s - t r a i n i n g  

p ro g ram s. The a u th o r  em ployed a m a i l - q u e s t io n n a i r e  and 

th e  f in d in g s  w ere b a se d  on th e  re sp o n se s  o b ta in e d  from  

e i g h t y - e i g h t  f i r m s .  ̂®

The c o n te n t  o f  th e  s a l e s - t r a i n i n g  p rog ram s, Adams 

fo u n d , p ro v id e d  conçany in fo rm a tio n  d u r in g  th e  in d u c t io n  

p e r io d ,  w h ile  th e  s a l e s  and s a l e s - t r a i n i n g  p o l i c i e s  w ere 

p a r t  o f  th e  m ain body o f  th e  program s th e m se lv e s . M ost 

o f  th e  a u t h o r 's  re s p o n d e n ts  in d ic a te d  t h a t  th e y  d id  have 

fo rm a l c la s s ro o m  t r a i n i n g  and t h a t  sa le sm a n sh ip  was th e  

m ost f r e q u e n t ly  g iv e n  c o u rs e .

z * L i l l i a n  Loyce Adams, "A Study o f  S a l e s  T ra in in g  
Programs in  E i g h t y - E i g h t  Firms" (unpubli shed  Ph.D. d i s s e r ­
t a t i o n ,  The U n i v e r s i t y  o f  T ex a s ,  1959 ) .
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Of th e  m ethods o f  t r a i n i n g  em ployed, q u e s t io n in g , 

d e m o n s tra t io n , l e c t u r e ,  and g u id e d  d is c u s s io n  were th o se  

m ost f r e q u e n t ly  u se d . The p r a c t i c e  o f  h av in g  t r a in e e s  

work in  th e  f i e l d  w ith  s a le s  s u p e r v is o r s  and o th e r  s a l e s ­

men was r e p o r te d  by a l l  th e  f irm s  p a r t i c i p a t i n g  in  th e  

s tu d y .

V i r tu a l ly  a l l  o f  th e  f irm s  c la im ed  t h a t  t h e i r  

s a l e s  t r a i n i n g  p rog ram s w ere more o r  l e s s  c o n tin u o u s . 

F o llo w in g  up on th e  e f f e c t i v e n e s s  o f  th e s e  program s 

was acco m p lish ed  by th e  u se  o f  r e p o r t s ,  t e s t i n g ,  and th e  

com p ariso n  o f  a c tu a l  s a l e s  w ith  s a le s  q u o ta s .

Adams co n c lu d e d  t h a t  among th e  p a r t i c i p a t i n g  

com panies th e  v a r i a t i o n s  and d i f f e r e n c e s  a s s o c ia te d  w ith  

th e  u s e s  o f  c e r t a i n  m ethods, d e v ic e s ,  and p ro c e d u re s , w ere 

n o t  g r e a t .  The v a r i a t i o n s  and d i f f e r e n c e s  w hich d id  e x i s t  

w ere i n t e r p r e t e d  as  r e l a t e d  t o  m a rk e tin g  p o l ic y  d i f f e r e n c e s ,  

r e f l e c t i n g  in  tu r n  th o s e  d i f f e r e n c e s  i n  p r o d u c ts ,  p r i c e s ,  

c h a n n e ls  o f  d i s t r i b u t i o n ,  c u s to m e rs , and  s e r v ic e s .

In  h i s  s tu d y  o f  th e  s a l e s  t r a i n i n g  conducted  in  

th e  g e n e r a l  a v a ia t io n  in d u s t r y ,  r e s e a r c h e r  H a r r is  was i n t e r ­

e s t e d  i n  a n a ly z in g  th e  m anner i n  w hich s a le s  t r a i n i n g  was 

c o n d u c te d , th e  re a so n s  j u s t i f y i n g  th e  s a l e s  t r a i n i n g  

m ethods u se d , and  th e  p ro b lem s w hich em erged d u r in g  th e  

s a l e s  t r a i n i n g  p ro g ra m s .  ̂°

^ C l y d e  E l i  H a r r i s ,  J r . ,  "A Study o f  S a l e s  T ra in ­
i n g  in tn e  General  A v ia t i o n  Industry"  (unpubl i shed  Ph.D.  
d i s s e r t a t i o n .  The U n i v e r s i t y  o f  A rkansas ,  19 6 4 ) .
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The c o n c lu s io n s  i n  H a r r i s '  work w ere t h a t  s a l e s ­

men a c c e p t  t r a i n i n g  o n ly  when th e y  f u l l y  u n d e rs ta n d  th e  

b e n e f i t s ;  t h a t  f irm s  w i l l  te n d  t o  upgrade  th e  s e l l i n g  

p r o f e s s io n ;  t h a t  co irç an ie s  s h o u ld  a tte m p t to  ad h e re  more 

c lo s e ly  to  th e  b a s ic  fu n d a m e n ta ls  o f  th e  s e l l i n g  p ro c e s s ;  

t h a t  s a l e s  t r a i n i n g ,  l i k e  a l l  e d u c a t io n ,  sh o u ld  be b ased  

on th e  law s o f  l e a r n in g ;  t h a t  g r e a t e r  e x p e n d i tu re s  on 

s a le s  t r a i n i n g  seem m a n d a to ry ; t h a t  a d d i t i o n a l  t r a i n i n g  i s  

needed a t  th e  sa le s-m an ag em en t l e v e l ;  t h a t  fo rm a l t r a i n i n g  

sc h o o ls  w i l l  f in d  i t  n e c e s s a ry  t o  adhere  t o  a  s t r i c t  tim e  

and s u b je c t  s c h e d u le ;  and t h a t  th e  e v a lu a t io n  o f  s a le s  

t r a i n i n g  i s  im p e r a t iv e .

H a r r is  o f f e r e d  s i x  p r e d ic t io n s  r e g a r d in g  s a le s  

t r a i n i n g  i n  t h i s  in d u s t r y :

1 . S t a f f  p o s i t i o n s  f o r  s a l e s  t r a i n i n g  w ould be 

in c r e a s e d .

2 . C o n tinuous t r a i n i n g  w i l l  r e c e iv e  g r e a t e r  

e m p h as is .

3 . P rogram s w i l l  become more d e c e n t r a l i z e d .

4 . V is u a l  a id s  and programmed te c h n iq u e s  w i l l  

be  u sed  more e x te n s iv e ly .

5 . D i s t r i b u t in g  o rg a n iz a t io n s  w i l l  become more 

s e l l i n g - o r i e n t e d .

6 . F u tu re  t r a i n i n g  w i l l  be  d i r e c t e d  more tow ard  

d i s t r i b u t o r s  th a n  d e a l e r s .
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A lthough  t h i s  r e s e a r c h  work p ro v id e d  no e x p l i c i t  

recom m endations r e g a rd in g  th e  q u a l i f i c a t i o n s  o f  s a l e s  

t r a i n e r s ,  two o b s e r v a t io n s  o f  i n t e r e s t  can be  made in  

r e l a t i o n  to  th e  p r e s e n t  s tu d y  o f  th e  s a l e s  t r a i n e r  and 

h is  jo b .

H a r r is  was p r e d i c t i n g  in  1964 t h a t  th e  num ber o f  

s t a f f  s a l e s  t r a i n e r s  w ould  in c r e a s e .  In  1967, V izza  men­

t io n e d  t h a t  o v e r  30 p e r c e n t  o f  th o s e  in v o lv e d  in  f u l l ­

tim e  s a l e s  t r a i n i n g  no lo n g e r  r e p o r te d  t o  a s a l e s  m anager, 

b u t  to  a to p  m a rk e tin g  e x e c u t iv e .  ̂^

One o f  th e  c o n c lu s io n s  i n  t h i s  s tu d y  was t h a t  

th e r e  sh o u ld  b e  more t r a i n i n g  co n d u c ted  in  b e h a l f  o f  

s a le s  m an ag e rs . T h is  i s  a  common f e e l in g  h e ld  by a  number 

o f r e s e a r c h e r s  and o th e r  o b s e r v e r s ,  and a  q u e s t io n  r e g a rd ­

in g  th e  t r a i n i n g  o f  s a l e s  m anagers was p la n n e d  t o  be  

in c lu d e d  in  t h e  r e s e a r c h  on  th e  s a l e s  t r a i n e r  and h i s  jo b .

A s tu d y  o f th e  s a l e s  t r a i n i n g  g iv en  i n d u s t r i a l  

d i s t r i b u t o r s '  sa le sm en  was made by H arry  J .  W a te rs . ^^

He s o u g h t to  d e te rm in e  how su ch  sa lesm en  m igh t o b ta in  

b e t t e r  p r e p a r a t io n ,  w hat s o u rc e s  m igh t p ro v id e  i t ,  and who 

sh o u ld  su p p ly  i t .  W aters u sed  m a il q u e s t io n n a i r e s  t o

^ ^V izza , The New Handbook o f  S a le s  T r a in in g ,
p. x i .

^^Harry Joseph W aters ,  "An A p p r e n t i c e s h ip  and 
T ra in in g  Program f o r  I n d u s t r i a l  D i s t r i b u t o r  Salesmen"  
(unpu b l i sh ed  Ph.D. d i s s e r t a t i o n .  New York U n i v e r s i t y ,  
1964) .
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o b ta in  in fo rm a tio n  from  m a n u fa c tu re r s  o f  i n d u s t r i a l  p ro ­

d u c t s ,  d i s t r i b u t o r s h i p  ow ners o r  m anagers , p u rc h a s in g  

a g e n ts ,  and i n d u s t r i a l  d i s t r i b u t o r  sa le sm en . H is p u rp o se  

h e re  was t o  d e te rm in e  th e  e d u c a t io n a l  re q u ire m e n ts  n e c e s s a ry  

to  m eet th e  c u s to m e rs ' n e e d s . P e r s o n a l  f i e l d  s tu d ie s  were 

co n d u c ted  by  th e  a u th o r ,  i n  w hich  he c o n ta c te d  m a n u fa c tu re rs  

and d i s t r i b u t o r s ;  he  a l s o  o b se rv e d  sa le sm en  and p u rc h a s in g  

a g e n ts  in  d a i l y  work p e rfo rm a n c e .

A u th o r W aters c o n c lu d e d  t h a t  th e  s a le s  t r a in e e s  

sh o u ld  have more fo rm a l e d u c a t io n ,  c o n s id e r in g  th e  complex 

n e ed s  o f  i n d u s t r i a l  c u s to m e rs , and t h a t  backg rounds in  

s c i e n c e ,  e n g in e e r in g ,  b u s in e s s  a d m in i s t r a t io n ,  and l i b e r a l  

a r t s  w ould be  s a t i s f a c t o r y .  Such t r a i n i n g  as th e y  re c e iv e  

sh o u ld  o c c u r  more o f t e n  in  th e  m a n u fa c tu r in g  p la n t s  o f  th e  

r e s p e c t iv e  d i s t r i b u t o r ' s  m a jo r  s u p p l i e r s .  The l a t t e r ,  

recommended W ate rs , s h o u ld  assum e more r e s p o n s i b i l i t y  in  

t r a i n i n g  d i s t r i b u t o r s '  s a le sm e n .

I t  was a l s o  recommended t h a t  th e  s a l e s  m eetin g s  

f o r  th e s e  sa le sm en  s h o u ld  be  b e t t e r  p la n n e d  and sch e d u le d  

w ith  some r e g u l a r i t y .  T hese m e e t in g s . W aters f e l t ,  sh o u ld  

b e  o c c a s io n s  f o r  a d d i t i o n a l  s a l e s  t r a i n i n g .

C o n c lu d in g  Remarks 

In  th e s e  w r i t i n g s  c o n s i s t s  th e  v i r t u a l  e n t i r e t y  

o f  r e s e a r c h  work c o n ce rn e d  w ith  s a l e s  t r a i n i n g .  As 

m en tio n ed  a b o v e , th e  a t t e n t i o n  o f  th e  w r i t e r s  c o n c e n tra te d
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on s a l e s  t r a i n i n g  p rog ram s to  th e  e x c lu s io n  of th o se  who 

m ust p e rfo rm  in  such  p ro g ram s . I t  i s  one o f  th e  aim s o f  

t h i s  s tu d y  t o  r e c t i f y  su ch  e x c lu s io n ,  to  a t  l e a s t  a m odest 

e x t e n t ,  and t o  expose  t o  th e  l i g h t  o f  re se a rc h  th e  s a l e s -  

t r a i n i n g  jo b  as i t  i s  d e s c r ib e d  by th e  s a le s  t r a i n e r .

Given t h a t  th e  one who has  th e  f u l l - t im e  t a s k  o f  

t r a i n i n g  sa le sm en  i s  i n  a p i v o t a l ,  c r u c i a l  p o s i t i o n ,  i t  

w ou ld  seem t h a t  th e  s a l e s  o r g a n iz a t io n  sh o u ld  hav e  w e l l -  

d e f in e d ,  c l e a r - c u t  norm s f o r  s e l e c t i n g  s a le s  t r a i n e r s .  I t  

s h o u ld  be e x p e c te d , m o re o v e r, t h a t  th e s e  norms would be 

founded  on r e l i a b l e ,  p ro v e n  b a s e s  r a t h e r  than  h i s t o r i c  

p r a c t i c e  o r  c u r r e n t  o r g a n iz a t i o n a l  co n v en ien ce .

The e x p e r ie n c e  o f  th e  s a l e s  t r a in e r - c a n d id a t e  can 

b e  c o n s id e re d  a s  w e l l  a s  h i s  e d u c a t io n ,  b u t  i t  i s  n o t  

known t o  w hat e x te n t  e i t h e r  o f  th e s e  c o n s id e ra t io n s  te n d s  

t o  b e  d o m in an t. T here  i s ,  o f  c o u r s e ,  th e  f u r th e r  q u e s t io n  

o f  th e  k in d  and  q u a l i t y  o f b o th  work e x p e r ie n c e  and e d u c a ­

t i o n ,  and , m o reo v er, w hat o b je c t iv e  j u s t i f i c a t i o n  e x i s t s  

f o r  r e ly in g  on e i t h e r  o f  th e s e  to  w h a tev e r e x te n t .  T h is  

r e s e a r c h  e f f o r t  i s ,  i n  p a r t ,  a  b a s i c  s t a r t i n g  p o in t  i n  

d e te rm in in g  w h a t m e a su ra b le  q u a l i f i c a t i o n s  s a l e s  t r a i n e r s  

te n d  to  have i n  te rm s  o f  work e x p e r ie n c e  and academ ic p r e ­

p a r a t i o n .  G iven t h i s  in f o r m a t io n ,  one m igh t th e n  i n v e s t i ­

g a te  to  w hat e x te n t  su c h  q u a l i f i c a t i o n s  can se rv e  as norms 

f o r  s a l e s  t r a i n i n g  p e rfo rm a n c e .



37

To say  t h a t  th e  jo b  o f  th e  s a le s  t r a i n e r  i s  t r a i n i n g  

sa le sm en  does n o t  a p p e a r  to  be a  s u f f i c i e n t l y  d e s c r ip t i v e  

s ta t e m e n t .  The s a l e s  t r a i n e r  may be  a s t a f f  a d m in is t r a to r  

i s s u in g  s a l e s  b u l l e t i n s  and memos t o  f i e l d  sa le sm en , a 

h o m e -o ff ic e  c la ss ro o m  t e a c h e r ,  o r  a s a le s -m a n a g e r  s u r ro g a te  

w o rk in g  in  th e  f i e l d  w ith  sa lesm en  — o r  he  may be a l l  o f 

th e s e  in  some p r o p o r t io n  a t  one tim e  o r  a n o th e r .  His 

f i r m 's  s p e c i f i c  s i t u a t i o n  d i c t a t e s  th e  d im ensions h is  job  

te n d s  t o  assum e.

What th e  s a l e s  t r a i n e r ' s  job  te n d s  t o  b e  l i k e  i s  

n o t  known. He may fu n c t io n  in  a  l in e  o r  s t a f f  c a p a c i ty ,  

work p r im a r i ly  i n  th e  f i e l d  o r  a t  a t r a i n i n g  c e n te r ,  

d e a l  w ith  sa le sm en  in d i v i d u a l l y ,  in  g ro u p s , o r  b o th , o r ,  

p o s s ib ly ,  n o t  a t  a l l  on a f a c e - t o - f a c e  b a s i s .  In  a d d i t io n ,  

th e  a s p e c ts  o f  h i s  work can be e x p e c te d  to  be c o n d itio n e d  

by th e  s t r u c t u r e  (o r  n o n - s t r u c tu r e )  o f  h i s  f i r m 's  s a le s  

t r a i n i n g  p rogram .

T here  i s ,  o f  c o u rs e , a d e f i n i t i v e  r e l a t i o n s h i p  

be tw een  th e  c h a r a c t e r i s t i c s  o f  th e  s a l e s  t r a i n i n g  ta s k  

and th e  q u a l i f i c a t i o n s  o f  th o s e  who m ust e x e c u te  i t .  Know­

in g  w h a t t h a t  jo b  te n d s  t o  be  l i k e  i n  a c tu a l  p r a c t i c e  

p ro v id e s  a  fram ew ork f o r  th o s e  q u a l i f i c a t i o n s  w hich s a le s  

t r a i n e r s  b r in g  t o  t h e i r  w ork , i n  w h a tev e r way t h a t  m igh t 

be d e f in e d .  The end  o f  q u a l i f i c a t i o n s  r e s id e s  in  th e  t a s k ,  

and w here th e s e  a re  d e f in e d  and j u s t i f i e d ,  th e  e f f e c t i v e  

t r a i n i n g  o f  sa lesm en  o b ta in s  a  fu n d am en ta l p i l l a r  in  i t s  

fo u n d a t io n .



CHAPTER I I I  

RESEARCH DESIGN AND METHODOLOGY

Due t o  th e  s c a r c i t y  o f  sec o n d a ry  d a ta  w ith  re g a rd  

t o  th e  a c tu a l  c h a r a c t e r i s t i c s  o f  th e  s a le s  t r a i n e r  and 

h i s  jo b , t h i s  s tu d y  was d i r e c t e d  tow ard  th e  developm ent 

o f  p rim ary  in fo rm a tio n  s u f f i c i e n t l y  com prehensive w ith in  

th e  bounds s e t  by a v a i l a b i l i t y  o f  d a ta  and by c o s t  

f a c t o r s .

T h is  r e s e a rc h  e f f o r t ,  in  th e  f i r s t  i n s t a n c e ,  p r e ­

sumed t h a t  th e  fu n c t io n  o f  t r a i n i n g  sa le sm en , in  any 

g iv e n  c a s e ,  d i r e c t l y  r e f l e c t s  th e  s t a t e  o f a f f a i r s  w ith  

r e g a rd  t o  th e  f i r m 's  i n t e r n a l  and  e x te r n a l  en v iro n m e n t. 

S a le s  t r a i n e r s  p e rfo rm  i n  v i r t u a l l y  a l l  i n d u s t r i e s ,  in  

a g r e a t  v a r i e t y  o f  c irc u m s ta n c e s  and c o n d i t io n s .

Thus, beyond th e  fu n d a m e n ta l d i s t i n c t i o n s  w h ere in  

l i n e  s a l e s  e x e c u tiv e s  o r  in d e p e n d e n t s a l e s - t r a i n i n g  con­

s u l t a n t s  have th e  f u l l  s a l e s  t r a i n i n g  r e s p o n s i b i l i t y ,  a 

b ro a d  d i v e r s i t y  in  t r a i n e r  q u a l i f i c a t i o n s  and  jo b -  

c h a r a c t e r i s t i c s  was e x p e c te d  to  be found among th e  " in -  

ho u se"  company s a le s  t r a i n e r s .

D e sp ite  such  e x p e c te d  h e te r o g e n e i ty ,  how ever, th e  

s tu d y  so u g h t t o  i d e n t i f y  s i g n i f i c a n t  v a r i a b le s  in  th e

38
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s a l e s  t r a i n i n g  e n v iro n m e n t. The e f f o r t  was c o n ce iv ed  as 

one to  be d i r e c t e d  t o  th o s e  who p e rfo rm  th e  a c tu a l  s a le s  

t r a i n i n g  w ork , th u s  i d e n t i f y i n g  th o s e  v a r ia b le s  in  e i t h e r  

man o r  jo b ,  o r  b o th .  The g r e a t e r  th e  number o f s i m i l a r ­

i t i e s  r e v e a le d — a llo w in g  f o r  c a t e g o r i c a l  d i f f e r e n t i a t i o n s — 

th e  g r e a t e r  th e  im p o rtan c e  th e  r e s p e c t iv e  v a r ia b le s  w i l l  

assum e.

C o n s is te n t  w ith  th e  aim of s e t t i n g  f o r t h  a  r e a ­

so n a b ly  c o n p re h e n s iv e  p r o f i l e  o f  th e  s a le s  t r a i n e r  and  h i s  

w ork , i t  was f e l t  t h a t  th e  d a ta - g a th e r in g  e f f o r t  sh o u ld  

draw from  a s  g r e a t  a v a r i e t y  o f  s o u rc e s  as  was re a so n a b ly  

p o s s ib l e .  T h is  n e c e s s a r i l y  in v o lv e s  so u rc es  o f  g r e a t  

g e o g ra p h ic  d i s p e r s io n ,  th u s  r e n d e r in g  th e  p e r s o n a l  i n t e r ­

view  as im p r a c t ic a b le ,  p a r t i c u l a r l y  w ith  r e g a rd  to  tim e  

and c o s t  f a c t o r s .

The cu sto m ary  r e s e r v a t io n s  advanced  w ith  r e g a rd  to  

th e  u se  o f  m a il  q u e s t i o n n a i r e s  w ere re v ie w e d ,^  and th e  

in h e r e n t  l i m i t a t i o n s  re c o g n iz e d .^  T h is  s tu d y ,  how ever, 

w a rra n te d  su ch  u se  l a r g e l y  b ecau se  o f  th e  fu n d am en ta l 

re q u ire m e n t o f  o b ta in in g  a  s a l e s - t r a i n e r  p r o f i l e  o f  ad e ­

q u a te  sco p e  and r e p r e s e n ta t i v e n e s s .

^Paul L. Erdos ,  P r o f e s s i o n a l  Mail Surveys  (New 
York; McGraw-Hill ,  I n c . ,  1 9 7 0 ) ,  pp.  10 -1 3 ,  138-150 .

^Mildred P a r te n ,  Surveys^ P o l l s  and Samples (New
York: Harper & B r o t h e r s ,  1 9 5 0 ) ,  pp .  391-402 .
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The e v id e n c e  f o r  t h i s  s tu d y , t h e r e f o r e ,  comes 

a lm o s t e n t i r e l y  from  f i e l d  d a ta  in  th e  form  o f  m a il q u es­

t i o n n a i r e s .  T h is  fo llo w s  th e  a d v ic e  o f Cam pbell and  Katona 

who recommend su ch  s u rv e y s  "when th e  d e s i r e d  in fo rm a tio n  

c a n n o t be o b ta in e d  m ore e a s i l y  and l e s s  e x p e n s iv e ly  from  

o th e r  s o u r c e s . D u e  t o  th e  s p e c i a l i s e d  o c c u p a t io n a l  

i n t e r e s t  o f  th e  p o p u la t io n  u n d e r  s tu d y ,  a  h ig h  p e rc e n ta g e  

o f  re sp o n se  t o  th e  m a i l  q u e s t i o n n a i r e  was e x p e c te d .

Q u e s t io n n a ire  C o n s tru c t io n  

In  o rd e r  t o  d e l i n e a t e  b o th  th e  q u a l i f i c a t i o n s  th e  

s a l e s  t r a i n e r  b r in g s  t o  h i s  work and th e  a c tu a l  c h a r a c te r ­

i s t i c s  o f  su ch  w ork , i t  was n e c e s s a ry  t o  d iv id e  th e  

r e s e a r c h  in s tru m e n t  i n t o  f i v e  s e c t i o n s .  T h is  d e c is io n  

was b a se d  on in te r v ie w s  w ith  members o f  th e  Oklahoma 

C ity  c h a p te r  o f  th e  A m erican S o c ie ty  f o r  T ra in in g  and 

D evelopm ent, on c o n s u l t a t i o n s  w ith  th e  a u t h o r 's  d i s s e r t a ­

t i o n  com m ittee  m em bers. D r. Rodney E. Evans and D r. M arion 

C. P h i l l i p s ,  on an  i n s p e c t io n  o f  th e  s a l e s  t r a i n i n g  l i t e r ­

a t u r e ,  and  on th e  a u t h o r 's  p e r s o n a l  f a m i l i a r i t y  w ith  

a s p e c ts  o f  th e  s a l e s  t r a i n i n g  f i e l d .

A f u r t h e r  u s e f u l  a id  was th e  d e f i n i t i o n  o f a

^A. A. Campbell  and George Katona,  "The Sample 
Survey:  A Technique f o r  S o c i a l  S c i e n c e  R esearch ,"  in
L. F e s t i n g e r  and D. K a tz ,  Research Methods in  the Behav­
i o r a l  Sc ien ces  (New York: The Dryden P r e s s ,  I n c . ,  1953) ,
p.  16 .
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" T ra in in g  I n s t r u c to r "  in  th e  D ic t i o n a r y  o f  Occupat ional  

T i t l e s  :

P rep ares  and con d u cts  i n - s e r v i c e  t r a i n i n g  for  
company p e r s o n n e l ,  e v a lu a t in g  t r a i n i n g  needs  
in  ord er  to  d e v e lo p  e d u c a t io n a l  m a t e r ia l s  for  
im proving perform ance s ta n d a r d s .  Performs  
r e s e a r c h  r e l a t i n g  to  co u rse  p r e p a r a t io n  and 
p r e s e n t a t i o n .  Compiles d a ta  fo r  use  in  w r it in g  
m anuals ,  handbooks, and o th e r  t r a i n i n g  a id s  
r e q u ir e d  fo r  c o u r s e s .  D evelops te a c h in g  o u t ­
l i n e s  and l e s s o n  p la n s ,  d e term in e s  c o n te n t  and 
d u r a t io n  o f  c o u r s e s ,  and s e l e c t s  a p p ro p r ia te
i n s t r u c t i o n  p r o c e d u r e s ,  b ased  on a n a l y s i s  of
t r a i n i n g  req u ir em en ts  o f  company p e r s o n n e l .
Conducts c o u r s e s  in  s p e c i a l i z e d  f i e l d s  such as 
e n g in e e r in g ,  s c i e n t i f i c  s u b j e c t s ,  or company 
a d m in is t r a t iv e  p ro ced u res  and p r a c t i c e s .  Tests  
and e v a lu a t e s  p r o g r e s s  o f  em ployees t o  determ ine  
e f f e c t i v e n e s s  o f  t r a in i n g  m ethods, m a t e r i a l s ,  
and c o u r s e s .  Coaches and t r a i n s  o th e r  workers 
in  v o c a t i o n a l  t r a i n i n g  m eth ods.*

The q u e s t i o n n a i r e 's  f iv e  s e c t io n s  p o sed  q u e s t io n s ,  

r e s p e c t i v e l y ,  a s  t o  th e  r e s p o n d e n t 's  p e r s o n a l  d a ta ,  h i s  

company, th e  s a le s  t r a i n i n g  p ro g ram , h i s  s a le s  t r a in in g  

jo b  in  t h a t  p rog ram , and some g e n e r a l  in fo rm a t io n .  A

copy o f  th e  q u e s t io n n a i r e  i s  in c lu d e d  in  A ppendix I o f

t h i s  r e p o r t .

The p e r s o n a l  d a ta ,  in  s e c t i o n  "A" o f  th e  re s e a rc h  

in s t r u m e n t ,  was e x p e c te d  to  r e v e a l  th e  q u a l i f i c a t i o n s  o f  

th e  s a l e s  t r a i n e r s  re sp o n d in g  t o  th e  q u e s t io n n a i r e .  A ccord­

in g ly ,  th e  q u e s t io n s  f o r  t h i s  s e c t io n  fo c u se d  on the  amount 

and k in d  o f  fo rm a l e d u c a t io n ,  th e  num ber o f  y e a r s ' e x p e r ie n c e

^"Training I n s t r u c t o r ,"  D i c t i o n a r y  o f  Occupat ional  
T i t l e s ^  Third E d i t i o n ,  V ol. 1 (W ashington, D. C .: U. S .
Government P r i n t in g  O f f i c e ,  1 9 6 5 ) ,  p .  751.
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( in  th e  e x i s t i n g  o r  o th e r  f irm s)  a s  sa le sm an , s a l e s  mana­

g e r ,  s a l e s  t r a i n e r ,  g e n e r a l  t r a i n e r ,  a n d /o r  t e a c h e r  in  an 

e d u c a t io n a l  i n s t i t u t i o n .  Those who c la im ed  f i e l d  s e l l i n g  

e x p e r ie n c e  w ere f u r t h e r  ask ed  t o  i n d i c a t e  b o th  w hat th ey  

had  s o ld  and th e  y e a r s  d ev o ted  to  such s a le s  e x p e r ie n c e .

The p u rp o se  o f  t h i s  q u e s t io n  was t o  i d e n t i f y  th e  r e l a t i o n ­

s h ip  betw een  s a l e s  e x p e r ie n c e  and p r e s e n t  s a l e s  t r a i n i n g .

In  a sk in g  th e  re s p o n d e n t to  s t a t e  th e  p o s i t io n  he 

h e ld  j u s t  p r i o r  to  h i s  p r e s e n t  o n e , th e  r e s e a r c h e r  sought 

to  i d e n t i f y  more e x a c t ly  th e  so u rc e s  from  w hich th e  

r e s p o n d e n ts ' f irm s  te n d e d  t o  draw t h e i r  s a l e s  t r a i n e r s , 

s u g g e s t in g  a g a in  a  m easure  o f  s a l e s - t r a i n e r  q u a l i f i c a t i o n .  

The l a s t  q u e s t io n  o f  t h i s  s e c t io n ,  t h a t  in q u i r in g  as to  

how long  th e  re s p o n d e n t e x p e c te d  t o  s e rv e  as s a l e s  t r a i n e r ,  

was d e s ig n e d  t o  r e f l e c t  w h e th e r t h a t  fu n c t io n  te n d s  to  be 

v iew ed as a  c a r e e r  work o r  a s  an  in te r m e d ia te ,  tem porary  

p o s i t i o n  p en d in g  a  move t o  some o th e r  management re sp o n ­

s i b i l i t y .  T h is  s e c t io n  was a ls o  d e s ig n e d  t o  p ro v id e  some 

i n t e r n a l  checks and to  a id  in  q u a l i f y in g  th e  r e l a t i o n s h ip s  

betw een  s e l e c t e d  r e s p o n s e s .

