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wiinnuglugaavnssudlnglussduann (X = 4.31) lnedanudadiuuin
ﬁqmluéhu Aandslun1syieue (X = 4.38) msvinauduiineneg (X = 4.36)
N3EUIUNNTE (X = 4.31) ussgalalunsinuwie (X = 4.28) uaganugniiy
eAns (X = 4.24) mudsu fzinmudSaanussdundsundnauene
Tugpamnssudlnefiiautudarunaundufudeyaidesydns Ysznaude
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PABAIUAIANUNULUTVDIANAIUTBLLBILATIANS (0.727) wagliAniin
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Adfey: MaTaAnudse; ussdundeunely; wilnnuueglugnamnssudlne

Abstract

The research aims to investigate the successful indicators of saleforce
internal drive in the Thai painting industry. The main research objectives
were to examine (1) the successful level of the salesforce internal drive
in the Thai painting industry, and (2) the development and the content
validity indicators of the successful salesforce internal drive in the Thai
painting industry. The questionnaire was used to analyze the date from
the sample of 600 salespeople in the Thai painting industry. The software
of SPSS version 23.0 and Amos version 24.0 were used in this research.
The data received were analyzed using frequency, percentage, arithmetic
mean, standard deviation and the secondary order confirmatory factor
analysis for research conclusion. The research results found that the
sample salesforce responded with opinion toward the success of internal
drivers’ salesforce in the Thai painting industry at highest level (X = 4.31).
Regarding at each factor, the factor of sales expectations received the
highest mean(X = 4.38). Next on down in descending orders, were the
factors of sales team (X = 4.36), sales process (X = 4.31), sales motivation
(X = 4.28,) and organization engagement (X = 4.24), respectively.
The developing indicators from salesforce drivers’ in the Thai painting
industry were created consistently with the empirical data consisting of
15 indicators on 5 components. Thus, as aforementioned, the value of
construct reliability: Pc was 0.930 including the value of average variance
extracted: Pv was 0.727 and exploratory factor loading value was over
0.40 at statistically significance at 0.05.
Keywords: The Successful Indicator; Internal Drive; Salesforce in Thai

Painting Industry
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Hagtugamnssudlnefiaunsnogsonuanidvlalatu sududesding
vimsdanisnglussdnsgsfefiiussavsnmiisludunisuiums msmans
153U N13918 YAans 1a lnsdesdenndosiuanimnnnsudeduiigely
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Ut innnanaudd vemdnauuneludiuaiug (@adun e,
2549) AaudnwazWInLIY Jackson & Hisrich, 1996) nsdeansnisnanaly
gARINA (Kotler, 2017) A1NUAITUSANAUAGSAY (Andreassen & Lindestad,
1998) uaznsALELUNTYE (Richards, 2010) wlew lUiamnu3uUssnsyiny
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(AwFun Uhuusens, 2559)
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2. WAlLIWALATIVFDUAIUATIVIFTIAAINNETINLSITULAR DU
meluraminanuunelugnamnssudling

N1SNUNIUITIUNTTY

wurAmREafuNTzUILNNSYIBLATE Tag Liu et al (2015) éfnwn
Aeafunszuiunsneuas s inngni Sduneunisdumgnéluainuy
AudawaliiAntesindlunssuaunisie nuns datan (2561) lfnd1adn
nsvuumMsTeiiusumaauensetnslsruy UTRmusiuTuneuiinuny
1§ FsmsufoRmunszuiunmsnedelyminauneUszauaudiuasiio
Tinsveiiuluognedivszansnin Taenssuiunisnelsznaudie tunau
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VPWAZNITANDA 5) N1Ineutalads 6) M3UANITUY 7) NTARMIUNANAINTS
918 De Carlo & Lam (2015) Lef3uinlunsguiumsvig nsaumgnailvidedng
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a v a

