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ABSTRACT

As so January 21, 2008, according to the Fair Trade Commission, there are 720 registered direct-sale firms whose products include

daily articles, healthy food, beauty products and health examinations. In order to increase the competitive advantages, these firms

make the efforts to maintain their competitiveness in the market. According to the survey of the Fair Trade Commission, comparing

with business volume of multiple-level marketing in 2005 in Taiwan, it is reduced by 19.06% in 2006. In the depression and severely

competitive environment, the business of direct-sale industry is affected and declined. This study analyzed the internal and external

environments of multiple-level marketing industry by SWOT to find the advantages and disadvantages, and followed the opinions of

the experts by Delphi Hierarchy Process (DHP) to set up the strategies for the future of the industry. The research finding suggested

continuing introducing high-quality products, treating service as the priority, creating new products and reinforcing the professional

training of the salespersons to increase the consumers’ loyalty and market share.
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