ABSTRACT

This research aims to determine the effect of esddt supervisory
orientation, activity supervisory orientation, cdplties supervisory orientation
to salesperson performance. This research uses fitata population (census
method) comprise of 70 salespersonAm HM Sampoerna Tbk company in
Semarang cigarette type A flava.

Of processing this data using SPSS 17 producedghatien of regression

Y =0,278 X+ 0,442% + 0,314 X%

Data analysis result shot that research model haedgfit andall the
hypotheses can be provédtest results prove that all independent variabilave
a positive influence on the dependent variable.

From the data analysis shows that the coefficiehtdetermination
Adjusted R Square of 0,506. The value of determimauggests that the ability
variable dependen strong enough. That is accordag@ third of sales force of
independent variables considered important and icdilmence by 50,6%. While
the rest 49,4% influenced by other variables.
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