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ABSTRACT

The purpose of this study was to develop the Functional Competency Indicators’
Oversea Sales Department at Chumpom Palm Oil Industry Public Company Limited in three
aspects : 1) Businesé Knowledge 2) Negotiation and 3) Sale Management

The research consisted of two parts. The first part was develbped personnel's core
competency indicators in role of Oversea Sales Department. The second part was studied the
opinion of the specialists about Functional Competency Indicators’ Oversea Sales Department.
These drafts of each indicators and sampling component for this study were 21 specialists. The
Delphi Technique was used for two rounds. The research instrument was a questionnaire. Statistic
for analyzing were median, interquartile range and Mode

The results of this research were as following:

The indicators of Functional Competency for Oversea Sales Department Chumporn
Palm Oil Industry Public Company Limited had 45 items in 3 aspects:

1. Business knowledge indicators were 14 items. The most appropriate indicators were 2
items as following; 1) Have knowledge and understand concept of sale management and 2) To
understand trends of customer demand change.

2. Negotiation Indicators were 14 items. The most appropriate indicators were 5 items as
following; 1) Have knowledge and understand in use Negotiation technique 2) To be able to
control emotional in order to decrease conflict. 3) To be able to present other alternative between

negotiate. Be able to make duet negotiate accept in alternative that were supposed between
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negotiation. 4) To be able to use negotiation technique for relate with situation in order to achieve
objective that it should be. 5) To be able to produce pleasure and negotiate couple were accepted
base on both achievements.

3. Sale management indicators were 17 items. The most appropriate indicafors in use
were 5 items as following; 1) Have knowledge and undefstand in concept of sale 2) To be able to

sale operation carried on work planning that supposed in objective.



