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The objective of tiis research is to sfudy The Factors that Relate to the
Entrepreneurial Success of Amway (Thailand) Co.,Ltd in Bangkok. Sample groups are used in
this survey resecarch comprised of 400 direct salespeople of Amway (Thailand) Co.,Ltd. in
Bargkok. The data analysis useds SPSS program of valuc frequency, mean, standard deviation
and hypothesis test Pearson correlation coefficient was used. The research is found :

I. Generally, the factor of an individual’s knowledge abcut nroducts, selling
technique, consumer behavior, and salespeople’s personality are ai a moderate level. But when
we consider each one separately we will see some differences. We have known that knowiedge
about pre-pianning product presentation and consumer purchasing decision is very important.

2. The factor of overall working processes, product selling and team creation has a
moderate significance. But when we consider each one separately, we have known that product
selling has a high significance.

3. Gencrally, the factor of solutions to working problems caused by customers, team
players, team leaders and the company are at a moderate level. But when each one is considered
separately, some differences have been noticed. The problem caused by customers, strengths,
weaknesses and benefits of company,s products are very important. The problem caused by the
company in the matter of whether or not the company can deliver. The products to businessmen
and its members are also very important. And the question whether or not the company should

organize some special activities for their leaders is not very important.
4. The factors that relate to the success of direct sales entrepreneurs are ; the

individual s knowledge about products, selling techniqucs, consumer behavior and salespcople,s
personality ; the working processes are product selling and team creation ; and the solutions to

working problems that are caused by customers, team players, team leaders and the company

itself.





