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ABSTRACT

The purpose of this study was to study the factors that influenced life insurance sales by
officers working at a commercial bank in Mueang District, Lamphun Province and to study the
problems, obstacles, ideas and suggestions about life insurance sales in the commercial bank.
Data were collected from questionnaires given to 150 officers working at the commercial bank.
The data were analyzed using statistical frequency and percentage. The results of the study were
as follows:

Most of the respondents were married females, 31-40 ages, holding a Master’s degree.
They earned less than 20,000 baht per month, and have been working for commercial bank for 1-
5 years. The study found that there are 7 factors that influenced life insurance sales of officers
working at the commercial bank. Those were the opportunity for progression, salary, commission,
bonuses, job security, acceptation from superior officers and annual evaluation criteria. The
significant factors or important motivations were the challenge of job and acceptation from
colleagues.

Factors which were considered to be the biggest problems that receded courage of the

officers who was selling life insurance were that the officers sell the life insurance just



because they want to pass the evaluation and the officers are not paid for their commission. Other
inferior problems were that the job characteristic does not match with the officer’s requirements
or abilities, and the officers are always have customers who refuse to buy life insurance, at the
same time, the sale volume goal is continually increasing and new options and styles of life

insurance are rapidly produced. This is why the officers rarely meet the goals set out by the bank.



