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This study began with an extensive literature review combined with a quantitative study and personality
trait testing and involves the medical sales representatives of several multinational pharmaceutical
companies which are members of the Taiwan Pharmaceutical Marketing and Management Association
(TPMMA). Their sales forces range from 50 to 200 and all used automation systems in their daily sales
operation. These systems were not the same for all companies, since they developed systems
independently of one another; however they were very similar in function and design. The members of
the sales force had different experience in using the systems and received different levels of support
and training. Similarly, each sales force management group was free to develop and use sales force
automation (SFA) systems based on their own business needs and financial standing. The product lines
were different for each sample company as was their competitiveness in the market place.
Key words: Pharmaceutical company, personality traits, human factor, Taiwanese enterprises, sales force
automation.
INTRODUCTION
Conceptual framework and research method for
personality traits and sales force automation usage is an
important topic. This quantitative study included 42
questions answered using the five-point Likert scale,
designed to measure the frequency of hits and degree of
agreement with sales force automation system usage by
medical sales representative in their daily sales
operations. These 42 questions were adopted from Engle
and Barnes (2000) and were categorized into five usage
grouping:
planning
and
territory
management,
administration and information exchange, within company
communication, active sales tools and passive sales
tools. The personality traits testing tool used was a 120item short version of the IPIP-NEO (International
Personality Item Pool Representation of the NEO PIR™). This is a public-domain tool for personality

*Corresponding author. E-mail: chengwu@mail.nkmu.edu.tw.

measurement, available from the IPIP website
(http://ipip.ori.org). The IPIP-NEO reports the individual
level of personality under each of the five domains in the
Five-Factor Model. Each domain is further broken down
into six subdomains for personality description (Costa
and McCrae, 1997; Goldberg, 1999a; Goldberg, 1999b;
Goldberg et al., 2006).
Personality traits, planning and territory management
Planning and territory management tasks require
conscientiousness individuals. It has been found in
previous studies that conscientiousness is positively
related to the efficient use of sales force automation
(SFA) for planning and territory management.
Hypothesis 1a: Conscientiousness is positively related to
the efficient use of SFA in planning and territory
management.
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Hypothesis 1b: Neuroticism is not related to the efficient
use of SFA for Planning and Territory Management.
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efficient use of SFA as an active sales tool.
Personality traits and passive sales tools

Personality traits, administration
information exchange

and

external

Given that customer training, customer education and
customer service involves others, it stands to reason that
sociable and gregarious individuals (like extroverts) are
need to fill them. Extraversion is positively related to a
passion for administration and external information.
Agreeable individuals with good interpersonal skills would
also be expected to have a positive relationship with
administration and external information.
Hypothesis 2a: Extraversion is positively related to the
efficiency use of SFA in relation to administration and
external information exchange.
Hypothesis 2b: Agreeableness is positively related to the
efficiency use of SFA in relation to administration and
external information exchange.

Activities involving the utilization of computers for more
passive selling purposes, such as the training of sales
representatives, learning about new products and
learning about competitor's products, may be more
attractive to someone who is more conscientious.
Conscientiousness may be positively related to the
attractiveness of passive sales tools. Openness in an
individual is negatively related to the belief in the
importance of intellectual curiosity and preference for
variety.
Hypothesis 5a: Conscientiousness is positively related to
the efficient use of SFA as a passive sales tool.
Hypothesis 5b: Openness is negatively related to the
efficient use of SFA as a passive sales tool.
EVALUATION OF THE EFFECT OF DEMOGRAPHIC
VARIABLES

Personality
traits
communication

and

within

company

Given that the receipt or delivery of information from
between the company and the customer takes a great
deal of interpersonal involvement, it would expect that
individuals with agreeable characteristics would be better
at creating positive relations within company
communication.
Extrovert-like people, who are talkative and active, would
be expected to be better for the receipt or delivery of
information.
Hypothesis 3a: Extraversion is positively related to the
efficient use of SFA for within company communication
Hypothesis 3b: Agreeableness is positively related to the
efficient use of SFA for within company communication.
Personality traits and active sales tools
Active sales tools include the use of computers for more
direct sales activity. Conscientious individuals who are
determined, strong-willed, and purposeful might be
somewhat positively related to attractiveness for active
sales tools. Openness in individuals, however, might
mean they are bored with repetitive tasks, so well have a
slightly negative relationship with attractiveness for active
sales tools.
Hypothesis 4a: Conscientiousness is positively related to
the efficient use of SFA as an active sales tool.
Hypothesis 4b: Openness is negatively related to the

Demographic characteristics comprise one of the factors
(other than personal and environmental) which play an
important role in determining the timing of the adoption of
an SFA system. Early adopters are usually younger,
better educated, higher income, more risk taking and
venturesome (Midgley and Dowling, 1983; Robertson et
al., 1984; Rogers, 1983). In other words, we would
expect that older, less well educated, risk averse, less
venturesome sales people who have spent less time in
the field and have less experience with computer
technologies to be less likely to welcome the adoption of
an SFA system and to underutilize it.
Age
There is a negative relationship between the age and
SFA adoption (Buehrer et al., 2005; Keillor et al., 1997). It
has been found that older sales reps are less or even
negatively inclined towards technology adoption.
Gender
Gender and sex are two commonly understood
definitions of gender in psychology. The first is a
psychological construct while the later is consistent with
biological sex (Bem, 1981). There have been a limited
number of studies related to gender differences in relation
to the decision making process and technology. The few
large studies on gender differences have focused on
mean differences between men and women with regards
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to their abilities, traits and psychological constructs
(Minton and Schneider, 1980). There has been a little
research done examining gender differences in response
to the decision making process (Barnett and Karson,
1989; Crow et al., 1991; Eccles, 1987; Tashakkori and
Thompson, 1991). The impact of gender difference has
been demonstrated in several large studies of student
populations using the computer and the internet for
different patterns and purposes. It has shown for
example, that men engage in more counterproductive
computer use than woman do (Cooper et al., 2000;
Morahan-Martin, 1998). Venkatesh et al. (2000)
examined gender differences in determining the adoption
and sustained usage of technology. They found that men
are more focused on the perceived usefulness of the
adopted technology while women are more conscious of
the perceived ease of use. Based on the Theory of
Planned Behavior (TPB), gender is a key moderating
variable in technology adoption and usage behavior.
Education
The findings across numerous product categories show
that early adopters have had considerable experience
with similar product categories and are already heavy
utilizes (Danko and MacLachlan, 1983; Dickerson and
Gentry, 1983; Frank et al., 1964; Peters and Venkatesan,
1973; Robertson, 1971; Taylor, 1977) Heavy utilizers tend
to be more highly educated and to understand the
systematic scientific method, and so they are able to
make full use of its features (Parathasarthy and Sohi,
1997).

