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Generating income and revenue are the primary afleales personnel. Whilst many
organizations have paid particular attention intrey and development of the sales
personnel, they seem to have neglected the profmopalct of the personality traits of
sales personnel in determining their success. i§tikarly evident as given the same
sales tools, level of education, and propensitwaok, some sales personnel succeed
where others fail. This paper therefore examinesimmpact of personality traits in
determining the sales performance of sales persamitige advertising industry in Sri
Lanka. Big five personality traits were used as niggor theoretical underpinning in
developing the conceptual framework. Using a sim@edom sampling, data
stemmed from a sample of 200 sales personnel wad ios assess the proposed
conceptual framework. Multiple regression analysés used as the main inferential
statistical analysis technique. As hypothesizeel fitidings demonstrate that openness
to experience is significantly related to saleqgrerance. However, agreeableness,
conscientiousness, neuroticism, and extraversiemat significantly related to sales
performance in the given research setting. Moreotlex findings emphasize that
sales personnel with high openness to experiencrpe better in sales in the

advertising industry in Sri Lanka.
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