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Research objective 
 
What makes a good sales associate, what are the respective 
requirements and who decides this question? Should we rely on 
the opinion of clients, managers, or colleagues? Most people 
have already encountered financial sales associates in such 
fields as opening a bank account, submitting credit applications, 
securing an insurance offer, or asking for financial advice. Can 
any similarities and differences be recognised? The respective 
personality types range from open, reserved, casual, or formal. 
Despite various training schemes aiming at the 
”standardization” of sales techniques most of them want to 
achieve success or persuade their client with a set of different 
arguments. I believe financial sales success is dependent upon 
one’s personality. The question emerges, namely who is 
suitable for this career including plenty of success and 
sometimes failure? Is there an exact method reliably predicting 
success in the field of financial sales? I hope my research helps 
in identifying such methodology. 

The basic purpose of my research effort is the construction of 
a psychological-achievement profile for financial sales 
associates via Shortened version of the California Psychological 
Inventory (S-CPI with its 21 personnel dimensions) facilitating 
the selection of the best candidates for sales personnel in the 
financial and insurance sector of the national economy. Said 
profile will help in ascertaining whether the psychic features of 
the given candidate qualify him or her for a financial sales 
associate position and meet the requirements of the profession 
and that of the general expectations of the given firms. 
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The research attempts to identify the current psychological-
achievement expectations posed to financial sales associates 
today. I also aim to identify the type of personality traits, 
psychological features, and motivations that can lead to 
success in this career burdened with stress and excessive 
workloads. As Kunos asserts these characteristics are 
manifested or come to the surface under a dual impact of 
genetic and environment-related influences. (Kunos, 2005:56). 
In my view the environmental impact is clearly determined by 
two components: the given work place and the respective 
position. 

 
The main question of the research project, the 
respective hypothesis 
 
Following a survey of the relevant professional literature 
several questions emerged. According to Earl Babbie ”the 
traditional scientific model has three main components, theory, 
operationalisation, and observation… Thus a scholar starts from 
the knowledge of the respective theoretical background and 
constructs hypotheses that can be substantiated… In order to 
substantiate or check the hypothesis one has to pinpoint the 
inherent variables via a method suitable for observation... The 
term operationalisation refers to a clear identification of the 
maneuvres or operations required for the assessment of the 
respective variables. The hypothesis can be tested in a myriad 
of ways facilitating the rise of a wide variety of assessment or 
measurement procedures” (Babbie, 2003:60-61). Inspired by 
one of the leading research methodology experts of our times 
and relying on the relevant theoretical background and 
empirical research results along with an attempt at quantifying 
the respective research question and applying the desired 
research methodology I constructed the following hypothesis. 

H1) A correlation can be discerned between the results 
related to the dimensions of Achievement via Conformance and 
Achievement via Independence as registered on the S-CPI 
scale. My Hypothesis was tested with the Pearson correlation 
method. 
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Research methodology: the subjects of the inquiry, 
measurement, data collection, analysis 
 

The subjects of the inquiry 
 
The inquiry focused on the personal features of financial sales 
associates working in banks, insurance companies, residential 
savings, financial consultancy firms, factor and leasing firms, 
savings banks, and stock brokerages. 

 
Measurement, assessment and data collection 
 
The inquiry called on the participants to complete an on-line 
questionnaire containing closed and open ended questions The 
on-line questionnaire contained the following segments: 

1. Basic information, personal data, 
2. Shortened version of the California Psychological Inventory 
(S-CPI). 

 
In order to avoid potential spatial and temporal limitations 

associated with paper based questionnaires I opted for the on-
line version. I also wanted to make sure that the questionnaire 
could be easily completed by the use of the mouse. While most 
questions could be answered via a simple click or selection from 
a scroll down menu, if information was not listed regarding the 
highest level of professional qualification or the exact name of 
the current position respondents had to type in the missing 
data. The questionnaire was available from the following link: 
https://neptun.uni-
eszterhazy.hu/UniPoll/Survey.aspx?surveyid=59121776&lng=h
u-HU 
 

Due to the personal nature of some of the questions the 
respective answers or scores were treated as highly confidential 
information. Upon request the respondents could receive 
personalized feedback and evaluation. The respective results 
were integrated into excel charts and diagrams, Said tables and 
diagrams along with an 18 page document in word format 
explaining the particular scores were sent via e-mail to the 
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respondents. The most important features of the data collection 
process: 
− The questionnaire was constructed, developed, tested, 

adjusted, and finalized in November and December 2016. 
− The questionnaire was made available on-line on 14 

December, 2016 at 11.14 and was closed on 20 July, 2017 at 
08.13. 

− Instead of random sampling I followed the snowball principle 
as actual sample members recruited future participants for 
the sampling process. The final sample was based on social 
capital formed by former and present colleagues, associates, 
students, my relatives, friends, and acquaintances. Following 
the snowball format, respondents completing the 
questionnaire received the respective link one more time and 
were asked to forward the questionnaire to their own circle of 
friends and acquaintances, In addition to individual 
respondents I contacted several organisations and businesses 
in the finance and sales sector both directly and indirectly. 
The respective institutions included the Hungarian Banking 
Association, the Association of Hungarian Insurance 
Companies, the National Savings Association, the National 
Association of Financial Enterprises, the Hungarian Leasing 
Association, the Chamber of Commerce and Industry of 
Hungary, and the Hungarian Economic Association. 

− While initially 1656 people attempted to complete the 
questionnaire it was fully completed by 1069 respondents. 

