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The Relationship between Salespersons Capabilities and
their Work Performance at Company Limited

in Nakhon Si Thammarat=|=

*k
Aranya Noorod

Abstract

The aim of this research was to study the relationship between salespersons
capabilities, and their work performance at companies in Nakhon Si Thammarat. The subjects
of 171 salespersons were selected by means of purposive random sampling from eight
companies.

It was revealed that there was a positive relationship between selling skills and their
work performance, and between knowledge of the product being presented and their work
performance. Moreover, their selling skills and knowledge regarding the product being
presented together also have a positive correlation with work performance. All these
relationship were statistically significant (r = 0.74, 0.75, and 0.79; p < 0.01 respectively.)

The results indicated that salespersons’ skills and knowledge of their products
influence their work performance. Therefore, companies should provide constant sales
trainings and development in order to improve their salesperson work performance to

achieve the companies’ goals.

Key words : Salespersons Capabilities ; Work Performance; Selling Skill Product Knowledge

* Part of Thesis for the Master Degree of Business Administration, Graduate School, Southern College of
Technology
** Graduate Student, School of Business Administration, Southern College of Technology, Nakhon Si

Thammarat
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