
Abstract 
This paper studies the impact between leadership styles and employees’ performance of the consumer banking in Hong Kong. A quantitative research was conducted by focusing the salesperson of the consumer banking in Hong Kong. This research will use questionnaire to collect the numerical and statistical data and it will target on the frontline/salespersons in the consumer banking in middle size bank in Hong Kong as the respondents.
Due to limited time constraints and resources, this research is not able to demonstrate a massive size of survey by delivering over hundreds of questionnaire to respondent for the data collection. 
A sample size of 30 was expected from salespersons of consumer banking of middle size bank in Hong Kong. The study used quantitative approaches and questionnaire was designed. A seven point Likert scale questionnaire will mainly be used in the questionnaire, the research aims to determine the impact of leadership style on employees’ sales performance by mean of the data collected from the questionnaire.
Excel software was used in analyzing in questionnaires. Demographic analysis, normality test, reliability test (Cronbach’s Alpha), descriptive analysis and regression analysis were presented. Descriptive statistics show that the most significant value associated with employee performance.
Also the important part of the research will be using those data collected from the questionnaire to identify if there is any correlation between those variables in the research and also to demonstrate the hypothesis testing between those variables in the research. 
According to the literature review, there are researches which had studied whether the leadership style has significant impact on the employees’ performance and many of the researches showed that certain leadership style do have significant impact on the employees’ performance.
This research desire to demonstrate hypothesis testing and see if the outcomes are different from those existing research. 










Introduction 
The purpose of this study is to investigate the impact of leadership style on employees’ sales performance in consumer banking of middle size bank in Hong Kong.
In the business world in nowadays, the business world is rapidly changing everyday due to keen competition on the external environment, corporate and organization need to take active and rapid response due to the change of political, economic, social and technical environment. Corporate and organization need to have great leader to help the organization to tackle those challenge due to the rapid changing environment and keen competition from the external environment.
Leadership is the concept which exists in organization, from (Bethel (1990), it mentioned that leadership has a strong ability to affect employee. Also from (Bohn and Grafton(2002)) it mentioned “ leadership is a new way that it creates a new vision and increase the self confidence in employees through coordination and communication.
Great leader always has the talent to influence their follower so that the follower will be willing to move to the goal set up by the organization. Leadership plays a crucial role in creating an enthusiastic atmosphere and culture in an organization (Alghazo &Al-Anazi, 2016)
Since it is important for corporation and organization to seek good leader with great leadership style to manage the organization.
Good leadership is essential not only for the good of the organization but also help the people within the organization to move towards the same direction as a result achieve the goal of the organization.
Many researcher, over the years, developed so many leadership theories which are good for the organization.
In this research, we are going to investigate the impact of transformational and transactional on the employees’ sales performance of consumer banking sector in Hong Kong.  As mentioned before, there are so many leadership style and theories developed over the years, in this research, this research will mainly focus on “Transformational leadership style” and “Transactional leadership style”.
Transactional – the leadership with transactional leadership style believe “rewards and punishment’ are effective to their followers in which leaders using transformational leadership style believe that liberty , sense of ownership and responsibility will help followers to develop skill and techniques.
Transformational leadership is a theory of leadership where a leader works with teams to identify needed change, creating a vision to guide the change through inspiration, and executing the change in tandem with committed members of a group; [2] it is an integral part of the Full Range Leadership Model.
Transformational leader are more flexible and more open to structural and functional changing in the organization especially emphasis on acquiring new technologies to evolve organization under the demanding needs of the rapid changing market
The findings of MacKenzie (2001) suggest that transformational leadership style had a great impact on the sales graph of an organization as well as the organizational association of the workers as compared to the transactional leader behaviors.
Some researchers think transactional leadership style focus on supervision organization or performance and it is the leadership style that leaders promote compliance to followers through rewards and punishments
•	Consumer banking in Hong Kong
Consumer banking also known as retail banking or personal banking. It refers to those banking services or banking activities that aim to provide their services to the general public but not the corporate or commercial entities.
Most of the consumer banks in Hong Kong provides “one-stop-shop” consumer banking services to their customers. Those services including general consumer banking services and wealth management services.
General banking services includes “saving and current accounts, personal loans, credit line, mortgages, debit and credit cards “. General banking service is the most popular banking services used by the banking customer. Nearly all individual may open their own personal account in different banks for various purpose, such as payroll account, general saving account, and current account. Credit services is only very important in the genera banking services. Many people will use mortgage services provided by the bank to purchase their property for residential purpose, also some people will use mortgage to purchase their car. Even people do not purchase property or car, nearly most of us will use the credit card provided from the bank for the daily consumption or expense purpose. 
Wealth Management services includes “investment, insurance, trust”. Wealth management services from retail banking customer is getting more and more important in the past two decades. Many customer will use bank to manage their personal investment such as buying securities, mutual fund, bond or other investment vehicle for their long term or short term asset appreciation or growth purpose. Some customers will buy insurance plan in the bank in order to provide financial protection to themselves or even their family members, this is particular important for those customers who are the breadwinner in their family. Other customers will buy insurance in the bank for estate planning purpose. “Trust” services is also important for those customers who aims for “capital preservation” of their asset in the bank. 
Over the past 10 years, online banking become one of the most important item for consumer banking and it will be long term strategic planning from banks on this regard. Using online banking, customer can instantly move money between accounts and also transfer their fund between different accounts no matter it is local or overseas account. Nowadays , online banking not only serve for fund transfer within customers’ accounts, customers can use the online banking platform to handle their investment such as buying/selling stocks, subscription/redemption of mutual fund, manage foreign exchange transaction or even initial public offer for local securities. This can definitely create a better experience to the customer for a more effective and convenience banking experience. Besides , it can also help to bank to reduce their operation cost since less tellers will be used for serving the customer since many banks will regard counter services is a nonprofit center. More and more tellers from the banks has been rotated to become frontline staff in order to help the bank to get more revenue from the daily banking activities. 



