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Abstract

The connection between training of life insurance industry and selling performance
of new comer is an issue that care about very much by academic and practice fields.
However, past literatures often focus on how to improve selling performance of new
comer by life insurance training, neglect if training can be research on different types,
and neglect the relationship between training and learned Storage, and neglect the
relationship between performance of salesperson and their turnover intention
Therefore, this study attempts to explore the relationship among training orientation,
knowledge- learned storage, performance of salesperson, turnover intention on the
basis of the above- mentioned points.

The purposes of this study includes the following four points

1. Researchon the impact of orientation-learned training and orientation customized
training on knowledge- learned storage.

2. Research on the impact of knowledge- |earned storage on performance of
sal esperson.

3. Research on the impact of performance of salesperson on turnover intention of
salesperson

4. Support the training direction according with the demands of salesperson even
more, in order to improve the selling performance of salesperson.

Referring to the empirical study, this research body targeted at new comer of 36
sales divisions listed by a life insurance from which 271 effective samples were
obtained in total. Verified by LISREL ANALY SIS, we find the research results as
follows:

1. Orientationlearned training has a significant positive effect onrelationship ability
and emotional intelligence, but the influence on professional knowledge and
selling adaptation is not obvious. In addition, orientation customized training has
asignificant positive effect on four dimension of knowledge-learned storage.

2. Selling adaptation and professional knowledge have significant positive effects on
selling performance of new comer, but the impact of relationship ability and
emotional intelligence on selling performance of new comer are not obvious.

3. The impact of selling performance of new comer on turnover intention of
salesperson is not obvious.

Keywords Training Orientation, Knowledge-learned Storage, Performance of
Salesperson, Turnover Intention
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