=3 Lk
dEAFI02E ST FoEE 55186

HENBELEHEEASRN IR
FhkAEEERNTEREAR

- S - R

(UgfsHHEA : 101 410 H 01 H 5 55—KEIE : 101 410 H 18 H ;
BRI D 102401 H23 H i%x?ﬂ’““El,Hﬂ D102 4202 A 27 H)

BE

ABTFERIE(FAE RAYRISE > (IR 1SR EASH & 77 HEh{b(sales force automation, &% SFA) %
GEHYEHY - BT SFA ZER(EH] ~ FahReR ~ mIEMEH 1T R - ROHESTEIRAR: - LUR SRR (J
PHEEAEER ) ¥ SFA 2B B RIReR (REEMSHETR) BBt HEAaE » WPATIHEA
SFA Z&RHVR SR A F] 280 (A B B ERET B R - S TEFEITEREUS - 3
BAR SFA 4R ~ FIRCR R EEMEHET AEHEEN S 2R ERTE - It
b - SERGHE N BHY SFA EHIHZE SR EFE LR - FEE N R EAIREE 3
EABGZHELE - SFA 24 BB BT HIVIE R B8Rl - KEmseEEdi—
EobSE A SFA 2RV E B RSN IT R -

BaEe 484 pdeit By S M8k

T W
B:l:"'ndbE

AR THESIRIRAY PR B LA 4 P B A A% S i B N B KR T)
JeHkER (Ingram, 2004) o FIATERBH PR E R - B RTTHRESEL - 158
B BGHOREIE A ~ 7 S AR HY SR AR A T ~ P E N BRI
AR AT s — 0K E N B BHE EWVAIRE - sePRA ol FERAZ Y 2K K
i~ BEFE AL EAVE A B R L IR 7% (Arnett, Macy and Wilcox, 2005; Jones,
Brown, Zoltners and Weitz, 2005) - [tb4) » SFUAY TS ~ 2 an A dn S HAAY 4
R~ R IR - BB R (SR A IE A K ZE(Geiger and Guenzi,
2009) - HFEHE AN BERFEHSANS S TEAE - FEEFE TR AR %

T EE B BEIURRORB SR AR - FCF - BURREAA B RS S
% BOLE - BRI RSEEH 2 B E -



52

WEHmTs o o255 -H > A@I02& 50

HYZETL ~ 352 ~ R4ERE BN HE AT » RIS AT EH E T8 A
B (sales technology)Et$4EE 17 H El{L(sales force automation) 245 (E") LA,
B B A LR L4 5 47 3 0% T % W (% (Ingram, LaForge and Leigh,
2002) -

RFEE A SFA 2GR TFE--AATRE—K 24 /N - ALK E
> HRGRAE HYFS Z(Sharma, 2007) 5 fIPRER G 4k 55 EAEER DU
FEBEE - SUEBR S - EHEANBAE ) R SEIURETERE - IE5 115G
R R E R ~ Bl S 2R S ~ 5 1 F122 55 (Buttle, Ang and Iriana,
20006) © flE 2& 5 EB AR Vs E RS — IS - SFA 24 AR A FI R RH -
140 Moriarity il Swartz (1989){F fix 5Lk MY e {5 2E 5T s (Harvard Business
Review) FFEHY » 178 KM E DI B B{LE SRR S (SR B R A T
10%~30% ~ &R E £ 100% ; Booz, Allen and Hamilton P& ZEREHM 2
H| 22 > SFA 2478720 8E1% » $HERE S (selling time)3 /1 40%(Dent, 1990) ; Taylor
(1993)PA 124 ZA[E]E A F B E B T8 8 R RHEGHREER » 64%
ZE\ B H(E SFA IS & R ERHY (SFA #E1E 8 E H N [EIUL) ~ 80%:8 5 SFA
[EAFIMSHELREIER T Dugan (1998)FH&EN{T SFA HY Infoworld 357 >
GO 72.4%:0 5y SFA Ryt FI A8 FHBEL ~ 65.5% a0 My bH B B ERIF A 4k 1
62.1%50 Ry S EFRI AN T ~ 44.8% a0 Byl AR T - ZAMEHE N B EIER/ LAY
JE:» SFA 2411918 (usage) (1) ELAEHE H- TRV 5 B 4% (sales performance)l ?
HRIE AT EERNEAN R ERERE I8 (2/F—) - S8
SRR B TR A AT Ry R DU =F -

' BYEJTEEEATE SFA - EIGHNE A B ERGEE - B0 - RESRELERTHE K (30 1TBUEE)
(Morgan and Inks, 2001) ; HE0ZEBSIEE - WAL HAVESIER - K A J1E R8I & RATBUSE B
BB TFEF(Rivers and Dart, 1999) o f¢fES FEEAE - SFA A4 e Z R {45 (Customer Relationship
Management, CRM)ZZJH & FHYRLE » FAE 80 W) - ERT R FTEEN " ##%E H (contact
management) ; Zx4F » H ZR 4 AT/ B SRR R AT HER AR T AT R SR BRIV NG IR oK - B
NS RAAYIEE - SFA 28 3 e pl Ry — B e BEAVRE B B B 2040 - AR | » SFA 28 & MY £ g8 (it
& > 2004; Widmier, Jackson and Mccabe, 2002 ) : 3 - {72 H (activity management) ~ /& T
(communication management) ~ $# & 7E | % ¥ (forecasting management) ~ § £ {#% @ & ¥ (opportunity
management) ~ 5| ELE HH (order management) ~ YA ERH 7% & (lead management or prospecting management)
e 4l & #H #(product configuration) ~ Kz i35 F Fl 42 (marketing encyclopedia) °

2 HHIWFFE % LLER F (adoption)(Jelinek et al., 2006; Schillewaert, Ahearne, Frambach and Moenaert, 2005) - $#<7
(acceptance) (Ahearne, Hughues and Schillewaert, 2007; Avlonitis and Panagopoulos, 2005) - XA A
(infusion)(Jones, Sundaram and Chin, 2002; Rangarajan, Jones and Chin, 2005; Sundaram, Schwarz, Jones and
Chin, 200734 EE N B SFA Z451I{H F (usage)(Ahearne et al., 2005; Ahearne et al., 2004; Ahearne,
Jones, Rapp and Mathieu, 2008; Hunter, Perreault and Astrong, 1998; Ko and Dennis, 2004; Onyemah, Swain
and Hanna, 2010; Park, Kim, Dubinsky and Lee, 2010) » ABFZe45—DL " SFA 24/ | AFENE> -
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(1) ZEfHE AN A SFA 240 E T8 (58 B aEEE
TK—HUR RSB EEE RS (NEREE - XEE - REE
2008; Eggert and Serdaroglu, 2011; Onyemah, Swain and Hanna, 2010; Jelinek,
Ahearne, Mathieu and Schillewaert, 2006 ) - ME7 Y&~ fEEEE B B (L0
Avlonitis and Panagopoulos, 2005) ~ HHYE £ £ U BUEH{%(A Ahearne,
Srinivasan and Weinstein, 2004) -

(2) BTRafTHESTHEINE A& SFA 24009 -3 E A RANinY 2 & - BfEAE
fAIFEEIL T SFA Z&RHYE A BN A3 B4R ~ 5L SFA 2 4RfEME
AR N B B E B o 5141 Mathieu ~ Ahearne and Taylor (2007)fYH3%
HUR » 1E B F] S IR EE (empowerment) SHELE L N - S5 N BEFHRHFLAYE
S B R R £ FEEREEEERN T » B ANBES
FHRH I 51 & Sy s BRIEE S A B3 - Ahearne ~ Jelinek 81 Rapp
(20035)AYb 7T » A 1E 8 B {50 & 5/l ki (training) 5z 37 FF(support) &
T~ SFA TEMEEHA ERAHE N B EEN (FCPHIEE0) 18
SR E IR B SRR T - SFA T HME A g & A B8
BEUN (P E#)  © Ko and Dennis (2004) ASH & A\ B3R A B4 &
MR S BRI B » HEsma& Bt SFA 241 (0 - S E 4Bl &+
R NEFCBIBRSMTTREDT: SFA ASHE I EH9Y B AR E LT & 2 5
KERHZ & - [H1SR AR HIHYZ > Franke & Park (2006) Y 5 &8 73 17
(meta-analysis) BT » §585 A BISYEETERAISE - SYEEURAS © 1 Ko
81 Dennis (2004)BF2AIBE T BRI o B0 B 00080 - 9221 40867 » DI
S5 A B 5 A B R PR » A MBS B A B
P A R BRI - DA ARREE 1 B B A By & m] TR, -

