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ABSTRACT 

The purposes of this research were to study and compare satisfaction of 

customers to salespersons efficiencies of Phitsanulok Toyota dealer co.ltd. The 

customers were divided into sexes, ages, vocations, motor-types and number of car 

possession. The efficiencies divided into 3 dimensions : (1) sale ability, (2) product 

knowledge ability and (3) post sale service. Then proposed how to develop each 

dimension. 

The population of the research were the customers who bought Toyota Cars 

from 3 branches in Phitsanulok : Head office, Nai Mueng branch and Nakornthai 

branch, during June 2002 - dune 2003. There were 300 customers stratified by Krejcie 

and Morgan random sampling method. The instrument was Rating Scale - 
questionnaires. Datas were analyzed by percents, x . S.D., t-test and F-test. 

The study found that : 

1. Customers 's satisfaction to salespersons on sales ability and knowledge of 

product were in high level, but on the post sale service was in the middle level. 

2. Comparing 's satisfaction of customers to salesperson 's from 3 dimensions 

found as follow : 

2.1 Sale ability : 

2.1.1 Male customers' and female customers' satisfaction to sales ability 

of salesperson 's were differently in 0.05 level. 



2.1.2 Aged, professional, car - typed and number of car possession 

customers 's satisfaction on sales, were not different. 

2.2. Knowledge of product : 

Aged, sex, professional, car - typed, number of car possession car 

customers 's satisfaction to knowledge of product of salespersons, were not different. 

2.3 Post sales service : 

Aged, sex, professional, car - typed, car number of car possession 

customers 's satisfaction to post sales service of salespersons, were not different. 

3. Developing efficiency melthodfor salesperson 's : 

3.1 Seminar and workshop to design process of development and opportunity 

to give gifts to the customers. 

3.2 Organize project for the highest sales and post sales service competition. 

3.3 Seminar and workshop to build up how to make satisfaction to 

customers at the competitive era. 

3.4 Produce satisfaction questionnaires to the salespersons for customers. 

3.5 Organize team-working training project for the salespersons in the 

company. 
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