POLYTECHNIC UNIVERSITY OF THE PHILIPPINES

THE RECRUITMENT AND TRAINING PRACTICES OF
A HEALTH AND BEAUTY NETWORK MARKETING
COMPANY IN SINGAPORE

A Dissertation
Presented to the Faculty of the Graduate School
Polytechnic University of the Philippines
Sta. Mesa, Manila

In Partial Fulfillment of the Requirements for the Degree
Doctor in Business Administration

by

Athena Georgene Uy Ang

October 2014




s

Ascendens Asia Theses and Dissertations Digital Archive

AATDDA

AATDDA Number: 20180200002D

ISBN: 978-981-11-6516-0

Published by:
Ascendens Asia Pte.Ltd.

287 Tanglin Road
Singapore 247940
publications@aaresearchindex.com
www.aaresearchindex.com

All rights reserved.

Copyright © 2018 (International) by
Athena Georgene U. Ang



B a J#  Ascendens Asia Theses and Dissertations Digital Archives

www.aaresearchindex.com

DECLARATION OF ORIGINALITY

I(we) hereby confirm that | am(we are) the sole author(s) of the written work here enclosed and that I(we)
have compiled it in my(our) own words.

TITLE OF WORK (in block letters):

THE RECRUITMENT AND TRAINING PRACTICES OF A HEALTH AND BEAUTY NETWORK MARKETING
COMPANY IN SINGAPORE

AUTHORED BY (in block letters):

If more than one (1) author, names of all authors are required.

Name(s)/Last Name(s): First name(s):
ANG ATHENA GEORGENE

With my (our) signature | (we) confirm that

v" I(we) have committed none of any forms of plagiarism.
v" I(we) have documented all methods, data and processes truthfully.
v I(we) have not manipulated any data.
v' l(we) have cited all persons who were significant facilitators/contributors of the work.
v" I am(We are) aware that the work may be screened electronically for plagiarism.
Place, Date Signature(s) ,&"H )i1
04 FEBRUARY 2018 / SINGAPORE ) ]

For papers written by more than one (1) author, the names of all
authors are required. Their signatures collectively guarantee the
entire content of the written paper.




B a J#  Ascendens Asia Theses and Dissertations Digital Archives

www.aaresearchindex.com

VOLUNTARY DEPOSIT OF DIGITAL PUBLICATION(S)

By submitting the digital legal deposit item(s) to the Ascendens Asia Theses and Dissertations Digital
Archives (“AATDDA”) the National Library Board, Singapore (“NLB”), | am(we are) aware of and agree to the
following terms and conditions.

1.

2.

I (we) confirm that | am(we are) either the copyright owner of the deposited material(s) or | am (we
are) authorized by the copyright owner(s) to submit the material(s) to AATDDA and the NLB.

I (we) confirm that all information that | (we) have provided to AATDDA and the NLB is factually
accurate and complete.

I (we) confirm that the deposited material(s) do/does not violate any laws of the Republic of Singapore
to the best of my knowledge.

| (we) agree that AATDDA and the NLB shall have an irrevocable, non-exclusive, non-transferable,
perpetual, worldwide and fee free licence to use, modify and reproduce copies of the deposited
material(s) for educational and research purposes including for use in publications, exhibitions and
online. AATDDA and the NLB are also granted the legal rights to take all necessary actions to
preserve and ensure that, the deposited material(s) remain accessible. Such actions include but are
not limited to the conversion of the said items into other formats, media and the making preservation
copies of the materials.

NLB: Please note that the materials deposited are not automatically selected or made publicly
accessible by the NLB. All selection and access is managed in compliance with the NLB's policies.
Please note that the use, retention, disposal, organisation, preservation and accessibility of the
deposited material(s) shall be at the exclusive discretion of the NLB.

AATDDA: Please note that the materials deposited are automatically selected or made publicly
accessible by AATDDA through its online portal. All selection and access is managed in compliance
with the AATDDA's policies. Please note that the use, retention, disposal, organisation, preservation
and accessibility of the deposited material(s) shall be at the exclusive discretion of AATDDA.

Place, Date Signature(s) &_’J )J-,
04 FEBRUARY 2018 /SINGAPORE (A ]

Notes:
1.
2.

For papers written by more than one (1) author, the names of all
authors are required. Their signatures collectively agree to the
terms and conditions of the voluntary deposit of digital
publication(s).

Maximum file size limit is 25MB
Preferred file format (PDF)



POLYTECHNIC UNIVERSITY OF THE PHILIPPINES

1

CERTIFICATION

This dissertation entitted THE RECRUITMENT AND TRAINING PRACTICES
OF A HEALTH AND BEAUTY NETWORK MARKETING COMPANY IN
SINGAPORE prepared and submitted by ATHENA GEORGENE UY ANG in
partial fulfilment of the requirements for the degree DOCTOR IN BUSINESS
ADMINISTRATION has been examined and recommended for Title Defense.

Evaluation Committee

SAMUEL M. SALVADOR, Ed.D

Adviser
GUILLERMO C. BUNGATO JR., Ph.D ANTONIO N. ALCANTARA, DBA
Member Member
APPROVAL

Approved by the Panel on Oral Examination on 4 November 2014 with the
grade of )

GUILLERMO C. BUNGATO JR., Ph.D

Chair
ANTONIO N. ALCANTARA, DBA JOSEPH MERCADO, DEM, PhD
Member Member
DOMINADOR L. GAMBOA, JR., DBA DANILO TRINIDAD REYES, DBA
Member Member

Accepted in partial fulfilment of the requirements for the degree Doctor in
Business Administration.

EMANUEL C. DE GUZMAN, Ph.D
Dean

Date of passing the Comprehensive Examinations:October 2014




POLYTECHNIC UNIVERSITY OF THE PHILIPPINES

il

CERTIFICATION OF ORIGINALITY

This is to certify that the research work presented in this dissertation entitled
THE RECRUITMENT AND TRAINING PRACTICES OF A HEALTH AND BEAUTY
NETWORK MARKETING COMPANY IN SINGAPORE for the degree Doctor in
Business Administration at the Polytechnic University of the Philippines embodies
the result of original and scholarly work carried out by the undersigned. This
dissertation does not contain words or ideas taken from published sources or
written works that have been accepted as basis for the award of a degree from any
higher education institution, except where proper referencing and acknowledgement

were made.

ATHENA GEORGENE UY ANG
Researcher
October 2014




POLYTECHNIC UNIVERSITY OF THE PHILIPPINES

v

ACKNOWLEDGEMENTS

This study would not have been possible without the help and support of
several persons who, in one way or another, and at various stages of this research
undertaking, contributed and extended their valuable assistance in the preparation
and completion of this study. Specifically, the researcher would like to thank the
following:

Dr. Emanuel C. De Guzman, President of the Polytechnic University of the
Philippines (PUP) and Concurrent Dean of the Graduate School;

Dr. Samuel M. Salvador, Vice President for Academic Affairs ofPUP, and
her adviser, for his support, advice, encouragement, patience and dedication in
guiding the researcher to complete her study;

Dr. Ma. Junithesmer D. Rosales,Associate Dean of the Graduate School;

Dr. Guillermo C. Bungato Jr., Chair of the Doctor in Business
Administration program of PUP, and the Chair of the Defense Panel;

Dr. Antonio N. Alcantara, Dr. Dominador Gamboa Jr., and Dr. Danilo T.
Reyes fortheir questions, feedback and constructive recommendations;

Dr. Joseph Mercado, her statistician, for his careful and timely preparation
of the appropriate statistical tables;

The respondents of the survey questionnaire and the researcher’s uplines in
the subject network marketing company, for inspiring the researcher to conduct the
study and for disseminating the survey questionnaire to the distributors and

responding in a timely manner,




POLYTECHNIC UNIVERSITY OF THE PHILIPPINES

The Royal Institution, especially Dr. Helen S. Molano, Ms. Margareth
Cabreros and staff, for their timely resources, commitment and selfless
assistance;

To her loving and supportive family and friends, especially her father, Dr.
Ang Thian Soo, for inspiring her to undertake her MBA and DBA journey at PUP,
and for consistently and persistently encouraging her to focus and complete her
graduate studies, her mother, Dr. Ma. Guinevere Uy Ang, for her prayers, her
son Matthew, for his patience and understanding, and Glenn S. Cabacang, for
his invaluable support and contribution in ensuring that the study be completed on
her father’s timeline.

Our Almighty God, for all His blessings and unconditional love. He has given

the researcher the wisdom, courage and strength to prepare this dissertation

paper.

Athena Georgene Uy Ang




POLYTECHNIC UNIVERSITY OF THE PHILIPPINES

ABSTRACT
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IN SINGAPORE
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Degree : Doctor in Business in Administration
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Year : 2014

Adviser : Dr. Samuel M. Salvador

The Problem

This study was undertaken to evaluate the recruitment and training practices

of a Health and Beauty Network Marketing Company in Singapore.

Scope and Delimitations of the Study

The respondents of the study were 385 distributors from Singapore of the
subject network marketing company who are actively engaged in the business’
South Asia Pacific Region operations.

A limitation initially thought of is how well the participants represent the
typical network marketing participants. Further delimitation is that in order to obtain
a more accurate response, the ideal situation would be to have respondents from
different types of network marketing businesses. This would allow the stratification

of the respondents by type of business.
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Research Methodology

The researcher employed the descriptive method of research in order to
comprehensively analyze the problems as it delved to collect significant
information about the effectiveness and impact of the recruiting and training
practices of the network marketing distributors. Through the survey questionnaire,
the researcher used the data collected in describing, documenting, analyzing and
interpreting the results to validate the hypotheses. 385 respondents were
randomly selected from the independent distributors in Singapore who are actively
engaging in various sales and marketing activities conducted to enhance and
develop their own network spheres.As to descriptive statistics, frequency and
percentage distribution, mean rating scales, paired sample t-test and normal
distribution were used. As to inferential statistics, analysis of variancewas utilized
to measure which among the recruitment and training practices have significant

relationship with the satisfaction of respondents.

Findings and Conclusions
Based on the findings generated from the data gathered, the researcher has

drawn the following conclusions:

1.0 Most of the respondents belonged to the 40 to 49 years age group, females,
and are married. Majority are Bachelor's Degree holders whose main source
of income is the network marketing business, with less than one year

experience as a distributor.
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2.0

3.0

4.0

Regardless of the respondents’ age, gender, civil status, highest level of
educational attainment, main source of income, average monthly income,
and number of years of being a network marketing distributor, majority
moderately agreed on the Recruitment and Training Practices of the Health
and Beauty Network Marketing Company.

Consequently, respondents moderately agreed on their level of satisfaction
as a network marketing distributor regardless of their age, gender, civil
status, highest level of educational attainment, main source of income,
average monthly income, and number of years of being a network marketing
distributor.

Overall, the respondents’ evaluation of the recruitment and training practices
of the subject Health and Beauty Network Marketing Company did not differ
significantly when they were grouped according to their age, gender, and
civil status. Significant differences in their evaluation were found, however,
when they were grouped according to their highest educational attainment,
main source of income, average monthly income, and the number of years
they had been network marketing distributors. Respondents with higher
educational attainment, whose main source of income is the network
marketing business, earning higher monthly income, and with longer years of
experience as distributors had a higher evaluation of the recruitment and

training practices of the Health and Beauty Network Marketing Company.
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5.0

6.0

Furthermore, respondents’ level of satisfaction showed no significant
difference when grouped according to the respondents’ age and civil status.
When grouped according to their gender, highest level of educational
attainment, main source of income, average monthly income, and number of
years of being a network marketing distributor, significant differences in their
level of satisfaction were found.

As reported by the respondents, pricing ranked as the most encountered
problem in recruiting and training practices of the network marketing
company. An improvement on product knowledge ranked second, followed
by problems on selling and sales promotion where respondents reported a
lack of sales training. As for problems encountered on distribution network,
difficulty to grow network ranked first. The least encountered problem the
respondents reported was on customer relationship. As for the problems
encountered by the network marketing company in terms of training, lack of

adequate training ranked first.

Recommendations

After a thorough analysis of the data, the following recommendations are

hereby made:

1.0 Academicians and Research Enthusiasts. Further study can be undertaken to

explore other aspects of the network marketing business, with a larger and

more encompassing population outside the Asia Pacific Region.
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2.0 The Management of the Subject Network Marketing Company, Human

Resource Management Practitioners, and Executive Distributors

A. Recruitment

1.

Ensure potential applicants of their privacy protection. In general, network
marketing businesses come only as supplementary source of income for
those who join in the beginning. In this case, the decision to make their
involvement in the business known must initially come from them. Hence,
utmost confidentiality of their information provided to the network marketing
company is highly necessary.

