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The sales profession has suffered from negative perception and misconception. 

Despite a huge opportunity in this industry, several reasons have been 

highlighted as deterrents to job applicants from applying for a career in sales 

including the unethical practices, low prestige, and uncertainty of the job. This 

study examines the influence of job characteristics and feelings on intention 

to pursue a sales career among undergraduate and postgraduate students. 

A cross-sectional study was conducted with 251 questionnaires analyzed 

using Partial-Least Square-Structural Equation Modeling (PLS-SEM). The 

findings suggest that job characteristics and feelings have a favorable impact 

on intention. Job characteristics, on the other hand, influence feelings, and 

feelings mediate the relationship between job characteristics and intention. 

This study contributes to the body of knowledge by examining feelings as 

one of the constructs influencing sales career intention, and provides several 

implications to employers and business instructors to develop effective 

strategies to spark student interest in sales-related careers.
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Introduction

In 2020, the world has been hit by the unprecedented event of COVID-19, causing the 
worst economic downturn in Malaysia since the last decline in 1998. The implementation 
of various Movement Control Order (MCO) to contain the spread of COVID-19 has led 
to the increase in number of job losses and subsequently rise in the country’s numbers of 
unemployment by 200 thousand to record 718.1 thousand persons in 2020. Fresh graduates 
in particular are not an exception as they are equally affected by the pandemic. Competition 
to get a job among graduates is getting more challenging with the presence of more 
unemployed persons who lost their jobs during the pandemic (DOSM, 2020).

In Malaysia, a study done in 2021 reported that sales and marketing positions are the 
most demanded job by the organization. However, this job does not seem to be appealing 
for most of the graduates. Previous research reported that students have conflicting 
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perceptions toward a career in sales and sales jobs (Karakaya et al., 
2011). The earlier studies reported that students have negative 
perceptions toward sales careers, which is associated with poor 
image. The misconception of sales career has resulted in low 
participation of university graduates in the sales force.

Literature on sales demonstrate that society still does not 
embrace sales as a profession, with the evidence from studies of 
more than 60 years reflecting negative attitudes toward sales as 
career (Mason, 1965; Paul and Worthing, 1970; Joonas and 
Caballero, 2009; Bahhouth et al., 2014). Although sales is a critical 
component for the success of many organizations, many college 
seniors are reluctant to consider a career in sales (Manning et al., 
2010). Furthermore, Weber (2015) found that college students 
have unfavorable perceptions of sales which result in less interest 
to pursue a career in sales. However, another research has shown 
that approximately 70% of those receiving degrees in marketing 
will choose sales as their initial career position (Kutscher, 1990; 
Weilbaker, 2001; Michaels and Marshall, 2002; Simon, 2006). This 
may be due to the nature of this generation who are confident, 
prefer less-structured environments, and appreciate being in 
control, which is offered in sales career (Kim et al., 2009).

The term “sales” is defined as all activities involved in selling 
a product and/or service to a consumer or business. In practice, it 
means so much more. There is a great deal of efforts undertaken 
toward closing a deal; the processes start from sourcing for 
prospects, to building relationships and offering solutions to 
customers. These tedious processes of sales determine a unique 
job characteristic which contributes to a negative or positive 
feeling toward a sales career.

The sales industry builds a connection/link between 
businesses and their potential buyers of products and services. A 
salesperson will inform the customers about product features and 
benefits and they will also answer customers’ questions, negotiate 
terms and price, and take orders. In short, because of the nature 
of its work, a sales job has unique job characteristics that may 
influence candidates whether to favor or not to favor those jobs. 
In addition, those unique job characteristics will influence a 
person’s feelings toward this job. Thus, the goal of this study is to 
investigate the influence of sales job characteristics toward the 
intentions to pursue a sales career. The relationship between 
feelings about selling and intention to pursue a sales career will 
also be examined.

Specifically, the study aims to achieve these research objectives:

 1. To examine the influence of job characteristics toward the 
intention to pursue a sales career.

 2. To investigate the relationship between feelings about 
selling and intention to pursue a sales career.

 3. To determine the mediating role of individual feelings 
between job characteristics and intention to pursue a 
sales career.

