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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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