S e c t io n  "B" c o n c e n tra te d  on th e  r e s p o n d e n t 's  com­

pany in fo r m a t io n .  The re s p o n se s  in d i c a t in g  th e  com pany's 

i n d u s t r y  w ould a id  in  m aking s a l e s - t r a i n i n g  d i f f e r e n t i a t i o n s  

by in d u s t r y  and w ould f a c i l i t a t e  a  com parison  w ith  th e  

s a l e s  e x p e r ie n c e  c la im ed  in  s e c t io n  "A."

By o b ta in in g  in fo rm a t io n  on number o f  em ployees
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and d o lla r -v o lu m e  o f  s a l e s ,  some m easure o f  company s i z e ,  

w i th in  i t s  in d u s t r y ,  co u ld  be  a s c e r ta in e d .  S in ce  th o s e  to  

whom a company does i t s  s e l l i n g  were e x p ec te d  to  in f lu e n c e  

i t s  s a l e s  t r a i n i n g  e f f o r t s ,  a  q u e s t io n  re g a rd in g  ty p e s  o f 

cu sto m ers  was in c lu d e d  in  t h i s  s e c t io n .

The t h i r d  s e c t io n  in q u ir e d  in to  a number o f 

a s p e c ts  o f  th e  s a l e s  t r a i n e r ' s  jo b . The f i r s t  two q u e s t io n s  

w ere d e s ig n e d  to  h e lp  d e te rm in e  w h e th er th e  re sp o n d e n t 

was s e r v in g  in  e i t h e r  a l i n e  o r  s t a f f  c a p a c i ty .  He was 

a sk ed  to  i n d i c a t e  th e  t i t l e  o f  h i s  s u p e r io r ,  w h e th er he 

had  c o - t r a i n e r s  and i f  such  p e e r s  w ere in v o lv e d  in  n o n - s a le s  

t r a i n i n g .  A q u e s t io n  r e g a rd in g  th e  number o f  s u b o rd in a te s  

c o n d u c tin g  s a le s  t r a i n i n g  was em ployed so  as  t o  q u a l i f y  

th e  t i t l e  th e  re sp o n d e n t c la im e d  in  s e c t io n  "A ."

Q u e s tio n  3 o f  t h i s  s e c t io n  asked  how th e  s a l e s  

t r a i n e r ' s  work te n d e d  to  b e  d iv id e d  among a c tu a l  f a c e - t o -  

fa c e  t r a i n i n g ,  s a l e s - t r a i n i n g  s u p p o r t - f u n c t io n s , and adm in­

i s t r a t i v e  t a s k s .  Q u es tio n  4 asked  th e  re sp o n d e n t t o  

i n d i c a t e  th e  p r o p o r t io n s  o f  h i s  work s p e n t  betw een t r a i n i n g  

in  th e  f i e l d  o r  a t  a  home o f f i c e  o r  t r a i n i n g  c e n te r .

F o cu sin g  on f i e l d  s a l e s  t r a i n i n g ,  t h e  n e x t  q u e s t io n  so u g h t 

t o  in q u i r e  to  w hat e x te n t  th e  s a l e s  t r a i n e r  worked w ith  

sa lesm en  in d iv id u a l ly  o r  i n  g ro u p s .

Q u e s tio n  6 and  7 o f  t h i s  s e c t io n  a sk e d , r e s p e c t iv e ly ,  

i f  th e  s a l e s  t r a i n e e s '  a t t i t u d e s  r e c e iv e d  any fo rm al e v a lu a ­

t i o n ,  an d , i f  th e  t r a i n e r  r e c e iv e d  fo rm a l p ro g re s s  r e p o r t s
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once th e  t r a i n i n g  p h a se  h ad  en d ed .

One o f  th e  p o s s ib le  r e s i d u a l  v a lu e s  o f  t h i s  s tu d y  

i s  t h a t  i t  may h e lp  in  fo rm in g  th e  b a se s  f o r  s e l e c t i n g  

th o s e  who a re  t o  c o n d u c t s a l e s  t r a i n i n g .  Q u e s tio n  8 

s o l i c i t e d  th e  o p in io n s  o f  th e  re s p o n d e n ts  r e g a rd in g  th e  

minimum q u a l i f i c a t i o n s  th e y  f e l t  s a l e s  t r a i n e r s  sh o u ld  

h a v e . The re s p o n se s  i n  e ach  c a se  w ere  e x p e c te d  t o  be 

compared w ith  s e l e c t e d  q u a l i f i c a t i o n s  th e  re sp o n d e n ts  

th em se lv es  p o s s e s s e d .

The l a s t  q u e s t io n  in  s e c t io n  "C" was e x p e c te d  to  

be  d i f f i c u l t  f o r  th e  re s p o n d e n t ,  f o r  i t  a sked  him  to  c i t e  

th e  e x p l i c i t  c r i t e r i a  u sed  t o  e v a lu a te  h i s  w ork. T his 

e x p e c ta t io n  was r e l a t e d  t o  th e  d i f f i c u l t i e s  w hich seem to  

in h e re  in  p la c in g  q u a l i t a t i v e  judgm ent on , f o r  exam ple, 

th e  a c tu a l  te a c h in g  work o f  s e c o n d a ry -s c h o o l and u n iv e r ­

s i t y  e d u c a to r s .

The f o u r th  p a r t  o f  th e  r e s e a r c h  in s tru m e n t ,  s e c t io n  

"D ," q u e r ie d  th e  re s p o n d e n ts  r e g a r d in g  th e  s a l e s  t r a i n i n g  

program s in  w hich th e y  p e rfo rm e d . The q u e s tio n s  asked  

ab o u t d u r a t io n ,  f r e q u e n c y , t r a i n e e s '  p r i o r  w o r k - f a m i l ia r i -  

z a t i o n ,  c o n te n t  p r o p o r t io n s ,  s i z e  o f  t r a i n i n g  c l a s s e s ,  

ty p e s  o f  m ethods and  te c h n iq u e s ,  and k in d s  o f  p h y s ic a l  

a id s  and eq u ip m en t. The l a s t  th r e e  q u e s t io n s  o f  t h i s  

s e c t io n  were c o n ce rn e d  w ith  fo llo w -u p  t r a i n i n g ,  s e p a r a te  

program s f o r  s a l e s  m an ag ers , and j u s t i f i c a t i o n  f o r  m ethod 

s e l e c t i o n ,  r e s p e c t i v e l y .



45

S e c tio n  "E" was a  b r i e f  s e c t io n  c o n ta in in g  th r e e  

q u e s t io n s .  The f i r s t  q u e s t io n  so u g h t to  f in d  o u t i f  th e  

t r a i n e e s  underw ent a  s e p a r a t e ,  a d d i t i o n a l  k in d  o f  s a l e s  

t r a i n i n g  p e r  s e ,  as  c o n d u c te d  by t h e i r  r e s p e c t iv e  s a l e s  

m an ag ers . The seco n d  q u e s t io n  a sk ed  was one w hich i s  o f  

g row ing  im p o rta n c e : w h e th e r  a fo rm a l t r a i n i n g  program

e x i s t e d  f o r  th o s e  ch o sen  to  be  s a l e s  m anagers . L a s t ly ,  

a q u e s t io n  was r a i s e d  as  t o  w h e th e r  th e  r e s p o n d e n t 's  com­

pany had  a p rogram  f o r  t r a i n i n g  s a l e s  t r a i n e r s .

T h is  r e s e a r c h  in s tru m e n t  was in d iv id u a l ly  p r e ­

t e s t e d  w ith  a  g roup  o f  s u b je c t s  who w ere members o f  th e  

Oklahoma C ity  c h a p te r  o f  th e  A m erican S o c ie ty  f o r  T r a in in g  

and  Developm ent (ASTD) o r  who w ere a s s o c ia te s  o f  such  mem­

b e r s .  A ll  p r e - t e s t i n g  re s p o n d e n ts  w ere p r o f e s s io n a l s  

w ork ing  in  p e r s o n n e l  r e l a t i o n s ,  t r a i n i n g ,  s a l e s  t r a i n i n g ,  

o r  s a le s  m anagem ent, and a l l  u n d e rs to o d  th e  p u rp o se  o f  

th e  q u e s t io n n a i r e .  T h e i r  p o s t - t e s t i n g  recom m endations 

r e s u l t e d  in  c e r t a i n  fo rm a t r e v i s io n s  and in  rem oving  a 

num ber o f  s e m a n tic  d i f f i c u l t i e s .

Sam ple S e le c t io n  

The p r im a ry  p o p u la t io n  u n d e r  s tu d y  was t o  be  th e  

i n t e r n a t i o n a l  m em bership o f  th e  S a le s  T ra in in g  D iv is io n  

o f  th e  ASTD. P a r t  o f  t h i s  m em bership , how ever, was e x p e c te d  

t o  c o n s i s t  o f  s a l e s  t r a i n i n g  d i r e c t o r s  whose p rim ary  

a c t i v i t y  c e n te re d  on th e  d e s ig n  and a d m in is t r a t io n  o f  s a l e s  

t r a i n i n g  p ro g ram s, b u t  who c u r r e n t ly  co n d u cted  l i t t l e  o r
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no a c tu a l  f a c e - t o - f a c e  t r a i n i n g  o f  sa le sm en . I t  was f u r ­

t h e r  e x p e c te d  t h a t  th e s e  s a l e s  t r a i n i n g  d i r e c t o r s  w ould 

be d i r e c t i n g  th e  a c t i v i t i e s  o f  s a l e s  t r a i n e r s  p e rfo rm in g  

th e  a c tu a l  te a c h in g  and t r a i n i n g  fu n c t io n s  in  t h e i r  r e s ­

p e c t iv e  f i r m s .  S in c e  some o f  th e  l a t t e r  w ere n o t  e x p ec te d  

to  be p a r t  o f  th e  m em bersh ip , an advance co rre sp o n d e n c e  

to  th e  known m em bership was in c o r p o r a te d  a s  p a r t  o f  th e  

r e s e a rc h  p ro c e d u re . T h is  was e x p e c te d  to  o b ta in  th e  

n e c e s s a ry  names and  a d d r e s s e s ,  and t o  p e rfo rm  th e  c o u r te s y  

o f in fo rm in g  th e  r e s p o n d e n t 's  company o f  th e  su rv e y  to  

come.

A l i s t  o f th e  m em bership o f  th e  S a le s  T ra in in g  

D iv is io n  o f ASTD was o b ta in e d  from  th e  S o c ie ty .  The names 

and a d d re s s e s  o f  p e rs o n s  and f irm s  in  th e  b u s in e s s  o f  

m a rk e tin g  t h e i r  s a l e s - t r a i n i n g  c o n s u l t in g  s e r v ic e s  w ere— 

where p o s s ib l e —e x c lu d e d  from  th e  advance c o rre sp o n d e n c e . 

The sum o f  575 r e l e v a n t  names and a d d re s s e s  in c lu d e d  

m em bership in  th e  S o c ie ty  th ro u g h  J a n u a ry , 1972.

The advance co rre sp o n d en ce  in c lu d e d  th e  fo llo w in g  

ite m s— e x h i b i t s  and  c o p ie s  o f  which a re  c o n ta in e d  in  

A ppendix I :

1 . A l e t t e r ,  s e p a r a te ly  ty p e d  and p e r s o n a l ly  

a d d re s s e d , w hich in fo rm ed  th e  a d d re s s e e  o f 

th e  s tu d y ,  su g g e s te d  i t s  s i g n i f i c a n c e ,  and 

r e q u e s te d  th e  names and a d d re s s e s  o f  s a le s  

t r a i n e r s  u n d e r  h i s  s u p e r v is io n ,  i f  any .
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These l e t t e r s  w ere p e r s o n a l ly  s ig n ed  by Dr. 

Rodney E . Evans and by th e  r e s e a r c h e r .

2 . A p r i n t e d  fo rm , w ith  i n s t r u c t i o n s ,  on w hich

th e  a d d re s s e e  c o u ld  l i s t  th e  names and a d d re s s e s  

o f  th e  s a l e s  t r a i n e r s  in  h i s  f irm .

3. A r e t u r n  e n v e lo p e  o f  number n in e  s i z e ,  w ith  

th e  new 1972 U n iv e r s i ty  o f  Oklahoma logo  

im p r in te d  in  r e d ,  a s  was th e  name and r e tu r n  

a d d re s s  o f  th e  r e s e a r c h e r .  A re d  a i r m a i l  

s ta n p  was a f f i x e d  t o  each  r e tu r n  e n v e lo p e .

4. A m a il in g  e n v e lo p e  o f  number te n  s i z e ,  im p r in te d  

in  re d  w ith  th e  t r a d i t i o n a l  s e a l  o f th e  u n iv e r ­

s i t y .  Each name and a d d re s s  was in d iv id u a l ly  

ty p e d  on th e s e  e n v e lo p e s . The e n t i r e  m a ilin g  

was done on an a i r - m a i l  b a s i s ,  w ith  th e  ex cep ­

t i o n  o f  th o s e  d e s t i n a t i o n s  o f  re g io n a l  

p r o x im i ty .

T h is  m a il in g  t o  575 in d iv id u a l s  in v o lv ed , com panies 

m a rk e tin g  a  w ide ran g e  o f  p ro d u c ts  and s e r v ic e s  in  v a r io u s  

g e o g ra p h ic  a r e a s .  B oth A sian  and  E uropean  a d d re s se s  w ere 

r e p r e s e n te d  in  th e  m a i l in g ,  and th e r e  w ere some company 

d u p l i c a t i o n s .

The t o t a l  re s p o n se s  num bered 328, r e p r e s e n t in g  

213 d i f f e r e n t  com panies and p ro v id in g  430 u sa b le  names 

and a d d re s s e s .  The s i z e  o f  th e  re sp o n se  t o  t h i s  s in g le  

m a il in g  r e a f f i rm e d  th e  w r i t e r ' s  e x p e c ta t io n  re g a rd in g  th e
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a n t i c ip a t e d  re sp o n se  from th e  u l t im a te  s a l e s - t r a i n e r  

p o p u la t io n  t o  be su rv e y e d . I t  a l s o  te n d ed  t o  j u s t i f y  th e  

s t r e s s  p la c e d  on th e  e x p lo i t a t i o n  o f  a l l  p ro m o tio n a l 

a s p e c ts  t h a t  m igh t in c r e a s e  th e  l e v e l  o f  re s p o n se .

Q u e s tio n n a ire  A d m in is tra t io n

A cco rd in g  t o  Erdos,®  a f i f t y  p e rc e n t  re sp o n se  t o  

m a il su rv e y s  i s  th e  g e n e ra l  minimum l e v e l  t h a t  sh o u ld  

o r d i n a r i l y  b e  a c c e p te d . The t e c h n i c a l  p r e p a r a t io n  o f  th e  

q u e s t io n n a i r e  was d o m ina ted , t h e r e f o r e ,  by th e  g o a l o f  

o b ta in in g  a h ig h  l e v e l  o f  re sp o n se  t o  th e  r e s e a rc h  e f f o r t .

T h u s, i t  was d e te rm in ed  t h a t ,  w i th o u t  fo re g o in g  

n e c e s sa ry  in fo r m a t io n ,  i t  sh o u ld  be 8 in c h e s  by 11 in c h e s  

in  s i z e ,  and l im i t e d  t o  fo u r  pages i n  l e n g th .  G re a t s t r e s s  

was p la c e d  on e a se  o f  re s p o n se : m ost q u e s t io n s  w ere

d e s ig n e d  t o  r e q u i r e  v e ry  b r i e f  r e s p o n s e s — a num ber, a  

w ord, a  t i t l e ,  o r ,  c h o ic e s  in d i c a t e d  by a p p r o p r ia te  ch eck ­

m arks. Where p o s s i b l e ,  th e  r e s p o n s e -a re a  was l o c a l i z e d  

n e a r  o r  i n  th e  r i g h t  m argin  o f  e ach  p ag e . Of th e  t h i r t y -  

s i x  p rim ary  q u e s t io n s  in  th e  q u e s t io n n a i r e ,  o n ly  two w ere 

op en -en d ed .

I t  s h o u ld  a l s o  be n o te d  t h a t  s iz e  o f  p r i n t ,  c o lo r  

and t e x tu r e  o f  th e  p a p e r ,  and u se  o f  s p a c e , came u n d e r th e  

re q u ire m e n t o f  o b ta in in g  a h ig h  re s p o n se - le v e l*

’E rd o s , P r o f e s s i o n a l  Mail  Surveys^  p . 144.
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The p ro c e s s  o f  p r i n t i n g  th e  q u e s t io n n a i r e s  in c lu d e d  

th e  im p r in t in g  o f  a  f o u r - d i g i t  code-num ber on th e  low er 

r ig h t - h a n d  c o rn e r  o f  th e  fo u r th  p a g e . The accom panying 

l e t t e r ,  w hich s t r e s s e d  th e  c o n f i d e n t i a l  h a n d lin g  o f  th e  

r e s p o n d e n t’s an sw e rs , was s e p a r a te ly  ty p e d  and a d d re s s e d .

A b y -p ro d u c t o f  th e  ty p in g  p ro c e s s  was a p r in t e d  l i s t  o f  

a l l  a d d re s s e e s ,  and th e  r e s p e c t iv e  code was e n te r e d  f o r  

e ac h  a d d re s s e e .  T h is  was n e c e s s a ry  in  o rd e r  t o  f a c i l i t a t e  

th e  fo llo w -u p  m a il in g  to  th e  i n i t i a l  n o n - re s p o n d e n ts .

A c r o s s - r e f e r e n c in g  n u m e ric a l c o d e -seq u en ce  was a l s o  drawn 

up to  a s s i s t  any l a t e r  r e f e r e n c e  t o  e i t h e r  name o r  co d e­

num ber.

A ssu ran ce  o f  c o n f i d e n t i a l i t y  te n d s  t o  re d u c e  th e  

r e s p o n d e n t 's  co n ce rn  o v e r  a  p r i n t e d  code-num ber on a  

q u e s t io n n a i r e ,  P a r te n  su g g es ts ;®  o f  a l l  th e  r e tu r n s  w hich 

l a t e r  a r r i v e d ,  no w r i t t e n  comment r e g a rd in g  th e  c o d e -  

number was made. One re s p o n d e n t,  how ever, rem oved th e  

code-num ber w ith  a  s c i s s o r s ,  and a s s u re d  th e  a r r i v a l  o f 

a second  q u e s t io n n a i r e .

The m a il in g s  t o  th e  430 s a l e s  t r a i n e r s  w ere e f f e c t e d  

in  th e  same m anner as  t h a t  o f  th e  advance c o rre sp o n d e n c e , 

each  package  c o n s i s t in g  o f  a fo ld e d  q u e s t i o n n a i r e ,  an accom­

p an y in g  l e t t e r ,  and a  number n in e  r e tu r n  e n v e lo p e , s e l f -  

a d d re s s e d  t o  th e  r e s e a r c h e r ,  and a irm a il- s ta m p e d , a l l  o f

’P a r te n ,  Surveya^ P o l l s  and SampleSj  pp. 4 0 0 -4 0 1 .
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w hich w ere  e n c lo s e d  in  a  number te n  e n v e lo p e . A ll  m a ilin g s  

w ere a g a in  s e n t  a i r m a i l ,  e x c e p t in g  th o s e  t o  g e o g ra p h ic a l ly  

p ro x im a te  a d d r e s s e s .  T h is  i n i t i a l  m a il in g  was com ple ted  

in  f iv e  d a y s . A p p ro x im a te ly  f o u r  weeks l a t e r ,  d u p l ic a te  

p ack ag es  w ere a i r - m a i le d  t o  th e  n o n -re s p o n d e n ts  t o  th e  

i n i t i a l  m a i l in g .  Inasm uch as a  t o t a l  re s p o n s e  o f  o v e r 

s e v e n ty  p e r c e n t  was s o u g h t ,  th e  re sp o n se  t o  t h i s  m a il in g  

was e x p e c te d  t o  d e te rm in e  th e  e x te n t  o f  th e  te le p h o n e  

fo llo w -u p  w hich  had  been  s p e c i f i e d  in  th e  r e s e a r c h  p la n .

A f te r  a p p ro x im a te ly  two and o n e - h a l f  w eeks, th e  

volume o f  re s p o n se  i n d ic a te d  t h a t  te le p h o n e  c a l l s  need  

be  made o n ly  t o  s e v e r a l  n o n -re sp o n d e n t s o u r c e s .  F ou r 

w ere c h o se n , i n  p a r t i c u l a r  b e c a u se  each  r e p r e s e n te d  f irm s  

em ploy ing  more th a n  one a d d re s s e e .  Each te le p h o n e  c a l l  

co n c lu d ed  w ith  th e  r e s p o n d e n t 's  p rom ise  o f  an im m ediate  

r e tu r n  o f  th e  co m p le ted  q u e s t i o n n a i r e .  W ith  th e  a r r i v a l  

o f  t h e s e ,  th e  f i e l d  d a ta - g a th e r in g  p h ase  o f  th e  s tu d y  was 

co m p le ted ; i t  h ad  c o v e red  a  p e r io d  o f  a p p ro x im a te ly  e i g h t  

w eeks.

Seven o f  th e  q u e s t io n n a i r e s  w ere r e tu r n e d  w ith o u t  

h a v in g  b een  c o m p le ted . In  each  o f  th e s e  c a s e s ,  th e  a d d re s s e e  

was no lo n g e r  a c t i n g  i n  th e  s a l e s  t r a i n i n g  c a p a c i ty ;  he 

had  been  t r a n s f e r r e d  o r  p ro m o ted , o r  had  te r m in a te d ,  and 

h i s  s u c c e s s o r  e i t h e r  was n o t  known o r  h ad  n o t  y e t  been  

a p p o in te d . One a d d re s s e e  s t a t e d  t h a t  s a l e s  t r a i n i n g  was 

now h a n d le d  by o u ts id e  c o n s u l t a n t s ,  and one was d e c e a se d .
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T ab le  I  p ro v id e s  a n u m e ric a l a n a ly s i s  and d i s t r i ­

b u t io n  r e g a rd in g  th e  m a il in g s  and th e  su b se q u e n t r e tu r n s  

from  th e  f i e l d .  T ab le  I I  r e f l e c t s  th e  so u rc e s  from  w hich  

th e  re s p o n se s  cam e, i n d i c a t i n g  th e  c a te g o ry  o f th e  t i t l e  

c la im ed  by  r e s p e c t iv e  r e s p o n d e n ts ,  th e  number o f  re s p o n ­

d e n ts  in  such  c a t e g o r i e s ,  and th e  c o rre sp o n d in g  p e r c e n ta g e s .

S t a t i s t i c a l  T reatm en t

The re s p o n s e s  on a l l  u s a b le  q u e s t io n n a i r e s  w ere  

e d i t e d  and  co d ed , in  p r e p a r a t io n  f o r  k e y -p u n ch in g  o n to  

d a ta  c a r d s ,  and th e  raw d a ta  was then  t a b u la te d  s o  a s  to  

f a c i l i t a t e  i n t e r n a l  co m p ariso n .

The s tu d y  was o f  th e  n a tu r e  of an e x p lo r a to r y  

f i e l d  s tu d y , a n d , as s u c h , p a r ta k e s  o f th e  n a tu r e  o f 

" taxonom ic  r e s e a r c h ,"  th e  p u rp o se  o f  w hich i s  " d is c o v e r in g ,  

c l a s s i f y i n g ,  and m easu rin g  n a t u r a l  phenom ena."^ In  th e  

a tte m p t t o  i d e n t i f y  v a r i a b l e s , th e  fu n dam en ta l a n a ly s i s  

was t h e r e f o r e  t o  ta k e  th e  form  o f  " s t a t i s t i c a l  d e s c r ip t i o n ." *  

The sum m ariz ing  m easu res  w ere dev e lo p ed  in  te rm s o f  f r e q u e n ­

c i e s ,  r e l a t i v e  f r e q u e n c ie s  ( p e rc e n ta g e s ) ,  m easu res o f  c e n ­

t r a l  ten d en cy  and o f  d i s p e r s io n ,  where a p p l ic a b le .

^ K e r l in g e r ,  Foundat ions o f  Behav i ora l  Research^
p . 291.

®C. A. Moser, Survey Methods i n  S o c i a l  I n v e s t i g a ­
t i o n  (London, E ngland: W illiam  Heinemann, L t d . ,  1 9 5 8 ) ,
p . 289.
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TABLE I

QUESTIONNAIBE MAILING AND RESPONSE DATA

M a ilin g

A d ju s ted *  T o ta l 430

R etu rn s

Amount P e rc e n t

R esponse t o  F i r s t  M a ilin g 228 53 .02

R esponse t o  F o llow -up  M a ilin g 70 1 6 .2 8

R esponse t o  T e lephone  F o llo w -u p 4 0 .9 3

R etu rn  T o ta ls 302 70.23*

Less : U nusab le  R e tu rn s __7

N et R e tu rn s 295

* A d ju s te d  f o r  P o s t  O f f ic e  R e tu rn s  and f o r  e r r o r s  in  
c o d in g .

** D if f e re n c e  in  h u n d re d th s  i s  due to  ro u n d in g .
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TABLE I I

SOURCES OF RESPONSES BY CATEGORY OF TITLE

C ategory Amount P e rc e n t

S a le s  T r a in e r 145 49.15

S a le s  T ra in in g  M anager 115 38.98

G en era l T r a in e r 9 3.05

G en era l T ra in in g  M anager 8 2 .71

O ther (n o n - tr a in in g ) 18 6.10

295 99.99*

* D iffe re n c e  i n  h u n d re d th s  i s  due t o  ro u n d in g .

I t  was e x p e c te d  t h a t  some r e l a t io n s h ip s  o f i n t e r ­

e s t  w ould e x i s t  in  th e  d a t a .  In  su ch  c a s e s , th e  in fo rm a tio n  

was b ro u g h t to g e th e r  in  t a b u l a r  form  f o r  pu rp o ses  o f  

com parison . In  a d d i t io n ,  c e r t a i n  a s p e c ts  p e r ta in in g  to  

b o th  th e  work o f  th e  s a l e s  t r a i n e r  and t o  h is  q u a l i f i c a ­

t io n s  w ere p re s e n te d  in  p a r a g r a p h ic  form  in  o r d e r  t o  s u g g e s t 

im p l ic a t io n s  w hich  m igh t n o t  be im m ed ia te ly  e v id e n t  to  

th e  r e a d e r .



CHAPTER IV

ANALYSIS AND INTERPRETATION OF THE DATA

The p u rp o se  o f  t h i s  c h a p te r  i s  t o  p r e s e n t  th e  d a ta  

o b ta in e d  from  th e  su rv e y  t o  w hich 295 s a l e s  t r a i n e r s  r e s ­

ponded . T h is  p r e s e n ta t io n  i s  accom panied  by an a n a ly s is  

o f th e  f in d in g s ,  and i n t e r p r e t a t i o n s  a r e  o f f e r e d  p a r t i c u ­

l a r l y  w ith  r e g a r d  to  r e l a t i o n s h i p s  w i th in  th e  e n t i r e  body 

o f d a ta .  The p r e s e n ta t io n  i s  s e t  f o r th  in  th e  p a t t e r n  o f  

th e  to p ic - s e q u e n c e  em ployed in  th e  r e s e a r c h  in s tru m e n t .

The d a ta  a r e  p r e s e n te d  in  com prehensive  form , i . e . ,  a  t o t a l  

r e p r e s e n ta t i o n  o f  a l l  re sp o n d in g  s a le s  t r a i n e r s .  The 

d a ta  have  b een  a r ra n g e d  in  t a b u l a r  form  by s e l e c t e d  in d u s ­

t r i e s ,  and may be rev iew ed  in  A ppendix I I .

P e r s o n a l  D ata  

In  th e  q u e s t io n n a i r e ,  t h i s  s e c t io n  was la b e le d  

"A bout Y ou." I t  c o n c e n tra te d  on th e  r e s p o n d e n t 's  p a r t i ­

c u l a r  q u a l i f i c a t i o n s  i n  te rm s o f  e d u c a tio n  and w ork- 

e x p e r ie n c e .

E d u c a tio n

Among th e  295 r e s p o n d e n ts ,  256 , o r  8 6 .8  p e r c e n t ,

54
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r e p o r te d  th e y  had  u n i v e r s i t y  b a ck g ro u n d s . T h is  number 

o f  re sp o n d e n ts  can  be  a n a ly z e d  on th e  b a s i s  o f  g ro u p s :

256 who in d i c a t e d  th e y  h ad  e x p e r ie n c e d  u n d e rg ra d u a te  

p ro g ram s, and n i n e t y - f i v e  o f  th e s e  who s t a t e d  th e y  had  

p a r t i c i p a t e d  in  g ra d u a te  s t u d i e s .  T a b le s  3 and 4, r e s ­

p e c t i v e ly ,  s e t  f o r t h  t h i s  in fo r m a t io n .  In  te rm s o f  

l e v e l  o f  e d u c a t io n ,  i t  a p p e a rs  t h a t  t h i s  g roup o f r e s ­

p o n d en ts  has come t o  th e  s a le s  t r a i n i n g  ta s k  w ith  a  h ig h  

in c id e n c e  o f i n t e l l e c t u a l  p r e p a r a t i o n ,  p a r t i c u l a r l y  i n s o f a r  

a s  32 .2  p e r c e n t  a r e  o r  have  been  in v o lv e d  in  g ra d u a te  

s t u d i e s .

The p a r t i c u l a r  f i e l d s  o f  s tu d y  in  w hich th e  r e s ­

p o n d en ts  r e p o r te d  th e y  w ere  in v o lv e d  a r e  e x h ib i te d  in  

T ab le s  3 and 4; th e  t a b l e s  p e r t a i n  t o  th e  m ajo r f i e l d  o f 

s tu d y  in  u n d e rg ra d u a te  and g ra d u a te  p ro g ram s, r e s p e c t iv e ly .  

There seems h e re  t o  be a n o th e r  i n d i c a t o r  o r  p r e p a r a t io n .

Of s p e c i a l  n o te  i s  th e  1 3 .3  p e r c e n t  o f  re sp o n d e n ts  who have 

had  M ark etin g  a s  a  m a jo r f i e l d  o f  u n d e rg ra d u a te  s tu d y . 