Emphasize the strengths of the company’s culture. With magnification of the
network marketing company’s mission, vision, and values, ranking in the
industry, credible products made out of decades of research, global
presence, and corporate social responsibility programs, the process of
recruitment could be lightened. By this intensification, the corporate
citizenship of the network marketing company itself could also serve as a
wonderful marketing tool in selling the products and recruiting downlines.
Maximize the vast opportunities available in the internet to reach out to the
target labor market. Through social networking sites and even the corporate
website, career opportunities in the network marketing company could be
made available to the public and allow them to review the company further

as they are led to it.
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4. Group presentations, success forums, and business opportunity

meetings/events open to the general public to create awareness of the
products/business prospects that the network marketing company offers
would also serve as a excellent venue for drawing new distributors.

The network marketing company could help direct the career paths of
potential distributors by providing them a venue where they could test their
likelihood of succeeding in the business. If the results come out in the slight
negative, it is then the best time and chance for the company to suggest
training programs that the potential distributors could undergo to maximize

the vast opportunities the network marketing business provides.

B. Training

1.

Training programs should be designed and aligned with the network
marketing company’s mission, vision, and values. Objectively, trainers
should be properly directed to provide training and development programs
that are in line with the overall strategic goals of the organization.
Continuous interaction with the clients is highly recommended to get first-
hand comments and suggestions about what they are satisfied or
unsatisfied with in the practices of the organization. Such areas of
improvement could help significantly in crafting training programs that are
client responsive.

The network marketing company must be clear with how success is defined

by the organization, whether individually or organizationally. To do so, the
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company must establish a set of criteria that would be the basis in
evaluating the achievements of every training program they roll out. The
triumph of training programs should be calculated against various criteria
and should turn out a return on investment, whether long term or short term.
Hence, trainers should undoubtedly delineate how the training schemes
facilitate the organization to completely achieve its goals. Re-evaluation of
the programs should also be conducted on a regular basis.

. When crafting training programs, the company’s trainers should make
certain that learning is in line with and straightforwardly supported by the
lines of authority, decision-making process, organizational structures, and
other business practices of the company. This would help to establish a
guided path and reinforce the desired results.

. Training should be done in various alternative ways. Given different learning
styles of people, it would be very helpful for the organization to explore
various ways in transferring knowledge to its constituents.

. The best way to make people understand the context of the training
program is to let them learn what they ought to share to their target market.
As in the case of network marketing business, before the target market, the
distributors themselves have to understand the benefits of the products the

company sells by trying them out first hand.
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Chapter 1
THE PROBLEM AND ITS BACKGROUND
Introduction

Undeniably, given the demands of the current fast-paced contemporary
lifestyle that we have to face as we live each day of our lives, the need for higher
income to match the expense requirements is indispensable. With the increasing
cost of living, the inevitable growing population causing mounting census of fresh
graduates who thrive to compete with the existing jobless populace for whatever
jobs are available, and with job uncertainties, we are all presented with a range of
factors that push us to do more to have at least enough as well as save for the
unanticipated. Additionally, financial support for families, as well as the zeal to
chase our individual dreams and desires also has need of supplementary financial
wherewithal. On top of all these, as we prepare for the future obvious following the
natural law, the aspirations of providing for a better quality of retirement may not
be easily realizable following the current medium and low-income jobs available.

Based on these grounds, Nga and Soo (2011) turned to multilevel marketing
(MLM) as a possible alternative that provides a prospect to enhance income and
answer financial uncertainties while having minimum costs as well flexibility in
terms of time to attain financial freedom, if and when the individual manages to
secure a loyal sales base, and/or when the upline distributors are able to recruit

effective and performing downline distributors.
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Accordingly, in general, MLM is a field of personal selling where products or
services are distributed by the agent to the customer through personal contact
without the need for a permanent business location (Direct Selling Association of
Malaysia, 2010, as cited in Nga and Soo, 2011). Some network marketing
distribution companies offer an even more convenient business model where the
company directly sends the products or orders made by end-users right to their
doorsteps while recording the sales in the accounts of the distributors who
madethe referral and/or recruited the consumers and/or distributors.

MLMs usually follow a business model where the distribution channel is the
network of individuals and organizations involved in the process of moving a
product or service from the producer to the end user. Globally, the network
marketing distribution channel has experienced constant growth during the last
few decades. Nearly fifty years ago, the concept was first applied with the
marketing of detergents and cosmetics. Today, the network marketing channel
distributes all kinds of tangible goods as well as a variety of services. To quote the
American-based Direct Selling Association (2014) in explaining the phenomenal
performance of the direct selling industry:

“the 2013 estimated retail sales of USD 32.67 billion for the
direct selling channel were up 3.3% in the United States,
from USD 31.63 billion in 2012. The U.S. market increase of
3.3% in 2013 continued an upward trend that began after
2009 and brought the industry to a record high. The size of
the direct selling sales force increased 5.7% to 16.8 million
in 2013, a record high. The industry experienced a surge of
new direct selling independent representatives at the height

of the recession. Due to normal attrition and the fact that
some people join the industry for the short term, the slight
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reduction in force was expected in 2010 and 2011. The size
of the industry’s sales force grew 1.9% in 2012 and is
continuing to rise through 2013. The percentage of
households estimated to have a direct sales person as a
member is the same as in 2012 at 13.8% of U.S.
households.”

Globally, business organizations are dependent on the existence of an
efficient distribution channel in order to compete effectively. A very important
factor in the distribution channel is the selection and motivation of the participants
(intermediaries) since it could make a significant contribution to the optimal
operations of an MLM enterprise.

In this study, the researcher was very interested to find out the prevailing
recruitment and training practices of a global high performing network marketing
company, and come up with innovative programs or new business models that
deal with recruitment and training methodologies. As a certified financial planner,
the researcher fully understands that with prolonged life expectancies, building a
retirement nest egg is highly necessary to be able to map out a smooth retirement
pathway. The researcher believes that this theory holds true given that even for
some highly paid employees, a comfortable and secured lifestyle could still be
almost difficult to have and to sustain.

Predominantly,the particular network marketing company was chosen to be a

subject of this case study given its track record and history of creating more than

1,000 millionaires, 1 new millionaire every 4 days.
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Background of the Study

Over the years, critics of multilevel marketing go past further than the legal
concerns and suggest that the same is an unprincipled and unethical practice of
applying the strategy in the business context (Albaum and Peterson, 2011). At
one instance, there was even a vocal critic of MLM who asserted that 99.94
percent of the participants in MLM do not make money at all, and to some extent,
even lose what they invest (Taylor, 2005 as cited in Albaum and Peterson, 2011).
In the same article by Albaum and Peterson (2011), Hyman (2008) refers to
examples of “average” distributors in the United States having an earning potential
of less than a grand. On the other hand, Seale (2007) points out a contradiction
that studies conducted by the United States Direct Selling Association shows the
mean gross income to be at about US$14,500, and median income to be at about
US$2,500. Robinson (2006) claims that more than half of the active participants in
direct selling business, including those in MLM systems, account for those who
are making real money.Muncy (2004) further asserts that the role of multilevel
marketing as a retailing industry provides a useful function economic-wise and
business-wise. To an extent, the questions hounding the application of MLM are
described by Madichie (2009) as a practice where “the gap between the marketing
theory train and the marketing practice platform” exists.

Because of gray areas, ethical considerations, legal matters, and even
violations committed by people who abused the multilevel marketing model that

should have been considered to have a dignified purpose, it cannot be denied that
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people could have negative thinking about the same model. It is for this particular
reason that the researcher’s keen interest in studying the case ofthis particular
global network marketing company and its successful venture that led to this
endeavor of delving into details of how the company was able to continue to live
up to its third decade in the business. Admittedly, surviving and even continuously
flourishing for thirty years in the business of multilevel marketing is truly one
astonishing feat in this industry. The subject network marketing business in this
study is justly one very interesting model worth looking at and studying about in
the field of business administration and be emulated by other young businesses
as well as those planning to join the multilevel marketing industry.

With this study, the researcher aimed to improve the recruitment and training
programs of the subject network marketing company. The recruiting phase is
characterized by an aggressive “employee” (potential participant) search by the
“‘employer” (upline), which usually starts with the recruiting of relatives and
acquaintances. The training program, on the other hand, is handled by existing
participants who, by virtue of their experience in the current network marketing
company assume the role of trainers. This research examined the recruiting
andtraining methods and practices and the level of satisfaction of the health and
beauty network marketing distributors. In the same manner that conventional
employees perceive immediate management and organizational support, network
marketing participants are affected by the support they perceived from their

upline.




POLYTECHNIC UNIVERSITY OF THE PHILIPPINES

Theoretical Framework

Most of the existing theories related to recruiting and training address the
recruiting and training issues from the conventional literature on human resources.
This is to say that, as of this date, there is a lack of human resource publications
specializing in the network marketing distribution channel or existing human
resources that address the area of network marketing recruiting and training. The
existing academic literature is silent with regards to this distribution channel. In
fact, the traditional academic literature of any field (e.g., human resources,
marketing, management, finance, etc) has less than adequately addressed the
network marketing distribution channel at all.

Training is a key factor for the marketing function of any organization
because of the constant and fast changes that characterize the modem working
environment. In order to achieve a successful training program, it is imperative to
develop a continuous organizational learning process. It is also relevant for the
training program to promote an appropriate training environment.

The training environment has its roots at the pre-training phase and starts
by motivating the workforce to learn. Thus, motivation to learn plays a critical role
in the implementation of a successful training program. There is support for the
finding that trainees who enter with higher levels of motivation learn more, perform

better, and are more likely to complete the training than the less motivated
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trainees. The development of the post-training environment is as important as the
pre-training environment for the success of the entire training program.

In the sales context, training could make a significant contribution to the
level of sales effectiveness of the individual. In the network marketing scenario,
training plays a decisive role. According to Ballard (1991), the quality of the
training is directly related to the productivity (sales effectiveness) and to the
number of participants that remain active in the organization. Job turnover has
been researched from both psychological and organizational behavior
perspectives in an attempt to explore the antecedents of employees’ turnover in
general. Kerber and Campbell (1987) argued that, in order to improve
performance in the sales situation, substantial training and experience is required.

In the network marketing industry, Burks (2014) expounds that “the
simplest explanation of network marketing is that it is a method of marketing that
utilizes independent representatives to reach potential customers that a company
otherwise would not reach with traditional online or offline marketing methods. In
order to accomplish this, network marketing companies and their associates
recruit individuals, just like other companies and franchises, have done for years.”

As shown in figure 1, network marketing grows through recruiting people to
be a part of the company and essentially become the “sales force” behind selling

the company’s products to its target market.
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Figure 1. How Network Marketing Works

As the company’s “sales force,” recruits actively engage in direct selling. In
its website, Direct Selling Association (2014) expands on the idea by pointing out
that “direct selling is the sale of a consumer product or service, person-to-person,
away from a fixed retail location, marketed through independent sales
representatives who are sometimes also referred to as consultants, distributors or
other titles. Accordingly, direct sellers are not employees of the company. They
are independent contractors who market and sell the products or services of a
company in return for a commission on those sales. Orders are usually placed in
person or via the consultant’'s Web page. Sometimes the phone is used to place
orders or reorders, but only about 12% of sales take place this way. Home
shopping parties are the most widely recognized sales method, where friends,
family or acquaintances get together for a few hours to learn about or sample a

range of products or services. However, the majority (about 70%) of the direct
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selling industry’s sales actually occur using a one-to-one approach where one
seller may present the products or services to a single consumer. Just about any
product or service can be purchased through direct selling somewhere in the
world. Many people think of cosmetics, wellness products and home décor as
products that are often sold through direct sales, but add to that countless other
product categories including kitchen products, jewelry, clothing, organic gardening
supplies, spa products, scrapbooking supplies, rubber stamps and much, much
more. Direct selling should not be confused with other types of sales that take
place away from a fixed retail location such as magazine sales, home repair
services, telemarketing, wholesaling, real estate sales, or “work-from-home”

businesses such as envelope stuffing or product assembly.
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Conceptual Framework

Figure 2 illustrates the paradigm of the research. The study assessed the

recruiting and training practices of the network marketing distributors of the

subject company as the basis for an improved recruitment and training program.
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Figure 2. Research Paradigm
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Statement of the Problem

This study was undertaken to evaluate the recruitment and training practices
of a health and beauty network marketing company and the level of satisfaction of
its distributors.

Specifically, this study aimed to answer the following sub-problems:

1. What is the profile of the respondents, in terms of the following variables:

1.1. age;

1.2. gender;

1.3. civil status;

14. highest level of educational attainment;

1.5. main source of income;

1.6. average monthly income; and

1.7. number of years as a network marketing distributor?

2. How do the respondents evaluate the recruitment and training practices of the
health and beauty network marketing company when they are grouped
according to profile?

3. How do the respondents evaluate their level of satisfaction as health and
beauty network marketing distributors when they are grouped according to

profile?
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4. Is there a significant difference in the respondents’ evaluation of the recruitment
and training practices of the health and beauty network marketing company,
when they are grouped according to profile?

5. Is there a significant difference in the respondents’ evaluation of their level of
satisfaction as health and beauty network marketing distributors, when they are
grouped according to profile?