(3) BRaf SFA Za%e (s FH B & e RAAEY 7 % il (mediating mechanisms) : 7
JEMESS RS T BRAR RHE G BHAR - 348 N BB B 1ERAE
Firad AR &R - SR B HBH 81T B J57% J(Spiro and Weitz, 1990; Weitz et al.,
1986) - N AMEHEZ B GEMREEA SFA RGN FEENZ—
(Ryding, 2010; Boujena, Johnston, and Merunka 2009; Moutot and Bascoul,
2008; Geiger and Turley, 2006; Ingram et al., 2002) » (i {&7TEHEE R (Weitz
and Bradford, 1999) k2 & 25 0/15E(40 Maroofi, Sadeghi, Mirzavandi and Fathi,
2011; Roman and lacobucci, 2010; Park, Kim, Dubinsky and Lee, 2010;
Hunter, Perreault and Amstrong, 1998) 5@/ 5H B A\ B AR FE M TY & 1F
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3L~ 4R MR RERAVEE N - NI EIE M B R R E R R T
BIHZ — (2RE—) -
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# - 48 4B SFA il (& ﬁ%#ﬁ)é?ﬁﬁg MBI B RARR
., Biat  HEE SFA o e
Ny o g
Hunter et al. (1998) ISR REREATO W e IEVEREE (EI5F) TR
Ahearne et al. (2004) FEIEENERY 131 iz B2BJEEE NS REG  EANECHE oBCHHE AR
. FARBIPSEIEIZE /N E]HY 1340 iz B2B - o TR e
Ko andDennis (2004) e )\’g = REG BEASEISE o4TE, ol AR
Avlonitis and 5 REUEE/\E]HY 240 {if B2B $HEA - Ry
Panagopoulos (2005) =i SEM Eh ERFEHEER
N o (i Y S o BB AR
A &
Ahearne et al. (2005) HNE] 108 iz B2B A S REG H&F Ty E—— T
Jelinck et al. (2006) e SV E TS
Mathieu et al. (2007) FEE AT S92 (L B2B SAE AR HLM  EF oA R
HEBIEE( A5 A T 187 (112)f . REE BT  HAERE 8 e p s
Ahearne et al. (2007) B2B §56 /& SEM HiE TR B RS B e R ALA]
Sundaram et al. (2007) FARI R FE 85t B2CHHEAS  SEM Bt TTHUEERL e HEHHESR
FaugE NS0 137 4HPHE N BBl . oHEJEVEIHE oHIEAIS - BIRE |
Ahearne et al. (2008) % (S ACBf (B2B) SEM  #Efacek 2R« BA AT FCBREERCR
Rapp et al. (2008) FHUBE\E]HY 662 il B2B $5EAE  SEM BT oL oHELME - BIEMHE BRI AR
e 2 SRR 173 (BB AR - | - P
{%?‘%E)’(%)\(zoog) ?{%ﬁﬁ&jﬂ’j 302 Tﬂfﬁ’%]\E\ SEM Q D:F E u?ﬁﬁ%gﬁ)f&
Onyemah et al. (2010) REMEHIRT 82 U EAER SEM BT B AR
S N2 yp Al
Park etal. (2010) e HIEESY - MR E(ERT) o BTN
Eggert and Serdaroglu FBUERNEPESY /N E] 244 fiz B2B s o A 4 s
(2011) e LB SEM Sk SRS
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WEBR AN E NS SFA 240 EEE ST hEME
£ 1FE 522540 Rapp, Agnihotri and Forbes, 2008; Ahearne et al., 2008) > {Y
H BN E AN BEZE (Y] Park et al., 2010; Hunter et al., 1998) « [FR4) » J&k/b
FEFIAEITEUESE KR MG Eh (support activities) Y] - SHE N BHEZHY
IFREE S EEE) - S HE AN BRVAE TR EEA SFA 25HYa HEY
~Z —(Thompson, 2006; Erffmeyer and Johnson, 2001; Weitz and Bradford, 1999;
Rivers and Dirt, 1999) » SFA #AGHHZE MR I58EE SFA Z&RHY AR T8
(Raman, Wittmann and Rauseo, 2006) » MEEZEHFTHEIVE~HE N B SFA 247
{5 P A 2 (PR AE R E I R A 58 R 5 HI ) 2 IR T2 2420 Ahearne et al.,
2007) - AHYER SFA 23S EET (BP9 HESRED 128~
BH# (Ahearne et al., 2005) °

B EEY

SRERTHLIHT - AHTE EEAEPRETWAE TR © SFA ZR&TETie A5
G 7 SFA RS NRRIAEE) ? Fr2btsefat - SHEABRHE
ERIEARERSR S E R ER A E N BB SRR E IR & EE)
(non-selling activities)--UIXC AT THE ~ BERHRE - HHE & - Fi7 - BESGEL
ESE (1 B HE ~ Bt gk ~ E3E75 - gifilfs » 2001 5 Hill and Swenson 1994; Johnson
and Marshall, 2005; Wedell and Hempeck , 1987) - F=HE | » (¢ B EMEIANY
BN E RSN & A\ BB AY I R 2085 T 9 R 2 (Locander, Jaramillo and
Mulki, 2004) » EFEIAE GIEEE TIFWER - 27 B4 FE0E R R m
(Jaramillo, Mulki and Locander, 2006) > {32 A SFA 2 4iHVEZEHINY 2 —il&
SR D SEE N BRI — MR T BT AR AYIF S o 00 7 NRE 75 Eefie = A= 7 TTHY
] S0 )5 | B4 A EE 22 AV HH 8575 S - (Holt, 1998) » EMIZFAHEER - A
MM > SFA Z & (H FHELGH B A\ & 4 2 SRR Y B 55 b 704 A E 73l - il
Ahearne et al. (2007)HYBFFEHTT - SFA Z &Y B E N B34 7 (call
productivity="135 &8 % 3/ 89508 TEIF 8 ) 2803 R 52%¢  Harris and
Pike (1996)/VEHEFE 1 > 75%HVHHE N BE1S SFA Z Gl RAE Ot MY $5 &
[l ; Ahearne et al. (2005)YBTZE/NEEUR - SFA Z&EHY(E R ATE A 85 & N B
P HE X B (call/day) - HFFEEHIET - BT SFA ZHHY £ 450 E (system
quality) (DeLone and McLean, 1992) » SFA Z47 (i FH & Y F S 75 2 E R
WH7esE R mREIR IR 2 — o B SR (theory of aging) (Giniger, Dispenzieri
and Eisenberg, 1983; Rhodes, 1983; Salthouse, 1979) » FE#5IMEEE A1 K703
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REN) (WHTBOCE RN - Eaflas: ~ ofr » |EBREE) HM=R » SFA
ZEHIThRER TR T RE R AIF IS RV AR LR - 52 » SFA 2 48HHH
BT R E N BRBCERNECERA B - I 2857 - Bisg T SHE AN A
SFA ZMHHEETFEIE, - T#HENBFRY SFA R&HH--%F
HERAHRE ) - T HEABRTIRCREHEENNIE |  BARE—
(EISEENR

