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Abstract:

The purpose of this study is to investigate the effect of sales orientation and marketing strategies
on organizational performance (Case study: Digi Kala Company). The research method is applied
according to the purpose and descriptive according to the data collection method and is specifically
based on the structural equation model using Amos software. The statistical population of the
personnel includes the personnel of Digi Kala company with a population of 2500 people, the method
of simple random sampling is a sample size of 327 people. A standard questionnaire was used to collect
data, the face validity and content of which were approved by university professors. The findings of
this study indicate that the regression coefficient between marketing strategy on performance (0.24),
our regression coefficient between sales orientation on performance in the final model (0.25), our
regression coefficient market orientation on marketing capabilities in the final model (0.19), our
regression is between learning orientation on marketing capabilities in the final model (0.22), our
regression is between marketing capabilities on performance in Digikala company in the final model
(0.34). In the studied model, the value of fit indices (CFI = 0.928, NFI = 0.903 and RMSEA = 0.075)
indicate the suitability of the model.

Keywords: Salesmanship, Marketing Strategy, Organizational Performance, Structural Equations.
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