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Abstract 
The aim of this study was to analyze the impact of 

personality traits on coping styles in medical 

representatives. The study involved 53 participants, 

including 41 women and 12 men, with an average 

age of 45.3 years. Participants exhibited higher 

levels of conscientiousness and extraversion, while 

neuroticism, openness to experience, and 

agreeableness were at low levels. Correlation 

analysis revealed a significant relationship between 

extraversion and task-focused coping styles, as well 

as seeking social contacts, suggesting that 

extraverted individuals effectively cope with stress 

by actively engaging in actions and maintaining 

interpersonal relationships. The results indicate that 

personality traits such as extraversion and 

conscientiousness are crucial for effective stress 

management in the demanding work environment of 

medical representatives. The study provides 

valuable insights into the relationship between 

personality and coping strategies, which may have 

significant implications for recruitment and 

professional development in the pharmaceutical 

industry. 
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I. Introduction 
In psychology, there are numerous 

definitions of personality. In everyday terms, 

personality refers to the entirety of a person and 

what defines them. It is a unique set of traits that 

distinguishes an individual from others. Personality 

encompasses various individual abilities, 

predispositions, skills, intelligence, character traits, 

and behaviors in different circumstances. It also 

includes emotions and thoughts that influence how a 

person perceives the world and functions within it. 

Various factors shape personality, such as genetics 

and family, professional, and social environments. 

While personality is relatively stable and enduring, 

it can undergo modifications and changes due to 

personal development, professional experiences, and 

challenging life situations. According to Butcher 

(2020), personality represents the uniqueness, 

originality, and exceptional qualities of each 

individual, forming the psychophysical entirety of 

the organism, comprising temperament, cognitive 

styles, and intelligence. 

From a psychological perspective, 

personality is a complex set of traits, patterns of 

thinking, emotions, and behaviors that individually 

define each person. Every individual possesses their 

unique and distinct personality, which can vary from 

others to different extents. Individuality and 

uniqueness include both hereditary, evolutionary 

traits and those developed through environmental 

influences, including family, professional, 

educational, and social contexts. 

 

Approaches to Studying Personality 

The field of personality psychology 

presents various approaches to studying personality. 

While these approaches often differ significantly, 

they complement and inspire each other. The 

differences usually arise from distinct theoretical 

assumptions and research methods. Among these 

approaches are:Psychodynamic Approach, Trait 

Theory, Humanistic Theories, Social-Cognitive 

Theories, Cognitive Theories, Sociobiological 

Theories, Narrative Theories. 

 

Trait Theory 

Trait theory focuses on understanding 

personality, its traits, sources, and the differences 

and similarities observed among people. It describes 

the relationship between behavior and personality 

traits, considering their dynamics—whether traits 

remain unchanged or if certain factors can determine 

their change (Strelau, 2021). 
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Humanistic Theories 

Humanistic theories offer a different vision 

of the human condition, emphasizing the uniqueness 

and developmental potential of each individual. 

They focus on personal experiences and behaviors, 

highlighting the importance of psychology and 

social relationships in daily life. The individual is 

viewed as a proactive entity capable of influencing 

reality in various spheres, from spiritual to social 

aspects. Abraham Maslow (1908-1970) was a key 

representative of this approach, creating the theory 

of self-actualization and a hierarchy of needs, which 

includes both basic and higher needs. Culture and 

environment can support or limit individual 

development, and self-realization depends on 

choices regarding the fulfillment of these higher 

needs (Strelau, 2021). 

 

Social-Cognitive Theories 

Social-cognitive theories frame personality 

within the context of cognitive-emotional 

mechanisms that govern human behaviors adopted 

during socialization (Strelau, 2021). These theories 

emphasize the significance of observation, 

modeling, and social interactions in the learning 

process and behavior formation. People acquire 

knowledge by observing and imitating others, 

known as modeling, and learning also occurs 

through rewards and punishments. 

 

Cognitive Theories 

Cognitive theories concentrate on human 

behavior shaped by thought processes. They assume 

that people process information and use it to solve 

problems. Aaron T. Beck (1921-2021), regarded as 

the "father" of cognitive theory, stated that our 

thoughts and beliefs impact our emotions and 

behaviors, and mental disorders result from negative 

patterns of interpreting reality. 

 

Sociobiological Theories 

Sociobiological theories merge sociology 

with psychology to better understand human social 

behaviors. They propose that biology, genetics, and 

evolution influence human behaviors. Edward O. 

