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Abstract

The objectives of this research were 1) to the improvement of salesmanship capabilities in the Radon
Group Corporation limited in a three month training program. 2) to compare the improvement in salesmanship
capabilities in the Radon Group limited classified by demographic characteristics. The sample group consisted of
144 salesmen of the Radon Group Corporation limited. Questionnaires were used as a research tool. Data were
analyzed by frequency, percentage, mean, standard deviation, t-test, and analysis of variance.

The results of the research indicated that 1) the staff have a desire for the improvement of salesmanship
through training in the Radon Group Corporation. With regard to analysis of individual concerns, they were issues
such as enthusiasm, leadership, risk taking, taking care of customers, and being actively engaged in the sales job
and self-confidence. On a practical level, there were many issues for instance understanding the product, being
prepared for problems, closing a sale as well as having patience and determination. For interpersonal skills, for
example, having a positive attitude to work, being cheerful, respect for and taking good care of customers.
2) Comparing the mean score in the improvement in the personnels salesmanship capability of Radon Group
Corporation limited had, overall a significance at 0.05 level. Classified by gender a statistical significance at 0.05
level was found, in regards to being engrossed in the sales job, self-confidence and taking care of customers, and
with skills concerned with closing a sale, sales skills and understanding a competitor’s products. For human
relations and personality, good attitudes towards their own organization, customer service skills including

frequency of taking care of customers as well as social skills, gender was significant.
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