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Abstract: This study would investigate how self-efficacy and emotional requlation, influenced by cultural factors, affect stress
management and business productivity in the context of sales networks between Latin American countries. Additionally, it would
examine the role of sales incentives as mediators in this relationship, offering a holistic view of how these elements interact to impact
sales performance in the region.
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l. INTRODUCTION
In the field of industrial sales, productivity is a key indicator of success and profitability. Sales executives play a
crucial role in driving business growth by building and maintaining relationships with clients, negotiating deals, and
closing sales. Their ability to perform these tasks effectively is influenced by various factors, including self-efficacy,
stress levels, and cultural differences. Self-efficacy refers to an individual's belief in their own ability to successfully
perform a specific task or achieve a desired outcome (Lu et al., 2005). Numerous studies have shown that self-efficacy is
a strong predictor of academic performance (Bandura, 1977)) as well as workplace performance, including sales
performance in industrial sales (Bande & Fernandez-Ferrin, 2015). Self-efficacy beliefs are derived from multiple sources
of information, including perceived task difficulty, value, and performance expectations, prior successes and failures
with similar tasks, estimated effort and opportunities for assistance, persuasion from credible individuals, vicarious
experiences, and associated physiological states. These self-efficacy beliefs impact an individual's motivation, effort

exertion, and persistence in tasks related to their job role(Penela et al., 2018).

Stress levels also play a significant role in the productivity of industrial sales executives. (Mulki et al., 2008). High
levels of stress can lead to decreased performance, burnout, and even physical and mental health issues(Rosen et al.,
2010). Several studies have shown that high levels of stress are negatively correlated with job performance and
productivity(Lu et al., 2005; Wang &Netemeyer, 2002; Penela et al., 2018).

Additionally, cultural factors can further influence the self-efficacy and stress levels of sales executives in Latin
American sales networks. Culture encompasses a wide range of factors, including values, beliefs, norms, and practices
shared by people in a particular group or society (Wang &Netemeyer, 2002). These cultural factors can shape
individuals' perceptions of their abilities and their ability to cope with stress.

I THE ROLE OF STRESS IN THE PERFORMANCE OF LATIN AMERICAN SALES EXECUTIVES
Stress is an inherent part of the sales profession, and Latin American sales executives face unique stressors due to
cultural factors and business network dynamics(Bagozzi et al., 2016). Research has shown that Latin American cultures
place a strong emphasis on interpersonal relationships and face-to-face communication(Deeter-Schmelz et al., 2019).
This emphasis on personal connections can lead to increased stress as sales executives may feel pressure to establish and
maintain strong relationships with clients and stakeholders. Moreover, Latin American business networks are
characterized by complex hierarchies and power dynamics, which can create additional stress for sales executives
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(Lapidus et al, 1997). A study by Bullemore (2021) found that sales executives in Latin American sales networks
reported higher levels of stress compared to their counterparts in other regions. These elevated stress levels were
attributed to factors such as intense competition, demanding client expectations, and the need for frequent travel and
long working hours. Moreover, cultural factors within Latin American societies can significantly influence the self-
efficacy and stress levels of sales executives. One such cultural factor is collectivism, which is commonly found in Latin
American cultures.

Collectivism emphasizes group harmony and interdependence, and individuals within such cultures may feel a
strong sense of responsibility towards their team and organization(Bolander et al., 2015). Another cultural factor that can
influence the self-efficacy and stress levels of sales executives in Latin American sales networks is the concept of
machismo. Machismo refers to a set of cultural norms and beliefs that promote traditional gender roles, such as the idea
that men should be assertive and dominant in their professional and personal lives (Harich&LaBahn, 1998).