To the best of our knowledge, there is a lack of studies that 
investigated the interaction between job characteristics and 
feelings toward sales careers. In addition, most of the previous 

studies investigated job characteristics and feelings in the context 
of employees’ workplace. While in this study, the respondents are 
among university students who have no experience in sales careers 
but they have an initial knowledge and feeling toward the sales job 
from the program curriculum. Therefore, they are the potential 
employees to enter the workplace as a salesperson. Therefore, the 
present study aims to fill the gaps in the literature to understand 
whether job characteristics and feeling have an impact on student 
intention to join the sales careers. In order to do this, we analyze 
the survey data using partial-least square-structural equation 
modeling (PLS-SEM) from the data collected via a survey of 251 
university students who are currently pursuing a bachelor degree 
and master’s in business. The proposed model analyzed two 
variables, namely job characteristics and feelings, which influence 
intention to pursue sales careers.

The structure of this paper is arranged as follows. The first 
section reviewed relevant previous literature and proposed the 
research hypotheses. Next, the methodology of the study is 
discussed, followed by the presentation of analysis and results. The 
final sections highlight the study contributions and limitations of 
the study as well as suggest areas for future research.

Literature review

Career selection is an important starting point as it is a crucial 
aspect of people’s lives. The profession a person chooses reveals 
what kind of a life he/she will lead to, his/her ambition in life, 
identity, the way to utilize his/her potential, self-respect, social 
support, financial gain, and the way he/she spends the time 
(Unguren and Huseyinli, 2020). Previous studies found that there 
are a low number of qualified employees in the sales industry 
(Unguren and Huseyinli, 2020). This scenario shows that sales 
jobs are less favorable for job seekers. Because of the unique 
characteristics of a sales job, the industry nowadays requires 
salespeople who are unique, vivid, ambitious, competent, and 
well-prepared to quickly adjust to the constantly shifting business 
environment (Pettijohn, 2009). In meeting this growing demand 
of skilled salespeople, businesses have turned to universities in 
order to look for potential sales recruits (Wiles and Spiro, 2004). 
It is more appealing to recruit college students due to the fact that 
they are perceived as young, knowledgeable, and able to learn and 
react quickly (Dubinsky, 1981). Hence, college graduates are often 
viewed as “work ready” and are able to survive in the ever-
changing sales landscape (Peltier et al., 2014).

However, recruiters generally find that it is more complicated 
to persuade students to apply or interview for sales positions, and 
it is even harder to get them to pursue a job, particularly in the 
sales field (Dubinsky, 1981). In reality, a sales career is seen as 
rewarding and fulfilling, but students usually have a negative 
impression of selling, and hence, their intention to engage in a 
sales career is indeed low (Karakaya et al., 2011). More than often, 
it is due to the misperception and negative stereotypes about 
selling which are often propagated by the mass media (Lee et al., 
2007). In addition, the uncertainty of the job (Ehtiyar and 
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Unguren, 2008) is also cited as another reason that hinders 
graduates from pursuing sales jobs.

Empirical evidence from previous studies revealed that career 
intentions are influenced by a variety of factors such as interest 
(Rahman et al., 2020), intrinsic motivation, extrinsic motivation, 
and professional capacity or self-awareness of one’s own 
professional capacity (Zhang et al., 2020), personal interest that 
mediated by one’s soft skills, self-efficacy, and social influence 
(Muhamad et al., 2020). Only individuals who have self-efficacy 
have the courage to choose sales as a career because they have the 
ability to see their strengths and weaknesses, always be positive, 
and believe in themselves. The direct effects of perceived sales 
knowledge, perceptions of salespeople, and perceptions of the 
selling profession were significant and positive on students’ intent 
to pursue a sales career (Cummins and Peltier, 2020). Not only 
that, other studies also found that sales career intention is also 
influenced by education exposure (Nielson and Cummins, 2019). 
For example, internship satisfaction may play a significant role in 
determining the students’ intention to develop a career in the 
industry. There are several factors that influence students’ 
satisfaction with internship experience and their career intention; 
these include internship achievements, mentorship and 
assessment, interpersonal relationships, compensation, company 
features, company’s internship program, and curriculum 
requirements (Qu et al., 2021). Despite these findings, offering 
good financial reward is not sufficient in attracting salespeople, 
but how a salesperson feels about their job, its role requirements, 
and outcomes are very important to make them ready to work and 
contribute positively to the company (Jaramillo et al., 2013).

