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Introduction

The job of marketing executive become more stressful   because of Changing technology, Globalization, Deregulation, Privatization, Customer empowerment, Customization, Cut –throat competition, Industry convergence, Retail transformation, Disintermediation (Philip Kotler, 2000)

Rampant downsizing and layoffs have forced employees to take on the work of those who have left. Organizations of all types are being pushed to do more with less staff. Globalization has added pressure to “go lean”. The jobs that were lost in the last recession may never be regained because manufacturing and service jobs are being outsourced and filled with overseas workers. (Losyk, Bob, 2005) These three developments—globalization, technological advances, and deregulation —spell endless opportunities.   “The marketplace isn’t what it used to be.” It is radically different as result of major, some times interlinking societal forces that have created new behaviors, new opportunities, and new challenges.

The World Health Organization says stress is a worldwide epidemic. A United Nations report labeled job stress as “the twentieth-century disease.” The American Institute of Stress in 2001 that stress cost organizations $300 billion in healthcare, workers compensation, absenteeism, and turnover. Healthcare costs are nearly 50 percent higher for workers who are highly stressed on the job (Goetzel et al., 1998).

Cooper (1997) summarizes stress as, “everything that deprives the person of purpose and zest that leaves him with negative feelings about himself, with anxieties, tension, and a sense of last ness, emptiness and futility.” Fontana (1989) draws the meaning of the world from the Latin stringere, meaning “to draw tight,” and from the French word distress, meaning to be placed under narrowness of oppression.

Emotional stress usually occurs when people considered situations difficulty or unable to manage. Physical stress refers to a physical reaction of the body to various triggers. Physical stress often leads to emotional stress and emotional stress often occurs as physical discomfort e.g. stomach cramps. (Losyk, Bob, 2005)

Pinneau (1975) defines stress as “any characteristic of the

job environment which poses a threat to the individual”. Mc Grath (1976) suggests situations have potentional for stress when they have demands which are perceived to threaten to exceed a person’s capabilities to meet them and where there are substantial differences in rewards and costs from meeting versus not meeting the demands. He adds, however, that the uncertainty of the rewards and costs also influences a person’s arousal (an indicator of stress).

Literature Review

There have been number of studies found on stress related to job and their related organizational factors such as role clarity, job satisfaction, organizational commitment etc. Few studies have also been conducted to study the stress among the marketing employees. Cooper & Marshal (1976) indicate that negative environmental factors are stressors (e.g. work overload, role conflict/ambiguity, poor working conditions) associated with a particular job, determine occupational stress.   Stress arises when a normal adjustive (coping) response cannot be found i.e., he is not able to cope any more and as such not able to get along with his job, resulting in propensity to leave the organization, absenteeism, and grievances. Schaffer (1954) opines that stress “is brought about when a highly motivated organism is unable to find and adjustive response to the problem confronting it. This may occur “under conditions variously described as trauma, frustration and conflict”.

Newman (1978) thus defines “job stresses as a condition wherein job-related factors interact with the worker to change (disrupt or enhance) his/her psychological or physiological condition such that the person (mind and/or body) is forces to deviate from normal functioning. They suggest that stress arises from conditions which may be regarded as either positive (enhancement or negative (disruption) thereby affecting the integrity of the individual. A person will be vulnerable (i.e. stressprone) in any situation in which a motive of some importance to his integrity is threatened i.e., it questions his ability. A stimulus must not only be of a given intensity to lead to stress, but it must also be `of a given kind’ for a particular person, related to his personality.

Jagdish (1983) investigated into the relationship of occupational stress with job satisfaction and mental health of first level supervisors. After reviewing studies of occupational role stress he felt that very little work has been done to examine the effect of occupational stress on the positive aspects of mental health. He also found very few studies

in the Indian context that examined the relationship between role stress and job satisfaction.

So far as stress among the marketing executives, negligible studies were found. As level of stress is rising in the area of marketing, it is the need of hours to study the different aspects of stress management in marketing management. So the present study attempt to study the reasons of stress among marketing executives, consequence to marketing employees, strategies adopted by marketing employees to remove the stress, level of stress among marketing executive working at different post and sectors.