These cultural factors can impact the self-perception and confidence of sales executives, potentially affecting their
self-efficacy. One of the key factors that influence self-efficacy and stress levels is the ability to cope with stress.
Numerous studies have found that self-efficacy, or an individual's belief in their own ability to successfully perform
certain tasks or handle challenging situations, is a crucial factor in stress management and productivity. Self-efficacy can
act as a buffer against stress, allowing individuals to effectively navigate demanding situations and maintain a sense of
control (Wang &Netemeyer, 2002). Cultural factors play a significant role in shaping an individual's self-efficacy beliefs
and stress management strategies (Wang &Netemeyer, 2002). Research by Bullemore (2021) has explored the
relationship between cultural factors, self-efficacy, stress, and business productivity in Latin American sales networks.
They found that individuals with higher levels of self-efficacy were better able to cope with stressors and maintain high
levels of productivity.

. CULTURAL PRACTICES IN LATINAMERICA

Culture plays a significant role in shaping business practices in Latin America. Various cultural factors, such as
collectivism and machismo, can impact the self-efficacy and stress levels of sales executives in Latin American sales
networks(Grosse, 2011). Collectivism, which is commonly found in Latin American cultures, emphasizes group
harmony and interdependence. In Latin American cultures, collectivism is often emphasized, which promotes a strong
sense of responsibility towards the team and organization (Pekerti, 2005). Collectivism can positively influence self-
efficacy by fostering a supportive and collaborative work environment, where individuals feel empowered and
motivated to achieve collective goals. On the other hand, machismo, which promotes traditional gender roles and
assertiveness in men, can create pressure on male sales executives to demonstrate high levels of self-efficacy and
assertiveness in their professional lives (Schaubroeck et al., 2000).

This pressure to conform to masculine ideals may increase stress levels and hinder the ability to effectively
manage stress (Jex&Gudanowski, 1992). Bullemore et al. (2020) research has highlighted the impact of cultural factors on
self-efficacy and stress management in Latin American sales networks.

The Role of Self-Efficacy in Stress Management and Productivity Self-efficacy is an important psychological
construct that has been widely studied in the context of stress management and productivity. Self-efficacy refers to an
individual's belief in their own capabilities to successfully perform specific tasks or activities. According to Bandura's
self-efficacy theory, individuals with higher levels of self-efficacy are more likely to approach stressful situations with
confidence and engage in effective problem-solving strategies, leading to better stress management and higher
productivity. Bullemore (2021) has demonstrated that self-efficacy plays a significant role in the stress process for
industrial sales executives in Latin American sales networks, and that it is positively associated with performance-
related variables (Wang &Netemeyer, 2002).

Furthermore, studies have also explored the antecedents of self-efficacy in the context of personal selling,
suggesting that salesperson learning effort and task-related factors can influence self-efficacy (Wang &Netemeyer, 2002).
In Bullemore (2021), the positive effects of learning on self-efficacy were consistently found (Wang &Netemeyer, 2002).
Moreover, self-efficacy was found to have a direct positive effect on sales performance (Wang &Netemeyer, 2002).

www.theijbmt.com 180|Page



Influence of Self-Efficacy, Stress, and Culture on the Productivity of Industrial Sales ...........

V. EMOTIONAL REGULATION AND ITS IMPACT ON SALES NETWORKS

Emotional regulation refers to an individual's ability to effectively manage and express their emotions (Wang
&Netemeyer, 2002). Research has shown that emotional regulation plays a crucial role in stress management and
productivity in sales professionals (Wang &Netemeyer, 2002). Bullemore et al. (2020) research has highlighted the
impact of emotional regulation on sales performance in Latin American sales networks. According to the mentioned
study findings, individuals who are better able to regulate their emotions are more likely to experience lower levels of
stress and higher levels of productivity in sales networks. Cultural Factors and Their Influence on Self-Efficacy and
Stress Management Cultural factors play a significant role in shaping individuals' self-efficacy beliefs and their ability to
effectively manage stress. Studies have acknowledged the importance of cultural factors in influencing self-efficacy and
stress management among industrial sales executives in Latin American sales networks. For example, cultural values
and norms may influence individuals' beliefs about their own capabilities and their expectations for performance.
Additionally, cultural factors may shape individuals' coping mechanisms and strategies for managing stress(Taras et al.,
2010).