6. What are the problems encountered by the respondents in the recruitment and
training practices of the health and beauty network marketing company in terms
of the ff areas:

6.1. Pricing;

6.2. Product Knowledge;

6.3. Selling and Sales Promotion;
6.4. Distribution Network;

6.5. Customer Relationships;
6.6. Recruiting Distributors; and

6.7. Training?

Hypotheses
1. There is no significant difference in the respondents’ evaluation of the
recruitment and training practices of the health and beauty network marketing

company when they are grouped according to profile.
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2. There is no significant difference in the respondents’ evaluation of theirlevel of
satisfaction as health and beauty network marketing distributors, when they are

grouped according to profile.

Scope and Delimitations of the Study

The respondents of the study were 385distributors from Singapore of the
subject network marketing company who are actively engaged in the business’
South Asia Pacific Region operations, covering Singapore, Thailand, Malaysia,
Brunei, Philippines, Indonesia, Australia, New Zealand, and French Polynesia.
Focusing on international distributors, the researcher successfully gathered the
targeted minimum of 381 respondents from Singapore out of the 7,992 active
executive distributors of the network marketing company in the regional operations
based on its investors report during the third quarter of 2014. However, the
majority of the respondents did not complete part 4 of the survey questionnaire,
which covered problems encountered by the respondents.

An additional limitation initially thought of is how well the participants
represent the typical network marketing participants. Further delimitation is that in
order to obtain a more accurate response, the ideal situation would be to have
respondents from different types of network marketing businesses. This would
allow the stratification of the respondents by type of business. For instance, ideally,
the respondents could be segregated by service vs. goods distribution, or by

regions of the nation. The objective is to obtain responses that can be analyzed in
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terms of specific areas, and, subsequently, it could be integrated in one analysis. If
there were significant differences among businesses, then further research could

be conducted to analyze such differences.

Significance of the Study

This study will improve the existing and limited body of knowledge related to
the training and recruitment practices in the network marketing distribution
channel.

The results of this research may prove beneficial to the following sectors:

The Management of the Subject Network Marketing Company. This study
will enable management to look into possible venues of opportunities to improve
the recruitment and training practices and policies of the organization and cascade
the information down to the level of the distributors. In particular, the research
results may shed light that could make a significant contribution to the
development of better recruitment, training and working conditions for a network
marketing company.

The Executive Distributors of the Subject Health and Beauty Network
Marketing Company. This study will be able to significantly help the Executive
Distributors of the company in improving their own recruitment and training
practices and further boost their base as they work on expanding their network.

Potential Network Marketing Distributors. This study will be able to give

those who are intending to join the network marketing business an overview of the
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field and make a careful assessment of the industry’s recruitment and training
practices before deciding to do so.

Human Resource Management Practitioners.This study is expected to make
an important contribution to the existing and limited body of knowledge related to
the training and recruitment practices in the network marketing distribution
channel. The economic reality of the network marketing distribution channel
deserves a careful examination of the sales force turnover. The distributors’
assessment may give an indication of their propensity to leave the network
marketing business and this would help human resource management
practitioners come up with programs that would prevent corporate attrition. A
model based on the analysis of previous findings in the areas of recruiting, training
of human resources, and job satisfaction could be developed.

Academicians and Research Enthusiasts.This study’s efforts and findings
may serve as a motivating element for further research on this topic, turnover on
the network marketing system. This could substantially improve the development
of this distribution channel. Perhaps academicians and researchers may be able to
understand that this marketing structure represents a growing distribution channel,
and despite its unique behavior, it deserves more attention. By implementing the
suggestions of this research, practitioners could improve the general working
conditions of the individuals involved in the network marketing distribution channel.
These improvements may lead to the achievement of a more efficient operational

system. This research may also serve as a catalyst agent for future research
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efforts that concentrate on a single issue, such as recruiting in the network
marketing distribution channel. Network marketing organizations may also take this
research into consideration in implementing changes that will eventually improve
their business operations. Most likely, these firms will be able to work together with
independent practitioners and develop highly efficient recruitment, training, and
compensating programs.

In summary, this study may make a significant contribution to all the key
participants of this distribution system and also to the entire segment of the
population engaged in this unique distribution channel. It intends to demonstrate
the importance of applying sound recruiting and training practices in the network
marketing distribution channel in order to reduce the turnover level among

participants.

Definition of Terms
Several terms used throughout this document are operationally and

conceptually defined in this section for clarity and transparency. Defining terms

may also serve to communicate limitations in the term’s use.

A levelormore formally known as the General Certificate of Education Advanced
Level (GCE Advanced Level), is a school leaving qualification offered by
educational bodies in the United Kingdom and the British Crown
dependencies to students completing secondary or pre-university

education. A number of countries, including Singapore and Mauritius have
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developed qualifications with the same name as and a similar format to the
British A Levels. A Levels are generally worked towards over two years and
split into two parts, with one part studied in each year (Singapore

Examinations and Assessment Board, 2014).

Customer Relationships refers to the way that a company or organization deals

with its customers, and the relationship it has with them (Cambridge

Dictionary, Undated).

Distributorin this study refers to the network marketing distributors of the subject

health and beauty network marketing company. A distributoror sales agent
has an upline and usually a downline of other distributors in the
organization. Depending on the organization a MLM distributor might be

called an agent, sales representative or a consultant (Brunelli, 2014).

Distribution network refers to an interrelated arrangement of people, storage

facilities and transportation systems that moves goods and services from
producers to consumers. A distribution network is the system a company
uses to get products from the manufacturer to the retailer. A fast and
reliable distribution network is essential to a successful business because
customers must be able to get products and services when they want them

(Investopedia, Undated).

Downlineis a term used in multilevel marketing (MLM) to describe the sales

representatives that another sales representative has recruited to the direct

selling company. In an MLM, the recruiting sales representative receives
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compensation based on her downline as well as own sales (Brunelli, 2014).
The recruiter assumes the role of mentor and manager of that particular
group. Each member of that downline is expected to develop his/her own
downline by recruiting other individuals. Hence, the downline could develop
into several levels or layers.

Evaluation, in this study,refers to the respondents’ assessment of the
effectiveness of the recruitment and training practices of the subject health
and beauty network marketing company, their level of satisfaction as
network marketing distributors, and the problems encountered in relation to
the company’s recruitment and training practices.

Health and Beauty Network Marketing Companyin this study refers to the
subject network marketing company which distributes products related to
health and beauty, amongst others.

Multilevel marketing (MLM) is a combination of transactional and relationship
marketing. It operates by stipulating compensation schemes (comprising
commissions and bonuses) for products or services sold, as well as
recruitment of agents (Bloch, 1996). It is often described as direct selling or
network marketing (Nga&Soo, 2011). It is a business structure in which
products are marketed directly to consumers (which is known is also as
direct selling) by sales representatives (or distributors) whose

compensation is based on their own product sales as well as the sales of
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the distributors whom they recruited to the multilevel marketing company
(Brunelli, 2014).

Network is a group of individuals that form an independent sales unit within the
network marketing organization. The difference between the downline and
the network is that the former is the group as seen by the upline (or
manager), while the latter is the group as seen by any member of the
group, whether it is the upline or downline.(Brunelli, 2014).

Network marketing is a method of marketing that utilizes independent
representatives to reach potential customers that a company otherwise
would not reach with traditional online or offline marketing methods (Burks,
2014).

Network marketing companyin this study referred to the subject health and
beauty network marketing company.

Pricingis based on fulfilling objectives such as covering the cost of sales and
overhead, and in accordance with the four basic retail pricing strategies
(Sandilands, 2014).

Product Knowledge is an understanding of a good or service that might include
having acquired information about its application, function, features, use
and support requirements. A business sales representative is an example
of an individual that is typically expected to acquire considerable product
knowledge about the goods and services that they are responsible for

selling to consumers (Business dictionary, Undated).
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Pyramid schemeis an illegal business structure in which recruitment of new
members into the pyramid scheme is main avenue for compensation for
participants. In a pyramid scheme, people recruit others to join an
organization or business opportunity for an initial fee. They are then
compensated--either solely or substantially--with a portion of these
recruitment fees and the future earnings of their recruits (Brunelli, 2014).

Polytechnic Diplomarefers to college level advanced full- and part-time courses,
particularly the vocational courses, industrial arts and applied sciences, and
in many fields at and below degree standard (thefreedictionary.com, 2014).

Recruitmentis the process of finding candidates, reviewing applicant credentials,
screening potential employees, and selecting employees for an
organization. Effective recruitment results in an organization hiring
employees who are skilled, experienced, and good fits with your corporate
culture. (Heathfield, 2014) In this study, recruitment is the process of
recruiting downlines.

Selling and sales promotionare the set of marketing activities undertaken to
boost sales of the product or service (The Economic Times, Undated).
Secondary Schoolis a school which provides secondary education, between the

ages of 11 and 16 or 11 and 18, after primary school and before higher
education (Secondary School, 2014).
Trainingas an organizational intervention may be defined as a well thought of set

of activities aimed to facilitate learning of knowledge, attitude, and skills
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among its people in the organization to improve their current job
performance and contribute to the achievement of organizational goals
(Edralin, 2004).

Uplineis a term used in multilevel marketing (MLM) to describe the people who
are above a person in the organization. This includes the person who
recruited the sales representative; sometimes known as a sponsor, and
those above the sponsor. Upline is the opposite of downline, which are an
MLM sales representative’s recruits. An MLM sales representative’s upline
receives compensation based on her sales as well as their own (Brunelli,

2014).
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Chapter 2

REVIEW OF RELATED LITERATURE AND STUDIES

Literature and studies relevant to the problem were reviewed by the
researcher to substantiate the information and give a better view to the cited
problems of the study. The literature and studies, bothlocal and foreign,
summarized and discussed below, deals with the recruitment and training practices
in a network marketing company.

Peterson and Albaum (2007) explained direct selling at an operational level
as a form of nonstore trading where all salespeople are practically non-salaried,
self-sufficient as well as self-determining contractors whose compensation and
rewards are absolutely generated from sales commissions and/or profit margins
added to the discounted acquisition cost of the products/services sold. At a
strategic level, on the other hand, direct selling is deemed as a way of doing
business by skipping on the traditional distribution channels, such as wholesalers
and retailers, but instead it promotes the practice of dealing with consumers
directly. In another study conducted, the same authors argued that multilevel
marketing (MLM) is one type of business practice that has widely created a
negative image in the minds of many individuals and continues to be scrutinized by
different government regulatory agencies all over the world. This form of doing
business is commonly suspected as though illegal pyramid schemes of multilevel

marketing companies which in turn lead people to associate the same companies
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with unethical practices. In the same paper, the authors attempted to conduct an
objective study where perspectives on multilevel marketing as inherently pyramid
schemes and unethical were put to test. However, results and findings later on
disputed the labels and concluded that multilevel marketing as a retail channel of
distribution is neither inherently illegal nor unethical. The paper further attempted to
present a positive view of multilevel marketing. The authors further explained that
like most types of businesses, there really are some individual companies and
distributors that go beyond the bounds of legality and ethicality. Therefore, to steer
clear from misunderstandings, there is an imminent need to distinguish between a
channel of distribution and the specific entities that fill in the channel so that gross

mischaracterization could be avoided.

Foreign Literature

To deliver the most efficient and effective marketing outcome, marketers must
ensure that the target segment receives the right messages. Based on behavioral
and demographical data, the relevant attributes are studied with the help of
descriptive analyses so that marketers can develop direct communication methods
based on multifarious factors. An inventory or register of perspectives is created,
after which the company executes a range of brand communications, through
different channels, for potential customers. In order to ensure that the individual
customers will benefit from the most convenient method to build up a relationship,

a variety of channels are made available (Gonzalez et.al., 2014).
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Relationship Management

Khan (2014) imposes that ‘Relationship marketing’ (RM) is the newest school
of marketing thought. The developing interest and popularity of RM is visible from
the number of conferences held on the topic, the number of articles published in
journals and the number of business schools offering courses on the subject
(Ramkumar&Saravanan, 2007). Relationship marketing has the capacity to
increase customer retention by building long-term relationships through highly
effective marketing techniques (Wang & Head, 2005). It refers to marketing
activities directed toward creating, developing, and maintaining successful
relational exchanges (Marshall 2010). According to Kuusik (2007) the globalization
of competition, saturation of markets, and advancements in information technology
have enhanced customer awareness where long-term success achieved through
building their success on a long-term customer relationship.

Hui, K. C. (2006) opined that RM emerged to challenge traditional marketing
theories since the early 1990s. Advocates of relationship marketing argued that the
positivist nature of marketing based on microeconomic models ignored the factor
of relationship in the marketing process and its strategic implications in human
interactions in the exchange process.

Cosic&Djuric (2010) expressed that RM represents the paradigm of changes
taking place in marketing practice with regards to moving the focus from
transactions to the focus on relationships. The Relationship approach emphasizes

relationship continuity, to be developed between the organization and its
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consumers, with consumer services and quality as its main focus. Relationship
marketing assumes market as abstract category in the surrounding where
consumers are just numbers which need to be processed one by one. Relationship
marketing is also developing relationships with distributors, suppliers, public
institutions, individuals etc.

