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บทคัดย0อ 

วัตถุประสงค,ของงานวิจัยน้ี เพ่ือศึกษาผลกระทบของวาระการดำรงตำแหนGงของประธานกรรมการบริษัทตGอ

การเติบโตของยอดขายในบริษัทจดทะเบียนในประเทศไทยระหวGางปM พ.ศ. 2555 ถึง พ.ศ. 2564 โดยใชTขTอมูลจาก

ตลาดหลักทรัพย,แหGงประเทศไทย (SETSMART) และแบบฟอร,ม 56-1 (One report) การศึกษานี ้ใชTสถิติเชิง

พรรณนา และการวิเคราะห,ถดถอยโลจิสติกส,เพื่อตรวจสอบความสัมพันธ,ระหวGางวาระการดำรงตำแหนGงของซีอีโอ

กับการเติบโตของยอดขาย ผลการวิจัยพบวGามีความสัมพันธ,เชิงลบอยGางมีนัยสำคัญ ซ่ึงบGงช้ีวGาวาระการดำรงตำแหนGง

ที่ยาวนานของประธานกรรมการบริหารอาจไมGสGงผลดีตGอผลการดำเนินงานดTานยอดขาย โดยเฉพาะอยGางยิ่งการมี

ผูTนำที่ดำรงตำแหนGงเปlนเวลานานภายใตTประธานกรรมการบริหารคนเดิมมีแนวโนTมที่จะทำใหTเกิดความเฉยชา การ

ตGอตTานการเปลี่ยนแปลง และนวัตกรรมที่ลดลง ซึ่งในที่สุดก็ขัดขวางความสามารถของบริษัทในการปรับตัวใหTเขTากับ

สภาพตลาดและกระตุTนการเติบโตของยอดขาย นอกจากนี้ยังพบวGาผลตอบแทนจากสินทรัพย, (ROA) มีผลเชิงบวก

ตGอการเติบโตของยอดขาย ในขณะที่กระแสเงินสดจากกิจกรรมดำเนินงานสGงผลเชิงลบตGอการเติบโตดังกลGาว  
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Abstract 

This study investigates the impact of CEO tenure on sales growth in Thai listed companies 

from 2012 to 2021. Utilizing data from the Stock Exchange of Thailand (SETSMART) and Form 56-1 

(One report), the study employs descriptive statistics and logistic regression analyses to examine 

the relationship between CEO tenure and sales growth. The findings reveal a significant negative 

association, indicating that extended CEO tenure may not enhance sales performance. Specifically, 

prolonged leadership under the same CEO tends to result in complacency, resistance to change, 

and reduced innovation, ultimately hindering the company's ability to adapt to market dynamics 

and drive sales growth. Additionally, the study identifies that return on assets (ROA) positively 

influences sales growth, while cash flows from operating activities negatively impact it. These 

insights contribute to the literature on corporate sustainability and turnaround strategies, offering 

practical implications for investors, management teams, and regulators in emerging markets. 
 

Keywords:  Sustainability, Turnaround strategy, Return on assets, CEO tenure, Thailand 
  

Introduction 

The motivation of this study is to find empirical evidence of the situation indicating 

turnaround and sustainability signals. Previous studies have shown that many factors reflect 

turnaround strategies. The well-known criteria include new investments in order to increase sales, 

new capital groups, debt negotiation among others (Schmalensee, 1989; Hirsch, 1991; 

Manodamrongsat, 2020). In addition, prior studies have attempted to identify sustainability criteria. 

The well-known indicators include sales growth, return on assets, profit before tax, leverage firm 

size among others (Ameer and Othman, 2012; Kaoke and Auwal, 2020; Mal et al., 2023). These 

two concepts agree that sales growth or sales performance should be one of excellent criteria to 
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indicate firms’ turnaround and sustainability signals. In addition, House and Benefield, M. (1995) 

stated that sales growth is the most significant growth variable affecting financial performance. 

Therefore, this study introduces sales growth as turnaround and sustainability signal.  

However, possible factors influencing sales growth vary in many circumstances. This study 

introduces CEO tenure as a factor influencing sales growth. Despite extensive research on the 

impact of CEO tenure on firm performance, there are mixed results and limited studies focusing 

specifically on its effect on sales growth (Bettis et al., 2003; Bebchuk et al., 2011), particularly in 

the context of emerging economies like Thailand. Previous studies have shown that firm 

performance may either improve with CEO tenure as the CEO gains experience or decline as CEOs 

become risk-averse or less driven over time. However, the specific relationship between CEO 

tenure and sales growth remains underexplored. This study aims to fill this gap by investigating 

the predictive value of CEO tenure on sales growth, providing empirical evidence from the Thai 

market. 

The study fulfils the research gap the predictive value of CEO tenure and sales growth.   

The study found a significant negative relationship between CEO tenure and sales growth among 

Thai listed companies. Specifically, the logistic regression analysis revealed that prolonged CEO 

tenure does not support sales growth. This implies that extended periods of leadership under the 

same CEO may not lead to enhanced sales performance. The findings suggest that longer-serving 

CEOs may become complacent, resistant to change, and less innovative, which can hinder the 

company's ability to adapt to market dynamics and drive sales growth.  

The remainder of this paper is organized in the following manner: Section 2 delves into 

the literature review and the development of hypotheses. Section 3 outlines the conceptual 

framework of the study. Section 4 details the research methodology, including the dataset used, 

measurements, hypothesis formulation, and logistic regression models. Section 5 provides an 

analysis of the data and discusses the results. Section 6 addresses the discussion and practical 

applications of the findings. Finally, Section 7 offers conclusions that summarize the key topics 

explored in this study.………………………………………………………………………………………………………………………… 
 

Research Objectives.……………………………………………………………………………………………………………………… 

        1. To examine the impact of CEO tenure on sales growth in Thai listed companies: This 

objective focuses on identifying whether prolonged CEO tenure is positively or negatively 
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associated with sales growth. 