Research Questions and Objectives of the Study

Stress is a part of day to day living of every individual. The college student may experience stress in meeting the academic demand, people on the job, businessmen may suffer stress to reach office in time and to complete the project on time and even the house hold ladies may experience stress in managing the home affairs.

Similarly persons who are engaged in marketing and sales related business are suffering from one or another type of stress in their day to day life. Specially marketing executive working at front level position is facing more stress. In the present cut-throat competitive world it is very difficult to live stress free life. The marketing world is not what it used to be. It is changing radically as result of major forces like technological advancement, globalization and deregulation. These forces have created new behaviour and challenges which leads to stress on them.
There is stiff competition in today’s business world. Business class people are facing intense competition from domestic and foreign brands which is resulting in rising promotion cost and shrinking profit margins. In this way there are different types of stress on person working in marketing field. But stress people experience should not be necessarily treated as harmful. An optimum amount of stress can always act as energizer or source of motivation and propel people to apply the effort and complete the tasks. In the same way a high level of stress can be serious threat to the personality of the individuals and can cause physiological and social problems.

Stress is not by definition synonymous with nervous tension or anxiety. On one side stress provides the meaning the means to express talents and energies and pursue happiness. On the other side it can cause exhaustion and illness, either physically or psychologically. There for it is very important to know the effect of stress on marketing personnel and its effects

on their work by asking following questions.
  1. What is the effect of stress on marketing job?

  2. Which type of stress is being suffered by marketing executives?

  3. Which are various factors which cause stress on them?

  4. What is the positive effect of stress on them?

  5. What is the negative effect of stress on them?

  6. Which types of steps or measure are adopted by them to remain stress free?

  7. Which things are done to remove stress?

  8. Which types of measures are adopted by various companies to reduce stress from their staff?

The present work is a humble attempt to understand stress a personal as well as organizational point of view. It throws light on research carried on marketing executive working in various sector like service, sales, promotion, concept selling, consumer durable, FMCG etc. The various objective of the study are:
    • To understand stress and   its effects

    • To find out the Degree of stress and stress removal strategies with special reference to marketing executive

    • To know the various reasons of stress among marketing executive

    • To find out physical, mental, social effect of stress in case of marketing job.

    • To find out various measures and steps to reduce stress

    • To know various method and technique of reducing stress

Hypothesis

1. Marketing employees working in different sectors are not facing same degree of stress

2. Marketing executive working at higher post do not face intensive stress

3. Level of stress is not depend on level of income

4. There is no relationship between Degree of stress and experience of employee

Research Methodology

The study used primary data to fulfill the objective of the study. Secondary data have been used as literature review to understand the various aspects of the study and to design the tools of data collection. On the basis of extensive literature review of past studies carried out and published in Indian as well as international scholarly journal. Structured questionnaire had been designed to collect the primary data. Questionnaire has filled up personally by visiting various institutions and meeting marketing executives. Persons who are doing marketing job in sales, distribution, promotion, product & brand or overall marketing service, FMCG, consumer durable or concept selling are included in the study work. Around 280 questionnaires have been filled up by various persons who are doing marketing or marketing related jobs. Out of these around 251 questionnaire have been 

found compete that have been analyzed. In order to study degree of stress and its consequence among marketing executves, Sample Quotas have been fixed for all four cities keeping in mind the population of the cities, sectors, nature of marketing job. Field investigators have been assigned sample quotas to collect the data with these screening criteria.   From two big cities – Ahmedabad & Vadodara, one district place – Anand and one small but metropolitan town -Vallabh Vidyanagar.

Major Findings of the Study

The study came out with valuable findings pertaining to sources of stress in marketing job, consequences of stress on marketing employees, various resolution strategies adopted by marketing employees to remove stress and personal resolution strategies adopted by marketing employees.

Stressors (sources) in marketing jobs

Marketing job is full of stress. There are different sources which causes stress on marketing people. Increasing competition is main reason for causing stress on marketing executives and least cause of stress is unhealthy competition from colleagues. Unachievable and unrealistic target is also one of the main causes of stress on marketing people. Both sales executive and marketing manager have stress in marketing job, but sales executive have more stress compare to marketing manager.

