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ABSTRACT

This research is aimed to study about the succebasiness operators who were engaged in dire@ssatcupation and
also to develop, manage knowledge, create learaiggnization for people involved in direct salesimess occupation at
Thailand in order to meet the international standlanecognized in accordance with the occupationahdard and
Individual Competency Standard Principle: ISO 170B% using Questionnaires from sampling groups sagtbusiness
operators and people involved in direct sales bessnin Bangkok and its perimeter. SPSS Versiomdgram have been
used in the descriptive statistical data analysigl ahe data qualitative analysis is conducted tigtouthe in-depth
interviews among the focused groups. It is fourad tihe knowledge management is necessary for teetdiales business
that consists of (1) The analysis of consumers’aels for products, procurement of products fronmdéadized sources,
product distribution center development, produansportation system development, procurement ofteefmnology and
innovation to add values for the products which tive aspects of the occupational ethics, the pridacstandards and
screening, checking the products should meet \withstandards and requirements of laws, are impadrtarthe highest
level, respectively, (2) Defining the marketingastgy by analyzing the target groups, controllingrketing strategy
which is moderately important followed in the satqgiace by the development of training and the timeaof new
knowledge, respectively, (3) Providing systemagignpent channel and the use of electronic systerchvugimoderately
important level followed in the second place by preparation of details about the product matkyiand the
verifications on the accuracy of payment documedfs,The analysis on the source of standard preslwhich were
brought for distributions, respectively, (5) Thepasts for the creation of direct sales businessvolk ranks the most
important followed in the second place by the infation technology system and public relations, eetpely, (6) Team
working ranks as the important followed in the @s®t place by the organization of group activitiasdaknowledge
management, respectively and (7) Product Warranty ereations of relationships with customers, fext@lated to the
organization for continuous marketing activitiesanks as the important in moderate level followedhia second place by

the creation of the sales team leaders, respegtivel
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INTRODUCTION

Direct sales business is a form of sales systewhich business operators market their productseorices by entering
into the contracts where assigning the direct sedpsesentatives or independent distributors téribige products or
services for sales to consumers at their resideoceorkplaces or the other places other thapléees where the normal
course of business transactions carried out. Horvélre direct sales representatives or independistributors will get
income according to the payment plan. The returrevgpecified by the direct sales operators in ihectisales business
system, people who are applying to become membidrgamerate incomes in 2 ways that is income fretail sales and
from team management. The team management iseh&am of working teams where recruits people o ijjo the line of
work and provides support to carry out the assigmerk well. Each company has a return payment @tarketing plan)
defining the forms and methods of calculation whighy vary in nature, however, the calculation méthwst be done
based on the gross product sales and should ramdinst the law or contrary to public order or djoaorals of the people
and most importantly, no one shall conduct a disatés business before registered under the tCh&es and Direct
Marketing Act, B. E. 2545 (A. D. 2002). Nowadaydolmlization and technology have been developirgdig and
continuing thus, necessitating both the goverriraed private sector to work together and educataam resources to
gain knowledge and ability in order that the orgation’s personnel can apply the gained knowledgedapting
themselves for the survival and eventually providepropriate adaptation to cope up with the cursénttion (Bateman
and Snell, 2009, referred to in Praphaithip Luep@ih6). Direct sales business is an economic asatial organization
that contains member networks in collaboratiordigtribute the products or services to the needmterests of all
members. The direct sales business needs to bevegin terms of the working process such that atibiity with the
changes in the economy and technology. In additi@mk must be performed in compliance with the fegaents of law
and business ethics. Therefore, knowledge body iestreated and managed, being a direct salesdsssoperator
should have working style to keep pace with thenglea, thus, will result in direct sales businesadboieve the growth.
Skills and executive knowledge must be developeslich a way where constantly adapting to the cleatigd occurs in
the nature of an learning organization by condgctinining sessions and encouraging personnelie a&ommon vision,
a systematic thinking, ensuring operations caraaetproperly in line with the law, in compatibilityith the economic
system and technology and with mutual learning tvhi@ll enable direct sales business operators hiese sustainable

business success.
RESEARCH OBJECTIVES

» To study the personal attributes of direct salesrt®ss operators: such as; gender, age, educdgeeglworking
experience and tenure.