Combined w ith  th e  M an a g e m e n t/B u s in e ss -A d m in is tra tio n  g ro u p , 

th e  r e p r e s e n ta t io n  a p p e a rs  s u b s t a n t i a l .  A dding b o th  th e  

E conom ics-F inance  c a te g o ry  (7 .4  p e rc e n t)  and th e  A ccount­

in g  g roup  b r in g s  th e  p r o p o r t io n  o f  s a l e s  t r a i n e r s  h e re  

h a v in g  backg rounds i n  u n d e rg ra d u a te  b u s in e s s  s tu d ie s  t o

48 .8  p e r c e n t .  W hether t h i s  dom inan t a  r e p r e s e n ta t io n  i s  

conducive  to  a  s u p e r io r  s a l e s - t r a i n i n g  p erfo rm an ce  i s  n o t ,  

o f  c o u rs e , known a t  t h i s  t im e , and i t s  d e s c r ip t i o n  h e re
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TABLE 3

MAJOR FIELDS OF COLLEGE UNDERGRADUATE STUDY 
OF RESPONDENTS

M ajor F ie ld s  o f  S tudy
Number

R ep o rtin g * P e rc e n t

M ark e tin g 34 1 3 .3

M anagement, B u s in e ss  A d m in is tr a t io n 63 2 4 .6

E conom ics, F in a n c e 19 7 .4

E d u c a tio n , G u id a n c e /C o u n se llin g 33 12 .9

P sy c h o lo g y , S o c io lo g y 15 5 .9

P o l i t i c a l  S c ie n c e , H is to ry 24 9 .4

E n g in e e r in g 22 8 .6

A cco u n tin g 9 3 .5

O th e r (P h y s ic a l  S c ie n c e s ,  M athem atics 
L anguages, P h ilo so p h y , F in e

/

A rts ) 37 1 4 .5

TOTAL 256 100 .1**

* T h ir ty - n in e  re sp o n d e n ts  d id  n o t  com p le te  t h i s  
p o r t i o n .

* * D if fe re n c e  in  h u n d re d th s  i s  due t o  ro u n d in g .
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TABLE 4

MAJOR FIELDS OF GRADUATE STUDY 
AMONG RESPONDENTS

M ajor F ie ld s  o f  S tudy
Number

R ep o rtin g *

P e rc e n t o f  
Those 

R ep o rtin g

M arketing 6 6 .3

M anagement, B u s in e s s  A dm inis­
t r a t i o n 28 29.5

E conom ics, F in a n c e 6 6 .3

E d u c a tio n , G u id a n c e /C o u n se llin g 28 29.5

P sy ch o lo g y , S o c io lo g y 10 10 .5

P o l i t i c a l  S c ie n c e ,  H is to r y ,  Law 5 5 .3

E n g in e e r in g 2 2 .1

O th e r ( P h y s ic a l  S c ie n c e s ,  M athe­
m a t ic s ,  L an g u ag es , P h i lo ­
so p h y , F in e  A r ts ) 10 10 .5

TOTAL 95 100.0

*In  t h i s  p o r t i o n ,  no  re s p o n se  was made by 200 
r e s p o n d e n ts .
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i s  n o t  in te n d e d  t o  s u g g e s t  t h a t  s i z e  o f  r e p r e s e n ta t io n  i s  

some f u n c t io n  o f  wisdom in  p la n n in g  th e  t r a i n i n g  o f  s a l e s ­

men.

Those who have had  E d u c a tio n  as  a m ajo r f i e l d  o f  

u n d e rg ra d u a te  s tu d y  a re  w e l l  r e p r e s e n te d  a t  a le v e l  o f  

12 .90  p e r c e n t .  S in ce  t r a i n i n g  can be c o n s tru e d  t o  be th e  

v o c a t io n a l  e x p re s s io n  o f  th e  te a c h in g  p r o f e s s io n ,  t h i s  

r e p r e s e n ta t i o n  a l s o  a p p e a rs  t o  be c o n so n a n t w ith  the aim s 

o f  s a l e s  t r a i n i n g .  T h a t i s ,  th e  t r a i n e r ' s  f a m i l i a r i t y  

w ith  l e a r n in g  p r i n c i p l e s , te a c h in g  t e c h n iq u e s , and p ro ­

gram d e s ig n  and e x e c u t io n ,  i s  a  p o s i t i v e  c o n s t i tu e n t  in  

th e  dev elo p m en t o f  e f f e c t i v e  s a le s  p e r s o n n e l .

A num ber o f re s p o n d e n ts  e v id en c e d  u n d e rg rad u a te  

m a jo r s tu d y  in  E n g in e e r in g , P h y s ic a l  and N a tu ra l  S c ie n c e s , 

M athem atics  and o th e r  f i e l d s  w hich m ig h t n o t ,  o f  them­

s e lv e s ,  s u g g e s t  a d i r e c t  t i e  t o  th e  s a l e s  t r a i n i n g  f u n c t io n .  

Many f i r m s ,  how ever, a r e  m a rk e tin g  p ro d u c ts  o f  a complex 

o r  a b s t r u s e  n a tu r e  t o  cu s to m ers  who, in  many in s ta n c e s ,  

e x p e c t  sa le sm en  t o  be t e c h n i c a l l y  c o n v e r s a n t .  The s e l l i n g  

o f  c o n f u t e r s , p h a rm a c e u t ic a ls ,  e l e c t r o n i c  com ponents, and 

a n im a l f e e d s ,  a s  ex am p les , s p r in g s  q u ic k ly  to  mind. I f  

one em ploys th e  m a rk e tin g  c o n c e p t— a t  l e a s t  in  i t s  m ost 

ru d im e n ta ry  s e n s e —h a v in g  s a l e s  t r a i n e r s  w ith  th e  appro­

p r i a t e  t e c h n i c a l  e d u c a tio n  i s  a  welcome im p e ra t iv e .

In  th e  re a lm  o f  g ra d u a te  s t u d i e s .  E d u ca tio n  and 

B u s in e ss  s tu d i e s  ( a l l  d i s c i p l i n e s )  p red o m in a te  t o  a much
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g r e a t e r  e x t e n t .  T o g e th e r  th e y  com prise 71 .6  p e rc e n t  o f  

th e  r e p r e s e n ta t i o n /  w ith  a l l  B u s in e ss  S tu d ie s  t o t a l i n g  42 .1  

p e r c e n t ,  and E d u c a tio n  a t  2 9 .5  p e r c e n t .  One ite m  o f i n t e r ­

e s t  i s  t h a t ,  o f  th e  t h i r t y - t h r e e  re sp o n d e n ts  who c la im ed  

E d u c a tio n  as  an u n d e rg ra d u a te  m ajo r f i e l d  o f  s tu d y , tw e n ty -  

e i g h t  (8 4 .8  p e rc e n t)  a l s o  in d ic a te d  in  th e  "Work E x p er­

ie n c e "  p o r t io n  o f  th e  q u e s t io n n a i r e  a  y e a r  o r  more o f  

te a c h in g  e x p e r ie n c e  as a member o f  th e  f a c u l ty  o f  an 

e d u c a t io n a l  i n s t i t u t i o n .  And, o f  th e  tw e n ty -e ig h t  re s p o n ­

d e n ts  i n d i c a t i n g  g ra d u a te  s tu d i e s  in  E d u c a tio n , tw e n ty -  

seven  (9 6 .4  p e r c e n t)  r e p o r te d  such  te a c h in g  e x p e r ie n c e .

A ll o f  th e s e ,  e x c e p t  o n e , in d ic a te d  two o r more y e a r s  a s  

a te a c h e r .

Work E x p e rie n c e

The re s p o n d e n ts  r e p o r te d  on t h e i r  work e x p e r ie n c e  

w ith  r e s p e c t  t o  y e a r s  s p e n t  as  f i e l d  sa le sm an , f i e l d  

s a l e s  m anager, s a l e s  t r a i n e r ,  a n d /o r  te a c h e r  a t  an edu ­

c a t i o n a l  i n s t i t u t i o n .  The y e a r s  s t a t e d  w ere c a te g o r iz e d  

by th e  re s p o n d e n ts  in  te rm s  o f  e x p e r ie n c e  w ith  b o th  th e  

p r e s e n t  and fo rm er e n ^ lo y e r s .

T ab le  5 shows th e  m easu res  o f  c e n t r a l  ten d en cy  

(means and m edians) d e r iv e d  from  th e  k in d  o f  in fo rm a tio n  

a v a i l a b le  i n  T ab le  6 . The l a t t e r ,  how ever, h as  summed 

th e  r e s p e c t iv e  y e a r s  o f  e x p e r ie n c e ,  w h ile  T a b le  5 e x h ib i t s  

th e  d i s t i n c t i o n  betw een  th e  re s p o n d e n ts ' e x p e r ie n c e  w ith  

t h e i r  p r e s e n t  em p lo y ers  and t h a t  w ith  fo rm er em p lo y e rs .



T A B L E  5

MEAN AND MEDIAN NUMBER OF YEARS OF WORK EXPERIENCE 
OF ALL RESPONDENTS, IN  SELECTED 

OCCUPATIONAL PO SIT IO N S

N u m b e r  o f  Y e a r s

P o s i t i o n  H e l d

W i t h  E x i s t i n g  

O r g a n i z a t i o n

W i t h  F o r m e r  

O r g a n i z a t i o n s

M e d i a nM e a n M e d i a nM e a n

F i e l d  S a l e s m a n 3 . 7

F i e l d  S a l e s  M a n a g e r

S a l e s  T r a i n e r 3 . 5

T r a i n e r  ( N o n — S a l e s )

o \
o

T e a c h e r  ( E d u c a t i o n a l  I n s t i t u t i o n ) . 1.1



T A B L E  6

NUMBER OF RESPONDENTS REPORTING YEARS OF EXPERIENCE 
I N  S E L E C T E D  W O R K - C A T E G O R I E S

Y e a r s  o f

E x p e r i e n c e

R e p o r t e d

E x p e r i e n c e

C a t e g o r y

1 2 3 4 5 6 7 8 9 1 0 1 1

1 2

o r

1 3

1 4

t o

1 6

1 7

t o

1 9

2 0

o r

m o r e

T O T A L

F i e l d  S e l l i n g
7 2 9 3 0 2 6 3 9 1 7 1 2 1 2 9 1 0 1 1 1 4 9 9 5 2 3 9

F i e l d  S a l e s  

M a n a g e m e n t 2 0 1 9 1 9 9 9 € . 5 5 5 3 2 l O 4 2 0 1 1 8

T r a i n i n g  ( N o n - S a l e s ) 1 9 1 4 6 2 9 3 5 5 0 2 3 4 1 1 0 7 4

T e a c h i n g  ( A c a d e m i c ) 1 7 1 3 1 1 5 9 5 1 3 1 1 2 2 0 0 1 7 1

<T>
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An e x a m in a tio n  o f  T ab le  6 r e v e a ls  t h a t  f i e l d  s e l l ­

in g  e x p e r ie n c e  i s  m ost f r e q u e n t ly  r e p re s e n te d  by t h i r t y -  

n in e  re sp o n d e n ts  c la im in g  f i v e  y e a r s  as a f i e l d  sa le sm an .

I f  th e  ra n g e  from  tw o to  f i v e  y e a r s  i s  a r b i t r a r i l y  g rouped  

o u t o f  t h i s  c a te g o ry  and th e  re sp o n se  a g g re g a te d , a c o u n t 

o f 124 re s p o n d e n ts  r e p r e s e n te d  i s  o b ta in e d , a  p ro p o r t io n  

o f  4 4 .4  p e r c e n t .  The mean number o f  y e a rs  a s  f i e l d  s a l e s ­

man i s  r e p o r te d  i n  T ab le  5 a t  3 .7  w ith  p r e s e n t  em ployers 

and 2 .5  w ith  fo rm er e m p lo y e rs .

The r e p o r te d  y e a r s  o f  e x p e r ie n c e  i n  f i e l d  s a le s  

management a p p e a r ,  by rev iew  o f  T ab le  6 , t o  be  s t r o n g ly  

r e p r e s e n te d  a t  th e  l e v e l  o f  th r e e  y e a r s  o r  l e s s .  F i f t y -  

e i g h t  re sp o n d e n ts  made t h e i r  i n d ic a t io n s  in  t h i s  ra n g e , 

c o n s t i t u t i n g  5 3 .7  p e r c e n t  o f  th o s e  c la im in g  s a le s  management 

e x p e r ie n c e .  T ab le  5 shows an a v e ra g e  o f  1 .3  y e a rs  f o r  t h i s  

g roup  and a  m edian o f  no y e a r s  e x p e r ie n c e .

P e rfo rm in g  a s  a  s a l e s  t r a i n e r  i s  r e f l e c t e d  i n  

T a b le  5 a t  3 .5  mean y e a r s  w ith  a m edian o f  two y e a r s  w ith  

p r e s e n t  em p lo y e rs ; a  mean o f  0 .5  y e a r s  w ith  fo rm er 

em p lo y ers  i s  shown, th e  m edian  h e re  b e in g  z e r o .

Those w i th  b ack g ro u n d s  in  t r a i n i n g  p e rs o n n e l  o th e r  

th a n  s a le s  p e r s o n n e l  a r e  a l s o  in c lu d e d  in  T ab le  6 . T h i r ty -  

t h r e e  re sp o n d e n ts  in d i c a t e d  e i t h e r  one o r  two y e a r s  in  such 

a c t i v i t y ;  th e y  co m p rise  4 9 .1  p e r c e n t  o f th e  s e v e n ty - f o u r  

re s p o n d e n ts  h e r e .  They have  shown 0 .7  mean y e a r s  and  no 

m edian y e a r s  w ith  p r e s e n t  e m p lo y e rs , w h ile  h a v in g  0 .7
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mean y e a r s  and no  m edian y e a r s  w ith  p a s t  e m p lo y e rs , a c c o rd ­

in g  t o  T ab le  5 .

S ev e n ty -o n e  re sp o n d e n ts  in d ic a te d  some e x p e r ie n c e  

as a  t e a c h e r  a t  an e d u c a t io n a l  i n s t i t u t i o n .  T ab le  5 i n d i ­

c a te s  th e  num ber o f  y e a r s ' e x p e r ie n c e  th e s e  re sp o n d e n ts  

c la im ed , r e s p e c t i v e l y .  A g a in , th r e e  y e a r s  o r  l e s s  o b ta in s  

th e  l a r g e r  c o n c e n t r a t io n  o f r e s p o n d e n ts ,  5 7 .8  p e r c e n t  o f 

t h i s  g roup  b e in g  co u n ted  h e r e .  In  T ab le  6 i s  shown t h e i r  

y e a rs  in  t e a c h in g ,  i n  te rm s o f  an av e rag e  o f  1 .1  y e a r s  

w ith  a  m edian a t  th e  z e ro  l e v e l .

An e x p e r ie n c e - p r o f i l e  o f  th e  s a l e s  t r a i n e r  was 

drawn up and i s  e x h ib i te d  h e re  a s  T ab le  7 . The fo u r  non­

s a le s  - t r a i n i n g  ty p e s  o f  e x p e r ie n c e  w ere  b ro u g h t to g e th e r  

to  show w hich  co m b in a tio n s  th e  re sp o n d e n ts  te n d e d  to  

r e p r e s e n t .  Of n o te  a re  th e  e ig h t y - f i v e  re sp o n d e n ts  who 

have c o l le g e  b ack g ro u n d s and some e x p e r ie n c e  as  t r a i n e r s  

o f  n o n - s a le s  p e r s o n n e l ;  th e y  c o n s t i t u t e  3 0 .5  p e r c e n t  o f  

th o se  r e p o r t i n g  h e r e .  C lose  in  r e p r e s e n ta t io n  a re  th o s e  

who have e x p e r ie n c e  in  f i e l d  s e l l i n g  and n o n - s a le s  t r a i n ­

in g ,  and who hav e  a  c o l le g e  p r e p a r a t io n .  T here  a re  s e v e n ty -  

e ig h t  w ith  t h i s  co m b in a tio n , and t h e i r  r e p r e s e n ta t i o n  i s  

c a lc u la t e d  a t  2 8 .0  p e r c e n t .

The t h i r d  g roup w a r ra n tin g  comment r e p r e s e n ts  

14 .3  p e r c e n t  o f  th e  re sp o n d e n ts  in  t h i s  p o r t i o n .  They have 

a co m b in a tio n  o f  c o l le g e  p r e p a r a t io n  and n o n - s a le s  t r a i n i n g  

and academ ic te a c h in g  e x p e r ie n c e .



64 

TABLE 7

SALES TRAINER EXPERIENCE-PROFILE

Type of Experience
Frequency of 

Indication
P e r c e n t  o f  

Total Indications

Field Sell ing , Training (Non-Sales), 
Academic Teaching, and College 
Preparation 22 7.86

Field  S elling , Training (Non-Sales, 
and Academic Teaching 3 1.08

Field S e ll in g , Training (Non-Sales), 
and College Preparation 78 27.96

Field S ell ing , Academic Teaching, 
and College Preparation 1 .36

Training (Non-Sales), Academic 
Teaching and College Preparation 40 14.34

Field S elling  and Training (Non- 
Sales) Only 15 5.38

Field S elling  and College Preparation 
Only 3 1.08

Training (Non-Sales) and Academic 
Teaching Only 7 2.51

Training (Non-Sales) and College 
Preparation Only 85 30.47

Training (Non-Sales) Only 20 7.16

College Preparation Only 5 1.79

TOTALS 279* 99.99**

•Sixteen respondents did not complete th is  section.

Difference in hundredths i s  due to  roundina.
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The s t r i k i n g  e v id e n c e  h e re  is t h a t  a l l  th r e e  o f  

th e  fo re g o in g  s e t s  o f  r e s p o n d e n ts  have th e  common e x p e r ie n c e  

o f  b o th  n o n - s a le s  t r a i n i n g  and c o lle g e  p r e p a r a t io n .  And 

t h e i r  summed r e p r e s e n t a t i o n  h e re  i s  20 3 r e s p o n d e n ts ,  i . e . ,

7 2 .8  p e r c e n t .

T hese a r e a s  o f  e x p e r ie n c e  are th o se  s e l e c te d  by 

th e  r e s e a r c h e r  f o r  e x a m in a tio n . I t  i s  c e r t a i n  th e r e  a re  

o th e r  a r e a s ,  as T ab le  8 i n d i c a t e s .  The s e l e c t e d  a re a s  

o f  e x p e r ie n c e ,  how ev er, a r e  compared w i th  o th e r  d a ta  in  

l a t e r  s e c t i o n s  o f  t h i s  c h a p te r .

The p o s i t i o n s  t h e  re sp o n d en ts  h e ld  p r i o r  t o  th e  

p r e s e n t  s a l e s - t r a i n i n g  p o s i t i o n  a re  s e t  f o r t h  in  T ab le  8. 

H ere can  b e  d i s c e r n e d  th e  s o u rc e s  from w hich f irm s  te n d  

t o  draw th o s e  who a r e  t o  s t a f f  t h e i r  s a l e s - t r a i n i n g  

p o s i t i o n s .  Among t h i s  g roup o f  re sp o n d e n ts , e ig h ty -  

sev en  came d i r e c t l y  from  f i e l d  s e l l i n g ,  w h ile  n i n e t y - f i v e  

came d i r e c t l y  from  v a r io u s  p o s i t io n s  I n  s a l e s  m anagem ent.

The sum o f  th e s e  two g ro u p s r e p r e s e n ts  6 1 .7  p e r c e n t  o f  

th o s e  r e p o r t i n g .  T h is  te n d s  t o  su g g es t t h a t  th e  m a jo r i ty  

o f  s a l e s  o r g a n iz a t io n s  p r e f e r s  t h a t  s a l e s  t r a i n e r s  be 

drawn d i r e c t l y  from  th e  f i e l d  s a le s  f o r c e .

Among th e  s a l e s - t r a i n i n g  themes s t r u c k  w ith  

i n c r e a s in g  fre q u e n c y  i s  t h a t  concerned  w ith  th e  m a t te r  o f  

p ro v id in g  th e  s a l e s  t r a i n e r  w i th  fo rm al, th o ro u g h -g o in g  

t r a i n i n g  f o r  th e  c r u c i a l  r o l e  i n  which h e  m ust p e rfo rm .

T a b le  9 i s  an a t te m p t  t o  i n d i c a t e  to w h a t e x t e n t  th e
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TABLE 8

NUMBER OF RESPONDENTS REPORTING POSITION HELD 
PRIOR TO PRESENT POSITION

P r i o r  P o s i t io n  H eld
Number

R e p o r tin g P e rc e n t

S a lesm an , S a le s  R e p re s e n ta ­
t i v e ,  E tc . 87 29.5

S a le s  M anager, S a le s  S u p e r­
v i s o r ,  A s s i s t a n t  S a le s  
M anager 95 32.2

S t a f f  S a le s  S p e c i a l i s t 14 4 .8

M anager, T r a in in g  C e n te r /  
T r a in in g  S choo l 14 4 .8

S a le s  T r a in e r 15 5 .1

G e n e ra l T r a in e r /P e r s o n n e l 16 5 .4

T e a c h e r , H igh S c h o o l/C o lle g e 4 1.4

G e n e ra l Management 14 4 .8

O th e r 16 5 .4

No R esponse I n d ic a te d 20 6 .8

TOTAL REPORTING 295 100.2*

‘ D if f e re n c e  in  h u n d re d th s  i s  due t o  ro u n d in g .
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TABLE 9

NUMBER OF RESPONDENTS REPORTING HAVING 
HAD FORMAL TRAINER PREPARATION

I n d ic a t io n  o f  P r e p a r a t io n
Number

R e p o r tin g P e rc e n t

Have Had F orm al T r a in e r  
P r e p a r a t io n 158 53 .6

Have N ot Had Form al T r a in e r  
P r e p a r a t io n 115 39.0

No R esponse I n d ic a te d 22 7 .5

TOTAL 295 1 0 0 .1*

♦ D if fe re n c e  in  h u n d re d th s  i s  due t o  ro u n d in g .

re s p o n d e n ts  hav e  r e c e iv e d  such  t r a i n i n g .  The a f f i r m a t iv e  

was v e n tu re d  by 158 re s p o n d e n ts  o r  5 3 .6  p e r c e n t  o f  a l l  

re s p o n d e n ts  in v o lv e d  i n  th e  s u rv e y .

Taken a t  i t s  fa c e  v a lu e ,  t h i s  e x te n t  o f fo rm a l 

t r a i n - t h e - t r a i n e r  p r e p a r a t io n  may a p p e a r  somewhat g r e a t e r  

th a n  w hat m ig h t have b een  e x p e c te d . The r e s e a r c h e r 's  

q u e s t io n  o n ly  so u g h t th e  f a c t  o f  w h e th e r su ch  t r a i n i n g  had  

b een  e x p e r ie n c e d  by th e  re s p o n d e n t.  O th e r r e s e a rc h  m ig h t 

w ish  t o  r e f i n e  th e  u se  and im p l ic a t io n  o f  t h e  w ord, "F o r­

m a l,"  h e e d in g  th e  d i f f e r i n g  s e m a n tic  s u g g e s t io n  in  th e  

m inds o f  r e s p o n d e n ts .
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W hether a man i s  to  make s a l e s - t r a i n i n g  h i s  l i f e ' s  

work o r  use  i t  as a b r id g e  to  a  g e n e r a l  management p o s i t i o n  

may make a d i f f e r e n c e  in  th e  way he may choose to  e x e c u te  

h i s  s a l e s - t r a i n i n g  r e s p o n s i b i l i t y ,  o r ,  a t  l e a s t  p e rh ap s  

in  h i s  a t t i t u d e  tow ard  th o s e  who r e l y  on th e  q u a l i t y  o f 

h i s  i n s t r u c t i o n .  In  g a th e r in g  th e  d a ta  to  go i n t o  th e  

c o n s t r u c t io n  o f  T ab le  1 0 , a f i r s t  s te p  was made i n  e x p lo r ­

in g  t h i s  p o s s ib le  d icho tom y . The p roxy  v a r ia b le  u sed  was 

t h a t  o f  t im e , and th e  re sp o n d e n ts  w ere asked  how lo n g  th e y  

e x p e c te d  t o  have  s e rv e d  i n  th e  s a l e s - t r a i n i n g  f u n c t io n  in  

t h e i r  p r e s e n t  com pan ies.

TABLE 10

NUMBER OF RESPONDENTS REPORTING ESTIMATES OF TIME 
EXPECTED TO HAVE SERVED IN SALES TRAINING 

CAPACITY FOR PRESENT EMPLOYER

E s tim a te  I n d ic a te d
Number

R ep o rtin g P e rc e n t

D e f in i t e ,  B r i e f  D u ra tio n  
(F ive  Y ears o r  L ess) 135 4 5 .8

I n d e f i n i t e  o r  C a re e r  D u ra tio n 143 48 .5

No E s tim a te  P ro v id ed 17 5 .8

TOTAL 295 100 .1*

♦ D iffe re n c e  in  h u n d re d th s  i s  due t o  ro u n d in g .
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The re s p o n se  i s  somewhat e v e n ly  d iv id e d :  135

re s p o n d e n ts  s p e c i f i e d  a  d u r a t io n  o f  f i v e  y e a r s  o r  l e s s , 

and 143 re sp o n d e d  i n  c a r e e r  o r  a t  l e a s t  i n d e f i n i t e  te rm s , 

a  co m parison  o f  4 5 .8  p e r c e n t  to  4 8 .5  p e r c e n t ,  r e s p e c t iv e ly ,  

The f i v e - y e a r  l e v e l  was an a r b i t r a r y  s e l e c t i o n  made by 

th e  r e s e a r c h e r  f o r  th e  la c k  o f  any o th e r  d e f i n i t i v e  norm.

Company In fo rm a tio n

T h is  s e c t i o n  o f  th e  r e s e a r c h  docum ent was t i t l e d  

"A bout Your Company." The re s p o n se s  h e re  t o ld  o f  company 

i n d u s t r y ,  s i z e ,  and c a te g o ry  o f  c u s to m e rs .

T ab le  11 r e p r e s e n t s  an e f f o r t  to  c l a s s i f y  th e  

re s p o n d e n ts  in  te rm s  o f  g e n e r a l ,  m a jo r i n d u s t r i e s .  The 

m a jo r g ro u p s  em ployed w ere  th o s e  o b ta in e d  from  th e  codes 

o f  th e  S ta n d a rd  I n d u s t r i a l  C l a s s i f i c a t i o n  (SIC) Index^ 

ap p ro v ed  by th e  U n ite d  S t a t e s  B ureau  o f  th e  B udget.

An e x a m in a tio n  o f  T ab le  11 r e v e a l s  a s u b s t a n t i a l  

n u m e r ic a l  p re p o n d e ran c e  o f  r e p r e s e n ta t i o n  by re sp o n d e n ts  

i n  th e  g e n e r a l  m a n u fa c tu r in g  f i e l d :  203 o f  295 re s p o n ­

d e n t s ,  a  6 8 .8  p e r c e n ta g e .  T h is  datum  sh o u ld  be  o f  v a lu e  

i n  q u a l i f y in g  w h a te v e r  im p re s s io n s  m ig h t b e  drawn from  th e  

f in d in g s  in  t h i s  s tu d y .

 ̂"Standard I n d u s t r ia l  C l a s s i f i c a t i o n  In d e x ,
P o or ' s  R e g i s t e r  o f  C or po r a t i o ns , D i rec to r s^  and c a .'jw - 
t i v e s  (New York: Standard and P o o r 's  C o rp o ra tio n , 1 9 7 2 ) ,
pp . 1 -2 2 .
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TABLE 11

CLASSIFICATION OF RESPONDENTS BY RESPECTIVE 
GENERAL INDUSTRIES

Standard Industrial 
C la ss if ica tio n  (SIC) Category

Code Range Major Group
Number

Reporting P er c e n t

0100 to  0999 A griculture, Forestry, and 
F isheries 11 3 .7

1000 to  1799 Mining and Contract Construction 1 0 .3

1900 to  3999 Manufacturing 203 6 8 . 8

4000 to  4999 Transportation, Communication, 
E le c tr ic , Gas, and Sanitary 
Services 20 6 .8

5000 to  5999 Wholesale and Retail Trade 16 5 .4

6000 to  6799 Finance, Insurance and Real 
E state 30 10 . 2

7000 to  8999 Services 14 4 .7

TOTAL 295 99 . 9*

D ifference in  hundredths i s  due to rounding.
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In  a d d i t io n  to  th e  c l a s s i f i c a t i o n  o u t l in e d  above. 

T a b le  12 d e t a i l s  an a r r a y  o f  c l a s s i f i c a t i o n  p ro v id e d  by 

th e  re s p o n d e n ts  th e m se lv e s  who i d e n t i f i e d  th e  c a te g o ry  t o  

w hich th e y  c la im ed  t h e i r  r e s p e c t iv e  com panies b e lo n g ed . 

M a n u fa c tu re rs  and p ro d u c e rs  c o n s t i t u t e  4 9 .6  p e rc e n t  o f 

t h i s  g ro u p ; th e  2 0 .7  p e r c e n t  f o r  th e  s e r v ic e s  o rg a n iz a ­

t i o n s ,  when com pared w ith  t h a t  same c l a s s i f i c a t i o n  in  

T ab le  1 1 , r e f l e c t s  th e  more p r e c i s e  s p e c i f i c a t i o n  em ployed 

in  th e  SIC in d e x .

In  T ab le  1 3 , a  co m p ara tiv e  r e p r e s e n ta t io n  i s  made. 

P a r t  o f  th e  d a ta  p ro v id e d  by th e  re sp o n se s  r e l a t i v e  to  

s a l e s  t r a i n e r ' s  e x p e r ie n c e  was a  d e s c r ip t i o n  o f  th o s e  

p ro d u c ts  o r  s e r v ic e s  th e  re s p o n d e n ts  may have s o ld  as 

f i e l d  s a l e s  p e r s o n n e l .  The in d u s t r y  in  w hich th e  re s p o n ­

d e n ts  a r e  now c o n d u c tin g  s a le s  t r a i n i n g  was com pared w ith  

th o s e  i n d u s t r i e s  o f  p a s t  e x p e r ie n c e .  The r e s u l t s  o f  t h i s  

com p ariso n  a re  summed i n  T ab le  13 . Over tw o - th i r d s  o f  th e  

295 re s p o n d e n ts ,  201 i n  num ber, hav e  f i e l d  s a l e s  e x p e r­

ie n c e  i n  th e  f i e l d  i n  w hich th e y  now t r a i n  sa le sm en . 

C o n v e rse ly , 31 .9  p e r c e n t  do n o t  have  such  e x p e r ie n c e .

The b a s ic  codes em ployed in  T ab le  11 w ere r e p la c e d  

in  T a b le  14 by more s p e c i f i c  codes o b ta in e d  from  th e  

S ta n d a rd  I n d u s t r i a l  C l a s s i f i c a t i o n  l i s t i n g s .  The p u rp o se  

in  c o n s t r u c t i n g  T a b le  14 was tw o fo ld ; to  p ro v id e  a d e t a i l e d  

l i s t i n g  o f  th o s e  p a r t i c u l a r  i n d u s t r i e s  in  w hich  th e  r e s ­

p o n d e n ts  w orked , a n d , t o  f u r t h e r  d e t a i l  th e  number o f
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TABLE 12

CLASSIFICATION OF COMPANIES REPRESENTED 
BY RESPONDENTS

C la s s i f i c a t i o n

Frequency
o f

In d ic a t io n *

P e rc e n ta g e  
o f  T o ta l  

I n d ic a t io n s

M a n u fa c tu re r /P ro d u c e r 230 49 .6

W h o lesa le r 44 9 .5

I n d u s t r i a l  D i s t r i b u t o r 30 6 .5

R e ta i l  O rg a n iz a t io n 52 11.2

S e rv ic e s  O rg a n iz a t io n 96 20 .7

O th e r 12 2 .6

TOTAL 464 100.1**

* R espondents w ere a d v ise d t h a t  more th a n  one c l a s s i f i -
c a t io n  c o u ld  be  i n d i c a t e d .