In the past decades, the majority of literature on personal 
selling and its career appeal largely consists of research among 
U.S. and U.K. students (Fournier et al., 2014). Students outside the 
Anglosphere were often ignored (Ballestra et  al., 2017). 
Nonetheless, there are a few articles addressing the non-Western 
countries, especially in Malaysia, which explored the key factors 
that influence students’ perceptions of sales-related careers, 
including academic performance, gender (Sohail, 2015), personal 
development, communication skills (Rahman et al., 2014), inner 
circle (Rahman et  al., 2014), income (Rahman et  al., 2014), 
attitude, subjective norm, and knowledge (Mokhlis et al., 2022). 
However, there is little insight available that looks particularly into 
factors such as job characteristics and feelings. Exploring these 
issues from an international perspective may be important for 
several reasons, including the fact that different countries may 
perceive and view sales careers in different ways.

Job characteristics and the intention to 
pursue sales career

In the early years, the nature of the workplace was 
characterized by routine processes that often led to demoralization 
and cause boredom to employees. Hence, stemming from this 
issue, the Job Characteristic Model (JCM)/theory was introduced 

by Hackman and Oldham (1976). The model was based on the 
idea that certain job characteristics will motivate employees due 
to the intrinsic joy they receive in performing the job activities 
(Richard Hackman and Oldham, 1976). According to Syptak et al. 
(1999), employees will appreciate their job and they will be driven 
to perform effectively if they find their job characteristics 
entertaining and meaningful. There are five core dimensions in the 
JCM, namely, skill variety, task identity, task significance, 
autonomy, and feedback. These dimensions affect three critical 
psychological states (i.e., meaningfulness, responsibility, and 
knowledge of results), which subsequently lead to personal and 
work outcomes, including work performance, motivation, and 
satisfaction (Hackman and Oldham, 1976; Cavanagh et al., 2020). 
According to Becherer et al. (1982), sales jobs’ characteristics are 
generally viewed as an important factor that determines 
salespeople’s commitment, satisfaction, motivation, and 
performance. This concurs with some empirical evidence from 
previous studies which found that job characteristics is related to 
the positive outcome such as job satisfaction (Cavanagh et al., 
2020), organizational commitment, and OCB (Akingbola and Van 
Den Berg, 2019), as well as negatively related to turnover intention 
(Ghosh et al., 2015).

Traditionally, in the 20th century, the concept of sales is 
merely “selling of products and services” (Leigh and Marshall, 
2001; Ballestra et al., 2017). In the past, sales were associated 
with negative perceptions and it is often characterized as being 
unethical (Lee et al., 2009), low in prestige (Bristow et al., 2006), 
benefiting uneducated buyers, and exaggerating product 
benefits (Bristow et al., 2006). The selling situation itself is also 
filled with uncertainty and interpersonal conflict which requires 
persistence and owned self-motivation (Dubinsky et al., 1986). 
However, there has been continuous change on how sales are 
organized and performed. Leigh and Marshall (2001) described 
these as “the plethora of changing conditions.” There are 
numerous reasons that contribute to the changes including 
technological advances, competitive intensity, globalization, 
heightened stress on the customer-seller relationship, and 
development of the selling team (Ingram, 2004). These have 
caused critical challenges to the sales organizations, especially 
concerning the required skills and competencies of the 
salesperson. Besides, these changes also break the traditional 
view and the landscape of sales jobs.