* To study the factors of how a learning organizattfects working success of direct sales businpssators.

* To study about the knowledge management of diedesdusiness operators for success.

e To promote and support people in the occupatiore kaowledge and learning the work of the operatogaged

in retail and direct sales business to reach laternal occupational standards.
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Research Conceptual Framework

Independent Varable Dependent Varable

Figure 1
LITERATURE REVIEW

The learning organization concept was developenfthe trend such as changes in the learning, matzom,
management, training and development. As a regaltning has been compiled into an ongoing proeessintegrated
with the environmental condition in life and worgimf all types of organizations no matter what tlaeg government
agencies, state enterprises or private organizatibinis can be applied for use in combination \tligh other forms of the
management systems. It helps in having the chaistats for the development of an organization glarith the initiative,
creativity and yielding the attainment of succéssugh the quality management system throughougtitiee organization
(Jesadakorn Thongsang, 2553 Page 5). Thereforde wbnducting a business, the operator needs te kaswledge
management and the creation of a learning orgaoizafhe knowledge management means the identditsitof
knowledge, expertise hidden in the people and #eamch for a way to bring them out for exchangarneand decorate
easily for utilization, being more beneficial with continued extension and usagefor appropriatedy and timely
conditions, giving rise to a new knowledge or inatben from deploying the knowledge , Prawet WaSb@) The learning
organization means an organization that focusinghenmotivation to persuade personnel to have aed&s learn and
continuously develop self potentials. The orgamiratstarts the mission for successful completipmdlying onteamwork
and exchanging knowledge with the understandingspdtematic knowledge in order to gain a competiadvantage to
survive with the globalization changes (Chamriengiwét and Benjamas Umphan, 2540,). The knowledgeagement
means the process of the continuous creation of krewwledge, the dissemination of knowledge througttbe entire
organization and uses it as an important integaal pf the service products, new technologies arstems, Nanaka &
Takeuchi (2004). Peter M. Senge (1990) statesttiefearning organizations are the organizatioms gnomotes the
expansion of new concepts upon their abilitieadbieve the real results, to be able to expressapions freely with
continuous learning which, in this respect, eveeyoan build work achievement in accordance witlr thaals, thus, gives
rise to many new ways of thinking in which eachsperis free to create their inspiration and malkasitn place where
everyone could learn how to work together. Thewdedge management process in an organization stsnsfi 7 main

steps as follows:

» Knowledge Identification: It is the step to idegtifwhat knowledge the organization utilized likegjisn what
form, with whom it is and what knowledge the orgaion necessarily needs , eventually resultinghim

organization to know what knowledge is needed dpsh&o make the Knowledge Mapping to identify which
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knowledge is important for the organization andntipeioritize based on the importance of the knogtedh
chronological order to enable the organization &b the scope of the knowledge management and tdloca

resources efficiently and effectively.

* Knowledge Creation and Acquisition: From the Knadge Map, the organization could identify whethee th
knowledge is necessarily needed or not. If affilmetthe organization must find a method to extrsuth
knowledge from various sources which may be saadt@round for consolidation in one place to crehte
contents to suit and precisely meet the needs ekugor the knowledge, those are necessarily dedule not
available at that time, the organization may crédtem its previous knowledge or apply the knosdde obtained
from the outsourced organizations. In addition, dhganization should have to make a consideratiaglitinate
unnecessary or outdated knowledge in order to sesaurces for such knowledge. The most importapoikehis
step is to define the contents of the required kedge and capture it. The important factors thdit wake this
step successful are the atmosphere and cultutgeadrganization that encouragingly facilitates pleesonnel to
be eager in exchanging their knowledge with eadferoto create new knowledge everytime. Moreoveg, th
information system partly plays its role in helpiing personnel to exchange knowledge with one anotapidly,

thus, results in a search for new knowledge frotsaurces quickly.

