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ABSTACT:

This study was conducted with the objective to study the sales incentive of the business
organization, the general characteristics, and factors of incentive related to the result of sales performance.
Factors of incentive are considered in accordance with Herzberg’'s Theory. The representative sample in
this study was a group of industrial salesmen in the Thonburi vicinity divided into districts by using the
simple random sampling of 400 salesmen. The study tool was by questionnaire composed of 4 parts,
namely, general characteristics of salesmen, the condition of incentive of the business organization and the
result of the past year sales target, salesmen’s view as to the factors of incentive, and the problem and
success of sales performance by testing the accuracy tool of Coefficient of Alpha of 0.9084. The statistics
used in this analysis is percentage, method of average, Chi-Square, and Spearman Correlation with a
significant level of 0.05 or better.

The study found that the sample received best incentive in form of commission and the majority
was paid in percentage of sales scale. The sample with lower incentive received the compensation in the
form of a bonus, gasoline spending, traveling expense, and rental allowances respectively. Within the
organization itself the study found that the best incentive was in the form of security of job, the admiration
from the superior, the reputation of the organization, and the challenge of the job respectively.

By testing the hypothesis the study found that age, education, experience of work, salary, and
attitude toward organization have relation with the salesmen’s performance. Herzberg’s theory, in terms of
relation of incentive to salesmen’s performance, found that factors of success toward quick sales target,
few mistakes, achievement of job, recognition from the superior, acceptance of sales ability from the
associate, assignments of difficult job, characteristics of job, assignments of right man to the right job,
challenge of job, ability to use the best of salesmen’s knowledge, opportunity to take the appropriate
responsibility, opportunity to delegate sufficient authority, satisfaction of additional assignment of work,
understanding target of the organization’s policy and administration of work, clear responsibility of job,
clear channel of command, a reasonable and just superior, frequent consultation and recommendation
from the superior, free to delegate authority to the subordinate to handle the job, good human relations
within and without the organization, factors of salary income satisfaction, present income remuneration is in
line with the ability and responsibility of the salesman, the state of pride and satisfaction toward present
job, security of job are related to the performance of salesmen, while opportunity of job advancement in the
organization, condition of work, factor of privacy and freedom of work are not related to the performance of
the salesmen.

This study can be applied as a guide line in the selection process of salesmen and sales

administration in the business organization