2. To provide empirical evidence from an emerging economy: By focusing on Thai listed 

companies, this study aims to contribute to the literature on corporate sustainability and 

turnaround strategies in emerging markets. 

3. To inform investors, management teams, and regulators about the implications of CEO 

tenure on sales performance: This objective is to highlight how CEO tenure influences sales growth 

and to provide actionable insights for various stakeholders in the business environment 
 

Literature review 

      Underlining concepts 

 This study is motivated by the sustainability concept and turnaround strategy concept.  

Sustainability concept is the capacity to maintain or endure something over time, involving practices 

and approaches that ensure long-term viability. It encompasses fostering resilience, adaptability, 

and longevity in systems, organizations, and societies, with a focus on long-term well-being and 

thriving. Balancing short-term interests with longer-term considerations is crucial to ensure that 

actions taken today do not compromise future opportunities or resources. Previous studies about 

the sustainability concept and sales growth have been carried out for some time. For example, Ameer 

and Othman (2012) discovered that significantly higher average sales growth, return on assets, profit 

before taxation, and cash flows from operations contribute to corporate sustainability. Kaoje and 

Auwal (2020) found that firm characteristics, represented by sales growth and leverage, have a 

negative and significant impact, while firm size has a positive and significant impact on the 

sustainability reporting and profitability of oil and gas companies. Mal et al. (2023) discovered a 

positive impact of corporate sustainability performance on firms' sales performance, regardless of the 

firm's characteristics. This research fills a notable gap in the understanding of corporate sustainability 

performance, specifically regarding its relationship with firms' sales performance in a developing 

country. Moreover, it underscores the slight advantage that new and large firms have over old and 

small firms, respectively.  

A turnaround strategy refers to a series of actions taken by a company facing significant 

challenges or poor performance, aimed at reversing its situation and returning to profitability. This 

strategy is typically employed when a company is in financial distress, experiencing declining sales, 

losing market share, or facing other critical issues threatening its survival. These actions often 
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include reducing costs to improve efficiency, increasing sales, restructuring debt or contracts, 

seeking new financing for financial stability, realigning the organization's structure for improved 

performance, and, in some cases, changing leadership to drive the turnaround strategy effectively. 

Previous studies about the turnaround strategy concept and sales growth have been carried out 

for some time. Previous studies found that sales growth was generally found to be positively 

correlated with a firm’s value. In addition, it could  be considered as turnaround strategy 

(Schmalensee, 1989; Hirsch, 1991). The recent study by Manodamrongsat et al. (2020) discovered 

that the most effective turnaround strategy involves prioritizing actions such as investing in other 

businesses in order to increase sales, seeking new capital groups, negotiating with creditors to 

convert debt into equity, changing business models, reducing costs and expenses, engaging in 

merger and acquisition activities and back-door listings, changing shareholders and management, 

restructuring capital, hiring financial advisors, and adjusting management characteristics of 

executives. 

In summary, this study employs sales growth as the dependent variables. This is driven by 

concepts of sustainability and turnaround strategies, focusing on their impact on long-term corporate 

viability and recovery from financial distress, respectively. Previous research, such as that by Ameer 

and Othman (2012) and Mal et al. (2023), indicates a positive relationship between sustainable 

practices and factors like sales growth and corporate profitability, particularly in the context of 

developing countries. Turnaround strategies, on the other hand, involve comprehensive actions 

aimed at rescuing a company from severe challenges, including cost-cutting, restructuring, and 

strategic reorientations, with previous studies like those by Schmalensee (1989) and Manodamrongsat 

et al. (2020) suggesting that these measures can significantly enhance a firm's performance and 

market position. The research contributes to understanding how these strategies affect sales 

performance, emphasizing the advantages for new and larger firms in adopting sustainable practices 

and effective turnaround measures. 
 

CEO tenure and sales growth 

Chief executive officer (CEO) plays a crucial role within companies, as they establish the 

strategic direction and vision, which is approved by the board of directors. They are responsible for 

making critical decisions that can profoundly influence the company's performance and future. 

These decisions span from financial strategies to operational changes and expansions into new 
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markets. Furthermore, CEOs play a vital role in identifying and managing risks that could jeopardize 

the company's success, including financial, regulatory, and operational risks. One of the 

controversial issues is how long should CEOs in their position (Dewar et al. 2019). Previous studies 

stated that CEOs who have been in the role for a longer time are likely to have a clearer strategic 

vision for the company. Experienced CEOs may have honed strategies that boost sales growth more 

efficiently than a new CEO who is still familiarizing themselves with the business. Additionally, with 

time, CEOs cultivate relationships with vital stakeholders like customers, suppliers, and industry 

partners. These connections can result in fresh business prospects, partnerships, and higher sales. 

Moreover, long-tenured CEOs can offer stability and steadfastness in leadership, along with a deep 

understanding of the company's culture and engagement with employees. This stability can be 

reassuring to employees, customers, and investors, potentially leading to enhanced sales 

performance. While CEO tenure can provide stability and strategic depth to a company, excessively 

long tenures can have downsides. For instance, CEOs who remain in their positions for extended 

periods may become complacent and resistant to change, potentially sticking to outdated 

strategies and hindering the company's ability to adapt to a changing business landscape. Moreover, 

new CEOs often bring fresh ideas and perspectives that can help overcome challenges and drive 

growth, which a long-serving CEO might lack. Additionally, prolonged CEO tenure can lead to 

excessive influence over the board of directors, potentially compromising its independence and 

ability to offer effective oversight.  

Previous studies have found both positive and negative long CEO tenure to sales growth. 

In positive sales growth, for example, Kato and Kubo (2006) discovered that in Japan, CEO cash 

compensation is closely linked to firm performance, with the semi-elasticity of CEO cash 

compensation relative to firm performance (return on assets) ranging from 1.3 to 1.4. They also 

noted that stock market performance has a less significant impact on Japanese CEO 

compensation. Additionally, the study found that the bonus system in Japan enhances the 

responsiveness of CEO compensation to firm performance. Simsek (2007) explained that CEO 

tenure indirectly affects firm performance by directly influencing the risk-taking tendencies of the 

top management team and the firm's engagement in entrepreneurial activities. Dalton and Dalton 

(2011) found that CEO tenure was positively associated with sales growth, particularly in the early 

years of a CEO's tenure. They suggested that this relationship is due to the CEO's ability to 
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implement new strategies and initiatives that drive sales growth. Luo et al. (2013) indicated that 

the strength of relationships between a firm and its employees, as well as its customers, plays a 

mediating role in how CEO tenure positively impacts the performance of the company. 