BtAh - ARCE BRI (R E S BRI E ERUEREE A SFA 2451
FH—EEZHY > 2R SFA Z % FHEBLRAGR T 1T F— A NE VLB B 1T Ry Al
e B SO e 45 S AR B 437 - (511401 Rapp et al., (2008) 52 Ahearne et al., (2008)
Ei’\ﬂiﬂ SEEEE F a2 > Park et al., (2010) 5z Hunter et al., (1998)fAyH5E I 58

BN - ZE B HIET » B T SFA Z4AY & a8 (information quality)
(DeLone and McLean, 1992) » SFA Z 4 ft & Y34 B 48 B 52 B BT IR A 5T
GERAVATRER N 2 — 1B R R E R & AN B B F R B BT BATFRR
OB BE R S B B R (Franke & Park, 2006) » [A|)th SFA Z&0H(E &=
PHE AN BEIEMEE BT BHVEIREE Bl - HRTCAHITERET - Bpss s B 48Es
¥ SFA Z450 (s FHRUERAY T8 > 5140 Ko andDennis (2004) 355 SFA Z45t1{H A
Hih= &ERnHE N BRA L - EEERERERI A G2 SFA 24
{6H FH—84 B E XUV RE S - B Ko and Dennis (2004)AVERBEAH K7 > Rapp et al., (2008)
TR S EIVHE N BIRAEASUEN SFA L4tz & - EELENE
‘fif)‘if BT R EHRMHES ES R SR - (H KRR E TIEE

5 NEIFE - BUBEE = EH R L gk & - it CEFE S AME
E?J%DE%Z ~ FORE ~ REETHY R - ST ERERE AR TEARMENN R
T E AN 2 2R AH[EHY(Quinones, Ford and Teachout, 1995; Struman, 2003;
Tesluk and Jacobs, 1998) » (Rt DA [E - EME &Y HNAR B SR i & 52 el E HU 48 B
AIREN A E © FE - Gh= S EAERAYEH & A B B B R K EH B &Rt
i {&(Fu, 2009; Ahearne et al., 2007; Fohlke, 2006; Franke and Park, 2006) » g
= b EAH ARV EARS AR FE ) - RRSEAT E IR )7 A i Bl ia Se AR (k= 4%
§p) AVEHE N BIEAE4 - IFRERE VBB 4% R A\ 2 (Ledingham, Kovac and
Simon, 2006) - [RFLHRET ~ Biag " 358 N B SFA Z 4 B H BB BT &
HseEE | ~ TIHEKEREINE NE SFA A& H--EEMES BT BRIFNI
2 - THHE ANBREEMS BT R BN E |, - BAVIERYE (@
HEY -
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R MRERET R B

AETE S AT i 5 B A\ B 4% (salesperson performance)Hy = {[&
TR --=aeR  EEMEH ST R SOH B8 AR ZE B #Y 73 Al
aiH B A B SFA Z MR HEReR (RBEMSHETR) FUE -~ Fik

(R HEEER) I HEA T REIITIHE N B F IR S EENE 1T Rt

SR -
—, HEASEY

HEANBSENEEZEEES (2RE—) - T RAEOI MR A
N %55 (MacKenzie, Podsakoff and Rich, 2001) - FAfa4MERY (A EIMT
Ry) BEELEE#MITHEME TEACIEOR » IHASE RN A ERIT R
(Katz, 1964) - HHVWIFe & REMETT BE /KT Fy(Bateman and Organ, 1983)5,
ZH4H N BT Ry(Smith, Organ and Near, 1983) » Wi HIER Ky T R BAHMIERSE
BRI AT ARER (0 2 P H A O & A8 H 38 1417 & ) (Organ, 1988) < /4
BREREEESIEXZRAVET - KA B ERAHS: H 87T By (Verbeke,
Belschak and Bagozzi, 2004) » 3 ] 5y Fyja (M 450 (BUREH B - AIlcERERR
&~ SHERH - SHER - EAE RS ) AT R4 R(Churchill, Ford, Walker,
Johnson and Tanner, 2000; Fang, Evans and Zou, 2005)° Cravens, Ingram, LaForge
and Young (1993) AR T REiutE—2 & 7y Ryl BT /AU I EH B 1T B
G - HETHEREREHE AN BERITH ST BN &G 2 RH
(Babakus, Cravens,Grant, Ingram and LaForge, 1996) - E.fé & A EE o5 E A
SRETER] ~ &R B TS E(Piercy, Cravens and Lane, 2003) - BI41E7E
T {E(working hard) ~ E[[X&{E(teamwork) ~ $5 € 7 x(sales presentations) ~ F£ i
158 & FH (using technical knowledge) ~ ZEFEM:-FHEE - $HE R E(sales planning)
Fe 8 S # (sales support) % 5 JEBHETT Ry (A& FIHEM] - EiUR) AEAE
BEREZEHEER B 8 B 4HEE (Cravens et al,, 1993) -

BRI AT - S8 N BETHL Y RS E1T R ~ FRHET R ~ S
BRATRy ~ FE VR - RS E1T /g Bt EE a0 JEHET R
SHER N BRAT Ry AE SRR A BR TR B RN - LA sl 1T R~ BHE
SN Ry B ZE B B N BEAYHT R FR RS - RN ETT RV E T > (1)
BERETRRBEBGAIZEMREEA SFA 2N TEHHN — > B GITHHE R &
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HETHIT SR T MR BT Ry BT - 4R - BRI RBARHVIEA AR S (2)
PIHEHEEEEIELL - EIEMEH S 2 A B &SR Y ES(Weitz, Sujan and
Sujan, 1986) » {RFEZIRFAHE N ENEET] > GEMEEEHEANEREE
TE B2 (Sujan, Weitz and Sujan, 1988) » [RIFLABHFELL TEEMEGHE 5 K HE
EHHE AN BV EIT R - EIEMESHE RIS T R E O EARN - HE
AN EMRIBAHRASE S HEAE Frad IRV E R - JEEH BB 1T KB U774 S (Spiro and
Weitz, 1990; Weitz et al., 1986) ; 71 14: 54 £ 0 (917wt 2 & — (=5
W ERETR - it 2HE N BRI ZBETR -

BEAh - FEEA SFA RGN HZ —(ERVIHE N BFAEIFHES
8]~ R FIRRAVEEFERE - GRS & A BRI GE Y S » e IR
i DA 5 Fok% o HY (T 75 (Cotteleer, Inderrieden and Lee, 2006; Morgan and Inks,
2001) - FEE % b FFZAERILIHE A B TIERBUSCEERE T T
BRRHEHE N BN TIEE IR Hel REmi(dfsifm st Bl HHE A
B YRR RS (Churchill et al., 2000) - ABFFEIEREE A SFA 248V H Y
ST K EHE AN BIHET RES THEERR "HEAR
EFFER AN (EHE) FNETIHIRE - RERETINRE, s HEAEE
R BRI S © SERE TSI RER S - FEIRERAE -

| mema || T#
TR
YN ) | TRE
Gy ey
S| s GEARTE (AEIMTE)

RN £ S TR L R

SFARMEHHAEARETINRNEE

B4 € Bie o 25 B R A B [ & 3 (Anderson, Dubinsky and Mehta, 2007,
Jaramillo et al., 2006) > {HFF L&A BURIH B A\ BFEFE L AR T IR EEE)
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I o {540 Wedell and Hempeck (1987)iy#z 5 F5H - $HEFE 60% (BT )
HY T AR R 2 AEFAEIESH & 5 [ Hill and Swenson (1994)Hy 45 » 4
N EfE A 1/4 1y e I 7% B & 2k BilgA % 4 s Johnson and Marshall (2005)
HYFEA S - $58 AN B R LU 15%MIF MR B R - 35% I E I TBUER -
FRPAY - BN S BB QOO D)HYEREFE Y » [ESDSEAEE A SFA Z4H1 » 5F
REXRVITHE 70%HE E T RS E B R R = A T E R B AL
B AR ZEUEAR 70% /575 WY R AE B R 2 IR AP A B » BESE -
Brashear, Bellenger, Ingram and Barksdale (1997)L 497 fir B2B {484 A Fs i
AR FH2E B S TR & B2 (sales process) &% E K B4
BEEEVFE > SHESERAILIEMAEFREEZaE ML 12 (M HREHE
B o RHEAVEER TS REUR - BRI S B B (selling) A REHYHH & V5 E)