In recent years, contrary to the past, sales is more toward 
building and maintaining long-term relationship (Leigh and 
Marshall, 2001; Ballestra et  al., 2017; Handley et  al., 2017). 
Therefore, salesperson in the present are characterized as 
individuals who are adaptable, resilient, and self-driven (Lassk 
et al., 2012), possess emotional wisdom (Bagozzi et al., 2010), 
exhibit a thorough understanding on organizations, behavior, 
information collection, market research, and sales forecasting 
(Allen et al., 2014), and well-versed in technologies (Walker et al., 
2009). This results in the birth of a new generation of youthful, 
clever, highly-trained, ambitious, and customer-oriented 
individuals (Lassk et al., 2012).
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Sales careers are typically commission-based and profit-
driven, thus stress and pressure are common among salespeople 
who need to achieve the sales quota. Previous research has shown 
that some people are intrigued in jobs that provide challenges and 
other job characteristics that push them to perform under pressure 
(Wiesenfeld et  al., 2014; Han et  al., 2018; Kabil et  al., 2018). 
Besides, research by Handley et al. (2017) has shown that both 
males and female students believe that one particular feature of 
sales jobs that outshine others is the excitement. Furthermore, 
they found that Asian students viewed sales careers as more 
exciting, innovative, and fun, compared to Australian students. 
Therefore, in line with the findings from literature, the study 
hypothesized that:

H1: Job characteristics influence the students’ intention to 
pursue a sales career

Sales job characteristics and feelings 
toward sales career

Karakaya et al. (2011) indicate that perceptions of sales jobs 
and salespeople influence individuals’ feelings toward selling and 
intention to pursue a sales career. This is because job perceptions 
may predict individual psychological feelings (Moore, 2000). 
Perception is a process of how an individual interprets and 
responds to the information into something meaningful, while 
feeling is used to describe sensation through experience or 
perception (Shouse, 2005). Sometimes graduates enter the 
salesforce with no clear understanding of what the role will entail, 
often leading to higher turnover (Boles et  al., 2012). The 
salesperson stereotypes are shown to be  consistently negative 
across cultures and this negatively impacts student recruitment 
(Lee et  al., 2007) and consumer behavior (Babin et  al., 1995). 
Therefore, the marketing campaigns need to be  designed to 
educate students about the importance of sales as a career (Inks 
and Avila, 2018). The campaign must focus on the sales job 
attributes or characteristics which will assist educators to address 
students’ misconceptions of the sales profession. According to 
Ballestra et al. (2017), sales job attributes such as job outcomes and 
job requirements have a significant impact on students’ feelings 
toward selling. But they found that the feelings toward selling 
depend on students’ perception of sales job outcomes rather than 
sales job requirements. Students perceive a sales job mostly as a 
venture that can provide career growth opportunities followed by 
esteemed personality and it makes them feel satisfied and valued 
(Ballestra et  al., 2017). In addition, this perception will help 
students to feel more motivated and confident about the success 
of the sales profession (Inks and Avila, 2018). Thus, the study 
hypothesized that;

H2: Job characteristics influence the students’ feeling towards 
a sales career.

Feeling toward sales career and The 
intention To pursue sales career

Both sales careers and salespeople have been largely viewed as 
a low reputation job this perception has not been addressed so far 
(Avlonitis and Panagopoulos, 2010). The academic literature has 
addressed this issue since the 1950s, primarily by acquiring a 
better grasp on the perceptions of students on personal selling 
(Sojka et al., 2000). Apart from that, the sales job is also often seen 
negatively and remained least favored by students over time 
(J.W. Peltier et al., 2014; Sari, 2014).

According to Sandelands (1988), feeling is “a response to a 
stimulus. It is an evaluation of, or judgment about, a specific object 
or thing.” The feelings are triggered by emotions and formed 
through personal experiences, beliefs, memories, and thoughts 
associated with that particular emotion. In other words, a feeling 
is the by-product of the brain processing an emotion and attaching 
a certain meaning to it (LeDoux, 2012). During the late 1950s to 
early 1970s, it is found that students generally have a negative 
feeling toward selling and they also have several misconceptions 
about sales (Ballestra et al., 2017). Later research also found that 
one-third of the respondents have a negative impression about 
selling (Muehling and Weeks, 1988), which is often associated 
with door-to-door activities or undesirable personal traits, such as 
obnoxious, out of style, and pushy.