* * D iffe re n c e  i n  h u n d re d th s  i s  due to  ro u n d in g .
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TABLE 13

NUMBER OF RESPONDENTS REPORTING FIELD SALES 
EXPERIENCE IN SAME FIELD AS THAT IN WHICH 

THEY NOW CONDUCT SALES TRAINING

I n d ic a t io n  o f E x p e rie n c e
Number

R ep o rtin g P e rc e n t

F ie ld  S a le s  E x p e rie n c e  i n  
Same F ie ld 201 68 .2

F ie ld  S a le s  E x p e rie n c e  i n  
O th e r F ie ld s  o r  No F ie ld s 94 31.9

TOTAL 295 100 .1*

♦ D iffe re n c e  i n  h u n d re d th s  i s  due to  ro u n d in g .
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TABLE 14

CLASSIFICATION OF RESPONDENTS BY SPECIFIC INDUSTRIES 
AND SALES-TRAINING RELATIONSHIPS

Standard Industrial C la ssifica tio n  (SIC)

F ield  o f Sales Training 
Compared With F ield  of 

■ Sales Experience

Number of  
Respondents

Total
Industry

Same Not the Respondents
Code Industry F ield Same Field

0100 A gricultural Production .............................................. 0 1 1
0800 Forestry ............................................................................ 0 2 2
1700 Construction, Special Contractors ......................... 0 1 1
2000 Food and Kindred Products .......................................... 17 5 22
2100 Tobacco Manufacturers ................................................... 0 1 1
2400 Lumber and Wood Products Except Furniture . . . . 2 1 3
2500 Furniture and Fixtures .............................................. 0 2 2
2600 Paper and A llied  Products .......................................... 0 2 2
2700 Printing, Publishing and A llied  Industries . . . 2 4 6
2800 Chemical and A llied  Products .................................. . 34 4 38
2900 Petroleum Refining and Related Industries • . . 12 1 13
3000 Rubber and Miscellaneous P la stic s  Products . . 7 3 10
3200 Stone, Clay, Glass and Concrete Products • . . . 3 1 4
3300 Primary Metal Industries .......................................... 1 2 3
3400 Fabricated Metal Products, Except Ordnance, 

Machinery and Transportation Equipment . . . 3 4 7
3500 Machinery Except E lectr ic  .......................................... . 55 11 66
3600 E lectr ic  Machinery Equipment and Supplies . . . . 11 4 15
3700 Transportation Equipment .......................................... . 1 2 3
3800 P rofessional, S c ie n t if ic , and Controlling  

Instruments; Photographic and Optical Goods . 4 4 8
3900 Miscellaneous Manufacturing Industries . . . . 2 2 4
4000 Railroad Transportation .......................................... 1 1 2
4200 Motor Freight Transportation auid Warehousing . 1 0 1
4800 Communication ............................................................... 5 3 8
4900 E lec tr ic , Gas and Sanitary Sen'ices ..................... 5 5 10
5000 Wholesale Trade ........................................................... 5 2 7
5200 Building M aterials, Hardware and Farm 

Equipment Dealers ....................................................... C 2 2
5300 R etail Trade-General Merchandise ......................... 0 5 5
5400 Food Stores ................................................................... 0 1 1
5500 Automotive Dealers ....................................................... . 0 2 2
6000 Banking ................................................................................ 0 1 1
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TABLE 1 4 — C ontinued

Standard Industrial C la ssifica tio n

Field of Sales Training 
Compared With Field of 

Sales Experience

Number of 
Respondents

Total

Code
Same
Field

Not the 
Same F ield

Industry
Respondents

6100
6200

Credit Agencies Other Than Banks. . . . . . . .
Security and Commodity Brokers-Dealers,

. 1 0 1

Exchemges and Services ........................................... . 1 3 4
6300 Insurance Carriers ....................................................... . 15 4 19
6400 Insurance Agents, Brokers and Service ................. . 0 3 3
6700 Holding and Other Investment Companies . . . . . 1 2 3
7300 M iscellaneous Business Services .............................. . 12 3 15

TOTALS OF ALL RESPONDENTS 201 94

r e s p o n d e n ts  in  each  o f  th e  i n d u s t r i e s  s p e c i f i e d  who were 

c o n d u c tin g  s a l e s  t r a i n i n g  in  th e  same f i e l d  in  w hich  th ey  

have  had f i e l d  s a l e s  e x p e r ie n c e .  Those w ith o u t  such  

i d e n t i c a l  e x p e r ie n c e  a r e  a l s o  i n d ic a te d .

The d a ta  i n  T ab le  14 in d i c a t e  t h a t  in  i n d u s t r i e s  

su ch  as  food  (code 2000) ,  ch em ica ls  (code 2 8 0 0 ), ru b b e r  

(code 3 0 0 0 ), m ach inery  (codes 3500 and 3 6 0 0 ), in s u ra n c e  

(code 6 3 0 0 ), and b u s in e s s  s e r v ic e s  (code 7 3 0 0 ), th e  s a le s
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t r a i n e r s  as  a  g roup  te n d  to  have had s a l e s  e x p e r ie n c e  in  

f i e l d s  c o n s i s t e n t  w ith  th o s e  in  w hich th e y  co n d u ct s a l e s  

t r a i n i n g .  Summed a s  a  g ro u p , 81 .6  p e r c e n t  (151 o f  185 

re sp o n d e n ts )  m a n if e s t  t h i s  c o n s is te n c y . Many o f th e  

o th e r  i n d u s t r i e s  r e p r e s e n te d  w ould r e q u i r e  a g r e a t e r  num­

b e r  o f  re s p o n d e n ts  b e fo re  o b s e rv a t io n s  sh o u ld  be v e n tu re d .

W ith r e s p e c t  to  s i z e  o f  company, th e  mean number o f  

em ployees i n d i c a t e d  by re sp o n d e n ts  i s  3 0 ,7 0 2 , w h ile  th e  

m edian num ber i s  400. S e v e ra l  d i f f i c u l t i e s  a t t e n d  th e s e  

f i n d i n g s ,  f o r  many re sp o n d e n ts  p ro v id e d  in s te a d  th e  number 

o f  sa le sm en  o n ly ;  a  number o f  o th e r  re sp o n d e n ts  e v in c e d  no 

know ledge o f  t h i s  s t a t i s t i c  o r  l e f t  th e  q u e s t io n  unan­

sw ered .

The sam e k in d  o f  p ro b lem  was e v id e n t  w ith  r e s p e c t  

t o  o b ta in in g  th e  f ig u r e s  r e g a rd in g  th e  r e s p o n d e n t 's  com­

pany s a le s -v o lu m e  i n  d o l l a r s .  T here  w as, a d d i t i o n a l l y ,  

th e  n o t  i n f r e q u e n t  s ta te m e n t by th e  re s p o n d e n t t h a t  such 

in fo rm a t io n  w as c o n f i d e n t i a l .  The mean s a le s  volume amount 

a s c e r t a in e d ,  n e v e r t h e l e s s ,  was $ 9 4 2 ,2 2 4 ,6 0 0 ; th e  m edian 

sum r e p o r te d  was $ 2 7 6 ,2 0 7 ,3 0 0 .

The re s p o n d e n ts  w ere  asked  t o  c a te g o r iz e  t h e i r  

c u s to m e rs , and th e  r e s u l t s  o f  t h i s  re s p o n se  a r e  s e t  f o r th  

i n  T ab le  15. Many o f  th e  r e s p o n d e n ts ' em ployers w ere 

com panies a c t i v e  in  a  number o f  m a rk e ts ,  a n d /o r  a t  s e v e r a l  

l e v e l s  i n  th e  c h a n n e l o f  d i s t r i b u t i o n .  H ence, th e  t o t a l  

i n d i c a t io n s  made w ith  r e s p e c t  to  cu sto m er c a te g o ry  t o t a l e d
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TABLE 15

CATEGORIES OF CUSTOMERS OF COMPANIES 
REPRESENTED BY RESPONDENTS

Category

Frequency
of

Indication

Percentage
o f

Total Indication

Industry, Government, Education 179 29 . 4

Ultimate R etail Consumers 138 2 2 . 7

Wholesale Middlemen 141 2 3 . 2 ,

Retail Merchants 150 2 4 . 7

TOTAL 608 100. 0

Many respondents made more than one ind ication .

602. Many re s p o n d e n ts  f e l t  c o n s t r a in e d  t o  make more th a n  

one i n d i c a t i o n ,  o b v io u s ly ,  and th e  a v e ra g e  i s  2 .1  i n d i c a ­

t i o n s  p e r  re s p o n d e n t. The c o n te n ts  o f  T ab le  15 r e v e a l  

t h a t  th e r e  t e n d s ,  w i th in  t h i s  g ro u p , t o  b e  an ev en  d i s t r i ­

b u t io n  o f  r e p r e s e n ta t io n  from  among th e  c a te g o r ie s  o f  

c u s to m ers  c i t e d .

Job In fo rm a tio n  

The work o f  th e  s a l e s  t r a i n e r  in v o lv e s  s u p e r i o r s ,  

p e e r s ,  and t r a i n e e s .  T h is  p o r t i o n  o f  th e  s tu d y  exam ined 

a  number o f  f a c t s  b e a r in g  on h i s  work a c t i v i t y  w ith  r e s p e c t
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t o  th e s e ,  and s o l i c i t e d  h i s  judgm ent r e g a rd in g  q u a l i f i ­

c a t io n s  f o r  such w o rk , a s  w e l l  a s  c r i t e r i a  f o r  e v a lu a t in g  

i t .

The m a te r ia l  in  T a b le  15 r e f l e c t s  an e f f o r t  to  

d is c o v e r  t o  w hat e x te n t  s a l e s  t r a i n e r s  a r e  re p re s e n te d  

in  l i n e  o r  s t a f f  c a p a c i t i e s .  The t i t l e s  o f  th e  re sp o n ­

d e n t s ' s u p e r io r s  w ere c o n s tru e d  t o  be p roxy  v a r ia b le s  by 

v i r t u e  o f  w hich  th e  s a l e s  t r a i n e r  h im s e lf  co u ld  g e n e r a l ly  

be  c l a s s i f i e d  as i n  e i t h e r  a  l i n e  o r  s t a f f  p o s i t i o n .  H ence, 

th e  r e s e a r c h e r  d ich o to m ized  th e  re s p o n se s  on th e  b a s is  o f  

w h e th e r a  l i n e  s a le s /m a r k e t in g  t i t l e  had  been in d ic a te d  

by th e  re s p o n d e n t. I t  can  be  n o te d  t h a t  204 re s p o n d e n ts ,  

6 9 .2  p e r c e n t  o f  a l l  r e s p o n d e n ts ,  s p e c i f i e d  l i n e  s a le s  o r  

m a rk e tin g  t i t l e s  f o r  t h e i r  s u p e r io r s .  A s e p a r a te  d i s t r i ­

b u t io n  o f  th e s e  t i t l e s  i s  a r ra n g e d  in  T ab le  17.

A lthough many f i r m s ,  r e l a t i v e  t o  t h e i r  s iz e  and 

c irc u m s ta n c e s , may have one p e rs o n  c o n d u c tin g  f u l l - t im e  

s a le s  t r a i n i n g ,  i t  i s  n o t uncommon f o r  th e  s a l e s  t r a i n e r  

t o  have fe l lo w  s a le s  t r a i n e r s  a c t in g  in  i d e n t i c a l  c a p a c i­

t i e s  in  th e  same o r g a n iz a t io n .  The mean number o f  co­

t r a i n e r s  r e p o r te d  i s  4 .6  and  th e  m edian number i s  one.

A t l e a s t  h a l f  th e  r e s p o n d e n ts ,  th e n ,  have  one t r a i n e r -  

p e e r .

C o n s id e rin g  a n o th e r  a s p e c t ,  th e  s a le s  t r a i n e r  

in v o lv e d  in  f a c e - to - f a c e  t r a i n i n g  w ith  sa lesm en  may have 

s u b o rd in a te s  c o n d u c tin g  s a l e s  t r a i n i n g .  Here th e  d a ta
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TABLE 16

NUMBER OF RESPONDENTS HAVING IMMEDIATE SUPERIORS WITH 
SALES/MARKETING OR NON-SALES/NON-I'UVHKETING 

FORMAL TITLES

Formal T itle  o f  Superior
Number

Reporting Per cen t

Sales/Marketing 204 6 9 . 2

Non-Sales/Non-^!arketing 72 2 4 . 4

No T itle  Indicated 19 6 .4

TOTAL 295 100 . 0

TABLE 17

CATEGORIES OF REPORTED TITLES : 
SUPERIORS OF RESPONDENTS

HELD BY

T itle
Category

Frequency of 
Indication

P e r c e n t  o f  
Total Indications

Sales Training Manager 94 3 1 . 9

General Training Manager 9 3 .1

Marketing Director, Manager, 
Executive 64 2 1 . 7

Sales/Branch Mamager 78 2 6 . 4

General Management (Non-Training/
Personnel, Non-Sales/Marketing) 32 1 0 . 8

No Response Indicated 18 6 .1

TOTAL 295 1 0 0 . 0
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e x h i b i t  an av e rag e  o f  3 .8  s u b o r d in a te s ,  accom panied  by 

a  m edian o f  z e ro .  T here  a r e ,  t h e r e f o r e ,  no s a l e s - t r a i n i n g  

s u b o rd in a te s  f o r  more th a n  h a l f  o f  th e  279 re s p o n d e n ts  

r e p ly in g  to  t h i s  q u e s t io n .

T ab le  18 co n ce rn s  i t s e l f  w ith  th o s e  c irc u m s ta n c e s  

in  w hich  th e  s a l e s  t r a i n e r  h a s  t r a i n e r - p e e r s  in  h i s  

o r g a n iz a t io n  who c o n d u c t t r a i n i n g  in  a re a s  o th e r  th a n  

s a l e s ,  such as  p ro d u c t io n ,  t e c h n i c a l  o p e r a t io n ,  r e s e a r c h ,

TABLE 18

NUMBER OF RESPONDENTS REPORTING HAVING CO-TRAINERS 
WED CONDUCT NON-SALES TRAINING

Indication  o f Non-Sales Co-Trainer
Number

Reporting Pe r c e nt

Have Non-Sales Co-Trainerfs) 140 4 7 . 5

Have No Non-Sales Co-Trainer(s) 129 4 3 . 7

No Response Indicated 26 8 .8

TOTAL 295 . 1 0 0 . 0

e t c .  The g roup  o f  re sp o n se s  i s  n e a r ly  e v e n ly  d iv id e d  

betw een  th o s e  who have  such t r a i n e r  p e e r s ,  140 (4 7 .5  

p e r c e n t ) ,  and th o s e  who do n o t ,  129 (4 3 .7  p e r c e n t ) .

In  h i s  work a s  a  te a c h e r  and t r a i n e r  o f  sa le sm en , 

th e  s a l e s  t r a i n e r  f u l f i l l s  h i s  f u n c t io n  i n  a  m anner n o t



81

u n l ik e  t h a t  o f  th e  h ig h  s c h o o l o r  c o l le g e  e d u c a to r ;  i n t e r ­

a c t io n  w ith  s tu d e n t s  in  c l a s s e s ,  r e s e a r c h  and d e s ig n  i n  

b e h a l f  o f  c o u rs e s  and  p ro g ram s, and m e e tin g s , c o n fe re n c e s ,  

and r e p o r t s  w hich a r e  l a r g e ly  o f  an a d m in is t r a t iv e  n a tu r e .

The re s p o n d e n ts  w ere ask ed  to  s t a t e  in  w h a t p r o ­

grams t h e i r  w o rk in g  tim e  was d iv id e d  among a c t i v i t i e s  

s i m i l a r  t o  th o s e  s t a t e d  ab ove: f a c e - t o - f a c e  t r a i n i n g

w ith  s a le sm e n , s a l e s - t r a i n i n g  s u p p o r t  a c t i v i t i e s ,  and 

a d m in i s t r a t iv e  t a s k s .  In  T a b le  19 , th e  p ro p o r t io n s  p r o ­

v id e d  by  th e  re s p o n d e n ts  a re  a rra n g e d  i n  te rm s o f  t h e i r  

r e s p e c t iv e  means and  m ed ian s. Over f o r t y  p e r c e n t  o f th e s e

TABLE 19

EEPBESENTATIVE PRDPORTIGNS OF WORK ACTIVITIES 
REPORTED BY RESPONDENTS

Work A c tiv it ie s
Mean

Pe r c e nt
Median

P e r c e n t

Face-to-Face Training with Salesmen 40 .8 40

Sales-Training Support-Functions: 
Training Research, Program 
Construction and/or Revision, 
Etc. 34 .2 30

Administrative Tasks: Reports, 
Conferences, Etc. 23 .3 20
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s a le s  t r a i n e r s ' work a c t i v i t i e s  i s  r e p o r te d  to  be in  

f a c e - t o - f a c e  t r a i n i n g  w ith  sa le sm e n ; an av e rag e  p ro p o r­

t io n  o f  4 0 .8  i s  e v id e n t  h e re ,  and th e  m edian o f  40 i s  

v i r t u a l l y  i d e n t i c a l  h e r e .  The mean p ro p o r t io n  r e p r e ­

s e n te d  f o r  s a l e s - t r a i n i n g  s u p p o r t - f u n c t io n s  i s  34 .2  p e r ­

c e n t ;  th e  m edian p ro p o r t io n  i s  c a l c u la te d  a t  30 p e r c e n t .  

A d m in is tr a t iv e  ta s k s  seem t o  occupy a s i z e a b le  p o r t io n  

o f  th e s e  s a l e s  t r a i n e r s '  work a c t i v i t i e s :  2 3 .3  p e r c e n t

i s  th e  a v e ra g e  p r o p o r t io n  and 20 p e r c e n t  i s  th e  m ed ian .

S a le s  t r a i n i n g  can b e  i n t e r p r e t e d  t o  mean th e  

e x p e r ie n c e  o f  th e  s t r u c tu r e d  program  in  th e  c la ss ro o m .

At a n o th e r  tim e  i t  m eant on ly  a  r e l e n t l e s s  le a r n in g  

e x p e r ie n c e  in  th e  f i e l d ,  m o n ito red  s o l e l y  by th e  f i e l d  

s a le s  m anager— as i t  does to d a y  in  many c a s e s .

As a r u l e ,  how ever, i t  i s  n e i t h e r  o f  th e s e  a lo n e ,  

f o r  f r e q u e n t ly  th e  f i e l d  s a le s  m anager ta k e s  th e  t r a i n ­

in g  r e i n s  o n ce  th e  s a l e s  n o v ice  moves beyond th e  c la s s ro o m . 

I t  sh o u ld  n o t  be  e x p e c te d , m o reo v e r, t h a t  th e  s a l e s  t r a i n ­

e r  o p e ra te s  o n ly  in  conpapy c la s s ro o m s . The in c re a s e d  

demands on th e  f i e l d  s a l e s  m anager have made i t  n e ce ssa r} ' 

f o r  th e  s a l e s  t r a i n e r  t o  beg in  c o n d u c tin g  s a l e s  t r a i n i n g  

in  th e  f i e l d ,  away from  th e  com pany 's home o f f i c e s  o r  

t r a i n i n g  c e n t e r s .

The s a l e s  t r a i n e r s  p a r t i c i p a t i n g  in  t h i s  s tu d y  

s u p p lie d  re s p o n se s  d e n o tin g  th e  e x te n t  o f  t h e i r  t r a i n i n g



83

o f sa lesm en  in  th e  f i e l d .  T h is  in fo rm a t io n ,  s t a t e d  by 

th e  re sp o n d e n ts  in  p e rc e n ta g e  te rm s , i s  assem bled  in  

T ab le  20 a c c o rd in g  t o  mean and m edian p ro p o r t io n s .  The 

re sp o n se s  g iv e n  i n d i c a t e  t h a t  th e  av e rag e  p ro p o r t io n  o f  

s a l e s  t r a i n i n g  done in  th e  f i e l d  i s  3 0 .4  p e rc e n t ;  th e  

m edian p ro p o r t io n  i s  20 p e r c e n t .  C o n v e rse ly , s a l e s  

t r a i n i n g  co n d u c te d  a t  t r a i n i n g  c e n te r s  o r  home o f f i c e s  

i s  r e p r e s e n te d  a t  th e  mean o f  6 7 .3  p e r c e n t ,  w ith  a  median 

o f  80 p e r c e n t .

TABLE 20

EXTENT OF SALES TRAINING CONDUCTED IN 
THE FIELD BY RESPONDENTS

L o c a tio n
Mean

P e rc e n t
Median

P e rc e n t

S a le s  T ra in in g  C onducted  in
th e  F ie ld 30.9 20

S a le s  T ra in in g  C onducted  a t
Home O f f ic e  o r  T ra in in g
C en te r 6 7 .3 80

The c o n s t r u c t io n  o f  T ab le  21 depended on th o s e  251 

re sp o n d e n ts  whose in fo rm a tio n  i n t e r p r e t e d  in  T ab le  20 

in d ic a te d  th e y  co n d u c te d  some t r a i n i n g  in  th e  f i e l d .

These " f i e l d "  s a l e s  t r a i n e r s  may h o ld  c la s s e s  and work 

w ith  g roups o f  sa lesm en  a t  c e r t a i n  f i e l d  l o c a t io n s .  They 

may, a l s o ,  be in v o lv e d  in  o n e - to -o n e  i n t e r a c t i o n  w ith
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TABLE 21

RELATIVE EXTENT OF GROUP OF INDIVIDUAL SALES TRAINING 
PERFORMED BY RESPONDENTS PROVIDING 

FIELD TRAINING

Mean M edian
Group A c t iv i ty P e rc e n t P e rc e n t

Work w ith  Groups o f  Salesm en 64 .3 80

Work w ith  Salesm en I n d iv id u a l ly 26 .2 10

in d iv id u a l  s a le sm e n , o f te n  b e in g  a  s a le s -m a n a g e r  s u r r o ­

g a te  in  m aking j o i n t  c a l l s ,  a d v is in g  on c u s to m e r-a n a ly s e s  

and p la n n in g  s a le s  a c t i v i t i e s .

In  T ab le  21 , th e  re s p o n se s  i n d i c a t e  a  p r o p o r t io n  

mean o f  6 4 .3  p e r c e n t  o f  a c t i v i t i e s  d e v o ted  to  w ork ing  w ith  

g ro u p s  o f s a le sm e n . The m edian o f  e ig h ty  in fo rm s t h a t  

h a l f  th e  re s p o n d e n ts  s p e c i f i e d  80 p e r c e n t  o r  more com m itted  

t o  g roups o f  sa le sm en . An a v e ra g e  o f  2 6 .2  p e r c e n t  p e r ­

t a i n s  t o  th e  p r o p o r t io n  o f  f i e l d  s a l e s  t r a i n i n g  accom­

p l i s h e d  w ith  in d iv id u a l  s a le sm e n . The m edian  p r o p o r t io n  

i s  i n d ic a te d  a t  10 p e r c e n t .

One f u r t h e r  datum  p e r t i n e n t  to  f i e l d  s a le s  t r a i n ­

in g  can be p ro v id e d  h e r e .  The q u e s t io n  o c c u r re d  t o  th e  

r e s e a r c h e r ;  do th o s e  s a le s  t r a i n e r s  who have more f i e l d  

s a l e s  e x p e r ie n c e  (se e  T ab le s  5 , 7 , and 8 , above) te n d  to  

be  th o s e  who r e p o r t  a  c o m p a ra tiv e ly  g r e a t e r  p ro p o r t io n
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o f t h e i r  tim e  s p e n t in  c o n d u c tin g  s a l e s  t r a i n i n g  in  th e  

f i e l d ?  O r, s t a t e d  d i f f e r e n t l y ,  t o  w hat e x te n t  does p r o ­

p o r t i o n  o f  s a l e s  t r a i n i n g  in  th e  f i e l d  c o r r e l a t e  w ith  

num ber o f  y e a r s  o f  f i e l d  s a l e s  e x p e r ie n c e ?

The m easure o f  c o r r e l a t i o n  em ployed h e re  was th e  

P e a rso n  p roduct-m om ent " r"  c o e f f i c i e n t  o f  c o r r e l a t i o n ,  

w hich  m easu res  th e  e x t e n t  o f  l i n e a r  c o r r e l a t i o n  betw een  

two c o n tin u o u s  v a r i a b l e s .  I t  i s  p a r t i c u l a r l y  u s e f u l  when 

th e  number o f  p a i r s  o f  o b s e r v a t io n s  i s  r e l a t i v e l y  l a r g e .^  

The r e s u l t s  o b ta in e d  in d i c a t e d  a  c o e f f i c i e n t  o f  0 .1 5 8 .

T h is  s c o r e  i s  s u f f i c i e n t l y  c lo s e  t o  z e ro  to  s u g g e s t t h a t ,  

f o r  t h i s  g roup  o f  r e s p o n d e n ts ,  th e  r e l a t i o n s h i p  betw een  

y e a r s  o f  f i e l d  s a le s  e x p e r ie n c e  and p r o p o r t io n  o f f i e l d  

s a l e s  t r a i n i n g  i s  n o t  d e m o n s tra te d  f o r  p r e d i c t i v e  p u rp o s e s .

E f f e c t iv e  s a le s  t r a i n i n g  depends on a commitment 

on th e  p a r t  o f  management, a  th o u g h t f u l  d e s ig n  o f  th e  

s a l e s  t r a i n i n g  program , th e  q u a l i f i c a t i o n s  o f  th e  s a l e s  

t r a i n e r ,  and th e  q u a l i t y  o f  th e  s a l e s  t r a i n e e s .  The 

p ro c e s s  o f  s e l e c t i n g  c a n d id a te s  f o r  th e  s a l e s  t r a i n i n g  

program  i s  in s t r u m e n ta l  in  th e  s u c c e s s  o f  such  a p ro g ram , 

and p a r t  o f  t h a t  p ro c e s s  s h o u ld  be  t o  a p p r a is e  th e  s a l e s  

t r a i n e e s '  a t t i t u d e s .  T h is  a p p r a i s a l ,  i d e a l l y  s p e a k in g , 

sh o u ld  o c cu r w ith  r e g a rd  t o  a l l  form s o f  su ch  t r a i n i n g  

p ro g ram s , in c lu d in g  th o s e  f o r  s a l e s  m anagers and s a l e s  

t r a i n e r s .

^De l be r t  C. M i l l e r ,  Handbook o f  Research Design and 
S o c i a l  Measurement  (New York : David McKay C o . ,  I n c . ,  1 9 64 ) ,  
p.  79.
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T ab le  22 i n d i c a t e s  th e  number o f  r e p o r te d  i n s t a n ­

ces  i n  w hich  th e r e  e x i s t s  th e  fo rm a l e v a lu a t io n  o f  s a l e s  

t r a i n e e s '  a t t i t u d e s  a t  th e  in c e p t io n  o f  t r a i n i n g .  A sid e  

from  th e  tw e n ty - th r e e  re s p o n d e n ts  who made no re sp o n se

TABLE 22

FORMAL EVALUATION OF ATTITUDES OF SALES TRAINEES 
AT INCEPTION OF TRAINING

Practice
Number

Reporting Pe r c e nt

Formai Evaluation Exists 138 4 6 . 8

No Formal Evaluation E xists 134 4 5 . 4

No Response Indicated 23 7 .8

TOTAL 295 100 . 0

h e r e ,  t h e r e  i s  an even  d iv i s io n  r e p o r te d  in  th e  d a ta :

138, o r  4 6 .8  p e r c e n t  o f  th e  r e s p o n d e n ts ,  a v e r re d  t h a t  such  

an e v a lu a t io n  e x i s t s  i n  t h e i r  co m p an ies , w h ile  in  134 

i n s t a n c e s ,  4 5 .4  p e r c e n t ,  no fo rm a l e v a lu a t io n  e x i s t s .

The r a t i o n a l e  u n d e r ly in g  T ab le  23 was t h a t  i f  

th e  s a l e s  t r a i n e r s  w ere e n a b le d  t o  c h a r t  th e  p ro g r e s s  o f  

th o s e  who h ad  b een  u n d e r  t h e i r  t u t e l a g e ,  two b e n e f i t s  

c o u ld  r e s u l t :  th e  fe e d b ac k  w ould e n a b le  r e v i s io n s  i n

th e  s a l e s  t r a i n i n g  p rogram s to  be  in t r o d u c e d ,  u n d e rs to o d , 

and  a c te d  upon by th e  s a l e s  t r a i n e r s — and a t  an e a r l i e r
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table  23

THE RECEIPT OF FORMAL PROGRESS-REPORTS ON TRAINEES
AFTER SALES-TRAINING PHASE IS COMPLETED

P ractice
Number

Reporting P e r c e n t

Formal Progress-Reports Are Received 141 47 .8

Formal Progress-Reports Are Not Received 131 44.4

No Response Indicated 23 7 .8

TOTAL 295 100 . 0

p o i n t ,  an d , th e s e  t r a i n e r s  w ould be a p p r is e d  o f th e  ongo ing  

p r a c t i c a l  e f f e c t s  o f  t h e i r  t r a i n i n g  e f f o r t s .  They w ould 

g a in  a  p a r t i c u l a r  id e a  o f  "how th e y  w ere d o in g ."

47 .8  p e r c e n t  o f  th e  r e s p o n d e n ts ,  141 in  num ber, 

r e p o r te d  t h a t  th e y  d id  r e c e iv e  fo rm a l p ro  gres s  -  r e p o r t s  

a f t e r  th e  t r a i n i n g  p h ase  had  b een  com pleted , a c c o rd in g  

t o  T ab le  23. Once a g a in  th e  g roup  o f  re sp o n d e n ts  i s  n e a r ly  

e v e n ly  d iv id e d ,  f o r  131 r e s p o n d e n ts ,  4 4 .4  p e rc e n t ,  i n d i ­

c a t e  t h a t  th e y  r e c e iv e  no fo rm a l p r o g r e s s - r e p o r t s .

