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Abstract

I competitive evolving world, competition from smalll scale omgamization to large scalle
orgamizations is grewing in severall angles. Some orgamizations are frequemtly surviving im
mzrked place everseming compstition, yet. some ass in the rosidion of edge of conmpetition.
and some already have lefi from the marker place. The reasom why am organization
compzting each other using certain powerful strategies is 10 remain in the market forever
and eamn meTe poofits. Survival of etgamizations in the madet is nat only merely depending
an the strategies they adopt but also critical customer satisfaction iis an imiportzmt. They have
tio satisfy the customer expections then omly they cam survinve im madket place.

Eventthough severall factors imfluence on cusiomer satisfaction (quality of prodivctservice,
plnysicall evidemoz, salesforce perfisnmance znd price eic). Out of them. Salesforce
perfiormanoe is criticall facior iin mffluemcing on customer satisfiction. as salestioree imeract
witlh customers face to face during service offerimgs. Thereffoce, the purpose of the reseanch
is to ~zssess the sallesforre perfionmance on cestomer satisfaction™. Three kzy elements of
salesforce pesfiommance were used to sssess the influence of salles foree performance om

cusiomer samsfaciion such as, Personall characteristics. Skillls, amd! aprituda.

I rder to elaborate this rasearch suudly. researcher selected sample size of 150 respomndents
tandomly firom 800 siudy populiations wiho are the customers off People™s Leasing Company,

As a findimg of this reseascl, ameng three [acters, Aptitude of Senles,fn:mr higinly imfluence en
+ customer satisfzction, as it has mearn value is 5.81. Next to that* [F'ﬁ:rscrn]ii]' characteristics
wdhich heve 3.36 of mean value higlely imfleence on custiomer satisfaetipn and Subsequentlly.
Bkill which possessing 3.5 of mean vallue mederately inflivence om customer satisfaction.

o

Key words: Costenser satisfaction. Salles force. and Sallesfonse performance.
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