Wilson (1929-2021) studied the relationships 

between genetics and human behavior, while 

Richard Dawkins (born 1941) suggested that 

evolution occurs at the genetic level, not at the level 

of individuals or larger social groups. 

 

Narrative Theories 

Narrative theories assert that each person 

creates their life narrative based on personal 

experiences charged with emotions and 

interpretations that shape their overall mood. 

Narrative theories influence personal development 

through storytelling, enabling understanding of who 

a person is, where they are going, and where they 

come from, fulfilling a therapeutic role (Dryll, 

2021). 

 

Eysenck's Personality Theory: The PEN Model 

Hans J. Eysenck (1916-1997) developed a 

personality theory based on four structures: 

cognitive sphere (intelligence), voluntary sphere 

(character), and the bodily and affective spheres 

(temperament). He proposed that personality 

consists of three independent components: 

psychoticism, extraversion, and neuroticism. 

Eysenck believed that various factors, including 

environmental, biological, and learning processes, 

shape personality, as well as specific situations in 

which an individual finds themselves. 

 

The Big Five Personality Theory 

The Big Five model posits that there are 

five key dimensions of personality that encompass a 

broad range of traits characterizing an individual. 

These dimensions include neuroticism, extraversion, 

openness to experience, agreeableness, and 

conscientiousness (Gasiul, 2020). 

Neuroticism: Individuals high in 

neuroticism often exhibit anxiety, depression, and 

sensitivity to stress, while those low in neuroticism 

tend to be calm and self-assured. 

Extraversion: Extraverts are sociable, 

positive individuals who value relationships and 

often exhibit leadership qualities. 

Openness to Experience: This trait involves 

creativity, curiosity, and a willingness to explore 

new ideas and experiences. 

Agreeableness: Agreeable individuals are 

compassionate, cooperative, and sensitive to the 

needs of others. 

Conscientiousness: Those high in 

conscientiousness are organized, responsible, and 

diligent, often excelling in task completion. 

 

Personality's Impact on Stress Management 

Personality plays a crucial role in various 

aspects of life, including stress management. The 

influence of personality on coping with stress 

depends on numerous factors, such as personality 

traits and the situational context. Personality 

significantly affects an individual's ability to 

regulate their emotions. Extraverts may cope better 

with stress due to their ability to express emotions 

and seek support from relationships, while 
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individuals high in neuroticism may struggle with 

controlling their reactions to stressors. 

Extraverts and individuals with low 

neuroticism are typically more resilient to the 

negative effects of stress. Those with high 

extraversion and conscientiousness may be less 

susceptible to adversity due to their positive 

approach to action, even in challenging situations. 

The choice of defense mechanisms in response to 

stress depends on personality traits. Neurotics often 

employ avoidance strategies, such as suppressing 

emotions to avoid confrontation with difficult 

situations. 

Extraverts prefer an active approach, 

utilizing the energy of the stressor to solve 

problems, which may include using humor to reduce 

tension. Conscientious individuals are more 

effective in analyzing their emotions and behaviors, 

while neurotics may struggle to organize them, 

leading to increased tension. Neurotics frequently 

avoid difficult situations and confrontation with 

problems, which can exacerbate their stress and lead 

to negative thoughts. 

For extraverts, social contacts serve as a 

source of energy; in stressful situations, they 

actively seek support through conversations and 

group activities. They easily express their emotions 

and engage in activities that help them relax, such as 

social gatherings or cultural events. In stress, they 

may make quick decisions, providing them with a 

sense of control. Individuals open to experience 

seek new ideas and are flexible in thinking, which 

allows them to accept changes and uncertainty in 

stressful situations. 

Tools for Measuring Personality Traits 

In psychology, various tools are available for 

studying personality traits. The Psychological 

Testing Laboratory offers a range of them. Some of 

the most popular and recognized structured tests 

among psychologists and psychiatrists include: 

1. NEO-FFI Personality Inventory 

2. Eysenck Personality Questionnaire (EPQ-R) 

3. MMPI-2 (Minnesota Multiphasic Personality 

Inventory-2) 

4. TO (Personality Test) 

5. SCID-5-PD 

Projective diagnostic methods, such as the 

Rorschach Inkblot Test, are also used to measure 

personality traits. In personnel counseling, 

personality assessment tools are utilized in 

recruitment and selection processes. 