The influence of culture on self-efficacy and stress management can be explained through a cultural dimensions
framework. Hofstede's cultural dimensions framework, for instance, suggests that cultural values such as
individualism-collectivism, power distance, and uncertainty avoidance can impact an individual's perception of their
own abilities and their response to stress(Kirkman et al., 2006). The Influence of Sales Incentives as Mediators In
addition to self-efficacy and emotional regulation, sales incentives also play a crucial role in influencing sales
performance within Latin American sales networks(Campos et al., 2007).

V. ASSESING THE MEDIATING ROLE OF SALES INCENTIVES

To fully understand the relationship between self-efficacy, stress, emotional regulation, and business productivity
within Latin American sales networks, it is important to assess the mediating role of sales incentives. This can be done
through empirical investigations that examine the impact of sales incentives on the relationship between self-efficacy,
stress management, and business productivity. A study by Bullemore& Cristébal (2018) could be conducted to
investigate these relationships and provide a holistic view of how self-efficacy, stress, culture, and sales incentives
interact to influence sales performance.

Previous research has emphasized the importance of understanding cultural traits in creating a comfortable and
productive work environment. His work suggests that cultural values such as collectivism or individualism, power
distance, and uncertainty avoidance can shape how employees perceive their own abilities and handle stress (Mulki et
al., 2008). These cultural factors can influence the effectiveness of self-efficacy beliefs and emotional regulation strategies
in managing stress and ultimately impacting business productivity (Ashkanasy et al., 2004). Furthermore, the role of
emotional intelligence in the stress appraisal and coping process. His research suggests that individuals with higher
levels of emotional intelligence are better able to appraise and regulate their emotions in response to stress, leading to
more effective coping mechanisms and ultimately higher productivity.

In addition to cultural factors and emotional intelligence, sales incentives can play a crucial role in motivating sales
executives and enhancing their productivity. Research has shown that incentives such as bonuses, commissions, and
performance-based rewards can significantly impact sales performance(Bagozzi et al., 2016; Singh et al., 2018). Studies
have found that when sales executives have high levels of self-efficacy, they are more likely to set challenging goals for
themselves and persist in the face of obstacles (Mulki et al., 2008). Other studies have also indicated that incentives can
serve as a motivating factor for individuals with high self-efficacy, leading to increased effort and performance. (Singh
et al., 2018).

VI. INTERACTIONS BETWEEN SELF-EFFICACY, STRESS, AND CULTURE IN SALES
Previous research provides valuable insights into the interaction between self-efficacy, stress, and culture in the context
of sales, this work emphasizes the importance of understanding cultural factors in shaping sales executives' beliefs
about their abilities and their ability to cope with stress. Theysuggests that cultural values such as collectivism or
individualism, power distance, and uncertainty avoidance can influence self-efficacy beliefs and the ways in which
individuals regulate and manage their emotions in stressful situations. For example, in Latin American cultures that
prioritize collectivism and have higher power distance, individuals may rely more on social support and hierarchical
structures to cope with stress, while in cultures that prioritize individualism and have lower power distance, individuals
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may be more inclined to rely on their own abilities and take responsibility for their stress management(Aydin et al.,
2017).

Ashkanasy et al., 2004research also highlights the role of emotional intelligence in this interaction Emotional
intelligencerefers to the ability to recognize and manage one's own emotions and those of others. Research has shown
that individuals with higher emotional intelligence are better equipped to effectively regulate their emotions in stressful
situations, which can in turn impact their self-efficacy and overall productivity in sales. Furthermore, research suggests
that cultural factors can also influence the effectiveness of sales incentives in motivating sales executives (Miao et al,,
2007). In terms of sales incentives, Bullemore & Cristobal (2018) work indicates that cultural factors may influence how
sales executives perceive and respond to such incentives. For example, in cultures that prioritize individualism and
achievement, sales executives may be more motivated by individual performance-based incentives such as bonuses or
commissions(Babakus et al., 1999; Behrman & Perreault, 1984).

