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Do ethical sales behaviors improve job satisfaction and job
performance?
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Abstract This paper attempted to empirically analyze whether or not ethical behavior at the individual
level has a positive effect on both companies and employees. In addition, based on the social exchange
theory, a hypothesis was established that perceived supervisory support has a positive moderating effect
on the relationship between ethical behavior, job satisfaction, and job performance. As a result of
analyzing a questionnaire given to 238 sales employees, It was first verified that ethical behavior by sales
staff had a positive effect on job satisfaction and performance, as expected in the hypothesis. Second,
the moderating effect of perceived supervisory support was significant only in the relationship between
the ethical behavior of the salesperson and job performance. On the other hand, the moderating effect
of perceived supervisory support on the relationship between ethical behavior and job satisfaction was
not verified. Based on the results of this study, the implications and future directions of study are

presented.
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Table 1. Validity and Reliability Results

Item Cronb
Variables 1 ) 3 4 acal; s
Supervisor's support 1 | .871 .037 165 .060
Supervisor's support 2 | .839 157 .068 124| .853
Supervisor's support 3 | .870 .053 069| -.049
Job performance 1 151 751 161 .087
Job performance 2 .057 834 170 .079| .801
Job performance 3 .100 773 226 .021
Job satisfaction 1 074 232 829 .054
Job satisfaction 2 132 .030 824 -.099| .821
Job satisfaction 3 .069 248 .828 181
Ethical sales behavior 1| .068 247 .088 699 707
Ethical sales behavior 2| .049| -.077| -.014 .780|

Cumulative % of variance =72.427%, KMO=0.886, Bartlett's test
of sphericity p<0.000
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Table 2. Descriptive statistics and Correlation

Sed

Variables Mean 1 2 3 4 5 6
dev.

l.Ethica‘I sales 5473 712 1

behavior

2Jeb 5459 977 1437 1

satisfaction

3Job. 5243 866 287 4317 1

performance

dSupervisor's 505 004 148 2607 2417 1

support

5.Age 259 757 .057 .115 129 .123 1

6.Gender 148 501 .093 .054 .020 .020 -051 1

7Education ¢y 855003 -081 -.153 ~040 ~106 .040

level
*p < 0.01, *p<0.05

Th22] Table 32 YAAHES &84 FFA5ol 4
RS AR ae] vRls Pl didt SRl AEA
IS AL . 4 BYole deeizee] 71l
E4491 A0l ZE I Table 39 213}
2P3L2 SAPTE ZAZ 7] oot 229t
B4 #2A PRl At ARl vA|
© YFe 2AT Aot I A 8214 AWl
25E, AU ARg3e folsH Sk AL

2 yehydth webd 7Hd 190 74 28 AA|E 1.
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Table 3. Results of Hypotheses 1~2
Model 1 2 3 4

Dep. variable Job satisfaction Job performance

Indep. variable

Ethical sales

behavior 290" Aodr
Age 111 041 -.002 066
Gender .059 .080 .010 -.082
Education -013 010 S254m 147
level

R? 017 097 064 291
Adjusted R? 004 082 052 279

F 1344 6285  535]* )3 888*w

*p € 0.10; ™ p ¢ 0.05; ™ p < 0.01

Table 4% A} 4214 FPAET ARH,
57} 7k9) PAof T A e) 2ATIE BA
T tolck 2 ol el P ks 2
o A AA A0} ZATIE §OI8HA] glo} 714
52 A ket 29 seli: £e1 e
A543} 7o) AN A Qo) 2ARTE Folsh

A e 3 Aol Bahs 3L g2
A Qeiayso] ARAl] A FAH Aol Ze
Atk A7 92 % ek webd 7H 4 A4
Qe zAme] Jake T H<lstul ofet Lk

Table 4. Moderating Effect of Supervisor's Support

Job Performance

— Support High
""" Support Low

1 2 3 4 5 Ethical Behavior

Fig. 1. Moderating effect of supervisor's support

5. 28

5.1 EQ|

2 =re sjeld Sxold elHt 2od JUPE
ol EEH +gole] BaAEE ohiet 71eist 97
S BROPIE 39 Tabt ke 4% AT
A S FYNUES Yo BHT A3 A,
QYA £ YBES oA g ot 2
o AFE W Are] F4H AW} Y RO AF
Hoirk. £ A7 ATE Flol Leld Bol JYNUS
o] Al AReE P ATHE Susked WaxAo]
wejshl SRlsiglc.

ARG TR 2P AFS JYAA &

Model 1 2 3

4 5 6 7 8

Dep. variable Job satisfaction

Job performance

Indep. variable

Ethical sales behavior 290+ 271 271 4947 473 483
Supervisor's support 139%* 1374 148 1817
Ethical sales behavior

X Supervisor's .006 .102*
support

Age 111 041 .021 .020 -.002 .066 .045 .056
Gender .059 .080 .078 .078 .010 -.082 -.084 -.076
Education level -013 .010 .004 .003 -.254** -.167* -.173™* -.161**
g 017 .097 116 116 064 291 312 321
Adjusted R* .004 .082 .097 .093 .052 279 297 303
F 1.344 6.285™* 6.089*** 5.054*** 5.3571%* 23.888™** 21.045 18.191%**

*p € 0.10; * p < 0.05 ** p € 0.01
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