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ABSTRACT
The purpose of this study was to investigate whether the rewarding system of training program can promote distributors’
willingness to participate in training program and their job performances. The results of this study are as follows:1. There were
significant differences of tenure on income and selling success ratio in the category of domestic training program. 2. There is a
significant difference of level of education on selling success ratio in the category of overseas training program. 3. There were
significant differences of gender on recruiting success ratio, selling success ratio, and input ratio in the category of overseas seminar
and training program. 4. Rewarding training program was significantly and positively correlated with distributors’  willingness of
participation. 5. If performances of domestic training program, performance of overseas training program, overseas seminar and
income, number of direct up line, people in the organization (team), sales volume of the organization (team), recruiting speed,
recruiting success ratio, selling success ratio and devotion ratio are higher, then job performances will also be better. 6. Performance
of domestic training program was significantly and negatively correlated with job pressure. 7. Performance of domestic training
program was significantly and positively correlated with devotion to the job. It showed that if the performance of domestic training
program is better, then devotion to the job will be higher.

Keywords : direct selling ; network marketing ; rewardful training ; distributor’ s performance
Table of Contents

ooooOoooooO0O0ooo0oUoOoooOoUOoOooUOOoOooOObyiODbDboooOoDOboOoUOoDboOoooDobOoO
cooooodvbhooooooOoOooooOooooOooOoUobDOooUooooovOboooDooOooobDoooooDoooo
coooooOdOooovilOobooOoOooooOoUooooOoUooooOoooooOOooDviiOODOOoOoODOOOOOoD
gooobooboboboboxbogboobooboobobobooboobooboboboollooboobooobo
goooboobooboboobo1ibooboobooboobooboobobboboobOo 2b00bObDO
goooboobobobobooboo400b0b0b0obboobooboobobbobooboosgbobono
gboooboobobobobooboob sobopooobooAbOobDoBOO0bObObOO IODO0ODbOODbO
gboooboobobobobooboobo0o4bobboobo0oboobobobobboobDoobOoob 22000
goooboobobbooboobuoobobooobD 400b0bboboooboobobbobooobOoobon
2000000000000 DO0OOLOODOOObODOODbDO 200000000 0DO0O0ODOODDODOODOODO
2900000000000 0Db0O0bObObOObODO0OobOo OO bOOobDOOobOoObOoOobOobDboOobDOoOoDbO
obo31gobooboobobooobooboobobboob0 BOoUobooboobobooobooboobooboo
ooo03400oboobobooobooboobobobobo0 4poobobobobooboobooboboo
gooobooboboboboobooobooboo4aab0ob0o0obo0obobObobDbOoboDooboobOo 400
goooboooboboboboobooboob d0b0b00bU00obO0o0obOobDbO0obDbOobDUoobOoobOoo e
goodoboobobbooboooboobooboooos0b0obOb0ObD0O0ODbDO0ObDODbODODOODOODOD
gs3ibooooboooobooboooboobooooboboo 4o b 2-100b00b000obD0obDOoOooboOn
obooobooboooboobo o0 2-2A000000000O00D0OOOOOODOO0OOO 120 2-3BOOOOODO
oboooboobooooobouoooD B30 2400000000000 0DOUOOOODODODODOODOOOO 160
2-50000000oooobooooboobooooobobboOobD wy0 2-600Db00OO0ODObLOODODOOO
gboogz20b 2700000000000 0D00O0DO0ODOODOO 2104-1000000DO0ODOO0ODLDOODOOO
gboodbgs4i4-200000000000000O00O0D0OODOODOO D 43000D0OOOODOODODOO
gooobgoobob o 4-4000000000000DOD0O0ODO0ODOOOOO0OD 360 4-50000000D0O0O0O
gooobgoobobboobosrg 4-600000000DOODODOODOODOODLO®O4-7O0DOOO
gooobuoob0—-00b0tw0ob0o0 420 4800000000000 0O0O00O0O—-0O00OANOVADO 430 4-90
U000Db00b0obb0ObDO0O—-0000ANOVA460 4-1000000000000O0DO0O0O0—-0000OANOVA 49
04-11000000000000000—-0000ANOVASRLD 4-1200000000000DO0O0O00O-000tO



