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Abstract

This study aimed to examine motivation factors of salesman of the concrete
products and aggregate company Limited. The data was collected by distributing questionnaires
to all 105 salesmen of the concrete products and aggregate company limited and analyzed by
descriptive statistics, frequency, percentage, means, standard deviation, inferential statistic, t-test,
and f-test.

The study found that the majority of salesman of the concrete products and
aggregate company Limited were men, ages between 30-40 years old, single, the highest level of
education was bachelor’s degree, first enter in the company working as a sale coordinating
officer/sale representative. Most of them have work experience as a salesman for 1-3 years, have
fixed income (salary only) more than 35,000 bath per month, working as sale coordinating officer
and choose to work in the company because of job security.

This study based on Frederick Herzberg’s Motivation-Maintenance Theory which
divided into 2 factors and the result as follow.

Maintenance Factors, the result of the study found that the most maintenance factors
affecting salesman to continue working in the company were monthly salaries, bonus,
organization security, rising monthly salaries and job security, respectively by means and
considered other maintenance factors at the high level of importance. In addition, some of

salesmen were not satisfy in maintenance factors on sub-factor of policies and Task



administration in fairness administration and sub-factor of techniques of command ship in justice
administration of manager.

Motivation factors, the result of the study found that salesman considered every
motivation factors are at high level of importance except an aspect of success, especially in sub-
factor of aspect of success in task which was the highest level of importance of motivation
factors.

The results of comparing the level of importance and the level of satisfaction found
that salesman still not satisfy toward motivation factors that help achieve any goal missions
because of level of satisfaction is less than level of importance at 0.05 significantly in statistic
level which the different aspects of significant statistic level were sub-factor of aspect of success
in task, sub-factor of recognition from people appreciated by manager, sub-factor of freedom in
assigned responsibility toward operation and sub-factor of personal advancement in training or
continuing in higher education, field visits both domestic and/or overseas, and job rotation.

Moreover, the result found that the different gender and age of salesman was

considered differently on maintenance factors at 0.05 significantly in statistic level.



