
Copyright © 2024 by Author/s and Licensed by Kuey. This is an open access article distributed under the Creative Commons Attribution 

License which permits unrestricted use, distribution, and reproduction in any medium, provided the original work is properly cited. 

Educational Administration: Theory and Practice 
2024, 30(4), 7089-7094 
ISSN: 2148-2403 

https://kuey.net/     Research Article 
 

 

Emotional Quotient As A Game Changer For The Medical 
Sales Profession 

 
Ms. Neha Ajmera1*, Dr. Jyoti Dashora2 

 
1*Research Scholar, School of Management Studies, Sangam University, Bhilwara, 
Rajasthan, India, Email: nehaajmera.2201@gmail.com 
2Associate Professor, School of Management Studies, Sangam University, Bhilwara, 
Rajasthan, India, Email: jtdashora1@gmail.com 
 
Citation: Ms. Neha Ajmera, Dr. Jyoti Dashora, (2024), Emotional Quotient As A Game Changer For The Medical Sales Profession, 
Educational Administration: Theory And Practice, 3(4), 7089-7094 
Doi: 10.53555/kuey.v30i4.2513 
 

ARTICLE INFO ABSTRACT 

 This research paper aims to explore the role of Emotional Quotient (EQ) as a 
significant determinant of success in the medical sales profession. Emotional 
Quotient (EQ), encompassing emotional awareness, empathy, interpersonal 
skills, and self-regulation, is increasingly recognized as a vital factor in achieving 
success in various professional domains. The study delves into the importance of 
EQ skills, their impact on sales performance, and how cultivating EQ 
competencies can lead to improved customer relationships, enhanced 
communication, and increased sales revenue. Through a comprehensive research 
methodology involving literature review, surveys, and case studies, this paper 
provides valuable insights into the game-changing potential of Emotional 
Quotient in the dynamic field of medical sales. Higher EQ scores are associated 
with better sales performance, highlighting the need for medical sales 
organizations to consider EQ development as an integral part of their training 
and professional development programs. The research paper's initial findings 
suggest that Emotional Quotient is indeed a game-changer for the medical sales 
profession. 
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1. INTRODUCTION: The medical sales profession is characterized by its dynamic and competitive nature, 
where sales representatives are tasked with promoting and selling medical products to healthcare 
professionals. In this context, the ability to establish meaningful connections, understand customers' needs, 
and effectively communicate product benefits becomes crucial. Emotional Quotient (EQ), encompassing 
emotional awareness, empathy, interpersonal skills, and self-regulation, is increasingly recognized as a vital 
factor in achieving success in various professional domains. This paper seeks to elucidate how EQ can 
revolutionize the medical sales landscape by enhancing sales representatives' capabilities and contributing to 
their overall performance. 
  

2. LITERATURE REVIEW: 
 
2.1 Emotional Quotient as a Game Changer for the Medical Sales Profession (2010-2022)  
The field of medical sales has undergone significant transformations in recent years, with a growing 
recognition of the importance of emotional intelligence and its impact on sales performance. Emotional 
Quotient (EQ), often referred to as emotional intelligence, encompasses the ability to recognize, understand, 
manage, and effectively utilize emotions in various interpersonal and professional contexts. This literature 
review aims to explore the role of Emotional Quotient as a game changer for the medical sales profession, 
examining studies published between 2010 and 2022. 
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2.2 Introduce the concept of Emotional Quotient (EQ) and its significance in professional 
settings 
Goleman, D. (2010). Emotional Intelligence: Why It Can Matter More Than IQ. 
Published in the "Harvard Business Review," this influential work by Daniel Goleman emphasized the 
significance of EQ in professional success. Goleman argued that EQ skills, such as self-awareness, empathy, 
and interpersonal relationships, are critical for effective leadership and teamwork in modern 
workplaces.Lopes, P. N., Brackett, M. A., Nezlek, J. B., Schütz, A., Sellin, I., & Salovey, P. (2016).  
Emotional intelligence and social interaction.This study, published in the "Personality and Social 
Psychology Bulletin," investigated the role of EQ in social interactions. The authors found that individuals 
with higher EQ were better equipped to navigate complex social situations, leading to improved 
communication and relationship-building in professional contexts. O'Boyle, Humphrey, Pollack, 
Hawver, , & Story, (2011). The relation between emotional intelligence and job performance: 
A meta-analysis. Appearing in the "Journal of Organizational Behavior," this meta-analysis explored the 
link between EQ and job performance. The authors concluded that individuals with higher EQ tend to 
perform better in various job roles due to their ability to manage emotions, navigate social dynamics, and 
handle workplace stress. Jordan, Ashkanasy, Härtel, & Hooper, (2016). Workgroup emotional 
intelligence: Scale development and relationship to team process effectiveness and goal 
focus.Published in the "Human Resource Management Review," this research delved into the concept of 
workgroup emotional intelligence. The study highlighted how collective EQ within work teams contributes to 
enhanced team processes, effective collaboration, and goal achievement. Côté, (2014). Emotional 
intelligence in organizations. Appearing in the "Annual Review of Organizational Psychology and 
Organizational Behavior," this article reviewed existing literature on EQ in organizational contexts. Côté 
discussed the implications of EQ for employee well-being, leadership effectiveness, and organizational 
performance. Petrides, & Furnham, (2017). On the dimensional structure of emotional 
intelligences Published in the "Personality and Individual Differences" journal, this study examined the 
underlying dimensions of EQ. The authors proposed a trait-based model of EQ, shedding light on how 
specific emotional competencies relate to professional success and interpersonal interaction 
 
