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ABSTRAK

Penelitian ini bertujuan untuk menganalisis pengaruh the big five personality,
yang terdiri dari sikap extraversion, agreeableness, neuroticism, openness to
experience, dan conscientiousness terhadap kinerja tenaga penjualan
(salespersons) perusahaan otomotif di Kota Surabaya. Penelitian yang dilakukan
merupakan penelitian kausal dengan menggunakan pendekatan kuantitatif,
Sumber data yang digunakan merupakan sumber data primer yang diperoleh dari
pengumpulan data menggunakan kuesioner yang didistribusikan kepada
salesperson di perusahaan otomotif Kota Surabaya. Pengambilan sampel
penelitian dilakukan menggunakan teknik simple random sampling dengan
jumlah sampel yang terlibat sebesar 135 responden. Teknik analisis data yang
digunakan adalah analisis regresi linier berganda.

Hasil penelitian menjelaskan bahwa sikap extraversion, agreeableness,
neuroticism, openness to experience, dan conscientiousness berpengaruh
signifikan terhadap kinerja salesperson perusahaan otomotif di Kota Surabaya.
Hasil ini menjelaskan bahwa salesperson perusahaan otomotif yang memiliki
sikap dan karakteristik extraversion, agreeableness, openness to experience, dan
conscientiousness yang semakin baik akan dapat menunjukkan Kinerja yang
semakin baik. Hasil penelitian juga menjelaskan bahwa salesperson yang
memiliki karakteristik neuroticism yang semakin berkurang akan dapat
mendukung salesperson untuk menunjukkan kinerja yang semakin baik.

Kata kunci: The Big Five Personality, Extraversion, Agreeableness, Neuroticism,

Openness To Experience, Dan Conscientiousness, Kinerja, Dan
Perusahaan Otomotif.
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ABSTRACT

This study aims to analyze the influence of the big five personality, which
consists of extraversion, agreeableness, neuroticism, openness to experience, and
conscientiousness on the performance of salespeople (salespersons) of automotive
companies in Surabaya. This research is a causal research using a quantitative
approach. The data source used is the primary data source obtained from data
collection using a questionnaire distributed to salesperson in the automotive
company in Surabaya. The research sample was taken using simple random
sampling technique with the number of samples involved was 135 respondents.
The data analysis technique used is multiple linear regression analysis.

The results showed that the attitude of extraversion, agreeableness,
neuroticism, openness to experience, and conscientiousness had a significant
effect on the performance of the salesperson of automotive companies in
Surabaya. These results explain that the salesperson of an automotive company
who has the better attitudes and characteristics of extraversion, agreeableness,
openness to experience, and conscientiousness will be able to show better
performance. The results also explain that salesperson who has reduced
neuroticism characteristics will be able to support salesperson to show better
performance.

Keywords: The Big Five Personality, Extraversion, Agreeableness, Neuroticism,

Openness To Experience, And Conscientiousness, Job Performance,
And Automotive Companies.
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