Marketing employees belonging to different experience group have different level of stress. The marketing employees who are fresh those who have less experience have less stress. The marketing employees who are in the in experience group of 16-20 years have more stress. Marketing employees who are working in different sector of marketing job have different level of stress. Marketing employees who are working in service sector have more stress than other sector like FMCG, consumer durable and concept selling.

Consequences (Impact) of Stress

Frustration and lose temperament among the marketing employees are the two major consequence of stress in marketing job It is found that Marketing employees do not drink or smoke more due to stress in their job                                                         Other consequences such as poor self confidence, health problem, mental imbalance, sleeping problem, boredom, and loneness have moderate impact due to stress.

Job related Stress Removal Strategies adopted by Marketing Employees
Different types of   resolution strategies are adopted by different groups of marketing executive to get relief from stress. Generally marketing employees try hard to achieve their target to remove stress

from their job and it was given first preference by them. Trying for better company was given second preference by them to remove stress marketing people try for better company when they are not satisfied with their present job. They also take help from their colleagues, friends, doctors etc. to remove job stress marketing executive find them selves free from the tension and stress when there is support from friend’s cooperation from their colleagues. Some marketing people adopt strategies of pleasing their boss to remove stress and reduce Burdon of work load.

Personal Stress Removal Strategies adopted by Marketing Employees
Different types of personal resolution strategies are adopted by marketing executive to get relief from stress Entertaining by watching films and TV was one of the personal resolution strategies that given first preference marketing employees to get relief from stress and going out and enjoying was given second preference. Marketing executive find them selves free from the tension and stress when they do physical exercise. Some marketing people adopt strategies of doing yoga or meditation to get relief from stress. Whenever there is too much stress they consult doctor to remove stress and sometimes they take stress relief medicines to get immediate and temporary relief from stress.

Nature of marketing job and Job Stress

Marketing people who are working in sales area have high stress due to frequent traveling and   marketing people who are working in marketing management area have low stress due to frequent traveling. Marketing people who are working in sales area have high stress due to job insecurity. And marketing people who are working in distribution area have low stress due to job insecurity.   Remaining marketing areas have moderate stress. Marketing people who are working in distribution area have high stress due to increasing competition   and marketing people who are working in general marketing area have low stress due to increasing competition.

Impact of Stress in different jobs of marketing

Marketing employees who are working in different areas of marketing jobs have different level of impact of stress. The marketing employees who are working in product & brand management get more frustrated due to stress and the marketing employees who are working in distribution get less frustrated due to stress.

The marketing employees who are working in product & brand management   have high temperament due to stress and the marketing employees who are working in distribution area have less problem temperament

due to stress. The marketing employees who are working in product & brand management   have more problem of boredom monotony due to stress and the marketing employees who are working general marketing area have less problem of boredom monotony due to stress.

Sector-wise Findings of Intensity of different stressors among Marketing Employees

Marketing employees who are working in different sector of marketing job experience different level of stress. Marketing people who are working in service sector have high stress due to job insecurity and marketing people who are working in consumer durable sector have low stress due to job insecurity. Marketing people who are working in FMCG sector have high stress due to Unachievable and Unrealistic target and marketing people who are working in general sector have low stress due to unachievable and unrealistic targets.

Marketing people who are working in service sector have high stress due to unsatisfactory rewards and marketing people who are working in FMCG sector have low stress due to unsatisfactory rewards. Marketing people who are working in consumer durable sector have high stress due to frequent traveling and marketing people who are working in general   sector have low stress due to frequent traveling. In all the stressor there is no difference in opinions but in stressor-less support from management, there may be difference of opinion.

Sector wise findings on Impact of Stress in different sector of marketing jobs.

