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ABSTRACT 
 
The aim of this study is factors affecting the use of data capturing (sales force automation) 

technology and its effect on business efficiency of DKT/E.The study was employed qualitative 

and quantitative research design. Data analysis was conducted using descriptive and regression 

statistical methods to measure the factor affecting the use of sales data capturing device and its 

benefit. The findings of the study suggested that perception to use technology is the most 

important affecting the use of data capturing technology and its effect on business efficiency in 

terms of improving workload, sales data quality, communication and coordination and planning 

and performance monitoring as well as decision making. Level of education and continues 

follow-up also significantly affect the use of Sales Force Automation device but these factors are 

less important than perception in determining and predicting the use and benefit of technology. 

The study does not show employees’ work experience and sales skill as important parameters in 

affecting the use and benefit of sales data capturing technology. Conclusive of this study that an 

array of information technology tools such as sales data capturing device DKT/E employed, 

prompts sales force to engage in more thorough planning behaviors, enhance their 

communication with managers and coworkers, effective planning and performance monitoring. 

The study recommended that DKT/E continue investing on and support its sales force to fully 

adopt technology for high level of data accuracy, monitoring and decision making. Particularly 

building positive perception, level of education and continues follow-up are key factor for 

realizing the importance of the technology in its organizational efficiency. In addition to this the 

study will use as a base for further related studies. 

 

 

 

Keywords : Data capturing, Sales force Automations (SFA), Business efficience, Likert scale,  
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CHAPTER ONE 

1. INTRODUCTION 

 

This topic begins with a brief background to the study, which leads to an introduction of the case 

company, DKT Ethiopia, a statement of the problem of the study, research  question and general 

and specific objective of the study is presented. 

1.1 Background of the study 

Over the past decade lean methods and tools have helped manufacturing organizations improve 

their productivity levels significantly by focusing on data, systematic elimination of waste, and 

improvement of flow. Today many nonmanufacturing organizations are applying the powerful 

process improvement methods and tools employed with Lean techniques. Organizations in health 

care, education, government, hospitality, and other services are applying the improvement tools 

with growing levels of success (Jaideep and Rob, 2014) 

 

Since its inception, technology has revolutionize the day to day life. Companies have been 

benefiting, become more efficient and competent, improve and sustain their market share, reach 

more people with services and products. Since the innovation of computers and smartphones, the 

way we communicate with each other, do business, interact, work, and establish relationships 

have been highly transformed. Each and every individual on the globe in one way or the other is 

involved in the business sector. Evidence shows that the launch of ICT and computer systems 

has led the business into a new era in which the daily activities are interrelated and affected by 

the world of artificial intelligence (Al-Khouri, 2014). 

 

Thanks to the wide array of technological devices, companies and business managers today are 

able to gather more and real-time information than ever before. The speed at which information 

can be gained as well as the sheer amount of data that can be accessed at any point in time has 

fostered a rapid shift in companies’ expectations throughout the buying process. According to 

analysts at Forrester, a leading independent technology and market research company, today’s 
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business to the business buyer can potentially be anywhere between two-thirds and nine-tenths of 

the way through their customer process of making a purchase decision before ever reaching out 

to a vendor (Mark and Greg, 2016).Looking across some of the industries, managers expect 

significant impact from operations with radically improved use of technology. Business 

companies estimated a significantly higher impact from improved use of technology compared to 

traditional way of doing business (Genpact, 2014).  

 

Understanding how technology investments create business value is a research priority in today's 

technology-intensive business. Sales-force automation (SFA) has offered technological support 

to sales people and managers since the beginning of the 1990s. SFA is now so widely adopted in 

business-to-business environments that it is seen as a ‘competitive imperative’ that offers 

‘competitive parity’ (Morgan A. and Inks, 2001) 

 

Technological progress in developing countries can support and strengthen development by 

lowering the costs of production, improving business efficiency, creating new economic 

opportunities and improving quality of services. Such improvements can enable a developing 

country become more competent and penetrate more demanding consumer and intermediate 

markets (World Bank 2008). 

 

In an organization engaged in marketing, technology plays a pivotal role in improving efficiency. 

Its helps to reduce operation cost, creating opportunities to new markets, improving tracking 

measuring and monitoring performances and sharing lesson learnt. Sales data capturing device is 

one of the technologies the digital world offers which is employed to improve and sustain 

efficiency in business organization (Henry & et.al, 2018) 

 

There has been a growing support of from Donors to support developing countries to digitalize 

their economies and realize sustainable development goals (UNCTAD, 2019). DKT Ethiopia is a 

Donors funded social marketing organization which sells various brands of life saving products 

using a social marketing approach. It sells its brands to the exiting commercial channels and has 

a vision to become a self-sustaining business firm in few years’ time.  One of its key strategies is 

to become more efficient in its business activities. For last two decades, DKT employed a 
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manual method of collecting sales data, tracking business outcomes, reaching new markets, and 

decision making. This approach was very traditional and characterized by delay in reporting, 

creating more workload and weak data quality. In 2016, DKT Ethiopia introduced E-Sales, sales 

data capturing and storing device in 2016 to become more efficient in its business (DKT, 2019). 

 

1.2 Statement of the Problem 

Information technology and digital economy creates new opportunities for all sectors of the 

economy. Today’s economy is undergoing fundamental changes as a result of the rapid 

development of information technology and its use is also very fast (Aferdita, 2015) Under this 

fast moving economy, companies must be able to keep up with innovation and adapt the situation 

by making adjustment in their business process. In recent years, the success of any enterprise is 

directly related to the level and quality of information technologies that are being used in the 

company and the ability to use that information correctly. 

 

The importance of information systems (IS) has dramatically increased during the past decade as 

an increasing number of businesses have implemented them.  A modern organization could not 

be imagined without an efficient information system. Subsequent to numerous researches, no 

doubts were left that implementation of an information system in an organization could bring a 

lot of benefits in dealing with internal and external factors that a company might face in day-to-

day operations and long-term decision making, (Dmitrij and Vida, 2013).  

 

Business process operations have entered a new phase of accelerated transformation, thanks to 

now-mature, powerful technologies. Mobile applications, sales data capturing and storing 

technologies, advanced analysis and powerful collaboration tools improves business productivity 

and profitability. Being in the period of integrating into the global economy, competition has 

been on rise to take advantage of new opportunities. Companies are striving for ways of gaining 

competitive advantage against their competitors to sustain and improve their market lead. Under 

this context business firms, use new technologies such as sales force automation or sales data 

capturing technology to increase efficiency and competitiveness (Yonas, 2015). 
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Continuous technologic development not only resulted in increased efficiency of business 

through reducing the operation cost but also strengthening evidence planning and execution for 

most businesses. The effect of information technology has captured the attention of several 

academics, business companies and policy makers (Aidah, 2013). Mark and Greg discussed, 

information is the fuel that drives the engine in managerial decision making. Sales managers are 

charged with making decisions and developing plans that impact multifaceted areas of a 

company such as sales forecasting. Developing sales forecasts is one of the most important uses 

of information by sales managers and it becomes integral part of an organization’s overall 

planning and strategy development efforts (Mark and Greg, 2016). 

 

In the digital economy, developing countries are experiencing tremendous pressures to catch up 

the dynamics of the global economy.  In order to be competent, their economy needs to be 

efficient and open to embrace new technologies that improve performance tracking, measuring, 

analyzing and information sharing (Rumana & Richard, 2018). The development of digital 

information system is improving business efficiency. Business firms relying on or have a culture 

of evidence based strategic decision are becoming more competent and efficient. (Investment 

and digital economy 2017).  

 

As a marketing organization in the hopes of increasing sales efficiency in the different way used 

to collect sales data using manual approaches which time was taking, exposed to errors, delay in 

data processing and reporting, created more workload to the sales force (Silvio and et.al, 2014). 

In Africa few studies has been undertaken to examine the effect of SFA on job satisfaction. In 

Kenya, a study is conducted to examine the perceived use of sales force automation and sales 

performance in consumer goods firms (Gerald, 2017). Similar study in Ethiopia was also 

conducted to assess the impact of sales force automation on job satisfaction in East African 

Bottling Company (Mihret, 2017). 

 

Sales force automation (SFA) can improve sales effectiveness by freeing salespeople from costly 

administrative activities in favor of relationship building tasks, which better suit the skills and 

abilities of the sales force. SFA can enhance communication and increase the overall quality of 

the sales effort through faster access to relevant and timely information (Murat, 2009). SFA 
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carries significant potential for sales management and salesperson effectiveness which cannot be 

ignored by sales organizations such as DKT Ethiopia. Therefore, it represents a phenomenon 

deserving of strong research attention. 

 

Despite the insightful knowledge the information systems research and sales literature has 

generated, no studies have thoroughly examined the use of information technology effect on 

business efficiency in terms of workload, quality and timeliness of sales data, Activity planning 

and tracking, collaboration and communication and evidence based decision making. Sales force 

automation (SFA) technologies are commonly used to support customer relationship strategies in 

firms across industries around the world today. However, research reports mixed results among 

companies incorporating SFA technologies, and there remains some debate in the literature about 

the specific benefits provided through these systems.  

 

Therefore, this study seeks to expand researchers’ understanding of the relative benefits of SFA 

usage on business efficiency in relationship to timeliness and quality information, workload, 

planning and monitoring, collaboration and communication and evidence based managerial 

decision. The study was conducted in DKT Ethiopia social marketing activities which SFA has 

been adopted since 2016.  

1.3 Research Questions 

The following questions guide the overall research process and this study is designed to answer 

the questions presented below. 

 

 Does level of education affect the use of Data Capturing Technology at DKT Ethiopia? 

 Does experience in sales affect use of Data Capturing Technology at DKT Ethiopia? 

 How do affect Skill of using SFA device at DKT Ethiopia? 

 How does the implication of perception to use SFA device on use of data Capturing 

Technology at DKT Ethiopia? 

 Does the continuous follow up affect to use of Data capturing Technology at DKT 

Ethiopia? 
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1.4 Research Objectives 

1.4.1 General Objective 

The overall objective of the study is to assess factor affecting use of data capturing technology its 

effect on business efficiency case of DKT Ethiopia’s social marketing program. 

1.4.2 Specific Objective 

Specifically, the study is designed to 

 To assess the Level of Education that affect on use of Data Capturing Technology. 

 To assess experience in sales that affects the use of Data Capturing Technology. 

 To examine the skill of using SFA device at DKT Ethiopia 

 To assess the implication of perception to use SFA device on use of data Capturing 

Technology. 

 To examine continuous, follow up that affect use of Data capturing Technology in DKT 

Ethiopia 

 

1.5 Significance of the Study 

The study has the following benefits. The research paper provides an insight to the assessment of 

factor affecting the use of SFA technology and its effect on organization business efficiency. It 

provides an input for those organizations which would like to start using Digital data as a 

management tool to improve their organizations business. The findings of this study provide 

insights to DKT Ethiopia managements regarding how the investment on sales data capturing 

technology has effect on organization business. Other organization operating on marketing and 

related business also benefited from taking lessons from the findings of the research.  

 

1.6 Limitation of the study 

 

Perhaps the single most important limitation of this study is the single – company frame. Unlike 

other studies, this study was conducted in one business organization with small sample size and 
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may not be strong in demonstrating the relationship between determinant factors and use and 

benefit of technology. 

Because of finance and technical capability, the study is also limited in dealing with other 

potential factors in influencing adoption of SFA technology in and investigating its impact on 

business efficiency.   

 

The study shows findings based on Likers scale measurements. It does not have the power to 

provide information on impact of technology on business efficiency based econometric or cost 

benefit analysis.  

1.7 Organization of the Study 

This thesis paper organized in five chapters. Chapter one discusses the background of the study 

and the organization, statement of the problem, research questions and objectives, significance of 

the study and incorporates limitation of the study. Chapter two discusses the review of related 

literatures which covers theoretical and conceptual framework and empirical findings. Chapter 

three explains the research design and methodology. Chapter four covers the results and 

discussions and last chapter is for summery, conclusions and recommendation of the study.   

 

 

 

 

 

 

 

 

 

 

 

 

 

 



Factors Affecting the Use of Data Capturing Technology and its Effect on Business Efficiency  

8 
 

 

  



Factors Affecting the Use of Data Capturing Technology and its Effect on Business Efficiency  

9 
 

CHAPTER TWO 

2. REVIEW OF RELATED LITERATURE 

This section discusses the theoretical framework and empirical research findings related to the 

effect of sales data capturing technology on business efficiency. The section also presents 

definition of key terms, concepts and conceptual model with the underlining variables and 

indicators to be measured. Journals, business and management study materials, web research 

documents are used as a resource and reference to develop this section.  

2.1 The Theoretical framework 

In this section of the thesis, the relevant theories, definitions of concepts and terms related to 

Sales force automation and benefit of using sales data capturing technology for business efficacy 

discussed.  

In 1876, Alexander Graham Bell’s invention of the telephone provided the first technological 

alternative to information exchange by mail or in person. In more recent times, we have access to 

a dazzling array of online products, mobile devices, and automate services that are changing the 

way we communicate and, therefore, how customers buy and how sellers sell. However, despite 

more than a century of technological advancement, we still have sales productivity challenges. 

(Anneke and Brent, 2009). Digital technologies are spreading throughout the world at a faster 

pace than previous waves of technological innovation and are re-shaping business models and 

sectors (Dahlman et al. 2016). 