The Concept of Stress 

Stress is a phenomenon associated with challenging 

situations that evoke negative emotions and 

adversely affect an individual's health and 

functioning. Increasingly, people experience stress, 

which has become an inseparable element in various 

areas of modern life. Stress is both a psychological 

and physical burden. It is an individual response of 

the body to events that disrupt balance and proper 

functioning. 

Causes of stress include a fast-paced lifestyle, 

irregular eating habits, insufficient sleep, excessive 

work, responsibility, time pressure, and various 

psychological burdens. Stress manifests as constant 

tension, nervousness, anxiety, feelings of threat, 

uncertainty, fear, and even terror in response to 

specific situations. It may also result from the 

interaction between a person and their environment. 

Stress as a Response 

In response to stress, two systems in the human 

body are activated: the nervous and endocrine 

systems. Stress intensifies the action of the 

sympathetic autonomic nervous system, which 

controls heart function, breathing, pupil reaction, 

and digestive system functioning. During stress, 

heart rate increases, breathing becomes faster and 

shallower, and pupils dilate. 

The stress response leads to the activation of the 

hypothalamus in the brain, resulting in increased 

secretion of adrenocorticotropic hormone (ACTH) 

from the pituitary gland into the bloodstream. The 

action of ACTH stimulates the adrenal cortex to 

produce steroid hormones, such as cortisol. High 

cortisol levels activate the sympathetic system, 

leading to increased adrenaline and noradrenaline 

secretion. As a result, blood pressure rises, heart rate 

accelerates, blood vessels constrict, and muscle 

tension increases. 

Stressors Specific to Medical Representatives 

Medical representatives, due to the nature of their 

work, are exposed to stress, irregular lifestyles, and 

physical burdens. This profession is particularly 

demanding and associated with multiple sources of 

stress, which can be categorized into several areas: 

- Sales Pressure 

- Market Competition 

- Frequent Business Travel 

- Time Pressure 

- Difficult Interpersonal Interactions 

- Employer Expectations 

- Ethical Pressure 

- Isolation at Work 

Expectations from employers, along with 

pressure from supervisors in the case of unmet sales 

targets, can manifest as covert mobbing, increasing 
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stress levels. Prolonged exposure to this pressure 

can lead to burnout and depression. Medical 

representatives must navigate ethical pressures and 

conflicts of interest, balancing client needs, 

employer expectations, and their own goals while 

adhering to pharmaceutical laws. 

Frequent business travel generates stress, 

leading to instability in personal life, lack of routine, 

and difficulties in maintaining family and social 

relationships. It may hinder maintaining a healthy 

lifestyle, including regular meals and physical 

activity. Travel can result in feelings of social 

isolation, and lack of consistent contact with loved 

ones can lead to feelings of loneliness. Long-term 

stress, sleep deprivation, unhealthy diet, and lack of 

physical activity can lead to health issues, such as 

weakened immunity, gastrointestinal disorders, 

hypertension, and other conditions. 

 

Structure of the Study Group 

The study was conducted among 53 

individuals employed as medical representatives. 

The participants' ages ranged from 32 to 63 years, 

with an average age of 45.3 years. Their tenure in 

the profession varied from 5 to 26 years, with an 

average length of service of 16 years. The longest 

average tenure was 15.8 years. The group consisted 

predominantly of women, who accounted for 41 

individuals, while men were represented by 12 

participants. In recent years, there has been a 

noticeable predominance of women in sales 

positions within the pharmaceutical industry. 

 

Table 1 

Structure of the Study Group by Age and Tenure 

 

Characteristic Min-Max Mean 

Age (years) 32-63 45.3 

Tenure (years) 5-26 16 

Med - Median; Min - Minimum Value; Max - Maximum Value 

Statistical Analysis 

To address the research problems and hypotheses, statistical analyses were conducted using the IBM SPSS 

Statistics 29 software. This included an analysis of basic descriptive statistics, as well as the Shapiro-Wilk test, 

Friedman test, and Pearson's r correlation. The significance level adopted in this section is α = 0.05. 