The an sw ers t o  th e  f i r s t  p r im a ry  open-ended q u e s ­

t i o n  in  th e  r e s e a r c h  docum ent w ere  ta b u la te d  and a re  a r ra n g e d  

i n  T ab le  24. The re s p o n d e n ts  w ere  a sk e d  to  s t a t e  i n  t h e i r  

o p in io n  w hat minimum q u a l i f i c a t i o n s  th e  s a le s  t r a i n e r
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sh o u ld  h a v e . They made recom m endations r e g a rd in g  s a le s  

e x p e r ie n c e ,  f i e l d  s a le s  management e x p e r ie n c e ,  e d u c a t io n ,  

te a c h in g  e x p e r ie n c e ,  know ledge o f  th e  jo b  o r  p ro d u c ts ,  

com m unicating  a b i l i t i e s , know ledge o f p sy ch o lo g y  and human 

r e l a t i o n s ,  and h a v in g  em pathy, a s  ex am p les . The sum o f  

a l l  e n t r i e s  made h e re  by a l l  re sp o n d e n ts  was 843, as 

t o t a l e d  in  T ab le  24 . The av e rag e  number o f  e n t r i e s  p e r  

r e s p o n d e n t ,  t h e r e f o r e ,  was 2 .9  e n t r i e s .

TABLE 24

MINIMUM QUALIFICATIONS THE SALES TRAINER 
SHOULD HAVE, AS RECOMMENDED 

BY RESPONDENTS

Q ualifications
Recommended

Frequency of  
Indication

Percentage o f  
Total Indications

S ellin g  Experience 197 23. 4

Sales Management/Management 
Experience 66 7 .8

A b ility  to Communicate 106 12.6

Teaching/Training Background 65 7 .7

Possess Empathy, A b ility  to  Relate! 82 9 .7

Have Some College Education 102 12.1

Knowledge o f  the Sales Job 73 8 .7

Knowledge o f Psychology, Human 
Relations 48 5 .7

Other 104 12.3

TOTAL 843 100.0
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A cross th e  ra n g e  o f  a l l  s u g g e s t io n s  made re g a rd in g  

th e  q u a l i f i c a t i o n s  s a l e s  t r a i n e r s  sh o u ld  h a v e ,  s a l e s  e x p e r­

ie n c e  i s  t h e  dom inan t recom m endation c i t e d .  I t  r e c e iv e d  

m en tion  197 t im e s ,  o r  2 3 .4  p e r c e n t  o f  a l l  e n t r i e s .  Being 

an a b le  com m unicator a p p e a re d  106 t im e s ,  a  r e p r e s e n ta ­

t i o n  o f  12 .6  p e r c e n t .  The re sp o n d e n ts  c i t e d  th e  r e q u i r e ­

ment o f  some c o l le g e  e d u c a tio n  102 t im e s ,  1 2 .1  p e r c e n t  

o f th e  t o t a l .  The r e s e a r c h e r  g rouped  th o s e  re sp o n se s  

w hich recommended t h a t  th e  s a le s  t r a i n e r  s h o u ld  p o s s e s s  

empathy in  th e  same c a te g o ry  w ith  th o s e  w h ich  recommended 

t h a t  th e  s a l e s  t r a i n e r  sh o u ld  have th e  a b i l i t y  to  r e l a t e  

to  th e  s a l e s  t r a i n e e s .  T h is  c a te g o ry  r e c e iv e d  a c o u n t o f 

e ig h ty - tw o  i n  th e  r e s p o n s e s , r e p r e s e n t in g  9 .7  p e r c e n t  o f 

a l l  re s p o n se s  i n d i c a t e d  i n  T ab le  24.

By way o f  com p ariso n  and a n a l y s i s ,  i t  was d e c id e d  

to  m atch s e l e c t e d  q u a l i f i c a t i o n s  f o r  th e  s a l e s  t r a i n i n g  

job  as recommended b y  t h i s  group o f  r e s p o n d e n ts  w i th  

s e le c te d  q u a l i f i c a t i o n s  w hich  th e  re s p o n d e n ts  th em se lv es  

p o s se s s e d . Those q u a l i f i c a t i o n s  w hich i n  t h i s  s tu d y  

seemed t o  le n d  th e m se lv e s  t o  q u a n t i t a t i v e  co m p ariso n  and 

w h ich , a t  t h e  same t im e ,  w ere  t o  be  d e s c r ib e d  in  th e  

f i r s t  s e c t i o n  o f t h i s  c h a p te r ,  w ere s e l e c t e d  f o r  a n a l y s i s .  

F our q u a l i f i c a t i o n s  w ere  s e l e c t e d ;  s e l l i n g  e x p e r ie n c e ,  

s a l e s  management e x p e r ie n c e ,  te a c h in g  o r  t r a i n i n g  e x p e r ­

ie n c e ,  and c o l le g e  p r e p a r a t io n .  These p a r t i c u l a r  c a te g o ­

r i e s  had  b een  c i t e d  by th e  re sp o n d e n ts  as q u a l i f i c a t i o n s
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th e  s a l e s  t r a i n e r  sh o u ld  have and th e y  r e c e iv e d  m en tio n  

197, s i x t y - s i x ,  s i x t y - f i v e ,  and 102 t im e s ,  r e s p e c t iv e ly .

T ab le  25 p r e s e n t s  a com p ariso n  o f  th e s e  s e l e c t e d  

minimum q u a l i f i c a t i o n s  s t a t e d  by th e  re s p o n d e n ts  w ith  

th o s e  same q u a l i f i c a t i o n s  as i f  p o s s e s s e d  by th o s e  same 

r e s p o n d e n ts .  In  s h o r t ,  th e  e f f o r t  was t o  d e te rm in e  to  

w hat e x t e n t  th e  re sp o n d e n ts  p o s s e s s e d  th e  v e ry  q u a l i f i ­

c a t io n s  th e y  recommended.

W ith  r e s p e c t  to  s e l l i n g  e x p e r ie n c e ,  181 o f  th e  

295 re s p o n d e n ts  s tu d ie d  in  t h i s  su rv e y  b o th  recommended 

t h i s  q u a l i f i c a t i o n  and had  su ch  e x p e r ie n c e ;  th e y  con­

s t i t u t e  9 1 .9  p e r c e n t  o f  th o s e  c i t i n g  th e  q u a l i f i c a t i o n .  

S ix te e n  r e s p o n d e n ts ,  8 .1  p e r c e n t  o f  t h i s  recom m ending 

g ro u p , d id  n o t  r e p o r t  s e l l i n g  e x p e r ie n c e  a s  p a r t  o f  t h e i r  

own b ack g ro u n d .

I t  was in  th e  a r e a  o f  s a l e s  managem ent e x p e r ie n c e  

t h a t  th e  m ost n o t ic e a b le  d i f f e r e n c e  be tw een  recom m ending 

a q u a l i f i c a t i o n  and p o s s e s s in g  i t  o c c u r r e d .  S i x t y - s i x  

re s p o n d e n ts  recommended s a le s  managem ent e x p e r ie n c e ;

45 o f th e s e  had  such  e x p e r ie n c e ,  w h ile  21 d id  n o t— p ro p o r ­

t io n s  o f  6 8 .2  p e r c e n t  com pared w ith  3 1 .8  p e r c e n t ,  r e s p e c ­

t i v e l y .

T each in g  o r  t r a i n i n g  e x p e r ie n c e  o c c u r re d  i n  th e  

d a ta  as  a  recom m endation  s i x t y - f i v e  t im e s .  T here  was 

c o n s id e r a b le  c o n c u rre n c e  h e re  be tw een  th e  r e s p o n d e n ts ' 

recom m endations and t h e i r  own q u a l i f i c a t i o n s .  S ix ty - f o u r



TABLE 2 5

COMPARISON OF SELECTED MINIMUM QUALIFICATIONS RECOMMENDED 
BY RESPONDENTS WITH SELECTED QUALIFICATIONS 

P O S S E S S E D  B Y  R E S P O N D E N T S

Q u a l i f i c a t i o n

R e c o m m e n d e d

N u m b e r  o f  

R e s p o n d e n t s  

R e c o m m e n d i n g

R e s p o n d e n t s  

. P o s s e s s i n g  

Q u a l i f i c a t i o n  

R e c o m m e n d e d

R e s p o n d e n t s

W i t h o u t

Q u a l i f i c a t i o n

R e c o m m e n d e d

N u m b e r  P e r c e n t

M

N u m b e r  P e r c e n t

S e l l i n g  E x p e r i e n c e 1 9 7 1 8 1  9 1 . 9 1 6  8 . 1

S a l e s  M a n a g e m e n t  E x p e r i e n c e 6 6 4 5  6 8 . 2 2 2  3 2 . 8

T e a c h i n g / T r a i n i n g  E x p e r i e n c e 6 5 6 4  9  8 . 5 1  1 . 5

C o l l e g e  E x p e r i e n c e 1 0 2 1 0 1  9  9 . 0 1  1 . 0
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r e s p o n d e n ts ,  9 8 .5  p e r c e n t  o f  th o s e  recom m ending te a c h in g  

o r  t r a i n i n g  e x p e r ie n c e ,  had  r e p o r te d  s i m i l a r  e x p e rien ce  

f o r  th e m s e lv e s . One re s p o n d e n t ,  1 .5  p e r c e n t ,  d id  not 

have e i t h e r  te a c h in g  o r  t r a i n i n g  e x p e r ie n c e .

Of th e  102 re sp o n d e n ts  recom m ending some c o lle g e  

p r e p a r a t io n  as  a  q u a l i f i c a t i o n ,  101 in d i c a t e d  a l ik e  

e x p e r ie n c e  in  t h e i r  b ack g ro u n d s . T h is  was th e  g r e a te s t  

e x te n t  o f  s i m i l a r i t y  e v id e n c e d  in  t h i s  a s p e c t  o f  the  

d a ta ,  a  r e p r e s e n ta t io n  o f  99 .0  p e r c e n t .

In  th e  seco n d  o p en -en d ed  p rim a ry  q u e s t io n  in  th e  

r e s e a rc h  in s t r u m e n t ,  th e  re s p o n d e n ts  w ere ask ed  to  s t a t e  

th e  e x p l i c i t  c r i t e r i a  u se d  i n  e v a lu a t in g  t h e i r  perform ance 

as s a l e s  t r a i n e r s .  The re s p o n se s  th e y  p ro v id e d  a re  

c l a s s i f i e d  in  T a b le  26 w ith  accom panying r e l a t i v e  per­

c e n ta g e s  .

In  75 o f  th e  r e s p o n s e s ,  a  2 1 .3  p e r c e n t  re p re s e n ­

t a t i o n  o f  a l l  r e s p o n s e s ,  a p p ea red  e i t h e r  th e  a s s e r t io n  

o r  th e  d i r e c t  im p l ic a t io n  t h a t  no e x p l i c i t  c r i t e r i a  e x i s t e d .  

How th e  sa le sm en  p erfo rm ed  i n  th e  f i e l d  a f t e r  com pleting  

t h e i r  s a l e s  t r a i n i n g  program s was c i t e d  m ost f r e q u e n t ly  

as th e  m easure by w hich th e  s a l e s  t r a i n e r ' s  work was ju d g ed . 

T h is  c r i t e r i a  o c c u r re d  116 tim e s  in  t h i s  p o r t i o n  o f  th e  

d a t a ,  c a l c u l a t e d  a t  33 .0  p e r c e n t .

V a rio u s  form s o f  feed b ack  w ere a l s o  m entioned a s  

means o f  a p p r a is in g  th e  r e s p o n d e n ts ' s a l e s  t r a i n i n g  

e f f o r t s ;  o r a l  and  w r i t t e n  r e p o r t s  from  f i e l d  salesm en
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TABLE 26

REPORTED CRITERIA FOR EVALUATING 
THE WORK OF THE SALES TRAINER

C riteria Reported
Frequency o f  

Indication
Percentage of 

Total Indications

Salesmen's Subsequent Productivity 116 33.0

Feedback: Course Evaluations, 
Formal and Informal 112 31 . 8

Results o f Test and Measurements 12 3 .4

No E x p lic it C riteria 75 21.3

Innovation in  Programs 9 2 .6

In-Company Progress o f Newer 
Men; Personnel Turnover 28 8 .0

TOTALS 352 100. 1*

.D ifference in  hundredths i s  due to rounding, 

and f i e l d  s a l e s  m anagers; c o u rse  e v a lu a t io n s  by sa le sm en - 

t r a i n e e s ;  re v ie w s  w ith  s u p e r io r s  o v e r  m o n ito re d  t r a i n i n g  

s e s s i o n s ;  and th e  im p re ss io n s  o f  s t u d e n t s ,  p e e r s ,  and 

g e n e r a l  m anagem ent. T h is  e v a lu a t iv e  norm ap p ea red  112 

tim e s  i n  th e  d a t a ,  a r e p r e s e n ta t io n  o f  3 1 .8  p e r c e n t .  I f  

t h i s  i s  added t o  t h a t  o f  s a le s m e n 's  f i e l d  p e rfo rm an ce  as 

a  norm , an a g g re g a te  o f  6 4 .8  p e r c e n t  i s  o b ta in e d .

A re v ie w  o f  T ab le  26 and th e  above o b s e rv a t io n s  

s h o u ld  i n d i c a t e  t h a t  t h i s  d a ta  p ro v id e d  f a r  more in fo rm a­

t i o n  w i th  r e g a r d  t o  i m p l i c i t  c r i t e r i a .  The d i f f i c u l t y
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r e s t e d  w ith  th e  r e s e a r c h e r 's  q u e s t io n  r a t h e r  th an  w ith  th e  

p e r c e p t io n s  and i n t e r p r e t a t i o n s  o f  th e  re s p o n d e n ts .

A sid e  from  th e  la p se  i n  n o t  s t r e s s i n g  th e  w ord, " e x p l i c i t , "  

i n  th e  q u e s t io n  to  th e  r e s p o n d e n ts , th e  n a tu re  o f  th e  

k in d  o f  in fo rm a tio n  so u g h t r e q u i r e d  a  d i f f e r e n t  form  and 

p h ra s in g  in  th e  q u e s t io n  i t s e l f .  The r e s u l t  o b ta in e d , how­

e v e r ,  i s  an in fo rm a tiv e  l i s t  o f  i m p l i c i t  c r i t e r i a  and  th e  

f re q u e n c y  w ith  w hich i t s  c o n te n ts  te n d  t o  be u sed .

The S a le s  T r a in in g  Program

The jo b  o f th e  s a l e s  t r a i n e r  i s  m a te r i a l ly  sh ap ed  

i n  te rm s o f  th e  c h a r a c te r  and  form  o f  th e  s a le s  t r a i n i n g  

program  in  w hich he s e r v e s .  T h is s e c t io n  o f  th e  d a ta  i s  

d e v o ted  t o  an e x p l i c a t io n  o f  th o se  a s p e c ts  o f  s a le s  t r a i n ­

in g  program s which h e lp  d e te rm in e  th e  c o n te x t  o f  s a l e s  

t r a i n i n g  a c t i v i t y .

The d u ra t io n s  o f  i n i t i a l  s a l e s  t r a i n i n g  p h a se s  

w ere  r e p o r te d  in  a ra n g e  from  weeks t o  y e a r s .  The a v e r ­

age program  le n g th  was 7 .2  w e ek s , th e  m edian b e in g  th r e e  

w eeks. T h is  i s  to  be  i n t e r p r e t e d  t h a t  o n e - h a lf  o f  th e  

re s p o n d e n ts  c laim ed  t h e i r  i n i t i a l  t r a i n i n g  p h a se s  l a s t e d  

no lo n g e r  th a n  th r e e  w eeks. The a v e rag e  and th e  m edian 

num ber o f t r a in e e s  r e p o r te d  i n  each  g roup  o r  " c la s s "  to  

b e  t r a i n e d  w ere a lm ost i d e n t i c a l :  1 2 .2  and tw e lv e , r e s p e c ­

t i v e l y .

The e x te n t  t o  w hich  s a l e s  t r a i n e e s  r e c e iv e  p r e ­

t r a i n i n g  f a m i l i a r i z a t i o n  w i th  t h e i r  f u tu r e  work i s  e x h ib i t e d
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in  T ab le  27 : a lm o s t 70 p e r c e n t  o f  th e  re s p o n d e n ts  in d ic a ­

te d  t h a t  such  w o r k - f a m i l i a r i z a t io n  e x i s t s .  The form s t h a t  

i t  ta k e s  w ere d iv id e d  i n t o  f i e l d  w o rk , p ro d u c t  e x p o su re , 

and programmed le a r n in g  c o u r s e s .  T h ere  was a somewhat 

even d i s t r i b u t i o n  in  th e  r e s p o n s e s ,  f o r  165 re sp o n d e n ts  

m en tio n ed  f i e l d  w ork , 176 c i t e d  p ro d u c t  e x p o su re , and 123 

in c lu d e d  program m ed l e a r n in g  c o u r s e s .  T h is  in fo rm a tio n  

i s  d e t a i l e d  i n  T ab le  28.

TABLE 27

REPORTED STATUS OF WORK-FAMILIARIZATION
FOR NEW SALESMEN PRIOR TO 

TRAINING PROGRAM
THE

Practice
Number

Reporting Pe r c e nt

Prior Work-Familiarization E xists 203 6 8 . 8

No Prior Work-Familiarization E xists 65 22 . 0

No Response Indicated 27 9 .2

TOTAL 295 100 . 0
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TABLE 28

REPORTED TYPES OF WORK-FAMILIARIZATION 
FOR NEW SALESMEN PRIOR TO THE 

TRAINING PROGRAM

Type o f Work- 
Fam iliarization

Frequency of 
Indication

Percentage of 
Total Indication

Field Work 165 3 5 . 6

Product Exposure 176 37 . 9

Programmed Learning Courses 123 2 6 . 5

TOTAL 464 100 . 0  .

The re s p o n d e n ts  r e p o r te d  th e  f re q u e n c y  w ith  w hich 

t h e i r  s a l e s  t r a i n i n g  c l a s s e s  te n d e d  t o  co n v en e . The 

r e s u l t s  o f  th e  in fo r m a t io n  o b ta in e d  a r e  a r ra n g e d  in  

T ab le  29 . Over o n e - t h i r d  o f  th e  r e s p o n d e n ts  i n d ic a te d  

t h a t  t h e i r  c l a s s e s  m et e v e ry  day on a  f u l l - t i m e  b a s i s ,  

w hereas f i f t y - t h r e e  r e s p o n d e n ts ,  th e  sec o n d  l a r g e s t  g roup 

i n  t h i s  t a b l e ,  c la im e d  t h e i r  c l a s s e s  convened  m o n th ly .

The re s p o n d e n ts  w ere  a d v is e d  th e y  c o u ld  i n d i c a t e  more th a n  

one c a te g o ry  i n  t h i s  p o r t i o n  o f  th e  q u e s t i o n n a i r e ;  h e n c e , 

a  number o f  th e  ab o v e-m en tio n ed  f i f t y - t h r e e  r e s p o n d e n ts ,  

f o r  exam ple , w ould  have  a l s o  i n d ic a te d  d a i l y  m e e t in g s , 

s a y in g , i n  e f f e c t ,  t h a t  t h e i r  c la s s e s  w hich  w ere  convened 

from  month t o  m onth m et on a d a i l y  b a s i s .
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TABLE 29

REPORTED FREQUENCY WITH WHICH RESPONDENTS' 
SALES TRAINING CLASSES CONVENED

Scheduling Category
Frequency of 

Indication
Percentage of 

Total Indication

Daily, Full-Time 105 35 . 6

Daily, Half-Time 3 1 .0

Weekly 14 4 .8

Bi-Weekly 8 2 .7

Monthly 53 18. 0

Bi-Monthly 27 9 .2

Semi-Annual 25 8 .5

Annual 27 9 .2

No Response Indicated 33 11.2

TOTAL 295 100.2

Difference in  hundredths i s  due to rounding.

A number o f  s a l e s  e x e c u t iv e s  and m a rk e tin g  scho­

l a r s  have f e l t  o v e r  r e c e n t  y e a r s  t h a t  s a l e s  t r a i n i n g  p ro ­

grams have te n d ed  to  hav e  in o r d in a te  s t r e s s  on p ro d u c t 

know ledge and t o  have w eak n esses  i n  th e  a re a s  o f  s e l l i n g  

te c h n iq u e s  and th e  p la n n in g  and o rg a n iz in g  r e q u i s i t e  

t o  p r o f i c i e n t  s a l e s  p e rfo rm a n c e . The re s p o n d e n ts  in  th e  

s tu d y  in d i c a t e d ,  w ith  r e s p e c t  to  th e s e  p a r t i c u l a r  em phases,
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th e  p r o p o r t io n s  i n t o  w h ich  t h e i r  r e s p e c t iv e  s a l e s  t r a i n i n g  

program s te n d e d  t o  b e  d iv id e d . T h e ir  e s t im a t io n s  a re  

re c o rd e d  in  mean and  m edian term s in  T ab le  30: p ro d u c t

and company in f o r m a t io n  o ccu p ies  a mean o f  36 .9  p e rc e n t  

o f  th e  c o n te n t  o f  su ch  p rog ram s, w ith  a m edian o f  33 p e r ­

c e n t ;  th e  mean and  m edian r e p o r te d  h e re  f o r  s e l l i n g

TABLE 30

REPRESENTATIVE PROPORTIONS OF EMPHASIS IN 
SALES TRAINING PROGRAMS REPORTED 

BY RESPONDENTS

Training Program Emphasis
Mean

P e r c e n t
Median

Per cent

Product/Company Information 36.9 33

Selling  Techniques, Methods, Tactics 39.3 40

Work-Organization, Planning, Customer- 
Analysis 21.6 20

te c h n iq u e s  a r e  v i r t u a l l y  i d e n t i c a l :  p r o p o r t io n s  o f  39.3

p e rc e n t  and 40 p e r c e n t ,  r e s p e c t iv e ly ;  th e  p la n n in g  and 

o rg a n iz in g  o f  work a l s o  shows a c lo s e  c o n c u rre n c e  betw een 

i t s  mean o f  2 1 .6  p e r c e n t  and i t s  m edian o f  20 p e r c e n t .

The m ethods w hich  s a le s  t r a i n i n g  program s te n d  

to  u se  w ere  l i s t e d  by th e  r e s e a r c h e r  a s  l e c t u r e ,  c a se  

m ethod, r o l e - p l a y , s im u la t io n ,  group c o a c h in g , and f i e l d
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e x p o su re . From among th e s e  c h o ic e s  th e  re s p o n d e n ts  

s e l e c t e d  th o se  t h a t  p e r ta in e d  to  t h e i r  r e s p e c t iv e  t r a i n ­

in g  p ro g ram s; t h e i r  in d ic a t io n s  a re  r e p o r te d  in  T ab le  31, 

w ith  c l a s s i f i c a t i o n s  made a cco rd in g  to  th o s e  a re a s  o f  

em phasis  in  th e  s a l e s  t r a in in g  program  in  w hich th e  

m ethod r e p o r te d  was u se d .

The l e c t u r e  m ethod of i n s t r u c t i o n  f o r  p u rp o se s  

o f  co nvey ing  p ro d u c t  knowledge r e c e iv e d  th e  g r e a t e r  num­

b e r  o f  in d ic a t io n s ,  253 , w ith  f i e l d  e x p o su re  h av in g  second 

r e p r e s e n ta t io n  in  t h i s  a r e a ,  w ith  195 i n d i c a t i o n s .  With 

r e s p e c t  to  t r a i n i n g  sa lesm en  i n  s e l l i n g  t e c h n iq u e s , th e  

r o l e - p l a y  ap p ro ach  o b ta in e d  most r e s p o n s e s ,  253 in  num ber. 

The l e c t u r e  m ethod a p p ea re d  second  i n  t o t a l  i n d i c a t i o n s ,  

w ith  a r e p r e s e n ta t io n  o f  221 i n  t h i s  a r e a .  An exam ina­

t i o n  o f t h i s  t a b l e  shows th a t  th e  l e c t u r e  m ethod i s  u sed

m ost f r e q u e n t ly  to  t r a i n  salesm en  in  o rg a n iz in g  and p la n ­

n in g  t h e i r  s e l l i n g  e f f o r t s ;  i t  i s  shown a t  234 in d i c a t i o n s ,

2 8 .8  p e r c e n t ,  w ith  f i e l d  exposure  a g a in  r e p r e s e n te d  second

w ith  160 re s p o n s e s ,  a  1 9 .8  p e rc e n ta g e  o f  813 t o t a l  i n d i ­

c a t io n s  .

W ith r e s p e c t  t o  th e  use o f  t r a i n i n g  a i d s ,  th e  

re sp o n d e n ts  chose  from  among th e  f o l lo w in g ;  f i lm  s l i d e s ,  

m o v ie s , v id e o - ta p e  re v ie w s , lo n g -p la y  r e c o r d s ,  c a s s e t t e  

t a p e s ,  programmed le a r n in g ,  and t e x t  a s s ig n m e n ts . The 

re sp o n d e n ts  a l s o  i n d i c a t e d ,  as w ith  s a l e s  t r a i n i n g  m ethods, 

w hich  o f  th e  a r e a s  o f  emphases in  th e  s a l e s  t r a i n i n g



TABLE 3 1

R E P O R T E D  M E T H O D S  E M P L O Y E D  I N  R E S P O N D E N T S '  

S A L E S  T R A I N I N G  P R O G R A M S

A r e a  o f  E m p h a s i s

M e t h o d

P r o d u c t  K n o w l e d g e S e l l i n g  T e c h n i q u e s W o r k  O r g a n i z a t i o n

F r e q u e n c y

o f

I n d i c a t i o n

%  o f  

T o t a l  

I n d i c a t i o n

F r e q u e n c y

o f

I n d i c a t i o n

%  o f  

T o t a l  

I n d i c a t i o n

F r e q u e n c y

o f

I n d i c a t i o n

%  o f  

T o t a l  

I n d i c a t i o n

L e c t u r e 2 5 3 2 7  .  5 2 2 1 1 8 .  7 2 3 4 2 8 .  8

C a s e

M e t h o d 1 1 8 1 2  .  8 1 8 0 1 5  .  2 1 3 2 1 6  .  2

R o l e - P l a y 1 3 3 1 4  .  4 2 5 3 2  1 . 4 7 2 8  .  7

S i m u l a t i o n 9 2 1 0  .  0 1 7 0 1 4  .  4 1 0 6 1 3 . 0

G r o u p

C o a c h i n g 1 3 0 1 4  .  1 1 7 2 1 4  .  5 1 0 9 1 3  .  4

F i e l d

E x p o s u r e 1 9 5 2 1 . 2 1 8 7 1 5 . 8 1 6 0 1 9  .  7

T O T A L 9 2 1 1 0 0  .  0 1 1 8 3 1 0 0 . 0 8 1 3 1 0 0 . 0

o
o
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program  em ployed th e  a id s  i n d i c a t e d .  T h e ir  re s p o n se s  a re  

a r ra y e d  in  T ab le  32.

F ilm  s l i d e s  and t e x t  a ss ig n m e n ts  a re  u sed  m ost in  

su p p o r t  o f  t r a i n i n g  sa le sm en  in  p ro d u c t know ledge; to g e th e r  

th e y  c o n s t i t u t e  4 2 .8  p e r c e n t  o f  th e  re sp o n se s  made f o r  

t h i s  a re a  o f  e m p h as is . The u se  o f  m ovies a l s o  s h a re s  

n o t ic e  in  t h i s  a r e a ,  b e in g  r e p r e s e n te d  i n  177 re s p o n se s  

o f  1042, a p e rc e n ta g e  o f  1 7 .0 . The e f f o r t  t o  te a c h  

s e l l i n g  te c h n iq u e s  i s  r e p o r te d  a s  a id e d  m ost f r e q u e n t ly  

by th e  u se  o f  v id e o - ta p e s ,  m o v ie s , and f i lm  s l i d e s ,  

re c o rd e d  a t  18 .6  p e r c e n t ,  1 8 .4  p e r c e n t  and 1 5 .6  p e r c e n t ,  

r e s p e c t iv e ly .  As w ith  p ro d u c t  know ledge, th e  m ost f r e q u ­

e n t  i n d ic a t io n s  made w ith  r e s p e c t  to  te a c h in g  w ork- 

o r g a n iz a t io n  w ere f i lm  s l i d e s  and t e x t  a s s ig n m e n ts , w hich 

to g e th e r  co m p rise  4 2 .5  p e r c e n t  o f  a l l  i n d i c a t io n s  made 

h e re .

The d e c is io n  t o  in c lu d e  p a r t i c u l a r  m ethods o r  

a id s  in  a g iv en  s a l e s  t r a i n i n g  program  can  be e x p e c te d  

to  d i f f e r  from  company t o  company. The b a s i s  f o r  such  

d e c i s io n s ,  how ever, h a s  b een  c o n f in e d  to  t h a t  o f  each  

com pany's s i t u a t i o n a l  im p e r a t iv e s ,  and no  co n sen su s  h as  

been  v e n tu re d .  The in fo r m a t io n  i n  T ab le  33 r e f l e c t s  

th e  so u rc e s  on w hich th e  r e s p o n d e n ts ' com panies te n d e d  

to  r e l y .

Over f o r ty - tw o  p e r c e n t  o f  th e  in d i c a t io n s  made 

show t h a t  i t  i s  e x p e r ie n c e  in  th e  f i e l d  w hich  c o n d i t io n s
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TABLE 32

REPORTED TRAINING AIDS EMPLOYED IN RESPONDENTS' 
SALES TRAINING PROGRAMS

Area o f Emphasis

Training
Aid

Product Knowledge Sellin g  Techniques Work-Organization

Frequency
of

Indication

% of  
Total 

Indication

Frequency
of

Indication

% o f  
Total 

Indication

Frequency
of

Indication

% o f  
Total 

Indication

Film Slides 233 2 2 . 4 160 1 5 . 6 109 19. 9

Movies 177 17 . 0 189 1 8 . 4 89 16 . 1

Video Tape 132 1 2 . 7 191 18 . 6 64 11.  6

Long-Play
Records 27 2 .6 49 4 .8 13 2 .3

Cassette
Tapes 113 1 0 . 8 153 1 4 . 9 64 11.6

Programmed
Learning 147 1 4 . 1 125 12 . 2 83 15. 0

Text
Assign­
ments 213 2 0 . 4 158 1 5 . 4 132 23 .8

TOTALS 1042 100 . 0 1025 99 . 9* 554 100. 1*

Difference in hundredths i s  due to rounding.
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TABLE 33

REPORTED BASIS FOR EMPLOYING A PARTICULAR METHOD,. CONTENT; 
TECHNIQUE OR TRAINING AID IN RESPONDENTS' 

SALES-TRAINING PROGRAM

Basis
Frequency of  

Indication
Pe r c e nt  o f  

Indication

Field Experience 199 42 . 9

Experience o f  Other Firms 40 8 .6

Organizational Conference D eliberations 61 13 . 1

Recommendations in the Training 
Literature 38 8 .2

Expertise in Judgment o f Training 
Director 126 27 . 2

TOTALS 464 100.0

a c h o ic e  o f  t r a i n i n g  m ethod o r  a id .  The judgm ent o f  th e  

p e rso n  in  c h a rg e  o f  t r a i n i n g  th e  s a l e s  fo r c e  ap p ea rs  to  

r e c e iv e  f r e q u e n t  c o n s id e r a t io n ,  f o r  h i s  e x p e r t i s e  i s  

c i t e d  a s  a b a s i s  i n  2 7 .2  p e r c e n t  o f  th e  in d ic a t io n s  made. 