However, prolonged CEO tenure can have a detrimental impact on sales growth. According 

to Brochet et al. (2021) suggested that in industries with rapid change, where CEOs struggle to 

adapt, and where there are significant labor market challenges, firm value tends to decrease earlier 

in the CEO's tenure. This highlights the importance of the match between CEOs and firms in 

determining how long CEOs stay and how it impacts firm value, with CEO adaptability, industry 

dynamics, and labor market conditions playing key roles. 

Henderson et al. (2006) discovered compelling evidence that aligns with our hypotheses. 

They observed that in the stable food industry, firm performance consistently improved with CEO 

tenure, with only a few CEOs experiencing downturns after serving for more than 10–15 years. 

Conversely, in the dynamic computer industry, CEOs performed at their peak when they began 

their roles, and firm performance declined gradually over their tenures, likely due to their 

paradigms becoming outdated faster than they could adapt. 

Burns et al. (2017) examined how CEO compensation in private firms relates to the 

likelihood of a firm being sold and its valuation at the time of sale. They specifically investigated 

whether equity-based compensation aligns with rewarding CEOs for their efforts in selling the firm 

or compensating for the illiquidity of equity-based pay in private firms. The study also revealed 

that CEOs of private firms that go public or are acquired tend to receive higher total and equity-

based compensation compared to CEOs of firms that stay private. Additionally, they found a 

positive relationship between CEO compensation and the valuation premium of IPOs versus 

acquired firms. 

Jaiswall and Raman (2021) discovered that in India, CEO compensation is positively 

influenced by sales growth, especially for CEOs with more influence. Their research also revealed 

that effective board oversight can moderate the emphasis on sales growth in CEO pay packages. 

Additionally, they found that an excessive focus on sales growth in CEO compensation can have 

a detrimental effect on future firm performance, particularly for companies in later stages of the 

business life cycle, those with lower profitability, and those with weaker shareholder oversight. 

Previous studies have shown mixed results regarding the impact of long CEO tenure on 
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sales growth. Some studies, such as Bettis et al. (2003), have found a positive relationship, 

attributing it to the CEO's familiarity with the firm's resources and capabilities, allowing for better 

strategic decisions. Dalton and Dalton (2011) also found positive associations, linking CEO tenure 

to the implementation of successful strategies and navigation of complex business environments. 

However, Bebchuk et al. (2011) caution that prolonged CEO tenure can lead to complacency, lack 

of innovation, and resistance to change, ultimately impacting sales growth negatively. Based on the 

above controversial issues, this study proposed the hypothesis as follow: 

 Hypothesis: CEO tenure is associated with firm value. 
 

     Financial indicators and sales growth 

 Financial ratios can provide valuable insights into a company's performance and may help 

predict future sales growth. Previous studies have used financial ratios that are commonly used to 

predict sales growth as follows. Bahadir et al. (2008) found that a manager's control, innovation, 

advertising, market orientation, interorganizational networks, entrepreneurial orientation, and 

managerial capacity act as positive factors driving organic sales growth. However, older firms and 

those operating in dynamic and competitive environments may encounter limitations regarding 

organic growth. Tuli et al. (2010) suggested that having a greater variety of connections with a 

customer lead to increased sales from the supplier to the customer and reduced sales fluctuations 

with that customer. They found that the impact of changes in relationship complexity (i.e., the 

variety of connections) on changes in sales weakens but becomes more pronounced on changes 

in sales volatility as competitive intensity in the customer's industry rises. Additionally, their results 

show that the influence of changes in the variety of connections on changes in sales volatility 

strengthens when the level of intangibles in a customer's industry increases. Artiach et al. (2010) 

suggest that firms with leading corporate sustainability performance are notably larger, experience 

higher levels of growth, and achieve a higher return on equity compared to conventional firms. 

Surprisingly, contrary to expectations, these leading firms do not exhibit greater free cash flows or 

lower leverage than other firms. 

Machek and Machek (2014) identified four primary factors that influence sales growth over 

time: labor productivity (sales per worker), labor intensity (workers per asset), capital intensity 

(assets per customer), and frequency of visits (customers per time unit). Choi and Williams (2014) 

demonstrated that both innovation intensity and knowledge spillovers have a positive effect on 
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sales growth. Additionally, their research revealed a U-shaped relationship for the depth of 

innovation and an inverted U-shaped relationship for the diversity of innovation. Gurbuz et al. 

(2017) showed that the previous year's sales growth, the average growth rate of the relevant 

industry, firm size, and changes in profitability significantly influence the selected measure of sales 

growth. However, financial leverage, market-to-book ratio, price-to-earnings ratio, and 

unappropriated retained earnings were not found to be significantly related to the firm's growth 

rate. Importantly, the study highlighted that the industry in which firms operate is the primary driver 

of growth, as indicated by the industry growth variable. Walzer et al. (2018) reveal the significance 

of demographic factors, age demographics, increasing immigrant populations, economic conditions, 

location, and the business environment on sales. 

Mahmutaj and Krasniqi (2020) discovered that marketing innovation has a positive 

relationship with sales growth, whereas introducing new products that are new to the firm is 

negatively related to firm growth. Other attributes of innovation did not show significant 

associations with sales growth. Avdullahi and Adem (2020) did not observe any statistically 

significant relationship regarding the positive impact of an entrepreneur's education on SMEs' sales 

growth. However, they found that female entrepreneurs were positively associated with SMEs' sales 

growth. The study also noted that business age affected a firm's sales, and regarding firm size, the 

results indicated that larger firms, as measured by the number of employees, experienced higher 

sales growth. Warsame (2023) suggested that there was no connection between the gender diversity 

of top management (CEO) and sales growth. However, the presence of temporary employees 

showed a correlation. The study also found that skilled labor, labor productivity, and fixed assets 

were significant drivers of a firm's sales growth, with a positive relationship to annual sales growth. 

