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Abstract

Purpose — The aim of this study was to analyze the educational needs of distribution company salespeople in core
competencies for convergence and their general perception of convergence education. Furthermore, this study provides basic
data on core competencies for convergence needed by them.

Research design, data, and methodology — A survey was conducted on 104 distribution company salespeople who worked
near Seoul, Korea to analyze the perceptions of their educational needs in core competencies for convergence education,
according to their socio-demographic characteristics. The socio-demographic characteristics were gender, age, workplace size,
education background, work experience and business category. The questionnaire consisted of demographic factors (7
questions), general perception of convergence education (5 questions), perception of importance of core competency for
distribution company salespeople (9 questions), and current perception of distribution company salespeople on core
competency of convergence workers (9 questions). Park et al.(2014)’s categorization of convergence core competencies was
used: Cognitive convergence (creative thinking, critical thinking and understanding of convergence knowledge), convergence
performance (problem solving, communications, collaboration and application of convergence tools) and attitude toward
convergence (empathy and responsibility). Data was collected through an independent sample of t-tests and a one-way
analysis of variance and the Borich Needs Assessment Model was used to identify the educational needs of distribution
company salespeople in the core competencies of convergence education.

Results- The results show that the subjects recognized the need for convergence education to be high among the general
perceptions. The perception scores for workers of different backgrounds only varied according to the size of the business.
Moreover, the results of the educational needs analysis and the ranks of the required core competencies of convergence
workers by the subjects were as follows: 1. convergence knowledge understanding competency, 2. creative thinking
competency, 3. convergence tool application competency, 3. communications competency, 4. problem solving competency, 5.
collaboration competency, 6. critical thinking competency, 7. empathy competency, 8. responsibility competency.

Conclusions — This study highlights the necessity of developing university curriculum that can nurture the core competencies
of conversion education reflecting distribution company salespeople's requests as well as cultivating qualified convergence
workers required by distribution company workers.
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<Table 1> Demographic Information (N=104)

Variables No. Rate (%)
Male 57 54.8
Gender
Female 47 452
Under 31 20 19.2
31~35 26 25.0
Age 36~40 30 28.8
41~45 22 21.2
Above 45 6 5.8
Under 10 37 35.57
Workplace size 10 ~ 49 37 35.57
(people) 50 ~ 99 7 6.74
Above 99 23 2212
High school 1 1.0
) Junior college 10 9.6
E:éf;:ém University 49 471
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Ph. D 20 19.2
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<Table 2> Structure of Questionnaire

Variable No. of Questions | Cronbach' a

Demographic factors

Gender, age, work experience, educational background,

workplace size, business category, work position 7 )

General perception of convergence
education

Perception of convergence education, necessity of convergence

education 5 831

Perception of importance of core
competency for distribution company
salespeople

Creative thinking, critical thinking, knowledge of convergence,
problem solving, communications, collaboration, application of 9 911
convergence tool, empathy, responsibility

Current perception of distribution
company salespeople on core
competency of convergence workers

Creative thinking, critical thinking, knowledge of convergence,
problem solving, communications, collaboration, application of 9 .903
convergence tool, empathy, responsibility

<Table 3> Categories of Convergence Core Competencies

Division Sub-division

Definition

Creative thinking

Creative thinking is the ability to think innovative and outside of the box by identifying problems
from different perspectives.

Cogpnitive Critical
convergence thinking

Critical thinking is the ability to arrive at the best possible solution by identifying, analyzing and
solving problems systematically.

Understanding of
convergence knowledge

Understanding of convergence knowledge is the ability to combine information and resources
and eventually synthesize their individual perspectives.

Problem Solving

Problem solving is the ability to interact with others and convey information through verbal,
non-verbal, and written skills.

Communications is the ability to convey information with good verbal, non-verbal and written

Convergence Communications communication skills as well as interact with others.
performance . Collaboration is the ability to work well with others toward shared goals and function well in
Collaboration . -
social settings.
Application of Application of convergence tools is the ability to use various instruments efficiently and
convergence tools effectively to gather, produce and process information.
_ Empath Empathy is the ability to understand and respect diverse world views and relate well to people
'?“'tUdde pathy from varied backgrounds.
owar
convergence Responsibility Responsibility is the ability to do the things that individual is expected to do and accept the

consequences of actions.
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<Table 4> General perception of distribution company salespeople on convergence education (N=104)

