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ABSTRACT

The objective of this study was to determine the factors affecting the success of
pharmaceuticals dealer by studying 17 dealers, 5 sale supervisors and 17 customers who
purchased the pharmaceuticals from the dealers, specified in 17 Northern provinces i.e.
Kampaengpet, Chiang Rai, Chiang Mai, Tak, Nakornsawan, Nan, Phayao, Pijit, Pitsanuloke,
Petchaboon, Phrae, Maehongson, Lampang, Lamphun, Sukhothai, Utaradit and Uthaithani.

The study instrument consisted of structural interview form and non participating
observation and then the obtained data was analyzed by narrative form.

The study’s findings were concluded as follow:

The factors affecting the success of the pharmaceuticals dealers were similar to those
of the sale supervisors and the drug store owners who purchased the pharmaceuticals from the
dealers and could be divided as followed.

1. For the work attitude and principles affecting the success in career, the pharmaceuticals
dealers should see the importance of positive attitude towards their career and must be patient,
intentional and give effort to their work.

2. In term of personality which affected the success in career, the pharmaceuticals
dealers should have polite, clean and convincing dressing and their manners should be humble

and cheerful.



3. Contacting the customers of the pharmaceuticals dealers should be planned in
advance and while negotiating they should speak clearly and understandably. Importantly, their
negotiating characteristics should be polite and straightforward.

4. Successful sale promotion strategies of the pharmaceuticals dealers included sample
products/complimentary, knowledge about customers’ behavior and research on marketing and
service methods.

5. For their knowledge and capacity, the pharmaceuticals dealers should regularly
study marketing strategies, improve their own works, be responsible, follow the work plan,
creative, intentional and enthusiastic.

6. In term of work pattern, the successful pharmaceuticals dealers should prepare
customers’ details and documents/sale equipment and they should have their work plan in
advance and review drug properties before meeting customers.

7. The problems of the pharmaceuticals dealers’ work consisted of increasing sale
record, the insufficient wage to their expenses and marketing competition had more strategies.

8. For the solutions to the problems, the pharmaceuticals dealers should report all
problems to their supervisors or company to acknowledge such problems and they should always

improve themselves and be enthusiastic to work without despair to any difficulties.