Experience
In general, the amount of experience one acquires affects
performance (McDaniel et al., 1988; Schmidt et al.,
1986). McEnrue (1988) identified organization tenure, job
tenure and job experience as the three major dimensions
to "experience". Organization tenure means the time the
individual has spent in the current organization, while job
tenure refers to the time spent in the current job in the
current organization while job experience is the time
spent within the profession. Of these three dimensions,
job experience alone has been found to be a potential
predictor of performance (McEnrue, 1988). This
conclusion has been supported by other studies which
have also determined job experience to be the "dominant
experience-based predictor of job performance"
((McDaniel et al., 1988; Schmidt et al., 1986). However,
contrary findings have also been found. One study
related to software development projects concluded that
job experience has no effect on effectiveness but does on
efficiency (Faraj and Sproull, 2000). In the non-sales
context, empirical findings have shown a consistent but

not strong and robust relationship. In the sales context,
job tenure has been found to impact on customer selling
orientation (O'hara et al., 1991), which in turn affects
sales performance (Saxe and Weitz, 1982). Since this is
a study of pharmaceutical sales representatives,
therefore, "experience" in this study predominantly refers
to job tenure, as in the length of time at the current job in
the current organization, rather than job experience itself.
Knowledge seekers with different levels of experience
have different needs and expectations (Markus, 2001).
Inexperienced knowledge-seekers have greater need to
improve their job-related organizational, contextual and
domain know-how. They are therefore most likely to use
or rely on SFA system to improve their performance by
internalizing knowledge and for assistance with uploading
customer records, drafting plans and other sales works.
In contrast, experienced sales representatives already
have extensive experience and broad organizational,
contextual and domain knowledge. They are thus keen to
contribute knowledge to the SFA system rather than use
the system to acquire knowledge (Markus, 2001; Zack,
1999). This conclusion is supported by Keillor et al.
(1997), who found that more experienced salespeople
are less likely to be interested in the successful
implementation of a technology based sales program.
Hypothesis 6a: Younger medical representatives are
more likely to engage in more overall use of SFA systems
than are older medical sales representatives.
Hypothesis 6b: Male medical representatives are more
likely to engage in more efficient use of SFA systems than
are female medical sales representatives.
Hypothesis 6c: More highly educated medical sales
representatives are more likely engage in more overall
use of SFA systems than are less well educated medical
representatives.
Hypothesis
6d:
Experienced
medical
sales
representatives are less likely to engage in overall use of
SFA systems than are less experienced medical sales
representatives.
MATERIALS AND METHODS
The medical representatives enrolled in this study were convenient
sampling from the member company of Taiwan Pharmaceutical
Marketing and Management Association (TPMMA). The
questionnaires were provided by company sales assistants to every
medical sales representative in a meeting and were collected soon
the form was completed. In order to keep confidentially and privacy,
the purposes and limitation of the study was annotated in the cover
page, no critical or specific personal information needed and
mangers do not involve in the process of completing the form. After
double checked and rejected those incomplete surveys, a total of
139 questionnaires were valid for this research.
Key assumptions
1. SFA (one of the CRM initiatives) has been adopted by industries
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for more than a decade.
2. Respondents (vendor reps) must have experience with the use of
SFA whether they accept it or not. (Chen et al., 2011a,b)
3. Some respondents (professional sales representative) may
refuse to use SFA or be afraid of using it.
4. Respondents are member companies of the Taiwan
Pharmaceutical Marketing and Management Association (TPMMA).
Key concepts
1. Combined Technology Acceptance Model (TAM) and Theory of
Planned Behaviors (TPB), Performance Model of DeLone and
McLean (1992).
2. Personality theories: Traits Theory, the ‘Big 5’, and the Five
Factor Model’.
Research design
1. Sample source and size: 130 to 150 medical sales
representatives from foreign-origin pharmaceutical companies who
are members of the Taiwan Pharmaceutical Marketing &
Management Association (TPMMA)
2. Sample Method: convenient sampling.
3. Questionnaire design: personality trait scale, sales force
automation usage scale, demographic
modulator scale, content validity (Lawshe's Content Validity Ratios)
and reliability test (Cronbach's alpha).
4. Data analysis: principle component analysis (PCA) is used to
extract CSFs; the structural equation model (SEM) is used to
establish models; T-testing is used to test the hypotheses; logistics
regression.

RESULTS: RESEARCH TOOLS AND MEASUREMENT
VARIABLES
The questionnaire used in this study consisted of three
main parts; Part A, Demographic Data; Part B, SFA
Usage; and Part C, Personality Trait Survey Form.
Demographic questionnaire
The demographic variables included the following:
gender, age, marital status, spouse in possession, sales
experience before entering the pharmaceutical industry,
major in college, years of experience in using SFA
systems, origin of the company they work for, for
example, American, European, Japanese, etc.

Personality trait questionnaires
A revised version of Costa and McCrae’s (1999) NEO-PI
(NEO PI-R™) is used which consists of 240 items and is
considered to be the best five-factor model (FFM) for
measuring personality traits. The traits in the five factor
model (FFM) are assumed to be life-long personality
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traits (Costa and McCrae, 1991). Table 2 shows the
domains of NEO-PI used to discriminate between
different personality traits assembled by Costa and
McCrae (1998).
The personality trait test used in this study is the short
form of the IPIP-NEO (International Personality Item Pool
Representation of NEO-PI-R™) which has a 120-Item
inventory. The items were created by Dr. John A.
Johnson, Professor of Psychology, Pennsylvania State
University. The latest IPIP-NEO contains 2,414 items
assembled by Goldberg et al. (2006).
This personality testing report describes individual
levels of personal feelings, thoughts or behaviors in each
of the five broad personality domains of the FFM followed
by six more detailed descriptions of subdomains. The
computer program for this free public-domain personality
measure tool classifies individuals as scoring low,
average or high for a trait in accordance with the
following: lowest 30%, middle 40% or highest 30%. The
numerical score is reported as a percentile estimate. For
example, a score of "40" means that individual level on
that trait is in the middle range at 40% of persons of
similar age and sex. The descriptions of high and low
scores are usually accurate. However, the average
scoring individuals could be misclassified, especially if
their average scores are close to the low or high groups.
These "low" "average" and "high" scores should not be
equated with the good, the bad, and the ugly. The five
domains and thirty subdomains are described in Table 1.
Sales force automation usage questionnaire
The questionnaire for medical sales representative
utilization of sales force automation usage was primarily
adopted from Engle and Barnes (2000), the "Sales
Representative Sales Automation Survey". The reasons
for adopting this survey form are to extend their research
and the sample subjects of both studies are the same,
medical
sales
representatives
of
multinational
pharmaceutical companies. The survey questionnaire has
two parts, Part A: Ease of Use of SFA Technology and
Part B: Perceived Usefulness of SFA Technology in
Improving Job Performance. Moncrief's (1986) used
factor analysis to classify the data for 48 sales activities
into 10 activity dimensions. Engle and Barnes (2000)
further narrowed these into 35 sales activities applied to
the pharmaceutical industry under 5 task groups: Group
1, Planning and Territory Management, which refers to
areas where the representative are required to call on
customers, plan sales calls, prepare calls, and identify the
most important customers; Group 2, Administration and
External Information Exchange, which is related to
administration, customer training, customer education
and servicing the customer; Group 3, Within Company
Communication, containing items like receipt or delivery
of information from the company; Group 4, Active Sales
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Table 1. Domains and subdomains in the revised NEO personality inventory.