The impact of these new technologies created appropriate span of control and managerial 

responsibility for the sales manager. Organizations are subject to change their business approach 

in the future due to the impact of ongoing rapid development in new communication and 

competition. Information capturing storing and processing technologies helps companies to 

maximize the sales effort to improve productivity and efficiency. Companies equipped 

salesperson with an array of technologies for work load and time management and contact visit 

management, inventory management (Mark and Greg, 2016). 
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The main benefit of new data capturing digital technology is to enable individuals to work in 

collaboration towards the achievement of common goals and objectives, enhancement of 

employee productivity, employee satisfaction and employee retention and improvement of skills, 

abilities and expertise amongst the human resources. (Radhika, 2018). 

2.1.1 Control Systems Model 

Control theory focuses on control mechanism which should be imposed at all levels of an 

organization which includes performance measurement mechanisms that has to be congruent 

with the objectives and goals of an overall organization discusses the control theory has three 

types of control systems: 

 Under behavior control, employer monitors and evaluates the actions of the employees on 

a regular basis, as per the standards of the organization and then reward accordingly. 

 In the case of output control, the performance of an employee is controlled with rewards 

or sanctions after evaluating it on the basis of organizational standards. 

 Input control system seeks to control the selection and training process of an employee. 

However, it is important to ensure the availability of required competencies in the 

employees as desired by the organization for growth and development. 

As Shell noted that out of these three systems, organizations can use any type of control system 

or combination of different models. Selection of the control depending on the structure, norms, 

and policies and administrative and information needs in an organization
1
. 

Control theory helps in performance management by evaluating the output of the system for its 

consistency with pre-defined sets of parameters. In case of any kind of deviation, it has adjusted 

by the controller in the system. This model helps the managers to control the performance of the 

employees. Similarly, it also generates faster and better outputs by regular monitoring and 

feedback. The model stresses, if an organization can execute control and performance more 

effectively and efficiently, it can easily cope up with the changes in its external environment. 

As Eisenhardt discussed, control systems are organizational procedures that influence the 

activities of the employee to generate a benefit for the organization and ultimately increase the 

                                                           
1https://www.projectguru.in 

https://www.projectguru.in/
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prosperity of the organization. The goal is to manage the employee in a way that creates value 

for the organization (Aamer, 2015). 

Since the beginning of 21
st 

century, business organizations have successfully adopted technology 

to automate sales activities such as expense management, appointment scheduling, territory 

routing, product configuration, and communication and tracking. These technologies have made 

sales forces more efficient. The automation of time-consuming tasks has enabled salespeople to 

complete their work faster, leaving more time for high-value-added activities and face-to-face 

interaction with customers (Andris, Prabhakant and Sally, 2009) 

2.1.2 The System Theory 

System Theory, first proposed by Ludwig von Bertalanffy has been used for decades as an 

analytical approach to understand how complex physical, biological, economic and social 

systems operate. Lomerson, explained that a system is a set of several independent and regularly 

interacting or interrelating units or subsystems that work together to accomplish a set of pre-

determined objectives. There is triangular interdependence of three factors that interplay to 

achieve efficient functioning of Sales Force Automation system, the SFA software, hardware and 

users of the SFA. To promote synergy, these variables must be in their right conditions at all 

times. Sales force should be trained to master the use of SFA application. All needed gadgets for 

efficient functioning of the SFA system must be readily available in terms of quantity and 

quality. Appropriate software needs to be installed on the system as well. Failure on any of these 

subsystems would automatically downplay the efficiency of the SFA system (Henry and et al, 

2018).  

 

Companies are adopting information technology to enhance accountability and fact-based 

decision making. Sales persons can use IT technology to assess their performance and to plan 

and enhance the sales process and for more effective interaction with customers. Managers and 

supervisors can use IT to monitor and improve the performance of salespeople and sales 

effectiveness (Andris, Prabhakant and Sally, 2009) 

 

Marketing and sales professionals in every industry need to adopt technologies to reexamine 

their markets, reach potential new customers, investigate customers’ brand preference. For many 
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companies with complex sales model where competition has increased and technology advances 

have changed customer preference, the traditional sales approaches that have yielded success in 

the past not work for much longer. Technologies address age old challenges that are associated 

with sales performance which ranges from tracking, measuring, and analyzing sales activities 

and results, to improving or enabling certain parts of the sales cycle. Given the multitude of 

challenges facing sales companies today, technology companies are responding with products 

that can produce increased effectiveness and efficiency (Anneke and Brent, 2009). 

2.1.3 What is Sales Force Automation? 

In this study the researcher used a term sales data capturing device/technology which is has 

similar meaning with the term sales force automation (SFA). The researcher use both terms 

throughout the paper considering that they stand for the same issues.   

Sales force automation is a technique of using software to automate the business tasks of sales, 

including order processing, contact management, information sharing, inventory monitoring and 

control, order tracking, customer management, sales forecast analysis and employee performance 

evaluation.  Jos´eFilipealso defined Sale Force Automation Systems as information systems that 

automatically record all the stages in a sales process, and are frequently combined with a 

marketing information system, in which case they are often called Customer Relationship 

Management (CRM) systems (Jos´e Filipe, 2009).A number of definitions of Sales Force 

Automation have been proposed in the academic literature those includes,  

 As Morgan and Inks defined, SFA systems utilize computerized hardware and software 

to provide automated collection assimilation, analysis and distribution of information to 

improve sales force productivity  (Francis and et.al, 2006) 

 Parthasarathy and Sohi also considered SFA as a system consists of centralized database 

that can be accessed through a modem by remote laptop computers using special SFA 

software. A salesperson can get constantly refreshed information regarding various 

aspects of the job. (Parthasarathy and Sohi 1997). 

 Pulligetal defines SFA involves the application of technology to the selling function 

(Pullig et al. 2002). 
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 Speier and Venkateshdefine SFA a system that supports the sales process by improving 

the speed and quality of information flow among the salesperson, customer and 

organization (Speier and Venkatesh, 2002). 

SFA can thus be characterized by, and defined as, the application of information technology to 

support the sales function. SFA can thus be characterized by, and defined as, the application of 

information technology to support the sales function. Information technology comprises both 

hardware and software. Hardware includes, but is not limited to, desktop, laptop and handheld 

devices. SFA software applications offer a range of functionality (Francis and et.al, 2006). 

2.1.4 Type of Data Capturing 

 Depending upon the procedure of collecting information, the data capture process 

can be divided into two segments: 

a. Manual Data Capture: In manual data capture process, the data is entered manually by 

an operator using input devices like keyboard, touch screens, mouse etc.  for keying in 

data in the form of figures or text into particular software such as Excel or any other data 

or word processing program. This method of data collection is labor intensive, time 

consuming and so businesses find it efficient to migrate to automated methods of data 

capture. However, the manual method is not totally extinct and still finds application in 

many business processes.  

 

b. Automated Data Capture: It involves the use of computerized technology to capture 

data. This method has  a high initial cost on account of the initial investment required as 

for instance, the purchase of technology but  as the project proceeds, is found to lower the 

operating costs significantly on account of low manpower requirement.  Further, with the 

majority of data today existing in electronic forms, the cost of using such automated 

technology has also reduced. Hence, there has been proliferation of techniques and 

technology of automated methods of data capturing, each suitable for a particular type 

data or source of data
2
. 

                                                           
2
https://www.invensis.net/blog/data-processing/10-effective-ways-to-data-capture/ 

https://www.invensis.net/blog/data-processing/10-effective-ways-to-data-capture/
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Fig 1 DKT Ethiopia Automated Electronic Data Capturing Device 

 

 

 

 

2.1.5 Sales Force Automation, how it Affect business efficiency 

 

Business Efficiency is a situation in which an organization maximizes benefit and profit, while 

minimizing effort and expenditure. For the case of this study, business efficiency is defined in 

terms of profitability, growth, and cost timeliness quality of sakes data, staff wellbeing, 

workload, planning, monitoring forecasting, and reporting resource can be made in business 

functions that turns the minimum amount of input (time and energy) into the maximum possible 

output(Cummins, 2003).  

  

SFA provides companywide integration among different departments in order to deal fast and 

business efficiently with customers independently of sales representatives’ location, with fast, 

online offline access, or via mobile devices. Managers can maximize team productivity through 

the managed data and executives can get advanced accurate information. It’s used by companies 
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around the world to help grow revenues, increase customer satisfaction and reduce expenses 

(Jos´e Filipe, 2008). 

 

Information helps sales force understand their business efficiency. Most companies provide sales 

force with a sales report or sales dashboard to help them assess their current performance and 

figure out how to do better by analysing data on activities, customers, market opportunities and 

potential, sales, expenses, and profitability.  Information can help sales force strengthen the sales 

process by assisting them with such activities as prospecting, qualifying, identifying customer 

needs, planning, designing the offering, creating value, tracking, targeting, and maintaining 

accounts.(Andris, Prabhakant and Sally, 2009). 

 

In addition to this Information can enable salespersons to plan more effective customer visits, 

have up-to-date customers’ profile, records of historical purchases, status of outstanding service 

inquiries, and descriptions of previous contact with other business firms by using the technology. 

Over all it enables them to plan ways to strengthen customer relationship, develop a more 

effective product positioning strategy which increase sales. If sales managers can access the 

latest performance data for the people they manage in a concise, actionable, and visually friendly 

format, they become better coaches and better able to help their salespeople be more successful. 

(Betsy and et.al, 2013) 

 

Sales force automation also improve business effectiveness through offering process 

standardization. It helps salespeople share the company’s sales processes independently of their 

selling methods and gives managers and executives more control over the company’s sales 

processes and strategy, speeding up decision making and adoption. Companies spend a lot of 

money investing in information systems, and therefore, expect efficiency improvements to 

reduce the total cost of ownership and maximize profitable revenue growth. Sales Force 

Automation systems can reduce operation costs. SFA system provides real-time information 

improve communication efficiency and salespeople have less need of establishing expensive 

phone calls. Through strengthening collaborations among sales force, the system improve 

productivity reduce travel expenses (Jos´e Filipe, 2008). 
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2.1.6 Understanding the Conceptual Model 

 

After going through literature review, the researcher constructs a conceptual model to illustrate 

the relationship among variables which analysed to measure the objectives stated in chapter one. 

The conceptual framework also used as a reference to design data collection instruments and 

collect the relevant information. It is a simple model consisting of two categories of variables, 

the independent and the dependent variables.  Under this sub section each variable is discussed.   

a. Level of education 

Individual workloads increase, driven partly by the need to respond to rapidly swelling quantities 

of real-time data from automation of all kinds’ and from greater demands for collaboration. (The 

Economist Intelligence Unit Limited 2015) 

The level of education of salespeople is one of the important elements to have an effective using 

of SFA in an organization. Salespeople with higher level of education has the ability/ skill to 

adopt, use and manage new technologies that improve Sales performance. As Morgan and Inks 

discussed, sales specific IT, which is often called Sales Force Automation (SFA) enables 

salespeople to store, retrieve, and analyze data and manage important information throughout the 

sales cycle (Morgan and Inks 2001) 

Research shows that there is an important and established relationship between sales force 

control systems and performance (Piercy et al. 2012; iao and Evans 2012a; Flaherty et al. 

2014).The organization to be achieve the goal, as expected the sales department must be manage 

the sales personnel level of education accordingly. The organization able to control the 

performance of the sales personnel accordingly and ultimately is able to control the performance 

of the organization. 

The level of education of the sales force also determines the ability of using the SFA information 

for better planning, forecasting, performance monitoring and tracking.  Sales person ability of 

use of actual amount of sales information contributes to the   organization’s performance to meet 

the target sales, monetary goals and the organization desires (Evans et al. 2007). 

In the framework, the researcher believes, the level of education of sales force has an impact of 

level of use, management of SFA technology. Salespeople in today’s competitive environment 
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face a great deal of data that includes real time information about what they are selling, 

competitive markets, distributors, dealers, retailers and, ultimately, customers. In addition to this, 

salespeople need to keep track of competitor’s activities and product market situations. Sales 

forces that have higher level of education can analyze and interpret sales data, customer data 

which increase their efficiency (Sergio and Rocio, 2015).  

In organizations, mostly employees are normally recruited on the basis of their educational 

qualifications, knowledge, and abilities. Training is essential for new technology to be 

introduced to an organization. Employees go through rigorous training provides them 

information regarding digital workplace, organization vision and business mission, use and 

management of new technologies, communication and marketing skill.  

RadhikaKapur discussed, training and development are regarded as imperative areas in the case 

of human resource management. In every organization, they are given utmost significance. They 

are connected to the business objectives and performance, they are an essential part of the 

organization, they are focused on setting tangible objectives for the employees and they are an 

integral part of the organization policy. The main focus of these aspects is to improve the 

knowledge and skills of the employees that is necessary in the achievement of organizational 

goals as well as personal goals. To make provision of the supply of managerial talent, which 

meet the anticipated needs of the future development of the organization in terms of 

environmental changes and development. In order to bring about changes and transformations 

within the working environmental conditions, it is necessary for the managers and employees to 

possess adequate knowledge (Radhika, 2018). 

In the digital economy, a very competitive market and a fast-changing work environment, 

training is very important to build the ability and skill of the workforce to properly manage and 

use technologies that improve efficiency.  

b. Experience in Sales 

Sales experience has a direct effect on Salesperson’s ability of sales presentation, using sales 

adaptive techniques, customer handing, understanding sales channels, approaches, information, 

the easy way to deliver and meet targets. It also influences the ability to use technologies 

targeting improving business efficiency. Research also shows, experienced salespeople might be 
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less responsive to supervisory involvement and follow-up when compared to inexperienced 

salespeople. It also has impact on sales force to easily adopt technologies with their sales skills. 