 

Table 2 

Basic Descriptive Statistics of the Studied Variables Along with the Shapiro-Wilk Test 

Variable M Me SD Sk Kurt Min Max W P 

Neuroticism 27,72 26,00 8,08 0,50 -0,47 12,00 47,00 0,96 0,064 

Extraversion 39,08 39,00 6,93 0,07 -0,49 24,00 53,00 0,99 0,840 

Openness to Experience 34,36 35,00 5,61 -0,24 -0,38 23,00 44,00 0,96 0,121 

Agreeableness 35,79 36,00 6,15 -0,77 0,94 17,00 47,00 0,96 0,086 

Conscientiousness 44,00 47,00 7,41 -1,33 1,85 19,00 54,00 0,89 <0,001 

Task-Oriented Style 62,36 61,00 7,25 -0,13 0,06 42,00 77,00 0,98 0,552 

Emotion-Oriented Style 42,81 41,00 8,57 0,56 -0,37 29,00 62,00 0,95 0,033 

Avoidance-Oriented 

Style 

50,89 51,00 6,37 -0,15 1,05 34,00 68,00 0,98 0,427 
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Engagement in 

Substitute Activities 

22,75 23,00 3,88 0,01 0,64 14,00 34,00 0,97 0,216 

Seeking Social Contacts 18,96 19,00 2,93 -0,46 0,17 12,00 25,00 0,96 0,112 

 

Annotation 

M - Mean; Me - Median; SD - Standard Deviation; Sk - Skewness; Kurt - Kurtosis; Min - Minimum Value; Max 

- Maximum Value; W - Shapiro-Wilk Test Result; p - p-value for the Shapiro-Wilk Test. 

 

Table 3 

Results of the Friedman Test Analyzing the Intensity of Personality Traits Among Medical Representatives 

Average Rank M SD Me χ²(4) p W 

Neuroticism 1.84 27.72 8.08 26.00 57.51 <0.001 

Extraversion 3.31 39.08 6.93 39.00   

Openness to Experience 2.53 34.36 5.61 35.00   

Agreeableness 2.87 35.79 6.15 36.00   

Conscientiousness 4.45 44.00 7.41 47.00   

M - Mean; SD - Standard Deviation; Me - Median; χ² - Value of the Test Statistic; p - Statistical Significance; 

Ŵ - Effect Size Indicator. 

 

Table 4 

Results of Pairwise Comparisons Analyzing Differences in Personality Trait Intensity Among Medical 

Representatives 

Comparison χ² SE Z 

Neuroticism - Openness to Experience -0.69 0.31 -2.24 

Neuroticism - Agreeableness -1.03 0.31 -3.35 

Neuroticism - Extraversion -1.47 0.31 -4.79 

Neuroticism - Conscientiousness -2.61 0.31 -8.51 

Openness to Experience - Agreeableness -0.34 0.31 -1.11 

Openness to Experience - Extraversion 0.78 0.31 2.55 

Openness to Experience - Conscientiousness -1.93 0.31 -6.27 

Agreeableness - Extraversion 0.44 0.31 1.44 

Agreeableness - Conscientiousness -1.59 0.31 -5.16 

Extraversion - Conscientiousness -1.14 0.31 -3.72 

Annotation 

χ² - Value of the Test Statistic; SE - Standard Error; Z - Standardized Test Statistic; p - Statistical Significance. 
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Table 5 

Results of Pearson's r Correlation Analysis Examining the Covariability of Coping Styles and Personality Traits 

Among Medical Representatives 

Variable Neuroticism Extraversion Openness Agreeableness Conscientiousness 

Task-Oriented 

Style 

r=-0,44 r = 0.39 r = 0.22 r = 0.27 r=0,27 

p<0,001 p = 0.004 p = 0.118 p = 0.055 p=0,055 

Emotion-Oriented 

Style 

r=0,82 r = -0.46 r = -0.21 r = -0.11 r=-0,11 

p<0,001 p < 0.001 p = 0.133 p = 0.441 p=0,441 

Avoidance-

Oriented Style 

r=-0,10 r = 0.23 r = -0.09 r = 0.04 r=0,04 

p=0,466 p = 0.100 p = 0.533 p = 0.759 p=0,759 

Engaging in 

Substitute 

Activities 

r=0,26 r = -0.09 r = -0.14 r = -0.12 r=-0,12 

p=0,060 p = 0.521 p = 0.318 p = 0.374 p=0,374 

Seeking Social 

Contacts 

r=-0,48 r = 0.51 r = 0.01 r = 0.21 r=0,21 

P<0,001 p = 0.969 p = 0.122 p = 0.030 p=0,03 

 

In today’s rapidly changing business 

environment within the pharmaceutical sales sector, 

the ability to effectively manage stress is crucial for 

medical representatives. In the context of the 

demanding nature of this role, where daily 

interpersonal interactions, time and performance 

pressures, and constant changes in the environment 

are the norm, stress coping strategies significantly 

impact professional performance as well as the 

physical and mental well-being of employees. 