Openness
Conscientiousness
Extraversion
Agreeableness
Neuroticism

Fantasy, aesthetics, feelings, actions, ideas, values
Order, dutifulness, competence, achievement striving, self-discipline, deliberation
Warmth, gregariousness, assertiveness, activity, excitement
Trust, straightforwardness, altruism, compliance, modesty, tender-mindedness
Anxiety, angry hostility, depression, self-consciousness, impulsiveness, vulnerability

Adopted from Costa and McCrae (1997).

Table 2. Domain and subdomains by IPIP-NEO (120-item short version).

Openness
Conscientiousness
Extraversion
Agreeableness
Neuroticism

Imagination, artistic, emotionality, adventurous, intellect, liberalism
Self –efficacy, orderliness, dutifulness, achievement –striving, self discipline,, cautiousness
Friendliness, gregariousness, assertiveness, anxiety level, excitement seeking, cheerfulness
Trust, morality, altruism, cooperation, modesty, sympathy
Anxiety, anger, depression, self-conscientiousness, immoderation, vulnerability

Tools, involving items that indicate more computer use
directly related to sales-related activities; Group 5,
Passive Sales Tool, which consists of items indicating
computer use for more passive selling, include sales
representative training. In this study, the number of sales
activities has been narrowed to 27 classified into 5
activity dimensions or task groups in accordance with
selling practices and the usage of SFA systems in the
current Taiwan pharmaceutical environment. The revised
sales activities and activity dimensions or task groups are
summarized in Table 3.
Instrument and data analysis
The sample was restricted to medical sales
representatives (MR) whose companies have adopted
sales force automation to manage daily sales operations.
The companies should also be foreign-based
multinational companies, for example, American,
European or Japanese who are also member companies
of the TPMMA. There were a total of 150 questionnaires
distributed, with 144 completed and retrieved. The overall
rate of return was 96%. However, 5 questionnaires were
removed from the sample due to incomplete data, leaving
a total of 139 (51 American, 23 European and 65
Japanese) to be used in the study analysis.
DISCUSSION
There were two kinds of instruments used in this study.
The short form of the IPIP-NEO and the Sales Force
Automation Usage Survey adopted from Engle and
Barnes (2000). Since most of the medical sales
representatives could only read Chinese, the instruments

were translated and by Prof. Hung, a professor of
business management at a local university. Both English
and the Chinese translation were included in the survey
form. The bilingual questionnaire was given to ten
managers who are members of the TPMMA. These
subjects completed the IPIP-NEO and Sales Force
Automation usage and demographic instruments in the
range of 13 to 15 min. The reliability and validity of the
results were evaluated. After the evaluation of the pilot
tool, several questions were deleted and modified. The
bilingual questionnaire also submitted to the UMUC IRB
board for approval.
The medical representatives
involved in this study were sampled from member
companies of the TPMMA. The questionnaires were
distributed by company sales assistants to every medical
sales representative in a meeting and were collected as
soon as the form was completed. In order to maintain
confidentially and privacy, the purpose and limitations of
the study were noted on the cover page. No critical or
specific personal information was asked for and mangers
were not involved in the process of completing the form.
After double checking and rejecting incomplete surveys, a
total of 139 questionnaires were retained as valid for this
research.
Conclusions
Recently, advanced techniques in information theory has
been successfully applied to various fields, such as
managements on leisure and tourism industries (Yildirim
et al., 2009; Zhao et al., 2009; Tsai et al., 2008; Yang et
al., 2008b; Yeh et al., 2008; Chen and Chen, 2010a;
Chen et al., 2010e,g,h; Lee et al., 2010a,b; Chiang et al.,
2010; Tsai and Chen, 2010; Tsai and Chen, 2011),
engineering application (Lu, 2003; Chen, 2006; Chen et
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Table 3. Summary of activities and task groups in sales force automation usage.

Group

Planning and territory
management

Activities
(7) How frequently you make alternative customer calls when planned calls are not possible?
(13) How frequently do you identify the most important customers from your list of potential
customers?
(14) How frequently do you identify key opinion leaders within your territory?
(1) How frequently do you plan selling activities?
(11) How frequently do you record and retrieve customer call information?
(10) How frequently do you plan travel and territory management activities?

Administration and external
information exchange

(19) How frequently do you train or educate customers?
(16) How frequently do you learn about your company’s existing products?
(8) How frequently do you participate in local sales meetings?
(4) How frequently do you obtain work-related information from non-company databases

Within company communication

(2) Do you receive information from managers?
(3) How frequently do you receive information from the head office?
(5) How frequently do you provide information to managers?
(6) How frequently do you provide information to the head office?

Active sales tools

(27) Overall, how important is your computer as a tool to help you improve sales results?
(25) How important is your computer in sales presentations?
(20) How important is your computer for drafting call plans?
(26) How important is your computer for analyzing sales results?