This in turn could influence how sales force control systems affect the performance of 

salespersons with varying experience (Bruce, 2004) 

Technology tools can be considered as job resources, available to salespeople, that can make 

them more efficient, both in how they allocate and use their time. More specifically, technology 

can reduce the time salespeople spend on support and selling tasks. . (Sergio and Rocio, 2015) 

c. Skill of Using SFA Device 

Salesperson’s professional skills easily to using SFA device and add value in business 

relationships with customer. Sales process is an organized flow of all the activities that need to 

be accomplished so that a company can successfully do business with a customer. Experience on 

using technology similar to SFA device contribute to performances. Sales force with better 

experience of using SFA device have better chance to easily manage application, software, 

hardware, easily collect, process and use data on sales activities, order processing, customer 

management, sales forecasting and analysis, sales force management, and information sharing. It 

also leads to speed access to needed information, promotes sales tracking, creates a customer 

database, improves sales reporting, and improves sales productivity and quality service delivery.  

The usage of SFA application requires experience and improves order processing, provides up-

to-date customer data, improves communication and collaboration between sales managers and 

sales force on field, reduce the time salespeople spend on non-selling tasks and thus give 

salespeople more time to sell, promotes efficient supervision among sales force, promotes auto 

generation of sales reports and improves scheduling and monitoring (Henry et al.2018).  

d. Perception to Use  

The Technology Acceptance Model attempts to explain the determinants of technology use 

across a broad range of end-user which explains an individual’s acceptance of technology based 

on two specific beliefs: perceived usefulness (i.e. the degree to which a person thinks that using a 

system enhance his/her performance) and perceived ease of use (i.e. the extent to which an 

individual believes that using the technology require little effort). The model theorizes that both 



Factors Affecting the Use of Data Capturing Technology and its Effect on Business Efficiency  

19 
 

beliefs determine acceptance behavior directly. The theory also suggests that perceived ease of 

use influences perceived usefulness, because, ceteris paribus, technologies that are easy to use 

can be more useful (Fred, 1985).  

e. Continuous Follow Up 

Application of new technology requires regular training and continuous follow up. When work 

environment is changing and there has been a transformation in use of digital technology, 

employee’s needs to be skill full and have the required capacity to handle and use newly adopted 

technology, process and analyze the information obtained from the technology. Organization 

should set up a team who are responsible to provide regular support to sales forces that are using 

the technology. Continuous follow up and support improves sales force ability to easily handle, 

use and manage SFA devices. Information on this regard be gathered and analyzed to explore 

how continuous follow up is important to effective use of SFA device and its impact of business 

efficiency (Hemant and Regina, 2007). 

 

2.2 Empirical Findings 
 

A number of critical issues have been identified in reinventing the sales organization, including 

the following: (1) building long-term relationships with customers, which involves assessing 

customer value and prioritizing customers; (2) creating sales organizational structures that are 

more nimble and adaptable to the needs of different customer groups; (3) gaining greater job 

ownership and commitment from salespeople by removing functional barriers within the 

organization and leveraging the team experience; (4) shifting sales management style from 

commanding to coaching; (5) leveraging available technology for sales success; and (6) better 

integrating salesperson performance evaluation to incorporate the full range of activities and 

outcomes relevant within sales jobs today (Mark and Marshall 2016). In the broadest 

perspective, these new-age issues in sales management represent three key themes: (1) 

innovation—willingness to think outside the box, do things differently, and embrace change; (2) 

technology—the broad spectrum of technological tools now available to sales managers and 

sales organizations; and (3) leadership—the capability to make things happen for the benefit of 

the sales organization and its customers (Thomas and et’al, 2014).  
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Following the introduction of digital technology, in the 1980s, sales force automation 

applications have been used and offered technological support to salespeople and managers. 

Since 1990s, SFA gradually gained attention with introduction of software and hardware aimed 

at selling to various customers and to manage customer relationships effectively. Organizations 

are adopting SFA applications to automate sales tasks, including sales activities, order 

processing, customer management, sales forecasting and analysis, sales force management, and 

information sharing. SFA systems could be integrated into the selling function completely or 

partially (Henry, 2018).   In India, the Banking sector was the first to adopt such technology to 

automate their banking activities. HDFC and ICICI banks adopted a technology to manage 

customer relationship which resulted a remarkable growth in customer loyalty, reduction in 

customer complaints, customer interaction and use of information for strategic decision making 

(Jayanthi&Sandeep, 2011). 

 

Coca-Cola knows that it is no longer the larger companies that out-compete the smaller 

companies. It is now the faster companies that out-compete the slower companies. So to make 

sure that the most recognizable brand in the world doesn’t lose a step in the disruptive age of 

technology; Coca-Cola relies on Sales force to keep their sales and distribution operations 

running smoothly. Ulrik Nehammer, CEO, Coca-Cola Germany says 

“The most dangerous place to make a decision is in the office. You need to make the decision 

where the customer is.
3
”        

 

A research conducted to evaluate the benefit of using SFA in palatine commercial bank 

indicates, sales managers’ have a greater efficiency in managing customer relationships with 

additional control over sales activities. Sales managers’ responses on whether SFA technology 

leads to less administrative work and provides with more accurate and timely information 

(Mohammad, 2012). 

 

According to Mheret research finding, sales people using SFA have shown significant level of 

sales volume performance, information provided by the sales representatives, the sales manager 

                                                           
3
https://a.sfdcstatic.com/content/dam/www/ocms/assets/pdf/misc/The-Salesforce-Advantage.pdf 

https://a.sfdcstatic.com/content/dam/www/ocms/assets/pdf/misc/The-Salesforce-Advantage.pdf
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can also control their sales, tracking the stock flow, it is easy forecast the sales, improved 

efficiency for better sales management, higher sales force productivity and improved 

communication between manager and sales person. (Mheret, 2017) 

 

Research conducted in companies in USA and Europe indicates that, senior sales and marketing 

managers perceived sales force automation brought increased effectiveness through better 

customer targeting, time management, and call planning. These managers also felt such 

technologies improved internal and field communication, information flow, reduced paper flow 

and administrative time, which contributed to better sales force performance (Robert, 2000). 

 

Similar research conducted on the effect of SFA on quality of service delivery in Kumasi, Ghana 

revealed, that there is a statistically significant moderate positive correlation between the use of 

SFA and quality service delivery. It has also been established that the use of SFA applications 

significantly and positively predict variance in sales reporting in the selling function of Micro 

Small Scale Enterprises in Kumasi Metropolis (Henry and at.al 2018) 

 

According to Robert study results of adapting SFA system obligation on the workers the major 

obstacle proven and successful. The successful implications clear for the organization that are 

sales people, gain more experience in sales, develop their skills and the sales (Robert et la, 2004) 

 

2.3 Conceptual Framework 

 
A sale is a boundary-spanning function with a more or less explicit role to produce value in 

business relationships with customers. Selling function is executed by sales force. Such value is 

delivered through sales processes. Sales process is an organized flow of all the activities that 

need to be accomplished so that a company can successfully do business with a customer 

continued that those activities should be a systematic chain of events that is measurable, 

repeatable and sustainable.  

 

Sales force represents an employee group whose performance has a direct impact on company 

results. Specialized salespeople are more effective than generalists. Sales force is the users of 

SFA applications in selling activities. SFA leads to speed access to needed information promotes 
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sales tracking, creates a customer database, improves sales reporting, improves sales productivity 

and quality service delivery, facilitates the conversion of manual sales activities into electronic 

processes, improves sales efficiency, and excellent customer support services, improves sales 

closing rates, decreases sales administrative cost, improves customer relationship management 

leads to the automation and standardization of selling and administrative activities It also helps 

eliminate the issue of out-of-stuck, decreases markdowns/returns, leads to faster feedback 

marketing and has positive impact on customer satisfaction.  

 

The usage of SFA application improves business efficiency which includes order processing, 

provides up-to-date customer data, improves communication and collaboration between sales 

managers and sales force on field reduce the time salespeople spend on non-selling tasks and 

thus give salespeople more time to sell, promotes efficient supervision among sales force, 

promotes auto generation of sales reports and improves scheduling and monitoring. It is under 

this context the study is designed to investigate the effect of DKT Ethiopia’s SFA device on the 

organization business efficiency focusing on Quality, depth and timeliness of data, Collaboration 

and communication between managers and sales persons, Productivity of sales persons and 

Monitoring, reporting and forecasting efficiency  
 

Fig 2 The Conceptual Framework 
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CHAPTER THREE 

3. RESEARCH DESIGN AND METHODOLOGY 

3.1 Research Design 

 
A research design is a blueprint its arrangement of conditions for collection, analysis, and 

measurement of data to fulfilling the research objectives and answering research questions that 

combine relevance to the research purpose with economy in procedure. (Kotarri, 2004). 

 

The research methodology is the design of a logical sequence that links empirical data to 

research questions and ultimately, to its conclusion. Thus, when choosing a methodology, great 

consideration should be dedicated to how the phenomena under investigation evaluated by 

picking the right instruments for data collection. Since having a methodology is a critical factor 

in having a valid study, this chapter is dedicated to elaborating the methods and techniques used 

to collect all data needed for answering the research’s questions.  

 

The study used descriptive research method, which contained quantitative approach that was 

chosen to retrieve objective, measurable and quantifiable data to explain the particular 

phenomenon and questions surrounding the relationship between adaption of SFA usage and 

business efficiency based on selected indicator. 

 

3.2  Background of the Organization 
 

DKT Ethiopia is the leading contraceptive social marketing organization which employs a 

commercial business model to sell and promote family planning and reproductive health brands. 

It has 28 years’ experience in terms of selling its contraceptive brands to tens of thousands of 

commercial partners and promotes the brands using various promotional platforms (DKT, 2019) 

 

The study is conducted mainly to investigate the effect of sales data capturing technology on 

DKT Ethiopia’s Social Marketing efficiency. Ethiopia is DKT International’s first country 

program, started in 1990; the year after DKT was founded. Since then, Ethiopia has made 



Factors Affecting the Use of Data Capturing Technology and its Effect on Business Efficiency  

24 
 

remarkable progress towards improving access to and use of contraceptives and reproductive 

health product and reduction in HIV/AIDS transmission, maternal and child health. 

 

 

3.3  Study Area 
 

The study is conducted in all regional sales operation centres (area offices) and the head office. 

The regional sales operation centres are areas where the major sales activities take place by 

salespersons. Each regional office has a regional manager who does managerial duties and 

supervises the overall sales operation in their respective territories. Each regional operation 

centres has defined territories and sales forces. The distribution of sales forces by regional 

offices is presented below. 

 

Table 1Distribution of study population by area of the study 

Study Area Study Population 

Sales Force Project Staffs  Management Others 

Addis Ababa 26 0 0 1 

Central 21 0 0 1 

North Eastern 11 0 0 1 

North Western 11 0 0 1 

Northern 8 0 0 0 

Eastern 8 0 0 0 

Southern 15 0 0 0 

Western 14 0 0 0 

Head Office 1 4 3 4 

Total  115 4 3 8 

Study Population Total  130 

Source: - Own Study  

 

3.4 Sampling Techniques and Study Population 
 

DKT Ethiopia implements its social marketing programs in using eight centralized regional 

offices and sales force of 130 (115 salespersons and  coordinators, 4 project officer 3 managers 

and 8 head office staff) who routinely reach 9,000 clinical and 7,000 pharmaceutical outlets in 
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2,000 urban and rural towns. Regional Offices have area managers who are responsible for 

managing the overall social marketing operation and salespersons activities. DKT Ethiopia’s 

head office also has three manager’s four project officer, three MIS experts, and two researches 

and monitoring and evaluation three department officers heads who regularly use sales data for 

planning, analyze the sales information for decision making. 

 

The salespersons use the SFA devises to capture and sync real-time sales information, the 

regional sales managers, national sales managers, MIS experts, and monitoring and evaluation 

officers’ process, analyze the sales information for decision making.  

 

Since the relevant population for this research is limited, this research methodology applied a 

census method which studies all 130 employees of DKT Ethiopia who use SFA technology for 

capturing, storing, analyzing, and using sales information on regular basis. The researcher trained 

area managers on data collection instruments through telephone and used the area managers of 

DKT’s area offices to collect the relevant information from themselves and regional sales forces. 

Data form DKT’s head office and Addis Ababa area office were collected by the researcher.   

 

3.5  Data Collection Instruments 
 

To collect the required information and answer the research question, the study employed a 

structured questionnaire. The questionnaire was developed in English and later translated into 

Amharic. The translated tool was then pretested in head office to make sure that each question 

included in the questionnaire is easily communicated to the study population.  Five employees 

from head office who have experience of sale and well aware of the SFA device was selected 

and interviewed during the pilot testing.  After the pilot testing, the questionnaire was revised 

and includes all the feedback collected during pilot testing.  Most of the feedback was related to 

word appropriateness, missing information, formatting of the questionnaire and skip patterns to 

be followed for some items.  

 

The research questions, objectives and conceptual framework were used as a guideline to 

construct the questionnaire. Questions related to the factors associated with the use and 
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management of SFA device, benefits, and perception of using SFA devices was included and 

reorganized in the questionnaire-based subsections. All relevant questions that was analysed to 

answer the research questions and answer the objectives of the study was included.   

