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ABSTRACT

The purpose of this research was to 1) to study the damage of customers in purchasing
computer equipment in Chonburi province 2) to compare the anxiety of customers who bought
computer devices in Chonburi area A study of the influence of computer equipment sales staff on
the damage of customers in Chonburi area, the sample group used in this research is diverse, 400
customers who buy computer equipment in Chonburi area. The research shows that 1) the
customers who buy computer equipment in Chonburi province 2) the customers who buy
computer equipment in Chonburi province, there are many differences according to the
educational model and the income, and 3) staff qualifications Computer equipment sales that
affect customer trust in relationships and meeting the requirements for qualification of computer
equipment sales staff that affect oral communication of customers Sales and response section,

feature Germany sells computer accessories that affect customer satisfaction.