vhouvesau Jaderi 2 Uszian (Herzberg & Hamlin, 1961) disatl 1) Uady
94la (Motivation Factors) ithutladeiunnsdugdlaiogyiliimiinaumeisn
yilnauitety WuddiAodosduiusiulaonss adeanuidndtuau
2) ﬂ%%’w}gﬁu (Hygiene Factor) utladsfitasaneulsifisnelalunisvinnu
wapfutladofivgliyaradsnsfoRnuldnasnna utedeilifeiva
Tnemse (WuEeg lawdann, 2561) azmuldindinszgulunisviiau (Motivational
Factors) 1 dnwaizaiu mnufuiaveuluau Sanufaidedaenss ua
naue wagludunissensuiiufie wasdufviiusdudsingnm
wlFsuannisvhau netlademditasjutiufisn wsgdanigludenis
UfuRnuveaiieassinisujifeueiy (Bodla & Naeem, 2014) Jdnsna
sonsuuinurgatnusegslanisluvesninaue (Verbeke et al, 2011)
wsegdlalunisnuuanisujiiauaiamansenudeainuaaianieensualiay
anudeshiliiuninanune ussgdaiiAnanmsaslsiseunsudondanasionns
dolnsnaudu (Drevitch & Gall, 2017)

wuIRAREIRUANUENTUHBBIANS Katz & Kahn (1978) nanvd Anagniiu
soosdnsluiifisudifiunsdsvavamudiSaluunummifivesauoasindu
wisdaadiliyaraiingfinssunsdoaasludanduiuilentsmssoguasesdng
ﬁaﬁ?umm;&ﬂv"v’uﬁiaaaﬁmﬁaﬁ%w%wamamqGiawqami:umiLi‘ﬁluam%ﬂﬁﬁm
23AN3 (Meyer and Allen, 1991) asAnsuasasAnsidandaiunsasuuda
soanmndeuinnelulazmeuenasdng vltesdnsdesdinisuiudeu
Wlemeuaussionsuvsiuluiiagiu mavfuasufinaniinashlsiauding
wazAIyNTUsaIRnsyAaINTanas Jusmsaltlmidwewmseninuasidnla
fenugnitusiaasdnsiuyaanns eflaznwypannsiidiussansnnlsincey
fuesdnsiunbety @yann afana, 2559) ANUAIAYUBIANUHNITUD
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B3ANTUA g3 Junuan (2557) lesuhanugniiudessAnsinnudidnse
nsegsen wavauiiuszdvinavetasdns wardududiuienisdieen
msaeendudsiidhdryiernuneglusdng ussmdnduliiviinauuelussing
yhanldABusennusdnfidudwesesdng anuyniusossdnsiinadens
vimsnuvsadelml fusmsdndusesadieanuidnuniuivesdns laevinli
wifnaunesinudeninsluddeesdnsimuing auhlmandumi
Inusoesdnslintnauueatediveadnslassesen dglvesdusenauves
ANURNIUREBIANTLY NNsnunINasUladn anuynusieasdng Aoy

duiusseninyaaaivesdnssuinannsivimuaivioruaniidumeuin

=

fu Geauafvieruddnlunsiniasielffnanunnitusswinsyaaaty
AueeAns LLamwmamé’ﬂG'fuiﬁqﬂﬂaﬁ?mﬁﬂﬁ]ﬁ%ﬁmumm%wmEJLﬁami
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wwaRaRgafuauaanislunmsiheues Wunsienussoun
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e liAnANudI3e muruideuasanuiiniitivedamils iunisaanisal
damtlagsmtduddidululiinngiaty nsuansirugfiunndiatu
(U5 s duaw, 2559) anuatends veswdnauuisdaduniwuidn
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ANNANANISIUNN9YIN9UaNE (Sales Expectations)
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funaudl 1 nsdudresnauuulilodevdnanunndy feitnsdu
M08 ULANILIR1839 (Cochran, 1977) N1TIATIEMlARBIAUSENOULTN
fudfu (CFA) #e33 Maximum Likelihood Estimation: MLE) aunasfaaeeil
Wingay Asilegeay 300 Mogne (ues Wseena, 2553) lnglilunaaunis
1A39@39 (Structural Equation Modeling: SEM)

SEM = MLE = 15 x 20
= 300 fvE

Sunouf 2 msduimegaLuuedaaunazdu (Probability Sampling)
FreTimsduiognauuuutsdugd (Stratified Random Sampling) Tngduun
mavhiafinaesnaunssulnefannadouiunsuiuungsionsd ulseen
Ju 6 ngu laud nenans aanziusen nesgiuan neeiuesnideunile
mawtle waznald