(IEECHS) ~ AEURED - mEHER ) HINESAN ERE IR - Ak
R & (non-selling)y&Eh (ANHE/BIERAZ - A#E - REFEFEH)) AIBEGHES
IR R E AR

et B AT AT AL » B SR IR AR A RV ITEUEE) (W L/EET&]

et~ Fahith s - BHMEFTECCERRE) KIFINEEE) » BBV T 5
EANBERFAHE FIRT BRI SR EH SR ETTE R YRS
AR A BHEABHEENAENERZ — - RFEE A SFA 241K
FEEANZ — BB EENAL - ELAYE) - FEHE A B KRR DR
TTBUGEIIFR > AR ZHIRAVIE S 5 H IR E0E ) - Sl S HIBE
#fi(Ahearne et al., 2005; Buehrer, Senecal and Pullins, 2005; Morgan and Inks,
2001) = (40 - 1535 SFA Z48 MIZUREREGET 358 A 8 0] DIRERRIAR & -
A~ SR TERTE - A E LAEZEAEIE ~ [ (ERAE5E) &l
P A B B E A HiAElEE R E MBI E AN BN SRR
FOMERZ IR ~ BE NS B EBhIR R - B A A B e A A A ] 3B M B A ]
77 #1 M (Parathasarathy and Sohi, 1997; Colombo, 1994) - L4} » SFA Z45HYELE
@%ﬁ@%%T%ﬁ%ﬁV%*%mﬁ;%%%%EkéfﬁﬁmﬁﬁW&ﬁ
B 1B AT R (Keillor, Bashaw and Pettijohn, 1997) ; HfEEH -« {Ti2EH
B 7 2SR E S T As Al AT DUR D 88 8 N BFERTIR IR ES E@(%éﬁ@%%
&~ PEEHEFFS - R ERE  BREtERE - REHERGE) FrRavEE
[H] - St P A 5 2 A B B 3 1 B (Widmeir et al., 2002) ~ {E47 2 HYRRHE Y
SeRKEE % A% P (Ahearne et al. 2005)- AHHTE i Ealt /o Afrie th T2 RE-

P AR SFA ZSRHVE I EHETIRCR AR L A2 -
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=, FihnRE

CALHH R 1 5R  FEE AV R E B Ko OB RE T H R (Giniger et al.,
1983; Salthouse, 1979) - EEEHFERIHTT » F-REHH H HBEEERE(Wang,
2007) ~ B ZFA K RE J17RNEH{E(Colquitt, LePine and Noe, 2000; Kanfer and
Ackerman, 2004; Kubeck, Delp, Haslett and McDaniel, 1996) - &1 R =R
( Phillips and Sternthal, 1977) ~ ¥R 2B EEAVRIE ~ 5/ AHTRHL
(Morris and Venkatesh, 2000; Czaja and Sharit, 1993) » [Rl[FL 85— a1 #5157 s 17585¢
B T TAFREA—TEHAZE (Rhodes, 1983) « AR B T H 0= FH R (
R EBE SRR AR F5T 2% SRS R &SR T YRR » FI5E R B FedaE
EL# =i (Speier and Venkatesh, 2002) » (R ELAFES 55 85 A\ B I 47\ BEAGHEESS
ST - BEEN - FEAENRERGESNFEREEANE  FEHNRTE
B IR ETEEHIE R D - Rt E iR g s EREEAS -

F—T51H » F18 SFA Z%: 5 F 1 (ease of use) 52 7A 14 (usefulness) Il /&5
BN NBBR SFA Z4HIRASERTA (BE5E > 2011 ; Homburg, Wieseke &
Kuehnl, 2010; Schillewaert et al., 2005 ) - A& AR AR 2R3 2 - BH 41 SFA
ZHaGtOHERE RFNEIREMEER S M ARESG IS &
HVEER] - EERIVEE - STENRRE G TR - BASE  WILEREKE
BOUREHVFRIAE AR » SFA L4 HBH TIESERVSE (st 20
TTEUEEN I EMR EEEIF AR D) FES A = B B FOIRER RS E A 8 -
MEZ  HFEREEABN TSR RSCEZER - Kb SFA 2481 fE
M HE R IE A B G Raasl - A7eicig Bato it TR -

H2 : §HE N BRVEIR B HZIRRARE AR -
H3: §i8 N BEEIRTR  SFA R A A STBCRAVIE [ Bramsl -

M., SFARBERHEEASBERGEHAETANEE

Sujan et al., (1988) 5% » HRUHVEFERSH & 2 55— (ERH P Z R FE A
BB N B HYRTER T BLZE Shds i (technical) Kz i85 (market) 7 BEHIKIE > B4
anfEH ~ AR ~ B AR - A SRR (W5 - 8 ) VBP9 (Behrman
and Perreault, 1982) - Ahearne et al., (2008, 2007)FYWFZERIE < - SHE AN SHE
RHZEE AR - K BRIV S E N BRVESERER (EFEE mAER S iRl
i) IVEBEIER IR o BN SFA 254G T EISIET - R
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AR IEERE 77 AR IT FE(RRMENG o B B SR EUES: ~ (4% - S FIRYAE JJ (Huber,
1990; Glazer, 1991) » [Alitt SFA Z 4 Al i BH & A\ B HERUSAHEE R ERE
L~ B LA Y RGBS 5 A (AR Y TR (Day, 1994; Huber, 1991; Sinkula,
1994) © |18 & HY T35 R s M1 I T 0 455 B A\ B Y34 B8 i3 (Ahearne
et al., 2007) » FIAIFHE N & (1) A] ARG B S mAYFaE ~ BeFEmiv59
B e R —ERR AL 5 ()T AR Bl ST T A IR E -1
S A 5 & R 2 W e v e Y (BB B DA B PR ZE 258 B eV
B Q)[BT E R iR B R rIRebe AV 225 - WETEMCER S (4)
A] DL B A SR A B A B A A Y P 1 B SR B SRR SN — T R
HHIORES ©

bR T ESEA - HE AN B EEBEEEFETR > BEEERNES - o
M7~ RIERARE T (Weitz et al., 1986) - {KIEESE > $48 N B IEHEAVEIE Z0A]
T E Y E R THY R FE(Lambert, Marmorstein and Sharma, 1990) ; %15
HE AN BRI AN MEREEEEET RN TR
(Hunter and Perreault, 2006) - SFA Z:4t o] fip B B A\ B4 550 HUS BH S PR REZE
Eifl (WEEEEEARE) ~ PERAB I TR « O E AR &
PEfi#(Ahearne et al., 2008) ~ {{KHERA R R HE% = T84 B B /r(Marshall, Moncrief
and Lassk, 1999) - F1 % » A | A[SElVEE &l (JOnRaEN) - HEAERRE
AE THRARAZ 0 S ~ A BE AR AY [0 ) B R R 2K K iR ~ S ER T
ERFFERBRERITRR - U AR - RN R (EIERY RS AL - i
P& A B R A O 8 K % 38 5 E (Colombo, 1994; Duncan and Moriarty, 1998;
Keillor et al., 1997; Rapp et al., 2008) - 4= 2 » SFA Z4RREfEMLHE N BEHE
Y i ~ TSR0 B B SR AR & - 1B LRI BN S A B & A B
BIEMSHET R o AWZERE Bttt MyERG -