From 1980 to 1990, it was found that students’ preferences for 
a sales career are heavily influenced by the characteristics of 
financial benefits and decision-making power, rather than the 
functionality of a sales job (Swenson et al., 1993). Later, students 
were reported to feel a more positive view of personal selling as a 
career (Dubinsky, 1981; Muehling and Weeks, 1988). Nowadays, 
students’ feelings toward sales careers appear to be similar to views 
during the 1960s and the 1970s, as they perceive sales careers 
rather positively (Karakaya et  al., 2011; Peltier et  al., 2014). 
Research by Karakaya et al. (2011) has revealed that students’ 
feelings toward sales are indeed positive, including that it provides 
a sense of accomplishment, excitement, value, productivity, 
interesting features, and personal satisfaction, which is consistent 
with prior findings (Dubinsky, 1981; Muehling and Weeks, 1988; 
Bristow et al., 2006; Handley et al., 2017).

Literature also shows that feeling toward selling positively 
influences the intention to pursue a sales career among students 
(Karakaya et  al., 2011; Ballestra et  al., 2017). Majority also 
expressed that working in a profession they enjoy or love is also 
more productive, gratifying, and significant than the monetary 
value (Morrison, 2021). Thus, this proves that a positive feeling 
will lead to a positive work performance. Hence, in line with these 
findings, the study hypothesized that:

H3: Feelings towards selling will influence students’ intention 
to pursue a sales career

Despite the fact that the nature of selling has dramatically 
changed over the years, there is still concern that the positive 
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perceptions do not translate into positive inclination toward a 
sales career (Karakaya et al., 2014), particularly among business 
students. Job characteristics should be controlled to test attraction 
to career employment (Kjeldsen and Jacobsen, 2013). Scholars 
have mostly adopted job characteristics to characterize specific 
career choices and have conducted a large number of related 
studies based on choices (Alhomoud et  al., 2019). A good fit 
between career and job characteristics greatly strengthened 
employees’ work motivation and had a significant influence on 
career success and choices (Alhomoud et  al., 2019). Previous 
studies reveal that people are more likely to choose jobs in 
different sectors when they have opportunities to satisfy their 
altruistic work values through relational jobs (Choi, 2017). 
Furthermore, the job characteristic model highlighted that 
various job characteristics will influence job perception and 
feelings, which further affect individuals’ values, behavior, and 
attitude (Chen, 2014). Hence, it is important to explore whether 
students with different feelings choose different career paths 
when considering job characteristics which may affect students’ 
career intentions. Hence, the study hypothesized that:

H4: The relationship between job characteristics and students’ 
intention to pursue a sales career is mediated by their feelings 
towards sales career.

Methodology

Sampling design and data collection 
procedure

A cross-sectional research design was utilized with self-
administered questionnaires distributed online via WhatsApp 
application among undergraduate and postgraduate business 
faculty students at the Universiti Kebangsaan Malaysia. Online 
data collection was used as this study was conducted during the 
Covid-19 pandemic which restricted people’s movement and 
pushed all classes to be  conducted via the online platform. 
Non-probability convenience sampling technique was employed 
in collecting the data as it is the best alternative due to the time 
and movement constraint during the pandemic.

In a period of 3 weeks, 254 questionnaires were collected. 
However, only 251 questionnaires were valid for further analysis 
after excluding three questionnaires that suffered from a straight 
lining problem.

The majority of the respondents were female (59.4%) and the 
highest age group was 19–24 years old (76.1%). Most of the 
respondents were Malay (61.4%), while 62.5% of the respondents 
were Muslims. Some of the respondents work full-time while 
studying (44.6%) and most of the respondents were full-time 
students (73%). Majority of the respondents (33.9%) were from 
marketing majors while the other respondents were from other 
business majors such as management (28.3%) and accounting 

(14.7%). Half of the respondents (53.4%) have family members 
working in the sales and marketing field, and most of the 
respondents (70.5%) have experience in selling. Most of the 
respondents (75.7%) have experience enrolling in a sales or 
marketing course and 68.1% of the students have a plan to start 
their own business.

