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ABSTRACT
There are three major key points to this research’ s objective:
1. Through AHP survey and base on electronic component distributor’ s perspective to analyze the key factor of successful
operation for the electronic component distributor.
2. Through AHP survey and base on electronic manufacturer suppliers’ perspective to analyze the key factor of successful
operation for the electronic component distributor.
3. Base on the comparison of above analysis, to introduce suggestion for the key success to future development for the electronic
component distribution.
The research result discover if from the importance of overall beneficial comparison, the top five cause are product price
competitiveness, sales & FAE customer service attitude and behavior, product quality consistency, production level, assist research
and development capability, which contains above 60% of overall elements. Base on this point, electronic component distributors’
top priority should be focus to satisfy these above causes.Currently, there is a huge differential gap in between electronic component
distributor and electronic component manufacturer’ s product price competitiveness and production level. In conclusion, to suggest
improvement on both products price competitiveness and production level to satisfy clients’ demands.
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