3.6  Source and Type Data Used 
 

The study collected quantitative data using primary data source through   structure questionnaire 

respectively. Secondary data from DKT data based were used to support the findings obtained 

from primary data. These included the nature and type of SFA devices used, the amount invested 

on the device, respondent background, information on regional operation centers and other 

relevant and supporting information  be collected from the secondary source i.e. DKT Ethiopia 

MIS and program documents. 

 

3.7  Data Collection Procedures 

 
The researcher went to all regional sales operation centres and approaches the salespeople, 

coordinators and area managers using the questionnaire to be used for this study. Salespersons 

who were not physically reached because of business duties were contacted using the 

telephone. The researcher hired one supporting expert who has experience in quantitative data 

collection using a structured questionnaire and qualitative data collection using key informant 

interview. The researcher collected the information at the end of a month when all the regional 

sales forces were at offices for monthly reporting and performance reviews. In case this does 

not work, the research interviewed the sales forces using the telephone during the right time 

when they are comfortable to be interviewed. Data collection also taken place at the head 

office where the researcher is working. After data collection in regional sales offices was 

finalized, the researcher approached the identified study population from the head office 

which included national sales managers, MIS, and M&E experts. 

 

3.8  Ethical Consideration 
 

The respondent’s identity was not included in the reports. Information collected from each 

respondent kept confidentially. Each respondent was given a unique ID and the names and 
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identity of the respondent was collected. The individual response was not analyzed and 

presented. All the information collected was processed, analyzed and presented based on 

objectives stated in the study.  

 

3.9  Validity and Reliability 
 

Pre-testing of the study instruments was conducted on six selected individuals who had 

experience in sales and data capturing, management and analysis. Those respondents selected for 

the pilot testing were not part of the main study. The reasons behind conducting the pretesting of 

the study instruments is to make sure that the contents in the questionnaire were not vague and 

coherent to the respondents which improved the validity and reliability of the instruments.  

 

In order to ensure data quality, actions were taken. First, a highly experienced expert on data 

collection was recruited. Orientation on the purpose of the study was given to this study 

population to make them aware of the importance of the study and motivate them to provide the 

correct information. As far as possible, face to face data collection approach was employed to 

create a comfortable environment for the respondents and the questionnaires filled each day was 

checked every day for completeness and consistency. Data entry and cleaning was done by 

qualified statisticians who closely support the researcher. Questionnaire IDs was included in the 

original questionnaires and in the dataset in order to carry out audit trails to manage possible data 

entry errors. 

 

3.10  Data Method, Presentation Analysis and Instrument 
 

A data entry template was prepared. The first-in-first-out arrangement of data collection and 

delivery of completed questionnaires helped to start data entry as early as possible before waiting 

for the completion of data analysis. All the data collected were entered on statistical package 

social since software (SPSS Version 20) for data management and analysis.  Following the 

completion of data entry, data cleaning was carried out. Descriptive statistical analysis was 

employed to analyse background characteristics of respondents using frequency distribution, 
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percentage distribution, mean comparisons with graphs and tables to describe the key results of 

the survey.  

 

To measure the effect of SFA device on business efficiency based on the identified parameters, 

regression was employed. An explanatory method was used to see how the use of SFA device 

reduce workload, improve quality and timeliness of data, improve planning, monitoring and 

evidence-based decision making, collaboration and communication among sales force. 

Comparative analysis was made between effect of manual and SFA device on 

dependent/outcome variables presented on the conceptual framework.  
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CHAPTER FOUR 
 

1. RESULTS AND DISCUSSIONS 
 

This section begins with the background of the company that the study is based on and continues 

to present the findings and discussion of the study in achieving the objectives aimed to address. 

It has two main parts. The first part is devoted for exploring the data related to factors affecting 

the use of data capturing technology on effect on business efficiency and making descriptive 

analysis. The second part presents how these factors affect organizational culture of data 

management and use for decision. 

 

1.1 Background of the Organization 

 

Since 1990, DKT/E has distributed nearly 1.4 billion condoms, over 68 million cycles of oral, 46 

million vials of injectable, 4 million long-acting reversible (IUDs and Implants) and 23 million 

cycles of emergency contraceptives to fight HIV/AIDS and promote family planning in Ethiopia.  

 

Following the relaxation of the abortion law in 2005, DKT/E has made 84,000 manual vacuum 

aspiration (MVA), 3.2 million medical abortion (MA) kits and 5 million tablets of misoprostol 

(for PPH) available to eligible health facilities. The supply of safe abortion products and 

misoprostol contributed to the reduction pregnancy related maternal deaths and morbidity in 

Ethiopia.   

 

DKT/E accounts for 31% of all FP/RH commodities needs in Ethiopia and employs a 

commercial business model. It sells its FP/RH brands to tens of thousands of commercial 

partners and promotes its products using various promotional platforms (DKT, 2019).  In an 

organization engaged in marketing, technology plays a pivotal role in improving efficiency. Its 

helps to reduce operation cost, creating opportunities to new markets, improving tracking 

measuring and monitoring performances and sharing lesson learnt (Henry & et.al, 2018).  

 



Factors Affecting the Use of Data Capturing Technology and its Effect on Business Efficiency  

30 
 

DKT Ethiopia measures its social marketing program performance based on volume of 

commodities sold, coverage and penetration. Across Ethiopia, DKT Ethiopia has stablished eight 

regional sales operation centers. Each operation center has sales forces composed of Sales 

employees, Sales coordinators, Drivers and Area managers (DKT, 2019). 

 

Table 2 Organization performance over the years, Different Sales Data Capturing Methods  

Data 

Capturing 

Methods 

(DCM) 

Year 

# of 

Salespers

on Who 

Issued 

Invoices 

# of 

Invoices 

Issued to 

Customers 

# of 

Customers 

Where DKT 

sold its 

Brands with 

Invoice 

Volume of 

Products 

Sold to 

Customers 

# of Invoices 

Issued to 

Customers 

per 

Salesperson 

# of 

Invoices 

Issued/ 

Salesperson/ 

DCM 

Manual 

Method 

2011 43 29,111 8,492  774,645  677 

612 

2012 59 39,871 12,109  1,211,856  676 

2013 74 44,318 11,949  1,363,297  599 

2014 79 47,040 13,320  2,244,765  595 

2015 81 45,205 10,946  1,869,344  558 

SFA 

Method 

2016 62 41,306 9,402  2,044,263  666 

713 
2017 53 38,658 9,266  2,269,463  729 

2018 50 36,689 8,753  2,332,130  734 

2019 46 33,712 8,566  2,385,843  733 

Source: - DKT/E management and information system,  

 

Currently, DKT/E has a total of 201 employees and 1 expatriate who are working in various 

positions including sales/distribution, demand creation, targeted BCC projects, logistic, MIS, 

research monitoring and evaluation, management, administration and finance activities. Of the 

total employees 36% are female employees.  
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1.2 Background characteristics of study population 
 

This study collects data on the basic characteristics of the study population. All the selected 

respondents were covered in the study and the response rate is found to be 100%. The findings 

show that the number of years of experience of population ranges from 1 year to 27 years. The 

mean year of work experience of the Study population in DKT Ethiopia is about 7 years. 83 % of 

the study population has a work experience of four to ten years.  

 

Since sales which involves challenging and routine processes including stock handling, 

replenish, order collection, distribution, monotonous travel, is dominated by male, particularly in 

developing countries. Of the total employees who are selected for this study, 72% are male. Of 

the sales force which is composed sales persons, sales coordinators and area managers and 

contacted for this study, the majority (76%) are male.  

 

The majority of the study population (88%) are in the age group 25-45 years while only 3% are 

under 25 years of age. Study population age over 45 years, represented less than 10 % of the 

sample. 

 

The vast majority of study population (91%) had completed schooling and graduated with 

certificate and above. 25% of them have diploma, and 64% of them have at least first degree, 

indicate, managing technology supported system like SFA is not hard for them.  

 

Purposely, the researcher selected the majority of the respondents from sales and sales related 

functional units. 88% of the study population are engaged in directly in sales activities. 

Individuals who are at managerial level but uses sales data in their routine managerial activities 

are also studied. Based on regional workforce distribution, the majority of the study population 

(60%) are selected from four operation centres, Addis Ababa, Central, Southern and Western 

area offices.   
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Table 3: Distribution of study population by Background Characteristics (N=130)  

Study population Characteristics Number of 

Cases 

Percentage 

(%) 

Distribution 

Gender of the Respondent Male 94 72% 

Female 36 28% 

Age of the Respondent Under 25 Years 4 3% 

b/n 26-35 Years 57 44% 

b/n 36-45 Years 57 44% 

b/n 46-55 Years 11 8% 

above 55 years 1 1% 

Current level of 

Respondent's education 

Twelve Completed 9 7% 

Certificate 17 13% 

Diploma 32 25% 

Degree 51 39% 

Masters 19 15% 

Others 2 2% 

Job Category Sales Force 115 88% 

Project 4 3% 

Management 3 2% 

Others 8 6% 

Regional Operation 

Centre 

Addis Ababa 27 21% 

Central 22 17% 

North Eastern 12 9% 

North Western 12 9% 

Northern 8 6% 

Eastern 8 6% 

Southern 15 12% 

Western 14 11% 

Head Office 12 9% 

Total Study Population 130 100% 

Source, Researcher’s Own Source 

 

1.3 Factors affecting the Use of SFA device 
 

The survey tried to collect the possible factors affecting DKT/E sales force to use sales data 

capturing device. These included levels of education, work experience, skill of using SFA related 

device, perception to use, continuous follow up (technical support). This section discussed the 
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relationship between these factors and DKT/E’s sales force agreement on using SFA device 

based on Likert scales measurement. 

Education 

Education is one of the possible factors affecting the ability of managing and using SFA device 

such as DKT/E’s sales data capturing device. All study population (N-130) were asked the 

following questions to understand what they think about the relationship between the level of 

education and the use and management of SFA device.  Data were collected based on responses 

given in Likert scale from scale 1-5.  

 

Scale 1 represents for those said “I strongly disagree”, scale 2 stands for those reported “I 

disagree”, scale 3 is given for those reported “ I am not interested/neutral”, scale 4 is for those 

responded “I agree” and scale 5 represents for those say “I strongly agree”  on the specific 

statement given. For all the statements relate to education, the mean score is higher than 3.7 

indicated that, they agree on the effect of education on use of SFA device.  

 

They think the level of education matters on how to collect information using SFA, using the 

device as basic tool for better sales performance, confidence to manage and use the technology. 

All the four statements on the relationship between education and use of SFA device added up 

and converted to single variable using SPSS.  

 

This is important to create a variable that can used in measuring the effect on independent 

variables (such as education) and dependent variable (impact of SFA device on workload, 

timeliness of data, coordination, planning end decision making).  Overall, the mean score of 

education on the table below indicates, respondents agree the level of education a sales staff 

completed is some sort of association with use and management of SFA device for better sales 

performances.  
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Table 4 Mean score of responses on Statements related to education and use SFA device 

Proposed Statements  Number of 

Respondents 

Mean Score of 

Likert Scales 

Std. 

Deviation 

(SD) 

With any education I can easily collect and sync 

any information by using SFA technology 

130 3.7308 1.2059 

As a salesperson, your level of education prefers to 

use this technology as basic tool in sales 

130 3.9154 1.0195 

You think that the level of education about and use 

of SFA technology is a condition for better sales 

performance 

130 4.1077 0.8914 

I am very confident in my level of education 

abilities to use SFA technology 

130 4.1308 0.8661 

Mean score of education (Independent variable) 130 3.9712 0.5478 

Source, Researcher’s Own Source 

Work Experience 

Work experience is a key parameter for any individual to accomplish a task. To understand 

relationship between year of work experience and use and management of a SFA technology, 

data were collected. A total of 130 employees of DKT/E were given statements related to 

association between sales work experience and use of technology.  

 

Three statements related to this variable were formulated in the questionnaire and information 

was collected.  The statements represented, individual’s experience in sales, experience in using 

similar technology, and use of computers. All study population (N-130) were asked these 

questions to understand what they think about the relationship between the work experience and 

the use and management of SFA device.  Data were collected based on responses given in Likert 

scale from scale 1-5. Scale 1 represents for those said “I strongly disagree”, scale 2 stands for 

those reported “I disagree”, scale 3 is given for those reported “ I am not interested/neutral”, 

scale 4 is for those responded “I agree” and scale 5 represents for those say “I strongly agree”  on 

the specific statement given.  

 

The mean score for first statement “Without any experience in sales it is difficult to use SFA 

device” is found to be 3.4 with SD of1.13 indicate that to some extent this statement is not as 

much important as the other two statements to have an association with use of SFA device. The 

mean score of the statement related to experience in using SFA device to collect and sync sales 
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data and this led to better sales performance is 4.2 suggests, the majority of the respondents 

agreed on the proposed statement.  Experience in working with computers has also less 

association with the second statement with mean score of 3.5.  

 

All the three statements on the relationship between work experience and use of SFA device 

added up and converted to single variable using SPSS generate an independent variable that can 

used in measuring the effect on work experience on use SFA device towards improving 

workload, timeliness of data, coordination, planning end decision making).  Overall, the mean 

score of this variable on the table below is 3.7 indicates, respondents agree less on work 

experience as compared to  the level of education of sales staff  in relation to having some sort of 

association with use and management of SFA device for better sales performances.  