The l i t e r a t u r e  on t r a i n i n g  r e c e iv e d  m en tion  l e a s t ;  8 .2  

p e r c e n t  o f a l l  re s p o n s e s  p ro v id e d  in  th e  d a ta .
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The re s p o n d e n ts  in  t h i s  s tu d y  r e p o r t e d  on w h e th er 

o r  n o t  t h e i r  s a l e s  t r a i n e e s  r e c e iv e d  any fo llo w -u p  t r a i n ­

in g  a s id e  from  t h e i r  l a t e r  work w ith  s a le s  m anagers in  

th e  f i e l d .  The r e s u l t s  o f th e  re sp o n se s  a re  p re s e n te d  

in  T ab le  34. A f f i rm a tiv e  s ta te m e n ts  w ith  r e g a r d  to  

fo llo w -u p  t r a i n i n g  w ere made by 235 re s p o n d e n ts , a r e p r e ­

s e n ta t io n  o f  7 9 .7  p e r c e n t  o f  th e  295 re sp o n d e n ts  p a r t i c i ­

p a t in g  in  th e  s tu d y .

The re s p o n d e n ts  f u r t h e r  in d ic a te d  w h a t form s t h i s  

fo llo w -u p  t r a i n i n g  te n d e d  t o  t a k e ;  t h e i r  re s p o n se s  f e l l  

g e n e r a l ly  w i th in  c a te g o r ie s  o f  s i x  k in d s  o f  t r a i n i n g  w hich

table' 34

EEPORTED EXISTENCE OF FOLLOW-UP SALES TRAINING, 
EXCLUSIVE OF WORK WITH FIELD 

SALES MANAGERS

Practice
Number

Reporting Per cent

Follow-Up Training Exists 235 79. 7

No Follow-Up Training E xists 38 12 . 9

No Response Indicated 22 7 .5

TOTALS 295 100.1*

*Difference in  hundredths i s  due to rounding.
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e n su ed  once th e  fo rm al s a l e s  t r a i n i n g  p ro g ra m 's  i n i t i a l  

p h ase  was co m ple ted ; f i e l d  p r o g r e s s - t e s t i n g ,  p la n n ed  

re v ie w -se m in a rs  a t  r e g io n a l  o r  home o f f i c e s ,  s a l e s  m anager 

s u p e r v is io n ,  su b se q u e n t c la s s ro o m  i n s t r u c t i o n ,  m a il fo llo w - 

u p , and advanced  c a s e -s tu d y  s e m in a rs . An in s p e c t io n  o f  

T ab le  35 shows th e  re sp o n se s  f e l l  m ost f r e q u e n t ly  in  th e  

c a te g o r ie s  o f  th e  p la n n e d  re v ie w -se m in a rs  and s a l e s  mana­

g e r  s u p e r v is io n ,  p e rc e n ta g e s  o f  3 6 .6  and 3 9 .1 , r e s p e c ­

t i v e l y .  T h e ir  com bined r e p r e s e n ta t io n  o f  a l l  i n d ic a t io n s  

made in  t h i s  p o r t io n  o f  th e  d a ta  ex ceed s  75 p e r c e n t .

TABLE 35

REPORTED TYPES OF FOLLOW-UP 
SALES TRAINING

Type
Frequency of 

Indication
Percentage of  

Total Indication

Field Progress-Testing 78 17. 9

Planned Review-Seminars a t 
Regional or Home Offices 160 36 . 6

Sales-Manager Supervision 171 39 . 1

Follow-up Classroom Instruction 15 3 .4

Mail Follow-Up 10 2 .3

Advanced Caae-Study Seminars 3 0 .7

TOTALS 437 100 . 0
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O th e r  T r a in in g  In fo rm a tio n  

S e p a r a te ,  fo rm al s a l e s  t r a i n i n g  program s f o r  

e x p e r ie n c e d  sa le sm en  w ere r e p o r te d  to  be in  fo rc e  a t  th e  

com panies o f  180 r e s p o n d e n ts ,  w h ile  94 re s p o n d e n ts  i n d i ­

c a te d  t h a t  no s e p a r a t e  program  e x i s t s .  T h is  in fo rm a tio n  

i s  d e t a i l e d  in  T a b le  36.

TABLE 36

REPORTED EXISTENCE OF 
SALES-TRAINING 

EXPERIENCED

A SEPARATE FORMAL 
PROGRAM FOR 
SALESMEN

Practice
Number

Reporting Per cent

Separate Formal Program Exists 180 61.0

No Separate Formal Program Exists 94 31.9

No Response Indicated 21 7 .1

TOTALS 295 100.0

The m a t te r  o f  w h e th e r  th e  f u l l  s a l e s  t r a i n i n g  

r e s p o n s i b i l i t y  i s  e n t i r e l y  in  th e  h ands o f  th e  s a l e s  

t r a i n e r  u n d e r l i e s  th e  c o n s t r u c t io n  o f  T a b le  37 . Of th e  

293 re sp o n d e n ts  p ro v id in g  in fo r m a t io n ,  224 c la im ed  

t h a t  t h e i r  com panies do have  s p e c i f i c  and s e p a r a te  forms 

o f  s a l e s  t r a i n i n g  co n d u c te d  by s a l e s  m an ag e rs , b e s id e s  

th o s e  f o r  which th e  s a l e s  t r a i n e r s  a r e  r e s p o n s ib le .  The 

p r o p o r t io n  r e p r e s e n te d  h e re  i s  76 .5  p e r c e n t .
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TABLE 37

REPORTED EXISTENCE OF SPECIFIC AND SEPARATE 
FORMS OF SALES TRAINING CONDUCTED BY 

FIELD SALES MANAGERS ONLY

Practice
Number

Reporting P e r c e n t

S p ecific  and Separate Forms Exist 224 76.5

No S p ecific  and Separate Forms E xist 69 23.5

TOTALS 293 100 . 0

T ab le  38 p r e s e n ts  in fo rm a t io n  w ith  r e s p e c t  t o  

a n o th e r  m a t te r  o f  co n cern  to  th o se  i n t e r e s t e d  in  th e  

q u a l i t y  o f  s a l e s  m anagem ent: th e  fo rm al t r a i n i n g  program

f o r  th o s e  d e s ig n a te d  t o  be s a l e s  m anagers . Such program s 

a re  r e p o r te d  t o  e x i s t  by 6 3 .5  p e rc e n t  o f th e  re s p o n d e n ts .  

I t  a p p e a r s , how ever, t h a t  t r a i n i n g  program s d e s ig n e d  to  

t r a i n  th e  s a l e s  t r a i n e r  e x i s t  t o  a somewhat l e s s e r  e x te n t :  

i n  T a b le  39 , 61 .9  p e rc e n t  o f  th e  re sp o n d e n ts  in d ic a te d  

t h a t  no fo rm a l t r a i n i n g  p rog ram  o f t h i s  k in d  was b e in g  

c o n d u c te d  in  t h e i r  r e s p e c t iv e  o r g a n iz a t io n s .

Summary

The p u rp o se  o f  t h i s  c h a p te r  was t o  s e t  f o r th  in  

d e t a i l  th e  f in d in g s  r e g a rd in g  th e  q u a l i f i c a t i o n s  o f  th e
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TABLE 38

REPORTED EXISTENCE OF FORMAL TRAINING PROGRAMS 
FOR SALES-MANAGER DESIGNEES

Practice
Number

Reporting Percent

Formal Training Program E xists 186 63.5

No Formal Training Program Exists 107 36.5

TOTALS 293 100.0

TABLE 39

REPORTED EXISTENCE OF FORMAL 
DESIGNED TO TRAIN THE

TRAINING PROGRAMS 
SALES TRAINER

Practice
Number

Reporting Percent

A Formal Training Program E xists 112 38. 1

No Formal Training Program Exists 182 61.9

TOTALS 294 100.0
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s a le s  t r a i n e r  and th e  c h a r a c t e r i s t i c s  o f  th e  s a l e s  t r a i n ­

in g  jo b .

The q u a l i f i c a t i o n s  o f  th e  s a l e s  t r a i n e r  w ere d e s ­

c r ib e d  in  te rm s o f  e d u c a t io n  and work e x p e r ie n c e , th e  l a t t e r  

encom passing  backg rounds i n  f i e l d  s e l l i n g ,  f i e l d  s a le s  

m anagem ent, t r a i n i n g ,  and academ ic  te a c h in g .

The c h a r a c t e r i s t i c s  o f  th e  s a l e s  t r a in in g  ta s k  

w ere exam ined i n  th e  c o n te x t  o f  th e  fo llo w in g :

1 . Company In fo rm a tio n  — I n d u s t r y ,  t y p e ,  s i z e ,  

and cu sto m er c l a s s i f i c a t i o n .

2. Job In fo rm a tio n  — S u p e r io r s ,  p e e r s ,  and su b ­

o r d in a te s ;  w o r k - p r o p o r t io n s , su g g es ted  jo b -  

q u a l i f i c a t i o n s , and c r i t e r i a  fo r  work 

e v a lu a t io n .

3. The S a le s  T r a in in g  Program  — D u ra tio n , f r e ­

q uency , c o n te n t ,  m e th o d s , a i d s ,  and t r a i n e e -  

a d m in i s t r a t io n .

4. O ther T ra in in g  In fo rm a tio n  — Program s f o r  

s a l e s  m an ag e rs , s a l e s  t r a i n e r s , and e x p e r ie n c e d  

sa le sm en .



CHAPTER V

SUMMARY, CONCLUSIONS, AND RECOMMENDATIONS

T his c h a p te r  c o n ta in s  a summary o f  th e  p u rp o ses  

and p ro c e d u re s  o f  the  su rv e y , a p r e s e n t a t i o n  o f  and s t a t e ­

m ents re g a rd in g  th e  m ajor f in d in g s ,  c o n c lu s io n s  r e l a t e d  to  

th e  f in d in g s ,  and h y p o th e se s  and s u g g e s t io n s  p e r t i n e n t  to  

f u r t h e r  r e s e a r c h .

Summary

The p rob lem  o f  t h i s  s tu d y  was to  d is c o v e r  and to  

d e l in e a t e  th e  q u a l i f i c a t i o n s  o f  th e  s a l e s  t r a i n e r  and th e  

c h a r a c t e r i s t i c s  o f  h i s  work in  th e  t r a i n i n g  o f  sa le sm en .

A f u r t h e r  i n t e n t  was to  c o n s t r u c t  c e r t a i n  h y p o th e se s  

r e l a t i v e  to  th e  s a le s  t r a i n e r  and h i s  w ork, a s  an a id  — 

and a c a l l  — f o r  f u r t h e r  r e s e a rc h  in  s a l e s  t r a i n i n g .

T h is  s tu d y  c o n s is te d  o f  th r e e  m a jo r p h a se s :

1 . An e x te n s iv e  se a rc h  o f  th e  l i t e r a t u r e  co n cern ed  

w ith  s a l e s  t r a i n i n g  w hich re v e a le d  a c o n s id ­

e r a b le  body o f  w r i t i n g s  o f  a n o rm a tiv e  and 

p r e s c r i p t i v e  n a tu r e .  The r e s e a r c h  in  s a le s  

t r a i n i n g  fo cu sed  on s a l e s  t r a i n i n g  program s 

p e r  s e ;  m ost o f  t h i s  r e s e a r c h  was to  be found 
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i n  u n p u b lish e d  d i s s e r t a t i o n s .  No s tu d ie s  

o f  th e  s a l e s  t r a i n e r  a p p e a re d  i n  t h i s  

l i t e r a t u r e .

2 . The a c c u m u la tio n  o f  th e  d a ta  by th e  u se  o f a 

fo u r -p a g e ,  m a il q u e s t i o n n a i r e .  The re sp o n ­

d e n ts  p ro v id e d  in fo rm a t io n  w ith  r e s p e c t  to  

t h e i r  co m p an ies , t h e i r  s a l e s  t r a i n i n g  jo b s ,  

and t h e i r  co m p an ies ' s a l e s  t r a i n i n g  p ro g ram s, 

i n  a d d i t io n  to  p e r s o n a l  d a ta .  Of th e  430 

a d d r e s s e e s ,  302 re sp o n d ed  t o  th e  r e s e a rc h  

e f f o r t ,  a 70 .3  r e p r e s e n t a t i o n .

3 . The i n t e r p r e t a t i o n s  o f  th e  f in d in g s  in  th e  

d a ta ,  and th e  fo rm u la t io n  o f  h y p o th e se s  w ith  

r e s p e c t  to  th e  i s s u e  o f  s a l e s  t r a i n i n g .

F in d in g s

An a n a ly s is  o f th e  d a ta  c o l l e c t e d  i n  th e  s tu d y  

r e s u l t e d  in  th e  m a jo r  f in d in g s  enu m era ted  below :

1 . More th a n  86 p e r c e n t  o f  th e  re sp o n d e n ts  

r e p o r te d  th e y  h ad  a  c o l le g e  b ack g ro u n d , and 

o v e r 32 p e rc e n t  in d ic a te d  in v o lv e m e n t in  

g ra d u a te  s t u d i e s .

2 . M anagem ent/B usiness A d m in is t r a t io n  was th e  

m ost f r e q u e n t ly  r e p r e s e n te d  u n d e rg ra d u a te  

m ajo r f i e l d  o f  s tu d y :  n e a r ly  25 p e r c e n t .

A lm ost 49 p e r c e n t  o f  th e  295 re s p o n d e n ts
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m ajo red  i n  one o f  th e  u n d e rg ra d u a te  d i s ­

c i p l i n e s  in  b u s in e s s  s t u d i e s .

3 . Of th e  tw e n ty - e ig h t  re s p o n d e n ts  in d ic a t in g  

g ra d u a te  s tu d ie s  i n  E d u c a tio n , 27 r e p o r te d  

th e y  had had te a c h in g  e x p e r ie n c e  in  an 

e d u c a t io n a l  i n s t i t u t i o n .

4. W ith r e s p e c t  t o  f i e l d  s a l e s  e x p e r ie n c e ,  44.4 

p e r c e n t  o f  th e  295 re s p o n d e n ts  c la im ed  betw een 

two t o  f i v e  y e a r s  f o r  t h i s  c a te g o ry .

5 . Of th e  118 re sp o n d e n ts  c la im in g  some s a le s  

managem ent e x p e r ie n c e ,  o v e r  53 p e r c e n t  had  

th r e e  y e a r s  o r  l e s s  o f  t h i s  back g ro u n d .

6 . S e v e n ty - fo u r  re sp o n d e n ts  r e p o r te d  th e y  had 

e x p e r ie n c e  in  t r a i n i n g  n o n - s a le s  p e r s o n n e l ;  

4 9 .1  p e r c e n t  o f  th e s e  r e s p o n d e n ts  had  e i t h e r  

one o r  two y e a r s  w ith  t h i s  k in d  o f  e x p e r ie n c e .

7 . Of th e  71 re sp o n d e n ts  s t a t i n g  th e y  had

some e x p e r ie n c e  as  a t e a c h e r  a t  an e d u c a t io n a l  

i n s t i t u t i o n ,  o v e r 57 p e r c e n t  c la im ed  up to  

th r e e  y e a r s  o f  t h i s  e x p e r ie n c e .

8. In  a  c ro s s -m a tc h e d  e x p e r ie n c e  p r o f i l e  o f  th e  

s a l e s  t r a i n e r ,  th o s e  m ost f r e q u e n t ly  r e p r e ­

s e n te d  in  th e  d a ta  were th o s e  who had  a t  

l e a s t  b o th  t r a i n i n g  e x p e r ie n c e  and a c o l le g e  

b a ck g ro u n d . T h e ir  summed r e p r e s e n ta t io n
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was 203 in  num ber, o ver 72 p e r c e n t  o f  th e  

t o t a l  r e s p o n d e n ts .

9 . Over 61 p e r c e n t  o f  th e  re s p o n d e n ts  came to  

th e  s a l e s  t r a i n i n g  fu n c t io n  d i r e c t l y  from 

e i t h e r  f i e l d  s e l l i n g  o r  f i e l d  s a l e s  manage­

m ent.

10. More th a n  53 p e r c e n t  o f th e  re sp o n d e n ts  r e p o r te d  

h a v in g  had  fo rm a l t r a i n e r  p r e p a r a t io n .

11. F o r ty - s ix  p e r c e n t  o f  th e  re sp o n d e n ts  in d ic a ­

t e d  t h a t  th e y  e x p e c te d  t o  have s e rv e d  in  s a le s  

t r a i n i n g  f o r  t h e i r  p r e s e n t  em ployers no more 

th a n  f i v e  y e a r s ,  w h ile  o v e r  48 p e rc e n t  re sp o n ­

ded in  e i t h e r  i n d e f i n i t e  o r  c a r e e r  te rm s .

12. A 68 p e r c e n ta g e , 203 o f  295 re s p o n d e n ts , 

r e p o r te d  t h a t  t h e i r  s a le s  t r a i n i n g  a c t i v i t i e s  

w ere  b e in g  c o n d u c te d  f o r  com panies in  th e  

g e n e r a l  m a n u fa c tu r in g  f i e l d .

13. Of th e  295 r e s p o n d e n ts ,  68 p e r c e n t  r e p o r te d  

f i e l d  s a le s  e x p e r ie n c e  in  th e  same c a te g o ry  

o f  goods o r  s e r v ic e s  as t h a t  in  w hich th e y  

w ere  now c o n d u c tin g  s a le s  t r a i n i n g .

14. O ver 29 p e r c e n t  o f  th e  c u s to m ers  o f  th e  

re sp o n d en ts*  com panies w ere  c l a s s i f i e d  as 

b e in g  governm en t, i n d u s t r y ,  o r  e d u c a tio n ;

25 p e r c e n t  w ere  i d e n t i f i e d  as r e t a i l  m e rc h an ts , 

o v e r  23 p e r c e n t  a s  w h o le sa le  m iddlem en, and 

2 2 .7  p e r c e n t  a s  u l t im a te  r e t a i l  consum ers.
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15. The s u p e r io r s  o f s a le s  t r a i n e r s  were re p o r te d  

to  have l i n e  s a l e s  o r  m a rk e tin g  t i t l e s  by

69 p e r c e n t  o f th e  295 re s p o n d e n ts  p a r t i c i p a t i n g  

in  t h i s  s tu d y .

16. O n e -h a lf  th e  re s p o n d e n ts  have a t  l e a s t  one 

t r a i n e r  p e e r ,  and o v e r 47 p e r c e n t  o f  t h i s  

s t u d y 's  re sp o n d e n ts  r e p o r te d  t h a t  th e y  have 

c o - t r a i n e r s  c o n d u c tin g  n o n - s a le s  t r a i n i n g .

17. The a v e ra g e  am ount o f  tim e  s p e n t  in  f a c e - to -  

fa c e  t r a i n i n g  w ith  sa le sm en  was s p e c i f i e d  at 

41 p e r c e n t ;  th e  m edian was 40 p e r c e n t .  The 

mean p r o p o r t io n  r e p o r te d  f o r  s a l e s  t r a in in g  

su p p o r t  f u n c t io n s  was 34 p e r c e n t ,  w ith  a 

m edian o f  30 p e r c e n t .  A d m in is tr a t iv e  ta s k s  

showed a  23 p e r c e n t  mean p r o p o r t io n ,  w ith  a 

m edian o f  tw en ty  p e r c e n t .

18. The a v e ra g e  p r o p o r t io n  o f  s a le s  t r a i n i n g  done 

i n  th e  f i e l d ,  as r e p o r te d  by th e  re sp o n d e n ts , 

was 31 p e r c e n t ,  w h ile  t h a t  o f  s a le s  t r a in in g  

co n d u c ted  a t  home o f f i c e s  o r  t r a i n i n g  c e n te rs  

was o v e r  67 p e r c e n t .

19. The mean p r o p o r t io n  o f  f i e l d  s a le s  t r a i n i n g  

co n d u c ted  w ith  g roups o f  sa le sm en , as  r e p o r te d  

by th e  r e s p o n d e n ts ,  was 65 p e r c e n t ,  w h ile  t h a t  

o f  f i e l d  s a l e s  t r a i n i n g  acco m p lish ed  w ith  

in d iv id u a l  sa le sm en  was 26 p e r c e n t .  The
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m edian  o f  th e  fo rm e r , how ever, was 80 p e r c e n t ,  

w h ile  th e  m edian o f  th e  l a t t e r  was 10 p e r c e n t .

20. O ver 45 p e r c e n t  o f  th e  295 re sp o n d e n ts  i n d i ­

c a te d  t h a t  t h e i r  com panies made a forma], 

e v a lu a t io n  o f  th e  s a l e s  t r a i n e e s '  a t t i t u d e s  

p r i o r  t o  th e  in c e p t io n  o f  t r a i n i n g .

21 . Of th e  295 re s p o n d e n ts  in  t h i s  s tu d y , 48 p e r ­

c e n t  r e p o r te d  t h a t  th e y  r e c e iv e  fo rm al 

p r o g r e s s - r e p o r t s  on th e  s a l e s  t r a in e e s  who 

have co m p le ted  th e  i n i t i a l  s a l e s - t r a i n i n g  

p h a s e .

22 . Of t h e  843 s e p a r a te  e n t r i e s  l i s t i n g  recom ­

mended minimum q u a l i f i c a t i o n s  th e  s a le s  t r a i n e r  

s h o u ld  h a v e , 197, o r  23 p e r c e n t ,  a d v ise d  

s e l l i n g  e x p e r ie n c e  a s  a n e c e s s a ry  c r e d e n t i a l  

f o r  th e  s a l e s  t r a i n i n g  jo b . H aving some 

c o l le g e  e d u c a tio n  was a d v ise d  102 t im e s ,  and 

b e in g  a good com m unicator was c i t e d  106 t im e s .

23. A m atch  o f  s e l e c t e d  q u a l i f i c a t i o n s  recommended 

by t h e  re s p o n d e n ts  w i th  com parab le  q u a l i f i ­

c a t i o n s  p o s s e s s e d  by th e  re sp o n d e n ts  re v e a le d  

t h a t  92 p e r c e n t  o f  th o s e  recommending s e l l i n g  

e x p e r ie n c e  a l s o  had  su ch  backg round . The 

e x t e n t  o f  c o n c u rre n c e  was 99 p e r c e n t  f o r  

c o l le g e  b ack g ro u n d , 98 p e r c e n t  f o r  te a c h in g
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o r  t r a i n i n g  e x p e r ie n c e ,  and 68 p e rc e n t  f o r  

s a l e s  m anagem ent e x p e r ie n c e .  The l a t t e r  was 

recommended 66 t im e s ,  w ith  45 o f  th e s e  re sp o n ­

d e n ts  h a v in g  h a d  s a le s  management e x p e r ie n c e  

th e m s e lv e s .

24. The m ost f r e q u e n t ly  r e p o r te d  c r i t e r i a  f o r  e v a lu a ­

t i n g  th e  work o f  th e  s a l e s  t r a i n e r  was th e  

su b se q u e n t p r o d u c t iv i t y  o f th e  sa le sm en ; 33 

p e rc e n t  o f  th e  352 e n t r i e s  r e g a rd in g  c r i t e r i a  

were o f  t h i s  ty p e .  Form al and in fo rm a l fe e d ­

b a ck , in c lu d in g  c o u rse  e v a lu a t io n s  by s a le s  

t r a i n e e s ,  was c i t e d  by 32 p e r c e n t  o f  th e  e n t r i e s  

h e r e ,  and 21 p e r c e n t  o f  th e  c r i t e r i a  m en tio n ed  

c la im ed  no e x p l i c i t  c r i t e r i a  e x i s t e d  i n  t h e i r  

o r g a n iz a t io n s .

25 . The a v e ra g e  o f  th e  r e p o r te d  d u r a t io n  o f  s a l e s  

t r a i n i n g  p rog ram s was sev en  w eek s, w ith  a 

m edian o f  t h r e e  w eeks.

26. The mean o f  th e  r e p o r te d  number o f  s a l e s  

t r a in e e s  in  th e  s a l e s  t r a i n i n g  c la s s e s  was 

tw e lv e , as was th e  m ed ian .

27. S ix ty -n in e  p e r c e n t  o f  t h e  re sp o n d e n ts  r e p o r te d  

t h a t  new sa le sm en  r e c e iv e  w o r k - f a m i l ia r i^ a t io n  

p r i o r  t o  th e  in c e p t io n  o f  th e  s a le s  t r a i n i n g  

p rogram .
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28. F o r th o s e  sa le sm en  who do r e c e iv e  p r e - t r a i n i n g  

w o r k - f a m i l i a r i z a t i o n ,  p ro d u c t  ex p o su re  was 

r e p o r te d  m o st f r e q u e n t ly  as th e  form  i t  t a k e s :

38 p e r c e n t  o f  th e  464 in d i c a t io n s  made by th e  

r e s p o n d e n ts .  F ie ld  work was m entioned  165 

t im e s ,  36 p e r c e n t  o f  a l l  in d ic a t io n s  made.

29. T h i r t y - s i x  p e r c e n t  o f  th e  295 re sp o n d e n ts  

r e p o r te d  t h a t  t h e i r  s a l e s  t r a i n i n g  c la s s e s  met 

on a d a i ly  b a s i s ,  and 18 p e r c e n t  s t a t e d  t h a t  

t h e i r  c l a s s e s  convened m on th ly .

30. W ith r e s p e c t  to  th e  r e p r e s e n ta t i v e  p ro p o r t io n s  

o f  em phasis i n  th e  s a le s  t r a i n i n g  program s of 

th e  r e s p o n d e n ts ,  th e  av e rag e  r e p o r te d  p ro p o r t io n  

in v o lv e d  w i th  p ro d u c t  o r  company in fo rm a tio n  

was 37 p e r c e n t ,  w ith  a  m edian o f  33 p e r c e n t .

The av e rag e  o f  th e  r e p o r te d  p ro p o r t io n s  r e l a ­

t i v e  t o  s e l l i n g  te c h n iq u e s  was 39 p e r c e n t ,

w ith  a m edian o f  40 p e r c e n t ,  and th e  mean p ro ­

p o r t i o n  w ith  r e g a rd  to  th e  r e l a t i v e  em phasis 

p la c e d  on te a c h in g  th e  p la n n in g  and  o rg a n iz in g  

o f  work was 22 p e r c e n t ,  w ith  a m edian o f  20 

p e r c e n t .

31. I n  r e p o r t in g  th e  m ethods em ployed in  th e  s a le s  

t r a i n i n g  p ro g ram , 24 p e r c e n t  o f  th e  in d ic a t io n s  

made c i t e d  l e c t u r e s  f o r  co n v ey in g  p ro d u c t o r  

company in f o r m a t io n ,  w h ile  21 p e rc e n t  in d ic a te d
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f i e l d  e x p o su re  u sed  f o r  t h i s  p u rp o se .

F o r te a c h in g  s e l l i n g  te c h n iq u e s ,  21 

p e r c e n t  r e p o r te d  th e  use o f r o l e - p l a y  and  18 

p e r c e n t  in d i c a t e d  th e  l e c t u r e  m ethod f o r  t h i s  

p u rp o s e .

In  i n s t r u c t i n g  t r a i n e e s  on w o rk -o rg a n iz a -  

t i o n ,  28 p e r c e n t  o f  a l l  i n d i c a t io n s  made by 

th e  r e s p o n d e n ts  i n  t h i s  s e c t io n  o f  th e  d a ta  

r e v e a le d  t h a t  th e  l e c t u r e  m ethod was u sed  f o r  

t h i s  p u rp o s e ; 20 p e r c e n t  o f  th e  in d i c a t io n s  

i d e n t i f i e d  f i e l d  work as th e  m ethod u sed  h e r e .

32. In  r e p o r t i n g  th e  t r a i n i n g  a id s  s u p p o r t in g  th e  

s a l e s  t r a i n i n g  e f f o r t ,  22 p e r c e n t  o f  a l l  i n d i ­

c a t io n s  made h e re  by th e  re s p o n d e n ts  r e v e a le d  

t h a t  f i lm  s l i d e s  w ere u sed  t o  te a c h  p ro d u c t 

k n o w led g e , w h ile  20 p e r c e n t  o f  th e  in d i c a t io n s  

p o in te d  t o  t e x t  a ss ig n m e n ts  b e in g  used  f o r  

t h i s  p u rp o s e .

F o r i n s t r u c t i o n  in  s e l l i n g  te c h n iq u e s ,

19 p e r c e n t  o f  th e  i n d i c a t io n s  i d e n t i f i e d  v id e o ­

ta p e  a s  a  t r a i n i n g  a id  f o r  t h i s  p u rp o se ;

18 p e r c e n t  o f  th e  in d ic a t io n s  c i t e d  m ovies as 

th e  a id  u sed  h e r e .

F o r u se  i n  te a c h in g  th e  p la n n in g  and 

o r g a n iz in g  o f  w ork , 24 p e r c e n t  o f  th e  i n d i c a ­

t i o n s  made by re sp o n d e n ts  s e l e c te d  t e x t
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a ss ig n m e n ts  as th e  a id s  employed f o r  t h i s  

p u r p o s e .

33 . F o r t y - t h r e e  p e r c e n t  o f  th e  i n d i c a t i o n s  made 

by t h e  re s p o n d e n ts  c i t e d  e x p e r ie n c e  i n  th e  

f i e l d  a s  t h e  b a s i s  f o r  em ploying a p a r t i c u l a r  

method o r  t r a i n i n g  a id  used  i n  t h e i r  r e s p e c ­

t i v e  s a l e s  t r a i n i n g  program s.

34 . Of t h e  295 re s p o n d e n ts  in v o lv e d  i n  th e  s tu d y ,

80 p e r c e n t  c la im ed  t h a t  fo l lo w -u p  t r a i n i n g ,  

e x c l u s i v e  o f  work w i th  s a l e s  m an ag ers ,  i s  

c o n d u c ted  by t h e i r  companies i n  b e h a l f  o f  

s a l e s  t r a i n e e s .

35 . With r e s p e c t  to  th e  ty p e s  o f  fo l lo w -u p  t r a i n i n g  

u sed  i n  b e h a l f  o f  s a l e s  t r a i n e e s ,  37 p e r c e n t

o f  t h e  i n d i c a t i o n s  by th e  r e s p o n d e n ts  r e v e a l e d  

t h a t  p la n n e d  re v ie w -se m in a rs  a t  r e g i o n a l  o r  

home o f f i c e s  were u sed  f o r  t h i s  p u rp o s e ;  

s a le s -m a n a g e r  s u p e r v i s io n  was i d e n t i f i e d  f o r  

t h i s  p u rp o se  i n  39 p e r c e n t  o f  th e  i n d i c a t i o n s  

made.