« Systematic Knowledge Organization: Upon the reguleowledge contents are available, the organiaatiast
systemize the knowledge in order to enable userfintb and apply such knowledge to make use of ite T
systematic knowledge management means settinpaupable of contents and the storage of variousstyqf
knowledge in order to make it easy and fast in seofncollecting, searching, and using. In sorting the type or
category of knowledge depends on how efficientlgrasvill use it whatever the nature of work thespanel
held in the organization. Generally, the knowledtgssification is divided into the following ways) Skills or
expertise of the personnel, 2) The Topic, 3) They,dorocess, 4) Type of products, services, magketps, or
customer groups.

 Knowledge Codification and Refinement: Other thaeating the systematic knowledge, table of contéms
organization should codify knowledge in the fornad danguage in such a way it is easy to understaddutilize,
which can be done in many ways: such as; 1) Crgatiimproving the document designs at the sanmalata
throughout the entire organization, this methot élp for the entries of data from various depemts, the
storage, the search for and handle the informagjoickly and effortlessly. 2) Using the same “langefa
throughout the entire organization: they shouldppre the glossary of definitions, meanings of warded by
each department, in order of performing dutiesrvidle mutual understanding, this will be helpfulensuring
that the entries of data, knowledge, classificatiomd storage to be under the same standard. lampigrtthe
glossary must be kept up-to-date all the timekiding the matter where the users were be abledoch easily
and quickly for utilization, 3) Composing, editingnd improving the contents of good quality in was areas:

such as; the completeness, precision, modernitsistency, and accuracy in line with the needssefsl

» Knowledge Access: The knowledge acquired will bealnable if it is not distributed to the other pkpf® make
use of it. Therefore the organization must haventie¢hods for storing and distributing the knowledgeth the

Explicit Knowledge and the Tacit Knowledge).
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» Knowledge Sharing: This step is about the prepamatof documents, knowledge base including makaipwy
page book. By applying information technology faeuit will be helpful in gaining an access to kiexge
easily and quickly. However, this method works well the Explicit Knowledge only. For Tacit Knowigd
sharing and changing, it must be done by the idd&afi meeting or group meeting or called by Nonakahe

Socialization.

* Learning: The important objective of knowledge ngsmaent is the learning of personnel and the agplicaf
such knowledge for decision-making, solving protdeamd improving the organization. Therefore, laagnis
extremely important. Because, even if the orgaimpathave all the methods for good determinatiadlection,
selection, transferring, and sharing of knowledfjhe personnel were unable to learn and addpt itise, atlast

it will be a waste of time and resources. (PubéctSr Development Commission, 2546).
Research Hypothesis

» Difference in personal factors of direct sales beiss operators such as gender, age, education persbnnel
category and working tenure has the effect orstlezess of the business that is carried out byliteet sales
operators differently.

» Factors of a learning organization have the effecthe success in carrying out the business ofliteet sales
operators.

» Factors for creating a learning organization hdneedffect on the success in carrying out the bssinéthe direct

sales operators to be successful.
RESEARCH METHODOLOGY

The population on which Researcher conducts thiystias direct sales business operators at difféegnls in total 276

persons. The Yamane Formula (1973) is used in matarg the size of the sampling group and that slze of the

sampling group was 130 persons. The tools usedaftar collections are questionnaires which Reseatdds created from
the literature reviews and related research wdfksim the questionnaires, Researcher used the Llfikerpoint scale to
divide the scores of the 5 attitudes equally aivitidd the average value range for comparison liygug/eight Mean

Score basis for class interval and score levelrviate Likert (1932) After receiving the complete agtionnaires,

Researcher analyzed the questionnaires to fintheuteliability of the questionnaires from the guaaf 30 persons having
the qualifications similar to those of the samplagrgup in order to calculate for the relationsi@m the accuracy value,
estimation of the questionnaires done by usingalpda coefficient method of Cronbach, it is foulmttthe alpha
Cronbach coefficient is equal to 0.945 which isagee than 0.60 for all variables. The reliabilityfound to be at the
highest level, Cronbach (1951).

