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Abstract

The data used in independent study title “Sales Management Problems of Direct Selling
Health Food Products in Thailand’ were collected from members of the Thai Direct Selling
Association: Nutri-Matric International (Thailand) Co., Ltd., Nulife International (Thailand) Co.,
Ltd., Suprederm International Co., Ltd. and Amway (Thailand) Co., Ltd,, which utilize direct
selling as their channel of distribution.

It is found that there are two important sales management problems of direct selling
health food products in Thailand, including

1. Sales management problems

1.1 Sales administration problems: the main problem is marketing mix strategy

Product strategy: it is found that people misunderstand about health food product. They
believe that health food products could be used as drugs.

Price strategy: the selling price of direct selling heatth food products is higher than the
market price.

Channel of distribution strategy: late merchandise receipt due to the procession of
ordering and shipping systems.

Sale promotion strategy: regular sales promotion may not motivate the sales personnel.

Advertisemnent: there is inevitable high advertising expenditure.



Warranty: some company warranty conditions are not fair for buyers and sales personnel,

1.2 Sales persbnnel management problems

Recruitment: recruitment through a multi-level marketing system provides more quantity
sales personnel rather than quality sales personnel.

Compensation: compensation within a multi-level marketing system is difficult to
understand. Some people think that they can get high revenue quickly.

Training: independent sales personnel are not interested in training because of the time
and expense involved.

Control and Evaluation: low control and evaluation system through direct selling, benefit
seeking and ethics lead to deceit and price cutting problems.

2.Regulation problems

2.1 Problem of no direct selling act

2.2 Problem of product classification as a dietary supplement or a drug by the Thai Food

and Drug Association.