•	Competition/threat of consumer banking in Hong Kong
There has been a substantial changes of the consumer banking over the past few decades, back to 20 or even 30 years ago. Consumer banking division is one of the major “cash- cow’/revenue center of the banking corporation especially when the interest rate remained at a reasonable or high level, under the high interest rate era in 20 or 30 years ago. Consumer banking could make their revenue easier simply by doing the mortgage business or by mean of deposit business. Banks were able to get low cost money/fund via the deposit placed by the customers and placed their deposit with higher rate in the inter-bank money market. Bank could also get high revenue from the mortgage business under the reason that they could get low cost fund from the customers deposit but charge a higher interest rate to customers through the mortgage loan offered to those customers. 
However, good days cannot be lasted for long. Under the low interest rate environment over the past ten years, NIM (net interest margin – margin between the cost of fund getting from the bank and the interest rate charged to the customers through loan- business) was getting less and less and it is difficult for the bank to make profit through deposit or mortgage business. In order maintain the revenue from the banks, consumer banking divisions from the banks put a lot of effort on promoting those non-interest income business such as investment and insurance to their customers.
•	Leadership style and sales performance
Since investment and insurance business become the key income generator for the consumer banking, nearly all banks in Hong Kong put a very big effort on promoting these business in order to compensate the revenue that was previously generated from deposit and mortgage business. 
Due to the keen competition on those investment and insurance business from the consumer market among banks in Hong Kong. Also due the pandemic in 2020 which create huge impact on the consumer banking business, frontline banking staffs are facing more and more pressure to achieve the sales target. In order to achieve the sales performance, bank manager or leaders will use different management style to manage their staff with a view to achieve the sales target required by the senior management team. 
Different managers or leaders will use different management skill and leadership style to manage the sales team. Some manager will motivate their staffs, some manager will do a lot training to uplift the sales person skill with an expectation to enhance the sales performance. Some managers will be very tough to their subordinate and some managers may use incentive or reward to boost up the sales performance from the sales staff. As mentioned before, there are different of leadership theories, in this research, “transformational’ and “transactional’ leadership style will be studies in order to explore whether the transformational leadership style (followers have more liberty, sense of ownership and responsibility) or the transactional leadership style (reward and punishment) will have better impact on the employees sales performance.  Among those various manager or leadership style, which one is the most effective manager style which can help to enhance sales performance from frontline staffs? Whether frontline staffs will have a better sales performance under the concept of more liberty, sense of ownership or the frontline staffs will have better sales performance under better reward and less punishment?  This will be the answer that this research wants to explore.