00005304 13000000000000000-000ANOVAD 540 4-140000000000000ODOO
—OOOOANOVAS70O 4-15000000000000000—-0UO0DO0OANOVAGOD 4-1600000000DO0O
O0D000—-0O00O0ANOVAG20 4-170000000D00ODO0ODODOODOM@MODODOO)-DODOOOOODODOOO
000000000000 630 4-180000000000DO0O0O0OOMEDODODO)-0000OANOVADODOODO
0000000000060 4-19000000000000000@E0ODOD-0 0000OANOVADODOODO
0000000000670 4-20000000000000000O0MOODO)-0DO0O00ANOVAODODOODO
oOoooooOoob o 42100000000 000D0000@ECOOOO) -0 0O000ANOVAOODDOOOODOO
ooooboboo 204200 00000000000000DO0D0DO00OO0O 740 4-23000000000000
oooopoooooog»nobdb2-1gboogbooboooooboooobooboooged 2200000000
OO00000O0000OO0O0O0OO 80 2-3NadlerD00D0OOO0ODOOOOODODOOODOODO 170 2-40000
gboooboobobboboobdgob 260 3-100000000000ODOO0ODOO0ODOOOOOD 28

REFERENCES

000000 0000ooooEoce)UOIDNDODO0ND0O0D0ND0D00ND0O0U0N: 0000 00Do0 0D0gRISDO0ODOO
o000000O0o0O0—-0bO0bO0ob00U0O00DO0bO0bO0bDO0Ob00O00U0O0OOD0ODOD0ODOO0O0ODbUobUobOOEIQUODODODODO
000000000000 DO0ODO0ObDOUO0OO0OOdO(pep.1-20000: 0000000 0O00ODOODODOOD@OOCNDOOODOODO
0000000000 DOO0bOO0bOO0oU0O0DO0oDOO0:.000DO0DO0ObO00O0O DO O ODODObOObOOobOOOoOooOoOoDoOon
—0000000000000DO0ODO0O0O0O0O0DO0ODO0ODO0ODO0O0OO0OO0ODO O0DEIUDODbDODbDObOODUOOODODO
O0000-0000Motorolg) 00000000 O0ODOODOODOODOOOOODOODOOODOOOMMIYYUIDODOOOOOOODOONn
0000000000 DO0DOO0bOO00O00O0DO0O0DO0DOO000oO00O0DOooOOoDOODOOD bOoDERUOooDoooooonoa
0000000000D11062-710 OO 0RO ODOODOOOOOOOODOODOODOODOOODOODOODODODODOODOOOOO
000000000000 000@ey)yoo0ooooooooooooO0do0ooooDooooooOdboboooooooooong
00000 000@1994) 00000000000 00000 00000000 Db0b0o0ooDooDonDoDoDoDOooooo
0000000000 000@e0 0000000000 o0oooDfdo0o0oo0Do0oD0ooD0ooO0bOOobOooooooogoonag
0000000000000 0D00 000@ees) 0000000 nD0dooooonDooooD:0o0oOooEUDOOnonon
000000000000 DO0DOO00000O00o00o0D0DO0000o0oDOooOooDOoDOOD OOooDOEeUIoOooOoD—0oaooad
000000o:.0000ooooo oooEeUuoooodoooobOdbOooooodoooooDoooo0D—0o0o0oooan
0000000000000 00000000 00Dy OoOo0ooo0ooooooooo0oooooooooDooooog
000000000 OoooEI) OO0 oo0ooo0ooDo0o0ooo0UooDo0ooDooD0ooDoDOooooog
000000000 ooo@es D o0oooofdoooo0ooodoooooooooooo0ooooD0oooDooooog
O0000000@9UO000000ooooooooooooooooOo2)0i200 0OO00OROIQUODDODODOOOOOOO
0000000000 00oDoO000ooo000ooDoD00o0o000oo00Do0o0 oooE,cOUD DO OODDDOUooog
0000000000 000DoO000ooo000ooDoD00oo0ooooo oDoDOERI) O DOUDOo0ooDooD0ooDoDooooog
000000000 0DO0DbO0DbOobOobobOooeoooooboobobDoooo oo oooooooboboon
000000000000 D D00y oOooooooo:.0ooobO DoboOoDoOoDeL)uoooooooooboboooo
0000000000 DO0OD0ODO0OO0ObB0O42-580 000998000000 ooooobD0obobooooooooonoo
0000000000DO0DOO0Db0000 000 Eos DO obO0bOOo0ooOooOooOobOOobO0oboboooooO—0onoa
0000000000 DO0DOO0ODOO0000O0DO0DO0DO0DbOOb0bOObOEIODODOODODODOODbOObOObOOOOOoDOonDOg
0000000000 DO0DOO0DO00000O0DO0DO0DO0DO0O0000O0DOOO0ODOO0 OoogEoS ) OO obooooooonoa