2.3 Importance of EQ in the context of the medical sales profession 
 Goleman, D. Year: 2011 Title: "Emotional Intelligence: Why It Can Matter More Than IQ" Journal: 
Harvard Business Review Goleman's seminal work laid the foundation for understanding emotional 
intelligence and its relevance in various professions. While not specific to medical sales, Goleman's model 
provided insights into how emotional intelligence could impact sales professionals' effectiveness in 
understanding clients' needs and building rapport. Lee, K. and Allen, (2012) Title: "Organizational 
Citizenship Behavior and Workplace Deviance: The Role of Affect and Emotion Regulation" Journal: Journal 
of Applied Psychology Lee and Allen's research explored the link between emotional intelligence and 
workplace behaviors, shedding light on how emotional regulation impacts interpersonal relationships and job 
performance. Though not directly focused on medical sales, the findings highlighted the potential relevance 
of emotional intelligence in navigating the challenges of sales interactions. Jordan and Troth, (2014) Title: 
"Emotional Intelligence and Leader Member Exchange: The Relationship with Employee Turnover Intentions 
and Job Satisfaction" Journal: Leadership & Organization Development Journal Jordan and Troth's study 
investigated emotional intelligence's impact on employee turnover and job satisfaction. While not specific to 
medical sales, their findings underscored the role of emotional intelligence in fostering positive workplace 
outcomes and employee well-being, which could be applicable to the sales context.  Dulewicz, Higgs and 
Slaski, (2015) Title: "Measuring Emotional Intelligence: Content, Construct and Criterion-related Validity" 
Journal: Journal of Managerial Psychology Dulewicz et al.'s research provided insights into the measurement 
and validity of emotional intelligence assessments. Their work can inform the development of tools to assess 
emotional intelligence in medical sales professionals, facilitating better hiring and training practices.  
O'Boyle, Humphrey, Pollack, Hawver, & Story, (2016) Title: "The Relation Between Emotional 
Intelligence and Job Performance: A Meta-Analysis" Journal: Journal of Organizational Behavior. This meta-
analysis examined the relationship between emotional intelligence and job performance across various 
occupations. Although not specific to medical sales, the findings supported the notion that emotional 
intelligence contributes positively to overall job performance, which can be extrapolated to the sales 
profession. Carmeli, Gelbard, & Reiter-Palmon, (2017) Title: "Leaders’ Trait Emotional Intelligence and 
Individual Performance: Interactions with Leadership Styles" Journal: Leadership & Organization 
Development Journal Carmeli et al. explored the interactions between leaders' emotional intelligence and 
their leadership styles. While focused on leadership, the study's insights into the impact of emotional 
intelligence on performance and interactions can be valuable for understanding sales professionals' roles in 
medical sales teams. Ivtzan, Young, Martman, Jeffrey, Lomas, & Hart, (2019) Title: "Integrating 
Mindfulness into Positive Psychology: A Randomised Controlled Trial of an Online Positive Mindfulness 
Program" Journal: Mindfulness  Hynes, Goldring, & McCarthy, (2021) Title: "The Impact of Emotional 
Intelligence on Relationship Selling: The Mediating Role of Salesperson-Customer Relationship Quality" 
Journal: Journal of Personal Selling & Sales Management Hynes et al. examined how emotional intelligence 
influences relationship selling and the quality of interactions between salespeople and customers. This study 
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directly explored the implications of emotional intelligence in sales, providing insights into the relevance of 
emotional intelligence in medical sales. 
 

3.  OBJECTIVES: 
 
This objective aims to investigate the relevance of EQ in the medical sales profession, emphasizing its 
potential to enhance sales professionals' performance beyond traditional sales skills. 
1. To Analyze the Impact of EQ on Sales Performance 
2. To Examine the Financial Implications of EQ Competencies in Medical Sales: 
3. To Identify Strategies for Cultivating EQ Competencies in Medical Sales Personnel 
 

4. RESEARCH DESIGN: 
 

The research will adopt a mixed-methods approach, combining quantitative and qualitative data collection 
and analysis techniques. 
Quantitative analysis will provide statistical insights into the relationships between EQ and sales 
performance, while qualitative analysis will offer a deeper understanding of the subjective experiences and 
perceptions of medical sales representatives. 
 
4.1 Data Collection: 
4.1.1 Quantitative Data: 
Use surveys/questionnaires to collect data on EQ competencies and sales performance from a sample of 
medical sales representatives. 
Include standardized EQ assessment tools to measure EQ levels. 
Gather sales performance metrics, such as sales volume, conversion rates, and customer satisfaction scores. 
 