Literature review 
“Democratic leadership style and Laissez-faire leadership style have positive impact on employees’ performance (private organization in Malaysia). This indicates that when democratic and laissez-faire leadership are applied, employees’ performance would be increased. Democratic leadership has higher impact than laissez-faire leadership style. However, for the autocratic leadership style, shows a significant negative impact employee performance which means employees performance will be decreased when autocratic leadership style has been applied”. (Abdul Basit , Veronica Sebastian & Zubair Hassan , 2017) Since organization or corporation needs capable leaders to manage their employees in daily operation in order to achieve the organization’s goal and target. Based on their research; “Democratic leadership has the greatest impact on employees’ performance than laissez-faire and autocratic leadership and it is recommended the organization in Malaysia should make use of democratic leadership style instead of autocratic leadership style to manage the employee in order to achieve better performance”.
However, further to their result of hypothesis testing, autocratic leadership has negative significant impact on employees’ performance. 
From the research on the “relationship of leadership styles, employees commitment and organization performance”, this paper aimed to explore the relationship between leadership styles, organization commitment and organization performance, that research showed employees’ organization commitment strongly mediated the process of impact of leadership style on the organization performance. Since this research set up several hypothesis, two hypothesis from the research are to test “if transformational leadership style has a significant impact on organization performance” and “if transactional leadership style has a positive impact on organization performance”. Based on the hypothesis testing result from this research, it showed transformational leadership has a significant impact on organization performance, also, transactional leadership style has a significant impact on organization performance. This study also showed a significant relationship between transactional leadership style and transformational leadership and organization performance. From this research, we also get more understanding that transformational leadership style is more flexible in increasing employees’ creativity and autonomy hence increasing the performance of the employees (Verda khan, Hafeez, Rizvi, Hasnain & Mariam, 2012). This research also cited the study from (McLaurin & AI-Amri (2008) , that research compared “both transformational and transactional leadership style and concluded that transactional leadership style is self -centered and want control over the organization policy whereas transformational leadership style believed in charisma and self –sacrifice and both are source of high organizational performance”. 
From Zhu (2005), it mentioned that transformational leadership is competitive advantage for organization to improve performance.
From the previous study conducted by MacKenzie (2001) showed a positive relationship of transformational leadership style and employee performance. 
In the research from Boseman (2008) showed a positive relationship between transactional leadership style organizational success. 


From the research by (Advani & Abbas, 2015), “impact of transformational and transactional leadership style on employees’ performance of banking sector in Pakistan”, they believes organization should use motivating, satisfying, idealized, influence/inspirational encouragement impact on their employees performance.
Their study highlights that the performance of banks are highly motivated with the effectiveness of Leadership qualities whereas transactional leadership and transformational leadership are very important within the organization. It is because organization performance will be enhanced with the effort from the employees. Employees can therefore enhance the overall performance of the bank and also the banking industries. 
From this research also shows that the hypothesis testing of “transformational leadership has not significant impact on employees’ performance of banking sector in Pakistan” had been rejected.
Also there was another hypothesis testing that “transactional leadership has significant impact on employees’ performance of banking sector in Pakistan “had also been rejected. 
Findings indicate that all the supervisory behavioral dimensions were statistically significant and positively related with sales force performance. Implications were drawn for future.

Research questions
The impact between the leadership styles on employees’ sales performance of the consumer banking in the middle size bank in Hong Kong.
Objective of the research 
To identify the if there is impact between the leadership styles on employee’s sales performance of consumer banking in Hong Kong 
Since there are various aspects of leadership style, our objective is not to identify the general leadership style on employees’ sales performance, but to identify the impact of particular leadership style on sales performance.
As mentioned from the literature review on the last paragraph, there are various type of leadership style, such as democratic leadership style, laissez-fair, transformational and transactional leadership style.
In this research , we shall mainly focus on transformational and transactional leadership style. 
The main objective of this research is to find out if there is any significant impact between transformational leadership style and employees’ sales performance and also if there is any significant impact between transactional leadership style and employees’ sales performance. I also want to find out, among transformational and transactional leadership style, which one has the greater impact on the employees sales performance. 
As mentioned in the paragraph of “Introduction”, frontline staffs in the consumer banking are facing more and more pressure in order to achieve their sales target or sales performance. Obviously, their leaders or manager will using different leadership/management style to manage them with a view that they can achieve their sales performance.  The research plans to explore which one has the better impact to consumer banking frontline staffs’ sales performance, transformational leadership style or transactional leadership style. Whether frontline staffs will have better sales performance it their manage gives them more freedom, liberty , sense of ownership and responsibility or the frontline staff will have better sales performance if their manager gives them more rewards and punishment?