Research Result

Result of the study based on the general informaathered from the direct sales business opsratérof them are male
and 55 of them are female thus, gender represetwiegty-four percent (24%); the age mostly randiagn 45-55 years
in number of 67 people, representing thirty per¢d80£6); mostly are Bachelor Degree graduates inbaurof 116 people,
representing eighty-one percent (81%) and moshafmtthat is 81 persons generate the incomes fnein dccupations

per year is ranging from 30,000 - 50,000 Baht,esenting eighty-three percent (83%).
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Table 1: Result of the Study of the Knowledge Managment Factors of Direct Sales Operators

Factor X | S.D | Priority |
Knowledge Identification Identifying necessary kretge 2.11] .618 Moderate
Identifying currently available knowledge 2.19| .649| Highest
Identifying knowledge forms 2.28| .659| Moderate
Creating and seeking knowledge Creating new knogded 2.37| .655 Moderate
Seeking outsourced knowledge 2.67| .636| Highest
Retaining originally existing knowledge 2.79| .725| Moderate
Systematic Knowledge Organizing Knowledge Struaiyri 2.37| .690 Moderatg
Classification 2.70| .755| Moderate
Determining method of storage and identification 722, .774| Moderate
Knowledge codification and screening Document updab meet the 3.19 .667 Moderate
Standard 3.05| .742| Moderate
Using the same language throughout the organizétipnoving contents for perfection 3.04 .781 Moderna
Knowledge access Information Technology System 8.7773 | Highest
Training 3.91| .830| Highest
Public Relations Board 3.59| .817| Highest
Knowledge Sharing Cross work line teaming up 2.49| .718| Highest
Quality group activity organization 2.39| .719| Highest
Learning community organization Learning 2.36| .718| Highest
Application of acquired knowledge body 3.41| .666| Moderate
Learning and creating innovation 2.40| .754| Highest
Learning rising 2.63| .694| Moderate

From Table 1: (1) From the Knowledge Identificatidns found that identifying factors for knowlgel accounts
for the highest mean of 2.28 which means that ihithe level of low importance. While the idertdtion of currently
available knowledge accounts for the average méanl® which means that it is in the low level ofportance and the
identification for necessary knowledge accountsaforaverage mean of 2.11 which means that it esialthe level of low
importance. (2) On Creating and seeking knowledlges found that the factors on the aspect of thention of the
originally existing knowledge account for the highenean of 2.79 which means that it is in the levelimoderate
importance while on the aspect of seeking outsaukr®wledge, the mean is 2.67 which means that it the level of
moderate importance and on the aspect of crea@mgkmowledge, the mean is 2.37 which means thatiit the level of
low importance. (3) On the systematic knowledgeanizjng, it is found that the factors determinihg tmethod of storage
and identification accounts for the highest mea.@2 which means that it is in the level of modeiaportance while
on the aspect of classification; the mean is &fileh means it is of medium importance. And in khewledge structure,
the mean value is 2.37 which mean that it is inlével of low importance. (4) Respective to the \fexige codification
and screening, it is found that the documents upgldactors to meet the standard were accounthierhighest mean of
3.19 which means that it is in the level of modeiatportance where on the aspect of using the samgeiage throughout
the organization accounts for the mean of 3.05 whieans that it is in the level of moderate impuréand on the aspect
of improving contents for perfection, the mean .843which means that it is in the level of modeiatportance. (5) On
the knowledge access, it is found that the faaborshe aspect of the training account for the tstineean of 3.19 which
means that it is in the level of highest importamdele on the aspect of the information technoleggtem, the mean is
3.71 which means that it is in the level of highegportance and on the aspect of the Public Relat®oard, the mean is
3.59 which means that it is in the level of higtportance. (6) On knowledge sharing, it is found tha factors on the
aspect of the cross work line teaming up accouwntshie highest mean of 2.49 which means thatiit the level of low
importance where on the aspect of the quality gractjvity organization, the mean is 2.36 which nee#mat it is in the

level of low importance and on the aspect of tlreng community organization, it accounts for thean of 2.36 which

