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Abstract: Direct selling is very popular in Thailand and have a tremendous impacts on national economy. The purposes of 
this study were to create a model explaining relationship of the effects of direct selling to the economy of Thailand, to 
integrate and manage knowledge and marketing with the influence of direct selling, and to study the impacts of direct selling 
to the national income distribution. This was a mixed research of both qualitative method and quantitative method. The 
population of this study included members of direct selling of Thailand as well as direct sales and staff who were involved 
with direct selling. The findings revealed that the model can explain the relationship of direct selling and the impact on 
national economy, the body of knowledge can be applied into direct selling of Thailand to enhance their staff development, 
and the findings also can be used to improve the national economic plan to create a proper national distribution of income 
and equality of income distribution.  
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I. INTRODUCTION 
 
Direct selling was the method of selling from the 
ancient time by most of the sellers were walking 
around to approach customers and tried to sell 
something to customers. Then, direct selling began to 
use horses to direct sell in the places far away. Home 
party was another method of direct selling used by 
Tupper wares. However, with the success of direct 
selling, the multi-level of marketing was designed by 
Amway group and started to use new system of 
payment such as get compensation from total sales 
salesperson and from salesperson that they have 
trained.  
In Thailand, direct selling was introduced in many 
industries such as cosmetic, drugs, books, electronic 
appliances. There is a used of integrated marketing 
communications. Direct selling is a method of selling 
which is very popular in Thailand. There are not 
much research of direct selling in Thailand. 
Therefore, the author is interested in investigating 
direct selling and the impacts on the Thai economy 
and the distribution of income. Moreover, the 
findings of this research can be used to design 
national policy to promote direct selling in Thailand 
in the future.  
 
II. RESEARCH METHODOLOGY 
 
The research of Thai economy impacts of direct 
selling was conducted by utilizing both qualitative 
and quantitative research method. Direct selling is 
one of the most popular selling methods in Thailand 
and in fact, it have a tremendous impacts on national 
economy and the distribution of income. The 
purposes of this research study were to create a model 
that can be explaining relationship of the effects of 
direct selling to the economy of Thailand, to be able 
to integrate and manage knowledge and marketing 
with the influence of direct selling, and finally to 
study the major impacts of direct selling to the 

national income distribution. To be able to find the 
answer to the research questions, it is imperative to 
use a mixed research of both qualitative method and 
quantitative method. It is important to use a survey 
method and confirm with the insight information 
from an in-depth interview. The population of this 
study included members of direct selling of Thailand 
as well as direct sales and staff who were involved 
with direct selling. The key informants of the 
qualitative method were conducted by purposive 
sampling with 16-20 members of the direct selling 
associations and representatives from direct selling 
companies. The survey method of quantitative 
research by utilizing questionnaire to elicit 
information from representatives of direct selling and 
salespersons who were full time and part time.  
 
III. RESULTS AND DISCUSSION 
 
Direct selling has been in Thailand for more than 40 
years. Direct selling is the way to sell goods and 
services with face to face with customers which often 
receive commission by independent salesperson. 
Somchart Kityanyong (2002) explained there are 
three types of direct selling. First is single level 
marketing or SLM which means system of work of 
direct sell and salesperson will receive compensation 
from selling the product only but have no teamwork 
of selling. Second, multi-level marketing or MLM or 
known as network marketing which means system of 
direct selling that salesperson will get compensation 
from their ability to sell products and ability to create 
teamwork of selling. Third, is a pyramid system 
which is the system which is closed to multi-level 
marketing, however, the pyramid system does not 
aimed for total sales or market share of the products, 
but aims to invite new salesperson to be under the 
team and take advantages of new salesperson as a 
chain selling.  
For a success direct selling, Danai Theinput, (1988) 
stated that there are nine characteristics of success 
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direct selling. First, salesperson must have an 
intention to be success. Second, salesperson must 
have quick wit to be success. Third, salesperson must 
be working hard and have power to handle setbacks 
and obstacles. Fourth, salesperson must willing to 
take risks. Fifth, salesperson must be persuasive and 
be able to persuade customers and subordinates. 
Sixth, salesperson must be able to convince other 
people to accept their ideas. Seventh, salesperson 
must have humors. Eighth, salesperson must have 
positive thinking and be able to resolve any problems. 
Finally, ninth, salesperson must have creative 
thinking and be able to resolve causes of problems.  
The solution for the direct selling in the future is 
about integrated marketing which aims to improve 
the products and services as well as brand and 
customer equity and channels and communications. 
The focus of marketing should be on 4Ps or product, 
price, place, promotion and 4Cs or customer 
solutions, cost, convenience, and communication. 
The development of marketing communication to 
integrated with direct selling includes advertising, 
public relation, direct marketing, personal selling and 
events. The direct selling has an impacts directly to 
the factors to improve the direct selling. The more 
direct selling has been improved, the higher income, 
commission and compensation earned by the sales 
persons. Therefore, the more income increased by the 
salespersons, the better income distribution in the 
society. In other words, the salespersons have a job 
and the job itself pay good income from the better 
selling technique. This, in turn has an impact on the 
local economy. The better income salesperson can 
earn, in turn, improve the local economy. Finally, the 
good local economy helps customers to have more 
confidence to buy more and spin off the good 
economy.  
 
CONCLUSIONS 
 
Direct selling has been around in Thailand for many 
decades. It provides a good job and good income to 
the local economy. In many areas, most of the sales 
persons are women and housewives. Therefore, any 
factors that can enhance the ability to improve direct 
selling technique can actually increases income of the 
salesperson and in turn improve local economy.  
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