Statement of question
Transformational and transactional leadership has important impact on the employees’ performance of consumer banking of middle size in Hong Kong.
Hypothesis testing 
H0 = the transformational leadership and transactional leadership has significant impact on employees performance of consumer banking in middle size banks in Hong Kong 
H0 = the transformational leadership has significant impact on employees performance of consumer banking in middle size banks in Hong Kong
H0 = the transactional leadership has significant impact on employees performance of consumer banking in middle size banks in Hong Kong
Scope of the study.
The importance of this study is that it will help the management team of the consumer bank to adopt the leadership style, build a result oriented environment and increase employee’s performance. This research is contributing for boost up the productivity of employees working in banks of Hong Kong especially on the middle size bank in Hong Kong, as this moment, there are many middle size bank in Hong Kong which have long history in the consumer banking business. Some of those banks are still a family business and may still using many classic or traditional way to manage their staff, some of them are really “old fashion” and “old school” which may not be effective or those management style may not be acceptable to banking world nowadays. 
This may be essential to the middle size bank which has consumer banking business, since their management style may be traditional and not able to meet the standard of the modern business in nowadays, through the research , it can provide them with reference which leadership style is effective and which particular leadership style has a significant impact on employees sales performance, under the competitive banking environment nowadays , it is important to know better on the leadership style which can enhance the sales performance and eventually enhance the profitability of the bank.





Methodology 
What is research methodology? -Research methodology is the specific procedures or techniques used to identify, select, process, and analyze information about a topic. In a research paper, the methodology section allows the reader to critically evaluate a study’s overall validity and reliability 
There are usually two major types of methodology in research, they are qualitative and quantitative research and both quantitative and qualitative researches has their advantages and disadvantages.
Quantitative research – quantitative research is the process of collecting and analyzing numerical data. It can be used to find patterns and make prediction, quantitative research is also used to test the causal relationship and generalize results to a larger population.
Qualitative research – qualitative research involves collecting and analyzing non-numerical data to understand the concept, idea, experience and comment. It will be used to collect in-depth insight from the problem and generate new idea, concept and prediction of the research 
Characteristics of the qualitative and quantitative research.
Qualitative research- Data collection in qualitative research can be occurred in naturalistic ways. Since it is common for qualitative research to use open end response, therefore, the data collection can be involved detailed descriptions of experience, feelings and perception from the respondents.
Although there are several advantages from qualitative research, however, some people think qualitative research are unreliable due to the uncontrolled factors that affect the data. Besides, it is also difficult to replicate the qualitative research and make qualitative research to be more labor intensive. 
Quantitative research-It is possible to replicate quantitative research because of the standardized data collection protocol also the data from large sample can be processed and analyzed by using reliable and consistent data analysis procedure. Quantitative research also enable the research to proceed hypothesis testing between variables.
Simply using the numerical or statistical data may inadequately represent complex concepts. Besides, predetermined variables in the quantitative research may neglect the other relevant observations.
My decision of methodology of this research- Under the definition from Bobbie, Earl R, quantitative methods emphasize objective measurements and statistical ,mathematical ,or numerical analysis of data collected through polls , questionnaires, and surveys, or by manipulating pre-existing statistical data using computational techniques, quantitative research focus on gathering numerical data and generalizing it across groups of people or to explain a particular phenomenon.
Which methodology (qualitative or quantitative researches) will be used will mainly depend on the nature of this research and the objective of the research. The objective of this research is to find out the most appropriate approach to answer the problem statement and research question.
As mentioned in the previous paragraph, the research question is to study the impact of leadership styles on employees’ sales performance in consumer banking in the middle sized bank in Hong Kong. 
The researcher plans to use the process designed by him to evaluate the strength of evidence from the smaller units of collection and provides a framework to finalize conclusion or making determination related to a population, the researcher plans to use a method to find out the reliably of using the outcomes from the smaller unit of collection to predict the result of a population. i.e.  The researcher wants to identify a sample of suitable respondents expected by him, collect data from those respondents and develop some outcomes from those data to predict the result of the population. 
This research prefer to collect numerical data to conduct the research instead of collect detailed description, feeling or experience from the respondent and also using polls, survey or questionnaire to collect those numerical data for further data analysis, under the reason this research may replicate some tests that had been done from existing research, using qualitative research and collect data like feeling or experience may not be appropriate since those information may not be reliable , under from numerical data, detail data like description , experience or feeling cannot be test for their reliability. As mentioned from the previous paragraph, one of the major objective in this research is to demonstrate the hypothesis testing on whether the “transformational” or “transactional” leadership style has significant impact on the employees’ sales performance.
In order to complete the research, the researcher plans to use hypothesis testing in order to test the idea or concept from the research question. The main purpose of “hypothesis testing” is to test whether there is sufficient statistical evidence in favor of a certain belief or concept. It is difficult for using data like description, experience or idea to demonstrate the hypothesis testing , usually hypothesis testing have to be done with numerical , statistical data under certain statistical process or procedure.
Besides, instead of getting comment or opinion, the researcher expects to use figures or data to do the research.
Therefore, quantitative research will be used in this research instead of qualitative research approach. 