Marketing employees who are working in different sectors have different level of stress and   the impact of stress is also different in different sector of marketing job. The marketing employees who are working in FMCG sector get more frustrated due to stress and the marketing employees who are working in general sector get less frustrated due to stress. The marketing employees who are working in FMCG sector have more health problem due to stress the marketing employees who are working in general sector have less health problem due to stress. The marketing employees who are working in service sector have more boredom monotony due to stress the marketing employees who are working in concept selling sector said that they have less boredom monotony due to stress. There is no difference of opinions among marketing executive for adoption of different job related stress resolving strategy except in case of high temperament, boredom/monotony and remaining idle.

Result of Hypothesis Testing

Generally people have notion that there is high degree of stress in all sector of

marketing job like service, FMCG, consumer durable, concept selling etc. but marketing employees working in different sector have different level of stress. So far as association between total stress and experience of marketing employees is concern there is no association between experience of marketing employees and degree of stress. Only in case of job insecurity and unhealthy competition from colleagues, there is some co-relation between income and degree of stress.

Findings of Co-relation also show that there is no relationship between experience of marketing employee and level of stress. ANOVA F test also clarify that degree of stress does not depends on experience of employee.
Generally people believe that as the income increase, the stress level also increase that mean if you are earning higher salary in marketing job you facing more stress. But so far as association between total stress and income, there is no association between these two. Carrying chi-square test for all the stress only in case of job insecurity and unhealthy competition from colleagues, there is co-relation between income and degree of stress

Findings of Factor Analysis
Out of ten stressors, it has been found that marketing employees are facing stress due to following three factors.

Unfavorable Policy of Company

This factor indicates the various aspects related to overall policy of company that marketing executives have to follow. Marketing executives face lots of stress because of job insecurity, unrealistic targets, unsatisfactory rewards, improper guidance from management.
Work Conflicts
This second factors include tedious paper work, unhealthy internal competition, improver guidance and training that result into inter personal and intra-personal conflict in the marketing job that caused to stress.
Competition
Marketing employee face considerable amount of stress due to competition from peers and competition in market, they also fed up by frequent traveling that further directed to stress.
Recommendations
As it is evident from the analysis that all marketing employees are suffering from considerable amount of stress due to one or other stressors such as job insecurity, unachievable and unrealistic target, unsatisfactory rewards, frequent traveling, tedious paper work, improper guidelines, absence of training, increasing competition, less support from management and unhealthy competition from colleagues. So following suggestion will provide guidelines to marketing employees who will help them to reduce or control level of stress from their job 

and from their life and make life stress free.

    ❖ Employer should provide proper training to marketing executives
    ❖ Time to time counseling sessions should also be arranged to reduce the confusion among marketing employees
    ❖ They should ensure the job security to marketing employees so they can work with a full concentration and sincerity
    ❖ The system should be simplified which involves less paper work and frequent reporting
    ❖ There must be sufficient gap between two traveling trip so that marketing executives will not stressed due to frequent traveling
    ❖ Satisfactory reward should be given to marketing employees
    ❖ Healthy climate of competition should be developing within the company and marketing executives should be guided properly by seniors to compete on the field.
    ❖ Favourable policy should develop that motivate marketing employees and reduce their dissonance and stress.
    ❖ Proper stress management training should be imparted that unable marketing executives to manage physical as well as metal stress.

Conclusion

Marketing people who are working in various private or public company or institutions or cooperative sector, they all more or less face the stress. Mainly stress in marketing job is because of three factors unfavourable policy of company, unhealthy competition and inters personal & intra personal conflicts. Marketing employees who are working in different areas of marketing jobs have different level of impact of stress like frustration, lose temperament. Poor self confidence, health problem etc. The marketing employees who are working in product & brand management more frustrated due to stress and the marketing employees who are working in distribution area said that they get less frustrated due to stress. It is evident from the previous research in the field of stress management that some amount of stress help to enhance the performance but excessive stress adversely influence the performance. Therefore management of the companies should design marketing policy in a such a way that it balance between stress (positive stress) and distress (negative stress)

