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Ph.D., THESIS CO-ADVISOR: ITTIKORN KAMDEJ, Ph.D., 365 pp.

The purposes of this quasi-experimental research were to 1) study the marketing competency needed
for the officers in cooperation promotional sector; 2) develop training model using competency based training
model and self directed learning to enhance marketing competency of the officer in cooperation promotional
sector; 3) study the implementation of the developed model; and 4) study the factors and conditions in using
developed training model to enhance marketing competency of the officer in cooperation promotional sector. The
research was separated in 3 phases: Phase 1 study the marketing competency needed in Thal context.
Populations are the consultants who passed Apec IBIZ program or other consulting training programs arranged
by department of Industrial promotion. Phase 2 study competency needed for the officer in cooperation
promotional sector. Populations are the officers in cooperation promotional sector in central area. Phase 3
implement the developed model. The research samples were 30 officers in cooperation promotional sector in
Lopburi province. The data were collected by using the marketing knowledge and skill competency test.

The findings were as follows:

1. The marketing competency needed for the officers in cooperation promotional sector included
1) competency In the business sliuation analysis; 2) competency to assist the cooperation promotional sector to
develop marketing implementation plan; and 3) competency to assist the cooperation promgotional sector to
develop marketing strategy.

2. The developed fraining model processes included teachers define marketing role, leamer qualifications,
and marketing competency; analyze the needed knowledge and skills; develop studying manual and appraisal tools;
set leaming program consistent to self-directed leaming concept, and then evaluation on the leaming program.

3. The results from the marketing knowledge and skill test and self-evaluation showed that the
participants’ competency in marketing knowledge was high while the competency in marketing skill was slightly
developed after the experiment. '

4. The factors concerning the developed training model implementation were 1) personal mastery; 2)
roles and responsibilities; 3) new marketing tools; 4) ages; 4) leaming equality and fairess; and 5) the different
background knowledge and experience. The conditions conceming the developed fraining model
implementation were 1) timing to attend the whole fraining program; 2) learning attitude and intention; 3) leamning
contract; and 4) the studying manuals.
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