Ha 548 A8 SFA GG B EUBIEIER, 85T A SN E A -
=, HELRHEE

KB B N NEUNERRE Z — - BRI R 7 fy —(EEH
BT © 4H4% & (organizational tenure)--{£/3 5 HVISE] ~ TAEHEZE (job tenure)--
R AV [~ R T/F&EERGob experience)-- £ F ZE Y 5[] (Rapp et al.
2008) - McEnure (19885 12 —fd S Bt iy il pe s 28 - S5 3 T /R4S B A
FEHIZEHE A fY%555 5 Quinones, Ford and Teachout (199548 53R RE TR » =
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Fe R I R DA TP E A8 B B T AE G AH BRI P B v < 25{DAHY > Franke and Park (2006)
B 155 (B E 1B ARG N 3 58 AN BRI E A lEE M
HE (RHEER) B EMBAG - RIILAHITIRLH & A BTE B HEN
TAEFERErEHE N BRI ELE -

Ryt be S E 0VH B A B n e EEMEH BT RIE ? 22l
&I E A B Y AR R AR - RS SERAE EER  5
FHBEF 2V B SRS - A IR & AR » R 2 #HE T4
AR EETEE A o GRS A S R A R B & T A (Franke and Park, 2006;
Spiro and Wetiz, 1990) - A5 {EEE 4 155k » SFA 24 2 IhRE 2 —Efe it
TGV B SE R S s &Rk i BhH & A\ B R B E S 1T Ry 281
Fibtse M - BERHE A BB HERRHVE HREE 2 8 A [ 7Y Al
(Hunter and Perreault, 2006) - iHFEEHIET - HINGEE A& Al AE B8 bR RIEHEE
M ~ R EHRE ERAVRT) LR E S B 1T Fy(Ahearne et al., 2007,
Fohlke, 2006) » (RIL¥4CERE EAVEHE AR S » SFA 24 KA IE M
BTN AR - 52 18 N B SFA Z4 (0 A Bl FE M5
BT ENIERZER G SHESB R E HESTHA AT HHEAEM
Z PHELES - SFA 24000 B EME S BT BV IR 2 2 rT gEARs -

TEERER T SR A E 5818 J71H » Ko and Dennis (2004)H[] F58 » = &8E5EH
BN EREEZ N R - RIS AER AT ZHITRE » BIEH SFA £
SIS P AR BRI 2 HL A - 155 DL el B U A B R E U & B (s
T > ZRT AR oy M B AR B B B R 2 B UM R~ HL B s i 48
o8 o WHPTEHIET - B T REBEIT RES (WEEEHETR) b At
DLz et B PRI B B Ry B (B (A F51E - 821 Ko and Dennis (2004)
HIW T AR E L R R RE R R — -

Rapp et al. (2008)HI[$2 4 £ Ko and Dennis (2004)F8 XY T3 © 5805
P E R TR At EEAVBIR &R A =R S &R B AR
AR B R IERVAEAR 1B - RECEARE T BEEHE AR RN EEB K
P EERAVAIE, > B AS IR B R IIAE - A AE A ERHGR
ALV S8R - I FENES IR - SR B E R AV O iEE
MEHET RAEEE ERTE HeSBEHER A EEEEET HE
MRV IE AR 2 ~ (REERE s B2 AIR B © (K42 Rapp et al. (2008)HJHE %G
WA - RS i T S S ER FH Y B B R £ 48 2 8% 5T AT AE 1 A B #4(Thompson,
2006) - DL E{EHEER S EHIHE N BA H )25 - Ledingham et al., (20060)f5H!
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FEETAESE VB EHE AN BAGeAASEET] i S EseEE
77 BESBAENE IR AT BN ARCT R (BiEh = 4808 ) Y8R B A BTeA 5
4 5w EHHE AN QOO IREE Ry » 4787 SFA Z4t7 i RAT s A A & REfmEh 2
BN E N BIRA G - AFRMRIERTIL I et T YIEES -

H5 @ §i8 N BRI E et B BT A B SRR 2 -

H6 © §HE N BRI Z I EALER - SFA 2 FHE VI B 1T RV IE
s ERTsRIN -

N, BEMEETAREIRRHAEERINTE

RIEE A SFA 2407 T2 B EEHE B A GRS S 5 3%
OEIRVEHE » e R HIEE SR - EERRER  HE AN B AR RS
Je B (selling) % &8 ((NTEAFER ~ B RE - FRIRIELE ) AYRFRIAZS
PH B A = (Brashear et al., 1997) » FIEFFESHRIZ I XER S ~ $HEETUR
i=i(Ahearne et al., 2008) - & » JEEMIHEE N S ENVBRHES(Weitz et al,
1986) » HEASHE AN BRI EER > H R SR S A\ B s B E
Zh(Sujan et al., 1988) - DUH EEFH (] K ERERIRFE (A Park et al., 2010; Rapp
et al., 2008; Ahearne et al., 2008) 5z Franke and Park (2006)HY 5242 5177 25 B3 #E
o HE N BRVEEMET AHET - KEHEEN S AHEZ ERE -
FEARHZERR Y T 7R -

H7 : JHEE AN BRVERIRCRE A S SRR IE R E -
HB : A8 A SRVEEM BT R B BE IR AP E -

€., SFARBERABHERANEERE

HEAR SFA Z4HERIRR TIBIBEIBERINE - EEMEH ST A
MR BB - SFA R&GFINHERETREEAEH TR - FlanEs
B OB R RS HE &N > EEEEESHE N B E HE N
(Larpsiri and Speece, 2004 > Colobmo, 1994; Keillor et al., 1997) ; {2 [FRERTHL
FERERE KRB RBZ A - B HEHE A B Em - BER R K
5 R T I R R sf(Keillor et al., 1997) - iEREHEERAZT AN E N SR
JIHYERAHI(Huber, 1990) 5 B2 & BAZ HYRTRE R EERIAVEE ST » RIATEE =8 E A
BRYAEE R HE & N BHY(EEEI(Boujena et al., 2009)  [E4] > SFA Z&H#E
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il B D BE T 77 B 85 8 A & Rt (recognize) ~ AL [E (remember) ~ JE 1T (follow
through) ¥ A YRGS » WHECRECH MIBAZ 1 SR & N BREEST
e~ PR A PRR AV E R o I R WS A B (SRR A
(Keillor et al., 1997) - #4157 » HIATHE N B SFA Z&RHI{HH 1] DAY ERRE ¥
HEFEMGEE - BT ~ TISEIMEAIRRAL > EifEE TEEHEEAE (KAFE -
Ed) WmEE - EATFHNEE - EE ZE K{TH)(Swan, Bowers and
Richardson, 1999) » &2 T HHESR - AIELIEHTTieE THIER: -

HO : $485 A B SEA SAAT I TSIy B A B AT E R E S -
8- WRHE

wWrsegE

ENGIPMIRE I (o Gidrtan] = M NSRS A

H7(+)

SFA ZuHtfiE

Ha(+)

=, BREXRATDRE

g S LT A SFA 45175 4( Engle and Bamnes, 2000 [R5
Whge B LUk SRS B A BB S (2 R%B—) - H4h o B B2B

Ho(+
i PHESAL
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(business-to-business){ 7§ — It 85 ZL B2 1 B EA S AR E B BH & HEE
AR o R S8 B B (e 9 [ 25 R A SRR A1 AR E JT (Weitz: and
Bradford,1999) » Al SFA Z&E(ERMIIZES L B2B §4E RE&E - DL B2C
(business-to-consumer) £ &7 S22 FH Ef#: /) (Crittenden, Peterson and Albaum,
2010) - FINERE S FEE A SFA 24N EEY — » HE4 B2C $5& >
AT B R S I i B N\ B Rt Fe B bens i 52 -

