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Abstract: This study would investigate how self-efficacy and emotional regulation, 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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I. 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 & Fernández‐Ferrín, 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.  

 

 

II. 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. 

 
III. 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). 
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IV. 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& Cristóbal (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(Aydın 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 & Cristóbal (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. 
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