Sumauii 3 Maduieghauuuliondendnauasiiu (Non-probability
Sampling) AeIBN15duABg 1k ULlAF (Quota Sampling) IneusiazUsuLan
gifalugmamnssudlne duidonioraanizssiailiamsmielunisls
foyalasapunIuaInwinuIeTesANILUTENBUNTTITLAR DAY
600 518 33197 1

M19199 1 : Yszrnsuaeiegndifeduunaaniainwesgsialugnavnssudine

WUNANFNAIL
ﬁntaﬁé’aqsﬁq Auralszanng (W) Aunasaadenwiiney dheangasAns (s1s)
NIANANN 1,569 135
nARzduaan 750 65
NIARZIUAN 750 65
MAnzduaenidaanile 1,800 155
mMAwila 1,500 129
nals 600 51

EREY 6,969 600

WARNTNN: Frost & Sullivan (2019)
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NNSEUIUNTVIE MIvhaudufinee usagsdanmsinuee anugniuse
89AN3 ALAAnSTluNSYeNe SaveEY 15 fdTn Snvavesdonndu
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Twswgnwiiusi, 2551)

nsnsIeseUANNYBNAIallefldlunsAde fisuldddednsate
wuaunaliduluumdnimnsiigndes uasmslduuuaeuanaiisinanm
fmnunsadadenuaranuiies fel 1) nsnsedeuaunsudailen
Ademadnnuidu 5 au ilemardviinrmaenndosssviadenilude
ﬁmmﬁ’uifmqﬂizmﬁﬁ&g&ﬁ(Item Objective Congruency Index: I0C) ToAna1a
Tunuuaounufiedsdimuaenadesszuriademiisald 100 agszning 0.50-
1.00 /uneue (@3ua AINHum, 2557) 2) ASATIvERUAILLTIES (Reliability)
Pre-test 30 au lngldrduUszavsuearivesnseuun (Cronbach’s alpha

Coefficient) Badasthuinamia1nnudosiu faws 0.70 3ulU (Cronbach, 2003)

nsiusausaudaya
THuuvasuauuuveouladiuszuy Google From fungusiogteilld
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vostoyamluvesmiinauye semsuanuainud Afesas Anadeiavadin
Adudonuunigiu A uazAinelag 2) Anngiiionsivaen
ANUNTIFENITIIATEiedUsENe ULy (CFA) Fadunsusaifiunaniny
anfeavedliag ngUseidiu 2 dw Ae (1) Uselluanunaunduvedlunaiu
JoyaleUszdnglun1msin (Overall Model Fit Measure) (2) Usgiiiuaiy
naunduvesmadnsludnuseneuiiddvedlana (Component Fit Measure)
(wadnwal 35ude, 2542) MsUszliuanunaunduvedunaiudeyausyandly
amsamAadanlilunisussifiuanunaundy WWud Araddla-aunds ()
Fadla-aua/Aduniinnadudasey (Y2/dh (Hair et al., 2010) sadivsuen
AMuNaNNa (Fit Index) TAuA GFI, AGFI, NFI, IFI (Kelloway, 2015) wagaail
TaseauanudannaaUSuuiau CFl (Suciu, Tavares and Zulmon, 2018),
RMSEA (Kenny, Kaniskan and McCoah, 2015), RMR (Diamantopoulos,
Siguaw, 2000) @uresruduRuSsznIeFLls THuAAIAuAaIAAEeL
1m3g (S.E.) (wednwal 35udl, 2542) anduiusnvauiiaaeaes (R) Joreskog
& Sorbom, 1993) AuATITNLEIoN (Convergent Validity) ARy Festu
\BalAsaasne (Construct Reliability: Po) (Hair et al., 2010) uagA1ANRLLUS
gosrAnudeiuddasiad fuduradeveinisiuwlsiiatald (Average
Variance Extracted: pv) A minesiusznau (Factor Loading) (Esteghamati
et al, 2010)