B e En =R A S FR e NYIR{F(Ahearne et al., 2004; Eggert and
Serdaroglu, 2011) : (1)SFA Z4H(E & B FARY » S8 AN A SFA 241y
(EFTT A G AR R | QA EINIHE NBHZ » DFIESESET 1T
Q)HE NEEH SFA 2yl FRH A (6 EHE) - DIFIHE A&
BERRERIEA (B ER) BURE o [EAh » ARWISEAIE Ahearne et al., (2004)
HyEsR » Ll —RERAFENHE AN B RiEsg R DIFFERIIMNBAZER (0535
FIEH) RABAE (A1 SFA 24 thaeRrE - SHEEEIERIRAER) 19T
1B AW RS RN BT -

AR R EE AN F e LAY RIE - AIHTRERE - WS A SRAFNX
£ FEMZAF GmMENHEM KSR EEE I GHEESR - A AFR
200X £E 9 HE A BSMEA TN SFA 245 BURINAEEEIRATVEE 245 - #r
ZIE T2 H RAY SFA DiRE - WPRFRE RS - FPEHE LM - EEE A
G TTIREHAGE - BERE ISR M UERE  (HEE R A - EE
BEMHEBEES) - HVH RS TR AR SRS ARIEE - 5 B Tl (E A
HYEEEC YRR - AL A EI TS SR ~ MR SRR & T £40 -

=. MSRKR

AT RS T A 1 M A AR RS - G B R AT IH--SFA 24
fEF > B BE--E IR ~ BIEMHET R REHE--HEEW - K THEE
TH-- S B AR ST © DU AR R Eaat E -

1. SFA Z&fEHER + AimERHLAYER H (adoption) ~ 157 (acceptance) ~ B fH
F(usage) » & &R A4S0 28 =T A) Ay 255788 7 %6 T 4F (Agarwal
and Prasad, 1998) » H 2 DURs i HARE PRS2 FHRC H 50 P 4R R s 0 P AR it
i 7 (Davis, Bagozzi and Warshaw, 1989) - fF#EaT8HE A B SFA 245 (MY
AR~ B R B IR FT IR 2 B =R A [FHY E 28 Kt 2 07 X —DURT E HAR
{5 SFA Z478HY4EHE ] (2] Ahearne et al., 2008; Ko and Dennis, 2004; Park
et al., 2010; Speier and Venkatesh, 2002) ~ B\ 4E X 21 & 7 (41 Ahearne et al.,
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2004) > HEZHBIFELL SFA Z8875 A(infusing) TIRHIRE A& 2 (LIFRGE
A5 ~ BRYG{E 0 2011; Eggert and Serdaroglu, 2011; Cascio, Mariadoss and
Mouri, 2010; Rapp et al., 2008; Sundaram et al., 2007; Ahearne et al., 2007;
Mathieu et al., 2007; Jelinek et al., 2006; Avlonitis and Panagopoulos, 2005;
Schillewaert et al., 2005; Jones et al., 2002 ) » WA AET L | $HE A EHEE
HFe i FI A EIHY SFA  Z &A1 B4 85 & A2V EN VAR IS | - AAH5ER
Jelinek et al. (2006)iy SFA 75 A B (5 {EFEH) KT EHE AR SFA %
SHVEPREREY - ERRERTERE T B2 e 17, £5%
G  pEUEE - SFA REERRERS -

2. FHRER T FEEA SFA 2R EEHNZ — » SUEEBEEAL - ET
{BETRE) - FESH B A BORME R DR TS BhaVIH ] (a2 sy
[ ) » HEe N 2 RS E B IEES) - B ESBEE 5
(Ahearne et al., 2005; Buehrer et al., 2005; Morgan and Inks, 2001) » [K[[H:AHT
GOk TRITRER g BN T HEA SR ERREN () ARERIE
B~ RGERRE IR o HHE A B VS AR R R R
HYE R R RS R A S aeat 2 AR AR 88 B A\ B R0 A
TR - BRRCERE T RR/OpREAMEE 7 FEEHEAME
= R HIEERTIRERRS

3. EFEMESSEST By ¢ ABFZELL Robinson, Marshall, Moncrief and Lassk (2002)HY
FREAEEEHEER (LS8 KETEHE NBIEEMNHETR - 8%
RERRCERE T REAERE 7, FHER  8ES  HEEE
M ET RAVEE S -

4. PHEER AR EERUE R R T SHE AN BRI - BE{(2005)
FRaiEmRHI e - SEhREE 2 LU —EREIRE YA (first year premium,
FYP) » 55— E & A(first year commission, FYC) ~ fARE (B HE A M
EHEABNHEER - HN(OFEE RIS Z e B E B & 880E
k- H2HEBEERMHBESEIHEIERBRK ;. Q) S5t B5F
P EERCKEREE B AN B SFA R4 AR 2 7R — ) G E{£(2005)
s TR TH SRt A R B R A A MRS [E (Alpha {H=0.92) -
A 2EZBRANELNET 8 MHHEZHHE AN E T HHES
e BRCEIRE "1 RAFSCE 77 RMRER 28BS - JEH
BERES -

5. S EALERBLEER, © AUTITLIN B A BIE S e nV A B E R B i B K
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B > DU SR B G A S AR -

. BSHAERELES

AWTFEAE A AT SFA £401% 1 F-FRERHEE - U E i A AF G
Pl S IR e S 5 A B4R H > R EMFILE B BRI S - 28 N BRI EE
SAEEIS N BIHR R H RS - #3k8 513 (0794 - [0 399 {7 5 F1IFRMESE
ARG - AR S EERHEES () - EIEAEREE 280 7
AR 54.58% » AREEATLMEA 153 A (fh 54.64%) > 30 5% (&)
DUNEA 138 N ({549.29% ) - RIEKEFESE 154 N (41 55%) - RE (&)
DILEERREER 137 A (15 48.93% ) - SiHE&RTE (&) LITEHAE 210
A (E75%) -

h, BRE. REDN

AHHFELL AMOS 4.0 [ EdetiiGnyss T e TR  DUBsE R ZE 7
Fr(CFA)HE: SMC(squared multiple correlations){E &2 0.5 HYRIE(Bagozzi &
Yi, 1988) » i ¥ r el AT HE T RIS B B 2 o0 A ~ VB ERS S B [ RS 7
Mt SRR R " ~ = - BUN2HIERAZ -

1. SO A - BN (RS RO S 515y 2 {E(=170.53, df=136)#E 7=
FAE /KA (p=0.024) » MEFRHI £ J7{H(Normed Chi-Square =1.25)71 5% 1~3 2
RS o 41 » GFI(=0.94) ~ AGFI (=0.92) ~ NFI(=0.97) + CFI(=0.99){F &5 A} 0.90
H]PEZfEAE » RMSEA(=0.03){E K 0.08 1] #7572 4E (Hair, Anderson, Tatham
and Black, 1995) - B85 (M= » S ECHEE B n #E52 /KZE -

2 (BT ¢ R TBUR » BB SIS IHAY Cronbach’s Alpha {E K 4H &8
J& (composite reliability, CR)E AL 0.70 FAJREZ/KAE ~ PH58 RIS
(average variance extracted, AVE) & A7y 0.50 A]$3:57 /K £ (Hair at al., 1995) »
HURS VB O E S B m B2 /K -

3. s R RS E i+ R TR BV SR RNV LA R AT E

(BRI AM{E) iR 0.70 (% p<0.001 BHEI/KAE ) » St srs e R4
(Anderson & Gerbing, 1988) - [t/ R =8 > SVBER SHBIGECE T (E B
/NIRRT BB R R, » BN R B B E &R (Fornell and

P R(ER Y N BEILRREN SFA S (SR E R DEIAE - A% Eggert and Serdaroglu
(01 DAV » IFEEIR-HELL R E N B RBIEA DTS -
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Larcker, 1981) o