Passive sales tools

(24) How important is your computer as a tool for developing your sales training skills?
(22) How important is your computer for providing and receiving product and technical
information?
(17) How frequently do you learn about new products?
(23) How useful is your computer in conferences, exhibits or customer group meetings?
(18) How frequently do you learn about competitive products

Adopted from Robert et al. (2000)

al., 2008d,e; Trabia et al., 2008; Tu et al., 2008; Yang et
al., 2008a; Shih et al., 2010b; Yeh and Chen, 2010),
architectural engineering (Chen et al., 2004, 2010i; Hsieh
et al., 2006; Chen, 2010a, b,c; Hsu et al., 2010; Chen,
2011c, d; Chen et al., 2011c, d; Liu et al., 2011; Tang et
al., 2011), satellite observations (Lin et al., 2009a, b; Lin
and Chen, 2010b; Lin and Chen, 2011; Yeh et al., 2011),
marine research (Chen et al., 2005a, b; Chen et al.,
2006a, b, c; Chen et al., 2007a, b,c,d,e, f; Chen et al.,
2008a, b, c; Tseng et al., 2009; Chen, 2009b, c; Chen et
al., 2009c; Chen, 2010d; Chen, 2011a, b, c), network
optimization (Chen et al., 2009g; Chen and Chen, 2010b;
Shih et al., 2010a, c; Kuo et al., 2010; Kuo et al., 2011;
Kuo and Chen, 2011a, b), system development (Chen,
2009a; Chen et al., 2009a, b, d, e, f; Chen, 2010c; Chen
et al., 2010a, c, d, f; Lin and Chen, 2010a; Shih et al.,
2011d; Tseng et al., 2011), educational improvement
(Chen et al., 2010b; Shih et al., 2010d; Shen et al., 2011;
Shih et al., 2011c) and robot manipulation (Hsiao et al.,
2005a, b, c,d, e; Chen et al., 2011a, b; Chen and Huang,

2011; Shih et al., 2011a, b; Lee et al., 2011).This study
contributes to a better understanding of the relationship of
personality traits to SFA usage. However, the work is not
without limitations. First, the information was obtained
from more than eight different organizations that adopted
different sales force automation systems, so
generalization beyond the specific setting could be
difficult and must be done with caution. Results from an
organization with a high level of user training and support
for SFA adoption might be quite different than those from
one without (Tanners et al., 2005). The study should be
conducted in two or three organizations that have the
similar SFA systems in terms of function, design,
competiveness and product line.
Secondly, the present study was administered to
medical sales representatives whose sales and customer
relationships are quite unique, so the findings cannot be
generalized to other types of selling situations that might
have different types of customer-sales relationships.
Although more than 150 surveys were collected, each
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would generate only one to two of the five personality
facets, meaning we might not have enough personality
traits to generalize the findings.
Thirdly, this study uses self-reporting measurement to
assess the experiences/feelings of the medical sales
representative in relation to their use of SFA systems.
Doubtless, there will be a subjective bias. However, this
bias has been substantially minimized and self-report's
validity enhanced due to the confidentiality agreement
(Singh, 2000).
It is anticipated that this study will help understand the
impact of personality traits on technology utilization by
studying the psychological aspects of users as defined by
the FFM. Additional work needs to be done focusing on
moderating factors such as the spouse in possession,
marital status and so on, that could affect the time that
users spend on technology adoption and long time
usage. Perhaps, this study will inspire others to explore
whether personality trait management will enhance the
willingness of sales representatives to buy into the
process early.
ACKNOWLEDGEMENTS
The author acknowledges the financial support from the
National Science Council of Taiwan, R.O.C., under
project number NSC 98-2221-E-366-006-MY2, NSC 1002221-E-022-013-MY2, NSC 100-2628-E-022-002-MY2.
The authors are also most grateful for the kind assistance
of Prof. NJ Tonukari, Chief-editor of Scientific Research
and Essays, and the constructive suggestions of the
anonymous reviewers all of which has led to the making
of several corrections and suggestions that have greatly
aided us in the presentation of this paper.
REFERENCES
Barnett JH, Karson MJ (1989). Managers, values, and executive
decisions: An esploration of the role of gender, career stage,
organizational level, function, and the important of ethics,
relationships and results in managerial decision-making. J. Bus.
Ethics, 8: 747-781.
Bem SL (1981). The BSRI and gender schema theory: A reply to
Spence and Helmreich. Psychol. Rev., 88: 369-371.
Buehrer RE, Senecal S, Pullins EB, Bolman E (2005). Sales force
automation usage –reasons, barriers and support: an exploratory
investigation. Indust. Mark. Manag., 34(4): 389-398.
Chen CW (2006). Stability Conditions of Fuzzy Systems and Its
Application to Structural and Mechanical Systems. Advances in
Engineering Software 37: 624-629.
Chen CW (2009a). Modeling and control for nonlinear structural
systems via a NN-based approach. Expert Systems with Applications
36, 4765-4772.
Chen CW (2009b). The stability of an oceanic structure with T-S fuzzy
models. Mathematics and Computers in Simulation 80: 402-426.
Chen CW (2010a). Modeling and fuzzy PDC control and its application
to an oscillatory TLP structure. Mathematical Problems in
Engineering- An Open Access Journal DOI: 10.1155/2010/120403.
Chen CW (2010b). Application of fuzzy-model-based control to
nonlinear structural systems with time delay: an LMI method. J. Vib.
Control, 16: 1651-1672.