Table-1 Intensity of different stressors on basis of Nature of Job

|Stressors                     |Nature of job                 |N               |Mean             |Std. Deviation           |
|Job Insecurity               |General                       |8               |2.75             |1.282                   |
|                             |sales                         |115             |3.12             |1.352               

    |
|                             |Distribution                 |29               |2.17             |1.365                   |
|                             |Promotion                     |13               |2.77             |1.235                   |
|                             |Product & Brand Management   |20               |2.80             |1.322                   |
|                             |Marketing Mgt.               |24               |2.58             |1.349                   |
|                             |Another                       |40               |2.78             |1.476                   |
|                             |Total                         |249             |2.85             |1.383                   |
|Unachievable and Unrealistic |General                       |7               |2.57             |1.272                   |
|targets                       |                             |                 |                 |                         |
|                             |sales                         |115             |3.35             |1.312                   |
|                             |Distribution                 |29               |3.55             |1.298                   |
|                             |Promotion                     |13               |3.46             |.967                     |
|                             |Product & Brand Management   |20               |3.10             |1.071                   |
|                             |Marketing Mgt.               |24               |3.13             |1.424                   |
|                             |Another                       |39               |3.28             |1.356                   |
|                             |Total                         |247             |3.30             |1.291                   |
|Unsatisfactory Rewards       |General                       |8               |3.13             |1.356                   |
|                             |sales                         |114             |2.94             |1.257                   |
|                             |Distribution                 |29               |2.59             |1.350                   |
|                             |Promotion                     |13               |2.77             |1.013                   |
|                             |Product & Brand Management   |20               |3.00             |1.522                   |
|                             |Marketing Mgt.               |24               |2.79             |1.141                   |
|                     

        |Any other                     |40               |3.15             |1.252                   |
|                             |Total                         |248             |2.92             |1.267                   |
|Frequent Traveling           |General                       |8               |2.50             |1.414                   |
|                             |sales                         |116             |2.99             |1.191                   |
|                             |Distribution                 |27               |2.85             |1.486                   |
|                             |Promotion                     |13               |2.54             |.877                     |
|                             |Product & Brand Management   |20               |2.60             |1.314                   |
|                             |Marketing Mgt.               |24               |2.38             |1.209                   |
|                             |Any other                     |41               |2.46             |1.380                   |
|                             |Total                         |249             |2.76             |1.272                   |
|Tedious paper work           |General                       |8               |3.50             |1.195                   |
|                             |sales                         |116             |2.59             |1.244                   |
|                             |Distribution                 |29               |2.79             |1.398                   |
|                             |Promotion                     |13               |2.85             |1.519                   |
|                             |Product & Brand Management   |20               |3.25             |1.410                   |
|                             |Marketing Mgt.               |24               |2.88             |1.424                   |
|                             |Any other                     |41               |2.59             |1.204                   |
|                             |Total                         |251             |2.74             |1.306                   |
|Improper guidelines           |General                       |8               |2.63             |1.598                   |
|                             |sales                         |116             |2.63             |1.355                   |
|                             |Distribution                 |28               |2.21             |1.031                   |
|                             |Promotion         

          |13               |2.85             |1.345                   |
|                             |Product & Brand Management   |20               |2.75             |1.482                   |
|                             |Marketing Mgt.               |23               |2.61             |1.270                   |
|                             |Any other                     |41               |2.95             |1.322                   |
|                             |Total                         |249             |2.65             |1.326                   |
|Absence of Training           |General                       |8               |2.50             |1.604                   |
|                             |sales                         |113             |2.66             |1.418                   |
|                             |Distribution                 |29               |2.38             |1.474                   |
|                             |Promotion                     |13               |2.62             |1.609                   |
|                             |Product & Brand Management   |20               |2.85             |1.663                   |
|                             |Marketing Mgt.               |24               |2.42             |1.501                   |
|                             |Any other                     |41               |2.56             |1.517                   |
|                             |Total                         |248             |2.60             |1.473                   |