On the other hand, in cultures that emphasize collectivism and group harmony, sales executives may value team-
based incentives or recognition. Moreover, research indicates that the relationship between self-efficacy, stress, and
culture is not linear but rather complex and dynamic. His studies suggest that cultural factors can both positively and
negatively influence the relationship between self-efficacy, stress, and productivity among sales executives in Latin
American sales networks.

VII. CONCLUSIONS

In conclusion, the influence of self-efficacy, stress, and culture on the productivity of industrial sales executives in
Latin American sales networks is a complex and multifaceted relationship. This research suggests that self-efficacy,
stress, and culture interact with each other in a dynamic manner, with cultural factors playing a significant role in
shaping the relationship between self-efficacy, stress, and productivity. The findings from studies indicate that self-
efficacy positively affects performance among sales executives in Latin American sales networks. Furthermore, the
research suggests that self-efficacy is influenced by learning effort and task-related factors, which in turn impact sales
performance.

These findings have important implications for organizations operating in Latin American sales networks. They
highlight the need to consider cultural differences and stress management strategies when designing training and
development programs for sales executives. Additionally, the research suggests that sales incentives may act as
mediators in the relationship between self-efficacy, stress, culture, and productivity.

The findings of this study have several managerial implications for organizations operating in Latin American sales
networks. First, it is crucial for organizations to recognize the importance of self-efficacy in sales productivity.
Organizations should assess and foster the self-efficacy beliefs of their sales executives through targeted training and
development programs. This may include providing sales executives with the necessary resources, support, and
feedback to enhance their self-efficacy. Additionally, organizations should consider the impact of cultural factors on self-
efficacy and productivity (. Understanding and adapting to cultural differences can help create a supportive and
conducive work environment for sales executives, thus enhancing their self-efficacy and ultimately their productivity.

REFERENCES

[1] Lu, C, Siu, O L., & Cooper, C L. (2005). Managers” occupational stress in China: the role of self-efficacy. Personality
and Individual Differences, 38(3), 569-578. https:/ /doi.org/10.1016/j.paid.2004.05.012

[2] Bandura, A. (1977). Self-efficacy: Toward a unifying theory of behavioral change. Psychological Review, 84(2), 191-215.
https:/ /doi.org/10.1037 /0033-295x.84.2.191

[3] Bande, B, & Fernandez-Ferrin, P. (2015). How and when does emotional intelligence influence salesperson adaptive
and proactive performance?. European Management Review, 12(4), 261-274.

[4] Penela, A C, Varela, ] A., & Bande, B. (2018). The Direct and Indirect Effects of Self-Efficacy on Salespeople's
Emotional Exhaustion and Work-Family Conflict: A Study Using the Job Demands-Resources Model. Canadian
Journal of Administrative Sciences / Revue Canadienne des Sciences de I'Administration, 36(3), 363-376.
https:/ /doi.org/10.1002/cjas.1503

[5] Mulki, J. P, Lassk, F. G., & Jaramillo, F. (2008). The effect of self-efficacy on salesperson work overload and pay
satisfaction. Journal of Personal Selling & Sales Management, 28(3), 285-297.

www.theijbmt.com 182|Page



https://doi.org/10.1016/j.paid.2004.05.012
https://doi.org/10.1002/cjas.1503

Influence of Self-Efficacy, Stress, and Culture on the Productivity of Industrial Sales ...........