Impact Factor (JCC): 6.2543 NAAS Rating 3.51
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means that it is in the level of low importance). Oh the aspect of Learning, it is found that thetdérs on the application
of acquired knowledge body accounts for the highesan of 3.41 which means that it is in the levfdhigh importance
while onthe aspect of the knowledge rising, themisa.63 which means that it is in the level gfthimportance and on

the aspect of learning and creating innovationtlean is 2.40 which means that it is in the levdlighest importance.
Quantitative Research Finding Conclusion

From the identification of knowledge, factors o tldentification for knowledge forms are of highpamtance. In the
second place, is the identification for the curyepkisting knowledge and the aspects for theftifieation of necessary
knowledge, respectively. While on the knowledgeatiom and seeking, the factors on the retentiothef previously
existing knowledge are in the level of moderate angnce followed by the seeking of outsourcedwkadge and the
new knowledge creation, respectively. From systeamiatowledge organizing, the factors determining thethod of
storage and retention are in the level of moddmp®rtance followed by the classification and timewledge structuring,
respectively. On the codification and screeningmdwledge, the factors for document standardizagi@nin the level of
moderate importance followed by the use of the skmguage throughout the entire organization aedaspect of the
content improvement for perfection, respectively e aspect of the knowledge access, the traifsictprs are in the
level of high importance followed by the informatitechnology system and Public Relations Boardses/ely. On the
knowledge sharing, the factors of the Cross wank lieaming up are in the level of low importanchofeed by the
organization of quality group activities and thegamization of learning communities, respectivelyn the aspect of
learning, the factors of the application of thewmed knowledge are in the level of moderate impace followed by the

learning and learning and creation of innovati@spectively.
Qualitative Research Findings

Qualitative research is conducted through in-déptérview and the focused group is the operatougr As a result of
the interviews with the business operators, ibisnfl that the aspect of knowledge management, lautmel codification
and learning, the business operators by learniagagement, defines the organizational vision, ymeroent of products
or services by analyzing the demand of consumetiseirfuture, setting up a department for the precwnts and entries
of data, comparing, analysis and decision makinghenproduct imports, arranging for the screeningd aspection of
products and services to ensure that are compliasitbethe specified laws, taking quality producteve been already
analyzed and selected for utilizing in determinihg marketing strategy, procuring new technologied innovations for
use in the development to create added value irptbducts, making marketing plans that meet theahjes of the
business associates, creating a program systentdtmulating marketing plans or fair compensatitamp for business
associates, defining the marketing strategy byyaina the target audience with STP Marketing, definthe business
strategy, creating growth with Vertical Integratiameating Horizontal Integration, creating a bass growth strategy in
the form of the Business Diversification, contnafji marketing strategies in accordance with the ptar§g plan of the
organization, regularly developing human resourdesjgning curriculum for marketing personnel depetent to have
knowledge in the presentations, sales and humarageament through trainings, both on-sit and /orubloE-learning
systems, designing a Leadership Curriculum to imprbusiness potentials, analyzing factors of thst Ipgactices,
developing new product innovations to compete, bdistsing an Innovation Identification, Developmearid Research
Department in order to concretely develop the petgland services, expanding the customers’ manketder to support

the products which were manufactured as a resulinewly developed innovations, expanding brancheswvay of
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franchising system, arranging for financial analysd assess the increasing potentials in the damasd foreign
customer markets, analyzing and evaluating thenéiis costs of the organization, providing areasb® product
diversification center and distribution center that suitable for customers in the market and difieations in the areas
which are suitable for delivery to different braashquickly and completely, developing and modengjZogistics network
and product diversification center to support tpamgation, storage and product distribution efintig and professionally,
procuring technology for distributions, warehougemtions and payment system as appropriate, pngvigéchnology

systems for supply chain management, improvingityuahd guaranteeing usage of products or services.
CONCLUSIONS AND RECOMMENDATIONS

From the research, there is a recommendation f@ctdsales business operators to focus on therfactolearning

management and learning organization for the perpdadjustment in the implementation in carrying the business to
attain successful position. In addition, it is sdble that the success of direct sales businemsimps can be studied in
various dimensions which are very important, sughtlae aspect of the production, the innovatiothan production and
innovation in the products including the transpiota of products with an innovative system, logistiand modern

transportation to reach consumers quickly.
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