Overall, these studies indicate that multiple factors, ranging from managerial strategies to 

external demographic influences, play crucial roles in shaping sales growth trajectories. The 

relationship between sales growth and financial ratios can be intricate, as financial ratios often 

serve as indicators of a company's operational efficiency, financial stability, and market position, 

which are all factors that can influence sales growth. Therefore, this study intends to investigate 

which financial ratios including return on Assets (ROA), cash flow from operating activities (CFOTA), 

Total asset Turnover (TAT), and interest coverage ratio (INT) relate to sales growth. 
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Conceptual Framework 

In conclusion, this analysis examines the connection between CEO tenure and sales growth. 

Additional evidence is provided from prior empirical studies, and the anticipated effects are based 

on theoretical reasoning about sales growth as discussed earlier. The conceptual framework, which 

centers on the relationship between CEO tenure and sales growth, is depicted in Figure 1. 
 

 

 

 

 

 

 
 

Figure 1. Conceptual Framework 
 

Research Methodology 

     Dataset and statistical analysis……………………………………………………………………………………………… 

            The study focuses on companies listed on the main board of the Stock Exchange of 

Thailand. This quantitative research utilizes archival data gathered from financial statements and 

annual reports (56-1 One Report) spanning from 2012 to 2021. Additional data sources include 

the Stock Exchange of Thailand website database (SETSMART). Descriptive statistics are used to 

summarize initial data characteristics and provide an overview of the basic statistical distributions. 

Logistic regression is employed to conduct the data analysis. 

      Statistical techniques 

   This passage discusses the use of statistical techniques in prediction studies, emphasizing 

two main purposes: enhancing the accuracy of prediction models and identifying which 

independent variables add meaningful information. The text highlights that the study's primary aim 

is to explore how CEO tenure and financial information incrementally affect sales growth which is 

binary variables. The following literature review focuses on statistical methods that yield significant 

insights for individual independent variables and the overall accuracy of prediction models. 

  Several statistical methods and approaches used in financial distress prediction, starting 

with univariate analysis introduced by Beaver (1966). Beaver's method evaluates individual financial 

                Sales growth 
 

CEO Tenure 

Control Variables 

(ROA, TAT, CFOTA, INT) 
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ratios' ability to predict bankruptcy, establishing a fixed cut-off score to differentiate between 

distressed and non-distressed firms. However, this approach has limitations as it does not provide 

a holistic view of a company's financial health. Discriminant analysis generates a z-score for each 

company by combining independent variables linearly. This method helps classify firms based on 

a set cut-off score but requires strict assumptions such as multivariate normality and equal 

covariance matrices (Koh, 1991). Neural network analysis is presented as an alternative, utilizing a 

mathematical algorithm to predict outcomes based on financial ratios. Although neural networks 

have shown promise, they are criticized for their lack of significance testing and interpretative 

challenges in empirical accounting research (Trigueiros and Taffler (1996). Multidimensional scaling 

(MDS) is introduced as a visualization technique that maps similarities between objects (such as 

companies) in a spatial graph. It is advantageous over previous methods as it does not require 

multivariate normality or address multicollinearity issues, although it lacks statistical coefficients 

for individual variables (Schiffman et al, 1981). Probit regression defines a probability in the 

cumulative standard normal distribution, with higher probabilities corresponding to higher z scores. 

However, probit analysis has limitations. Some independent variables, such as financial ratios, may 

not follow a normal distribution or exhibit homoscedasticity, which is assumed by the probit model 

(Koh, 1991). Based on the limitation of the above statistical techniques, this study employes logistic 

regression as the following explanation.  

 Logistic regression is used for analyzing social phenomena that are discrete or qualitative, 

rather than continuous or quantitative. It is suitable for situations where an event either occurs or 

does not occur (dichotomy or binary). The independent variables in logistic regression can be 

continuous, categorical, or a combination of both. However, applying linear regression to binary 

dependent variables can lead to statistical problems such as functional form and statistical 

inference. Linear regression can produce results over 1 or below 0, which is inappropriate for 

probabilities, and the distribution of residual errors can be heteroscedastic, violating regression 

assumptions. To address these issues, logit transformation of the dependent variable is often used. 

This involves taking the natural logarithm of the odds of experiencing the event, which helps in 

modeling the relationship between the independent and dependent variables more appropriately 

for binary outcomes. This transformation eliminates the floor of 0 and allows for the decreasing 

effects of independent variables on the dependent variable. 
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The linear relationships between the independent variables and the logit dependent 

variables imply non-linear relationships with probabilities.  The linear relationship of independent 

variables to the predicted logit appears in  

In [Pi / (1-Pi)] = b0 + b1Xi 
 

With some mathematical calculations, the final equation should be:            

Pi       =          1   

                               - (b0 + b1Xi) 

 (1 + e) 

In summary, this study employs logistic regression. This is because this method is suited 

for binary outcomes and uses a logit transformation to model relationships between variables 

effectively. It is preferable for binary data as it properly handles the limitations of linear regression 

in such contexts. 
 

     Measurements for the variables 

 The study employs the variables as follows. The dependent variable is sales growth as a 

turnaround and sustainability proxy. After deeply scrutinizing the dataset to answer how much of 

sales growth level should be classified. The results indicate that sales growth should be divided 

into 2 models. Model 1 represents the companies that have revenue increase equals to or more 

than 20%. Model 2 represents the companies that have revenue increase equals to or more than 

50%. Secondly, the study employs financial ratios as control variables in the analysis. The 

measurements of these variables are summarized in Table 1. 
 