81

Questions Min Max M SD
Have you heard of convergence education? 1 5 2.96 1.079
Do you think convergence education is effective for solving the current problems of college education? 1 5 3.60 .887
Do you think convergence education is necessary to develop creative problem solving? 2 5 3.89 .847
Do you think students who receive convergence education will perform better in future business fields
than those who do not receive it? 1 5 3.85 833
Do you think convergence education is necessary in college in the 4™ Industrial Revolution? 1 5 3.95 .949
Total 1 5 3.65 919
<Table 5> Perception of distribution company salespeople on convergence education according to their background (N=104)
Background Variable No. of People Mean SD t/F P-value Scheffe
Male 57 3.80 .801 "
Gender Female 47 3.45 545 2.52 .013
Under 31 20 3.54 .668
31~35 26 3.43 .605
Age 36~40 30 3.69 .785 1.599 181
41~45 22 3.85 714
Above 45 6 4.00 .809
Workplace Under 10 37 3.75 .529 a<c
o v L e | o |
(people) c<d
Above 99 23 3.57 .576
High school 1 2.20 .
. Junior college 10 3.66 772
E:gf::(‘)‘zﬁ University 49 364 662 107 374
Masters 24 3.67 721
Ph. D 20 3.71 .801
Under 6 40 3.61 .633
. 6~10 38 3.65 .830
Work experience 11~20 8 3.65 746 26 899
(years)
21~30 6 3.93 .845
Above 30 12 3.61 .568
General distribution 52 3.77 .593
Business category Medical distribution 29 3.44 .816 2.10 27
Miscellaneous 23 3.62 .798
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<Table 6> Difference in the importance of core competency of convergence workers of distribution company salespeople according to their
background (N=104)

Background Variable No. of People Mean SD t/F P-value
Male 57 4.35 .560
Gender Female 47 421 640 118 237
Under 31 20 4.28 .585
31~35 26 4.27 .588
Age 36~40 30 444 .386 1.78 138
41~45 22 4.03 .827
Above 45 6 4.53 .347
Workol Under 10 37 4.33 616
orkplace 10~4" 7 411 .
size 049 3 635 213 101
50~99 7 4.30 .621
(people)
Above 99 23 4.49 437
High school 1 3.22 .
Ed ional Junior college 10 4.37 .650
ucationa University 49 431 532 989 417
background
Masters 24 4.21 734
Ph. D 20 4.32 .549
Under 6 40 4.27 .558
Work . 6~10 38 4.26 .658
ork experience 11~20 8 4.34 554 781 540
(years)
21~30 6 4.15 .695
Above 30 12 4.62 413
Busi General distribution 52 4.32 575
usiness Medical distribution 29 4.30 592 313 732
category -
Miscellaneous 23 4.20 673

<Table 7> Difference in current level of core competency of convergence workers of distribution company salespeople according to their
background (N=104)

Background Variable No. of People Mean SD t/F P-value Scheffe
Male 57 3.66 .649
Gender Female 47 3.64 511 A73 863
Under 31 20 3.54 .585 1<3
31~35 26 3.63 449 1>5
Age 36~40 30 392 502 401 005 >
41~45 22 3.57 501 355
Above 45 6 3.01 1.140 4>5
Workol Under 10 37 3.52 .568
orkplace —
size 10~49 37 3.60 .653 209 106
50~99 7 3.96 .646
(people)
Above 99 23 3.83 426
High school 1 3.00 .
Educational Junior college 10 3.28 .840
ucationa University 49 3.55 540 3.397* 012
background
Masters 24 3.79 400
Ph. D 20 3.93 .619
Under 6 40 3.57 .526
Work . 6~10 38 3.65 534
ork experience 11~20 8 3.88 451 1.844 126
(years)
21~30 6 3.44 .805
Above 30 12 3.64 .657
General distribution 52 3.74 574
Business category Medical distribution 29 3.44 .680 2.70 .072
Miscellaneous 23 3.71 428
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<Table 8> Educational needs for core competency of distribution company salespeople (N=104)

Importance Current level
Division Sub-division Borich Rank
M SD M SD
Creative thinking 4.17 .806 341 .899 3.16 2
Cognitive ” —
Critical thinking 3.98 .836 3.47 .881 2.02 7
convergence
Understanding of convergence knowledge 4.21 .962 3.25 .900 4.04 1
Problem solving 4.36 787 3.71 .832 2.80 5
Convergence Communications 4.54 .709 3.87 .860 3.05 4
performance Collaboration 4.47 .800 3.90 .898 2.53 6
Application of convergence tools 4.07 .851 3.30 .880 3.13 3
Attitude toward Empathy 4.31 .825 3.85 .845 1.98 8
convergence Responsibility 4.50 763 411 .847 1.77 9
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