Table-2: ANOVA for knowing the intensity of different stressors on the basis of nature of jobs

|Stressors                     |                               |Sum of Squares |do             |Mean Square               |
| Job Insecurity               |General                       |43             |2.58           |1.367                     |
|                               |                               |               |               |                           |
|                               |                               |               |               |                           |
|                               |                               |               |               |                           |
|                               |                               |               |               |                           |
|                               |Service                       |97             |3.14           |1.377                     |
|                               |FMCG                           |34             |2.71         

|1.338                     |
|                               |Consumer Durable               |28             |2.43           |1.425                     |
|                               |Concept Selling               |46             |2.80           |1.344                     |
|                               |Other                         |1               |4.00           |.                         |
|                               |Total                         |249             |2.85           |1.383                     |
|Unachievable and Unrealistic   |General                       |41             |2.93           |1.253                     |
|targets                       |                               |               |               |                           |
|                               |                               |               |               |                           |
|                               |                               |               |               |                           |
|                               |                               |               |               |                           |
|                               |                               |               |               |                           |
|                               |                               |               |               |                           |
|                               |Service                       |97             |3.49           |1.234                     |
|                               |FMCG                           |34             |3.53           |1.080                     |
|                               |Consumer Durable               |28             |3.14           |1.458                     |
|                               |Concept Selling               |46             |3.22           |1.397                     |
|                               |Other                         |1               |1.00           |.                         |
|                               |Total                         |247             |3.30           |1.291                     |
|Unsatisfactory Rewards         |General                       |44             |2.89           |1.298                     |
|                               |                               |               |               |                           |
|                               |                               |               |               |                           |
|                               |                               |               |               |     

                    |
|                               |                               |               |               |                           |
|                               |                               |               |               |                           |
|                               |Service                       |95             |3.21           |1.262                     |
|                               |FMCG                           |34             |2.94           |1.254                     |
|                               |Consumer Durable               |28             |2.75           |1.266                     |
|                               |Concept Selling               |46             |2.41           |1.127                     |
|                               |Other                         |1               |4.00           |.                         |
|                               |Total                         |248             |2.92           |1.267                     |
|Frequent Traveling             |General                       |44             |2.36           |1.222                     |
|                               |                               |               |               |                           |
|                               |                               |               |               |                           |
|                               |                               |               |               |                           |
|                               |                               |               |               |                           |
|                               |                               |               |               |                           |
|                               |Service                       |98             |2.84           |1.224                     |
|                               |FMCG                           |34             |2.68           |1.342                     |
|                               |Consumer Durable               |27             |3.22           |1.155                     |
|                               |Concept Selling               |45             |2.76           |1.384                     |
|                               |Other                         |1               |3.00           |.                         |
|                               |Total                         |249             |2.76           |1.272                     |
|Tedious paper work             |General                       |44             |2.66           |1.346       

              |
|                               |                               |               |               |                           |
|                               |                               |               |               |                           |
|                               |                               |               |               |                           |
|                               |                               |               |               |                           |
|                               |                               |               |               |                           |
|                               |Service                       |98             |2.65           |1.261                     |
|                               |FMCG                           |34             |3.12           |1.409                     |
|                               |Consumer Durable               |28             |3.11           |1.197                     |
|                               |Concept Selling               |46             |2.50           |1.312                     |
|                               |Other                         |1               |2.00           |.                         |
|                               |Total                         |251             |2.74           |1.306                     |
|Improper guidelines           |General                       |44             |2.52           |1.470                     |
|                               |                               |               |               |                           |
|                               |                               |               |               |                           |
|                               |                               |               |               |                           |
|                               |                               |               |               |                           |
|                               |                               |               |               |                           |
|                               |Service                       |98             |2.83           |1.355                     |
|                               |FMCG                           |34             |2.71           |1.194                     |
|                               |Consumer Durable               |26             |2.38           |1.098                     |
|                               |Concept Selling               |46             |2.52           |1.346               