For years, multilevel marketers have banked on their people relations skills as
the key component for smoother business dealings. Multilevel marketing strategy
largely relies on the ability of the networks’ members to increase their downline
members through word of mouth referrals and building relationships thereafter.
Radu (2013) suggests that this strategy employs the existing connections among
people as channels for directing the message. Accordingly, the process is divided
into five stages:

1. Identifying the individuals from the customer base who are able to influence
others. They will be responsible for initiating the awareness process. Most
companies do not own information regarding the people included in their
database or their ability to influence others. The existing customers are
important not only for the prior purchases but also due to their connections.

2. Identifying the mechanisms that encourage customers to use their influence
within their network of acquaintances. In general, there are two reasons that
can indicate an existing contact. The first is the close relationship with the
company. Customers who are impressed with the promotional offers can

rapidly inform their acquaintances. The second refers to the financial benefits.
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With each new customer attracted by the process, the influencer will receive
tangible advantages, such as a price reduction on a new purchased product
or a gift. Naturally, the higher the reward, the bigger the participant’s effort.

3. Identifying the mechanisms that help the group to reach other segments,
which, on their turn, will influence other people, in an endless cycle. The
strength of the program resides in the fact that the process does not stop at
the first level of customers from the company’s database. This level is
constantly extended, based on the fact that references may influence contact
groups.

4. Creating the communication network by means of an appropriate message,
developing the instruments that facilitate the indication of new individuals. The
personal communication regarding the reward and the program can be
accomplished by direct emailing, marketing emails or telemarketing. For
example, an email that encourages the reader to indicate the email address
of other possibly interested persons or, on a website, a price reduction that
can be offered for providing the email address of other persons.

5. Analyzing the result and refining future actions. It is essential to stock the
information regarding the program in a data base:

v' Which persons submitted the highest number of notifications?
v' Which notifications generated new customers?
v' Which is the average response time?

v' What level did the program attained?
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v' Which is the relationship tree among participants?

All the gathered information must be then analyzed and, according to the
results, the members base must be upgraded and completed with behavioral
information, highlighting the best influencers, their group of acquaintances and
their way of responding to invites. For example, The network marketing distribution
channel is all about people who are interested to earn a certain percent from sales
and from their downlines’ sales. With multilevel marketing distribution channels
multiple transactions are conducted through a network of people and their volume
increases progressively. When purchases are then made the credit will be

automatically available in the network marketing company’s website.

Ethical and Legal Issues

However, with ethical and legal issues continually hounding multilevel
marketing activities, this type of strategy is not as easy given that one has to have
years of experience and business presence in order to recruit members. Koehn ()
elaborated on MLMs as typical activities that recruit people by promising them
‘immediate and unlimited rewards” and “financial freedom” (Equinox International,
posted as of 1999) and “geometric growth” (Barrett, posted as of 1999). Prospects
are encouraged to dream and envision themselves earning millions of dollars,
living in large houses, driving expensive cars. Indeed, MLMs circulate tales of
people who have been wildly successful using their techniques. Success is

measured in purely material terms. These “success stories” may not be good
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parents or citizens, but they do drive luxury cars and wear costly clothing. Most
MLMs do not invite people to reflect upon their desires or upon what makes for a
genuinely good and satisfying life. Instead, the message is one of pure greed —
dream of obtaining whatever you would like and then go for it using their system.
Muncy (2004) deeply reflected on how multilevel marketing could be
translated to marketing protégées in one of his papers. According to the author,
since marketing educators are seen by their students as experts, when their
students have a question regarding a marketing issue, they often turn to their
professors for answers. A common question they ask for advice on is multilevel
marketing and the “business opportunity” someone has just shown them. They
could be asking about anything from an illegal pyramid scheme that is about to be
shut down by regulators to a legitimate and highly respected company with great
products and millions of loyal customers. Further, the author imposes that all
marketing educators need to be able to give students advice that will help them
avoid unethical and/or illegal business activities. However, as has been pointed out
by Vander, Nat and Keep (2002), some of these unethical/illegal marketing scams
have many of the same characteristics as legitimate multilevel marketing
organizations. Things are not black and white and it can be a challenge for
regulators to deal with companies that operate in the gray area. Even if a company
fulfills its legal obligations, that does not mean all its practices are ethically correct,
as legal does not necessarily mean ethical. There are practices that occur within

multilevel marketing that, while not being technically illegal, may be ethically
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questionable. Also, most of those involved in recruiting representatives for
multilevel marketing are independent contractors and not employees (Vander, Nat
and Keep, 2002). Even though a multilevel marketing organization itself may not
be illegal or unethical, a particular recruiter may engage in unethical or illegal
practices that are not acceptable by the standards of the company they represent.
It is then appropriate for marketing educators to be able to give their students fair,
educated guidelines capable of differentiating legitimate marketing opportunities
from ones that are not.

Legitimate multilevel marketing companies compensate their salespeople for
selling products or services to ultimate consumers and not for simply recruiting
people. This is the primary distinction between a legitimate direct selling
opportunity and an illegal pyramid scheme.

In a pyramid scheme, representatives are paid for recruiting, not for selling
products or services. For example, say | am recruited into a plan where every
recruit pays a fee to get involved and that fee is used to pay people for recruiting. |
may join a company for $200. Everyone | recruit must also pay $200. Let us say |
get paid $50 down to three levels for each recruit. That means | get paid $50 for
everyone | recruit (first level), $50 for everyone they recruit (second level), and $50
for everyone that people on my second level recruits (third level). The company
takes $150 of the $200, pays the three levels of recruiting, and then keeps $50 for
running the scheme. Notice that no products are being moved. People are just

making money for recruiting. This is illegal and any operation such as this must
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absolutely be avoided. As soon as it is discovered by the appropriate regulating
officials, it will be shut down. Let us contrast the above with a legitimate marketing
opportunity. In the best case scenario, there would be no incentive whatsoever for
simply signing someone up. Money should only be made from actually moving
products once the person becomes involved. So, for example, say a person who
signs up must pay $100. For that $100, the person gets some literature and
product sample. In the cleanest case, neither this person’s sponsor nor anyone in
this person’s line-of-sponsorship will receive any compensation on this $100 sale.
It is only when the person takes the marketing tools and uses them to move
products that anyone gets compensated. That is the cleanest example. No money
is made whatsoever when people are signed up. Money is made only when the
person moves products.

In the world of multilevel marketing, things are not always that clean. The
previous examples are actually the two anchor points on a continuum from the
clear pyramid scheme (first example) to a marketing opportunity that is clearly not
a pyramid scheme (second example). Many unethical (and perhaps illegal)
pyramid schemes are not as bad as the first example, and many legitimate and
even highly respected marketing opportunities are not as clean as the second
example. There is a lot of gray area between these two extremes. The gray area is
there because of inventory (for a discussion of inventory issues in multilevel
marketing, see Croft, Cutts, and Mould 2000). To be an effective representative for

many direct selling companies, a person must carry inventory. In theory, this
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inventory will eventually be sold to customers. However, it must be purchased
before it can be sold. The person’s line of sponsorship legitimately deserves to be
compensated for this inventory moving through the organization. It is difficult for a
direct selling company to compensate independent salespeople when the
inventory is sold to customers rather than when it is purchased for inventory. The
only feasible time to compensate the sales representatives is when they purchase
the inventory from the company. It is easy to see how this can create a problem. A
firm may only require a small fee for a representative to get started but the person
is sold a huge quantity of inventory. Firms can slip into ethical problems where
more money is being made from the inventories being sold to new recruits than is
being made from legitimate sales to bona fide customers. In the direct selling
industry, there are terms that are used for this unethical practice. It is called either
“‘inventory-loading” or “front-loading.” It must be noted that it may not even be the
direct selling firm itself that is guilty of front-loading. It may be the people who are
recruiting new representatives who are padding their pockets by encouraging
these new recruits to purchase excess, unneeded inventory. However, legitimate
firms do have policies in place to prevent front-loading. Two of the key policies that
Amway had in force that seemed to have swayed the review that Amway was a
legitimate business practice were their buyback policy and their inventory sales
policy. In particular, Amway had a policy that it would buy back unsold inventory. It
also required that 70% of the inventory a distributor purchased in any given month

must be sold in the month it was purchased. Thus, sponsors could not make
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money by loading up their distributors with inventory and distributors would not be
stuck with a lot of unsold inventory. Most legitimate opportunities have policies that
combat front-loading. Legitimate multilevel marketing firms have a buyback policy
that is enforced. In the Direct Selling Association’s Code of Ethics, member
companies are required to repurchase, on commercially reasonable terms,
inventory of independent salespeople when the relationship is terminated. The

avoidance of front-loading is a legal responsibility as well as the ethical thing to do.

Recruitment

With a lot of multilevel marketing companies currently operating in the global
market, De Cenzo and Robbins’ (2010, as cited in Salvador, et.al., 2010) emphasis
on the relevance of widening the definition of the industry’s labor market holds true.
The introduction of having a global mindset in terms of recruitment specially in
network marketing would be of great advantage to those who are playing in the
industry by not limiting their choices. With geographically unbounded recruitment
process and perspectives, the potentials of convincing highly productive people to
join the ranks is likely rewarding. By taking advantage of all the available recruiting
sources as enumerated and explained by Salvador, et.al. (2010), any type of
organization whose goal is to expand its network would highly benefit from it. As
itemized by the authors, Salvador, et.al. (2010) identified the following recruiting

sources as effective ways to attract human resources:
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. Internal Searching — where organizations attempt to develop their own
employees to move up the ranks;

. Employee Referrals and Recommendations — where current employees’
recommendations are deemed as worthy of trust and confidence given
that the involved employees’ reputation are on the line;

External Searching - where organizations open up their recruitment and
hiring process to external potential candidates who are fit for the position;

. Advertisements — where organizations make an effort to reach out to the
public and make the target labor market aware of the job opening in the
organization;

. Employment Agencies — three forms have been considered: public or
government agencies, private employment agencies, and management
consulting firms. Through this method of HR sourcing, organizations tap
the help of any of the three professional organizations mentioned, with
consideration of the type of clientele they serve.

Schools, Colleges, and Universities — where organizations take advantage
of some educational institutions’ pool of graduates or graduating students
who are strong prospective employees;

. Professional Organizations — where networking through professional
organizations serve as a venue for member organizations to meet and
greet other members. In the process of socialization, prospective

employees arise;
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h. Unsolicited applicants — where organizations unexpectedly receive job
applications from the public depending on the economy, organization’s
image, and the job seeker’s insights about the jobs available in the
company. This method is deemed as a good form of keeping a repository
of select potential applicants.

i.  Online recruitment — where the availability of internet, social networking
sites, jobs and careers sites, make it easier for organizations to collect a
pile of prospective employees through the use of such media;

j-  Recruitment Alternatives — such as temporary help services, employee
leasing, and independent contracting — where organizations take
advantage of project-based hiring through any of the cited alternatives.

After successfully recruiting new hires in the organization, together with the

existing employees, the role of the top management is to create a corporate culture
where vital principles of learning are applied in designing and implementing
training and development programs to enhance organizational effectiveness. As
cited by Salvador, et.al. (2010), motivation plays a great role in fueling employees
to be passionate about what they do. With the same passion, organizations must
take the lead and clarify goals to be set for achievement. Chattergee (2009)
explains three significant implications of goal setting with regard to employee
motivation, such as:

a. The objectives of the training program should be made clear at the outset;
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Goals should be challenging and difficult enough for trainees to derive
personal satisfaction from achieving them; but not so difficult that they are
perceived as impossible to reach; and,

Ultimate goals should be supplemented with sub goals which would act as

mileposts along the way.

In the same way, the art of practicing enables employees to become better at

what they do, which notably contributes to organizational effectiveness. Blended

with the principles of reinforcement by praising employees for their effectiveness or

achievements; while, at the same time, informing them of their progress in the

training process through feedbacks, employees are able to understand better what

they underwent with. Once this kind of scenario happens, the principle of transfer

of training, which is about the application of his/her learning to his/her actual work

role, is easily achievable.

Training

Salvador, et.al. (2010), emphasize that for effective learning to be facilitated,

the following training methods should be applied through lectures, on-the-job

training, vestibule training, apprentice training or off-the-job training:

a.

b.

motivate the trainee to improve his performance
clearly illustrate desired skills
provide for active participation by the trainee

provide an opportunity to practice
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h.

I.

provide timely feedback on the trainee’s performance

provide some means of reinforcement while the trainee learns
be structured from simple to complex tasks

be adaptable to specific problems

encourage positive transfer from training to the job

After training, one critical phase that everyone must undergo is the evaluation

process of the training program. In this phase, the quality of training is tested by

evaluating whether the activities were truly able to create value to the organization.

As explained in Salvador, et.al.’s (2010) book, evaluation helps management to

weigh up and take a view on the following questions:

a.

How relevant are the programs to the organization’s needs and
objectives?

What changes are necessary in the existing programs in order to realign
them to the organizational goals?

Which are the areas where training is of real and lasting value?

What are the opportunity costs? Could money have been better spent on
any other activity that would have yielded better results in terms of
organizational effectiveness?

