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Abstract

The cbjectives of the independent study titled “The Critical Success Factors Effecting the
Multi-Level Marketing System: Case Study NUSKIN Products in Chiang Mai Province” were to study
the factors affecting the successes and the problems of the independent distributors in managing
multi - level marketing (MLM) system.

The methodology of the study was cond;).cted by using questionnaire interview 150 active
distributors of the NUSKIN personal care company in Chiang Mai province by accidental random
sampling and then analyzing the data by SPSS/PC * Programs, and using statistical analysis such as
means, percentage, and mode,

From the study it was found that most of the active distributors were in this business as a part-
time job for 1-2 years, The most important factors that influencing distributors to do this business were
beliefs in the quality of NUSKIN’s products and the rights to purchasing the product at the wholesale
price. The average level of income from doing NUSKIN business was between 1,001-5,000 baht per
month, most of this inqome came from retail selling,

The most significant factors that attract the active distributors to be in this business were the
product’s quality, belief in the potential of future growth and there were other products which has mot
yet been imported into Thailand and can be marketed.



The marketing mix factors that affected the business success at the most important
level was products the next were the channel of distribution, the promotion mix, and pricing
respectively.

The factors about products were the product’s quality guarantees, the best quality and
the useful of products, The factors about promotion mix that affects the business success were sale
promotion and sale force which were bonus and rewards. The factors about pricing that affects
the business success was the whole sale prices more than the other factors.

The other factors that affects the business success wererthe good economic status of
the customer the socio-cultural side and the culture of the customer in order to accept MLM business.

The most important criteria for the qualified distributor were there confident in product
positive attitude to MLM business, enthusiasm of distributors, and their commitment in doing MLM
business.

The duty of distributor which should be done was they should practice and search for new
knowledge in order to develops the working skill, introduce various products to customers, teach and
train the distributor to be ready to submit LOI.

The working method factor which affected the success of NUSKIN business was “The
home party meeting” which provide the business opportunity and demonstrated the way to use the
products.

The service factor which effected the success of NUSKIN Business was the efficiency training
system for both new and previous distributors.

The marketing mix problems that effect the nuskin business success in product part was there
were 100 many competitive of the same line of products in the market. The price problem was the
retail price was higher than competitive products. The place problem was the in convenience of
distributors in the other province in ordering the products. The promotion problem was there was few
company’s promotional programs more than other factors,

In conducting the business, a critical problem was very hard to invite the prospects to come to
meeting,

The socio-economic factors that impact on thé business success were the current depressivé

economic status in Thailand and the negative attitude to MLM business of Thai people.



