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ABSTRACT

independent research Developing sales skills of salespeople : a case study of pharmaceutical
companies in Bangkok The objectives were (1) to study the level of opinion towards the development of
salesperson's skills: a case study of pharmaceutical companies in Bangkok; (2) to study differences.
Between personal factors and opinion levels towards sales skills development of salespeople : a case study
of pharmaceutical companies in Bangkok This study It is a quantitative research. The population used in
the study was a salesperson in a pharmaceutical company in Bangkok. which the researcher knows the
exact population The researcher then used Taro Yamane's formula to calculate the formula to answer the
question. and using online quizzes as a tool to collect data Confidence was determined at 95% and error of
5%. A total sample size of 400 participants was obtained in the analyses. Using descriptive statistics,
frequencies, percentages, mean and standard deviation were used. The hypothesis was tested with
inferential statistics by t-Test and one-way ANOVA by F-test and pairwise test by Least Significant
Difference (LSD) method. ) The results of the study found that Most of the samples were female, 275
people, representing 68.8 percent, aged 31-35 years, 103 people, representing 25.8%, having a bachelor's
degree, 257 people, representing 64.3%, and having no more than 5 work experience. year, 110 people

accounted for 27.5%According to the objectives of the study, it was found that

Keywords: Sales skills development, pharmaceutical companies



(1) the level of opinions about Developing sales skills of sales staff : a case study of pharmaceutical
companies in Bangkok Overall, the level of opinion about the development of salesperson's sales skills.
All aspects were at the highest level (X = 4.51,SD = 0.17) considering each aspect from descending mean.
It was found that all aspects were at the highest level. The problem solving (Problem Solving)(X = 4.59 ,
SD =0.21) ranked second in selling skill (X = 4.54 , SD = 0.24) Knowledge (X = 4.49). , SD = 0.26) and
the negotiating aspect (Negotiation) the last with the lowest mean) (X = 4.41 , SD = 0.27), respectively.
(2) The results of the study of differences between personal factors and It was found that the personal
factors of gender that were different Sales skills of salespeople are developed. in pharmaceutical
companies in Bangkok, different age, education level Different working experiences, there is a
development of sales skills of sales staff. In pharmaceutical companies in Bangkok, all aspects differed at

a statistically significant level of 0.05.
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