0000000011070-720 00019 0000000000 OO0OOODOODOODOODOOO0ODODOODOODODODOOOOOOoO
O0000CO OCO0OO0O0ODOO: Abratt, R. & Smythe, M. R. (1989). A Survey of Sales Incentive Program. Industrial Marketing Management, 18,
209-214. Borman, W. C., & Motowidlo, S. J. (1993). Expanding the criterion domain to include elements of contextual performance. In Schmitt,
N. & Borman, W. C. (Eds.). Personnel selection in organizations (pp. 71-98). San Francisco: Jossey Bass. Caballero, M. J. (1988). A Comparative
Study of Incentives in a Sales Force Contest. Journal Selling and Sales Management, May, 55-58. Cartwright, S., & Cooper, C. L. (1997).
Managing workplace stress. California: Sage, 14-21. Churchill, G. A. Jr., Ford, N. M. & Walker, O. C., Jr. (1990). Sales Force Management (3rd
ed.). New York: McGraw-Hill. Churchill, G. A., Ford, N. M., Hartley S. W., & Walker O. C. (1985). The Determinants of Salesperson
Performance: A Meta-Analysis. Journal of Marketing Research, 22, 103-118. Creswell, John W. (2003). Research Design: Qualitative, Quantitative,
and Mixed Methods Approaches (2nd ed.). California: Sage Publication, Inc. Dubin, R. (1956). Industrial Worker’ s World: A Study of the
Central Life Interests of Industrial Workers. Social Problem, 3, 131-142. Greenberg, J. & Liebman, M. (1990). Incentives: The Missing in Strategic
Performance. The Journal of Business Strategy, 4, 8-11. Hastings, B., Kiely, J., & Watkins, T. (1988). Sales Force Motivation Using Travel
Incentives: Some Empirical Evidence. Journal of Personal Selling and Sales Management, Augus, 43-51. Huggins, K. L. & R. D. (1992).
Operations of Life and Health Insurance Companies. GA: Life Management Institute, LOMA. Ingram, T. N., Lee, K. S. & Skinner, S. J. (1989).



An Empirical Assessment of Salesperson Motivation, Commitment, and Job Outcomes. Journal of Personal Selling and Sales Management, Fall,
25-33. Lawler, E .E. (1981). Pay and Organizational Development. Mass: Addison-Wesley. Locke, E. A., Henne, D. (1986). Work Motivation
Theories. In Cooper, C. L., Robertson, 1. (Eds.). International Review of Industrial and Organisational Psychology, 1-35, Chichester : Wiley.
Lodahl, T. M. & Kejner, M., (1965). The Definition and Measurement of Job Involvement. Journal of Applied Psychology, 49(1), 24-33. Nadler, L.
(1984). The Handbook of Human Resource Development. New York: John Wiley and Sons. Noe, R. A. (1998). Employee Training and
Development. Irwin: McGraw-Hill. Selye, H. (1956). The Stress of Life. New York:McGraw- Hill Book. Swanson, R. A. (1987). Training
Technology System:Amethod for Identifying and Solving Training Problems in Industry and Business. Journal of Industrial Teacher Education,
24(4). Waldorp, H. A. (1987).The Rewards of Noncash Incentives. Sales and Marketing Management, (April), 110-112.



