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The objectives of this research were to study the levels organizational
commitment of pharmaceutical sales representatives and to compare organizational
commitment of pharmaceutical sales representatives according to personal factors, job
characteristics and work experience. The samples were 272 pharmaceutical sales
representative of five companies. The questionnaires were used for collecting data. The
computer program was used to analyze data with percentage, mean, standard

deviation, t-test, One-way ANOVA and Scheffe 's test.

The research findings indicated that the majority of the pharmaceutical sales
representatives showed moderate levels in organizational commitment. Especially,
Positive feeling, willing to pay attention on work and using full effort in working which
received the high mean result, followed by worrying of the organization’s future, image
protection, proud of being the part of the drganization and wiling to be the
organization’s members while willingness to work.

The testing of hypothesis showed that the pharmaceutical sales representatives
with differences in sex, age, marital status, educational level, working duration, times of
changing work, job characteristics and work experiences possessed statistically
significant difference in organizational commitment at the 0.05 level, whereas no
significant difference in organizational commitment was found in pharmaceutical sales

representatives with different working areas.