NAN15IY

Foyavhluvemiinaunewuin nguieganiinaunelugnamnssud
e Swawiedu 600 518 Tnwdwlngdumewe Andudesas 55 dnwaei
wuinnilanfe $1987g 20-30 Y Andufesay 43.8 anunmlan fevay 65.3
qumsanwluseiuiniiyge’ Anduosas 79.3 :eldiadeneyana
#1n31 20,000 v Anidudesas 68.3 Uszaunsalanuuie 5-10 Y Andudesas
84 ngugnén f3uien Andufesas 47.3 we/uiivie mangfusenideanie
Anlusesaz 25.8 wazUsznngsned Sudiges (A1UaN) Srudauinnans
(Aslfsamsn) fawaed uavgnamnssud Andudosas 250 munasinszy
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Fnguszasdnsided 1 sedvaudidennussduindeumelureswiinay
glugnamnssudlve wui ngudiegraminaudanufadiuiennudisa
Mnussduedeuneluresminnumnelugnavnssudlngluseduun (X = 4.31)
TnefmnuAnuiusnniiaaiud aanumenislunsyhau (X = 4.38) msvhau
Wi (X = 4.36) nszuaumsne (X = 4.31) ussgalalunisvhenane (X = 4.28)
WarANKNITUADBIANT (X = 4.24) Anudwiy

FnqUszasAnnsIdeil 2 mevhmsnmaeumuduiusserinsuysi
THlunsiinsed wud anuduiusseninsdudsildlunsiasesi wui
AwditusszriesiuUsilianseuiunmsueiauduius 0.523 f 0.658
mavhanudufinuefinnuduiug 0.654 §v 0.721 ussgelalunmsviaueied
AUFNTUS 0.609 §i9 0.700 ANUENTUDBIANSHAIUANTUS 0.677 89 0.737
wazamaanislumsiauveiiauduiué 0400 fs 0.747 Fsluudaz

o w a

p9AUsEnoUlitbdAYIsEns 0.01 8nvidliiAn KMO=0.972 fidudAgniseia

0.05 (Yaen Ny, 2546) uandisiunmulsinnuwsngandwsuihluly
TuninsziesnUsznoulNEudu (Confirmatory Factor Analysis: CFA)

A1919% 11 N1INTIRARUANBAULNITUINUAITRYALUUUNG

Auls AL ANlAs dayauanuasing
(Variables) (Skewness) (Kurtosis) (Normal Distribution)
SP1-SP3 -1.121 114 -0.520 1.142 4 -0.699 v

ST1-ST3 -0.782 114 -0.766 -0.469 fi4 -0.378

v
SM1-SM3 -1.083 114 -0.936 1.262 114 0.479 v
OE1-OE3 -1.044 119 -0.832 1.026 714 -0.002 v

v

SE1-SE3 -1.064 919 -0.808 0.714 749 0.004
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Aauls SP ST SM OE SE

SP1 SP2  SP3 ST1 ST2 ST3 SM1  SM2  SM3 OE1 OE2 OE3 SE1 SE2  SE3

Ananduiusinesdulnsdindiuiu (Pearson Product Moment Correlation Coefficient) (r)

SP1  1.000

SP2  0.658** 1.000

SP3  0.523** 0.551** 1.000

ST1 1.000

ST2 0.721** 1.000

ST3 0.654** 0.685™* 1.000

SM1 1.000

SM2 0.619** 1.000

SM3 0.609** 0.700** 1.000

OE1 1.000

OE2 0.677** 1.000

OE3 0.688** 0.737** 1.000

SE1 1.000

SE2 0.434** 1.000
SE3 0.400** 0.747** 1.000

** _Correlation is significant at the 0.01 level (2-tailed).

TunaesAvsznevvesiuitinanudiiannussiuindeunieluves
winuglugrannssudlnediautuliaunaundutudeyaifassdng
desananunaunduvedluinaluninga (Overall Model Fit Measure) Wy
Fadinlaanad/miuuinnadudase (g /d) ety 1.095 Fehnst
fifvualifetesndn 3 (Hair et al, 2010) lofinrsanduiingudifivun
Piszdusnnnimmiewintu 0.90 wuindilynsaldun GFI=0.965, AGFI=0.945,
NFI=0.978, IFI=0.998 (Kelloway, 2015) CFI=0.998 (Suciu, Tavares and
Zulmon, 2018) wWuLnaidusaiifiualifsesutioondt 0.05 wuinsil
RMR=0.012 (Diamantopoulos, Siguaw, 2000) wag RMSEA= 0.013 (Kenny
et al, 2015) dunaaifismus b3 duRen sy Jeagulain lunassdusenauves
Faitaaudidinnussiuiadounmeluveminenmelugaamnssudineg