      |
|                               |General                       |1               |3.00           |.                         |
|                               |Total                         |249             |2.65           |1.326                     |
|Absence of Training           |General                       |43             |2.42           |1.679                     |
|                               |                               |               |               |                           |
|                               |                               |               |               |                           |
|                               |                               |               |               |                           |
|                               |                               |               |               |                           |
|                               |                               |               |               |                           |
|                               |Service                       |97             |2.65           |1.458                     |
|                               |FMCG                           |34             |2.50           |1.212                     |
|                               |Consumer Durable               |28             |2.89           |1.524                     |
|                               |Concept Selling               |45             |2.51           |1.471                     |
|                               |Other                         |1               |4.00           |.                         |
|                               |Total                         |248             |2.60           |1.473                     |
|Increasing Competition         |General                       |43             |3.33           |1.340                     |
|                               |                               |               |               |                           |
|                               |                               |               |               |                           |
|                               |                               |               |               |                           |
|                               |                               |               |               |                           |
|                               |                               |               |               |                           |
|                               |Service                       |98             |3.48           |1.445                     

|
|                               |FMCG                           |34             |3.68           |1.319                     |
|                               |Consumer Durable               |28             |4.11           |1.100                     |
|                               |Concept Selling               |45             |3.69           |1.490                     |
|                               |Other                         |1               |3.00           |.                         |
|                               |Total                         |249             |3.59           |1.389                     |
|Less support from management   |General                       |42             |2.36           |1.165                     |
|                               |                               |               |               |                           |
|                               |                               |               |               |                           |
|                               |                               |               |               |                           |
|                               |                               |               |               |                           |
|                               |                               |               |               |                           |
|                               |Service                       |97             |2.96           |1.406                     |
|                               |FMCG                           |34             |3.12           |1.409                     |
|                               |Consumer Durable               |26             |2.27           |1.251                     |
|                               |Concept Selling               |46             |2.35           |1.386                     |
|                               |Other                         |1               |1.00           |.                         |
|                               |Total                         |246             |2.68           |1.381                     |
|Unhealthy competition from     |General                       |41             |2.15           |1.276                     |
|colleagues                     |                               |               |               |                           |
|                               |                               |               |               |                           |
|                               |                               |               |               |                           |
|   

                          |                               |               |               |                           |
|                               |                               |               |               |                           |
|                               |                               |               |               |                           |
|                               |Service                       |97             |2.75           |1.444                     |
|                               |FMCG                           |32             |2.94           |1.544                     |
|                               |Consumer Durable               |27             |2.48           |1.602                     |
|                               |Concept Selling               |45             |2.47           |1.604                     |
|                               |Other                         |1               |3.00           |.                         |
|                               |Total                         |243             |2.59           |1.486                     |

Table-4 Rotated Component Matrix (a)

|Stressors                             |Component                                       |
|                                     |1               |2               |3               |
|Job Insecurity                       |.697           |.081           |.097           |
|Unachievable and Unrealistic targets |.679           |.123           |.305           |
|Unsatisfactory Rewards               |.723           |.149           |.012           |
|Frequent Traveling                   |.136           |.263           |.640           |
|Tedious paper work                   |-.090           |.783           |.214           |
|Improper guidelines                   |.376           |.725           |-.044           |
|Absence of Training                   |.309           |.707           |.025           |
|Increasing Competition               |.005           |-.029           |.770           |
|Less support from management         |.532           |.350           |.239           |
|Unhealthy competition from colleagues|.331           |.022           |.650           |

Extraction Method: Principal Component Analysis.   Rotation Method: Varimax with Kaiser Normalization.
a   Rotation converged in 5 iterations.

Table-5 Result of Factor Analysis

|Sr. No.   |Rotation Method             |Factor                                                                                       |
|         |                             |1                 

                    |2                           |3                           |
|1         |Without rotation             |(Unachievable targets                 |( Unsatisfactory reward     |(Less support from magt.   |
|         |                             |( Improper guidelines                 |( Increasing competition   |                           |
|         |                             |( Absence of training                 |                           |                           |
|         |                             |( Less support from Magt.             |                           |                           |
|2         |Varimax rotation             |( Job Insecurity                     |(Tedious paper work         |(Frequent Traveling         |
|         |                             |( Unrealistic Targets                 |( Improper guidelines       |(Increasing Competition     |
|         |                             |( Unsatisfactory Rewards             |(Absence of Training       |( Unhealthy competition     |
|         |                             |                                     |                           |from colleagues             |
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