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ABSTRACT

This study of “Factors that Affect the Performance of Salesperson Pharmaceutical
company in Thailand ” the objective of this research was to study the relationship of individual
factors of sales on the performance of sales representatives of pharmaceutical companies.
Thailand And to examine the relationships in the technology used and the sales of the features of
the sales staff in order to enhance the performance of sales representatives of pharmaceutical
companies in India. The sample used in this study were employees of a pharmaceutical company
in India that are members of the Pharmaceutical Research and Manufacturers of 400 people used
a questionnaire to collect data. The statistical analysis was the percentage, average, standard
deviation. Statistical hypothesis testing using t-test statistics F-test and correlation analysis.
(Correlation) using the statistical package for social science research.

Research result reveals that most are female More than males Aged between 26-30 years
old, single, working in the company 1-5 years of experience in the pharmaceutical industry 1-5
years and have the highest education at the undergraduate level. The factors leading technology
sales to the sales staff. Most of the sales technology makes work easier. The essential
characteristics of the salesperson. Most will encourage their customers to try our best. And
behavioral factors on the performance of the sales staff. Most will have an understanding of the
real needs and concerns of clients. It concludes that the factors affecting the efficiency in the
operations of most salespeople are the characteristics of a salesman.

Hypothesis is Sales of personal factors, including gender, age, marital status, age,
pharmaceutical companies generally. The old pharmacy And the different affects the performance
of sales representatives of pharmaceutical companies in different ways. And factors,

technological factors, the characteristics of the company's pharmaceutical sales are related to the



performance of sales representatives of pharmaceutical companies in different ways, the

significance level 0.05
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