 

Table 5 Mean score of responses on Statements on work experience & use SFA device 

Proposed Statements Number of 

Respondents 

Mean 

Score of 

Likert 

Scales 

Std. 

Deviation 

(SD) 

Without any experience in sales it is difficult to use 

SFA device 

130 3.4462 1.13480 

In your experience the use of SFA technology you 

can easily collect and sync any information and 

achieved better performance 

130 4.1846 .97872 

You have a little or no experience in use of computer 

software for work related purpose for negatively 

influencing in your work environment. 

130 3.4846 1.21512 

Mean score of work experience (Independent 

variable) 

130 3.7051 .76827 

Source, Researcher’s Own Source 

Skill 

Information on Skill of using SFA device and the importance of skill training was also collected 

during the study. Series of six statements were proposed and all the ample population were 

interviewed about how they feel about each statement.  Having the required skill is a one of the 

important element for any individual to accomplish the assigned jobs.  
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The system theory proposed that sales managers choose which (structural) features of a sales 

force automation system to use based, in part, on their degree of knowledge and experience with 

the technology. As organizations spend more time training and using their sales force automation 

systems, they should become more proficient with them, understanding the benefits and pitfalls 

of the system. Therefore, sales force that are more experienced with SFA should be more skilful 

with its use which should result in more positive task outcomes i.e., greater efficiency and higher 

quality. 

 

To understand relationship between year of skill of using SFA and benefit of using a SFA 

technology, data based on six related statements were collected. A total of 130 employees of 

DKT/E were asked about their argument on each statement related to association between skill 

and use and benefit of SFA technology. The statements represented, individual’s knowledge and 

ability to use SFA device (sales data capturing device), the need to have training and continuous 

follow up, and the benefit of having the ability to use SFA device. 

 

All study population (N-130) were asked these questions to understand what they think about the 

relationship between the skill of using SFA device and the use and benefit of device.  Data were 

collected based on responses given in Likert scale from scale 1-5. Scale 1 represents for those 

said “I strongly disagree”, scale 2 stands for those reported “I disagree”, scale 3 is given for 

those reported “ I am not interested/neutral”, scale 4 is for those responded “I agree” and scale 5 

represents for those say “I strongly agree”  on the specific statement given.  

 

Table 6 shows, the mean score for first statement “You think that the knowledge about and use 

of SFA technology is a condition for better sales performance” is found to be 4.1 with SD of0.7 

indicate that to almost the majority of the respondents agreed on this statement. Without 

knowing how to use SFA device, reporting better sales performance is challenging. Similarly, the 

mean scores of the second, fifth and six statements are over 4.3 with SD of less than 1.0 this 

suggests, the majority of the respondents approved the proposed statements which are related to 

having the skill of using SFA device is key for efficient and effective quality sales data 

collection, processing and analysis, while working the routine sales process.  More respondents 
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also agreed that, having the skill of using SFA device improved communication with other 

salespersons. 

 

Surprisingly the mean score and standard deviation of the third statement (MS 3.4 and SD 1.2) 

indicates that, the need to have skill training is less important than the other statements in using 

SFA device. This might be related to the fact that, most of the employees can manage smart 

phones, it might not be difficult to manage the SFA device they are currently using which has 

similar features of recent smart phones. The need to have skill training, and contours follow up 

might not be necessary under this condition.  

 

Table 6 Mean score of responses on Statements related to Skill&use SFA device 

Proposed Statements Number of 

Respondents 

Mean 

Score of 

Likert 

Scales 

Std. 

Deviation 

(SD) 

You think that the knowledge about and use of SFA 

technology is a condition for better sales 

performance 

130 4.1308 0.7302 

Through the using of SFA technology, you can 

process sales data and retrieve sales information 

more effectively and efficiency 

130 4.4385 0.7044 

Without skill training and continuous follow-up, it is 

difficult to use SFA device. 

130 3.3923 1.2231 

Skill of using SFA technology you are now able to 

contact and communicate with other salespersons 

more effectively 

130 3.9231 0.8317 

Skill of using SFA increase your productivity by 

allowing you more time for managing and analysing 

daily sales 

130 4.3615 0.7044 

Skill of using SFA minimizes work routines, less 

rework, save time and provide quality of sales data 

while managing sale processes 

130 4.4846 0.6959 

Mean score of skill (Independent variable) 130 4.1218 0.4191 

Source, Researcher’s Own Source 

All the six statements on the relationship between skill  and use and benefit of SFA device added 

up and converted to single variable using SPSS to generate an independent variable that can used 

in measuring the effect on skill of using SFA  on benefit of  SFA device towards improving 

workload, timeliness of data, coordination, planning end decision making).  Overall, the mean 
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score of this variable on the table below is 4.1 with SD of 0.4 indicates, respondents agree more 

on ability to use SFA device than employees’ level of education and  work experience in relation 

to having some sort of association with use and management of SFA device for better sales 

performance indicators.  

Perception to Use Technology 

The Technology Acceptance Model attempts to explain the determinants of technology use 

across a broad range of end-user which explains an individual’s acceptance of technology based 

on two specific beliefs: perceived usefulness (i.e. the degree to which a person thinks that using a 

system enhance his/her performance) and perceived ease of use (i.e. the extent to which an 

individual believes that using the technology require little effort). The model theorizes that both 

beliefs determine acceptance behavior directly. The theory also suggests that perceived ease of 

use influences perceived usefulness, because ceteris paribus, technologies that are easy to use 

can be more useful (Fred, 1985).  

 

To understand relationship between year of perception to use SFA and benefit of using a SFA 

technology, information was collected using six related statements.  A total of 130 employees of 

DKT/E were asked about their perception on each statement related to association between 

perception and use and benefit of SFA technology. The statements focussed on individual’s 

perception on use and benefit of SFA device (sales data capturing device) which include but not 

limited to simplicity of using SFA, the benefit of using SFA on daily sales activities, the 

contribution of the SFA on monitoring and tracking performances as compared to manual 

method and planning.  

 

All study population (N-130) were asked five perception related questions to understand how the 

study population think about the relationship between the perception on SFA device and the use 

and benefit of device.  Data were collected based on responses given in Likert scale from scale 1-

5. Scale 1 represents for those said “I strongly disagree”, scale 2 stands for those reported “I 

disagree”, scale 3 is given for those reported “ I am not interested/neutral”, scale 4 is for those 

responded “I agree” and scale 5 represents for those say “I strongly agree”  on the specific 

statement given.  
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User perceptions of new technologies may ultimately affect their acceptance of that technology. 

Recent research has identified a clear connection between user perceptions of Sales Force 

Automation and their acceptance of Sales Force Automation technologies. User acceptance, 

which is critical to the success of the SFA system, has been found to be influenced by user 

perceptions of the SFA system (Morgan and Inks, 2001). 

 

Three fourth of the respondent reported, they agree on the statement “using SFA technology is 

very easy”. Table 7also supports this finding with the mean score 3.8. This result also proves the 

finding on table 6 “skill training and continuous follow-up might not be key for using SFA 

device DKT/E currently employed. 85% of the respondents also agreed on the second statement 

“As compared to manual methods, it has been very rare for me to collect and report missed, 

wrong information”. The mean score for this statement is found to be 4.6 with SD 0.7, indicating 

the majority of the study population reported their agreement on the statement. SFA device 

DKT/E currently using helped employees collect sales data with less errors and missing.  

 

Nine of the ten respondent (90%) say, they agreed on the statement “as compared to manual 

method, the SFA Device I am currently using helped me easily monitor and track my 

performance on daily basis”. The mean score of this statement is4.3 with SD 0.6 suggesting that 

the majority of the population studied have approved the statement.  Similarly 45% agree and the 

respondents and 40% of the study population strongly agree  on the fourth statement “as 

compared to manual method, the SFA Device I am currently using also helped plan what I 

should do on daily basis” with mean score of 4.2 and SD of 0.8.   

All the five statements on the relationship between perception on technology and  use and benefit 

of SFA device added up and converted to single variable to create an independent variable that 

can used in measuring its effect on benefit of  SFA device related to improving workload, 

timeliness of data, coordination, planning end decision making.  Overall, the mean score of 

combined statements is 4.2 with SD of 0.5 indicates, the majority of the respondents perceived to 

use SFA device is easy and has positive effect on collecting quality sale information, planning, 

monitoring tracking performances. This supports the control system theory and findings of 
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similar researches conducted. Automating many of routine information flows involved in sales 

processes is the hallmark of employing SFA technology (BenMoussa, 2006). In terms of time 

and quality, SFA is assumed to have positive inputs regarding communication, presentation, 

customer information management, price quotes and order processing and tracking, analysis and 

reporting, promoting products according to customers’ specifications, and online access to 

inventories (Boujena et al., 2009; Wang et al., 2008).Henson (2008) also points out that non-

selling activities, such as processing paperwork and attending meetings, account for 60% of a 

salesperson time; thus, the demand for automating sales functions and tasks has introduced SFA 

technology not only as a necessary tool for salespersons but also as a required scene of 

contemporary sales cycles. 

 

Table 7 Mean score of responses on Statements on Perception & use SFA device 

Proposed Statements Number of 

Respondents 

Mean 

Score of 

Likert 

Scales 

Std. 

Deviation 

(SD) 

Using SFA technology is very easy 130 3.7923 1.105 

SFA device can ease sales forces day to day activities 130 4.3538 0.669 

Compared to manual methods, it has been very rare for 

me to collect and report missed, wrong information 

using SFA device 

130 4.1231 0.924 

Compared to manual method, the SFA Device I am 

currently using helped me easily monitor and track my 

performance on daily basis  

130 4.2769 0.635 

Compared to manual method, the SFA Device I am 

currently using helped me plan what I should do on 

daily basis 

130 4.2077 0.832 

Mean score of perception of salesforces on SFA 

(Independent variable) 

130 4.1508 0.546 

Source, Researcher’s Own Source 

 

Continuous follow-up  

Application of new technology requires regular training and continuous follow up. When work 

environment is changing and there has been a transformation in use of digital technology, 

employee’s needs to be skill full and have the required capacity to handle and use newly adopted 

technology, process and analyze the information obtained from the technology. 
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To examine the effect of continuous follow-up on use and management of SFA, the researcher 

collected information using three related but distinct queries.  The queries were presented to all 

130 respondents in the form of simple statements. The statements focussed on respondents’ 

experience in facing problems and receiving continuous follow-up while adopting SFA device. 

 

All study population (N-130) were asked three follow up related questions to understand the 

need to have continuous follow-up in effectively and efficiently using SFA for better sales 

performance. Similarly, data were collected based on responses given in Likert scale from scale 

1-5. Scale 1 represents for those said “I strongly disagree”, scale 2 stands for those reported “I 

disagree”, scale 3 is given for those reported “ I am not interested/neutral”, scale 4 is for those 

responded “I agree” and scale 5 represents for those say “I strongly agree”  on the specific 

statement given.  

 

Table 8 presents the descriptive statistics of the study on these statements. Eight out of ten 

respondent report, they come to term with the first statement “SFA is applicable and valid for 

sales whenever it’s available”.  The mean score for this statement is 3.99 which is similar to 

scale given for a response “agree”.  77% of respondents and 74% of the study population agreed 

on the second and the third statements respectively with mean score of 3.8.  

 

The researcher purposely combined and merged the three statements created a single variable 

“continuous follow up”. This to estimate the effect of each variable on benefit of SFA which be 

discussed on later section. Overall, the mean score of the combined statements is 3.85 with SD 

0.64. This suggests, as compared to level of education, skill and perception to use, continuous 

follow-up is less important for the respondents. But is relatively more important as compared to 

the level of work experience the employee reported in influencing how to use and benefit of 

SFA.   
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Table 8 Mean score of responses on Statements on follow-up use SFA device 

Proposed Statements Number of 

Respondents 

Mean 

Score of 

Likert 

Scales 

Std. 

Deviation 

(SD) 

SFA is applicable and valid for sales whenever and 

wherever its available 

130 3.9692 0.76694 

You encounter problems and obstacles while using 

SFA technology 

130 3.8154 0.79519 

Without any follow up you can easily download and 

update you need any information by using SFA 

technology. 

130 3.7769 1.12935 

Mean score of continues follow-up (Independent 

variable) 

130 3.8538 0.63896 

Source, Researcher’s Own Source 

 

1.4 Measuring the effect of factors on use of Data Capturing Device 
 

This section presents data analysis using correlation analysis and linear regression model. The 

correlation analysis is used to understand how variables related each other and identify the 

variables to be used in the linear regression analysis. Since data were collected based on likers 

scale using scale from 1-5 and they are not dichotomous, the researcher decided to use Linear 

than logistic regression model.    

Before employing the correlation and linear regression analysis, the researcher generated both 

independent and dependent variables based on data collected using number of specific questions. 

The questions were given to the respondents in the form of statement with Likert scale. The 

responses of respondents for each statement were gathered and scores of related but not similar 

statement were computed and used to generate single variables. For instance, the variable “level 

of education” is generated based on mean scores of four related questions presented below.  

 Without any education I can easily collect and sync any information by using SFA 

technology 

 As a salesperson, my level of education prefers to use this technology as basic tool in 

sales 

 I think that the level of education and use of SFA technology is a condition for better 

sales performance 

 I am very confident in my level of education abilities to use SFA technology 
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All the other variables are also created using the same approach.  Based on the objectives of the 

research and conceptual framework, the researcher formed five independent variables and one 

outcome (dependent variable). The independent variables are, respondents’ level of education, 

respondents work experience, skill of using computers and sales, perception to use SFA, 

Continuous follow-up.  Benefit of SFA in terms of improving workload, timeliness of data, 

coordination and collaboration among staffs, and planning, performance monitoring and decision 

making is taken as outcome variable.  