[6]

[10]

[11]

[12]

[13]

[14]
(15]

(16]

[22]

(23]

[24]

(25]

Rosen, C. C.,, Chang, C. H., Djurdjevic, E., &Eatough, E. (2010). Occupational stressors and job performance: An
updated review and recommendations. New developments in theoretical and conceptual approaches to job stress, 1-
60.https:/ /doi.org/10.1108/51479-3555(2010)0000008004

Wang, G., &Netemeyer, R G. (2002). The Effects of Job Autonomy, Customer Demandingness, and Trait
Competitiveness on Salesperson Learning, Self-Efficacy, and Performance. Journal of the Academy of Marketing
Science, 30(3), 217-228. https:/ /doi.org/10.1177/0092070302303003

Bagozzi, R P., Belschak, F D., Verbeke, W., &Gavino, ] C. (2016). Salesperson self-regulation of pride: Effects on
adaptability, effort, and citizenship behaviors between independent-based and interdependent-based cultures.
Spanish Journal of Marketing - ESIC, 20(1), 1-17. https:/ /doi.org/10.1016/j.reimke.2016.01.002

Deeter-Schmelz, D R, Lauer, T P., & Rudd, ] M. (2019). Understanding cross-cultural sales manager-salesperson

relationships in the Asia-Pacific Rim region: a grounded theory approach. Journal of Personal Selling and Sales
Management, 39(4), 334-351. https://doi.org/10.1080/08853134.2019.1595635

Lapidus, R. S., Roberts, J. A., &Chonko, L. B. (1996). Stressors, leadership substitutes, and relations with
supervision among industrial salespeople. Industrial Marketing Management, 25(5), 395-409.
https:/ /doi.org/10.1016/s0019-8501(96)00093-4

BULLEMORE, J., ANLANGER, R., & GORNE, ]J. (2020). Cultural influence in salespeople behaviors and emotional
regulation. Revista ESPACIOS. ISSN, 798, 1015.

Bolander, W., Satornino, C B., Hughes, D E., & Ferris, G R. (2015). Social Networks within Sales Organizations: Their
Development and Importance for Salesperson Performance. Journalof  Marketing,  79(6), 1-16.
https:/ /doi.org/10.1509/jm.14.0444

Harich, K. R., &LaBahn, D. W. (1998). Enhancing international business relationships: A focus on customer
perceptions of salesperson role performance including cultural sensitivity. Journal of Business Research, 42(1), 87-
101. https:/ /doi.org/10.1016/s0148-2963(97)00100-8

Bullemore, J. (2021). Autoeficacia, estrés y productividad comercial: el caso de los ejecutivos de ventas industriales
latinoamericanos. Newman Business Review, 7(1), 61-80.https:/ /doi.org/10.22451 /3006.nbr2021.vol7.1.10058

Grosse, C U. (2011). Global managers’ perceptions of cultural competence. Business Horizons, 54(4), 307-314.
https:/ /doi.org/10.1016 /j.bushor.2011.02.001

Pekerti, A A. (2005). Cross-cultural perceptions in the leadership process: Theoretical perspective on the influence of

culture on self-concepts and manager-worker attributions. Thunderbird International Business Review, 47(6), 711-
735. https:/ /doi.org/10.1002/ tie.20077

Schaubroeck, J., Lam, SS K., &Xie, ] L. (2000). Collective efficacy versus self-efficacy in coping responses to stressors
and control: A cross-cultural study. Journal of Applied Psychology, 85(4), 512-525. https://doi.org/10.1037/0021-
9010.85.4.512

Jex, S. M., &Gudanowski, D. M. (1992). Efficacy beliefs and work stress: An exploratory study. Journal of
organizational behavior, 13(5), 509-517.https:/ / doi.org/10.1002/job.4030130506

Bullemore Campbell, J., & Cristébal Fransi, E. (2018). Personal selling, incentives and motivation. A systematic
literature review. RevistaEspacios, 2018, vol. 39, niim. 45, art. 8.

Campbell, J. B.,, &Fransi, E. C. (2015). Andlisis de los factores relevantes de la direcciéon de ventas. Alta
direccion, 50(285), 68-73.