− The finalized sample included 1000 respondents (the 
responses given by 69 respondents had to be disregarded 
due to several causes including irrelevant employment 
experience or national economic sector). 

− 584 respondents requested and received written feedback via 
e-mail. 

− The sample included respondents from 19 counties of 
Hungary, along with the capital, Budapest, while one 
respondent’s replies from Voralberg, Austria were excluded 
from the analysis. 
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Analysis 
 
The collected data was analyzed and evaluated by excel and 
SPSS programs, The average and the deviation of the sample 
was established from various aspects along with the use of 
frequency and distribution ratios. Furthermore, I relied on the 
Pearson correlation. 

 
The summary of the research results, the utilization 
and practical application of the acquired data 
 
Having surveyed the relevant professional literature and 
research results I expected a correlation between the 
Achievement via Conformance and Achievement via 
Independence dimensions primarily because the respective 
sample included financial sales associates employed in 
achievement oriented positions. At the same time the S-CPI 
scores of financial sales associates were analyzed with the 
Pearson correlation coefficient with a dual probe. Having 
compared the Achievement via Conformance and Achievement 
via Independence scales it can be concluded that the 
correlation value is 0,325 with at least a 1 % significance level 
representing a below average positive correlation (Table 1). In 
order to isolate the impact of the other variables and due to the 
close correlation between the abovementioned two variables 
the partial correlation coefficients were calculated as well. While 
the isolation of the impact of the other 19 scales revealed a 
significant correlation between the scales under inquiry, said 
correlations are either below average or at average level (the 
values of the partial correlation coefficient were between 0,426 
and 0,510). The only exception was shown in case of the 
Tolerance scale, which compared with the two scales under 
inquiry resulted in a negative partial correlation coefficient at –
0,069. 
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Table 1. The Pearson correlation between the scales of Achievement via 
Conformance and Achievement via Independence 

Correlations 

 q40 
Achievement 

via 
Conformance 

(Ac) 

q41 
Achievement 

via 
Independence 

(Ai) 

q40 
Achievement via 
Conformance 
(Ac) 

Pearson 
Correlation 

1 ,325** 

Sig. (2-tailed)  ,000 

N 1000 1000 

q41 
Achievement via 
Independence 
(Ai) 

Pearson 
Correlation 

,325** 1 

Sig. (2-tailed) ,000  

N 1000 1000 

** Correlation is significant at the 0.01 level (2-tailed). 

 
Source: Author’s own compilation by the help of the SPSS program, 2019 

 
After the consideration of all 21 dimensions with the Pearson 

correlation coefficient (Table 2), more interesting results were 
obtained, Accordingly, in context of an one or five percent 
significance level all scales were moving together with the 
exception of eight cases related to Flexibility and Femininity. 
Strong (at or above 0,7) positive, or negative correlation was 
discerned in nine cases, out of which the highest correlation 
levels were registered between the following dimensions: Ego 
Strength and Sense of Well-Being (0,859) Good Impression and 
Self-Control (0,742), Achievement via Conformance and Ego 
Strength (0,733). The greatest negative correlations were 
discerned in two cases between Ego Strength and Anxiety (-
0,882) and Sense of Well- Being and Anxiety (-0,813). 

The strongest movement or progression of the Achievement 
via Conformance dimension with at least an one per cent 
significance level can be discerned not in context of 
Achievement via Independence but along the following 
dimensions: Ego Strength (0,733), Sense of Well-Being 
(0,699), and Intellectual Efficiency (0,645.) In a negative 
direction with at least an one per cent significance level it 
shows close correlation with the Anxiety dimension (-0,634). 

The Achievement with Independence dimension shows the 
strongest positive correlation with at least an one percent 
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significance level with Tolerance (0,597), Intellectual Efficiency 
(0,440), and Self-Control (0,419), Conversely a negative 
correlation with at least an one per cent significance level can 
be discerned with the Anxiety dimension at (-0,296). 

My analysis of the Achievement via Conformance and 
Achievement via Independence relations helped me to establish 
Thesis 1: 

T1) A below average positive correlation can be discerned 
between the Achievement via Conformance and Achievement 
via Independence dimensions in the sample of financial sales 
associates. (The Pearson correlation coefficient is 0,325) Both 
of these indicators, however, show a higher correlation with 
other dimensions. Accordingly an especially positive correlation 
can be ascertained with Intellectual Efficiency (0,645 and 0,440 
along with an especially negative correlation with Anxiety at (-
0,634 and -0,296) with an one per cent significance level 
respectively. 

My summary of recommendations and conclusions regarding 
the selection of financial sales associates is the next: 

R1) The selection process of potentially high performing 
financial sales personnel should place a greater emphasis on 
the assessment of intelligence and anxiety. The Raven 
progressive matrix test for the measurement of intelligence, or 
the anxiety test developed by the Psychiatry Clinical Group of 
Semmelweis University are ideal for this purpose! 

Furthermore, the research results along with the proposed 
tests can help in identifying areas and competences in need of 
development not only of potential candidates but of actual 
employees of the given firm. 
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Table 2: The Pearson correlation (Two-tailed) between the scales of 21 dimensions of S-CPI 

 
Red background: Correlation is not significant at the 0.01 or 0.05 level (2-tailed). 
Blue background: Correlation (at or above 0,7) is significant at the 0.01 or 0.05 level (2-tailed). 

 
Source: Author’s own compilation by the help of the SPSS program, 2019
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