A o £ o A o v a v &
WwwuqsﬂumﬂﬁqmﬂamﬂaUﬂ‘Um@;ﬂalﬂNU'ﬁg‘Uﬂ@
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M19199 3 : uansAadausEuAunaunduvetlnaiuteyaaUseany

Al WnIR uans  wadgl wuaARlUN1sAeRY

CMIN/df <3 1.095 AN Hair, Anderson, Tatham & Black (2010)
GFI >0.90 0.965 nsunnugl  Kelloway (2015)

AGFI >0.90 0.945 RSN Schumacker and Lomax (2010)

NFI >0.90 0.978 et Byrne (2010)

IFI >0.90 0.998 RNt Feng & Chen (2020)

CFl >0.90 0.998 AN Suciu, Tavares and Zulmon (2018)
RMR <0.05 0.012 NS Diamantopoulos, Siguaw (2000)
RMSEA < 0.05 0.013 NS Kenny, Kaniskan and McCoach (2015)

aquiruinmg Tussdldianunaunauiudeysdelszangd

dlethnamsiaseviesAusznaudsdudiu (Confirmatory Factor Analysis:
CFA) wosfidinaiudniaainussiuindounieluvesndnaueiely
guamnssudlneg WRsanuenduveslunaiieUssifiuanunaunduves
wadwsludulsznouiidrdnyvesianna (Component Fit Measure) wuinlaiaa
aeRUsznovvessitinmudiSaanusidundouneluveminaueely
gnamnssudlve famininessusenou (Factor Loading) vetesdusenausis
5 fidnduuin Tagesdusznoud 3 usagslalunisvhanune (0.902) enuduuds
Spray 81.4 sosaunliun osAuszneu 5 eruaanislunisieuae (0.884)
fiaudunysdesas 78.1 asdusynoud 2 mevieudufiuane (0.845) Sanu
fuwUs Sewaz 71.5 aerusznauil 1 nszurunsve (0.845) Srnufuuls
Sovaz 71.5 uaresAuszneudl 4 mnugniusiessdns (0.781) daufuuds
Zaway 61 muansu Sniddliauidesiuddaseasns (Construct Reliability:
po vesruddannusstuindeuninnunelugnamnssudlvemiiu 0.930
nasnIuAIALRLLYSYIRIANE T dassassTaduanadsvasnis
FuuUsiiarinlé (Average Variance Extracted: pv) winffu 0.727
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M99 4 : agunavedlnasduszneusviiinanudnseanusaduniou
neluveantdnauvslugaainnssudlng annsimsei
peRUIENURNE NS

asrlsznauuasngRaInANAISaan dminasAdsznay (A) R?
useduiAfaun e luraIntnaune (SF) b S.E. Beta
aeAlsznaud 1 useqalalunisvineuang (Sm) 1185 0.079  0.902 0.814

ﬂ\iﬂrﬂi‘tﬂﬂuﬁ 2 AMNAANISIUNIINNNe (SE) 0.783 0.075 0.884 0.781

asAlsznaui 3 nagvinerudlufuane (ST) 1111 0.069 0.845 0.715
29ALlENaLN 4 NITLAUNITNE (SP) 1.000 0.845 0.715
29Asznaud 5 AnuyNRLseeANs (OE) 1.189  0.082 0781 0610

v

Tidinanuduiaanuseiuedaunmeluaaantdneuane Pc=0930, Pv=0.727

d3UuazafiuTenansIvY

Foyavhluremiinaunenuin nguiegminnulugnavnssudline
Tagdnilng)fume Y297y 20-30 T aaunnlan aunsinuluseduini
USyaes S5neldiadesiaiiiousnnii 20,000 v Uszaunsalvinnuneeglu
129 5-10 T nugnénEFumian (919) e/ fufineniany Susonideamile Useum
55798 Sudden (AUdn) Humauianans Rdudsamse) Faees uas
grawngsud Mifuwuiinseiiugudnvasninaurisuazgnéeiefus
unumnihiidlawgAnssuuazanufisnelavesgndn (Agninotri et al,, 2017)
wazAnNdNTuSTEninsyArdna ka1 TRauvesminauwelagniian
Uszgnildlusmneiilenaduguisenuie (Andreas et al, 2017) uenaini
AnanATMINzaRUninuefiazUssauanudiainannssuiunis
NeuazAuantiveminaunglugmaIug (Furnham, 2015)