Research instrument

The measurement items used in this study were adapted from 
existing validated instruments as shown in Table 1. Items for sales 
job characteristics were adapted from Dubinsky (1981), while 
items for feelings and intention to pursue sales career were 
adapted from Karakaya et al. (2011). Five-point Likert scale was 
used to measure all the constructs. The questionnaires also 
include questions on the respondent’s profile such as gender, age, 
ethnicity, religion, program majoring, and sales job-related 
questions such as experience and sales course enrolment. The 
questionnaire was prepared and distributed in English as English 
is the second language in Malaysia and is understood by 
the majority.

Data analysis

Data were analyzed using SPSS and Partial-Least Square-
Structural Equation Modeling (PLS-SEM) technique. PLS-SEM 
has been widely used in various models where the relationship 
between constructs has been previously defined (e.g.: (Saura et al., 
2022) as it allows understanding on the influence of each 
constructs. Several studies on career intention have also used 
PLS-SEM technique to analyze the data collected using survey 
method (Amaning et  al., 2020; Beuk et  al., 2022).To use it, a 
two-step approach was applied, starting with the analysis on the 
validity and reliability of the constructs known as the measurement 
model, and followed by the assessment of the structural model. 
However, before employing PLS-SEM analysis, a Harman’s single-
factor test was conducted to examine for common method 
variance. Result of factor analysis performed on all the items 
showed that the shared variance was 35.83%, which is less than the 
50% threshold. This shows that no domination of a single factor 
exists, indicating that common method bias does not significantly 
influence the findings.

Result

Measurement model

In order to assess the reflective measurement model 
proposed in this study, convergent validity and discriminant 
validity are evaluated. Table 2 shows the factor loadings, AVE, 
and CR that are used to test convergent validity. Most of the 
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factor loadings are above the recommended value of 0.708, 
except for one indicator which is Feel3 which has been deleted. 
In the meantime, the AVE result for all constructs met the 
satisfactory level of >0.5 (Bagozzi and Yi, 1988), while the 
composite reliability (CR) value also met the acceptable value 
of >0.7 (Gefen et al., 2000).

In addition, Table 3 shows the result of discriminant validity 
examined using Heterotrait Monotrait (HTMT) technique 
(Henseler et  al., 2015). The values are lower than HTMT.85 
(Henseler et al., 2015), indicating that discriminant validity for the 
constructs in is study is established.

Structural model

A lateral collinearity issue may mislead the findings as it can 
disguise a strong causal effect that exists in the model (Kock and 
Lynn, 2012). As such, to ensure no lateral collinearity issue in the 
structural model, inner VIF values were examined. The values in 
Table 4 show that all the VIF values are less than 0.5 indicating the 
non-existence of collinearity.

The bootstrapping result of 5,000 resamples also is shown in 
Table 4 and Figure 1. For the direct relationship, the result shows 
that hypotheses 1, 2, and 3 on the influence of job characteristics 
toward intention (β = 0.623, p < 0.01), job characteristics toward 
feelings (β = 0.149, p < 0.05), and feelings toward intention 
(β = 0.189, p < 0.01), respectively, are supported. Meanwhile, the 
result shows that job characteristics have significant 
indirect effects toward intention via feelings (β = 0.028, p < 0.05). 
Thus, it  could be  concluded that the mediation effect is 
statistically significant.

The in-sample explanatory power R2 for intention (0.458) is 
moderate, while the R2 (0.018) for feelings is weak (Hair et al., 
2019). Other than that, the f2 value of job characteristics (0.701) 
indicates a substantial effect size in generating the R2 for 
intention (Chin, 2010), while feelings indicates small effect size 
for intention. The predictive relevance (Q2) of the model shows 
that the values of intention (0.368) and feelings (0.003) are 
larger than zero, indicating that the model has sufficient 
predictive relevance.