 

Data for each separate variables of the dependent variable were collected using number of Likert 

scale statements. Improving workload was one of the variables generated using score of two 

related variables, similar approaches were applied for other dependent variables (see annexed 

questionnaire). The mean scores of each dependent variable were computed using SPSS to create 

one variable “benefit of SFA” that can be used for the analysis.  

 

The linear regression is employed involves identifying the relationship between a dependent 

variable measured on continuous scale and one or more independent variables. A model of the 

relationship is hypothesized and estimates of the parameter values are used to develop an 

estimated regression equation. Various tests are then employed to determine if the model is 

satisfactory. If the model is deemed satisfactory, the estimated regression equation can be used to 

predict the value of the dependent variable given values for the independent variables. 

 

4.4.1 Correlation Analysis 
 

Correlation and regression analysis are related in the sense that both deal with relationships among 

variables. The correlation coefficient is a measure of linear association between two variables. 

Values of the correlation coefficient are always between -1 and +1. A correlation coefficient of +1 

indicates that two variables are perfectly related in a positive linear sense; a correlation coefficient of 

-1 indicates that two variables are perfectly related in a negative linear sense, and a correlation 

coefficient of 0 indicates that there is no linear relationship between the two variables.  
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Table 9 Pearson correlation of variables used in the study  

Variables 
Level of 

Education  

Work 

experience 

Skill on 

Computers 

and Sales 

Perception 

to use 

SFA 

Continues 

follow-up 

SFA 

benefits*** 

Level of 

Education  
1.000           

Work experience 0.224
*
 1.000         

Skill on 

Computers and 

Sales 

0.590
**

 0.229
**

 1.000       

Perception to use 

SFA 
0.250

**
 0.288

**
 0.403

**
 1.000     

Continues 

follow-up 
0.185

*
 0.159 0.294

**
 0.438

**
 1.000   

SFA benefits*** 0.430
**

 0.287
**

 0.335
**

 0.628
**

 0.441
**

 1.000 

*. Correlation is significant at the 0.05 level (2-tailed). 

**. Correlation is significant at the 0.01 level (2-tailed). 

*** Improving workload, timeliness of data, communication, planning monitoring and 

decision making 

Source, Researcher’s Own Source 

 

The result of the simple correlation test between the dependent variable benefit of SFA (in this case 

benefit of using DKT/E sales data capturing device as a measure of improving workload, data 

timeliness, communication, and planning and decision making) and the independent variable level of 

education to use SFA is found to be 0.430 correlation coefficient with significant level of 0.01. It 

indicates that benefit of using SFA reported by respondents and their level of education as a factor to 

use SFA device have a positive linear relationship. Of the five independent variables, perception to 

use technology including SFA is highly positively associated with the dependent variable (benefit of 

SFA) with correlation coefficient of 0.63 which is also significant at 0.01level. 

 

During the inception of the SFA, DKT/E provided continuous follow up and technical supports to its 

sales force. During data collection the sales force selected for the study were given number of 

questions related to how the support given helped them use sales data capturing device (SFA) and 

benefit of device. The correlation metric shows, both variables are positively collated with 0.44 

correlation coefficient. As compared to the level of education, skill and work experience, the 

independent variable “continuous follow-up has relatively strong positive association with the 
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outcome variable. Of the five independent variables, work experience of   sales force has weaker 

positive correlation with the dependent variables.  

 

Correlation among the independent variables is weak except correlation between level of education 

and skill of using computers and sales. This is best for employing all the variables in the linear 

regression analysis.   

 

4.4.2. Liner Regression Analysis 

 
 

Assumption used  

 

The study was conducted using number of statements formed based on Likert scale. The Likert 

scale ranges from 1(strongly disagree) to 5 (strongly agree. The response of each statement was 

recorded in scale. Related but not similar statements were re-categorized to form a variable. The 

mean scores of the scales given for related responses were computed and given for variable 

formed.  The researcher believes that the mean scores of the responses are more of continuous 

values than dichotomous. That is why, the study prefers to use linear than other regression model 

 

Before attempting to use all the variables in the linear regression model, a correlation matrix is 

built to figure out which independent variables are similar associations and to check if the dataset 

encounter problem of multicollinearity. Variables which has strong association are left in the 

fitting the model. For this purpose, a stepwise linear regression is employed. The researcher 

choose stepwise linear regression due to the fact that it is a method of regressing multiple 

variables while simultaneously removing those that aren't important (such as variables with 

higher multi collinearity effect). Stepwise linear regression is employed essentially to make 

multiple regression a number of times, and removing the weakest correlated variable each time 

when the fitting the model.  

 

The purpose of the study is to assess factors affecting use of data capturing technology its effect 

on business efficiency case of DKT Ethiopia’s social marketing program. In this regard, the 

researcher, use benefit of SFA instead of business efficiency.  The study tried to redefine 

business efficiency based on improvement on workload, timeliness of sales data, communication 
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and coordination among sales force, planning, monitoring and decision making which are 

redefined as benefit of SFA.  

 

Of the five proposed independent variables, only three predictors are selected. This is based on 

the result of the correlation matrix and to avoid multicollinearity effect. For instance, level of 

education and skill have strong positive correlations. But level of education has stronger positive 

correlation with dependent variable than skill of using computers or sale. The model selects level 

of education to be used as a predictor. Similarly, the association between the variable “work 

experience” and the dependent variable “benefit of SFA” is weak, hence the model does not 

consider the variable as a potential predictor.  

 

Normality and linearity test 

The linearity assumption can best be tested with scatter plots. The linear regression analysis 

requires all variables to be multivariate normal. This assumption can best be checked with a 

histogram or a Q-Q-Plot.  Using this procedure, all the variables used in they are found to have a 

symmetric distribution at their level forms. Thus¸ it is not important to transform them into other 

forms to ensure their normality.   

 

Histogram showing the relationship between predicators and 
dependent variables 

P-P Plot showing the relationship between predicators and 
dependent variables 
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Multicollinearity Test 

 

To check if the dataset encounter problem of multicollinearity, the researcher did 

multicollinearity test using SPSS. Multicollinearity can detect with the help of tolerance and its 

reciprocal, called variance inflation factor (VIF). If the value of tolerance is less than 0.2 or 0.1 

and, simultaneously, the value of VIF 10 and above, then the multicollinearity is problematic. 

The result of the tests revealed that for all predictor variables the level of tolerance is above 0.2 

and VIF is less than 10 indicating that the data has no serious problem of multicollinearity and fit 

to be used in regression analysis.  

 

Excluded Variables
 a 

 

a. Dependent Variable: SFA benefits Improving workload, timeliness of data, communication, planning 

monitoring and decision making (dependent variable) 

b. b. Predictors in the Model: (Constant), Perception to use SFA (Independent variable) 

c. c. Predictors in the Model: (Constant), Perception to use SFA (Independent variable), Level of Education 

(Independent variable) 

d. d. Predictors in the Model: (Constant), Perception to use SFA (Independent variable), Level of Education 

(Independent variable), Continuous Follow-up (Independent variable) 

 

 

Linear Regression Model Equation  

 

Using the linear regression model, the study tries to answer the objectives and verify the 

conceptual model proposed during the inception period.  

Model Beta t Sig. Partial 

Correlation 

Collinearity 

Statistics 

Toleran

ce 

VIF 

1 Level of Education  .291
b
 4.372 .000 .362 0.937 1.067 

Work experience  .116
b
 1.623 .107 .143 0.917 1.090 

Skill in Sales .097
b
 1.291 .199 .114 0.837 1.194 

Continuous Follow-up  .205
b
 2.754 .007 .237 0.808 1.238 

2 Work experience  .070
c
 1.022 .309 .091 0.881 1.120 

Skill in Sales  -.105
c
 -1.244 .216 -.110 0.583 1.716 

Continuous Follow-up  .180
c
 2.553 .012 .222 0.778 1.247 

3 Work experience  .065
d
 .982 .328 .087 0.742 1.121 

Skill in Sales -.130
d
 -1.577 .117 -.140 0.575 1.739 
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To find out the linear relation of one dependent variable with more than one independent 

variables, linear multiple regressions is used. To develop the regression line formula the 

dependent and the independent variables are denoted as Y= mean of Likert score of benefit of 

sales data capturing X1= Mean of Likert score for perception of  sale force on use 

technology,X2= Mean of Likert score for effect of sale force ‘s level of education on use of sales 

data capturing device,  X3= Mean of Likert score for effect of  continuous follow-up the sale 

force think on use of sales data capturing device,X4= Mean of Likert score for effect of  sales 

related skill of sale force on use of sales data capturing device, X5= Mean of Likert score for 

effect of  sale force’s work experience  on use of sales data capturing device, b= is the coefficient 

which determine the degree of relationship between the dependent and independent variables, a = 

Constant value or an intercept of the relationship between the dependent variable (Y) and 

independent variables (X1,X2,X3,X4,X5).  Based on this relationship, the researcher constructed 

the following model equation.  

 

Y=bX1+bX2+bX3+bX4+bX5+ a 

 

The mean of Likert score of benefit of using sales data capturing device is the function of the 

mean of Likert scores of effect of perception on use of technology, effect of level of education on 

use of technology, mean of Likert score of effect of continuous follow-up on use of technology, 

mean of Likert score of effect of work experience on use of technology and mean of Likert score 

of effect of sales and computer related skill on use of technology, 

 

On the process of developing the equation of linear regression, the researcher considered 

assumptions that have to be fulfilled before testing linear regression which are presented in the 

above section. Model summary of the regression result standardized and unstandardized 

βcoefficients are also presented to find out all the necessary relationships between the dependent 

variables and independent variables. 
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Table 10 Model Summary of the linear regression model based on Stepwise method 

Model R R Square Adjusted R Square 

Std. Error of the 

Estimate 

1 .628
a
 .395 .390 .34642 

2 .689
b
 .474 .466 .32424 

3 .707
c
 .500 .488 .31741 

a. Predictors: (Constant), Perception to use SFA (Independent variable) 

b. Predictors: (Constant), Perception to use SFA (Independent variable), Level of Education (Independent variable) 

c. Predictors: (Constant), Perception to use SFA (Independent variable), Level of Education (Independent variable), 

Continuous Follow-up (Independent variable) 

Source, Researcher’s Own Source 

Table 10 shows, the model summary of linear regression model in three different scenarios. First 

scenario is when the model only use single predictor (perception to use SFA). Based this model, 

the adjusted R square is 0.39 indicating that the single predictor “perception to use SFA” has the 

power of explaining 39% of the variability in the outcome/dependent variable “benefit of using 

SFA.  The second model is based on two predictors (perception to use SFA and Level of 

education). This model has a power of 47% (0.466) to predict the variability in the dependent 

variable. The third model is predicting the changeability in values of dependent variable based 

on three independent variables or predictors (perception to use SFA, level of education and 

continuous follow-up. Based on the third model, 49% of the variability with respect to the mean 

score in the dependent variable (benefit of SFA) can be predicted.  

 

it is entirely expected that that R-squared values is low in most fields that attempts to predict 

human behaviour, such as perception, practice, attitude. Typically, in such cases the R-squared 

values lower than 50%. Humans are simply harder to predict than, say, physical processes. It is 

also important to see if the R-squared value is low but have statistically significant predictors, it 

can still be used draw important conclusions about how changes in the predictor (independent 

variables) values are associated with changes in the response value (dependent variable). 

Regardless of the R-squared, the significant coefficients still represent the mean change in the 

response for one unit of change in the predictor while holding other predictors in the model 

constant. Obviously, this type of information can be extremely valuable. Based on this, the 

model used in this study is relatively powerful to predict the change the dependent variable.  
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The researcher further constructed a model to see how the change in predicators (independent 

variables) statistically affect the unit change in the dependent variable and how it is significant. 

The result and discussion is presented on table 11 

 

All the independent variables used to fit the model has the power of predicting nearly 50% of the 

change to happen in the values of outcome variable (benefit of SFA). The study use variable 

benefit of SFA to indicate simple association between the independent variables (factors 

affecting and the dependent variable, the benefit of using sales data capturing device in terms of 

improving 

 Workload of the salesforce 

 Data quality (minimum errors and timeliness) 

 Communication and collaboration among sales forces 

 Planning, performance monitoring and decision making  

 

The mean Likert scores of these components of the dependent variable were summarized and 

aggregated to each respondent to generate a single variable i.e.  benefit of SFA. The study 

answers the specific objectives based on the findings of the linear regression model presented on 

table 11.  

 

Perception on Use of SFA alone has more predictive power than the other three. In model one on 

table 11, as vales of mean score of the variable “perception to use SFA” changes by 0.63 (63%), 

there is a likelihood of one-unit change in the mean score of dependent variables “benefit of 

SFA”. This is also statistically significant at 0.00 level. This indicates, perception to use SFA or 

any technology has significant implication on the benefit of the SFA.  The system adoption 

theory has also proved this model. For any technology to be introduced and integrated to an 

organization system, the benefit of the technology lies on the degree of employees’ and 

managers’ perception and approval.   
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Table 11Values of Linear Regression Model based on Stepwise Method.  

Coefficients 
a
 

Model 

Unstandardized 
Coefficients 

Standardized 
Coefficients 

t Sig. 

