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3SP Suggested Readings

SUGGESTED READINGS - 3SP?

The SIGMA Survey for Sales Professionals (3SP) scales are based on the scales derived
from our highly regarded and well-researched personality assessments. A selection of
research references are provided below that relate to the 3SP.
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Bagozzi, R. P. (1978). Sales force performance and satisfaction as a function of individual difference,
interpersonal, and situational factors. Journal of Marketing Research, 15(4), 517-531.

Day, D. V., & Silverman, S. B. (1989). Personality and job performance: Evidence of incremental
validity. Personnel Psychology, 42(1), 25-36.
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(Eds.), Problems and solutions in human assessment: Honoring Douglas N. Jackson at
seventy (pp. 249- 264). Norwell, MA: Kluwer Academic.
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