Table 1 Measurement of Study Variables 

Variable Acronym Measurement 

Dependent variable   

Sales growth - Model 1 

High sales growth: Revenues have 

increased ≥ 20% in 3 consecutive years 

=1; otherwise, 0 (Low sales growth).  
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Table 1 Measurement of Study Variables (Continued) 

Variable Acronym Measurement 

 

 

 Model 2 

High sales growth: Revenues have 

increased ≥ 50% in 3 consecutive years  

= 1; otherwise, 0 (Low sales growth). 

Interesting variable   

CEO (Years) CEO Years of CEO serving in the position 

Independent variable 

Return on Asset (%) ROA Profit (Loss) before Finance Costs and 

Income Tax Expenses/Total Assets 

Return on Asset (%) ROA Profit (Loss) before Finance Costs and 

Income Tax Expenses/Total Assets 

Total Asset Turnover (%) TAT Revenue/Total Assets 

Cash flows from operating 

activities to Assets (%) 

CFOTA Cash Flow from Operations/Total Assets 

Interest Coverage ratio (ratio) INT Earnings before Interest and taxes/ 

Interest Expense 
 

    Model Specifications 

          To serve the objectives of the study, the analysis sets out the equation as follows. 

Pi  =                1   

                                - (b0+b1CEOi+b2ROAi+b3TATi+b4CFOTAi+b5INTi) 

 (1 + e) 

Results 

     Descriptive statistics 

 Table 2 summarizes the descriptive statistics for all the variables. Results indicate that in 

terms of CEO tenure, the mean and standard deviation are 8.39 persons and 8.00, respectively, 

with a minimum of 1 person and a maximum of 11.78. Total average of return on assets (ROA) is 

6.10%, the minimum is -64.86%, and the maximum score is 64.17% with the standard deviation of 
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9.77. Total average of total assets turnover (TAT) is 0.8, the minimum is 0.0, and the maximum is 

4.88 with the standard deviation of 0.66. Total average cash flows from operating activities 

(CFOTA) are 0.0001, the minimum is -0.0008, and the maximum is 0.0029 with the standard 

deviation of 0.0001%. Total average interest coverage ratio (INT) is 1,568.43, the minimum is -

127,514.40, and the maximum is 1,958,335 with the standard deviation of 42,992. 
 

Table 2  Descriptive Statistics 

Variable Min Max Mean Std. Deviation 

CEO 1 39 8.39 8.00 

ROA (%) -64.86 64.17 6.10 9.77 

TAT 0.01 4.88 0.86 0.66 

CFOTA -0.0008 0.0029 .0001 0.0001 

INT -127,514.40 1,958,335.00 1,568.43 42,992.13 
 

      Data validity and reliability 

  It's essential to gather high-quality data for analysis, which means ensuring reliability and 

validity. Validity is about accurately representing all relevant material, while reliability ensures 

consistency in the data. For this research, we prioritized validity to ensure comprehensive 

representation, while also focusing on reliability to maintain data consistency (Zikmund et al., 

2012). The study relied on data from companies' annual reports, sourced from the stock exchange 

database. SETSMART, known for its accuracy in information related to SET-listed companies, 

provided the data, ensuring content validity was upheld in the study. This study employs logistic 

regression, therefore, there are no concerns of regression assumption tests. 

      Logistic regressions 

  As mentioned, this study intends to investigate the information value of CEO tenure over 

corporate sustainability. The analysis is classified into two models: Model 1, the study employs 

high sales growth representing revenues have increased ≥ 20% in 3 consecutive years. To robust 

the model, the analysis also increase revenue increasing to 50%. Model 2, high sales growth 

representing revenues have increased ≥ 50% in 3 consecutive years. The outcomes are shown in 

Model 1 (Table 3 – 4) and Model 2 (Table 5 – 6).  
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      Model 1 

  Model 1, when high sales growth representing revenues have increased ≥ 20% in 3 

consecutive years as shown in Table 2 indicating the most important of all outputs for the logistic 

regression analysis. It is the objective whether “listed companies have high sales growth or low 

sales growth”. This table shows the contribution of each independent exact variable to the model 

and its statistical significance. Exp (B) column indicates that company of sustainability is achieved 

90% of the classification. It shows the logistic regression function as follow: 

  Z = -1.278 - 0.016*CEO + 0.063*ROA + 0.064*TAT - 0.420*CFOTA - 0.146*INT 

  Table 3 also indicates the test of significance for each of the coefficients in the logistic 

regression model. However, the analysis gives the significance levels of each coefficient as follows. 

CEO tenure (CEO) (B = -0.016, p value ≤ 0.05) and cash flows from operations (CFOTA) (B = -0.420, 

p value ≤ 0.01) significantly relates to sales growth in a negative way, while return on assets (B = 

0.063, p value ≤ 0.01) significantly relates to sales growth in a positive way. Total assets turnover 

(TAT) and Time interest earned (INT) are insignificant to sale growth. 

  Table 3 provides a summary of the model, explaining the extent to which variations in 

the dependent variable are accounted for by the model. This table includes the Cox and Snell R-

Square and Negelkerke R-Square values, both of which are methods used to measure explained 

variation and are often known as Pseudo R-Square values. According to our logistic model, the 

explained variation in the dependent variable ranges between 3.2% and 6.2%. 
 

Table 3 Logistic regression results: 20% of increasing sales from last year 

Variable B S.E. Wald df Sig. Exp(B) 

CEO -0.016 0.007 4.939 1 0.026 0.984 

ROA 0.063 0.008 60.026 1 0.001 1.065 

TAT 0.064 0.085 0.555 1 0.456 1.066 

CFOTA -0.420 0.075 31.479 1 0.001 0.657 

INT -0.146 0.095 2.385 1 0.122 0.864 

Constant -1.278 0.221 33.509 1 0.001 0.279 

Notes: -2 log likelihood = 2174.05, Cox & Snell R2 = 0.032, Nagelkerke R2 = 0.062 
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Table 4 presents the classification outcomes, indicating that the model correctly classifies 

company performance—high or low sales growth—with an accuracy of 88.2%. This table compares 

observed and predicted company performances, highlighting the precision of these predictions. It 

also reflects the successful classification rate for this sample. The subscript at the cut-off value of 

0.5 indicates that a case is categorized as 'sustainable' if the probability exceeds 0.5; otherwise, it 

falls under 'unsustainable'. The table also lists the number and percentage of cases that were 

correctly classified and misclassified, including 6 misclassified cases. Notably, companies 

categorized as unsustainable achieved a 99.7% accuracy rate, while those deemed sustainable had 

a 1.6% accuracy rate. Overall, the model accurately classified 88.2% of the cases based on their 

original groups. 
 