95.0% Confidence 
Interval for B 

B Std. Error Beta 
Lower 
Bound 

Upper 
Bound 

1 
(Constant) 2.229 .234 

 
9.536 .000 1.767 2.692 

Perception to use SFA 
(Independent variable) 

.510 .056 .628 9.141 .000 .400 .621 

2 

(Constant) 1.540 .270 
 

5.710 .000 1.006 2.074 
Perception to use SFA 
(Independent variable) 

.451 .054 .556 8.360 .000 .345 .558 

Level of Education 
(Independent variable) 

.235 .054 .291 4.372 .000 .129 .342 

3 

(Constant) 1.359 .273 
 

4.972 .000 .818 1.900 

Perception to use SFA 
(Independent variable) 

.390 .058 .481 6.730 .000 .276 .505 

Level of Education 
(Independent variable) 

.224 .053 .276 4.227 .000 .119 .328 

Continuous Follow-up 
(Independent variable) 

.125 .049 .180 2.553 .012 .028 .221 

a. Dependent Variable: SFA benefits Improving workload, timeliness of data, communication, planning monitoring and 

decision making (dependent variable) 

 

Source: - Researcher’s own source 

 

Model two in table 11 employs both perceptions to use SFA and level of education of sales force 

in determining the likelihood of the unit change in the mean score of the dependent variable 

(benefit of using SFA).  In this model, perception to use SFA has contributed 56% (0.556) of the 

unit change in the mean score of dependent variables. But the level of education has lower 

predictive power than perception to use. Only when the change in the mean sore of education 

changes by 0.29 (29%), a unit change in the dependent variable occurs and it is statistically 

significant at 0.00. Even though it is weaker than perception to use SFA, the level of education is 

also important variable to determine the likelihood of changes happen in mean score of 

dependent variable (benefit of SFA).  

 

Model three shows cause-effect relationship all the selected three variables and the dependent 

variable. Perception to use SFA, level of education and Continuous follow-up are fit in the model 

to see how each variable interact with the dependent variable. Under this scenario, the perception 

to use SFA has more predictive values (48%) than level of education (28%) and continuous 

follow-up (18%) in determining the unit change in the values of dependent variable. All are 
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statistically significant at less than 0.05. All the three variables are important in predicting the 

probability of changes occur in the dependent variable with varying degree.  

 

Skill and work experience of employees has less predictive values and are not statistically 

significant in determining the changes in the values of dependent variable.  

 

Overall, the study finding proves that, perception to use SFA is the most important factor in 

adoption and determining the benefit of SFA. Individual (either salesperson or manager) 

perception matters a lot to decide to use SFA system and getting the benefit of the system in 

terms of improving workload, generating timely sales data, using the system for planning, 

monitoring performance and decision making.  Level of education of sales force is also 

important in the adoption of SFA. Such system require at least knowledge of using and managing 

contemporary communication and data capturing tools like smart phone and understanding the 

software, command of application. Education in this regard matters a lot. That is why, level of 

education of the respondents also reported as one of the significant factor of determining the 

adoption and benefit of SFA.  Individuals may have positive perception on use of technology, 

have the required level of educational competence, but these only may not be enough to full 

adoption and SFA and getting the potential benefit of the system. Individuals needs to be trained 

and received continuous follow-up (technical support) on the technology they are employing. 

Even though not important as perception to use SFA and level of  education of employees, the 

finding of this study also shows, continuous follow-up is also needed to improve the 

functionality and benefit of SFA.   
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CHAPTER FIVE 
 

2. SUMMARY, CONCLUSION AND RECOMMENDATION  
 

2.1 Summary 

 

The findings of study provides the justification on the assessment of factors affecting the use of data 

capturing technology and its effect on business efficiency in terms of Improving workload, timeliness 

of sales data, communication-coordination among staffs and planning monitoring and decision 

making in the case of study DKT Ethiopia   the study tried to answer the research  question and 

objectives based on identifying the key factors which might have affected the use of  sales data 

capturing technology DKT/E launched in 2016. Such factors include the level of education of the 

employee, work experience of employees, skill of employees, perception on technology and 

continuous follow up. The study further measured the effect of these factors on the benefit of using 

the device on organizational efficiency.  

 

Data on such indicators (factors) were collected using structured questionnaire based on Likert scale. 

All the data were collected from 130 DKT/E’ employees including sales force (sales persons, area 

managers, sales coordinators), program managers and decision makers. The study used quantitative 

approach to collect the required data. Qualitative information was also collected from decision 

makers using open ended questions. For each factor, series of questions using Likert scale were 

provided and the values of Likert scale were analyzed and presented using descriptive and regression 

methods.  

 

Of the five key indicators (factors) mentioned in the research questions and specific objectives, 

perception to use technology is found to be most important key factors in determining the use of sales 

data capturing device among sales force of  DKT/E. as the technology acceptance model (TAM) 

suggest perceived usefulness and easiness is key factor for adopting new technology.  The TAM 

suggests, using an information system is directly determined by the behavioral intention to use it, 

which is in turn influenced by the users‟ attitudes toward using the system. Attitude and perceived 

usefulness are also affected by the perceived ease of use. The Attitude-Behavioral Intention 

relationship represented in TAM implies that, all else being equal, people form intentions to perform 

behaviors toward which they have positive affect (David, 1989). The mean score of the result on this 
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factor (4.1508) indicates that majority of the respondents perceived the sales data capturing device 

DKT/E introduced improve their daily sales activities, minimize sales data errors, improve 

monitoring and tracking performances, support planning activities. The result of the regression model 

also supports that perception to use technology is most important factor in determining the benefit of 

Sales data capturing device.  With the beta value of 0.63n and significance level of 0.0, this variable 

is stronger in determining the likelihood of getting the benefit of SFA.  

 

Education is key indicator in influencing individuals to adopt new behaviors, improve performances 

and adopt technology. The level of educations determine the ability to handle and manage new 

technologies introduced for improving organizational efficiency. This study also gathered 

information of this factor to assess how the level of education of DKT/E sales forces affect the use of 

sales data capturing technology and its benefit. Similar approach were employed to analyze and 

interpret the data. The mean score of the variable is 3.97 indicated, sales forces covered by this study 

believes the level of education is also important in determining the use of SFA device and its benefit. 

They believe those who are in higher level of education easily adopt and manage SFA device and can 

benefit the technology better than those who have lower academic qualification.  

 

The liner regression model also shows, the level of education is the second most important factor in 

determining the use and benefit of SFA device among sales forces of DKT/E. The liner regression 

result indicates level of education is the second key factors in determining the use of SFA device and 

predicting the benefit of the technology.  Many prior studies find that highly educated workers 

tend to adopt new technologies faster than those with less education. Such positive correlations 

between the level of education and the rate of technology adoption, however, do not necessarily 

reflect the true causal effect of education on technology adoption. The role of education in 

technology use and adoption: evidence from the Canadian workplace and employee survey finds 

that education increases the probability of using computers in the job and the estimates are 

consistent with the view that formal education increases the use of technologies that require or 

enable workers to carry out higher order tasks (W.Riddell and Xueda 2012).  

 

Application of new technology requires regular training and continuous follow up. When work 

environment is dynamic like business organization, adopting new technology is important. Under 

this circumstances,  employee’s needs to be skill full and have the required capacity to handle 
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and use newly adopted technology, process and analyze the information obtained from the 

technology. When DKT/E launched its sales data capturing devices in 2016, training on the 

nature of the devices, how the device perform, how to manage and handle and communicate with 

device was provided to sales forces. Since then periodical follow-up and technical supports were 

also delivered. This study also tried to assess how these continuous follow-up affect the sales 

force of DKT/E in using sales data capturing device and the benefit of using the technology. 

Under this factor, number of question in Likert scale were forwarded to the study population.  

 

The mean score of the Likert scale is found to be 3.85 suggesting that, larger proportion of the 

study population agreed, continuous follow up also important in affecting the use of SFA 

technology in times when sales forces face challenges and understanding new commands when 

downloading and sync new updates and sales information. The regression model result also 

supports this mean sore descriptive results. However, this factor is less important than the 

perception to use and level of education in determining the use of sales data capturing device and 

prediction the likelihood of getting the perceived benefit of the technology.    

 

Other factors the study tried to assess, analyze and measure are the work experience and sales 

and computer related skills of sales force. Unlike perception, education and continuous follow 

up, these two factors are less important in affecting the use of sales data capturing technology 

and predicting the benefit of using the technology. The mean score of Likert scale for the factor 

“work experience is 3.705 and its correlation coefficient with dependent variable is 0.287 

indicating that sales force work experience is not strong. Even though, larger proportion of the 

study population agreed that  sales and computer related skills is also important in affecting the 

use and benefit of using SFA device, the correlation result (0.33) shows it has weaker association 

with dependent variable. In measuring the effect of the variables in use and benefit of the 

technology, the regression model does not select these variables as important determinant 

factors. The result is weaker and was not statistically significant.   
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2.2 Conclusion 

 

The major purpose of this paper is to the assessment of factors affecting the use of data capturing 

technology on effect on business efficiency in the case of study DKT Ethiopia (DKT/E). The 

study employed descriptive statistics, correlation matrix and linear regression model to measure 

determinant factors affecting use and benefit of SFA in the organization. Factors such as 

perception to use technology, level of education, and continuous follow-up are more important 

than other variables (work experience and sales and computer related skill) in affecting the use of 

sales force automation like DKT/E’s sales data capturing device. This study is suggestive of the 

statistically significant and positive relationship between perception on technology, level of 

education and continuous follow up with use and benefit of SFA technology.   

 

This study provides a conclusive explanation of the relationship between factors and adoption of 

technology. Perception, level of education and continuous follow up are very important in 

adoption of technology and getting the benefit of using the technology.  In addition, the finding 

of the study supports both control and system theories in understanding the importance 

information technology in business. Technology like DKT/E’s sales data capturing device 

improves efficiency in terms of reducing work load of sales force, improving data quality (both 

content and timeliness), communication among sales force, performance monitoring and 

planning and decision making. Respondents with strong positive perception on use of 

technology, who believes education and continuous follow up have important factors in adoption 

of technology reported they have witnessed the benefit of using the technology.  

 

It seems that relying on an array of information technology tools such as sales data capturing 

device, prompts salesforce to engage in more thorough planning behaviors, enhance their 

communication with managers and coworkers, effective planning and performance monitoring.   

 

2.3 Recommendation 
 

Understanding how technology influences business efficiency and effectiveness should be a 

research priority in today's technology-intensive world. Such an understanding can help 

organizations gain the competitive advantage they seek through their technology investments.  
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 Based on the findings of this study brings about an importance of three factors in 

affecting the use of sales data capturing device and benefit of technology on business 

efficiency. Thus it is recommended that the DKT/E continue on investing on and support 

its sales force to fully adopt technology for high level of data accuracy, monitoring and 

decision making. Particularly building positive perception is key factor for realizing the 

importance of the technology in its organizational efficiency. Analyzing the contribution 

of the sales data capturing device it adopted in 2016 and informing all sales force will 

bring the required positive perception.    

 

 The results indicates that the sales force with higher level of education, and believe the 

impact of continuous follow-up reported positive association with use and benefit of sales 

force device. Thus it is recommended that DKT/E should invest more on providing its 

sales people with the needed level of education, provide periodic technical support to its 

employee which will benefit both the sales force and the organization in realizing the 

effect on the technology it introduced four year ago.  

 

 

2.4 Future Research 
 

In business where dynamism is unique characteristics, organizations are eager to adopt new 

technology to improve efficiency. But investigation and implication of the enabling factors is 

crucial. Hence future research should focus on full scale evaluation of all potential factors that 

can determine the use and benefit of adoption of new technology including return of investment 

(what is invested and what is gained), challenges of adopting new technology, and future 

prospect. It will be better if comparative assessment is done between the traditional (manual 

approach) and modern (technology oriented). Future research needs to consider undertaking 

similar assessment with larger sample size, in more organizations.    

 

 

 



Factors Affecting the Use of Data Capturing Technology and its Effect on Business Efficiency  

58 
 

  



Factors Affecting the Use of Data Capturing Technology and its Effect on Business Efficiency  

59 
 

Reference 

 

 AamerChaichee (2015), The effect of sales force control systems and sales experience on 

salesperson performance, Department of Marketing, Aalto University School of Business. 

 

 AferditaBerisha-Shaqiri (2015), Information Technology and the Digital Economy, 

University of Prishtina,Article  in  Mediterranean Journal of Social Sciences. 

 

 AidahNassazi (2013, Effects of Training on Employee Performance, Evidence from 

Uganda, Business Economics and Tourism, Vaasa University of Applied Sciences, 

Finland. 

 

 AkankshaDwivedi and Priya Chetty (2016), Control theory of performance 

management system available at https://www.projectguru.in/publications/control-

theory-performance-management-system/ 

 

 Al-Khouri, A.M (2014). Electronic payments Building the case for a national initiative. 

Advances in Social Sciences Research Journal,  

 

 Andris A. Zoltners, PrabhakantSinha and Sally E. Lorimer (2009), Building a Winning 

Sales Force: Powerful Strategies for Driving High Performance, Library of Congress 

 

 AnnekeSeley and Brent Holloway (2009) Improve business results using innovative sales 

practices and technology’ 

 

 BenMoussa, C., (2006). Supporting the Pharmaceutical Sales Force through Mobile 

Information and Communication technologies:an Exploratory Investigation. Turku 

Centre for Computer Science 

 

 Betsy B. Hollowayandet.al(2013), The Benefits of Sales Force Automation(SFA): An 

Empirical Examination of SFA Usage on Relationship Quality andPerformance, 

Published by Routledge, London. 
 

