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The purpose of this study is to identify the relative importance of variables influencing
salesperson’s affective commitment to their sales manager and the commitment to the organization. Using
social exchange theory and resource exchange theory, salesperson interaction with their manager was
expected to be exchanged for commitment to that manager. On an organizational level, salesperson
satisfaction with the organization is expected to be exchanged for commitment to the organization.
Dominance was calculated for each of the independent variables examining affective commitment to the
manager (trust, integrity, consideration) and organizational commitment (job satisfaction, promotion
opportunity, needs fulfillment). Dominance analysis results show that the relative importance for
perceived trustworthiness of the manager had the greatest impact on the salespersons’ commitment to the
manager. Dominance analysis also revealed that promotional opportunity within an organization was also

a dominant predictor of a salespersons’ commitment to the organization.



