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Factors related to the performance of the Retail Commercial Sales Agents at
KASIKORNBANK Public Company Limited: A Case Study of Retail Commercial Sales
Network 1

The purpose of the study was twofold: 1) to find out the factors related to the
performance of the retail commercial sales agents bank officers at KASIKORNBANK
Public Company Limited (KBANK), and 2) to identify their work problems and obstacles.

The sample group consisted of 153 KBANK offices that dealt with the retail
commerce sales network 1 in Bangkok. A questionnaire was used as the research
instrument. percentage, mean, standard deviation and Pearson correlation were
employed to analyze the data.

The findings were summed up below.

Most of the bank officers in the study were male (89.9%) and 34.6% were 41-45
years old. About 82.4% received Bachelor's degree. About 70.6% were the division
heads. About 69.3% works in this position for 1-3 years. And about 28.8% had an
average monthly income of 25,001-30,000 baht.

Overall, the work performance was found to be high. The two aspects that had
a high mean score were completeness and correctness of the information and
completeness of loan related documents. The length of time to complete the task was
found to be moderately efficient.

The factors significantly related to their work performance were maturation,

attending training coursed, and social support. On the contrary, age, education,
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experience in the work position, and income had no relationship with their work
performance.

Work problems and obstacles. There were three major problems: 1.the credit
policy, 2.technology and the system, 3.work of different aspects (such as consistency
between credit target and expenses received; collateral evaluation)

Recommendations

1. The job target should be in line with the pay and the performances of an
employee in order to motivate them to work efficiently.

2. Training courses or seminars should be held to upgrade the bank employees’
knowledge and skills and enable them to apply them to real life situations.

3. Activities to create a good relationship between the executives and the
organizations that request credit process from the retail commerce sales agents should
be held.

4. Adequate work facilities should be available so that the work can be done

smoothly.





