
Georgia Southern University Georgia Southern University 

Digital Commons@Georgia Southern Digital Commons@Georgia Southern 

Association of Marketing Theory and Practice Proceedings 

1-1-2019 

Exploring Self-Efficacy with an Emphasis on Direct Selling Exploring Self-Efficacy with an Emphasis on Direct Selling 

Robert A. Peterson 
The university of Texas at Austin 

Gerald Albaum 
University of New Mexico 

Victoria L. Crittenden 
Babson College 

Follow this and additional works at: https://digitalcommons.georgiasouthern.edu/amtp-

proceedings_2019 

 Part of the Marketing Commons 

Recommended Citation Recommended Citation 
Peterson, Robert A.; Albaum, Gerald; and Crittenden, Victoria L., "Exploring Self-Efficacy with an Emphasis 
on Direct Selling" (2019). Association of Marketing Theory and Practice Proceedings 2019. 23. 
https://digitalcommons.georgiasouthern.edu/amtp-proceedings_2019/23 

This conference proceeding is brought to you for free and open access by the Association of Marketing Theory and 
Practice Proceedings at Digital Commons@Georgia Southern. It has been accepted for inclusion in Association of 
Marketing Theory and Practice Proceedings 2019 by an authorized administrator of Digital Commons@Georgia 
Southern. For more information, please contact digitalcommons@georgiasouthern.edu. 

brought to you by COREView metadata, citation and similar papers at core.ac.uk

provided by Georgia Southern University: Digital Commons@Georgia Southern

https://core.ac.uk/display/234825429?utm_source=pdf&utm_medium=banner&utm_campaign=pdf-decoration-v1
https://digitalcommons.georgiasouthern.edu/
https://digitalcommons.georgiasouthern.edu/amtp-proceedings
https://digitalcommons.georgiasouthern.edu/amtp-proceedings_2019?utm_source=digitalcommons.georgiasouthern.edu%2Famtp-proceedings_2019%2F23&utm_medium=PDF&utm_campaign=PDFCoverPages
https://digitalcommons.georgiasouthern.edu/amtp-proceedings_2019?utm_source=digitalcommons.georgiasouthern.edu%2Famtp-proceedings_2019%2F23&utm_medium=PDF&utm_campaign=PDFCoverPages
http://network.bepress.com/hgg/discipline/638?utm_source=digitalcommons.georgiasouthern.edu%2Famtp-proceedings_2019%2F23&utm_medium=PDF&utm_campaign=PDFCoverPages
https://digitalcommons.georgiasouthern.edu/amtp-proceedings_2019/23?utm_source=digitalcommons.georgiasouthern.edu%2Famtp-proceedings_2019%2F23&utm_medium=PDF&utm_campaign=PDFCoverPages
mailto:digitalcommons@georgiasouthern.edu


Exploring Self-Efficacy with an Emphasis on Direct Selling 

 

Robert A. Peterson 
The University of Texas at Austin 
Gerald Albaum 

University of New Mexico 

Victoria L. Crittenden 

Babson College 

 

ABSTRACT 
 

Self-efficacy, the confidence that one has in his or her capabilities to achieve a goal, is one of the 

most widely studied constructs in personal selling and sales management research. With few 

exceptions, self-efficacy has been studied as antecedent to sales performance.  The present study 

differs from prior marketing-related studies of self-efficacy in that it explores whether a direct 

selling experience can enhance business/professional self-efficacy and personal life self-efficacy.  

In other words, in the present study self-efficacy is treated as consequent to a direct selling 

experience.  An online survey was conducted in which a nationally representative sample of 495 

current direct sellers responded to a self-efficacy scale consisting of 14 items regarding the 

impact of their direct selling experience on their business/professional skills and a self-efficacy 

scale consisting of 13 items regarding the impact of their direct selling experience on their 

personal life skills.  More than 60 percent of the direct sellers surveyed either somewhat or 

strongly believed that their direct selling experience improved their business/professional and 

their personal life skills.  There were differences in impact based on the gender and the age of the 

direct sellers.  Both business/professional self-efficacy and personal life self-efficacy were 

significantly and positively related to self-perceived sales performance and performance on a 

non-direct selling job.  The theoretical and managerial implications of the findings are discussed. 
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