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The purpose of the study was twofold : 1) to find out the levels of organizational
commitment of advertising salespersons at the Nations Multi-Media Group (Public) Ltd.,
and 2) to ascertain the factors related to their organizational commitment.
A questionnaire was employed to collect the data from 125 publications
advertising salespersons at the Nations Multi-Media Group (Public) Ltd. The statistics for

data analysis were percentage, mean, standard deviation, t-test and F-test.

The findings were summed up below.

1. Most of the respondents were females, aged below 30 and were single. They
held af least a Bachelor's degree and worked for the éompany for 1-5 years as regular
employees. They had a salary of below 20,000 baht.

2. The advertising salespersons were satisfied with the benefits from work at a
moderate level. All the aspects which were also found to be moderately satisfactory
were direct benefit in the form of money, indirect benefit in the form of money, and
benefit in other forms than money.

3. The advertising salespersons had a moderately positive attitude toward their
work. Al the aspects which were found to be moderately satisfactory were job

challenge, job security, and opportunity for career advancement, respectively.
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4. The advertising salespersons had a moderately positive attitude toward their
work environment. The aspe'cts that were moderately satisfactory were physical work
environment and relationship with the superior.

5. The advertising salespersons were found to have moderate organization
commitment. The mean score for all the aspects could be ranked from the highest to
the lowest as follows : no absence from work or lateness, no poor speed, and
responsibility for assigned work, respectively.

6. The factors significantly affecting their organizational commitment were
benefit in the forms other than money, job security, opportunity for career advancement,
physical work environment, and relationship with the superior. In contrast, the factors
that had no impact on organizational commitment were sex, age, marital status, number
of working years, salary, direct benefit in the form of money, indirect benefit in the form

of money and job challenge,

Recommendations

1. The company should adjust the basic salary for the employees in order to
boost their morale for the benefit of the employees themselves and the organization as a
whole.

2. Although most of the advertising employees had a Bachelor's degree, the
company should provide the employees with financial support for their further education
and training so that they can upgrade their knowledge and skills to enable them to
compete with those in other organization.

3. The company should fairly provide the employees with different types of
welfare or fringe benefits by taking into consideration the increase in work efficiency and
effectiveness in order that the employees with a small number of working years but with
high work achievement can get a special reward in other forms.

4. The company should conduct a study on the impact of indirect benefit in the
form of money on the employee’s performance. If should also try to prevent problems by
conducting a detailed study to use the findings for necessary improvement to motivate

the employees to work more efficiently, thus enhancing the organization's efficiency.