One important factor influencing how a 

medical representative copes with stress is their 

personality. A study was conducted with a group of 

53 medical representatives to understand how 

personality traits such as extraversion, neuroticism, 

and conscientiousness affect stress coping styles in 

the context of their work. The work of these 

specialists requires frequent interpersonal 

interactions and decision-making under time 

pressure, meeting sales targets, and regular client 

visits. The analysis of the intensity of various 

personality traits in the studied group of medical 

representatives revealed that the trait of 

conscientiousness was more developed, while 

extraversion exhibited an average intensity. In this 

group, differences in the intensity of personality 

traits were observed; conscientiousness and 

extraversion were present to a higher degree 

compared to other traits, yet their intensity remained 

at a moderate level. Conversely, traits such as 

agreeableness, openness to experience, and 

neuroticism were present in the studied group at a 

low level. 

The higher levels of conscientiousness and 

extraversion confirm the profile of an ideal 

candidate for the position of medical representative, 

which is often found in job advertisements 

published by employers. In the analyzed group of 

medical representatives, a particular emphasis on the 

trait of extraversion was noted. These individuals 

exhibit a moderate approach to sociability; they 

value both interactions with others and time spent in 

their own company. Their activity and positive 

attitude towards people and tasks make them 

creative and open to new challenges. 

Extraversion is an extremely valuable 

personality trait in the role of a medical 

representative, as a key element of this position is 

building and maintaining long-term business 

relationships with both new and existing clients. As 

part of their duties, medical representatives organize 

meetings with potential clients, making the ability to 

easily establish interpersonal relationships crucial in 

this profession. Thanks to their extraversion, 

medical representatives can communicate 

effectively, which not only fosters connections but 

also aids in their further development, essential for 

success in this demanding field. Individuals with a 
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high level of conscientiousness are well-organized, 

reliable, and precise. In the role of a medical 

representative, these traits are invaluable, as such 

employees are expected to demonstrate diligence in 

reporting client visits in electronic systems, 

accuracy in completing accounting documents, and 

describing invoices and business expenses. 

Conscientiousness is also invaluable when 

conducting statistical analyses of sales data that 

medical representatives must perform regularly.  

The low levels of neuroticism, openness to 

experience, and agreeableness that characterized the 

studied group also prove to be beneficial in this 

work. Individuals with low levels of openness to 

experience are pragmatists, clear-thinking realists, 

and practitioners. In the profession of a medical 

representative, these skills are crucial to avoid being 

manipulated by clients and to accurately assess the 

opportunities and risks associated with their work. 

Individuals with low neuroticism are resilient to 

stress and failure, balanced, and able to handle 

difficult situations well. Possessing these personality 

traits supports medical representatives in achieving 

sales goals and managing stress arising from the 

numerous stressors associated with this profession. 

Conversely, low agreeableness in the studied group 

may serve as motivation to pursue goals and foster 

competition among representatives, which is an 

inherent element of this work. There is an 

atmosphere of internal competition in this 

profession, where the results of each representative 

are presented at company meetings, and the best are 

praised while the weaker may be criticized, aiming 

to motivate employees to put in greater effort. 

The results of the Pearson r correlation 

analysis, which examined the covariability of stress 

coping styles and personality traits among medical 

representatives, revealed a relationship between 

extraversion and the task-oriented style as well as 

seeking social contacts. Such a connection is 

justified in the work of a medical representative. 

When they fail to achieve the set sales targets within 

a given period, they start paying particular attention 

to the timely and reliable completion of other tasks. 

This is a defensive strategy in stress management 

aimed at maintaining their job. In addition to 

evaluating sales goal achievement, medical 

representatives are also assessed on other aspects of 

their work, such as the frequency of client visits, 

meticulousness and timeliness in reporting, 

conducting statistical analyses, responding to 

emails, and performing many other duties.  

The task-oriented style helps reduce 

perceived stress in the work of a medical 

representative, as it provides a sense of professional 

security. Even if they do not meet the required sales 

target, they can always boast good results in other 

areas before their supervisors. In summary, the 

conducted study provides interesting insights into 

the relationship between personality traits and stress 

coping strategies among medical representatives. A 

typical medical representative in the analyzed group 

is a person with a higher level of extraversion and 

conscientiousness who effectively manages stress by 

employing a task-oriented style and seeking social 

contacts. 
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