Sampling 
Sampling is one of the important process in quantitative research, the main purpose of sampling in the research is to get the collection of the units and the researcher will make use of those collection of unit to produce accurate generalization of a larger group or population, researcher will use specific skill that will yield highly representative samples. 
Probability and non-probability sampling are two major types of sampling techniques. Probability sampling is the sampling technique that every unit form the population will specific chance of being selected. Non-probability sampling is the sampling technique that each unit in a population does not have a specific probability of being selected.
Probability sampling will not be used in this research since the research does not focus on every unit of the population and non-probability sampling will be used. There are different types of sampling techniques in the non-probability sampling; convenience sampling, quota sampling, purposive sampling and snow ball sampling. Convenience sampling will be used because it is convenience, easy to get, cheap and quick but error will easy be occurred, researcher will use quota sampling when the researcher wants to set up criteria of the group, such as gender, male and female. Purpose sampling will be used when the research is under special situation with special purpose, it will usually be the “difficult to reach” sampling. Snowball sampling is called network and starts from few people or cases and spread out. 
Among different non-probability sampling techniques, purposive sampling will be used in this research due to following reasons, first of all, this sampling technique provide the research with the justification to make generalization from the sample also it can provide high degree of flexibility to researcher which can help them to save time and money. When researcher use homogeneous purposive sampling technique to collect information, they can then select individual who have a shard set of characteristics, for example, if the researcher wants to know how the football players feel when their coach using transactional leadership style to manage them, the researcher can therefore follow the same process for the players who have similar background or characteristics.
Since purposive sampling will be used in this research, sample with special background has to be selected in order to serve for special purpose. Due to the reason that the research question is “The impact between the leadership styles on employees’ sales performance of the consumer banking in the middle size bank in Hong Kong”.
The research plans to have 20 to 40 respondents from the sample in this research, since the research is about leadership and employees’ sales performance, simply frontline staffs who is required to achieve sales performance will be the target respondents , manager or leader in the bank will not be the target respondents in the research, i.e. the research mainly focus on the data collected from the frontline sales staffs who is required to achieve sales performance rather than any managerial staffs in the bank. 
Apart from simply focus on frontline sales staffs as the target respondents, the research will also set up certain criteria that all those frontline sales staffs should be able to fully achieve/over achieve the sales target/performance over the past 12 months. The research will reject the respondent who is not able to achieve their sales target over the past 12 months. Only the final criteria will be all respondents have to work in the middle size bank at the moment.(In this research, for those respondents who are not working in the top 5 banks will be regarding as “working in the middle size bank in Hong Kong”).
Also it is believed those target respondents will have sufficient experience and knowledge to get a clear understanding on the content of the survey and also to provide proper information and data in research.
	