Discussion

The present study investigated the effects of job 
characteristics and feelings toward intention to pursue a sales 
career. Based on previous literature, four hypotheses were 
proposed and tested and the result shows that all the hypotheses 
are supported.

The first hypothesis predicted that job characteristics 
would have an influence on students’ intention to pursue a 

TABLE 1 Sample of measurement items.

Variables Source No of items Sample of items

Job Characteristics Dubinsky (1981) 5  1. Use of college education

 2. Good remuneration

 3. Dynamic/exciting

Feelings Karakaya et al. (2011) 4  1. Selling is personally satisfying

 2. Selling is interesting

 3. Selling gives a sense of accomplishment

Intention Karakaya et al. (2011) 4  1. I am very interested in pursuing a professional sales-related career after 

obtaining my degree

 2. Obtaining a sales support position would interest me

 3. Obtaining a position in sales is a priority for me after graduation.

TABLE 2 Assessment of internal consistency and convergent validity.

Construct Item Loading CR AVE

Job characteristics Job1 0.767 0.905 0.657

Job2 0.841

Job3 0.851

Job4 0.852

Job5 0.735

Feelings Feel1 0.519 0.742 0.509

Feel2 0.575

Feel3 Deleted

Feel4 0.963

Intention Intention1 0.887 0.947 0.817

Intention2 0.921

Intention3 0.895

Intention4 0.911

TABLE 3 Heterotrait monotrait (HTMT) criterion for discriminant 
validity.

Job 
characteristics Feelings Intention

Job characteristics

Feelings 0.178

Intention 0.717 0.306
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sales career. The PLS results revealed that there is a positive 
relationship between job characteristics and intention to 
pursue sales careers. This finding indicates that the nature of 
the job that fits the individuals is important in determining 
individuals’ intention to apply for that particular job. This 
finding is consistent with Wiesenfeld et al., 2014; Han et al., 
2018; and Kabil et al., 2018, which shows a significant impact 
of job characteristics toward intention to apply for various 
jobs including nursing and teaching.

The second hypothesis predicted the influence of job 
characteristics toward students’ feelings on sales careers. The 
PLS-SEM results indicate that there is a positive relationship 
between job characteristics and students’ feelings toward sales 
careers. This is in agreement to Ballestra et al. (2017) which 
stated that sales job attributes have an impact on students 
feeling toward sales career. The result is also consistent with 
Moore (2000) who says that perception toward job 
characteristics could predict an individual psychological  
feeling.

Hypothesis 3 predicts that feeling toward selling will 
influence students’ intention to pursue sales careers. The 
analysis of the data reveals that there is a positive relationship 
between feeling and students’ intention to pursue sales careers. 
Previous research have shown that positive feelings toward 
selling including the sense of accomplishment, excitement, 
productivity, and personal satisfaction could influence students 
intention to pursue a sales career (Karakaya et  al., 2011). 
Moreover, similar to this study, Beuk et al. (2022) also found 
that feelings toward sales career indeed able to predict intention.

The last hypothesis proposed the mediation role of feelings in 
the relationship between job characteristics and intention. The 
PLS-SEM results indicate that feeling plays a significant role as a 
mediator. This is in line with Chen, 2014, statement that job 
characteristics could influence job perception and feelings which, 
in turn, able to affect individual’s intention and behavior. Thus, it 
could be concluded that desirable job characteristics lead to a 
positive feeling toward sales jobs and increase students’ intention 
to pursue the sales job.

TABLE 4 Assessment of structural model.