Is the investment in terms of time and money inadequate or too much?

How can an optimum standard be evolved?

Hence, to find out, training programs ought to be evaluated according to its

objectives. Broadly, three types of criteria in evaluation include:
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a. Internal criteria refers directly to the program content and in particular to
the absorption by the trainers of instructions, guidelines, facts, imparted
Skills and techniques, etc., included as inputs in the program.

b. External criteria are concerned with the broad, overall objectives of the
training package such as development of interpersonal equations,
acquiring of new perspectives becoming more decision-oriented,
cultivating greater self-awareness,changing of personal management
styles, going through attitudinal transformations, etc. - all this leading to
externally observable results such as increased sales turnover, greater
market penetration, higher production outputs or lower administrative
costs.

c. Participant reaction means the feelings of trainees who have gone through
the training program and their views about the benefits and drawbacks of

that program.

Foreign Studies
Multilevel Marketing (MLM) / Network Marketing

Given the challenges and negative image created by bad experiences
encountered by those who have been intentionally defrauded by the supposed
“‘network marketing firms” they previously participated in or by those that have
always been pessimistic about the concept of multilevel marketing, recruitment has

been a tough job for people who are already in the system. Kiaw and de Run
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(2007) explain that there is an intensive effort to give MLM credibility and dignity.
The people involved in MLM are depicted as a new and exciting breed of people
(Poe, 1999). The MLM industry sells an idea that appeals across the board to
many, that one is in a business (King and Robinson, 2000). The normal rhetoric
includes “You have personal independence, benefit personally but have a downline
that works for you and with you” or “You are indeed in business for yourself, but
not by yourself.” Distributors believe that the down line that they build is their
pipeline that will pump the money, 24 hours a day, 12 months a year, year after
year whether they continue to work or not (Hedges, 2001). MLM distributors are
hooked on the prospect of “working from home, wearing the most comfortable
clothes in their (your) closet, taking a break whenever they want to and still earning
a substantial income in a now respectable profession” (King and Robinson, 2000).
In another study, KoSnarova (2013) explains that there are plenty of
companies producing and distributing products for very different people’s needs.
Firms and companies must invest huge sums of money into means of massive
promotion so that people discover a new product was launched. Therefore, it is
natural that some firms look for different ways to spread information about new
products without high promotion expenses. Particularly multilevel marketing
characteristically uses tools of marketing communication such as direct or personal
sales, and these tools significantly saves expenses for spreading brand and
product awareness (Kim, et.al, 2006). Fujii and Taji (2005) describe multilevel

marketing as a sort of business that has a unique system. All members who are
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also customers present products to acquaintances and recruit them into the
business network. They also highlight that the organizations dispose of social
community character and structure geared towards outward openness. According
to Olar and Minculete (2010) the term of multilevel marketing describes a
marketing structure used by some companies as part of their overall marketing
strategy. The structure is designed to create a marketing and sales force by
compensating promoters for sales and for creating a down line of distributors and
hierarchy of multiple levels of compensation in the form of a pyramid. They also
emphasize the importance of word of mouth communication as a basic part and
main tool of MLM.

Hwee and Mun (2011) define MLM as a combination of transactional and
relationship marketing. Transactional marketing attempts to make the sale and find
new customers, while relationship marketing aims at establishing a client
relationship from the beginning to satisfy and retain existing customers (Mosad and
Philipson, 2007). It means that MLM operates by stipulating compensation
schemes for products or services sold to customers (transactional marketing), as
well as the recruitment of agents and creating long relation with them (relationship
marketing). MLM companies create an organizational structure in two parts -
employees (administration, production) and distributors (creating business
network). Since this study is concerned mostly with distributors, the researcher
have focused on them as the key subject of study since they have the option to

build up their own network according to rules set in advance based on the
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organizational structure. As further discussed by KoSnarova (2013), the
organization gives its distributors the opportunity to become managers on the basis
of their executed work and achieved goals (sales and the expansion of the
network). Activities of the manager include all basic managerial functions. When
the manager intends to expand their distribution network they start their activity
with the selection of workers. It is based on making a list of all contacts of the
manager followed up by addressing these contacts. The method used to recruit
new workers in the MLM organization is represented by active direct addressing of
a concrete potential applicant from the external environment of the organization.
The job offer to the prospective distributor is always made via direct personal
contact and this is also the first point when the manager motivates the potential
applicant for the job offer. If the addressed person shows no interest the
relationship is terminated. Otherwise the prospective applicant becomes a new
distributor and begins to execute his or her working activity (sales and the
expansion of the network). The function of organizing is represented in the MLM
organization at the level of the organization itself as well as at the level of
distributors. At the level of the organization itself it is clear that the structure
corresponds to the line-staff structure. That is, there is the top management, the
staff only with advisory authority are subordinate to the top management and
communicate information to managers at the level below (distributors). According
to theory the objective of organizing is to define mutual relationships and functions,

which corresponds to the function which organizing serves in the MLM
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organization. However, a specific feature of the MLM distribution structure is that it
keeps changing. As cooperation with a new distributor is started (expansion) or
when such cooperation is terminated (reduction) the structure is modified
accordingly. The fact that the number of units in the organization is not determined
is not an obstacle but rather the basis of the organization.

The economic results and the dynamics of the goods and services distribution
through multilevel marketing are determined by a set of economic, technological
and even social factors. The economic — financial analysis is sometimes
considered by the specialized literature as being limited, and because of that we
think it is necessary that the diagnostic analysis should be completed with the
evaluation of the stability of the management system of companies specialized in
this kind of sales. Sales through multilevel marketing are one of the most dynamic
and fast distribution methods in the world; it represents an opportunity for future
development of businesses and for increasing living standards (Isac and lIsac,
2011).

Uplines and Downlines

At a glance, the recruiting system which is the very hub of multilevel
marketing activities appears straightforward, but it increasingly becomes more
complex as the ensuing network is expanded both upwards and sideways. This is
because of the multiplicity of roles assumed by an individual, much as in situations
examined by Paine (2001) in the East Arctic where a single person is sometimes

compelled to play the roles of patron, broker and client to various
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contemporaneous audiences in the transactional processes of protecting his/her
own interests. The system of recruitment usually referred to in the industry as
“sponsoring” is one in which a prospect is invited and signed on by an existing
independent business owner. The sponsor becomes the “upline” (patron) while the
recruitee becomes the “downline” (client). The upline takes on the patronage role
of “mentor” and “trainer” for the downline until the latter “learns the system” and
becomes skilled in the requirements and practices of the organization. To become
adept, the downline is expected to listen and adhere to directions, be accessible to
the upline and to attend regular independent business owner meetings organized
by the main licensed independent business owner for those operating with his/her
franchise. After learning the ropes, the new downline in turn tries to sponsor and
then train new recruits, thus additionally performing the role of broker sandwiched
between the role of downline and upline. In fact, the basic focus of training is to
help new intakes see the need to vigorously recruit new agents and to sell both the
product and business plan to their family members, friends, neighbors and
strangers - in that order. Recruiting strategies for each type of relationship are
taught and role plays are carried out to ensure full mastery of the techniques (I
attended three such sessions). Thus, a complex network of relationships and
interdependencies is created such that an upline may not even have personal
contact with all the downlines that feed his/her income chain. As noted by Ward
(2003), recruiting new members is indeed the key prerequisite for “growing”

business income. Multilevel marketing in practice thrives on the replicating process
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of recruiting and training, with selling feebly sandwiched in between - when in
principle, selling should have been its main focus with recruiting and training as
secondary activities. The switch in emphasis is based on the supposition that
successful process replication, achieved through training and mentoring, yields
higher leveraging effect and more income for the mentors. This is because
compensation is based on sales volume of not only an individual, but of all those
traceable to that individual. It thus follows that the efforts of a large army of people
selling small quantities will result in larger aggregate sales volume and earnings for
the unit leader who would have been unable to achieve that volume if working
alone and merely selling. With this method, less individual sales-work is done but

with more yield.

Local Studies
Work Satisfaction

Alimario (2011) cited a study conducted by Accenture, where more than
3,400 professionals in 29 countries were surveyed. The study found that although
less than half of the respondents, 43% women and 42% men, were satisfied with
their current jobs, 70% plan to stay on with the companies. The findings for the
Philippines showed that the Filipino work force was looking for higher
compensation, more benefits and better work-life balance. This tells us that
employers should focus on these three key employee retention and engagement

factors. Furthermore, despite low job satisfaction, 65% of the Filipino work force
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wanted to increase their knowledge and develop their skill sets. Globally, the top
reasons for dissatisfaction were being underpaid, a lack of growth opportunity and

career advancement and the feeling of being trapped.

Human Resource Management

In an HR (Human Resource) Summit held last 2010 at Crown Hotel in
Ortigas, Pasig, Philippines, the most recent buzzing topics on human resource
management and recruitment were discussed. In the summit, the issues relative to
talent acquisition, management and retention, and some of the best practices in
recruitment processes were shared with by the key speakers. In a talk by
Hernandez (2010), the speaker highlighted the relevance of properly appropriating
financial arrangements. The talk has also touched on the concern regarding
defining the brand image where the need to clearly express the message about
what the company is all about and what products it offers to its customers and
prospective customers are highly relevant. Every organization must accentuate its
value proposition, strategic focus, and vision and mission. As part of fostering a
culture of inclusivity, Hernandez underscored top management’s visibility and
accessibility to the rest of the members in the organization in making them feel
welcomed and accepted as part of the organization. In sum, the sharing focused
more on the weight of an organizational culture’s effect to the degree of potential
talents as well as current talents’ willingness to be a part of the organization

(Aguilar, 2010).
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In line with the principles and processes of recruitment in a network marketing
company, Montenegro (2010) emphasized on the accountability of recruitment by
not having it just rest on the shoulders of the human resources department staffs
but by every line manager and department heads of any organizational type. While
this is so, the task of HR is to equip its officers with the right tools necessary to
come up with programs and assessments that would enable them to carry out
appropriate recruitment processes. The stress of Montenegro’s (2010) talk is
directed to the every employee’s function as an ambassador for the organization in

bringing about the good image of the firm he/she is in.

Organizational Culture

With the organizational culture as a key in inviting more people to join in the
ranks, the topics on developing organizational values that are proven by literature
to be admired by most is worth looking at. Robles (2010) suggests that it is
important to identify what is most valuable to employees and prospective
employees with regard to their lives and work. By understanding employees’
behavior and attitude and helping them have a work setting that is in harmony with
their views, it is sure enough that the organization will have happy and lighthearted

employees.
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Emotional Intelligence Quotient

To be able to convince more recruits to join in the organization, Rebustillo
(2010) highlighted the fact that emotional intelligence quotient (EQ) or employees
who recruit for the company plays a great role in communicating the kind of
working environment he/she works in. Taking a pride in what one is doing and
making it obvious to outsiders of the organization creates huge impact in the
recruitment process as potential employees are convinced to share their talents to
the firm. In essence, the behavior of the recruiter, matters a lot in adding value to

the task of acquiring and retaining talents.

Network Marketing Company Challenges

Given the challenges in recruiting for network marketing companies with the
kind of bad histories experienced by other companies, the likelihood of failing in the
recruitment process is high. But, despite this, it is also important that current
employees or, in the case of network marketing companies, distributors should be
diligent in finding the right people who to tap and invite to join in the business. New
recruits should be those deemed worthy of being invited and are viewed to have
the potential to help in making the business successful. Within the spectrum of the
hiring process, the selection of the right people is just one of the key processes
that have to be looked at. After then, maintaining and retaining the employees for
them to last longer in helping the organization achieve its vision and mission would

be another important area to consider.
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Synthesis

As discussed, sales through multilevel marketing are one of the most dynamic
and fast distribution methods in the world; it represents an opportunity for future
development of businesses and for increasing living standards (Isac and lIsac,
2011). Studies suggest that multilevel marketing in practice thrives on the
replicating process of recruiting and training, with selling feebly sandwiched in
between - when in principle, selling should have been its main focus with recruiting
and training as secondary activities. Hence, it follows that the efforts of a large
army of people selling small quantities will result in larger aggregate sales volume
and earnings for the unit leader who would have been unable to achieve that
volume if working alone and merely selling. Therefore, to survive the competition, it
is given that very good and sound recruitment and training practices must be
applied by companies heavily engaged in network marketing distributorship.

Along the discussions, one very important consideration would be to mold a
better corporate image through instilling a culture that anybody would aspire to be
a part of. With a kind of culture that is admirable for people to join in, the issues

hounding the ethicality of MLM businesses could all be leveled off.




POLYTECHNIC UNIVERSITY OF THE PHILIPPINES

Chapter 3

RESEARCH METHODOLOGY

This chapter discusses the design and procedures carried out for this
specific endeavor. It outlines the research methodology used in the process of
collecting data, analyzing the results and interpreting it in order to answer the
problems of the study that the researcher sought to understand further. The
discussion centers on the following: research method, population, sample size,
and sampling technique, research instrument, data gathering procedures, and

statistical treatment of data.