Chen CW (2010c). Fuzzy control of interconnected structural systems
using the fuzzy Lyapunov method. J. Vib. Control, DOI:
10.1177/1077546310379625.
Chen CW (2011c). Modeling, control and stability analysis for timedelay TLP systems using the fuzzy Lyapunov method. Neural
Computing and Applications 20(4): 527-534.
Chen CW (2011d). Stability analysis and robustness design of nonlinear
systems: an NN-based approach. Applied Soft Computing 11(2):
2735-2742.
Chen CW, Chang ML, Tseng CP (2011a). The human factors of
knowledge sharing intention among Taiwanese enterprises: a
preliminary study, Human Factors and Ergonomics in Manufacturing
& Service Industries, accepted.
Chen CW, Chang ML, Tseng CP (2011b). The human factors of
knowledge sharing intention among Taiwanese enterprises: a model
of hypotheses,” Human Factors and Ergonomics in Manufacturing &
Service Industries, accepted.
Chen CW, Chen CY (2010b). Are educational background and gender
moderator variables for leadership, satisfaction and organizational
commitment. Afr. J. Bus. Manag., 4: 248-261.
Chen CW, Chen CY, Yang HC, Chen TH (2007a). Analysis of
Experimental Data on Internal Waves with Statistical Method.
Engineering Computations—Int. J. Computer-Aided Eng. Software
24: 116-150.
Chen CW, Chen PC, Chiang WL (2010i). Stabilization of adaptive
neural network controllers for nonlinear structural systems using a
singular
perturbation
approach.
J.
Vib.
Control,
DOI:
10.1177/1077546309352827.
Chen CW, Chen PC. (2010b). GA-based adaptive neural network
controllers for nonlinear systems. Int. J. Innovative Comput. Inf.
Control, 6: 1793-1803.
Chen CW, Chiang WL, Hsiao FH (2004). Stability Analysis of T-S Fuzzy
Models for Nonlinear Multiple Time-Delay Interconnected Systems.
Mathematics and Computers in Simulation 66(6): 523-537.
Chen CW, Chiang WL, Hsiao FH (2005a). Stability Analysis of T-S
Fuzzy Models for Nonlinear Multiple Time-Delay Interconnected
Systems. Mathematics and Computers in Simulation 66: 523-537.
Chen CW, Chiang WL, Tsai CH (2006a). Fuzzy Lyapunov Method for
Stability Conditions of Nonlinear Systems. Int. J. Artificial Intelligence
Tools, 15: 163-171.
Chen CW, Lin CL, Tsai CH (2007c). A Novel Delay-Dependent Criteria
for Time-Delay T-S Fuzzy Systems Using Fuzzy Lyapunov Method.
Int. J. Artificial Intelligence Tools, 16: 545-552.
Chen CW, Shen CW, Chen CY, Jeng MJ (2010c). Stability analysis of an
oceanic structure using the Lyapunov method. Engineering
Computations 27: 186-204.
Chen CW, Wang HL, Liu FR, Chen TH (2010f). Application of project
cash management and control for infrastructure. J. Marine Sci.
Techno., 18: 644-651.
Chen CW, Wang MHL, Lin JW (2009g). Managing target the cash
balance in construction firms using a fuzzy regression approach. Int.
J. Uncertainty, Fuzziness and Knowledge-Based Systems, 17(5):
667-684.
Chen CW, Wang, Morris HL, Lin JW (2009e). Managing target the cash
balance in construction firms using a fuzzy regression approach. Int.
J. Uncertainty, Fuzziness and Knowledge-Based Systems 17: 667684.
Chen CW, Yang, Peter HC, Chen CY, Chang AKH, Chen TH (2008b).
Evaluation of inference adequacy in cumulative logistic regression
models: an empirical validation of ISW-ridge relationships. China
Ocean Engineering 22: 43-56.
∞

Chen CW, Yeh K, Chiang WL, Chen CY, Wu DJ (2007f). Modeling, H
Control and Stability Analysis for Structural Systems Using TakagiSugeno Fuzzy Model. J. Vib. Control, 13: 1519-1534.
Chen CW, Yeh K, Liu FR (2009d). Adaptive fuzzy sliding mode control
for seismically excited bridges with lead rubber bearing isolation. Int.
J. Uncertainty, Fuzziness and Knowledge-Based Systems 17: 705727.
Chen CY (2009c). Amplitude decay and energy dissipation due to the
interaction of internal solitary waves with a triangular obstacle in a
two-layer fluid system: the blockage parameter. J. Marine Sci.

Chen et al.

Technol., 14 (4): 499-512.
Chen CY (2010d). Using discriminant analysis to determine the
breaking criterion for an ISW propagating over a ridge. Environmental
Fluid Mechanics, 10(5): 577-586, DOI: 10.1007/s10652-010-9172-1.
Chen CY (2011a). A critical review of internal wave dynamics. Part 2 –
Laboratory experiments and theoretical physics. J. Vib. Control, DOI:
10.1177/1077546310397561.
Chen CY (2011b). A critical review of internal wave dynamics. Part 1 –
Remote sensing and in-situ observations. J. Vib. Control, DOI:
10.1177/1077546310395971.
Chen CY (2011c). Statistical and dynamical analyses of propagation
mechanisms of solitary internal waves in a two-layer stratification. J.
Marine Sci. Technol., 16(1): 100-114, DOI 10.1007/s00773-010-0112z.
Chen CY, Chen CW, Tseng IF (2007e). Localisd mixing due to an
interfacial solitary wave breaking on seabed topography in different
ridge heights. J. Offshore Mech. Arctic Eng., 129: 245-250.
Chen CY, Hsu JRC, Chen CW, Cheng MH (2006b). Numerical model of
an internal solitary wave evolution on impermeable variable seabed
in a stratified two-layer fluid system. China Ocean Engineering 20:
303-313.
Chen CY, Hsu RC, Chen CW (2005b). Fuzzy Logic Derivation of Neural
Network Models with Time Delays in Subsystems. Int. J. Artificial
Intelligence Tools, 14: 967-974.
Chen CY, Hsu, John RC, Chen CW (2007). Wave propagation at the
interface of a two-layer fluid system in the laboratory. J. Marine Sci.
Technol., 15: 8-16.
Chen CY, Hsu, John RC, Chen CW (2007b). Generation of internal
solitary wave by gravity collapse. J. Marine Sci. Technol., 15: 1-7.
Chen CY, Hsu, John RC, Cheng MH, Chen CW (2008c). Experiments
on mixing and dissipation in internal solitary waves over two
triangular obstacles. Environ. Fluid Mech., 8: 199-214.
Chen CY, Huang PH (2011). Review of an autonomous humanoid robot
and
its
mechanical
control.
J.
Vib.
Control,
DOI:
10.1177/1077546310395974.
Chen CY, Lee WI, Kuo HM, Chen CW, Chen KH (2010d). The study of a
forecasting sales model for fresh food. Expert Systems with
Applications 37: 7696-7702.
Chen CY, Lin CL, Tseng, I. F., Chen CW (2007d). Dynamic behavior of
an internal solitary wave oscillating over variable bathymetry. Kuwait
J. Sci. Eng., 34: 153-166.
Chen CY, Lin JW, Lee WI, Chen CW (2010a). Fuzzy control for an
oceanic structure: A case study in time-delay TLP system. J. Vib.
Control, 16: 147-160.
Chen CY, Liu KC, Liu YW, Huang WC (2010h). A case study of
reinforced concrete short column under earthquake using
experimental and theoretical investigations. Struct. Eng. Mech., 36:
197-206.
Chen CY, Shen CW, Chen CW, Liu KFR, Jeng MJ (2009a). A Stability
Criterion for Time-Delay Tension Leg Platform Systems Subjected to
External Force. China Ocean Engineering 23: 49-57.
Chen CY, Shih BY, Chou WC (2011a). The development of autonomous
low cost biped mobile surveillance robot by intelligent bricks. J. Vib.
Control, DOI: 10.1177/1077546310371349.
Chen CY, Shih BY, Chou WC (2011b). Obstacle avoidance design for a
humanoid intelligent robot with ultrasonic sensors. J. Vib. Control,
DOI: 10.1177/1077546310381101.
Chen CY, Shyue SW, Chang CJ (2010g). Association rule mining for
evaluation of regional environments: Case study of Dapeng Bay,
Taiwan. Int. J. Innovative Comput. Inf. Control, 6: 3425-3436.
Chen CY, Tseng IF, Yang HC, Chen CW, Chen TH (2006c). Profile
Evolution and Energy Dissipation for Internal Soliton Transmitting
over Different Submarine Ridges. China Ocean Engineering 20: 585594.
Chen CY, Yang HC, Chen CW, Chen TH (2008a). Diagnosing and
revising logistic regression models: effect on internal solitary wave
propagation. Engineering Computations—Int. J. Computer-Aided
Eng. Software 25: 121-139.
Chen CY, Yang YF, Chen CW, Chen LT, Chen TH (2010e). Linking the
balanced scorecard (BSC) to business management performance: A
preliminary concept of fit theory for navigation science and
management. Int. J. Phys. Sci., 5: 1296-1305.