 Boujena, O., Johnston, W. J., and Merunka, D. R., (2009). The Benefits of Sales Force 

Automation: A Customer’s Perspective. Journal of Personal Selling & Sales 

Management, Vol. (XXIX), No. 2. 
 

 Bruce A. Weinberg (2004), Experience and Technology Adoption Bruce A. Weinberg, 

Ohio State University and IZA Bonn 
 

 

 C.R Kothari (2004), Research Methodology Method and Technique’ 2
nd

 Edition, New 

Age International Publisher, India 

 

https://www.projectguru.in/publications/author/e3f6537f09e33d42cb638a84a74b46ee/
https://www.projectguru.in/publications/control-theory-performance-management-system/
https://www.projectguru.in/publications/control-theory-performance-management-system/


Factors Affecting the Use of Data Capturing Technology and its Effect on Business Efficiency  

60 
 

 Davis, F. D. (1989, September). Perceived usefulness, perceived ease of use, and user 

acceptance. MIS Quarterly, 

 

 DKT (2019), a Transition to Greater Financial Independence by 2025 while Delivering 

Continued 2019 ‘Impact in the Fields of Family Planning, Reproductive Health, HIV-

prevention, and Child Survival’ a Project Document for 2019-2024, Addis Ababa,  

 

 DmitrijLipaj, VidaDavidavičienė (2013), influence of information systems on business 

performance’ Vilnius Gediminas Technical University, Faculty of Business Management,  

 

 Francis and et.al (2006), Sales force automation,’ review, critique, research agenda, 

International Journal of Management Reviews, available at 

https://www.researchgate.net/publication/227607314 

 

 Fred D. Davis (1985), A Technology Acceptance Model for Empirically Testing New 

End-User Information Systems, Massachusetts Institute of Technology, available at 

file:///C:/Users/abduebrahim/Downloads/A_Technology_Acceptance_Model_for_Empirically_Te

st%20(1).pdf 

 

 Genpact (2014), The impact of technology on business process operations’Research 

results across industries and functionsGenpact Research Institute,  

 

 Henry A. Domfeh, and et.al (2018), The Impact of Sales Force Automation System on 

Quality Service Delivery and Sales Reporting among Micro and Small-Sized Enterprises’ 

in Kumasi Metropolis, Ghana, , https://www.researchgate.net/publication/325070988 

 

 Henson, L. E., (2008). Sales Force Automation Expectations, Practices and Outcomes In 

the Specialty Chemical Industry: A Survey Analysis. Ph.D. Dissertation - Capella 

University. 

 

 Harvey Enns, Sid L. Huff and Christopher A. Higgins (2003), CIO Lateral Influence 

Behaviors: Gaining Peers' Commitment to Strategic Information Systems, Department of 

MIS, Operations Management, and Decision Sciences,University of Dayton, USA 

 

 Hemant Patel and Regina Connolly (2007) Factors Influencing Technology Adoption: A 

Review, Dublin City University Business School, Dublin, Ireland. 
 

 JaideepMotwani& Rob Ptacek (2014), Lean Applications in Sales,How a Sales Manager 

Applied Lean Tools to Sales Processes and Exceeded His Goals, Business Expert Press, 

LLC, 

 
 

 JayanthiRanjan and SandeepPuri, (2011), Sales force automation’ a Research agenda, 

Article  in  International Journal of Value Chain Management, Available at 

https://www.researchgate.net/publication/264816402 

https://www.researchgate.net/publication/227607314
https://www.researchgate.net/publication/325070988
https://www.researchgate.net/publication/264816402


Factors Affecting the Use of Data Capturing Technology and its Effect on Business Efficiency  

61 
 

 

 Jos´e Filipe da FonteDomingues (2009), Improving Sales Force PerformanceThrough 

Mobile Applications’Faculdade de Engenharia da Universidade do Porto,  

 

 Mark W. Johnston, Greg W. Marshall (2016), Sales Force Management’ Leadership, 

Innovation, Technology 12th Edition-Routledge. 

 

 Marshall, G. Wilson, iam C. Moncrief and Felicia G. Lassk (1999). The current state of sales 

force activities. Industrial Marketing Management.  

 

 Marie Birkinsha (1993), Social Marketing for Health’ World Health Organization,  

 

 Morgan A. and Inks (2001), Technology and the sales force’ Industrial Marketing Management, 

Vol. S.A.  
 

 Murlidhar A. Lokhande (2014), Social Marketing, University Department of Commerce, 

available at https://www.researchgate.net/publication/267574854 

 

 Meheret W. W/Ammanuel (2017),  The Effect Of Sales Force Automation Adoption On 

Job  Performance: The Case Of East Africa Bottling Share Company, St. Mary’s 

University  School Of Graduate Studies, Addis Ababa 

 

 Mohammad Hassan (2012), A Master Thesis on Evaluating the Benefits of Using Sales 

Force Automation Technology in the Palestinian Commercial Firms’  An-Najah National 

University Faculty of Graduate Studies,  

 

 MuratSerdaroglu (2009), Dissertation on sales Force Automation Use and Salesperson 

Performance’ Faculty of Business Administration and Economics of University of 

Paderborn,  

 

 Robert L. Engle (2002), ‘Sales force automation usage, effectiveness & cost-benefit in 

Germany’ England and the United States, available at 
https://www.researchgate.net/publication/235251486 

 

 Rumana Bukht and Richard Heeks,(2018),Development Implications of Digital Economies’ 

University of Manchester, Arthur Lewis Building, Manchester, M13 9PL, UK,  

 

 Thomas L. Powers, J’Aime C. Jennings, and Thomas E. DeCarlo (2014) “An Assessment 

of Needed Sales Management Skills,” Journal of Personal Selling & Sales Management 

34, Issue 3,  

 UNCTAD (2019), Donor Support to the Digital Economy in Developing Countries, A 

2018 Survey of Public and Private Organizations, United Nations Conference on Trade 

and Development, available at https://unctad.org/en/PublicationsLibrary/tn_unctad_ict4d13_en.pdf 

 

https://www.researchgate.net/publication/267574854
https://www.researchgate.net/publication/235251486
https://unctad.org/en/PublicationsLibrary/tn_unctad_ict4d13_en.pdf


Factors Affecting the Use of Data Capturing Technology and its Effect on Business Efficiency  

62 
 

 UNCTAD (2017) Publication World Investment Report 2017, Investment and the Digital 

Economy, United Nations Publication, Geneva. 

 

 W. Craig Riddell and Xueda Song (2012),   The Role of Education in Technology Use 

and Adoption: Evidence from the Canadian Workplace and Employee Survey, Bonn, 

Germany 

 

 Yonas S. Kahsay (2015), Impact of Organization culture and culture on the Achievement 

of Strategic Advantages of Enterprise Resource Planning System, Systems Applications 

and Products at East Africa Bottling Share Company, Addis Ababa.  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



Factors Affecting the Use of Data Capturing Technology and its Effect on Business Efficiency  

63 
 

 

 

Annex 1- Questionnaire 

 
 

The purpose of this study is to assessment of factor affecting using data capturing technology its 

effect on business efficiency, the case study DKT Ethiopia. This questionnaire is organized in 

three sections to collect the required information from study population. The first section cover 

measurement of independent variable, the second section coverdependent variable and the last 

section  collect information from national sales managers, MIS and M&E experts on Checklist 

for Key Informant Interviews.  

 

Please be aware the below table numbers represent as follows. (1)Strongly Disagree , (2) 

Disagree , (3) Neutral, (4) Agree , (5) Strongly Agree and put a tick mark in the boxes which 

perfectly fit to your answer and try to explain in detail your opinion for the remaining questions. 

1. Gender? Male [     ] Female [     ]   

2. Age? 

Under 25 years [     ] Between 26-35 years [     ]           Between 36-45 years [     ] Between 46-55 

years [     ] Above 55 years [     ]   

3. What is the current level of your education?     Twelve complete [     ] Certificate [     ] 

Diploma [     ] Degree [     ] Masters [     ]       Other Specify    _______ 

4. Job Position   _______          

5. Service year on the above job position _______  

6. What are the factor affecting use SFA/ data capturing technology at DKT Ethiopia?   

 

 

Section No. 1Independent Questionnaire 

 

 No.1 Measurement Level of education  1 2 3 4 5 

1.1 

 

Without any education I can easily collect and sync any 

information by using SFA technology 

 

     

1.2 As a salesperson, your level of education  prefer to use 

this technology as basic tool in sales 
     

1.3 You think that the level of education about and use of 

SFA technology is a condition for better sales 

performance 

     

1.4 I am very confident in my level of education abilities to 

use SFA technology 
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  No. 2 Measurement Experience In Sales 
 

     

2.1 Without any experience in sales it is difficult to use 

SFA device 
     

2.2 In your experience the use of SFA technology you can 

easily collect and sync any information and achieved 

better performance  

 

     

2.3 You have a little or no experience in use of computer 

software for work related purpose for negatively 

influencing in your work environment.   

     

 No.3 Measurement Skill of Using SFA Device      

3.1 You think that the knowledge about and use of SFA 

technology is an condition for better sales performance 

 

     

3.2 Through the using of SFA technology, you are able to 

process sales data and retrieve sales information more 

effectively and efficiency 

     

3.3 Without skill training and continuous follow-up, it is 

difficult to use SFA device. 
     

3.4 Skill of using SFA technology you are now able to 

contact and communicate with other salespersons more 

effectively 

     

3.5 Skill of using SFA increase your productivity by 

allowing you more time for managing and analyzing 

daily sales   

 

     

3.6 Skill of using SFA minimizes work routines, less 

rework, save time and provide quality of sales data 

while managing sale processes 

     

3.7 Skill of using SFA increase your productivity by 

allowing you more time for managing and analyzing 

daily sales   

 

     

 No.4 Perception to Use the technology sales 

persons 

     

4.1 Using SFA technology is very easy      

4.2 SFA device can ease sales forces day to day activities      

4.3  As compared to manual methods, it has been very rare 

for me to collect and report missed, wrong information 
     

4.4 6 as compared to manual method, the SFA Device I am 

currently using helped me easily monitor and track my 

performance on daily basis not happen to Manual 

method 

     

4.5 as compared to manual method, the SFA Device I am 

currently using also helped plan what I should do on 

daily basis   

     

 No.5 Perception to use SFA device -Managers 

and Monitoring and Evaluation Experts 
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5.1 Using SFA Technology improved my capacity to more 

productive in sales. 

 

     

5.2 as compared to the manual method, the SFA Device 

increased my managerial capacity to track, monitor my 

region’s social marketing performances on Daily, 

weekly and monthly basis 

     

5.3 SFA technology enables you managing sales forces 

more efficiently and effectively 
     

5.4 The process of monitoring salespersons to sale product 

becomes easier by using of SFA technology 
     

5.5 SFA technology results in better coordination and 

communication with the other departments in the 

company (e.g. the marketing and MIS 

     

 No.6 Continues Follow up 

 

     

6.1 SFA is applicable and valid for sales whenever and 

wherever its available 
     

6.2 You encounter problems and obstacles while using 

SFA technology 

 

     

6.3 Without any follow up you can easily download and 

update you need any information by using SFA 

technology. 

     

 

 

Section No. 2 Dependent Questionnaire 

 

 Measurement of Work load      

1.1 Using of SFA device can minimized workload      

1.2 Using SFA device facilitate our social marketing 

activities and improve our performance 
     

 Measurement of Timeliness and quality of sales 

Data 
 

     

2.1 Whenever I collect and sync the information on what to 

the server using SFA Device, within a minute my 

manager/supervisor can easily see and monitor my 

performance, this could not happen to Manual method 

     

2.2 Using of SFA device can improving the timeliness 

and quality of  sales data 

     

2.3 As compared to the manual method, the SFA 

Technology we are using improved my capacity to plan, 

forecast our sales Activity based on quality of sales data 

     

 Communication and Collaboration      

3.1 as compared to manual method, the SFA Device I am      
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currently using also helped me have easy and 

transparent communication and collaboration with my 

manger/supervisor 

3.2 Using of SFA device can improving communication 

and collaboration among sales person 
     

 Planning, Monitoring and decision making  

 

     

4.1 as compared to manual method, the SFA Device I am 

currently using also helped my manager/ supervisor to 

monitor and support me based on objective evaluation  

     

4.2  as compared to manual method, using of SFA Device  

to help plan what I should do on daily basis   
     

4.3 The SFA device we are currently using improved our 

capacity to have better performance in terms of quality 

of reporting, planning ,monitoringand decision making 

     

 

 

Section No. 3 Checklist for Key Informant Interviews  

 

1 What is the factor affection of use of Data capturing technology in your organization?   

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

_____________________________________ 

 

2 What were the key process you organization has passed through during the using of SFA 

Technology? 

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

__________ 

 

3 What were the major factors that made you organization decide to use SFA Technology? 

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

__________ 

 

4 How much investment you organization allocated to use SFA Technology and does your 

organization meet the reason behind using the device? 

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

__________ 
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5 Overall, as compared to manual methods your organization had employed for many years, 

what benefit have you got from employing using SFA devices? 

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

__________ 

 

6 What type of challenges are you facing currently when you are using SFA device for day to 

day sales operation? 

______________________________________________________________________________

______________________________________________________________________________

_______ 

 

Thank you for your time and cooperation! 

 