Taras, V., Kirkman, B L., & Steel, P. (2010). Examining the impact of Culture's consequences: A three-decade,
multilevel, meta-analytic review of Hofstede's cultural value dimensions. Journal of Applied Psychology, 95(3), 405-
439. https:/ /doi.org/10.1037 /a0018938

Kirkman, B L., Lowe, K B, & Gibson, C B. (2006). A quarter century of Culture's Consequences: a review of
empirical research incorporating Hofstede's cultural values framework. Journal of International Business Studies, 37(3),
285-320. https:/ /doi.org/10.1057 / palgrave.jibs.8400202

Campos, P H., Mobarec, E M., Soto, S O., & Farias, P. (2007). La cultura nacional y su impacto en los negocios: el
caso chileno. Estudios Gerenciales, 23(105), 57-67. https:/ / doi.org/10.1016/s0123-5923(07)70025-6

Ashkanasy, N. M., Ashton-James, C. E., & Jordan, P. J. (2003). Performance impacts of appraisal and coping with
stress in workplace settings: The role of affect and emotional intelligence. In Emotional and physiological processes and
positive intervention strategies (pp. 1-43). Emerald Group Publishing Limited.https://doi.org/10.1016/51479-

3555(03)03001-4
Singh, R, Singh, R., & Banerji, D. (2018). Emotion regulation - natural reward strategy linkage and its impact on

sales performance: the mediating impact of salesmanship skills. Journalof Business & Industrial Marketing, 33(3), 353-
364. https:/ /doi.org/10.1108 /jbim-10-2016-0236

www.theijbmt.com 183|Page


https://doi.org/10.1108/s1479-3555(2010)0000008004
https://doi.org/10.1177/0092070302303003
https://doi.org/10.1016/j.reimke.2016.01.002
https://doi.org/10.1080/08853134.2019.1595635
https://doi.org/10.1509/jm.14.0444
https://doi.org/10.22451/3006.nbr2021.vol7.1.10058
https://doi.org/10.1016/j.bushor.2011.02.001
https://doi.org/10.1002/tie.20077
https://doi.org/10.1037/0021-9010.85.4.512
https://doi.org/10.1037/0021-9010.85.4.512
https://doi.org/10.1037/a0018938
https://doi.org/10.1057/palgrave.jibs.8400202
https://doi.org/10.1016/s1479-3555(03)03001-4
https://doi.org/10.1016/s1479-3555(03)03001-4

Influence of Self-Efficacy, Stress, and Culture on the Productivity of Industrial Sales ...........

[26] Aydm, S, Kog, E., & Kaya, N. (2017). The Influence of Critical Success Factors on B2B Sales Performance and the
Mediating  Role of  Social Intelligence.  Business = Management  and  Strategy,  8(2),  1-1.
https:/ /doi.org/10.5296 /bms.v8i2.11563

[27] Miao, C. F.,, Evans, K. R., &Shaoming, Z. (2007). The role of salesperson motivation in sales control systems—
Intrinsic  and  extrinsic = motivation  revisited. Journal ~ of = Business  Research, 60(5),  417-425.
https:/ /doi.org/10.1016/j.jbusres.2006.12.005

[28] Babakus, E., Cravens, D W., Johnston, M W., & Moncrief, W C. (1999). The Role of Emotional Exhaustion in Sales
Force Attitude and Behavior Relationships. Journal of the Academy of Marketing Science, 27(1), 58-70.
https:/ /doi.org/10.1177/0092070399271005

[29] Behrman, D N., & Perreault, W D. (1984). A Role Stress Model of the Performance and Satisfaction of Industrial
Salespersons. Journalof Marketing, 48(4), 9-9. https:/ /doi.org/10.2307/1251506

www.theijbmt.com 184|Page


https://doi.org/10.5296/bms.v8i2.11563
https://doi.org/10.1177/0092070399271005
https://doi.org/10.2307/1251506