3791

Chen PC, Chen CW, Chiang WL (2008d). GA-Based Fuzzy Sliding
Mode Controller for Nonlinear Systems. Mathematical Problems in
Engineering- An Open Access Journal DOI: 10.1155/2008/325859.
Chen PC, Chen CW, Chiang WL (2009b). GA-based modified adaptive
fuzzy sliding mode controller for nonlinear systems. Expert Systems
with Applications 36: 5872-5879.
Chen PC, Chen CW, Chiang WL (2011d). Linear matrix inequality

H

∞
conditions of nonlinear systems by genetic algorithm-based
adaptive fuzzy sliding mode controller. J. Vib. Control, 17(2): 163173.
Chen PC, Chen CW, Chiang WL, Yeh K (2009f). A novel stability
condition and its application to GA-based fuzzy control for nonlinear
systems with uncertainty. J. Marine Sci. Technol., 17: 293-299.
Chen PC, Chen CW, Chiang WL, Lo DC (2011c). GA-based decoupled
adaptive FSMC for nonlinear systems by a singular perturbation
scheme. Neural Computing and Applications 20(4): 517-526.
Chen TH, Chen CW (2010). Application of data mining to the spatial
heterogeneity of foreclosed mortgages. Expert Systems with
Applications 37: 993-997.
Chen TH, Chen CY, Yang CH, Chen CW (2008e). A Mathematical Tool
for Inference in Logistic Regression with Small-Sized Data Sets – A
Practical Application on ISW-Ridge Relationships. Mathematical
Problems in Engineering- An Open Access Journal DOI:
10.1155/2008/186372.
Chen TH, Yang HC, Chen CY, Chen CW (2009c). Application of Logistic
Regression Model: Propagation Effect on Internal Soliton. J. Chung
Cheng Inst. Technol., 37: 1-10.
Chiang WL, Chiou DJ, Chen CW, Tang JP, Hsu WK, Liu TY (2010).
Detecting the sensitivity of structural damage based on the HilbertHuang transform approach. Engineering Computations 27: 799-818.
Cooper A, Delmonicao DL, Burg R (2000). Cyberses users, abusers,
and compulsives: new findings and implications. Sexual Addiction
and Compulsivity, 7, 5-29.
Costa PT Jr, McCrae RR (1998). The revised NEO Personality
Inventory (NEO-PI-R) and NEO five-factor-inventory (NEO-FFI).
Professional Manual, Psychological Assessment Resources, Odessa,
FL.
Costa PT, McCrae PR (1992). The revised NEO Personality Inventory
(NEO-PI-R) and NEO five-factor-inventory (NEO-FFI). Professional
Manual, Psychological Assessment Resources, Odessa, FL.
Costa PT, McCrae RR (1997). Stability and change in personality
assessment: The revised NEO personality inventory in the year of
2000. J. Personality Assessment, 68, 86-94.
Costa, P.T., & McCrae, R.R. (1999) Reply to Goldberg, In Mervielde I,
Deary I, De Furty F, Ostendorf F (Eds.) Personality psychology in
Europe, 7, 29-31. Tilburg, The Netherlands:Tilburg University Press.
Crow SM, Fok LY, Hartman SJ, Payne DM (1991). Gender and values:
what is the impact on decision making? Sex Roles, 25: 255-268.
Danko W, MacLachlan JM (1983, June/July). Research to accelerate
the diffusion of a new invention. J. Advert. Res., 23: 39-43.
DeLone WH, McLean ER (1992). Information system success: the
quest for the dependent variable. Inf. Syst. Res., 3(1): 60-95.
Dickerson MD, Gentry JW (1983, September). Characteristics of
adopters and non-adopters of home computers. J. Consum. Res., 10,
225-235.
Eccles J (1987). Gender roles and women's achievement-related
decisions. Psychol. Women Q., 11: 135-171.
Engle RL, Barnes ML (2000). Sales force automation usage
effectiveness, and cost benefit in Germany, England and the United
States. J. Bus. Indust. Mark., 15(4): 216-241
Faraj S, Sproull L (2000). Coordinating expertise in Software
Development Team. Manag. Sci., 46(12): 1554-1568.
Frank RE, Massy WF, Morrison DG (1964). The determinants of
innovative behavior with respect to a branded, frequently purchased
food products. Proceedings of American Marketing Association,
Smith GL (Ed.), American Marketing Association, Chicago, IL,
pp.312-323.
Goldberg LR (1999a). A broad-banwidth, public domain, personality
inventory measuring the lower-level facets of several five-factor
models. In Mervielde I, Deary I, De Furty F, Ostendorf F (Eds.)
Personality psychology in Europe, Tilburg,The Netherlands:Tilburg