36. Of t h e  295 re s p o n d e n ts  in v o lv e d  i n  t h e  s tu d y ,

61 p e r c e n t  r e p o r te d  t h a t  a s e p a r a t e  fo rm al 

s a l e s - t r a i n i n g  program  was i n  f o r c e  f o r  

e x p e r ie n c e d  sa lesm en in  t h e i r  r e s p e c t i v e  

c o m p an ies .
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37. Over 76 p e r c e n t  o f  th e  re sp o n d en ts  p a r t i c i p a ­

t i n g  i n  t h e  s tu d y  r e p o r t e d  t h a t  s p e c i f i c  and 

s e p a r a t e  forms o f  s a l e s  t r a i n i n g  were co n d u c ted  

s o l e l y  by t h e  f i e l d  s a l e s  managers i n  t h e i r  

r e s p e c t i v e  co m p an ie s .

38. S i x t y - t h r e e  p e r c e n t  o f  th e  re s p o n d e n ts  r e p o r t e d  

t h a t  t h e i r  o r g a n i z a t i o n s  had fo rm al t r a i n i n g  

program s f o r  th o s e  d e s ig n a te d  t o  be s a l e s  

m a n ag e rs .

39. S ix ty - tw o  p e r c e n t  o f  t h e  re s p o n d en ts  r e p o r t e d  

t h a t  t h e i r  o r g a n i z a t i o n s  d id  n o t  have fo rm al 

t r a i n i n g  p rogram s d e s ig n e d  t o  t r a i n  t h e i r  

s a l e s  t r a i n e r s .

C o n c lu s io n s

I t  may be s a i d  t h a t  th e  i d e a l  s a l e s  t r a i n e r  sh o u ld  

be one who u n d e r s ta n d s  t h e  c o n te x t  o f  th e  s a le s m a n 's  

work and who h as  a g ra s p  o f  t e a c h in g  te c h n iq u e s  and th e  

p r i n c i p l e s  o f  l e a r n i n g .  In  re v ie w in g  th e  q u a l i f i c a t i o n s  

o f  th e  s a l e s  t r a i n e r s  who p a r t i c i p a t e d  i n  t h i s  s tu d y ,  i t  

a p p ea rs  t h a t ,  i n  t e rm s  o f  t h e i r  e d u c a t io n a l  c r e d e n t i a l s ,  

th e y  come t o  t h e i r  work w i th  a h ig h  l e v e l  o f  i n t e l l e c t u a l  

p r e p a r a t i o n .  T here  was a  s u b s t a n t i a l  number who r e p o r t e d  

c o l l e g e  p r e p a r a t i o n  i n  f i e l d s  o f  s tu d y  i n  B u s in e ss  A dm inis­

t r a t i o n  and i n  E d u c a t io n .  From b u s in e s s  s t u d i e s  t h e  s a l e s  

t r a i n e r  h as  a f o u n d a t io n  f o r  g r a s p in g  th e  s e t t i n g  i n  which
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sa le sm en  f u n c t i o n ,  and i n  s t u d i e s  i n  e d u c a t io n  he g a in s  

an a p p r e c i a t i o n  and p e rh a p s  a m aste ry  o f  t e a c h in g  t e c h n i ­

ques and  th e  p r i n c i p l e s  o f  l e a r n i n g .  The r a r e  t r a i n e r  

r e p r e s e n t e d  i n  t h i s  s tu d y  was he who e v id e n c e d  b o th  o f  

th e  f o r e g o in g  e d u c a t i o n a l  back g ro u n d s .

The m a t t e r  becomes more complex i f  th e  i d e a l  

t r a i n e r  i s  one who h a s  had  f i e l d  s e l l i n g  e x p e r i e n c e .  Many 

o f  th e  r e s p o n d e n t s ,  d i d ,  in d e e d ,  have t h i s  as  p a r t  o f  t h e i r  

q u a l i f i c a t i o n s ,  b u t  o n ly  i n  c o n ju n c t io n  w i th  one o f  th e  

above e d u c a t i o n a l  p r e p a r a t i o n s .  I t  a p p ea rs  t h a t  th e  m a jo r­

i t y  o f  companies draws on i t s  f i e l d  s a l e s  f o r c e  t o  s t a f f  

i t s  s a l e s  t r a i n i n g  a c t i v i t y .  This may be  an i n d i s p u t a b l e  

a id  in  p r o v id in g  c r e d i b i l i t y  d u r in g  th e  t r a i n i n g  s e s s i o n s  

and f o r  i n j e c t i n g  th e  v a lu e  o f  f i e l d  e x p e r i e n c e  i n t o  th e  

s a l e s  t r a i n i n g  e f f o r t .  B ut t h e r e  i s  no n e c e s s a r y  l i n k  

betw een s u c c e s s f u l  s a l e s  p e rfo rm ance  and an e f f e c t i v e  

q u a l i t y  o f  s a l e s  t r a i n i n g  — no more th a n  t h e r e  i s  betw een 

o u t s t a n d in g  i n d i v i d u a l  s a l e s  ach ievem ent and p r o f i c i e n t  

s a l e s  management. T h is  p r a c t i c e  o f  moving s a l e s  p e r s o n n e l  

i n t o  s a l e s  t r a i n i n g  p o s i t i o n s  i s  p ro b a b ly  r e l a t e d  t o  t h a t  

fo rm er u n i v e r s a l  cc-" d i t  io n  w here in  s a l e s  management had 

th e  e n t i r e  s a l e s  t r a i n i n g  r e s p o n s i b i l i t y .  T o d ay 's  s a l e s  

t r a i n e r ,  how ever, i n  o r d e r  t o  h e lp  p r o v id e  th e  f i e l d  

o r g a n i z a t i o n  w i th  s u p e r i o r  sa lesm en f o r  t o d a y 's  s o p h i s ­

t i c a t e d  m a rk e ts ,  w i l l  r e q u i r e  more th a n  some c o l l e g e  

e d u c a t io n  and s u c c e s s f u l  s e l l i n g  e x p e r ie n c e .
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Those s a l e s  t r a i n e r s  who e x h i b i t e d  some y e a r s  o f  

t e a c h in g  e x p e r ie n c e  b r i n g  a v a lu a b l e  q u a l i f i c a t i o n  t o  t h e i r  

t r a i n i n g  e f f o r t s .  As a  g ro u p ,  th e y  show much g r e a t e r  

ev id en c e  o f  p u r s u in g  advanced  g ra d u a te  s t u d i e s .  F o r  t h e s e ,  

as m igh t be e x p e c te d ,  t h e  d i f f i c u l t y  r e s i d e s  in  th e  r e l a ­

t i v e l y  l e s s e r  e v id en c e  o f  f i e l d  s a l e s  e x p e r ie n c e .  I t  i s  

p o s s i b l e ,  h ow ever , f o r  t h e  d e d i c a t e d  t e a c h e r ,  as t h e  

com m itted s a l e s  t r a i n e r ,  t o  r e l y  on h i s  e x p e r t i s e  t o  com­

p e n s a te  f o r  w h a te v e r  im ped im en t l i m i t e d  s a l e s  e x p e r ie n c e  

m ight p r e s e n t .

A lm ost h a l f  t h e  r e s p o n d e n ts  i n  t h i s  s tu d y  c o n s id e r  

s a l e s  t r a i n i n g  as a  more o r  l e s s  tem pora ry  p o s i t i o n .  I f  

t h e  d u r a t i o n  o f  t h e  s a l e s  t r a i n i n g  a ss ig n m en t i s  l e s s  th a n  

f i v e  y e a r s ,  one c a n n o t  assum e, t h e r e f o r e ,  t h a t  th e s e  i n ­

cumbents p e r c e i v e  i t  i n  t h e  same way as  th e y  would i f  i t  

were a  c a r e e r  w ork . And i t  can  be su rm ised  t h a t  such  a 

p e r s p e c t i v e  can  c o l o r  th e  s a l e s  t r a i n e r ' s  p e r c e p t io n  o f  

h i s  r e s p o n s i b i l i t y  in  t h e  s a l e s  t r a i n i n g  t a s k .  I f  th e  

t r a i n e r  o f  sa le sm en  i s  n o t  s u f f i c i e n t l y  rew ard ed , as Davis 

and W ebster c la im ,^  th e n  t h o s e  who look  upon s a l e s  t r a i n ­

in g  as  an i n t e r i m  a c t i v i t y  w i l l  p ro b a b ly  c o n t in u e  t o  have 

a c o n s id e r a b le  r e p r e s e n t a t i o n  i n  th e  ra n k s  o f  s a l e s  

t r a i n e r s .

^Kenneth R. D avis and F re d e r ick  E. W ebster, J r . ,  
Sales  Faroe Management  (New York; The Ronald P ress  Company, 
1 9 6 8 ) ,  p .  59 .
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In  o b s e r v in g  t h a t  n e a r l y  70 p e r c e n t  o f  t h e  r e s p o n ­

d e n ts  r e p o r t  t o  a  s u p e r i o r  w i th  a s a l e s  o r  m a rk e t in g  t i t l e ,  

one i s  g iv e n  th e  im p re s s io n  t h a t  t h i s  p r o p o r t i o n  i s  con­

d u c t in g  s a l e s  t r a i n i n g  u n d e r  a  l i n e  r e s p o n s i b i l i t y .  T h is  

proxy  v a r i a b l e  may n o t  be  a  w ho lly  a c c u r a t e  o n e ,  f o r  some 

o f  t h e s e  s a l e s  t r a i n e r s ' s u p e r i o r s  may have  such  t i t l e s  

and y e t  be  i n  t u r n  a n sw erab le  t o  a s t a f f  e x e c u t i v e .  B u t ,  

n o tw i th s t a n d in g  t h i s  r e s e r v a t i o n ,  th e  p o i n t  n e ed s  t o  be 

made t h a t  i t  may make a d i f f e r e n c e  i f  t h e  s a l e s  t r a i n e r  

p e rfo rm s  in  a  s t a f f  p o s i t i o n  v i s - a - v i s  a l i n e  p o s i t i o n .

As a s t a f f  s a l e s  t r a i n e r ,  he i s  a t  a remove from  th e  l i n e  

im p e r a t iv e s  o f  o b t a i n i n g  s a l e s  r e s u l t s  and t h e  flow  o f  

a u t h o r i t y  which m o n i to r s  th e s e  r e s u l t s .  T h is  s t a f f - l i n e  

d i s t i n c t i o n  t o o ,  th e n ,  can a f f e c t  th e  way i n  w hich  th e  

s a l e s  t r a i n e r  v iew s h i s  work,

A common c o m p la in t  v o ic e d  by s a l e s  e x e c u t iv e s  

has  b e en  t h a t  m ost sa le sm en  s im p ly  do n o t  sp en d  a s u f f i ­

c i e n t  amount o f  t h e i r  w ork ing  t im e  in  f r o n t  o f  c u s to m e rs .  

Again by way o f  a n a lo g y ,  one m igh t c o n j e c t  t h a t  s a l e s  

t r a i n e r s  c o u ld  d e v o te  a  g r e a t e r  s h a r e  o f  t h e i r  work a c t i ­

v i t i e s  t o  f a c e - t o - f a c e  t r a i n i n g  w i th  s a le s m e n :  t h e  r e s p o n ­

d e n ts  i n  t h i s  s tu d y  a p p e a r ,  on th e  a v e r a g e ,  t o  spend 

ov e r  h a l f  t h e i r  t im e  i n  a c t i v i t i e s  o t h e r  th a n  f a c e - t o - f a c e  

t r a i n i n g .  T h is  needs  t o  be  q u a l i f i e d ,  o f  c o u r s e ,  by th e  

r e c o g n i t i o n  t h a t  th e  s a l e s  t r a i n e r ' s  w o r k - p r o p o r t io n s
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m ust n e c e s s a r i l y  be  form ed by the  p a r t i c u l a r  d i c t a t e s  

o f  h i s  com pany's  c i r c u m s ta n c e s .

The i s s u e  o f  w h e th e r  s a l e s  t r a i n i n g  i s  c o n d u c te d  

i n  th e  f i e l d ,  o r  a t  home, r e g io n a l  o r  b ran ch  o f f i c e s ,  i s  

a s i g n i f i c a n t  one l a r g e l y  i n  th e  s e n s e  o f  r e c o g n iz in g  

t h a t  n o n - f i e l d  s a l e s  t r a i n i n g  w ithdraw s th e  s a l e s  t r a i n e e  

from th e  en v iro n m e n t  o f  h i s  work, and t h a t  t h i s  e n v i r o n ­

m e n ta l  t r a n s f e r  can  c o n t r i b u t e  to  th e  a r t i f i c i a l i t y  which 

H ise  c la im s  s a l e s  t r a i n i n g  programs h a v e .^  The b e n e f i t s  

which a re  su p p o sed  t o  a c c ru e  t o  th e  s a l e s  t r a i n e e  from h i s  

s a l e s  t r a i n i n g  program  can  be s e r i o u s l y  d i l u t e d  once f i e l d  

r e s p o n s i b i l i t i e s  a r e  assum ed, f o r  th e  e x ig e n c ie s  o f  e v e r y ­

day s a l e s  work may n o t  r e i n f o r c e  th e  c o n c e p ts  s t r e s s e d  in  

t r a i n i n g .  In d e e d ,  th e  n o v i t i a t e  sa le sm an  may e x p e r i e n c e  

c i rc u m s ta n c e s  and f e e l i n g s  f o r  which h i s  t r a i n i n g  h as  i n  

no way p r e p a r e d  him.

The fo rm a l  e v a l u a t i o n  o f  s a l e s  t r a i n e e s '  a t t i t u d e s  

b e a r s  on t h a t  p r o c e s s  w hich  s e l e c t s  c a n d id a te s  f o r  th e  

s a l e s  t r a i n i n g  program , and  th e  s i z e a b l e  e x t e n t  t o  which 

i t  was r e p o r t e d  i n  t h i s  s tu d y  t h a t  such  fo rm a l  e v a l u a t i o n  

e x i s t s  i s  an encouragem en t t h a t  t h e  im p o r tan c e  o f  t h i s  

a s p e c t  i s  b e in g  r e c o g n iz e d .  The q u a l i t y  o f  th o s e  t o  be 

t r a i n e d  i s  a  p i v o t a l  e le m e n t  in  t h e  accom plishm en ts  e x p e c te d  

o f  th e  s a l e s  t r a i n i n g  e f f o r t .

^ H ise , " C o n f lic t  in  the S a lesm a n 's  R o le ,"  p . 51.
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From among th e  s a l e s  t r a i n e r s  i n  t h i s  s tu d y ,  a 

s u b s t a n t i a l  number o f  recom m endations  a d v is e d  t h a t  th e  

s a l e s  t r a i n e r ' s  q u a l i f i c a t i o n s  s h o u ld  in c lu d e  s e l l i n g  o r  

s a l e s  management e x p e r i e n c e .  T h is  recom m endation , i n  f a c t ,  

s to o d  o u t  n o t i c e a b l y  i n  t h e  d a t a .  The e x t e n t  o f  th e  recom­

m en d a t io n ,  h ow ever , s h o u ld  be  i n t e r p r e t e d  t o  some e x t e n t  

as a  r e f l e c t i o n  o f  th e  recommending s a l e s  t r a i n e r s '  own 

c r e d e n t i a l s ,  f o r  a s i z e a b l e  m a j o r i t y  o f  th e s e  t r a i n e r s  had 

a r e c o r d  o f  f i e l d  s a l e s  e x p e r i e n c e .

The r e p e a t e d  c h a rg e  t h a t  s a l e s  t r a i n i n g  has  ten d ed  

t o  o v e r - s t r e s s  p r o d u c t  i n f o r m a t io n  and u n d e rp la y  th e  t e a c h ­

in g  o f  s e l l i n g  te c h n iq u e s  was n o t  s u p p o r te d  in  t h i s  s tu d y  

as m ig h t  h av e  b een  e x p e c te d .  T h is  s t u d y ' s  f i n d in g s  i n d i ­

c a t e  t h a t  s e l l i n g  te c h n iq u e s  o b t a in e d  a  s l i g h t l y  l a r g e r  

s h a r e  o f  a t t e n t i o n .  I f  a n y th in g ,  i t  was th e  i n s t r u c t i o n  

i n  w o r k - o r g a n i z a t i o n  w hich  o b t a in e d  a much g r e a t e r  p ro p o r ­

t i o n  o f  em phasis  th a n  m ig h t have  been  e x p e c te d .

The t r a d i t i o n a l  m ethods o f  t h e  l e c t u r e  and f i e l d -  

e x p o su re  s t i l l  d om ina te  i n  t e a c h in g  p r o d u c t  knowledge and 

w o r k - o r g a n i z a t i o n ,  b u t  r o l e - p l a y  assumes a n o t i c e a b l e  

r o l e ,  a l s o ,  i n  t e a c h i n g  s e l l i n g  t e c h n i q u e s .  F ilm  s l i d e s  

and t e x t  a s s ig n m e n ts  a r e  m ost o f t e n  em ployed as a id s  f o r  

i n s t r u c t i o n  i n  p r o d u c t  know ledge and w o r k - o r g a n iz a t io n ,  

w h i le  m ovies and v id e o - t a p e  a r e  u se d  i n  t e a c h in g  s e l l i n g  

t e c h n i q u e s .  I t  i s  f i e l d  e x p e r i e n c e  and e x p e r t i s e  i n  th e  

judgm ent o f  t h e  t r a i n i n g  d i r e c t o r  w hich  f o r  th e s e  r e s p o n d e n ts
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m ost o f t e n  d e te r m in e s  th e  u se  o f  a g iv en  method o r  a i d .

S ix ty  p e r c e n t  o f  t h e  f i r m s  r e p r e s e n te d  have a 

s e p a r a t e  fo rm al t r a i n i n g  program  f o r  e x p e r ien c e d  sa le sm en , 

w h i le  62 p e r c e n t  r e p o r t e d  no fo rm a l t r a i n i n g  f o r  t h e i r  

s a l e s  t r a i n e r s .  S i x t y - t h r e e  p e r c e n t  o f  the f i rm s  r e p r e ­

s e n te d  a r e  c la im ed  to  have fo rm a l t r a i n i n g  program s fo r  

th o s e  who a r e  d e s ig n a t e d  to  h e  s a l e s  m anagers.

H ypo theses

The p u rp o se  o f  d e s c r i p t i v e ,  taxonomic r e s e a r c h  i s  

t o  p r o v id e  b a s i c  d a ta  which d e t a i l  th e  e lem en ts  o f  a g iv e n  

phenomenon. As such  d a ta  become s u f f i c i e n t l y  e x t e n s iv e ,  

c o m p a ra t iv e  r e s e a r c h  can  be i n i t i a t e d ,  and h y p o th e se s  

e r e c t e d  and t e s t e d .  The f i n d i n g s  o f  t h i s  s tu d y ,  t h e r e f o r e ,  

may s u f f i c e  ip s o  f a c t o  as  th e  " c o n c lu s io n s ,  " w i th o u t  

r e f e r e n c e  to  th e  r e s e a r c h e r ' s  o b s e r v a t io n s .

A lthough i t  i s  n o t  s u g g e s te d  t h a t  t h i s  s tu d y  o f  th e  

s a l e s  t r a i n e r  h a s  p ro v id e d  d a t a  t h a t  i s  u n i v e r s a l l y  " e x te n ­

s i v e ,  " some a s p e c t s  o f  h i s  q u a l i f i c a t i o n s  and h i s  jo b  have 

b een  s e t  f o r t h  and le n d  th e m se lv e s  t o  h y p o th e se s  (p ropo­

s i t i o n s ,  p o s t u l a t e s )  which a r e  in te n d e d  h e re  t o  prom pt 

f u t u r e  r e s e a r c h  w i th  r e s p e c t  to  th e  s a l e s  t r a i n e r  and h i s  

w ork .
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C e r t a i n  recom m endations, o f  c o u rs e ,  a r e  i m p l i c i t  

in  th e  a c t  o f  a r r a n g in g  h y p o th e se s  and , w ith  r e s p e c t  to  th e  

p ro p e r  bounds o f  d e s c r i p t i v e  r e s e a r c h ,  th e  p roposed  hypo­

th e s e s  s t a n d  a s  th e  r e f e r e n c e  h e re  f o r  im p lie d  recommenda­

t i o n s .  They a r e  s t a t e d  in  t h e  n u l l  form so t h a t  f u t u r e  

r e s e a r c h  may b e  d e s ig n e d  fo r  t e s t i n g  such  h y p o th e se s .  

H y p o th e s is  1 . There i s  no s i g n i f i c a n t  d i f f e r e n c e  in  s a l e s  

t r a i n i n g  program s s t a f f e d  w i th  s a l e s  t r a i n e r s  have B u s in e ss  

A d m in i s t r a t io n  as a c o l l e g e  p r e p a r a t i o n  and th o se  program s 

w i th  t r a i n e r s  h a v in g  E d u c a t io n  a s  a c o l l e g e  p r e p a r a t i o n .  

H y p o th e s is  2 . There i s  no s i g n i f i c a n t  d i f f e r e n c e  in  th e  

t r a i n i n g  pe rfo rm an ce  o f  s t a f f  s a l e s  t r a i n e r s  and l i n e  s a l e s  

t r a i n e r s .

H y p o th e s is  3 . There a r e  no s i g n i f i c a n t  d i f f e r e n c e s  in  th e  

t e a c h in g  methods o f  s a l e s  t r a i n e r s  who have f i e l d  s a l e s  

e x p e r i e n c e  and th o se  who do n o t  h av e  f i e l d  s a l e s  e x p e r i e n c e .  

H y p o th e s is  4 . There i s  no s i g n i f i c a n t  d i f f e r e n c e  in  th e  

s a l e s  t r a i n i n g  methods o f  s a l e s  t r a i n e r s  who have e x p e r ie n c e  

in  t e a c h in g  a t  an e d u c a t io n a l  i n s t i t u t i o n  and s a l e s  t r a i n e r s  

who do n o t  have such te a c h in g  e x p e r i e n c e .

H y p o th e s is  5 . There i s  no s i g n i f i c a n t  d i f f e r e n c e  i s  th e  

t r a i n i n g  pe rfo rm an ce  o f  c a r e e r  s a l e s  t r a i n e r s  and non­

c a r e e r  s a l e s  t r a i n e r s .
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H y p o th e s is  6 . T here  i s  no s i g n i f i c a n t  d i f f e r e n c e  i n  t h e  

p e rfo rm an ce  o f  sa lesm en  t r a i n e d  p r i m a r i l y  in  th e  f i e l d  and 

salesm en t r a i n e d  p r i m a r i l y  a t  home or b ran ch  o f f i c e s  o r  

t r a i n i n g  c e n t e r s .

H y p o th e s is  7 . T here  i s  no s i g n i f i c a n t  d i f f e r e n c e  i n  t h e  

s a l e s  t r a i n i n g  p e rfo rm an c e  o f  s a l e s  t r a i n e r s  who have 

b een  fo rm a l ly  t r a i n e d  and s a l e s  t r a i n e r s  who have  n o t  been  

fo r m a l ly  t r a i n e d .

C onclud ing  Remarks 

A f i r s t  s t e p  h a s  b e en  ta k e n  tow ard p ro v id in g  an u n d e r ­

s ta n d in g  o f  th e  f u l l - t i m e  t r a i n e r  o f  sa lesm en and th e  s e t t i n g  

i n  which h e  w orks . But i t  i s  o n ly  a f i r s t  s t e p .  F u tu r e  

s t u d i e s  o f  th e  s a l e s  t r a i n e r ,  f o r  example, cou ld  compare h i s  

p e r c e p t i o n s  w i th  th o s e  h e  i s  charged  w i th  t r a i n i n g ,  j u s t  as 

s t u d i e s  have  m atched th e  p e r c e p t io n s  o f  s a l e s  m anagers  and 

t h e i r  sa lesm en .

Not to o  lo n g  ago, t h e  o n ly  p r e r e q u i s i t e  t o  b e  a s a l e s  

t r a i n e r  was f i e l d  s a l e s  e x p e r i e n c e .  I n t e l l i g e n t  management 

p e r c e iv e s  t h i s  a s  w o r th w h i le ,  b u t  i n s u f f i c i e n t .  The q u e s ­

t i o n s ,  th e n ,  a r e ;  w hat q u a l i f i c a t i o n s  shou ld  s a l e s  t r a i n e r s  

h a v e ,  and, w hat i s  t h e  b a s i s  f o r  i n s i s t i n g  on t h e s e  q u a l i f i ­

c a t i o n s ?  These same q u e s t i o n s  can be  posed  w i th  r e g a r d  to  

t h e  p e rso n  s e l e c t e d  t o  t r a i n  th e  s a l e s  t r a i n e r .
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The work o f  th e  s a l e s  t r a i n e r  a l s o  in v o lv e s  i s s u e s  

t h a t  r e q u i r e  r i g o r o u s  e x a m in a t io n :  t h e  e x t e n t  t o  which s a l e s  

t r a i n i n g  program s h ave  d e l i b e r a t e l y  in c o r p o r a te d  b o th  th e  

i m p l i c a t i o n s  o f  s m a l l -g ro u p  s o c i a l  p sycho logy  and th e  

e x i s t e n t i a l  r e a l i t i e s  o f  everyday  f i e l d  s a l e s  work; th e  

q u a l i t y  o f  r i g o r  in  p la n n in g  and e x e c u t in g  fo llow -up  t r a i n ­

in g ;  th e  c o m p ara tiv e  th o ro u g h n ess  o f  t r a i n i n g  programs f o r  

s a l e s  m anagers and s a l e s  t r a i n e r s ;  and, c e r t a i n l y ,  th e  d e v e l ­

opment and t e s t i n g  o f  e x p l i c i t  c r i t e r i a  f o r  ju d g in g  th e  

q u a l i t y  o f  t h e  s a l e s  t r a i n e r ' s  p e r fo rm a n c e .

I t  was w i th  a c e r t a i n  empathy f o r  t h e  in d iv id u a l  f i e l d  

sa lesm an  t h a t  t h i s  s tu d y  was u n d e r ta k e n .  His work, as t h a t  

o f  a  change a g e n t  t r a n s m i t t i n g  b e n e f i t s  f o r  a r e t u r n  v a lu e ,  

i n s t r u r a e n t a l l y  c o n t r i b u t e s  t o  th e  w e l f a r e  o f  cu s to m ers , t h e  

l i f e  and grow th  o f  h i s  company, and th e  s e n s e  o f  shared  

ach ievem en t f o r  h i s  s a l e s  manager and h i s  s a l e s  t r a i n e r .

In  t h a t  so much h in g e s  on h i s  b e h a v io r ,  t h e  r o l e  th e  s a l e s  

t r a i n e r  p la y s  demands an end to  t r i a l - a n d - e r r o r  s e l e c t i o n  

and f u n c t io n in g ,  an h o n e s t  p ro b in g  beyond what i s  f a s h io n ­

a b l e  on one hand o r  h i s t o r i c a l l y  a c c e p te d  on th e  o th e r .  The 

q u a l i t y  o f  t h e  s a le s m a n 's  work i s  e x p l i c a b l e  l a r g e l y  in  

te rm s  o f  t h e  q u a l i t y  o f  h i s  t r a i n i n g .
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The University of Oklahoma

F e b ru a ry  17 , 1972

136
307 West Brooks, Room 106 Norman, Oklahoma 73069

C ollege of 
Business Adm lnlstrallon 

Department o f Marketing

Dear M

As a member o f  t h e  ASTD's S a le s  T r a in in g  D iv i s io n ,  you 
a r e  aware t h a t  t h e r e  i s  a  n o t i c e a b l e  la c k  o f  in f o r m a t io n  
a b o u t  th e  f u l l - t i m e  s a l e s  t r a i n e r  and th e  a c t u a l  c h a r a c ­
t e r i s t i c s  o f  h i s  work.

We a re  b e g in n in g  a  r e s e a r c h  p r o j e c t  d e s ig n e d  t o  p ro v id e  
t h i s  in f o r m a t io n .  I t  w i l l  in v o lv e  a m a i l  q u e s t i o n n a i r e ,  
t h e  re s p o n se s  t o  w hich w i l l  be  h e ld  i n  s t r i c t e s t  con­
f id e n c e  .

Your a s s i s t a n c e  i s  e s s e n t i a l  i f  we a re  t o  re a c h  th e s e  
f u l l - t i m e  s a l e s  t r a i n e r s  ( th o s e  who i n s t r u c t  sa lesm en  
r e g u l a r l y ) . We need  t h e  names and a d d re s se s  o f  such 
t r a i n e r s  employed by y o u r  f i r m  — o th e r  th a n  y o u r s e l f .

The e n c lo s e d  form and e n v e lo p e  a re  p ro v id e d  f o r  your 
c o n v en ie n c e  i n  a s s i s t i n g  t h i s  e f f o r t .

Our s i n c e r e  th a n k s  f o r  y o u r  c o o p e r a t io n ,  
a p p r e c i a t e  y ou r  i n t e r e s t  and e f f o r t .

S i n c e r e l y ,

We g r e a t l y

Eugene R o b i l l a r d

ER:cam

E n c lo s u re s
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SALES TRAINER I N F O R M A T I O N

Please en ter below the nomes of your orgonizotion's soies trainers —  those 
who perform the tosks of instructing salesmen on o fu ll-tim e basis. If your 
own address requires correction , pleose en ter your own no me ond oddress.

If there is no policy co n flic t, the business oddress is preferred, ond it may 
b e  th a t thot address is the same for oil such troiners in your firm.

Thonk you for your cooperotion and ossistonce.

NAME

ADDRESS

NAME

ADDRESS

NAME

ADDRESS

NAME

ADDRESS

If odditionol spoce is needed , please use opposite side of this form.



The University of Oklahoma

March 7 , 1972

1 3 8
307 West Brooks, Room 106 Norman, Oklahoma 73069

faoO

ColloQO of 
Business Administration  

Departm ent of Marketing

Dear M

As one who p e rfo rm s  th e  t a s k  o f  t r a i n i n g  s a le sm en ,  you 
a r e  aware t ± a t  t h e r e  i s  a  g e n e r a l  la c k  o f  in f o r m a t io n  
ab o u t  th e  s a l e s  t r a i n e r  and th e  a c t u a l  c h a r a c t e r i s t i c s  
o f  h i s  work.

We have u n d e r ta k e n  an i n t e r n a t i o n a l  r e s e a r c h  p r o j e c t  
d e s ig n e d  t o  p ro v id e  t h i s  in f o r m a t io n .  Our e n c lo s e d  q u e s ­
t i o n n a i r e  s h o u ld  be com ple ted  i n  l e s s  th a n  tw enty  m in u te s .  
Your re sp o n se s  w i l l  be  u sed  on ly  by th e  r e s e a r c h  d i r e c t o r  
and w i l l  be h e ld  i n  th e  s t r i c t e s t  c o n f id e n c e .  We a sk ,  
m oreover, t h a t  you n o t  d i s c u s s  y o u r  answ ers w ith  o t h e r  
members o f  y o u r  o r g a n i z a t i o n .