Data collection 
Quantitative data collection methods rely on sampling and structured data collection instruments that match with the diverse experiences into predetermined response categories, it produce results that are easy to summarize, compare and generalize. As mentioned in the previous paragraph, since the research set up several criteria for the sampling that is the structured data collection that match with the predetermined categories. 
There are different approaches for data collection in quantitative research, they are experiments, controlled observations, survey: questionnaires and polls. In this research, survey will be conducted through questionnaire in order to collect statistical from the target respondents mentioned from the above paragraph.
How to design the questionnaire – Questionnaire is a set of question used to conduct a survey, which is the process of gathering data from a group of people. In order to set up the right questionnaire, the researcher have to, first of all, set up a clear goal. This research is to collect data from the respondent the leadership style of their leader. Also as mentioned, before set up the questionnaire, the researcher has to know what does the research want to investigate or what kind of answer want to find out from the research question, besides, the questionnaire has to be designed for the target market in the research and also the target respondents, in this questionnaire, it target to those respondents who are the frontline sales staff of middle size bank who is able to achieve their sales performance in past 12 months. 
If the survey is carried out via physically interaction with the respondents, the researcher have to think about the place that the respondents are convenient. If it is an online market survey, the researcher has to understand which media or platforms or websites that are likely to be performed by the respondents easily and effectively. 
How to determine the scale of measurement – Survey scales are the indexes that measure those types of variables that are not directly observed but are instead inferred from the other variables that are directly measured. There are several scale of measurement. One of these types of scales, called the Likert scale, is the most popular type of scale.  Likert scale questions require survey respondents to select their level of agreement to a statement.  For example, response categories may be responses such as ‘strongly agree,’ ‘agree,’ ‘don’t know,’ or ‘disagree.’ “Likert scale will be used in the questionnaire of this research as the researcher expects the respondents to select their level of agreement.
In this research, the questionnaire will be divided into four section, the first section is the demographic information and would like to collect the data from the respondents regarding on their gender, age, highest level of education and the average monthly income. The second section is the questions regarding on the opinions from the respondents on the “transformational leadership style” of their leader. There will be all in total 9 questions and the answer will be in the form of “Likert scale of measurement “ , there will be 7 level of the Likert scale of all those 9 questions as follow;  ‘strongly disagree’ , ‘ disagree’, ‘slightly disagree’ , ‘neutral ‘ ,’ slightly agree’, ‘agree’ and ‘strongly agree’. The third section is the questions regarding on the opinions from the respondents on the “transactional leadership style” of their leader. Same as the questions on “Transformational leadership’, there will be all in total 8 questions and the answer will be in the form of “Likert scale of measurement “ , there will be 7 level of the Likert scale of all those 9 questions as follow;  ‘strongly disagree’ , ‘ disagree’, ‘slightly disagree’ , ‘neutral ‘ ,’ slightly agree’, ‘agree’ and ‘strongly agree’. The final section is the questions regarding on the “employees’ sales performance’, there will be 7 questions in this section and also same as section 2 and section 3, 7 level of Likert scale will be used. 
How to distribute questionnaire- Paper questionnaire is rather common for survey, due to popularity of internet and online platform, physical questionnaire will not be used in this research and online questionnaire will be used instead. The research will make use of the “google form” for the preparation of the questionnaire and distribute the questionnaire to the target respondents through email or “WhatsApp”. The approach is rather efficiency and effective as it can distribute the questionnaire to many respondents at the same time and therefore save time and money, also more conservative. Since it is more convenient to complete the questionnaire than the paper questionnaire, it is expected a higher responsive rate should be enjoyed in the research.
How the data collected- the research aim to have at least 20 but expect 40 qualified respondents can participate the questionnaire. Since the research itself sets up certain criteria on the respondents have to frontline sales staff, at least 100% achieved the sales target and also have to work at the middle size bank at the present time, only 30 qualified respondents have been identified and 25 of those respondents agreed to participate the survey/questionnaire. Eventually 20 qualified respondents completed the questionnaire and the data collected will be used to proceed for the “data analysis” process.