Table 4  Sustainability classification: 20% of increasing sales from last year 

 Sales growth Predicted 

 Low sales growth  High sales growth Percentage Correct  

Low sales growth 2,757 7 99.7 

High sales growth 364 6   1.6 

Overall   88.2 
 

 

     Model 2 

  Model 2, when high sales growth representing revenues have increased ≥ 50% in 5 

consecutive years as shown in Table 4 indicating the most important of all outputs for the logistic 

regression analysis. It is the objective whether “listed companies are sustainability or 

unsustainability”. This table shows the contribution of each independent exact variable to the 

model and its statistical significance. Exp (B) column indicates that company of sustainability is 

achieved 90% of the classification. It shows the logistic regression function as follow: 
 

  Z = -1.688 – 0.029*CEO + 0.079*ROA - 0.671*TAT - 0.378*CFOTA - 0.337*INT 
 

  Table 5 also indicates the test of significance for each of the coefficients in the logistic 

regression model. However, the analysis gives the significance levels of each coefficient as follows. 

CEO tenure (CEO) (B = -0.029, p value ≤ 0.05), total assets turnover (TAT) (B = -0.671, p value ≤ 
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0.01), cash flows from operations (CFOTA) (B = -0.378, p value ≤ 0.01), and time interest earned 

(INT) (B = -0.337, p value ≤ 0.05) significantly relates to sales growth in a negative way, while return 

on assets (B = 0.079, p value ≤ 0.01) significantly relates to sales growth in a positive way. 

  Table 3 provides a summary of the model, explaining the extent to which variations in 

the dependent variable are accounted for by the model. This table includes the Cox and Snell R-

Square and Negelkerke R-Square values, both of which are methods used to measure explained 

variation and are often known as Pseudo R-Square values. According to our logistic model, the 

explained variation in the dependent variable ranges between 2.0% and 7.5%. 
 

Table 5 Logistic regression results: 50% of increasing sales from last year 

Variable B S.E. Wald df Sig. Exp(B) 

CEO -0.029 0.013 4.774 1 0.029 0.971 

ROA 0.079 0.011 50.261 1 0.001 1.082 

TAT -0.671 0.201 11.134 1 0.001 0.511 

CFOTA -0.378 0.128 8.759 1 0.003 0.685 

INT -0.337 0.155 4.732 1 0.030 0.714 

Constant -1.688 0.357 22.333 1 0.000 0.185 

Notes: -2 log likelihood = 934.470, Cox & Snell R2 = 0.020, Nagelkerke R2 = 0.075 
 

Table 6 presents the classification outcomes, indicating that the model correctly classifies 

company performance—high or low sales growth—with an accuracy of 96.2%. This table compares 

observed and predicted company performances, highlighting the precision of these predictions. It 

also reflects the successful classification rate for this sample. The subscript at the cut-off value of 

0.5 indicates that a case is categorized as 'sustainable' if the probability exceeds 0.5; otherwise, it 

falls under 'low sales growth'. The table also lists the number and percentage of cases that were 

correctly classified and misclassified, including 1 misclassified case. Notably, companies categorized 

as unsustainable achieved a 99.9% accuracy rate, while those deemed sustainable had a 0.9% 

accuracy rate. Overall, the model accurately classified 96.2% of the cases based on their original 

groups. 
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Table 6 Sustainability classification: 50% of increasing sales from last year 

  Sales growth Predicted 

 Low sales growth  High sales growth Percentage Correct  

Low sales growth 3,014 3 99.9 

High sales growth 116 1  0.9 

Overall                 96.2 
 

Discussion and implementation 

The study mainly finds that the prolonged CEO tenure is more likely to decrease sales. This 

is in line with previous studies (Henderson et al., 2006; Burns et al., 2017). Previous studies highlight 

that prolonged CEO tenure can negatively affect sales growth, particularly in industries that undergo 

rapid changes. Henderson et al. (2006) found that stable industries benefit from longer CEO tenure, 

while dynamic industries see performance peak early and decline as CEOs fail to adapt to fast-

changing conditions. This study confirms that prolonging CEO tenure can negatively impact sales 

growth due to several key factors. For example, long-serving CEOs may become risk-averse or 

complacent, stifling the innovation essential in dynamic industries for maintaining a competitive edge 

and driving sales. Over time, a CEO's skills and knowledge might become outdated, leading to 

decisions and strategies that don't align with current market demands, thus hindering sales. This 

prolonged leadership can also cause organizational stagnation, reducing agility and demotivating staff, 

making the company slow to respond to market changes. Additionally, long-term CEOs might develop 

a resistance to new ideas and become detached from current market realities, both of which are 

vital for adapting products and strategies to meet consumer demands. Finally, extended tenure can 

complicate succession planning, as potential successors may leave, and integrating a new CEO could 

require significant changes to rejuvenate the company. 

In addition, the study finds that return on assets is more likely to support sales growth. This 

is because return on assets (ROA) is a critical metric that gauges how efficiently a company uses its 

assets to generate earnings. A higher ROA indicates effective asset utilization to produce revenue, 

often translating into stronger sales by leveraging the asset base more effectively than competitors. 

This efficiency gives companies a competitive advantage, enabling them to reinvest their earnings in 

areas like marketing, new market entry, or product development, which can drive further sales 
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growth. Additionally, a higher ROA reflects better financial health and profitability, providing 

companies with more internal capital. This financial strength allows them to fund business operations 

and expansions without excessive reliance on external financing, further boosting sales through 

enhanced production capacities, product offerings, or customer service. 

