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The purposes of the research were to study the relationship between
personal factors, emotional intelligence quotient, coping behavior and the
performance of direct-sales personnels. The samplcj;‘:of 400 direct-sales
personnéls were selected by purposive sampling techniques. 4 sct of
quessionaires; personal factors, emotional intelligence quotient, coping
behavior and perfomance appraisal, were used for collecting data. All basic
statistical analysis and hypothesis testing at p<.05 were analized by computer
programimg.

Research results supported hypothesis:

1. The direct-sales personnel with different personal factors show
significant difference in performances, emotional intelligence and coping
behavior, as the followings:

1.1 The direct-sales personnel who had more ages and years of
work had better performances and higher emotional intelli gence quotient than

another.
- 1.2 The direct-sales personnel who were married had better

performances and higher emotional intelligence quotient than the single ones.
1.3 The direct-sales personnel who were married had higher
emotional intelligence quotient and better coping behavior than the widow

ones.
1.4 The direct-sales personnel who were in higher level of

education had higher emotional intelligence quotient than the ones who were
in lower level.

1.5 The direct-sales personnel who had more years of work had
better coping behavior than the ones who worked less years.

1.6 The direct-sales personnel who were males had higher
emotional inteiligence quotient in expert dimension than females.

2. The direct-sales personnel who had high emotional intelligence

quotient had better performances than those who had low emotional
intelligence quotient.

3. The direct-sales personnel whose scores highly on coping behavior
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had better performances than those whose scores were lower.

4. There wére positive Pearson correlation coefficient between
emotional intelligence quotient and coping behavior of the direct-sales
personnel.

5. The personal factor (marital status), emotional intelligence quotient

A

and copin‘é behaviors could predict The direct-sales personnel’s performance.



