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ABSTRACT 
 
 
Salesperson one of important person who influencing, informing, or persuading a potential 

buyer's purchasing decision. Therefore the salesperson’s characteristic is very important to give 

best impression towards customers. So the correct criteria or characteristic should be determined 

in order to be effective salesperson and indirectly to increase sale performance. Besides that, 

these correct criteria can have a wide range of objectives, including: sales increases, new product 

acceptance, creation of brand equity, positioning, competitive retaliations, or creation of a 

corporate image.  

 

The research title “Perception of Customers on The Most Important Criteria To Be Effective 

Salesperson in TPM Technopark Sdn Bhd” had been conducted to obtain the results at TPM 

Technopark Sdn Bhd. This research has been answered by 80 respondents through questionnaire. 

Instead of it, the Statistical Package for the Social Science (SPSS) version 18.0 has been used to 

summarize the data. Based on this research, the result indicates knowledge is the elements that 

contribute most in be good salesperson. Besides that, results shows there are significant 

relationship between all the independent variables with dependent variable. As a conclusion, the 

results of the findings that include the analysis of the demographic profile, and elements that 

contribute in be good salesperson. For the recommendation of this study made based on several 

logical factors and impact of current situation to salesperson practiced. 



iv 
 

TABLE OF CONTENTS 

             

CONTENT PAGE 

Letter Of Declaration 

Letter Of Submission 

Acknowledgment 

i 

ii 

iii 

Table Of Contents iv 

List of Tables vii 

List of Figures 

Abstract  

viii 

ix 

CHAPTER 1: INTRODUCTION  

1.1 Background Of Company 2 

1.2 Background Of Study 3 

1.3 Problem Statement 4 

1.4 Research Question 6 

1.5 Research Objective 7 

1.6 Theoretical Framework 8 

1.7 Hypothesis 10 

1.8 Significance Of Study 11  

1.9 Scope Of Study 12 

2.0 Limitation Of Study 13 

2.1 Definition Of Terms 12 

  


	“PERCEPTION OF CUSTOMERS ON THE MOST IMPORTANT CRITERIA TO BE EFFECTIVE SALES PERSON IN TPM TECHNOPARK SDN BHD”
	DECLARATION OF ORIGINAL WORK
	LETTER OF SUBMISSION
	ACKNOWLEDGEMENT
	TABLE OF CONTENTS
	LIST OF TABLES
	LIST OF FIGURES
	ABSTRACT
	CHAPTER 1
	INTRODUCTION
	1.1 Background Of Company
	1.2 Background of Study
	1.3 Problem Statement
	1.4 Research Questions
	1.5 Research Objective
	1.6 Theoretical Framework
	1.6 Research Framework
	1.7 Hypothesis
	1.8 Significant of the study
	1.9 Scope of study
	1.10 Limitations of Study
	1.11 Definition of Terms
	1.11.1 Salesperson
	1.11.2 Personality
	1.11.3 Persuasive Skill
	1.11.4 Knowledge
	1.11.5 Motivation


	CHAPTER 2
	LITERATURE REVIEW
	2.0 Literature Review
	2.1 Introduction
	2.2 Definition of Sales Person
	2.3 Personality
	2.4 Persuasive Skill
	2.5 Knowledge
	2.6 Motivation

	CHAPTER 3
	RESEARCH METHODOLOGY
	3.0 Introduction
	3.1 Introduction
	3.2 Research Design
	3.3 Population
	3.4 Sampling Design
	3.4.1 Sampling Size
	3.4.2 Sampling Frame
	3.4.3 Sampling Technique (Probability Sampling)

	3.5 Data Collection Method
	3.5.1 Secondary Data
	3.5.2 Primary Data
	3.5.3 Survey
	3.5.4 Personal Interview
	3.5.5 Questionnaire

	3.6 Data analysis
	3.7 Work Schedule
	3.8 Conclusion

	CHAPTER 4
	ANALYSIS AND INTERPRETATION OF DATA
	4.0 Introduction
	4.1 Reliability Testing Analysis
	4.2 Frequency Analysis
	4.2.1 Respondents Profile
	4.2.2 Gender
	4.2.3 Age
	4.2.4 Races
	4.2.5 Occupation
	4.2.6 Position
	4.2.7 Length of Service

	4.3 Descriptive Statistic Analysis
	4.3.1 Personality
	4.3.2 Persuasive Skill
	4.3.3 Knowledge
	4.3.4 Motivation

	4.4 Regression

	CHAPTER 5
	CONCLUSION AND RECOMMENDATIONS
	5.1 Conclusion
	5.2 Recommendation
	5.2.1 Increasing training scheme
	5.2.2 Grooming week


	BIBLIOGRAPHY
	APPENDICES