[bookmark: _GoBack]










Data Analysis 
Data analysis is the process to use statistical tools to illustrate and evaluate the data collected over the questionnaire. There are different sectors for data analysis in this research, which are the I) Demographic analysis, ii) Reliability test, iii) Descriptive Analysis, IV) Correlation Coefficient and v) Hypothesis by ANOVA.
Under the reason of no ‘access right’ of the SPSS program, all the data analyzed on the EXCEL, for interpreting the results from the data collected different statistical procedure were used. The check of the missing values was also done before statistical analysis.
Demographic analysis
Demographic analysis is a technique used to measure age, sex, and racial facts and low it changed overtime through basic demographic process of fertility (births), mortality (deaths) and migration(territorial movements)(Lucas 2002).
[image: ]

The demographic characteristics of this research were measured by gender, age, highest level of education and salary. Gender was categorized into males and females; 14 males and 6 females. The percentage are 70% and 30% respectively. Age was grouped into 20 to 29, 30 to 39, 40 to 49, 50 to 59, 60 or above; the frequency of respondents are 1, 8,6,5,0. The percentage are 5%, 40%, 30%, 25%, 0%. Highest level of education was grouped into 5 categories; high school, post-secondary level, Bachelor degree level, Master degree level, Doctorate level, with the frequency of 0,3,13,3,1 respectively. The percentages are 0%, 15% 65%, 15% and 5%. Salary was grouped into 6 categories; less than 20k, 20,001 to 40,000, 40,001 to 60,000, 60,001 to 80,000, 80,001 to 100,000 and over 100,000, with the frequency of 0, 0, and 8,5,4,3 respectively. The percentages are 0%, 0%, 40%, 25%, 20% and 15%.


Reliability test 
The criteria of Cronbach’s alpha for establishing the internal consistency reliability is: Excellent (alpha > 0.9), Good (0.7 < alpha <0.9), Acceptable (0.6< alpha < 0.7), Poor (0.5< alpha <0.6), Unacceptable (alpha <0.5).
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According to the above table, the overall Cronbach’s alpha value is 0.9861, this shows that data have excellent reliability in internal consistency. Transformational has the highest Cronbach’s alpha value (0.9894). This shows the highest reliability in internal consistency of 9 questions. Transactional has the second highest Cronbach’s alpha value (0.9709) which means that the data is highly reliable. The employees’ sales performance in Cronbach’s alpha value is 0.9128 which also shows that data is highly reliability in internal consistency. 

Descriptive Analysis
In descriptive analysis, the variable is ranked by referring to the values of the standard deviation and mean. The highest value of standard deviation from mean indicates the independent variables produce highest impact on the dependent variables. 
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Based on the table above, transformational leadership style has the highest mean value corresponding to the standard deviation which indicate that transformational leadership style is highly correlated to the employee’s sales performance than the transactional leadership style since the transactional has a lower mean 4.6188 than the transformational leadership style. 





Correlation Coefficient 
In this research, we are going to identify several sample correlation coefficient between variables in order to show the relationships between variables.
	 
	TM mean 
	EP mean 

	TM mean 
	1
	 

	EP mean 
	0.979859979
	1




Based on the table above, the researcher plans to show the correlation coefficient between the “Transformational leadership style”- TM and the “employees’ sale performance- EP. From the table, it is observed that the correlation coefficient is 0.979859979 between the “transformational leadership style” and “employees’ sale performance”. Since the coefficient is close to “1”, this means that there is a very high correlation between “transformational” and “employees’ sales performance”.
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Based on the table above, the researcher plans to show the correlation coefficient between the “Transactional leadership style”- TM and the “employees’ sale performance- EP. From the table, it is observed that the correlation coefficient is 0.849761754 between the “transactional leadership style” and “employees’ sale performance”. Since the coefficient is close to “1”, this means that there is a very high correlation between “transactional” and “employees’ sales performance”.
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Based on the table above, the researcher plans to show the correlation coefficient between the “Overall leadership style”- TM and the “employees’ sale performance- EP. From the table, it is observed that the correlation coefficient is 0...908055196 between the “Overall leadership style” and “employees’ sale performance”. Since the coefficient is close to “1”, this means that there is a very high correlation between “Overall leadership” and “employees’ sales performance.