Research Method

The researcher employed the descriptive method of research in order to
comprehensively analyze the problems as it delved to collect significant
information about the impact of the recruiting and training practices on the
satisfaction levels of on the subject company’s network marketing distributors.
Through the survey questionnaire, the researcher used the data collected in
describing, documenting, analyzing and interpreting the results to validate the
hypotheses.

Salvador, et.al, (2008) explained that descriptive research is used when the
purpose of the study is to provide methodical description that is as factual and as

accurate as possible. It provides the number of times something occurs, or
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frequency, lends itself to statistical calculations such as determining the average
number of occurrences or central tendencies.

Descriptive research is also used to acquire information regarding the
current status of the observable fact or dealings to describe “what exists” with
regard to variables or conditions in a situation (Key, 1997). This type of research
helps provide the data with reference to the population being studied but could not
be used to describe the “who, what, when, where and how” of circumstances. It is

intended to gather information about the current conditions needed in this study.

Population, Sample Size and Sampling Technique

The population for this study centers on the executive distributors of the
subject health and beauty network marketing company. Three hundred and
eighty-five (385) distributors of the subject health and beauty network marketing
company who are actively engaged in the business’ South Asia Pacific Region
operations, covering Singapore, Thailand, Malaysia, Brunei, Philippines, Indonesia,
Australia, New Zealand, and French Polynesia participated as respondents of the
study. The respondents were selected using a simple random sampling. Through
the help and endorsements of the uplines of theresearcher in the subject health
and beauty network marketing company, a link to the online survey questionnaire
prepared for this research purpose wasbroadcasted through emailing and online
instant messaging. The researcher successfully gathered the initially targeted

minimum of 381 respondents out of the 7,992 active executive distributors of the
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health and beauty network marketing company in the regional operations based on
its investors report during the third quarter of 2014. It should be noted that majority
of the respondents did not complete the fourth part of the survey, which covers

questions on the problems encountered by the respondents.

Description of Respondents

In this study, the respondents arethedistributors of the subject health and
beauty network marketing company who are actively engaged in the business’
South Asia Pacific Region operations, covering Singapore, Thailand, Malaysia,

Brunei, Philippines Indonesia, Australia, New Zealand, and French Polynesia.

Table 1

Frequency and Percentage Distribution of the Respondents
According to Their Source of Interest in
Becoming a Network Marketing Distributor

Source of Interest in Becoming a Network Frequenc Percentaae
Marketing Distributor q y 9
A fr!end or relatlve_talked to me about this 231 60.00
business opportunity
A co-worker explained this business

. 16 4.16
opportunity to me
A friend, relative or co-worker introduced me
to his/her up line who talked to me about this 97 2519
business opportunity
Others 41 10.65
Total 385 100.00
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Table 1 shows the frequency and percentage distribution of the respondents
according to the source of their interestin becoming aNetwork Marketing Distributor
in the subject health and beauty network marketing company.

It shows that 231 respondents comprising 60.00% got interested because of
a friend or relative who introduced this business opportunity to them. Further, 97
respondents, comprising 25.19% were introduced by a friend, relative or co-worker
to his or her upline who talked to them about the business opportunity in network
marketing.

Forty-one (41) respondents (10.65%)said other reasons got them interested
while 16 respondents or 4.16% said a co-worker explained this business
opportunity to them.

Table 2

Frequency and Percentage Distribution of the Respondents
According to theWay of Introduction to Network Marketing Business

If contacted by a person, how were

you initially introduced to the Frequency | Percentage
business?

By telephone 82 21.30

By email 6 1.56

In person 270 70.13
Others 27 7.01
Total 385 100.00

Table 2 shows the frequency and percentage distribution of the respondents
according to how they were initially introduced to the network marketing business

and in becoming a Network Marketing Distributor.
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Two hundred and seventy (270) respondents comprising 70.13% were
approached in person, followed by 82 respondents who were introduced by
telephone, comprise 21.30%. Six respondents which comprise 1.56% on the other
hand were approached by email. The remaining 27 respondents which comprise

7.01% were introduced to the business through varying strategies.

Table 3

Frequency and Percentage Distribution of the Respondents
According to Their Participation in the Network Marketing Program

Did you sign up and participate in the

netvyork m%rke‘t)ing pfogranf? Frequency Percentage
Yes 174 45.19
No 211 54.81
Total 385 100.00

Table 3 shows the frequency and percentage distribution of respondents
when grouped according to their participation in the Network Marketing Program
before attending a business opportunity meeting or group presentation. More than
half of the respondents, comprising of 54.81% and a frequency of 211 did not
participate in the network marketing program while 45.19% and a frequency of 174
participated in the network marketing program before attending a business

opportunity meeting or group presentation.
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Table 4

Frequency and Percentage Distribution of the Respondents
According to Their Reasons in Becoming a Network Marketing Distributor

What was yourreason in becoming a network

marketing distributor? Frequency | Percentage

The amount of money that you could make (financial

independence) 181 47.01
The relatively easy way of making money 13 3.38
The flexibility of the working hours 35 9.09
The testimony of other successful distributors 120 31.17
Others 36 9.35
Total 385 100.00

Table 4 shows the frequency and percentage distribution of the respondents
according to their reason in becoming a network marketing distributor. 47.01% or a
frequency of 181 respondents became network marketing distributors mainly
because of the amount of money that they could make. 120 respondents, which
comprise 31.17% were encouraged because of the testimony of other successful
distributors. The flexibility of working hours on the other hand was considered by
35 respondents which comprise 9.09% when they decided to be network marketing
distributors. Furthermore, network marketing business as a relatively easy way of
making money made 3.38%, or 13 respondents interested in the network
marketing business. 36 respondents which comprise 9.35% had other reasons in

becoming a network marketing distributor.
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Table 5

Frequency and Rank Distribution of Training Programs
Attended by the Respondents

;\g::zi:tg:’]g;zfollowmg training have Frequency Rank
Product Training 305 3
Regional Convention 300 4
Team Training 331 2
Monthly Executive Meetings 250 5
Star College 352 1

Table 5 reveals the frequency and rank distribution of the training programs
attended by the respondents. It is shown that the most attended training by the
respondents was the Star College with a frequency of 352, followed by team
training with of 331. Furthermore, Product Training ranked third, with a frequency
of 305. The Regional Convention, ranked fourth, with a frequency of 300.

Monthly Executive Meetings, on the other hand, ranked the lowest with 250

respondents in attendance.

Research Instrument

The survey instrument used in the study was patterned on the survey used in
Delgado’s (2000) dissertation, with the researcher revising some of the items to
suit the present study. Additionally, the research instrument included an open-

ended question to collect information not captured by the closed-ended questions.
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The survey questionnaire consisted predominantly of 7—point Likert—type
scale questions. Likert-type scale questions were selected due to proven,
extensive use in research (Cooper & Schindler, 2006). Initial questions captured
key demographic information about the participant, qualifying the respondent as
an active executive distributor of the subject health and beauty network marketing
company.

The survey questionnaire has four parts. The first part consisted of questions
on the respondents’ profile, followed by the recruitment and training practices of
the subject health and beauty network marketing company.Closed-ended, likert-
type scale questions were asked in the third part of the instrument to measure the
respondents’ evaluation of the recruitment and training practices of the subject
health and beauty network marketing company and their level of satisfaction as
distributors. The last part consisted of open-ended questions regarding the
problems encountered by the respondents in terms of the recruitment and training
practices of the subject company. As presented in Chapter 2, the literature review
presented a wide range of studies that directly or indirectly identified collaboration
effectiveness metrics, yet none of the prior studies used a comprehensive list of
such metrics. In a similar fashion, researched effectiveness attributes of dedicated
coordination functions were incorporated into the survey instrument’s roster of

questions.
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The questionnaire was initially presented to the researcher’s adviser and
evaluators for their comments, suggestions, review and evaluation. Their
suggestions and comments were incorporated into the final questionnaire. To
determine the validity and applicability of the instrument the researcher conducted
a dry-run which was evaluated by experts. Results were not included in the scope

or area covered in the study.

Data-Gathering Procedure

Given that self-disclosure is at the core of this study, personal surveys have
a propensity to support the sharing of such information (Hanna et al., 2005). Since
the participants were all decision-makers within their respective organizations, it
was important to make the research process time efficient, thus further supporting
the probability of survey completion and data capture (Strickland et al., 2003).

When the survey collection process was completed, the data wasimported to
SPSS for Windows 20.0 statistical software package for statistical analysis.

Likert-type scale responses provided appropriate metrics of participants’
perceptions of inter-organizational collaboration effectiveness (Creswell, 2005).
The survey factors were developed and grounded from an extensive literature
review as shown in Chapter 2.Likert-type scale responses provided participants’
evaluation of the recruitment and training practices and their level of satisfaction

as network marketing distributors.
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Statistical Treatment of Data

This study adopted descriptive and inferential statistics in analyzing the data
gathered in order to achieve its research objectives.

As to descriptive statistics, frequency and percentage distribution were used
to measure and describe the profile of the respondents according to age, gender,
civil status, highest level of educational attainment, main source of income,
average monthly income, and number of years as a network marketing distributor.

Mean rating scales were adopted and the concept of normal distribution of
scores, that is, the bulk of the values are in the middle and only few high and low
values appear in a set of data (Berenson, Levine &Krehbiel, 2010) were used in
describing the recruitment conditions of the company. Moreover, midpoints were
used as the lower class limits of the next levels, derived by getting the average of
the first and second scales (e.g. 1 + 2 = 3/2 = 1.50) (Gronlund, 2000).

SPSS 20.0 was used to analyze the descriptive statistics particularly the
mean and frequencies, paired sample t-test, and Analysis of Variance (ANOVA).
Cases with missing values were excluded from the analysis.

The percentage of the item was computed by dividing it by the sample total
number of respondents who had participated in the survey. The formula used in

the application of this technique is as follows:
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% = (f)/(n)
where:
% = percentage
f = frequency
n = number of cases or total sample

Ranking, a descriptive measure to describe numerical data in addition to
percentage, was used in the study for comparative purposes and for sharing the
importance of items to be analyzed.

Another statistical technique used by the researcher was the weighted mean.
This technique determines the average responses of the different options provided
in the parts of the questionnaire. The method was used in computing the
respondents’ evaluation of the recruitment and training practices of the subject
health and beauty network marketing company in a Scale of 7. It was computed

using the following formula:

> fx
X= ==
N
where:
X = weighted mean

2.fx = the sum of all the products of f and x

f = the frequency of each weight
X = the weight of each operation
n = total number of respondents
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T-test was used to determine the significant difference between two means
of independent samples, specifically used with analyzing the mean scores of
respondents in relation to gender.

One-way Analysis of Variance (ANOVA), also known as F-test, was used to
determine the significant difference between the respondents’ evaluation of the
recruitment and training practices and their level of satisfaction as network
marketing distributors. The analysis of variance (ANOVA) is a method for dividing
the variation observed into different parts, each part assignable to a known source,
cause or factor. The ANOVA was developed by R.A. Fisher and reported in 1923.
The method was used to test the significance of the difference between two or
more means obtained from independent samples. The one way F-test factor
ANOVA was used because there was only one factor being studied as an

independent variable.

ANOVA Formulas

Column 2

2 2
SSpe= z (Zr?ilAl) _ (Z )[\il)

\2
SSe= yx?- 2R

SSuit=  SStot- SSpet




POLYTECHNIC UNIVERSITY OF THE PHILIPPINES

61

Column 3
DFpet = c—-1
DF it = N-c
DFiot = N-1
Column 4
— SSbet
MSSeet = —F,,
SSuit
' DF it
Column 5
FC = MSSbet
MSS.it
where:
X = observed value
I = individual observation of cell
A = the given factor or category
N = total samples
n = number of samples in a particular category

c = number of categories
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After computing the F-test ratio value, the decision as to whether to accept or
reject the stated null hypothesis is based on the decision rule below:
Decision Rule:

If P value is < a, reject Ho, otherwise, accept Ho.
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Chapter 4

PRESENTATION, ANALYSIS, AND INTERPRETATION OF DATA

This chapter focuses on the presentation, analysis and interpretation of the
problem and the data gathered in relation to the problem as well as to the
questionnaires given to the respondents. The data were from the instrument
collected, presented in tabular form, and patterned according to the sequence of
problems outlined in the statement of the treated problem using appropriate
statistical tools, discussed in Chapter 3, and were analyzed to answer the specific

questions in the statement of the problem.

1.0 Profile of the Respondents

1.1 According to Age

Table 6 shows the frequency and percentage distribution of the

respondents when grouped according to their age group.

Table 6

Frequency and Percentage Distribution of the Respondents
According to Age

Age Frequency | Percentage
Below 30 years old 60 15.58
30 - 39 years old 119 30.91
40 - 49 years old 122 31.69
50 - 59 years old 67 17.40
60 years old and above 17 4.42
Total 385 100.00
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One hundred and twenty-two (122) out of the 385 distributor
respondents, comprising 31.69% belonged to the 40-49 years age group.
Furthermore, 119 respondents belong to the 30-39 years age bracket
comprising 30.91% of the respondents. 67 respondents which comprise
17.40% were 50-59 years old, 60 (15.58%) arebelow 30 years old, while the
age group of 60 years old and above had the lowest percentage of 4.42%,

with only 17 out of the total 385 respondents of the study.