The implications of this study are mainly for investors, management teams and regulators. 

For investors, this study indicates that prolonged CEO tenure may not benefit sales growth. This is 

because it can lead to complacency and entrenchment, making a CEO resistant to new ideas and 

change, which could result in stagnation and a lack of innovation—this poses risks in industries 

that are rapidly evolving. Furthermore, CEO tenure is crucial for succession planning, as poorly 

managed transitions can destabilize a company. Investors must be mindful of how well a 

company is prepared for leadership changes when evaluating its long-term prospects. On the 

other hand, Long CEO tenure often brings stability and continuity to a company's leadership, 

which is beneficial for strategic planning and execution. CEOs who have been in their roles for an 

extended period typically possess a deep understanding of the company’s operations, culture, 

and market environment. Their accumulated experience and institutional knowledge make them 

adept at managing complex challenges and seizing opportunities. Such stability can enhance 

investor confidence and lend credibility to strategic initiatives, potentially leading to consistent 

returns. Additionally, the tenure of a CEO might reflect the current strategic phase of the 

company, with longer-tenured CEOs focusing on optimizing operations and pursuing incremental 

growth, whereas newer CEOs might aim for transformative changes. Therefore, investors should 

continuously monitor the business's policies and analyze the business's policies thoroughly with 

considering the continuation of business development to ensure stability in the future. 

For board of directors, as a CEO remains in their role for many years, there's a risk they 

might grow complacent. Feeling too secure in their position, they may lack the motivation and 

ambition that marked their initial years, potentially leading to organizational stagnation and a 

dearth of fresh ideas. Moreover, CEOs with lengthy tenures can become deeply entrenched, 

complicating the process of making necessary strategic adjustments or changes. This 

entrenchment may also skew power dynamics, impairing the board’s ability to govern effectively. 

Furthermore, long-serving CEOs might reject new ideas and innovative methods, particularly if 
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their previous strategies have been successful. Such resistance can be harmful in fast-changing 

sectors where adaptability is essential. 

For regulators, regulatory authorities prioritize maintaining robust corporate governance 

standards. When a CEO holds their position for an extended duration, it may lead to imbalances 

in power within the organization. Such situations can enable the CEO to exert excessive influence 

on the board of directors, potentially diminishing the board’s effectiveness in supervising 

management and safeguarding shareholder interests. Moreover, a long-serving CEO might become 

less responsive to shareholders and other stakeholders, increasing the likelihood of decision-

making that favors their own interests over those of the investors. This could ultimately result in 

poorer corporate performance and losses for investors. 
 

Conclusion 

This study provides an in-depth analysis of the impact of CEO tenure on sales growth among 

Thai listed companies, offering valuable insights into the dynamics of corporate performance in an 

emerging market context. The findings reveal a significant negative relationship between prolonged 

CEO tenure and sales growth, indicating that extended leadership under the same CEO may not 

contribute positively to sales performance. This negative correlation suggests that longer-serving 

CEOs might become complacent, resistant to change, and less innovative, which can hinder the 

company’s ability to adapt to evolving market conditions and drive sales growth. 

Moreover, the study highlights the positive influence of return on assets (ROA) on sales 

growth. Higher ROA, reflecting efficient utilization of assets to generate earnings, is associated with 

stronger sales performance. This efficiency allows companies to reinvest earnings into areas that 

drive further sales growth, such as marketing, new market entry, or product development. 

Conversely, higher cash flows from operating activities (CFOTA) are negatively associated with sales 

growth, suggesting that companies with higher operating cash flows might adopt conservative 

investment strategies, which could limit sales expansion. 

These findings have practical suggestions and implications for various stakeholders: 

1. Investors: The study indicates that prolonged CEO tenure may pose risks to sales growth 

due to potential complacency and resistance to innovation. Investors should consider the tenure 



 

 
 106 

of the CEO and the company's preparedness for leadership transitions when evaluating long-term 

prospects. 

2. Management Teams: Companies should be cautious about allowing CEOs to remain in 

their positions for excessively long periods. Encouraging periodic leadership changes or integrating 

fresh perspectives could help maintain innovation and adaptability, crucial for sustaining sales 

growth. 

3. Regulators: Regulatory authorities should promote robust corporate governance 

standards to prevent power imbalances and ensure effective oversight of long-serving CEOs. This 

can help safeguard shareholder interests and promote better corporate performance. 

The study contributes significantly to the literature on corporate sustainability and 

turnaround strategies by incorporating sales growth analysis with empirical evidence from Thai 

listed companies. These insights can guide other countries in developing effective turnover 

strategies and sustainability practices. The emphasis on the effect of CEO tenure on sales growth 

also encourages future research to explore how businesses can adjust and enhance CEO tenure 

practices to foster better corporate outcomes. 
 

 

Future Research Directions 

Despite its contributions, this study has certain limitations that present opportunities for 

further investigation. The focus on Thai listed companies restricts the generalizability of the results. 

Future research could broaden the scope by including a diverse range of countries and exploring 

specific industries impacted by sales growth and CEO tenure. Additionally, considering external 

factors such as GDP, consumption indices, and other relevant macroeconomic variables could 

provide a more comprehensive understanding of the relationship between CEO tenure and 

corporate performance. 

In conclusion, this study underscores the complex interplay between CEO tenure and sales 

growth, offering actionable insights for investors, management teams, and regulators. By addressing 

the identified limitations and expanding the scope of future research, scholars can continue to 

build on these findings to enhance our understanding of effective corporate governance and 

leadership strategies in emerging markets 
 

 



 

 
 107 

References 

Ameer, R., & Othman, R. (2012). Sustainability practices and corporate financial performance: A   

     study based on the top global corporations. Journal of Business Ethics, 108, 61-79. 

Artiach, T., Lee, D., Nelson, D., & Walker, J. (2010). The determinants of corporate sustainability  

          performance. Accounting and Finance, 50, 31-51. 