ﬁ%ﬁ%’?@mmﬁ’lL%mmmsﬁ’umﬁaumaiusuaawﬁfﬂmuﬁmaiuqma’mmsu
Aneiiiauntuiarunauniuiutoynidssdnddomnanunauniures
Lpalunmsiu (Overall Model Fit Measure) wuidn dndudradinlaaunds/
Fduwisaundudase (2 /dH fawviiiu 1.095 Swhunasiddvualiie
weunin 3 uansilunainnunaunduiudeyaldausydng (Hair et al., 2010)
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Sofinsanduiinguiiimuelifssduinnnimdowiniu 0.90 foluiaadiaany
naunduiudeyalieUsedny (Suciy, Tavares and Zulmon, 2018) TneAfidnlng 1
geazvavanilumaiianunaunduiutoyagiie (Hair et al, 2010) fodluaa
fanunsmunnet dudviidvualifissdutesnd 0.05 sunasifitmualy
wuieu Sewousuausfigiunmsifeiiin “Guasesduszneuresiulit inen
é’wL?ﬁmmlﬁaﬁffuLﬂﬁauﬂﬂsﬂ,uéuaqwﬁmmsuw"luqmammmﬁlwaﬁﬂ’wmﬁﬁuﬁ
Anunaunduiudeyaifsusydng” Gasenoude 15 dulitalu 5 osduszneu
fiAnthminesAusyneu runasidas 0.40 FulU (Esteghamati et al., 2010)
fiannunsadaiiou (Convergent Validity) Araruidesiudalaseadng
(Construct Reliability) vesmnudsannusstuindeuntinaumgagszving
0.769 3 0.890 Tpasaawiiu 0.930 FswuLnaidesInnin 0.60 (Hair et al,,
2010) Tassad1e dadudnaievasnisiunlsiianald (Average Variance
Extracted) vasanudifannussduindounigluvemiinmnuunessning 0.526
7140.730 Tag iy 0.727 sudduBssuinasiosnnndn 0.50 (Hair et al.,
2010) Fmansitaulanosruszneutesiaiid inanudiiinnussiundou
melureminauglugramnssudline lundsilfidninthesduszney i1y
nauTiEaus 0.40 FulU (Esteghamati et al., 2010) (Fnduysed)

TBLAUBLULAINIUTY
sgiummdi3annussiuiadoumeluresinnunglugaamnsudine
PNASENINUIT AuAIArIstunsieue (X =4.38) Wuussinudfny
fanfisosdinuluseazBeanniunounsinaueanuieans audedng
g93n Audisuleuitunsssienan anusuiinveulun1sufianu (X = 4.38)
Msfluywediudaalunsyhay wasdvinuglunisdeaslunsvinusouiu
fugfpu mevhanuduiinsudufugnd (X = 4.47) anuannsalunsuidam
i uazmuAnTEuaisassAlunsyau (X = 4.15) fudusingiuns
yhauininauneynaudeddlauagliruddydususiuusn wagnndy
wiinnuweiiaidddyegreBaiivilesdnsussauanudsanut g
osfnsenaisuasionsy ausathdeyaldluliiauesdnsliaula uay
wismSondmiunsudstuiiistulueunensely
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nsfnwluadseluannsniludssgndldlnandsslowdanndedu dil

1. msfnwuAnfuammaniweminnusuuuiazanadluudias
@898 ewasioUsyaninimmsvhnuieannsatuanisAnuldusuld
TupsdnslaiinUsyansnagegn

2. MsvEEvauANIsANYIinIveenlU wu msAinwanumaniaves
naufuivns Widmmuieasanunsatmafildininseilditudiuulousuas
M3vinaue

3. AITENITANY AUANANTE APUTINBLA LazAMAINNITLIIUSNTVRY
dhevgegsellomnUifiofnuianuuasuilas uasihnaildannnising
TuusiasTunusuUsswagiannauammsliuinslimuaniunsainand tie
Tinthounevhauldddmenelfesivszasnmuazessnaiulatulunnd
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