Your a s s i s t a n c e  i s  e s s e n t i a l  i f  t h e  s a l e s  t r a i n e r  and 
h i s  work a re  t o  be p r o p e r ly  examined and u n d e rs to o d .
The p r o f i l e  we o b ta in  w i l l  depend g r e a t l y  on w hat you 
say  a b o u t y o u r  work. A r e t u r n  e n v e lo p e  i s  p ro v id e d  f o r  
y ou r  conven ience  i n  a s s i s t i n g  t h i s  e f f o r t .

We p la n  to  p ro v id e  a  r e p o r t  o f  t h i s  s t u d y 's  f in d in g s  to  
th o s e  who w ish  i t .  I f  you would l i k e  t o  r e c e iv e  t h a t  
r e p o r t ,  p l e a s e  w r i t e  y o u r  name and ad d re ss  a t  th e  end 
o f  th e  q u e s t i o n n a i r e .

Our s i n c e r e  th a n k s  f o r  y o u r  c o o p e r a t io n ,  
v e ry  much y o u r  i n t e r e s t  and e f f o r t .

S in c e r e ly  y o u r s ,

We a p p r e c i a t e

Eugene R o b i l l a r d  
R esearch  D i r e c to r

E n c lo su re

Dr. Rodney E. Evans 
Chairman, R esearch  Committee
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THE UNIVERSITY OF OKLAHOMA 

DEPARTMENT OF MARKETING

STUDY OF THE SALES TRAINER

A. ABOUT YOU

1. What Is the title given to your position?.

If sales training occupies all or most of your time, please oontlnue.

If It does not, and your company does not have a formal sa les training program, please complete only Sections B and E of this ques­

tionnaire.

2. Education

High School: Commercial Course [ ]  College Course [ ]  General Course [ ]  Vocational/Technical Course [ ]

College: Major F ie ld_____________________________ Minor F ield--------------------------------------------

Graduate Studies: Major Field Minor Field

3. Work Experience

In the chart below, please write the amount of experience you have had In the Indicated position (Round off fractions to 

nearest full year):

Field Salesman . . . . 

Field Sales Manager

Sales T ra in e r .............

Trainer (Non-Sales) .

Number of Years

With this 
Company

With other 
Companies

4. If you have had field selling experience, please state both what you sold and the related length of experience (the numbered cate­

gories below are meant to be mutually exclusive):

Years of 
ExperienceGénérai Category

1.

2.

3.

4.

5.

5. Have you ever held a teaching position on the faculty of an educational Institution? Q  Yes [ ]  No 

If "Yes," p lease Indicate the  years spent In such a  position :____________________________

6. For how long have you conducted full-time sales training for your present em p lo y er?______________

7. What position did you hold Immediately preceding this o n e ? ______________________________________

8. Have you ever undergone formal "traln-the-tralner" preparation? Yes [ ]  No [ ]

9. How long do you expect to  serve In the sales training function for your present employer? .
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B. ABOUT YOUR COMPANY

1. To what Industry does your company b e lo n g ? ________________

2. Please classify your company; (more than one may be checked)

a. Manufacturer/Producer [ ]  d. Retail Organization [ ]

b. Wholesaler Q  e. Services organization [ ]

c. Industrial distributor [ l  f. O th e r ______________________________________

3. How many people does your company em p lo y ?_____________________________________________________________________________

4. What w as the approximate dollar-volume of your company’s  sales In 1 9 7 1 ?___________________________________________________

5. What products/services are sold by your company?

a  . ____________________________ d . _____________________________

b . ____________________________ e . _____________________________

c . __________________________

6. Please indicate what category of customer your company primarily seeks to serve;

Industrial Q  W holesale Middlemen Q

Ultimate Retail Consumers [ ]  Retail Merchants [ ]

C. ABOUT YOUR JOB

1. What Is your Immediate superior’s  formal title? .

2. With respect to  the  sales training function;

a. How many co-trainers do you have?

b. How many subordinates conducting sales training do you have? . _________________

c. Do you have fellow trainers (trainer peers) who do non-sales
training (production, technical e t c . ) ? .......................................................... Yes Q  No [ ]

3. For the list below, please supply the representative proportions In your work;

a. Face-to-face sa les training with s a l e s m e n ..........................................  %

b. Sales training support-funct'ons; training research, program
construction an d /o r revision, etc................................................................ %

c. Administrative tasks; reports, conferences, e tc ......................................  %
Total; 100 %

4. Does your work require you to conduct sa les training;

a. Entirely in the f i e l d ...................................................................... Q

b. None In the f i e l d ........................................................................... [ ]

c. Both; and the proportion Is;

1. In the field ___________ %

2. non-field  %

Total; 100 %
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5. If you do conduct field sales training, do you work:

a. Only with groups of s a l e s m e n ......................... [ ]

b. Only with each salesm an In d iv id u a lly ...........................[ ]

c. Both; and the proportion Is: 1. Groups __ %

2. Individuals ________ %
Total: 100 %

6. Are trainees’ attitudes formally evaluated (tests, measurements, etc.) at the Inception of t r a i n i n g ?  Yes [ ]  No

7. Do you receive formal reports on the progress of new salesmen once they have completed the sales training phase? Yes [ ]  No Q

8. Please cite the minimum qualifications you feel the sales trainer should have:

a.

b.

c.

d.

e.

9. By what explicit criteria Is the quality of your work judged? ,

D. ABOUT THE SALES TRAINING PROGRAM

Note: Please consider “formal training program" to mean one that is pre-planned and pre-scheduled.

1. For training new salesmen, what Is the duration of the  "Initial training phase,” I.e., before they assume any field responsibilities?

2. Do new salesm en have any work-famlllarizatlon prior to the training program I t s e l f ? ...........................................  Yes [ ]  No [ ]

a. If “Yes,” what fomi does It take? (please check below)

1. Field work ...........................................................................□

2. Product e x p o s u r e .................................................................□

3. Programmed-Learning courses ...................................... [ ]

4. Other (please sp ec ify )-----------------------------------------------

3. Please list the representative proportions In your training program:

a. Product/Company information ...........................................................................................................................  %

b. Selling techniques, methods, t a c t i c s .................................................................................................................. %

c. Work-Organlzatlon, planning, customer a n a l y s i s ............................................................................................  %
Total: 100 %

4. How many salesm en are there In the average “group” or class?-----------------------------------------------------------------------------------------------
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5. How often do the sales training classes meet? (check more than one If applicable)

a. Daily, full-time Q  c. Weekly . . . [ ]  e. Bi-monthly .

b. Daily, half-days Q  d. Bi-weekly • • □  f. Monthly . .

□  g. Semi-Annually [ ]

[ ]  h. Annually . . [ ]

6. In the charts below, please check the respective items which pertain to your company's sales training program:

Case Role Group Field
a. Methods Lecture Method Play Simulation Coaching Exposure

Product Information

Selling techniques

Work-Organlzatlon

b. Aids
Film

Slides Movies

Video
Tape

Review

Long-
Play

Records
Cassette

Tapes
Programmed

Learning
Text

Assignments

Product Information

Selling Techniques

Work-Organlzatlon

7. Aside from the trainees’ later work with field sales managers, does any follow-up training e x i s t ?  Yes [ ]  No [ ]

a. If "Yes," please Indicate the particular form(s) It takes:

1. Field p ro g ress-te s tin g  [ ]  4. Other (please specify)-----------------------------------------

2. Planned revlew-seminars at ______________________________________________
regional or home o f f i c e .......................................... [ ]

3. Sales m anager s u p e rv is io n ....................................□

8. Does your company have a  separate, formal training program for experienced s a l e s m e n ? ..........................................Yes [ ]  No [ ]

a. If "No," please state what method, If any, is used to train, or re-traIn, the company’s  experienced salesmen:

9. Companies feel they have reasons for using a particular method, content, technique, aid, etc. What Is your most frequent reason?

a. Field experience  Q  d. Recommendations In the training literature . . . [ ]

b. Experience of other f i r m s ................................................. [ ]  e. Expertise In judgment of training director . . . . [ ]

c. Organizational conference deliberations . . . . [ ]  f. Other (please sp ec ify )------------------------------------------------

E. GENERAL

1. Are there specific, separate, distinct forms of sales training conducted by field sales managers,
other than that performed by the sales t r a i n e r ?  Yes [ ]  No [ ]

2. Does your company have any formal training program for those who are chosen to be sales managers? . . . Yes [ ]  No [ ]

3. Does your company have a formal "traln-the-tralner" p r o g r a m ?  Yes [ ]  No [ ]

Number fo r research control purposes only

N2 7729
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TABLE 1

.MEAN AND MEDIAN NUMBER OF YEARS OF WORK EXPERIENCE 
OF ALL RESPONDENTS, IN SELECTED 

OCCUPATIONAL POSITIONS

SIC 2000

Position  Held

Number of Years

With Existing  
Organization

With Former 
Organization

Mean Median Mean Median

F ield  Salesman 3.9 3 2.7 1

F ield  Sales Manager 1.9 0 .4 0

Sales Trainer 3.2 3 .5 0

Trainer (Non-Sales) .5 0 .8 0

Teacher (Educational In stitu tio n ) 1.0 0
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TABLE 2

SALES TRAINER EXPERIQICE-PROFILE

Type of Experience
Frequency of  

Indication
Per Cent of 

Total Indications

F ield  S e llin g , Training (Non-Sales), 
Academic Teaching, and College 
Preparation 5 5.7

F ield  S e llin g , Training (Non-Sales, 
and Academic Teaching 0 0.0

F ield  S e llin g , Training (Non-Sales), 
and College Prepairation 33 38.4

F ield  S e llin g , Academic Teaching, 
and College Preparation 1 1.2

Training (Non-Sales), Academic 
Teaching and College Preparation 18 20.9

F ield  S ellin g  and Training (Non- 
Sales) Only 1 1.2

F ield  S ellin g  and College Preparation 
Only 0 0.0

Training (Non-Sales) and Academic 
Teaching Only 1 1.2

Training (Non-Sales) and College 
Preparation Only 22 25.6

Training (Non-Sales) Only 6 7.0

College Preparation Only 0 0.0

TOTALS 87 99.8
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table  3

NUMBER OF RESPONDENTS REPORTING FIELD SALES 
EXPERIENCE IN SAME FIELD J£ THAT IN WHICH 

THEY NOVÎ CONDUCT SALES TRAINING

SIC 2000

Indication of Experience
Number

Reporting Per Cent

Field Sales Experience in Same F ield 61 98.4

Field Sales Experience in Other Fields 
or No Fields 1 1.6

TOTAL 62 100.0

TABLE 4 SIC 2000

CATEGORIES OF CUSTOMERS OF COMPANIES 
REPRESENTED BY RESPONDENTS

Category

Frequency
o f

Indication

Percentage
of

Total Indication

Industry, Government, Education 36 21.7

Ultimate Retail Consumers 40 24.1

Wholesale Middlemen 41 24.7

R etail Merchants 49 29.5

TOTAL 166 100.0
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TABLE 5

NUMBER OF RESPONDENTS REPORTING 
POSITION HELD PRIOR TO 

PRESENT POSITION

SIC 2000

Prior Position  Held
Number

Reporting Per Cent

Salesman, Sales Representative, Etc. 25 29.1

Sales Manager, Sales Supervisor, 
A ssistan t Sales Manager 31 36.0

S ta ff Sales S p e c ia lis t 2 2.3

Manager, Training Center/Training 
School 6 7.0

Sales Trainer 5 5.8

General Trainer/Personnel 9 10.5

Teacher, High School/C ollege 2 2.3

General Management 0 0.0

Other 0 0.0.

No Response Indicated 6 7.0

TOTAL
86 100.0
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TABLE 6

NUMBER OF RESPONDENTS REPORTING HAVING 
HAD FORMAL TRAINER PREPARATION

SIC 2000

Indication o f Preparation
Number

Reporting Per Cent

Have Had Formal Trainer Preparation 54 64.3

Have Not Had Formal Trainer Preparation 30 35.7

No Response Indicated 0 0

TOTAL 84 100.0

TABLE 7

NUMBER OF RESPONDENTS REPORTING ESTIMATES OF TIME 
EXPECTED TO HAVE SERVED IN SALES TRAINING 

CAPACITY FOR PRESENT EMPLOYER

Estimate Indicated
Number

Reporting Per Cent

D efin ite , B rief Duration 
(r ive  Years or Less) 37 42.5

In d efin ite  or Career Duration 50 57.5

No Estimate Provided 0 0.0

TOTAL 87 100.0
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t a b le  8 SIC 2000

NUMBER OF RESPONDENTS HAVING IMMEDIATE SUPERIORS WITH 
SALES/MARKETING OR NON-SALES/NON-MARKETING 

FORMAL TITLES

Formal T itle  o f  Superior
Number

Reporting Per Cent

Sales/Marketing 58 65.9

Non-Sales/Non-Marke ting 30 34.1

No T itle  Indicated 0 0.0

TOTAL 88 100.0

TABLE 9 SIC 2000
CATEGORIES OF REPORTED TITLES 

SUPERIORS OF RESPONDENTS
HELD BY

T it le  ] 
Category

Frequency of 
Indication

Per
Total

' Cent o f  
Indications

Sales Training Manager 32 36-3

General Training Manager 2 .2 .3

Marketing D irector, Manager, 
Executive 16 18.2

Sales/Branch. Manager 26 29.5

General Management O^on-Training/ 
Personnel, Non-Salcs/Marketing) 12 13:0

No .Response Indicated 0 0.0

TOTAL 88 99.9
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TABLE 10 SIC 2000

NUMBER OF RESPONDENTS REPORTING HAVING CO-TRAINERS 
VniO CONDUCT NON-SALES TRAINING

Indication  o f  Non-Sales Co-Trainer
Numbar

Reporting Per Cent

Have Non-Sales Co-Trainer (s) 41 47.7

Have No Non-Sales Co-Trainer(s) 45 52.3

No Response Indicated 0 0.0

TOTAL 86 100.0

TABLE 11 SIC 2000

REPRESENTATIVE PROPORTIONS OF VvCPiC ACTIVITIES
REPORTED BY RESPONDENTS

Mean Median
Work A .ctiv ities Per Cent . Per Cent

Face-tc-Face Training with Salesman 41.9 40.0

Sales-Training Support-Functions; 
Training Research, Program 
Construction and/or R evision, 
Etc.

33.2 30.0
Adm inistrative Tasks: Reports, 

Conferences, Etc.
23.6 20.0
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TABLE 12 SIC 2000

EXTEIiT OF SALES TRAINING CONDUCTED IN 
THE FIELD BY RESPONDENTS

Location
Mean 

Per Cent
Median 

Per Cent

Sales Training Conducted in  the Field 34.6 25.0

Sales Training Conducted a t  Home 
O ffice or Training Center 65.3 75.0

TABLE 13 SIC 2000

RELATIVE EXTENT OF GROUP OR INDIVIDUAL SALES TRAINING 
PERFORMED BY RESPONDENTS PROVIDING 

FIELD TRAINING

Group A ctiv ity
Mean 

Per Cent
Median 

Per Cent

Work with Groups o f  Salesmen 60.9 75.0

Work with Salesmen Individually 31.0 20.0
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TABLE 14 SIC 2000

MINIMUM QUALIFICATIONS THE SALES TRAINER 
SHOULD HAVE, AS RECOMMENDED 

BY RESPONDENTS

Q ualifications
Recommended

Frequency o f  
Indication

Percentage of 
Total Indications

S e llin g  Experience 61 21.6

Sales Management/Management 
Experience 26 9.2

A b ility  to Communicate 34 12.0

Teaching/Training Background 25 8.8

Possess Empathy, A b ility  to Relate 23 8.1

Have Some College Education 38 13.5

Knowledge o f the Sales Job 20 7.1

Knowledge of Psychology, Human 
R elations 25 8.8

Other 31 10.0

TOTAL 283 99.1



TABLE 15 SIC  2 0 0 0

C O M P A R I S O N  OF  SELECTED MINIMUM QUALIFICATIONS RECOMMENDED 
BY RESPONDENTS WITH SELECTED QUALIFICATIONS 

POSSESSED BY RESPONDENTS

Q u a l i f i c a t i o n

R e c o m m e n d e d

N u m b e r  o f  

R e s p o n d e n t s  

R e c o m m e n d i n g

R e s p o n d e n t s

P o s s e s s i n g

Q u a l i f i c a t i o n

R e c o m m e n d e d

R e s p o n d e n t s

W i t h o u t

Q u a l i f i c a t i o n

R e c o m m e n d e d

N ' x n b e r  P e r  C e n t • N u m b e r  P e r  C e n t

Selling Experience 6 1
5 7  9 3 - 4 4 6 . 6

S a l e s  M a n a g e m e n t  E x p e r i e n c e 2 6 2 0  7 6 . 9 6 2 3 , 1

T e a c h i n g / T r a i n i n g  E x p e r i e n c e 2 5 2 3  0 2 . 0 2 8 . 0

C o l l e g e  E x p e r i e n c e 3 8 3 8  1 0 0 . 0 0 0  .  0

U i
W
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T.ABLS 16

REPORTED CRITERIA FOR EVALUATING 
THE WOPJC OF THE SALES TRAINER

SIC 2000

Frequancy of
C riteria  Reported Indication

Percentage of 
Total Indications

Salesmen's Subsequent Productivity 36 31.3

Feedback: Course Evaluations, 
Formal and Informal 36 31.3

Results of Test and Measurements 4 3.5

No E xp lic it C riteria 21 18.3

Innovation in  Programs 3 2.6

In-Company Progress o f Newer 
Men; Personnel Turnover 15 13.1

TOTALS 115 100.1

TABLE 17 SIC 2000

REPORTED STATUS OF V70EK-FAMILIARIZATI0N 
FOR NEv-; SALES>!EN PRIOR TO THE 

TRAINING PROGRAM

Practice
Number

Reporting Per Cent

Prior VJork-Familiarization E xists 63 72.4

No Prior Mork-Familiarization E x ists 24 27.6

No Response Indicated 0 0.0

TOTAL 87 100.0
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TABLE 18 20C0

.REPRESENTATIVE PROPORTIONS OF EMPHASIS IN 
SALES TRAINING PROGRAMS REPORTED 

BY RESPONDENTS

Mean Median
Training Program Emphasis Per Cent Per Cent

Product/Company Information 35.8 33.0

S e llin g  Techniques, Methods, Tactics 40.6 40.0

Work-Organization, Planning, Customer-
A nalysis 22.3 20.0
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TABLE 19 SIC 2000

REPORTED EXISTENCE O F  SPECIFIC AND SEPARATE 
FORMS OF SALES TRAINING CONDUCTED BY 

FIELD SALES MANAGERS ONLY

Practice
Number

Reporting Per Cent

S p ecific  and Separate Forms E xist 64 50.4

No S p ecific  and Separate Forms E xist 63 49.6

TOTALS 127 100.0

TABLE 20 SIC 2000

REPORTED EXISTENCE OF FORMAL TRAINING PROGRAMS 
FOR SALES-f!ANAGER DESIGNEES

Practice
Number

Reporting Per Cent

Formal Training Program E xists 64 72.7

No Formal Training Program E xists 24 27,3

TOTALS 88 100.0
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TABLE 1 SIC 3000

MEAN AND MEDIAN NUMBER OF YEARS OF WORK EXPERIENCE 
OF ALL RESPONDENTS, IN SELECTED 

OCCUPATIONAL POSITIONS

Number o f Years

P o s it io n  Held

With Former 
O rganization

With E x ist in g  
Organization

MedianMedianMean Mean

F ie ld  Salesman

F ield  S a le s  Manager

S a les T rai’̂ o’'

Trainer (Non-Sales)

Teacher (Educational I n s t i tu t io n ) 1.1
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TABLE 2

SALES TRAINER EXPERIENCE-PROFILE

SIC 3000

Type of Experience
Frequency of  

Indication
Per Cent of 

Total Indications

Field Selling , Training (Non-Sales), 
Academic Teaching, and College 
Preparation 6 5.2

Field Selling, Training (Non-Sales, 
and Academic Teaching 2 1.7

Field S elling , Training (Non-Sales), 
and College Preparation 24 20.9

Field Selling , Academic Teaching, 
and College Preparation 0 0.0

Training (Non-Sales), Academic 
Teaching and College Preparation 16 13.9

Field  Selling and Training (Non- 
Sales) Only 8 7.0

Field Selling and College Preparation 
Only 0 0.0

Training (Non-Sales) and Academic 
Teaching Only 2 1.7

Training (Non-Sales) and College 
Preparation Only 49 42.6

Training (Non-Sales) Only 5 4.3

College Preparation Only 3 2.6

TOTALS 115 99.9
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TABLE 3 SIC 3000

NUMBER OF RESPONDENTS REPORTING FIELD SALES 
EXPERIENCE IN SAME FIELD !£ THAT IN WHICH 

THEY NOW CONDUCT SALES TRAINING

Indication o f Experience
Number

Reporting Per Cent

Field Sales Experience in Same Field 82 71.3

Field Sales Experience in Other Fields 
or No Fields

33 28.7

TOTAL 115 100.0

TABLE 4 SIC 3000

CATEGORIES OF CUSTOMERS OF COMPANIES 
REPRESENTED BY RESPONDENTS

Category

Frequency
of

Indication

Percentage
of

Total Indication

Industry, Government, Education 85 34.7

Ultimate Retail Consumers 44 18.0

Wholesale Middlemen 62 25.3

R etail Merchants 54 22.0

TOTAL 245 100.0
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TABLE 5 SIC 3000

NUMBER OF RESPONDENTS REPORTING 
POSITION HELD PRIOR TO 

PRESENT POSITION

P rior P o s it io n  Held
Number

Reporting Per Cent

Salesman, S a les  R ep resen ta tiv e , E tc . 43 37 .4

S a les Manager, S a le s  Sup ervisor , 
A ss is ta n t S a le s  Manager 39 33.9

S ta f f  S a le s  S p e c ia l i s t 5 4 .3

Manager, T raining C enter/T rain in g  
School 3 2 .6

S a le s  Trainer 6 5 .2

General T rain er/P ersonn el 2 1 .7

Teacher, High S ch o o l/C o lleg e 2 1 .7

General Management 6 5 .2

Other 7 6 .1

No Response In d icated 2 1 .7

TOTAL 115 9 9 .8
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TABLE 6

NUMBER OF RESPONDENTS REPORTING HAVING 
HAD FORMAL TRAINER PREPARATION

SIC 3000

Indication o f Preparation
Number

Reporting Per Cent

Have Had Formal Trainer Preparation 60 52.1

Have Not Had Formal Trainer Preparation 52 45.2

No Response Indicated 3 2.7

TOTAL 115 100.0

TABLE 7 SIC 3000

NUMBER OF RESPONDENTS REPORTING ESTIMATES OF TIME 
EXPECTED TO HAVE SERVED IN SALES TRAINING 

CAPACITY FOR PRESENT EMPLOYER

Estimate Indicated
Number

Reporting Per Cent

D efin ite, B rief Duration 
(Five Years or Less) 68 59.1

Indefin ite or Career Duration 46 40.0

No Estimate Provided 1 0.9

TOTAL 115 100.0
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TABLE 8 SIC 3000

NUMBER OF RESPONDENTS HAVING IMMEDIATE SUPERIORS WITH 
SALES/MARKETING OR NON-SALES/NON-MARKETING 

FORMAL TITLES

Formal T itle  o f  Superior
Number

Reporting Per Cent

Sales/Marketing 93 80.9

Non-Sales/Non-Marketing 20 17.4

No T itle  Indicated 2 Ï.7

TOTAL 115 100.0

TABLE 9 SIC 3000

CATEGORIES OF REPORTED TITLES 
SUPERIORS OF RESPONDENTS

HELD BY

T itle  Frequency of 
Category Indication

Per Cent of 
Total Indications

Sales Training Manager 44 38.3

General Training Manager 10 8.7

Marketing Director, Manager, 
Executive 24 20.9

Sales/Branch Manager 32 27.8

General Management (Non-Training/ 
Personnel, Non-Sales/Marketing) 3 2.6

No Response Indicated 2 1.7

TOTAL 115 100.0
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TABLE 10

NUMBER OF RESPONDENTS REPORTING HAVING CO-TRAINERS 
WHO CONDUCT NON-SALES TRAINING

SIC 3000

Indication o f Non-Sales Co-Trainer
Number

Reporting Per Cent

Have Non-Sales Co-Trainer(s) 64 55.7

Have No Non-Sales Co-Trainer(s) 46 40.0

No Response Indicated 5 4.3

TOTAL 115 100.0

TABLE 11 SIC 3000

REPRESENTATIVE PROPORTIONS OF WORK ACTIVITIES 
REPORTED BY RESPONDENTS

Work A ctiv ities
Mean 

Per Cent
Median 

Per Cent

Face-to-Face Training with Salesmen 42.7 40

Sales-Training Support-Functions: 
Training Research, Program 
Construction and/or Revision, 
Etc.

Administrative Tasks; Reports, 
Conferences, Etc.

32.4

22 .2

30

15
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table 12 SIC 3000

EXTENT OF SALES TRAINING CONDUCTED IN 
THE FIELD BY RESPONDENTS

Location
Mean 

Per Cent
Median 

Per Cent

Sales Training Conducted in  the Field 26.9 20

Sales Training Conducted a t Home 
O ffice or draining Center 70.5 80

TABLE 13 SIC 3000

RELATIVE EXTENT OF GROUP OR INDIVIDUAL SALES TRAINING 
PERFORMED BY RESPONDENTS PROVIDING 

FIELD TRAINING

Group A ctivity
Mean 

Per Cent
Median 

Per Cent

Work with Groups o f  Salesmen 73.1 90

Work with Salesmen Individually 14.6 0
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TABLE 14 SIC 3000

MINIMUM QUALIFICATIONS THE SALES TRAINER 
SHOULD HAVE, AS RECOMMENDED 

BY RESPONDENTS

Q u a lif ic a t io n s
Recommended

Frequency o f  
In d ica tio n

Percentage o f  
T otal In d ica tio n s

S e l l in g  Experience 82 25.0

S a le s  Management/Management 
E xperience 22 6 .7

A b ility  to  Communicate 42 12.8

T eaching/T rain ing Background 16 4 .9

P ossess Empathy, .A bility  to  Relate 38 11.6

Have Some C o llege Education 34 10.4

Knowledge o f  the S a le s  Job 33 10.1

Knowledge o f  P sychology, Human 
R ela tio n s 12 3 .7

Other 49 14.8

TOTAL 328 100.0



TABLE 15 SIC 3000

COMPARISON OF SELECTED MINIMUM QUALIFICATIONS RECOMMENDED 
BY RESPONDENTS WITH SELECTED QUALIFICATIONS 

POSSESSED BY RESPONDENTS

Qualification
Recommended

Number of 
Respondents 

Recommending

Respondents
Possessing

Qualification
Recommended

Respondents
Without

Qualification
Recommended

Number Per Cent Number Per Cent

Selling Experience 82 77 9 3 .9 5 6 .1

Sales Management Experience 22 10 4 5 .5 12 5 4 .5

Teaching/Training Experience 16 16 100.0 0 0 .0

College Experience 34 34 100.0 0 0 .0

<T>
CTi
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TABLE 16 SIC 3000

REPORTED CRITERIA FOR EVALUATING 
THE WORK. OF THE SALES TRAINER

C riteria Reported
Frequency of 

Indication
Percentage of 

Total Indications

Salesmen's Subsequent Productivity 38 27,1

Feedback: Course Evaluations, 
Formal and Informal 50 35.7

Results of Test and Measurements 6 4.3

No E xp licit C riteria 35 25.0

Innovation in Programs 6 4.3

In-Company Progress o f Newer 
Men; Personnel Turnover 5 3.5

TOTALS 140 100.0

TABLE 17 SIC 3000

REPORTED STATUS OF WORK-FAMILIARIZATION 
FOR NEW SALESMEN PRIOR TO THE 

TRAINING PROGRAM

Practice
Number

Reporting Per Cent

Prior Work-Familiarization E xists 87 75.7

No Prior Work-Familiarization E xists 21 18.3

No Response Indicated 7 6.0

TOTAL 115 100.0
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TABLE 18 8IC 3000

REPRESENTATIVE PROPORTIONS OF EMPHASIS IN  
SALES TRAINING PROGRAMS REPORTED 

BY RESPONDENTS

Mean Median
Training Program Emphasis Per Cent Per Cent

Product/Company Inform ation 38.0 35

S e ll in g  Techniques, Methods, T actics 38.7 35

W ork-Organization, P lanning, Customer- 
A nalysis 19.7 15
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TABLE i9 SIC 3000

REPORTED EXISTENCE OF SPECIFIC AND SEPARATE 
FORMS OF SALES TRAINING CONDUCTED BY 

FIELD SALES MANAGERS ONLY

Practice
Number

Reporting Per Cent

Specific and Separate Forms Exist 93 80.9

No Specific  and Separate Forms Exist 22 19.1

TOTALS 115 100.0

TABLE 20

^PORTED EXISTENCE OF FORMAL TRAINING PROGRAMS 
FOR SALES-MANAGER DESIGNEES

SIC 3000

Practice
Number

Reporting Per Cent

Formal Training Program Exists 68 59.1

No Formal Training Program Exists 47 40.9

TOTALS 115 100.0
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M ISO ESLIiA N EO U S S T A T I S T I C A L  DATA

S t a n d a r d

Mean Median Deviation

N u m b e r  o f  y e a r s  s p e n t  i n  t e a c h i n g  

p o s i t i o n  a t  e d u c a t i o n a l  i n s t i ­

t u t i o n ,  a s  r e p o r t e d  b y

r e s p o n d e n t s  1 . 1  0  2 . 5

R e p o r t e d  n u m b e r  o f  p e o p l e  e m p l o y e d

by • respondents' companies 32,879 4,500 72,795

Reported 1971 sales volume of
r e s p o n d e n t s '  c o m p a n i e s  $ 9 4 0 , 7 7 1 , 5 0 0  $ 2 , 3 8 0 , 0 0  $ 2 1 9 , 1 3 4 , 0 0 0

Reported number o f  c o - tr a in e r s
as indicated by respondents 5 1 8.37

Reported number of subordinates 
conducting sales training as
r e p o r t e d  b y  r e s p o n d e n t s  4  0  1 0 , 6 0

Reported number of weeks in 
initial sales training phase,
a s  r e p o r t e d  b y  r e s p o n d e n t s  7  4  1 2 . 6 1

Reported number of sales trainees
in training class 12 12 10.64