Lo BBEPETEAITEFER

VA SETE Fe L H(Alphaff - CR{H - AVEfH) ME
SFA Z:&RHEHI(E) (088, 0.89, 0.66 )
o FElEHEHTE SMART AGHIHEME AR 0.73
o I/ AVEA SMART Z4H7SFEIRE 0.82
o T SMART Z 458 il A BIEIYHH 6 B FE e 0.86
o FREEHIG G SMART 2GR A ETIRE » BRI TIEEARE--  0.84
o [T AFIERIZERSN » Lt SMART Z4FAVINASEA o (58 F i+
ESveEsQ) (0.95, 0.95, 0.91)
o BIHMEIEAL - BB SR 0.96
s S e o R B o S b s e —— 0.95
THEMEHE M) (0.96, 0.96, 0.82)
o FRERMEIE - EAREVINEE e AT ES % 0.90
o RETHIERVE S EHE TN 0.92
o WERAFEEFFR » EHEESEIVHETT e 0.92
o TIEARZ G » WG FMERE I A B Lo 0.88
o FRE RN EIHYSH IR o AEREH (R A R PY B R - 0.92
FHEERIM,) (0.98, 0.98, 0.88)
o WRIEEBHFNRE (FE) BHERNRE e 0.95
o WAEEZMIFLIRE (FHE) FRERNRI--mmemmereen 0.93
o FRIFER FIHEERIHORE (&) RE--—————— 0.96
o FRIEEEE (SHpsZmERA ) ElENR e 0.95
o FRIEEHEE (ERORBIA) HRERNFRH - 0.94
o WAFEGEME (EREE) RERNRI 0.96
o WAEAER P ARIERS E 0.91
o BAL BT REITFIA 0.92
5 1T SRIREIE SMC E/INA 0.5 0 BUTHIRR -
= FIRAL LA AR (N=280)
P TEZEAERR (A8 2
1. 2. 3. 4, 5, 6.
1. SHEECER ()
2. Filie 0.56 (=)
3. SFA Z:4i{HH -0.02 -0.00 (0.66)
4. ZEER 0.15 -0.04 0.22 (0.91)
5. EEMSHETT R 0.25 0.13 0.47 0.26 (0.82)
6. BHEEERN 0.21 -0.01 0.31 0.35 0.38 (0.88)
SEE 3.89 32.93 5.13 4.19 5.53 3.99
(=) (3.46) (7.19) (1.10) (0.95) (0.94) (1.26)

it a ¢ [FZEHRA A E0>0.12, p<0.05 : HALGIEIRANEI TR AVE H -
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B ERENW

Kb FE PR &S i T R BT I R R s - b R EE R
1,2,4,5,7~9 B4R MR IER » HRF DL MERCER IR R BB BRE (Ra 3.6 HUSE
G AERZE (Cortina, Chen and Dunlap, 2001; Mathieu, Tannenbaum and Salas,
1992; Rapp et al., 2008) - HAA R A B 48 B ) e 70 Bic 2 BHEAR RS - (R0
AREHFE LR IR AT LA HA Log #8R - BN AAERITH » HiER
HEIAHRIE (BFE SFA 245 ST S 4EE0H - $H84Es - F#%) KM
[o 1 = 1T A A LR MR R BT e SFA 24 THN & 45108
T~ AR - RS T MRS (R BUA RS EEIA S 0 1% - Fat
BRI IEEUHBIH By (Tl ) Ay -

Itk - B EHE NBRVFR - KEH TIFEN Ry Al sE 2 2 (Eggert and
Serdaroglu, 2011; Franke and Park, 2006; Fu, 2009; Tsai, Chi and Hu, 2009;
Wachner, Plouffe and Gregoire, 2009) » A2 AT o T HF R 5 B8 4 B Fy %2
IR B B B A P BT R B N B Yl 4 Ry A ME MR B R BH R AR5
ARSI

ERFRIERBAAYE > AT AT A B S IE Y v B FE A TE By F S —
ERACRAUS - R AR AE 3[R U774 5 (common method variance, fif#
CMV)IFERE (280 ~ & HE& ~ PREEEE » 2006 ; Podsakoff and Organ, 1986 ) >
AETT AT RE(EAS B IR AV RAAZE A S i B AR AYER 52 - Rl CMV R REEELHY
fRER » A5 £:% Podsakoff, Mackenzie, Lee and Podsakoff (2003)fy%2EE » 4
DI [l &R R AR & <2 5l B U & B B RS A AR 2R R AR B e
PHEPTATEIEEE (R a B AR ) SITIA—(E " AEENIE , —FEH
#(same source first-order factor) » LI T HIBEE RS Frp I, & 52
TEEPRACTRAR IRTER0 » EERSR IR L CMV 4 Rttt i 2
A 5(A(2=193.48, df=28, p<0.001) + [RILTIFEREHE (2 HARIT) FIRIHRIEH
CMV 1% AT IR B fcHE -

—, MR

RIUBUR > SRR A S RG RO B LT E 1y 2 HEEE 0.05 B /KA > HEAAEE
RITES Y A2 EE A ¢ 5 - B GFERZ KRR 0.90 41 > NFI~ CFI{EE S
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172 0.90 FIHEZATAE(E - RMSEA {EKRY 0.08 AJHEZAEAE(E - PRI AR MR
ABCEERERREZ o DUT o3 BIRR IR MR A Bgas 2 -

() FRRERAEEASBRORE

Ko - FleEMEEN SR - XNESHEHENEBRE » MEHHER
= SRR - (HET 25 B THHAK B TR A IEARY 2 iR &
[HIHY522E(Struman, 2003) - DISHE N B & ¥ RAYBTIE IR SR8 te 3 5 £ 5k
B Kaplan (200 )AVEHEFEHT » $58 RITH L EMFTEHFRFEE ABR(55~65 %)
TARRE ARHERZ RN TR & N B (25~39 3%) s AT (2 RERIN) JTRE
o BHE NBFRAE - BIIRBERAZER=-0.19, p<0.01) » 15 2 JEGF -
BEAh > RUZERER - BHE A BFIRAE - SHEENURZE(B=-0.17, p<0.01) -
B Fu (2009) &z Wachner, Plouffe and Gregoire (2009)AYhF 22 28 ERAH—24 -

H#E - BENHZRIMEN - B E A SR Aol i & i MY R
P SRR ARG EE) E (S EHI% A > 2011 5 Brashear et al., 1997) ~ #A] g5
SEHEEVES 1T R~ S B SRUES (Franke and Park, 2006) » AWT7EEUR -
HEANBLERAEE - A REEIE e 817 Fs(B=0.28, p<0.001) » (&% S
TNERSER B HEANEKEEEE - FiiREEAE(=0.33, p<0.001) -
P ESTN AT (B=0.32, p<0.001) - BEEST S @ SHEKENMEg A EHE
G e i i rh BT - 5 A (Sobel=2.86, p<0.01) K AHJEME 5 & 1T K
(Sobel=2.30, p<0.05)fE] R B HH B 45 -

(Z)SFARMEAHREEARRUNTE

RVUEUR - JHE AR SFA Z e HI A (H R £2 7 H & 35 80R (B=0.26,
p<0.001) ~ (e AL IE M5 BT Ry EHL(B=0.49, p<0.001) - HE¥HHESERUINA
EHVEREZE(B=0.19, p<0.001) - 53 1 ~ 4 ~ 9 BIERE S - 1 SHEAA
HHERAE ~ SHESURE(B=0.20, p<0.001) ; AAERESAEIEIEH BT
S B SO E(B=0.17, p<0.01) » fE5% 7 ~ 8 JMER ST - Bilai s > HEA
B SFA Z iy & T EIHE SRR (Sobel=2.71, p<0.01) K [E 55
1T Fy(Sobel =2.51, p<0.05)fH] 35 BHH B 43K -