Avdullahi, A., & Adem, V. (2020). The impact of the entrepreneur and firm related factors on  

           small and medium enterprise sales growth. International Journal of Business and  

           Economic Sciences Applied Research, 3880414. 

Bahadir, S., Bharadwaj, S., & Parzen, M. (2008). A meta-analysis of the determinants of organic  

         sales growth. International Journal of Research in Marketing, 26, 263–275. 

Beaver, W. H. (1966). Financial ratios as predictors of failure. Supplementary Journal of   

          Accounting Research, 71-111. 

Bebchuk, A., Cremers, K. J., & Peyer, U. C. (2011). The CEO pay slice. Journal of Financial  

          Economics, 102(1), 199-221. 

Bettis, J. C., Lemmon, M. L., & Bizjak, J. M. (2003). The cost of employee stock options. Available  

         at http://dx.doi.org/10.2139/ssrn.376440 

Brochet, F., Limbach, P., Schmid, M., & Scholz-Daneshgari, M. (2021). CEO tenure and firm value.  

           The Accounting Review, 96(6), 47-71. 

Burns, N., Jindra, J., & Minnick, K. (2017). Sales of private firms and the role of CEO  

      compensation. Journal of Corporate Finance, 43, 444-463. 

Choi, S., & Williams, C. (2014). The impact of innovation intensity, scope, and spillovers on sales  

    growth in Chinese firms. Asia Pacific Journal of Management, 31, 25–46. 

Dalton, D. R., & Dalton, C. M. (2011). Integration of micro and macro studies in governance  

  research: CEO duality, board composition, and financial performance. Journal of  

   Management, 37(2), 404-411. https://doi.org/10.1177/0149206310373399 

Dewar, C., Hirt, M., & Keller, S. (2019). The mindsets and practices of excellent CEOs.  

        McKinsey & Company. 

Gurbuz, A.O., Ataunal, L., Aybars, A. (2017). The Impact of Selected Firm Features on Sales  

   Growth: Empirical Evidence from S&P500. In: Hacioğlu, Ü., Dinçer, H., Alayoğlu, N. (eds)  

   Global Business Strategies in Crisis. Contributions to Management Science. Springer,  



 

 
 108 

   Cham. https://doi.org/10.1007/978-3-319-44591-5_25 

Henderson, A., Miller, D., & Hambrick, D. (2006). How quickly do CEOs become obsolete?  

    Industry dynamism, CEO tenure, and company performance. Strategic Management  

   Journal, 27, 447-460. https://doi.org/10.1002/smj.524 

Hirsch, B. T. (1991). Union coverage and profitability among US firms. The Review of Economics  

   and Statistics, 73, 69-78. 

House, W., & Benefield, M. (1995). The impact of sales and income growth on profitability and  

   market value measures in actual and simulated industries. Developments in Business  

   Simulation & Experiential Exercises, 22, 56-62. 

Jaiswall, S., & Raman, K. (2021). Sales growth, CEO pay, and corporate governance in India.  

   Journal of Accounting, Auditing & Finance, 36(2), 249-277. 

Kaoje, A., & Auwal, B. (2020). Effect of sales and firm size on sustainability reporting practice of  

   oil and gas companies in Nigeria. Journal of Research in Business and Management, 8(1),  

   1-8. 

Kato, T., & Kubo, K. (2006). CEO compensation and firm performance in Japan: Evidence from  

   new panel data on individual CEO pay. Journal of the Japanese and International  

   Economies, 20, 1-19. 

Koh, H. C. (1991). Model predictions and auditor assessments of going concern status.  

   Accounting and Business Research, 21(84), 331-338. 

Luo, X., Kanuri, V. K., & Andrews, M. (2013). How does CEO tenure matter? The mediating role of  

   firm-employee and firm-customer relationships. Strategic Management Journal, 35, 492- 

   511. https://doi.org/10.1002/smj.2112 

Machek, O., & Machek, M. (2014). Factors of business growth: A decomposition of sales growth  

    into multiple factors. WSEAS Transactions on Business and Economics, 11, 380-385. 

Mahmutaj, L., & Krasniqi, B. (2020). Innovation types and sales growth in small firms: Evidence  

   from Kosovo. South East European Journal of Economics and Business, 15(1), 27-43. 

Mal, H., Kaushik, A., & Varma, M. (2023). Does corporate sustainability performance affect sales  

   performance? Empirical evidence from Indian firms. Journal of Strategic Marketing.  

  https://doi.org/10.1080/0965254X.2023.2290246 

Manodamrongsat, P., Tongkong, S., & Boonyanet, W. (2020). Successful turnaround strategies of  



 

 
 109 

   problem firms: A qualitative approach. In Proceedings of the International Conference  

  on Education, Business, Economy, Supply Chain, and Tourism (pp.124-132). EBEST2020. 

Schiffman, S., Reynolds, M. L., & Young, F. W. (1981). Introduction to multidimensional scaling.  

   Academic Press. 

Schmalensee, R. L. (1989). Inter-industry studies of structure and performance. In R. L.  

   Schmalensee & R. D. Willig (Eds.), Handbook of industrial organization. Elsevier. 

Simsek, Z. (2007). CEO tenure and organizational performance: An intervening model. Strategic  

   Management Journal, 28, 653-662. 

Trigueiros, D., & Taffler, R. (1996). Neural network and empirical research in accounting.  

   Accounting and Business Research, 26(4), 347-355. 

Tuli, K., Bharadwaj, S., & Kohli, A. (2010). Ties that bind: The impact of multiple types of ties with  

   a customer on sales growth and sales volatility. Journal of Marketing Research, 11(7),  

  36-50. 

Walzer, N., Blanke, A., & Evans, M. (2018). Factors affecting retail sales in small and mid-size  

   cities. Community Development, 49(4), 469-484. 

Warsame, A. (2023). Factors influencing firm sales growth: An instrumental variable analysis.  

   International Journal of Marketing Studies, 15(2), 51-60. 

Zikmund, W. G., Babin, B. J., Carr, J. C., & Griffin, M. (2012). Business research methods (9th ed.).  

    South-Western College Publishing. 

 

 