Path Hypotheses Std Beta Std Error t-value p value Decision VIF f2 R2 Q2

H1: Job Characteristics = > Intention 0.623 0.047 13.174 0.000 Supported 1.023 0.701 0.458 0.368

H2: Job characteristics = > Feelings 0.149 0.088 1.683 0.050 Supported 1.000 0.023 0.018 0.003

H3: Feelings = > Intention 0.189 0.185 3.156 0.001 Supported 0.064

H4: Job 

Characteristics = > Feelings = > Intention

0.028 0.016 1.786 0.037 Supported

FIGURE 1

Structural model.
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Conclusion

Choosing a career in sales is rewarding as it has a clear career 
path and has the potential to earn a high remuneration. However, 
not many graduates are inclined toward this career (Karakaya et al., 
2011), which is due to various factors including misperception, 
negative stereotypes (Lee et al., 2007), and uncertainty of the job 
(Ehtiyar and Unguren, 2008). To understand this situation in 
Malaysia, this study was conducted to investigate factors 
influencing intention to pursue a sales career among Malaysian 
graduates from two angles which are job characteristics and 
feelings. The study found that all the hypotheses proposed are 
supported. In addition, the study also found that feelings play a 
mediating role in the relationship between job characteristics and 
intention to pursue sales careers. As sales jobs demand a breadth 
of skills including consultative, knowledge-based, and greater 
understanding of customers, the job characteristics dimensions 
seem attractive since the candidate can utilize a variety of skills 
with significant task job autonomy. The nature of the job itself will 
also lead to a positive feeling toward the jobs thus leads to a greater 
intention to pursue the sales careers.

Theoretical implications

Several implications could be concluded from this study. 
Theoretically, the study contributes to the field by including 
feelings as one of the constructs influencing sales job intention, 
which is lacking in the literature. Second, the study also tested 
the role of feelings as a mediator in the relationship between job 
characteristics and intention. However, the result shows that as 
compared to feelings (β = 0.189), job characteristics play a 
bigger role (β = 0.623) in influencing sales job intention. This 
finding indicates the prominent role of job criteria in attracting 
good candidates to join the sales force. The study also shows 
that job characteristics have an impact on feelings, signifying 
the importance of creating good perception toward sales job so 
that positive feelings would emerge among future prospects. 
Despite the superiority of job characteristics toward intention 
as compared to feelings, the significant relationship shows that 
feelings indeed play some role in influencing intention. As 
studies including feelings as one of the construct are limited 
(Cummins et al., 2016; Beuk et al., 2022), future studies could 
explore this construct in various contexts and in other models 
to test its role.

Practical implications

Practically, the study provides several implications to 
employers and business lecturers to develop effective strategies 
to spark student interest in sales careers. First, employers and 
the industry should ensure that the sales career itself is 
attractive in terms of the job characteristics, especially from 

the aspect of remuneration, dynamic and exciting nature of 
the work, and the relationship with co-workers. Not only that, 
the negative connotations related to sales careers such as 
unethical and low prestige also should be eliminated. In order 
to do so, business lecturers and employers could share the 
good prospects of the job in terms of building customer 
relationship, the usage of technology, and the chance to 
experience a sense of achievement, as the job itself is 
challenging and tough but rewarding (Wiesenfeld et al., 2014; 
Han et al., 2018; Kabil et al., 2018). Second, as feelings toward 
selling is related to perception toward the job, a campaign to 
educate students on the importance of sales career (Inks and 
Avila, 2018) and outcome of the job in terms of career growth 
opportunities would also be valuable (Ballestra et al., 2017) 
and would help students to see the prospects of success in the 
sales profession. Other than that, in order to ensure that 
students’ feelings toward selling could be  translated to 
intention to pursue sales career, more positive feeling should 
be created by relating the sales job with the feel of excitement, 
personally satisfying, interesting features, and productivity 
(Bristow et  al., 2006; Handley et  al., 2017), while the 
misconceptions that associate sales career with door-to-door 
activities and undesirable personal traits, such as out of style 
and pushy, should be eradicated.

Limitations and future research

Despite achieving its objectives, there are some limitations that 
need to be  considered for future studies. First, the data were 
collected using convenience sampling method; hence, cautions 
should be made in generalizing the findings outside of the sample. 
Second, data were also collected among business students in UKM 
only, thus limiting its generalizability to the other students in 
Malaysia. Third, the study focuses on two factors affecting intention 
only. Future studies may examine other possible factors such as job 
outcome and personality traits. In addition, demographic 
characteristics such as ethnicity and gender also could 
be investigated. Furthermore, future research can further explore 
job characteristics by utilizing qualitative methods.
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