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This research aims to 1) examine the management of Dr.Saroj’s Herbal Products
Co.,Ltd.; 2) investigate the attitude of cosmetics sales representatives of Dr.Saroj’s Herbal
Products Co.,Ltd.; 3) compare the management of Dr.Saroj’s Herbal Products Co.,Ltd. in relation
to personal factors; 4) compare the attitude of cosmetics sales representatives of Dr.Saroj’s Herbal
Products Co.,Ltd. in relation to their personal factors; and 5) determine the relationship between
the management and attitude of cosmetics sales representatives of Dr.Saroj’s Herbal Products
Co.,Ltd. The sample group, which was drawn by quota sampling, consisted of 500 cosmetics
sales representatives of Dr.Saroj’s Herbal Products Co.,Ltd. The instrument for this exploratory
research was questionnaire survey. Data analysis was performed using percentages, frequencies,
t-test, F-test, and correlation coefficient. Findings reveal that:

1. Opinions on planning, organization, and motivation are at high levels, while opinions
on controlling are at moderate levels.

2. Opinions on products and prices are at high levels, whereas those on marketing
promotion and distribution channels are at moderate levels.

3. Differences in the cosmetics sales representatives’ education, monthly income, and
levels of positions relate to differences in their opinions on the management of Dr.Saroj’s Herbal
Products Co.,Ltd. with significance level of 0.05.

4. Differences in the cosmetics sales representatives’ gender, age, status, occupation,
education, and levels of positions relate to differences in their attitudes with significance level of 0.05.

5. Management of Dr.Saroj’s Herbal Products Co.,Ltd. Relates to the attitudes of

cosmetics sales representatives at low to the lowest levels.





