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Theories
THEORIES of job performance suggest that three factors affect performance, (1) role perceptions, (2) motivation, and (3) ability.

Research questions 
The effectiveness of practicing adaptive selling is moderated by the characteristics of the selling environment (variety of customers, importance of buying situation, and availability of company resources) and the abilities (knowledge) and skills (information collection) of the salesperson. 

Categorized knowledge of selling situations is critical for effective adaptive selling. When confronting a sales situation, effective adaptive salespeople tend to categorize the selling situation on the basis of its similarity to sales situation categories stored in memory, and apply declarative and procedural knowledge associated with the category to the sales situation.

The effectiveness of adaptive selling increases with the degree to which salespeople have hierarchically organized knowledge structure. 

Hypotheses
adaptive selling is influenced by salespeople's knowledge of customer types and sales strategies as well as their motivation to alter the direction of their behavior. Pertinent research in psychology and personal selling is reviewed and specific propositions relating to knowledge, motivation, and adaptive behavior are advanced. On the basis of these propositions, suggestions are made for selecting, training, managing, and compensating salespeople.


 State whether the research design was observational, correlational or experimental.

This was an correlational research design it assess the relationship of two or more variables 