When comparing with correlation coefficient among “Transformational leadership”, “Transactional leadership”, “Overall leadership” and “Employees’ sales performance, “Transformational” has highest correlation coefficient with the “Employees sales performance” and “Transactional “has the lowest correlation coefficient with the “employee’s sales performance. 

Hypothesis testing 
As mentioned in the previous paragraph, one of the major objective is to do the hypothesis testing as follows:
Two factor ANVAO without replication will be used in order to demonstrate the hypothesis testing.
“Two way ANOVA without replication: used when you have one group and you’re double-testing that same group. For example, you’re testing one set of individuals before and after they take a medication to see if it works or not”.
For first hypothesis - the transformational leadership and transactional leadership has significant impact on employees performance of consumer banking in middle size banks in Hong Kong
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The first row of the ANOVA it is comparing each respondents in each row, the F value is 15.076 and the F critical value is 1.867 and  the F value is greater than  F critical is the difference between each respondents performance.
Since we choose 0.05 for the alpha, Both P value of the row and column are less than 0.05 that leads us to determine the difference is statistically significant, since the p value of the column is less than 0.05 and have to reject the null hypothesis.




For the second hypothesis - the transformational leadership has significant impact on employee’s performance of consumer banking in middle size banks in Hong Kong
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The first row of the ANOVA it is comparing each respondents in each row, the F value is 89.78182 and the F critical value is 2.1682 and  the F value is greater than  F critical is the difference between each respondents performance.
Since we choose 0.05 for the alpha, P value of the row column are larger than 0.05 that leads us to determine the difference is statistically significant, since the p value of the column is less than 0.05 and have to accept the null hypothesis.
For the third hypothesis - the transactional leadership has significant impact on employee’s performance of consumer banking in middle size banks in Hong Kong
[image: ]

The first row of the ANOVA it is comparing each respondents in each row, the F value is 8.392734 and the F critical value is 2.1682 and  the F value is greater than  F critical is the difference between each respondents performance.
Since we choose 0.05 for the alpha, P value of the row column are larger than 0.05 that leads us to determine the difference is statistically significant, since the p value of the column is less than 0.05 and have to accept the null hypothesis.
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OL  EP mean 

OL  1

EP mean  0.908055196 1
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ANOVA

s of var SS FD MS F P-value F-crit

Row  55.90667 19 2.942456432 15.07675 0.0000000000029 1.867332

Column 19.08389 2 9.541943618 48.89162 0.000000000031 3.244818

Error 7.416278 38 0.195165213

Total  82.40684 59
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ANOVA

s o var SS Df MS F P-value  F criti

row 28.05809 19 1.476741705 89.78182 1.09003E-14 2.168251601

column 0.007497 1 0.007497166 0.455807 0.507723725 4.380749692

error 0.312514 19 0.016448114

total  28.3781 39


image8.emf
ANOVA

s var SS Df MS F P value  F criti

Row  43.68518 19 2.299219915 8.392734 0.00001152008944 2.168251601

Column 13.98165 1 13.9816548 51.03658 0.00000086244675 4.380749692

Error 5.205119 19 0.273953625

Total  62.87195 39
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Frequency Percent  Cumulative Percent(%)

Male  14 70% 70%

Female  6 30% 100%

20 to 29 1 5% 5%

30 to 39 8 40% 45%

40 to 49 6 30% 75%

50 to 59 5 25% 100%

60 or above 0 0% 100%

High school 0 0% 0%

Post secondary  3 15% 15%

Bachelor degree level  13 65% 80%

Master degree level  3 15% 95%

Doctorate  1 5% 100%

Less than 20k 0 0% 0%

20000 to 40,000 0 0% 0%

40001 to 60,000 8 40% 40%

60001 to 80,000 5 25% 65%

80001 to 100,000 4 20% 85%

Over 100,000 3 15% 100%

Variables 

Highest level of education

Salary 

age

Gender 
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Variables No. of items  Cronbach's Alpha value 

Overall 24 0.9861

Transformational  9 0.9894

Transactional  8 0.9709

Employees' sales performance 7 0.9128
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N Mean  Standard deviation 

Transformational  20 5.0222 1.3073

Transactional  20 4.6188 1.5167

Employees' sales performance 20 5.8286 1.0990

Valid N 20
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TN mean  EP mean 

TN mean  1

EP mean  0.849761754 1