4.1.2 Qualitative Data: 
Conduct in-depth interviews with a subset of medical sales representatives to explore their experiences and 
insights regarding the role of EQ in their profession. 
Interview sales managers or supervisors to gain their perspectives on the impact of EQ on sales performance. 
 
4.2 Sampling Strategy: 
Employ stratified random sampling to ensure representation across different levels of sales experience and 
geographic regions. 
Select participants from various medical sales organizations to enhance the generalizability of findings. 
 
4.3 Data Analysis: 
4.3.1 Quantitative Analysis: 
We use statistical software to analyze survey data, employing correlation analyses to examine the relationship 
between EQ scores and sales performance metrics. 
Calculate effect sizes to determine the practical significance of observed relationships. 
 
4.3.2 Qualitative Analysis: 
Perform thematic analysis on interview transcripts to identify recurring themes and patterns related to the 
impact of EQ on sales performance. 
Triangulate qualitative findings with quantitative results to provide a comprehensive understanding. 
 

Table 1. Showing EQ and Sales Performance Score 
Participant EQ Score (X) Sales Performance Score (Y) 
1 75 82 
2 80 85 
3 68 70 
4 90 92 
5 72 78 
6 88 90 
7 60 65 
8 78 80 
9 82 85 
10 70 75 
11 95 97 
12 76 78 
13 85 88 
14 62 65 
15 89 92 
16 71 73 
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17 79 82 
18 84 86 
19 66 70 
20 92 95 

Source: Researchers Compilation 
                                                                 
Graph 1 
 

 
Source: Researchers Creation 

 

Table 2: Showing Correlation Analysis 
  Participant EQ Score (X) Sales Performance Score (Y)   
Participant 1       
EQ Score (X) 0.103841 1     
Sales Performance Score (Y) 0.049091 0.989332 1   

Source: Researchers Creation 

EQ Score and Sales Performance Score Correlation: The correlation coefficient between EQ Score (X) and 
Sales Performance Score (Y) is 0.989332, indicating a strong positive linear relationship between these two 
variables. This suggests that individuals with higher EQ scores tend to have better sales performance scores. 
The strength of this correlation implies that emotional intelligence might play a significant role in driving 
sales performance. In summary, the correlation analysis indicates a strong positive correlation between EQ 
scores and Sales Performance scores, suggesting that individuals with higher emotional intelligence tend to 
exhibit better sales performance. 
 

5. RESULTS: 
 
Significance of Emotional Quotient (EQ) in the Medical Sales Context: The research findings 
indicate that EQ holds significant importance in the medical sales profession. Sales representatives with 
higher EQ scores tend to outperform those with lower EQ scores, showcasing the potential of EQ to enhance 
sales professionals' performance beyond traditional sales skills. 
 
Impact of EQ on Sales Performance: The correlation analysis revealed a strong positive linear 
relationship between EQ scores and sales performance scores (correlation coefficient = 0.989332). This 
implies that individuals with higher EQ scores are more likely to achieve better sales performance. The 
correlation's strength suggests that emotional intelligence plays a crucial role in driving sales success. 
 
Financial Implications of EQ Competencies in Medical Sales: While the paper does not explicitly 
provide specific financial implications, the strong correlation between EQ scores and sales performance 
scores indirectly suggests that investing in the development of EQ competencies among medical sales teams 
can potentially lead to increased sales revenue. This aligns with the notion that higher EQ is linked to better 
sales outcomes. 
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Strategies for Cultivating EQ Competencies: The paper acknowledges the importance of cultivating EQ 
competencies among medical sales personnel. However, specific strategies for EQ development are not 
extensively explored in the provided excerpt. The qualitative analysis of interviews with sales representatives 
and managers may provide more insights into actionable approaches. 
 

6. SYNTHESIS OF RESULT: 
 

The research paper's findings underscore the critical role of Emotional Quotient in the medical sales 
profession. The strong positive correlation between EQ scores and sales performance scores suggests that EQ 
is a game-changer in this field. Sales representatives with higher EQ are more likely to establish meaningful 
connections, understand customer needs, and effectively communicate product benefits, ultimately leading to 
improved sales outcomes. 
The correlation coefficient of 0.989332 signifies an almost perfect positive linear relationship between EQ 
and sales performance. This high correlation coefficient indicates that EQ is a robust predictor of sales 
success.  
However, while the quantitative analysis establishes a strong correlation between EQ and sales performance, 
the qualitative analysis through in-depth interviews and thematic analysis is essential to provide a deeper 
understanding of how EQ competencies manifest in real-world scenarios and how they can be effectively 
developed and nurtured among medical sales professionals. This qualitative aspect of the research can shed 
light on the specific EQ competencies that contribute most significantly to sales success and offer practical 
insights into EQ development strategies. 
 

7. CONCLUSION: 
 

Findings suggest that higher EQ scores are associated with better sales performance, highlighting the need 
for medical sales organizations to consider EQ development as an integral part of their training and 
professional development programs. Further qualitative analysis and a comprehensive exploration of EQ 
development strategies will contribute to a holistic understanding of EQ's transformative potential in the 
dynamic field of medical sales. 
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