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Management of Direct Selling Chai Mongkol Herb House

Company Limited on the Path to Success
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Abstract

The objectives of this research titled “ Management of Direct Selling for Chai Mongkol
Herb House Co.,Ltd. on the path to success” were to study 1) the characteristics of successful
independent distributors 2) factors conducive to success in direct selling 3) the relationship
between characteristics of independent distributors and their successful indicators. Questionnaire
was used to collect the data. Sample size included 400 independent distributors . Statistics used in
this study included percentage , mean, standard deviation and Chi-square test.

Outcome of the study revealed that the majority of respondents were female , 30-39 years
of age , primary school graduates , married , working for private companies with average monthly
income between 20,001-30,000 baht . Scores on successful indicators were high. Key successful
indicators included the extra income earned from direct selling and satisfaction obtained from
direct selling. The research also indicated that the characteristics of independent distributors were
correlated to the extra income eamed but not to the satisfaction obtained from direct selling. The

majority of respondents worked on direct selling in their part-time and they had been in direct

selling business for more than a year.




