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6. Limitations, future studies, and conclusion

This study contributes to the sales management literature and
practice by examining the influence of sales management control on
salespeople’s innovativeness and new product sales performance in a

B2B context. Additionally, the study incorporates market orientation 
into a sales management control model. The results show that sales 
management controls (i.e., output-based control, behavior-based 

control, and knowledge-based control) positively affect  salespeople’s 
innovativeness but cannot influence new product sales performance 
directly. Additionally, salespeople’s innovativeness has a positive 
influence on new product sales performance. Market orientation can 
moderate the relationship between salespeople’s innovativeness and 
new product performance.
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