3792

Sci. Res. Essays

University Press. 7: 7-28.
Goldberg LR (1999b). Response to Costa and McCrae. In Mervielde I,
Deary I, De Furty F, Ostendorf F (Eds.) Personality psychology in
Europe, Tilburg, The Netherlands:Tilburg University Press. 7: 33-34.
Goldberg LR, Johnson JA, Eber HW, Hogan R, Ashton MC, Cloninger
CR, Gough HG (2006). The international personality item pool and
the future of public-domain personality measures. J. Res. Personal,
40: 84-96.
Hsiao FH, Chen CW, Liang YW, Xu SD, Chiang WL (2005e). T-S Fuzzy
Controllers for Nonlinear Interconnected Systems with Multiple Time
Delays. IEEE Trans. Circuits & Systems-I：Regular Papers, 52:
1883- 1893.
Hsiao FH, Chen CW, Wu YH, Chiang WL (2005a). Fuzzy Controllers for
Nonlinear Interconnected TMD Systems with External Force. J.
Chinese Inst. Eng., 28: 175-181.
Hsiao FH, Chiang WL, Chen CW (2005d). Fuzzy Control for Nonlinear
Systems via Neural-Network-Based Approach. Int. J. Comput.
Methods Eng. Sci. Mech., 6: 145- 152.
Hsiao FH, Chiang WL, Chen CW, Xu SD, Wu SL (2005c). Application
and Robustness Design of Fuzzy Controller for Resonant and
Chaotic Systems with External Disturbance. Int. J. Uncertainty,
Fuzziness and Knowledge-Based System 13: 281-295.
Hsiao FH, Hwang JD, Chen CW, Tsai ZR (2005b). Robust Stabilization
of Nonlinear Multiple Time-Delay Large-scale Systems via
Decentralized Fuzzy Control. IEEE Trans. Fuzzy Systems 13: 152163.
Hsieh TY, Wang MHL, Chen CW (2006). A New Viewpoint of S-Curve
Regression Model and its Application to Construction Management.
Int. J. Artificial Intelligence Tools, 15: 131-142.
Hsu WK, Huang PC, Chen CW, Chang CC, Hung DM, Chiang WL
(2010). An integrated flood risk assessment model for property
insurance industry in Taiwan. Natural Hazards, DOI 10.1007/s11069011-9732-9.
Keillor BD, Bashaw E, Pettijohn CE (1997). Salesforce automation: the
relationship between attitudes toward technology experience and
productivity. J. Bus. Indust. Mark., 12(3/4): 209-219.
Kuo HM, Chen CW (2011a). Application of quality function deployment
to improve the quality of Internet shopping website interface design.
Int. J. Innovative Comput. Inf. Control, 7(1): 253-268.
Kuo HM, Chen CW (2011b). A novel viewpoint on information and
interface design for auction website. Human Factors and Ergonomics
in Manufacturing & Service Industries, DOI: 10.1002/hfm.20274.
Kuo HM, Chen CW, Chen CW (2010). A behavioral model of the elderly
Internet consumer: a case study. Int. J. Innovative Comput. Inf.
Control, 6(8): 3507-3518.
Kuo HM, Chen CW, Chen CW (2011). A study of merchandise
information and interface design on B2C websites. J. Marine Sci.
Technol., 19(1): 15-25.
Lee WI, Chen CW, Chen TH, Chen CY (2010a). The relationship
between consumer orientation, service value, medical care service
quality and patient satisfaction: The case of a medical center in
Southern Taiwan. Afr. J. Bus. Manag., 4: 448-458.
Lee WI, Chen CW, Wu CH (2010b). Relationship between quality of
medical treatment and customer satisfaction - a case study in dental
clinic association. Int. J. Innovative Comput. Inf. Control, 6: 18051822.
Lee WI, Chen CY, Kuo HM, Sui YC (2010c). The development of halfcircle fuzzy numbers and application in fuzzy control. J. Vib. Control,
16 (13): 1977-1987, DOI: 10.1177/1077546309349849.
Lee WI, Chiu YT, Liu CC, Chen CY (2011). Assessing the effects of
consumer involvement and service quality in a self-service setting.
Human Factors and Ergonomics in Manufacturing & Service
Industries, DOI: 10.1002/hfm.20253.
Lin CL, Wang JF, Chen CY, Chen CW, Yen CW (2009b). Improving the
generalization performance of RBF neural networks using a linear
regression technique. Expert Systems with Applications 36: 1204912053.
Lin ML, Chen CW (2010a). Application of fuzzy models for the
monitoring of ecologically sensitive ecosystems in a dynamic semiarid landscape from satellite imagery. Engineering Computations 27:
5-19.

Lin ML, Chen CW (2010b). Stability analysis of community and

ecosystem hierarchies using the Lyapunov method. J. Vib. Control,
DOI: 10.1177/1077546310385737.
Lin ML, Chen CW (2011). Using GIS-based spatial geocomputation
from remotely sensed data for drought risk-sensitive assessment. Int.
J. Innovative Comput. Inf. Control, 7(2): 657-668.
Lin ML, Chen CW, Wang QB, Cao Y (2009a). Fuzzy model-based
assessment and monitoring of desertification using MODIS satellite
imagery. Eng. Comput., 26: 745-760.
Liu TY, Chiang WL, Chen CW, Hsu WK, Lu LC, Chu TJ (2011).
Identification and monitoring of bridge health from ambient Vibration
data. J. Vib. Control, 17(4): 589-603.
Lu LT, Chiang WL, Tang JP, Liu MY, Chen CW (2003). Active Control
for a Benchmark Building Under Wind Excitations. J. Wind Eng.
Indust. Aerodynamics, 91(4): 469-493.
Markus ML (2001, Summer). Toward a theory of knowledge reuse:
types of knowledge reuse simulation and factor in reuse success. J.
manag. Inf. Syst., 18(1): 57-93.
McDaniel, M.A., Frank, L.S., John, E.H. (1988). Job experience
correlates of job performance. J. Appl. Psychol., 73(2): 327-330.
McEnrue MP (1988). Length of experience and the performance of
managers in the establishment phase of their career. Acad. Manag.
J., 31(1): 175-184.
Midgley DF, Dowling DF (1983). Innovativeness: the concept and its
measurement. J. Consum. Res., 4: 229-242
Minton HL, Schneider FW (1980). Differential psychology. Prospect
Heights, IL; Wavelan Press.
Moncrief WC (1986). Selling activity and sales promotion taxonomies for
industrial sales force. J. Mark. Res., 23(3): 261-270.
Morahan-Martin J (1998). The gender gap in internet use: why men use
the internet more than women – a literature review. CyberPsychol.
Behav., 1: 3-10.
O'Hara BS, James SB, Mark WJ (1991). The influence of personal
variables on saleseperson selling orientation. J. Personal Selling
Sales Manag., 11(1): 61-67.
Parthansarathy M, Sohi RS (1997). Salesforce automation and the
adoption of technology innovation by salespeople: theory and
implications. J. Bus. Indust. Mark., 12(3/4): 196-208.
Peters MP, Venkatesan M (1973, August). Exploration of variables
inherent in adopting an industrial product. J. Mark. Res., 10: 312-315.
Robertson TS (1971). Innovative behavior and communication, Holt,
Reinhart and Winston, New York, NY.
Robertson TS, Zielinski J, Ward S (1984). Consumer Behavior, Scott
Foresman, Glenview, IL.
Rogers, E.M. (1983). Diffusion of Innovations, The Free Press, New
York, NY.
Saxe R, Barton AW (1982). The SOCO scale: a measure of the
customer orientation of salespeople. J. Mark. Res., 19(3): 343-351.
Schmidt FL, Hunter JE, Outerbridge AN (1986). Impact of job
experience and ability on job knowledge, work sample, performance
and supervisory ratings of performance. J. Appl. Psychol., 71(3): 432439.
Shen CW, Cheng MJ, Chen CW, Tsai FM, Cheng YC (2011). A fuzzy
AHP-based fault diagnosis for semiconductor lithography process.
Int. J. Innovative Comput. Inf. Control, 7(2): 805-816.
Shih BY, Chang CJ, Chen AW, Chen CY (2010c). Enhanced MAC
Channel Selection to Improve Performance of IEEE 802.15.4. Int. J.
Innovative Comput. Inf. Control, 6: 5511-5526.
Shih BY, Chen CY, Chang H, Ma JM (2011b). Dynamics and control for
robot manipulators using a greedy algorithm approach. J. Vib.
Control, DOI: 10.1177/1077546311407649.
Shih BY, Chen CY, Chou WC (2011a). Obstacle avoidance using a path
correction method for autonomous control of a biped intelligent robot.
J. Vib. Control, DOI: 10.1177/1077546310372004.
Shih BY, Chen CY, Li CE (2010d). The exploration of mobile mandarin
learning system by the application of TRIZ theory. Computer
Applications in Engineering Education DOI : 10.1002/cae.20478.
Shih BY, Chen CY, Shih CH, Tseng JY (2010a). The development of
enhancing mechanisms for improving the performance of IEEE
802.15.4. Int. J. Phys. Sci., 5: 884-897.
Shih BY, Lee WI, Chen CY (2011d). A hybrid artificial intelligence salesforecasting system in the convenience store industry. Human Factors