=, XEFERBRRDH
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RIUIIHTER > BAERMSCR UMD » IIAS B /F RIER A4St U
AlC A5 2 HE(YZE 0.001 BRE /KA - [HRAGHCEE A MBS NS (Ax2
(2)=13.43,p<0.01) ~ HRIIAEIERIIAR - [RERMERSCRESICH TR BT
AR > AL MERRIH A A/ E FIRURAY S3 AT 6E A

e WS AP ERRES

LR B 2

el e e
25
FH - HEEMHETR 0.00 0.00
Fip - HEEN -0.17%* -0.17%*
HEKE - TR 0.33%*%* 0.33%%*
HEKE - HEEN 0.32%%%* 0.32%%%
HI : SFA 2&iffi ] — FEREE 0.26%%* 0.25% %
H2 : e > e -0.20%* -0.20%*
H3 : SFA 2&FA x Ff - e 0.13%
H4 : SFA 2&iffiH — HEEMEHET R 0.49%%* 0.53% %
HS : (HEKER - BEEEHETR 0.28%** 0.28%%*
H6 : SFA 2R x $HELE > BMEMHEETE -0.18%*
H7  BEIRR — BHEEN 0.20%%* 0.20% %
HS : EEMEHET R - HEEN 0.17%* 0.17%*
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DUIE ~ B — A 27 ARDURTA BRI STt Rt S - (R T
PHE AR SFA R ERIRERE BN e - Wik aniE
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B N BRVE IR E N R E AR (G.97 vs. 2.87) » BLARZEHITHE
s —2 EESEERELT » ZiieR%FIRAZERE.61 vs. 4.59) < #
B HEAFRFHE AN AR A OB R TR R E R A= 55
R EAEMHIMER SFA Z&ERIRE R AT REELEN AR E -

(D)SRERRN TREE

TS A AR IERETR - S8 A B SFA % B E48an~c g
TE RIS EIENE 34 1T s R R A A28 (B=-0.18,p<0.01) - Ry — Pl fitgH & 4L
Sy 18 Ry B eI R B ARG - AR TTRIEH & S8 B IH 7 I DULE ~ & — (AR
2 AR AR 2 alEE s - (RS EKEER T 355 A& SFA
FH i P ME M B T R BV R B AR T A2 =0 A LA R = b Y B
RORIE - [B= b BUT - SFA Z4uHY(E FHECRE BN &5 & A\ B i e 55
17 R(B=0.65, p<0.001) - ¥FE&EZEHHE N BB IHEEHE{K(B=0.33, p<0.001)
1R 6 JEIF ST © Ah - = b JREUR » 1F SFA Z8EEEAFEN T » &F
BB N BHCEE R N B ] e B IEME S B 1T f5(4.63 v.s. 3.01) » BLIEZ
HIRFFEE R — 20 (BESEEREL T &5 - BREE A BIEEMHE
TR FI2aEAER6.31 vs. 631) - BEGME » EHRHE N SRR ] eI E
FEVESHEETT R » {H SFA Z3HyfsE FHRTRE R BIEH B A\ B BALER N e vl ge
FEAEHE - Wb IR &R EE - AT ~ IRERE T2 E A
B IR e P BT R SR RITHE 2 —(Weitz et al., 1986) » 1fii SFA Z47HIIEE
TohBhEE & A B ve ik R A A PR GREE—U & S H R B R il (information processing
limitation) ~ & A EHEM:(bounded rationality) (Simon, 1995) » K[ B[ {F & 4% En'ee
BEIHEANE » SFA Z25AERRAE B K E s &7 F -



74

WEHmTs o o255 -H > A@I02& 50

Pa— —O— S E R éfji —O— B
“ —o— g BT —— e
6.31
6.0 6.31
40 r
4.63
40 L B=0.65%**
30
3.01
2.0 L ) 2.0 L
N - SFAZSRBH .
& @ = & (b) =

Bz H0 CF 2405 4 8 5o 4 SFA 4 4eit # »c% 2 T 3
fi- BWHEER

—. fEa
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TR B B G - TN SHE AN BRI H S E A A E R
B [ 528(DE=-0.17, p<0.01) » M ELEBNE T EHFERZEHESEN
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ZARHIEE R RNReR (RSP EE R R B SRR - R AR B
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IS 15 HUR SFA 2 e RERE (LR mPE L REIHRBATT -

4. SHELLERYT T SFA 24 - BIEME B BT R, BRIV T8 © AIHZEEUR -
HE AR SFA Z Ay (E S H e MR B 1T RV SR A L Y IR R
8 M B2 PIH RN BB NRFEAE - SFA 24
HYIE A BRI - IESh - 7F SFA Z{REER RSN & BRHE NS
EEERHE N B A RE R LM & 1T Ry © HESHY - {£ SFA R E
RIS T BB BRI & A\ B EENE S BT Ry R B SR
S BGIS » SFA ZERAVE A NMERERRREHN B A\ BN = SR AT REE
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27 SFA s ™ ~ 4 855% 3 E A L R
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PHELE 0.321%%* 0.113" 0.434%%%*
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+:<p<0.10  *:p<0.05  **:p<0.01  ***:p<0.001
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Parthasarathy and Sohi (1997)if1ixSiHEEEH B 77 H BN LAVARTE 73 Ry W (S
By B dHEOREE IR SFA 234 - — ELAHSRPR A SFA 280018 » SF %
BRI S5 iR (A 55 B A\ B4 ~ (5 SFA FHZ - AWTFEfici Parthasarathy
and Sohi (1997)1 A E IR B Br i SE A AR L B P B B » (bt
ARSHELH 2 27
I TREEHEA SFA R (SR RS | R
PS4 A\ (Rapp et al., 2008) : fFIERIARTEH B8 N SHE00 ~ (HFHH ERES
HYIE E %% 7 (Erffmeyer and Johnson, 2001; Rivers and Dart, 1999) > {H{7{& 2%
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kM4 3 (Leonard-Barton and Deschamps, 1988; Salanick and Preffer, 1978)%
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HIFEEREH SFA R4 E AR R (KATRIEA) BREEHE AR
AR S B A BarY 72 52 - i = ZCEprvsd & A\ B S EACH H s e iE e
PR EEAEIETL ~ 5 - EFTRARRA(RAVE RN - T SFA ZRfEALHVEIR &
RAVBE iR Bh H o WHE = HU R K 755K » SFA A 4Rf (itry i EZ AIsE R B
AREER R R R K - HEERAVHE NS - I SFA Z4
T 5E 2 IR & HAVEEH1(Speier and Venkatesh, 2002) » [R| [ ¥ 8 48 H B 45 7158
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Z o RGN FE AT EET - s el A/ (WBREHHE NEEEN - 81 -
T{SFEEAREA ) MEEZ WS E SFA ZRRHEA—R R « BHEMRE ~ N
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DAEELLAE RG], » FIUEM RIS E M EiTaTg > U - IEK
B2 2006 4E -
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The Effect of Sales Force Automation on
Salesperson’s Performance: the
Moderating Roles of Age and Sales
Experience
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ABSTRACT

Drawing from previous work examining the direct link between SFA usage and sales performance, the
present research expands previous studies by exploring not only the mediating mechanisms of call efficiency
and adaptive selling behavior through which this link occurs, but also the moderating roles of sales experience
and age in these mediating links. Two hundreds and eighty financial consultants from one life insurance firm
were sampled as subjects. Using structural equation modeling, our findings indicate that SFA usage, call
efficiency and adaptive selling behavior all have directly positive impacts on sales performance. Moreover,
the results also show that the positive relationship between SFA usage and call efficiency is significantly
positive for older salespersons, but this relationship becomes non-significant for younger ones. In addition,
sales experience moderates the positive relationship between SFA usage and adaptive selling behavior, and the
higher the sales experience is, the greater the positive relationship is. Finally, managerial implications and

directions for future research are suggested.
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