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This stu jfvwlrrf sales management practices
of the forelgn pharrgﬂhar' anies in Thailand to
compare with the modex 'n_sales manageome: ‘,oncept currently
in use in busi Im
The - reqf 5 of the 1 nterview with the managers of

e samﬂe%%m%ﬁmﬁ 58 S hdonons -

l The companies put an exn}1as1s on salés planning,

e;.;} S AR ELIALL,

to lannlng system in that it relate to others aspects of

manag ement productions, marketing, finance, for instance,

Sales forecasting indicates the goél in which the

companies want to achieve.,



2. The extent of sales success mainly depends on
work performance of salesmen., Therefore, the effectiveness

of sales force nanagement of the companies needs careful

operational planning, co: cru:LtlnrJ and selecting,

rai e ing - 'any techniques employed
by t‘he Companiesym e* ‘Muuy.

3. A superyd e '-1““ porting system are

7 sales,

b, To mo form their best,
‘several metivatio‘ Hniquels | : 1 as well as non

- - s -y - i l‘ v .‘. - .
financial factors, 2'd by pha ceutical companies,

Regular evalua salesmenis work performance is
one of the motivational and controlling $éciniques. It is

3

ompared to that set

by the companies at dlfferent 1ntcrva; bases, monthly,

ﬁ“li%l ANYNINYINT

oncluolon, thefstudy congentrates ongsales manage-
won® W%N H 38 MBI SR Bhsornasion
needed for in depth. study cannot be obtained because it is
confidential, Nevertheiess, the results of this study
sufficiently provide knowle””e concerning sales management

which will be useful for further in depth study.
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