and Ergonomics in Manufacturing & Service Industries, DOI:

10.1002/hfm.20272.
Shih CH, Wakabayashi N, Yamamura S, Chen CY (2011c). A context
model with a time-dependent multi-layer exception handling policy.
Int. J. Innovative Comput. Inf. Control, 7(5A): 2225-2234.
Shih CH, Yamamura S, Chen CY (2010b). Analysis of control structure
for turning maneuvers. Mathematical Problems in Engineering 2010,
DOI:10.1155/2010/481438.
Singh J (2000). Performance productivity and quality of front-line
employees in service organizations. J. Mark., 62(3): 69-86.
Tang JP, Chiou DJ, Chen CW, Chiang WL, Hsu WK, Chen CY, Liu TY
(2011). A case study of damage detection in benchmark buildings
using a Hilbert-Huang Transform-based method. J. Vib. Control
17(4): 623-636.
Tanners JF, Ahearne N, Leigh TW, Mason CH, Moncrief WC (2005).
CRM in sales intensive organizations: a review and future directions.
J. Selling Sales Manag., 25(2): 169-180.
Tashakkori A, Thompson VD (1991). Race differences is self-perception
and locus of control during adolescence and early adulthood:
Methodological implications. Genetic, Social, and General
Psychological Monographs, 117: 133-152.
Taylor JW (1977). A striking characteristic of innovators. J. Mark. Res.,
14: 104-107.
Trabia MB, Renno JM, Moustafa KAF (2008). Generalized design of an
anti-swing fuzzy logic controller for an overhead crane with hoist. J.
Vib. Control, 14: 319–346.
Tsai CH, Chen CW (2010). An earthquake disaster management
mechanism based on risk assessment information for the tourism
industry-A case study from the island of Taiwan. Tourism Manag.,
31(4): 470-481.
Tsai CH, Chen CW (2011). The establishment of a rapid natural
disaster risk assessment model for the tourism industry. Tourism
Manag., 32(1): 158-171.
Tsai CH, Chen CW, Chiang WL, Lin ML (2008). Application of
Geographic Information System to the Allocation of Disaster Shelters
via Fuzzy Models. Engineering Computations—Int. J. ComputerAided Eng. Software, 25: 86-100.
Tseng CP, Chen CW, Liu FR (2011). Risk control allocation model for
pressure vessels and piping project. J. Vib. Control, DOI:
10.1177/1077546311403182.
Tseng IF, Chen CY, Kuo HM (2009). Nonlinear internal wave run-up on
impermeable steep slopes. J. Offshore Mech. Arctic Eng., ASME,
131: 4. doi:10.1115/1.3168528.
Tu JW, Qu WL, Chen J (2008). An experimental study on semi-active
seismic response control of a large-span building on top of ship lift
towers. J. Vib. Control, 14: 1055–1074.
Venkatesh V, Morris MG, Ackerman PL (2000). A longitudinal field
investigation of gender difference in individual technology adoption
decision making processes. Organizational Behavior and Human
Decision Processes, 83(1): 2000, 33-60

Chen et al.

3793

Yang CH, Chen TH, Chen CW, Chen CY, Liu CT (2008b). Accuracy
evaluation of a diagnostic test by detecting outliers and influential
observations. China Ocean Engineering 22: 421-429.
Yang HC, Chen CY, Chen CW, and Chen TH (2008a). Estimation on
internal wave reflection in a two-layer fluid system by cumulative
logistic regression model. J. Marine Sci. Technol. 16: 44-51.
Yeh K, Chen CW (2010). Stability analysis of interconnected fuzzy
systems using the fuzzy Lyapunov method. Mathematical Problems
in Engineering- An Open Access Journal 2010, 10 pages, Doi:
10.1155/2010/734340.
Yeh K, Chen CW, Lo DC (2011). Neural-network fuzzy control for
chaotic tuned mass damper systems with time delays. J. Vib. Control,
DOI: 10.1177/1077546311407538.
Yeh K, Chen CY, Chen CW (2008). Robustness Design of Time-Delay
Fuzzy Systems Using Fuzzy Lyapunov Method. Appl. Math. Comput.,
205: 568-577.
Yildirim S, Erkaya S, Eski I, Uzmay I (2009). Noise and Vibration
analysis of car engines using proposed neural network. J. Vib.
Control, 15: 133–156.
Zack MH (1999). Developing a knowledge strategy. California Manag.
Rev., 41(3): 125-145.
Zhao FG, Chen J, Guo L, Li X (2009). Neuro-fuzzy based condition
prediction of bearing health. J. Vib. Control, 15: 1079–1091.