1.2  According to Gender

Table 7 shows the frequency and percentage distribution of

respondents when grouped according to Gender.

Table 7

Frequency and Percentage Distribution of the Respondents
According to Gender

Gender Frequency | Percentage
Male 166 43.12
Female 219 56.88
Total 385 100.00

More than half of the respondents are females (56.88%) with a
frequency of 219 while the remaining 43.12% with a frequency of 166 are

males.
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1.3  According to Civil Status

Table 8

Frequency and Percentage Distribution of the Respondents
According to Civil Status

Civil Status Frequency Percentage
Single 138 35.84
Married 220 57.14
Legally Separated or Divorced 27 7.01
Total 385 100.00

Table 8 shows the frequency and percentage distribution of the
respondents when grouped according to their civil status.

Majority of the respondents, with a frequency of 220 (57.14%)are
Married, followed by Single respondents with a frequency of 138 comprising
35.84% of the 385 respondents. Legally Separated or Divorced respondents

comprised the lowest percentage of 7.01% with frequency of 27.

1.4  According to Highest Level of Educational Attainment
Table 9

Frequency and Percentage Distribution of the Respondents
According to Highest Level of Educational Attainment

Highest Educational Attainment Frequency Percentage
Secondary School or Less 29 7.53

A Level 39 10.13
Polytechnic Diploma 68 17.66
Bachelor’s Degree 173 44.94
Graduate School 56 14.55
Others 20 5.19
Total 385 100.00
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Table 9 shows the frequency and percentage distribution of the
respondents when grouped according to their highest level of educational
attainment.

One hundred and seventy-three (173) out of 385 distributor
respondents obtained at least a Bachelor's Degree, followed by Polytechnic
Diploma holders with 63 respondents, which comprise 17.66%. Furthermore,
56 respondents, comprising 14.55% completedGraduate School. 39
respondentscomprising 10.13% completed A Level, while respondents who
completed Secondary School or Less had the lowest percentage of 7.53%

with only 29 respondents.

1.5  According to Main Source of Income
Table 10

Frequency and Percentage Distribution of the Respondents
According to Main Source of Income

Is your Network Marketing

business your Main source Frequency | Percentage
of income?

No 110 28.57
Yes 275 71.43
Total 385 100.00

Table 10 shows the frequency and percentage distribution of
respondents according to their main source of income. Majority of the

respondents said their network marketing business is their main source of
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income, comprising 71.43% and a frequency of 275. Meanwhile, the
remaining 110 respondents had other main source of income, their network

marketing business giving them an additional income.

1.6  According to Average Monthly Income
Table 11

Frequency and Percentage Distribution of the Respondents
According to Average Monthly Income

Average Monthly Income Frequency | Percentage
Below $500 149 38.70
Between $501 and $1,000 22 5.71
Between $1,001 and $5,000 72 18.70
Between $5,001 and $10,000 125 32.47
Over $10,000 17 4.42
Total 385 100.00

Table 11 shows the frequency and percentage distribution of the
respondents according to their average monthly income.

It shows that the highest percentage comprising 38.70% or a frequency
of 149 respondents had an average monthly income of below $500, followed
by respondents earning between $5,001 and $10,000 with 125 respondents,
which comprise 32.47%. Furthermore, 72 respondents which comprise
18.70% earned between $1,001 and $5,000 and 22 respondents which
comprise 5.71% reported having a monthly income ranging from $501 to

$1,000. Only 17 respondents (4.42%) earned over $10,000monthly.
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1.7 According to Number of Years as a Network Marketing Distributor

Table 12

Frequency and Percentage Distribution of the Respondents
According to Number of Years as a Network Marketing Distributor

How long have you been a

network marketing Frequency Percentage
distributor?

Less than 1 year 165 42.86
Between 1 and 3 years 115 29.87
Between 3 and 5 years 27 7.01
Between 5 and 10 years 40 10.39
Over 10 years 38 9.87
Total 385 100.00

Table 12 shows the frequency and percentage distribution of the
respondents according to the number of years as a network marketing
distributor.

One hundred and sixty-five (165) out of 385 respondents, comprising
42.86% had less than one year of experience as network marketing
distributors at the time of study. 115 respondents (29.87%) have been
distributors for 1 to 3 years, 10.39% with 40 respondents had between 5 and
10 years of experience as distributors, 38 (9.87%) had over 10 years of
experience, and27 (7.01%) had 3 to 5 years of experience as distributors.

Given the larger percentage of respondents belonging to the 30 to 49
years age group, it can be observed that the younger generation is more

involved in the network marketing business compared to those in their 50s
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and above. Most are Females, Married and at least a Bachelor's Degree
holder. Majority of the respondents’ main source of income is the network
marketing business, earning an average of $500 monthly. Further, most
respondents has been a distributor for less than a year.

It can be gleaned from the description of respondents in Chapter 3 that
60 percent of the respondents got interested because of a friend or a relative
who introduced the network marketing business in person, regardless if they
signed up as a participant in the existing network marketing program before
attending their first group presentation or business opportunity meeting. As
emphasized in the discussions about “relationship management” in Chapter
2, the factor of relationship in the marketing process and its strategic
implications in human interactions in the exchange process is significant in
ensuring business success. Hence, noting this particular result in the survey,
it could be technically assumed that the 60 percent of the respondents who
responded positively to network marketing invites were largely due their
stronger relationship with those who invited them to join the network
marketing company. These are mostly composed of married females in their
30s to 40s. Given their average monthly income, it is worth noting that most
respondents decided to become network marketing distributors because of
the amount of money they could make out of it. Secondly, they were
encouraged because of the testimonies of other successful distributors, who

are mainly their friends and relatives.
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2.0

Respondents’ Evaluation of the Recruitment and Training Practices of the
Health and Beauty Network Marketing Company When They are
GroupedAccording to Profile

2.1 According to Age

Table 13 shows that the weighted mean and verbal interpretation of
the respondents’ evaluation of the Recruitment and Training Practices of the
Health and Beauty Network Marketing Company when they are grouped

according to their age at the time of study.

Table 13

Weighted Mean and Verbal Interpretation of the Evaluation of the Recruitment
and Training Practices of the Health and Beauty Network Marketing Company

When Respondents are Grouped According to Age

Recruitment and
Training Practices years old years old years old years old

Age

60 years
old and Total
above

Below 30 30-39 40 - 49 50 - 59

WM

\'Al

WM

Vi

WM

\Y|

WM

\'Al

WM

Vi

WM

Vi

1. | felt comfortable with
the way the person
who originally
approached me about
network marketing
business.

5.70

MA

6.11

MA

6.09

MA

6.35

MA

6.06

MA

6.08

MA

2. | did not feel any
pressure from the
person who originally
talked to me about
network marketing
business.

5.87

MA

6.17

MA

6.24

MA

6.38

MA

6.41

MA

6.19

MA

3. | was provided with the
relevant information
about the network
marketing business
before signing up as a
distributor.

5.76

MA

5.80

MA

5.79

MA

5.95

MA

5.76

MA

5.82

MA
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Continuation of Table 13......

4. | feel very positive
about recruiting
friends, relatives, 543 | SLA | 557 | MA | 597 | MA | 594 | MA | 6.00 | MA | 577 | MA
neighbors, and co-
workers.

5. It has been easy for me
to recruit friends,
relatives, neighbors,
and co-workers.

4.48 | NAD | 411 | NAD | 419 | NAD | 4.32 | NAD | 4.38 | NAD | 4.25 | NAD

6. | feel that | have
received the necessary
amount of training from
the subject Health &
Beauty Network
Marketing Company.

548 | SLA | 579 | MA | 591 MA | 592 | MA | 6.00 | MA | 581 MA

7. 1 think the training has
helped me achieve
success as a network
marketing distributor.

557 | MA | 567 | MA | 580 | MA |59 | MA |6.18 | MA | 578 | MA

8. In my opinion, | was
very well motivated
after attending the
training sessions.

6.09 | MA | 614 | MA | 602 | MA | 610 | MA | 635 | MA | 610 | MA

9. The training made me
feel very motivated
and positive about the
subject Health &
Beauty Network
Marketing Company.

625 | MA | 623 | MA | 618 | MA | 643 | MA | 653 | MA | 6.27 | MA

10. In my opinion, my
instructors were well
prepared for the
training.

635 | MA | 623 | MA | 614 | MA | 635 | MA | 647 | MA | 6.26 | MA

11. 1 think the training
addressed the
important issues 6.08 | MA | 6.09 MA | 6.08 MA | 6.22 | MA | 6.24 MA | 6.11 MA
related to my job as a
distributor.

General Weighted Mean | 574 | MA | 582 | MA | 587 | MA | 6.00 | MA | 6.04 | MA | 586 | MA

Legend: 1 - 1.50 (SD = Strongly Disagree), 1.51 - 2.5 (MD = Moderately Disagree), 2.51 - 3.5 (SLD = Slightly
Disagree), 3.51 - 4.5 (NAD = Neither Agree or Disagree), 4.51 - 5.5 (SLA =Slightly Agree), 5.51 - 6.5 (MA =
Moderately Agree), 6.51 and above (SA = Strongly Agree)

Likewise, they moderately agreed on not feeling any pressure from the
person who originally talked to them about the network marketing business,
regardless of their age group with weighted means of 5.87, 6.17, 6.24, 6.38,

and 6.41, respectively, and an overall weighted mean of 6.19.
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Respondents also moderately agreed that they were provided relevant
information about the network marketing business before signing up as a
distributor with weighted mean of 5.76 for both age groups of below 30 years
old and 60 years old and above, 5.79 for 40 — 49 year old respondents, 5.80
for those 30 — 39 years of age, and 5.95 for respondents 50 — 59 years of
age. An overall weighted of 5.82 showed moderate agreement from the
respondents.

Consequently, respondents 30 — 39 years of age, 40 — 49 years old, 50
— 59 years old, and 60 years old and above agreed moderately that they felt
positive about recruiting friends, relatives, neighbors, and co — workers with
weighted means of 5.57, 5.97, 5.94, and 6.00. However, respondents below
30 years of age slightly agreed on feeling positive with a weighted mean of
5.43. Nonetheless, an overall weighted mean of 5.77 showed a moderate
agreement from the respondents.

While most respondents felt positive about recruiting friends, relatives,
and co — workers, they neither agreed nor disagreed in terms of recruiting
friends, relatives, neighbors, and co-workers easily with weighted means of
448, 4.11,4.19, 4.32, 4.38, and 4.25 for age groups below 30 years old, 30-
39 years old, 40-49 years old, 50 — 59 years old, and 60 years old and above
and an overall weighted mean of 4.25.

Reviewing the results of the respondents’ sentiments about the

recruitment practices of the Subject Network Marketing Company taking into




POLYTECHNIC UNIVERSITY OF THE PHILIPPINES

73

account their age at the time of responding to the survey, it could be
deduced that across all ages, majority of the participants are in moderate
agreement about the likelihood of being able to get friends, relatives,
neighbors, and co — workers onboard. It could be further noted that if we
refer back to the literature on relationship management as discussed in
chapter 2, the innate trust and confidence of the invitee to the inviter due in
part to their deeper personal relationship makes the networking activity more
fruitful. One very interesting factor though that is worth noting is the fact that
age, indeed, has a moderating effect in terms of building loyalty as
previously discussed one of the foreign related studies covered in chapter 2.
As evidenced by the survey results, the higher the age bracket of the
respondents, the higher the willingness there is to trust that friends, relatives,
neighbors, and co — workers will likely join in the network marketing activity
due to that so-called loyalty.

As for the adequacy of the necessary amount of training received by
the distributor respondents, age groups 30-39 years old, 40-49 years old, 50
— 59 years old, and 60 years old and above agreed moderately on receiving
necessary amount of training with weighted means of 5.79, 5.91, 5.92, and
6.00. Respondents below 30 years of age, on the other hand, slightly agreed
(5.48) that they received necessary amount of training from the subject

Health and Beauty Network Marketing Company. Nonetheless, an overall
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weighted mean of 5.81 meant they generally agreed moderately on the
amount of training received.

As a result, respondents moderately agreed that the training they
received will be of help in achieving success as a network marketing
distributor with weighted means of 5.57, 5.67, 5.80, 5.98, and 6.18 for age
groups below 30 years old, 30-39 years old, 40-49 years old, 50 — 59 years
old, and 60 years old and above, and an overall weighted mean of 5.78.

The respondents also agreed moderately on being well motivated after
attending the training with an overall weighted mean of 6.10 and general
weighted means of 6.09, 6.14, 6.02, 6.10, and 6.35 for age groups of below
30 years old, 30-39 years old, 40-49 years old, 50 — 59 years old, and 60
years old and above, respectively.

