&H

eSS B 1T R 72 2 [ BB FiTHE

fE&

S B (RERBKEZFEGBHEER (EEE))

128 (B EmAEAESELZAFEEEHZEFD

B

G BT R da oy & B B — o0 F % 2 T L BEE - 3 & B P O ey
s B SBR  ET,  TTTFTRL BT BT BI I (Weitz, Sujan, and Sujan,
1986) - LHE 1980 ik » BIEB 1T BATHIZHRIE B TE » (E5Y ey
B BT R R T - AW T R HUBTER B 51T B B IRAS - ST
PEESEUTIE » 6 H SO BB A B R T B BRI (LR  RACEE -
R W - AR EEPSL 55 BRHERE « 2 RIS « BIZT AR
% = OTEMERT N AT - ABFSEEE - (1) MIER BT AE Spiro and Weitz
(1990) $t4 ADAPTS (% » HHER BB E » HIC 2 LR E/E JPSSM 25 ;
SWHIZERA Weitz et al. (1986) HUMIER S 1T BERES  MHJE EEIER B
T b HI RIS - (2) B0 SR PR 5 517 By /T e BB TR - g o
B HIAE SR E P L B R - (3) HiSERRet AR (L ELA ADAPTS S BjilR T A
ISR » RIS 1T i BT ; 2O STT L FIUF SEM HEf Tt Ay i
RESTRS BB © HIAC s R S B WAREAMREUS » ERE 2
7738 FEORIE - (4) S WHIZE B RIE S Y BT o B0 B S8 P R R F (e B
- SRR R SR AR S — LR -

BT

HEASHET R HEITR C WEST  SURKIEIRE

Title

A Review and Prospect of Adaptive Selling Behavior

Author(s)

Meng-Jay Wu, Shueh-Chin Ting

Abstract

Adaptive selling behavior (ASB) defined as altering sales-related behaviors
during a customer interaction or across interactions based upon perceived
information about the nature of the selling situation (Weitz, Sujan, and Sujan,
1986) and has long been an important issue and adequate research in the
selling management and practice since 1980s. The purpose of this article is
to review the development of ASB research and discuss the existing studies
for enhancing the richness and clarity of ASB. We review the theory approach,
historical evolution, origin, assumption, nature, and content of ASB. We
collected fifty-five articles from domestic and international research
literature, and used content analysis in three aspects included research
concepts, measurement, and results. We found : (1) ASB were rapidly growth
after provide by Spiro and Weitz' s (1990) ADAPTS scale, and published in
majority of JPSSM; moreover, most studies of constructs used Weitz' s (1986)
definition and diversified from perspectives. (2) Research focused on the
process and mechanism of ASB that to enhance performance through the
effective functioning of the ability or characteristics of the salesperson. (3)
The majority research was quantitative research design and adopted ADAPTS
scale as the research instrument and viewed ASB as a single dimension. For
the assessment of the overall model fit and verification of hypotheses, SEM
was most commonly used to analyze data. Research subjects were chosen




from salespersons of different industries. Because they collected data by the
self-report way, there was the problem of common method variance. (4)
Many empirical studies have found the positive and significant relationship
between ASB and sales performance. Finally, the authors outlined directions
for future research.
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