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The objectives of this research were (1) to study the desirable
characteristics of direct salesperson in a muiti-level marketing system in 5
aspects: knowledge and competence; perscnality and human relationship;
moral and ethics; leadership; and ideal of work and (2) to compare the target
group’s opinions on five desirable characteristics of direct salesperson
according to gender, age, educational level and direct sales experiences.

The purposive sampling of 267 target persons expecting to be direct
salespersons, were selected from the participants in three-month marketing
activity, held by As Group Nature Co, Ltd, from December 2003 to February

2004. Questionnaire with five rating scales was used to collect data, analyzed

by percentage, mean, standard deviations, t-test and F-test (One-way
ANOVA).

The findings of this research were as follows:-

1. The target group’s opinions on the five desirable characteristics of
direct salesperson in a multi-level marketing system were found to be at a
high level.

2. There were significant differences on all five aspects of desirable
characteristics according to the opinions of the target group who differed in
educational level but not the ones who differed in gender and direct sales
experiences.

For the opinions of the target group who differed in age, there were
significant differences on three aspects: knowledge and competence,

personality and human relationship, and leadership but not the others.