Similarly, they moderately agreed that they felt well motivated and
positive about the subject Health and Beauty Network Marketing Company
and the business with an overall weighted mean of 6.27. It is worth noting
also that out of all age groups, respondents aged 60 years old and above
strongly agreed that they were very motivated and positive about the network
marketing business and the subject Health and Beauty Network Marketing
Company with a weighted mean of 6.53.

In terms of the training instructors, respondents moderately agreed on
their instructors’ well preparedness with weighted means of 6.35, 6.23, 6.14,

6.35, and 6.47 for age groups below 30 years old, 30-39 years old, 40-49
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years old, 50 — 59 years old, and 60 years old and above. Overall weighted
mean of 6.26 showed a moderate agreement on the instructors’ well
preparedness for the training.

Most importantly, the respondents moderately agreed that the training
addressed the important issues related to their job as a distributor of the
subject Health & Beauty Network Marketing Company with an overall
weighted mean of 6.11 and weighted means of 6.08, 6.09, 6.08, 6.22, and
6.24 for respondent age groups below 30 years old, 30-39 years old, 40-49
years old, 50 — 59 years old, and 60 years old and above.

Following the results shown above relative to how the respondents feel
about the training programs provided for by the Subject Network Marketing
Company, it could be worth observing that they were able to successfully
apply in their training program some of the training methodologies discussed
in chapter 2. Accordingly, in line with the responses shared by the
respondents in the survey, the literature provisions such as training
methodologies being able to help motivate trainees to improve his/her
performance, clearly illustrating the desired expected skills outcome at the
end of the program, offering opportunities for active participation by the
trainees, enhancing the skills of the trainees to be adaptable to specific
problems, as well as help encouraging positive transfer from training to the

job all holds true.
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Respondents with age Below 30 years old, 30-39 years old, 40-49
years old, 50 — 59 years old, and 60 years old and above with general
weighted means of 5.74, 5.82, 5.87, 6.00, and 6.04, respectively agreed
moderately on the recruitment and training practices of the health and beauty
network marketing company. Respondents felt comfortable with the way the
person who originally approached themabout a network marketing business,
they did not feel any pressure, were provided with the relevant information
about the network marketing business before signing up as a distributor, felt
very positive about recruiting friends, relatives, neighbors, and co-workers.
Respondents also reported receiving necessary amount of training from the
network marketing company and thought the training helped in achieving
success as a distributor. Respondents also reported being very well
motivated after attending the training sessions, making them feel positive
about the network marketing business. They also thought the instructors
were well prepared for the training, addressing the important issues related
to being a distributor.

Results showed that regardless of age, respondents moderately
agreed on the Recruitment and Training Practices of Health and Beauty
Network Marketing Company with an overall weighted mean of 5.86.1t should
be noted however, that despite agreeing moderately on the overall
recruitment and training practices of the subject health and beauty network

marketing company, respondents neither agreed nor disagreed on the
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them.

2.2 According to Gender
Table 14
Weighted Mean and Verbal Interpretation of the Evaluation of the Recruitment and

Training Practices of the Health and Beauty Network Marketing Company
When Respondents are Grouped According to Gender

Gender

Recruitment and Training Practices Male Female Total

WM Vi WM VI WM Vi

1. | felt comfortable with the way the person who
originally approached me about network marketing 6.06 MA 6.10 MA 6.08 MA
business.

2. | did not feel any pressure from the person who
originally talked to me about network marketing 6.06 MA 6.30 MA 6.19 MA
business.

3. | was provided with the relevant information about
the network marketing business before signing up 5.85 MA 5.79 MA 5.82 MA
as a distributor.

4. | feel very positive about recruiting friends, relatives,

) 5.82 MA 5.73 MA 5.77 MA
neighbors, and co-workers.

Continuation of Table 14.............

5. It has been easy for me to recruit friends, relatives,

) 4.34 NAD 417 NAD 4.25 NAD
neighbors, and co-workers.

6. | feel that | have received the necessary amount of
training from the subject Health & Beauty Network 5.85 MA 5.78 MA 5.81 MA
Marketing Company.

7. 1 think the training has helped me achieve success

as a network marketing distributor. 589 MA 568 MA 578 MA

8. In my opinion, | was very well motivated after

. L ) 6.15 MA 6.06 MA 6.10 MA
attending the training sessions.

9. The training made me feel very motivated and
positive about the subject Health & Beauty Network 6.30 MA 6.24 MA 6.27 MA
Marketing Company.

10. In my opinion, my instructors were well prepared for

g 6.24 MA 6.27 MA 6.26 MA
the training.
11. I think the tra]nlng addr'esged the important issues 6.12 MA 6.11 MA 6.11 MA
related to my job as a distributor.
General Weighted Mean 5.88 MA 5.85 MA 5.86 MA

Legend: 1 - 1.50 (SD = Strongly Disagree), 1.51 - 2.5 (MD = Moderately Disagree), 2.51 - 3.5 (SLD = Slightly
Disagree), 3.51 - 4.5 (NAD = Neither Agree or Disagree), 4.51 - 5.5 (SLA =Slightly Agree), 5.51 - 6.5 (MA =
Moderately Agree), 6.51 and above (SA = Strongly Agree)
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Shown on Table 14 is the weighted mean and verbal interpretation of
the respondents’ evaluation of the Recruitment and Training Practices of the
Health and Beauty Network Marketing Company when they are grouped
according to gender.

Both male and female respondents agreed moderately on the
Recruitment and Training Practices of the Health and Beauty Network
Marketing Company with general weighted means of 5.88 and 5.85,
respectively.

Specifically, respondents felt comfortable with the way the person
originally introduced the network marketing business to them, with a
weighted mean of 6.06 for males and 6.10 for female distributor
respondents. Similarly, male respondents agreed moderately on not feeling
any pressure from the person who originally introduced the network
marketing business with a weighted mean of 6.06. Female respondents felt
the same, with a weighted mean of 6.30.

Both male and female respondents, with weighted means of 5.85 and
5.79, respectively moderately agreed that they received relevant information
about the business before signing up as a distributor.

Although male and female respondents agreed moderately that they felt
positive about recruiting friends, relatives, neighbors, and co-workers with

weighted means of 5.82 and 5.79 respectively, they neither agreed nor
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disagreed in terms of finding it easy to recruit friends, relatives, neighbors,
and co-workers with respective weighted means of 4.34 and 4.17.

This, however, does not mean that they did not receive the necessary
training or information about the network marketing business. Rather, male
and female respondents, with weighted means of 5.85 and 5.78, agreed
moderately that they received the necessary amount of training from the
subject Health and Beauty Network Marketing Company.Furthermore,
respondents agreed moderately that the training had helped them in
achieving success as a network marketing distributor, with a weighted mean
of 5.89 for male respondents and 5.68 for female respondents.

Respondents moderately agreed on feeling well motivated after
attending the training sessions with weighted means of 6.15 and 6.06 for
male and female respondents. Consequently, they agreed moderately on
feeling very motivated and positive about the network marketing business
with a weighted mean of 6.30 for male distributors and 6.24 for females.
They also agreed moderately on the instructors’ well preparedness with
weighted means of 6.24 and 6.27 for male and female respondents. Overall,
male respondents with 6.12 and female respondents with 6.11 weighted
mean agreed moderately that the training addressed the important issues
related to being a network marketing distributor.

Regardless of their gender, distributor respondents agreed moderately

on the Recruitment and Training Practices of the subject Health and Beauty
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Network Marketing Company with an overall weighted mean of 5.86. They
felt comfortable and did not feel any pressure with the way they were
introduced to the network marketing business, was relevant information
before signing up, and felt positive about recruiting friends, relatives,
neighbors, and co-workers. However, they neither agreed nor disagreed in
terms of finding it easy recruiting. Despite this finding, respondents agreed
moderately that they have received the necessary amount of training that
helped them achieve success as a network marketing distributor, motivated
them and felt positive about the network marketing business. They also felt
that the instructors were well prepared and addressed the important issues

related to being a distributor.

2.3 According to Civil Status

Table 15 shows the weighted mean and verbal interpretation of the
respondents’ evaluation of the Recruitment and Training Practices of the
subject Health and Beauty Network Marketing Company in terms of their civil
status.

Respondents whose civil status are single, married and legally
separated or divorced agreed moderately on the Recruitment and Training
Practices of Network Marketing Company with weighted means of 5.83, 5.88

and 5.89, respectively.
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Weighted Mean and Verbal Interpretation of the Evaluation of the Recruitment and
Training Practices of the Health and Beauty Network Marketing Company
When Respondents are Grouped According to Civil Status

Civil Status
. . Legally
Ft?ecryltment and Training Single Married Separated / Total
ractices d
Divorced
WM Vi WM Vi WM Vi WM \'l

-

. | felt comfortable with the way the
person who originally approached
me about network marketing
business.

5.99 MA 6.09 MA 6.52 SA 6.08 MA

2. 1 did not feel any pressure from the
person who originally talked to me 5.95 MA 6.30 MA 6.52 SA 6.19 MA

about network marketing business.

3. | was provided with the relevant
information about the network
marketing business before signing
up as a distributor.

5.80 MA 5.80 MA 6.00 MA 5.82 MA

4. | feel very positive about recruiting
friends, relatives, neighbors, and co- 5.72 MA 5.72 MA 6.33 MA 5.77 MA
workers.

5. It has been easy for me to recruit
friends, relatives, neighbors, and co- 4.33 NAD 4.34 NAD 3.04 SLD 4.25 NAD
workers.

6. | feel that | have received the
necessary amount of training from
the subject Health & Beauty
Network Marketing Company.

5.72 MA 5.85 MA 5.96 MA 5.81 MA

7. | think the training has helped me
achieve success as a network 5.66 MA 5.86 MA 5.74 MA 5.78 MA
marketing distributor.

8. In my opinion, | was very well
motivated after attending the training 6.18 MA 6.08 MA 5.89 MA 6.10 MA
sessions.

9. The training made me feel very
motivated and positive about the
subject Health & Beauty Network
Marketing Company.

6.25 MA 6.31 MA 6.04 MA 6.27 MA

10. In my opinion, my instructors were

L 6.28 MA 6.22 MA 6.43 MA 6.26 MA
well prepared for the training.

11. I think the training addressed the

important issues related to my job 6.10 MA 6.12 MA 6.15 MA 6.11 MA
as a distributor.
General Weighted Mean 5.83 MA 5.88 MA 5.89 MA 5.86 MA

Legend: 1 - 1.50 (SD = Strongly Disagree), 1.51 - 2.5 (MD = Moderately Disagree), 2.51 - 3.5 (SLD = Slightly
Disagree), 3.51 - 4.5 (NAD = Neither Agree or Disagree), 4.51 - 5.5 (SLA =Slightly Agree), 5.51 - 6.5 (MA =
Moderately Agree), 6.51 and above (SA = Strongly Agree)
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Specifically, single respondents agreed moderately, feeling
comfortable with the way they were introduced to the network marketing
business and not feeling pressure from the person who originally introduced
them to the business with weighted means of 5.99 and 5.95 respectively.
They also agreed moderately on receiving relevant information about the
business before signing up as a distributor with a weighted mean of 5.80.
Although they agreed moderately on feeling positive about recruiting friends,
relatives, neighbors, and co-workers with weighted mean of 5.72, they
neither found it easy nor difficult to recruit friends, family, neighbors, or co-
workers with a weighted mean of 4.33. They agreed moderately, though, in
terms of sufficient amount of training received, helping them to achieve
success as a distributor, feeling motivated after the training, and feeling
positive about the network marketing business with weighted means of 5.72,
5.66, 6.18, and 6.25, respectively. Respondents with single civil status also
agreed moderately on the instructors’ well preparedness (6.28) and the
training that addressed the important issues related in being a network
marketing distributor (6.10).

Similar evaluation was made by married respondents who felt
comfortable with the way they were originally introduced (6.09), not feeling
pressure (6.30), having provided the relevant information about the network
marketing business before signing up as a distributor (5.80), and felt positive

about recruiting friends, family, neighbors, and co-workers (5.72). Together
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with single status, married respondents, with a weighted mean of 4.34, found
it neither easy nor difficult to recruit their friends and family, among others.
As for their evaluation of the company’s training practices, married
respondents agreed moderately that they received necessary amount of
training (5.85), that it helped them achieve success as a network marketing
distributor (5.86), was motivated after training (6.08), and felt positive about
the network marketing business (6.31). They also agreed moderately on the
instructors’ well preparedness with a weighted mean of 6.22. Lastly, married
respondents agreed moderately that the training addressed important issues
and concerns related to being a network marketing distributor with a
weighted mean of 6.12.

As for the respondents who were legally separated or divorced, they
evaluated the recruitment and training practices of the subject Health and
Beauty Network Marketing Company in moderate agreement, with a
weighted mean of 5.89. It should be noted that strong agreement was
reported in terms of feeling comfortable with the way they were introduced to
the network marketing business with a weighted mean of 6.52.
Consequently, they strongly agreed in terms of not feeling pressure with a
weighted mean of 6.52. Moderate agreement on having been provided
relevant information about the business before signing up as a distributor,
and feeling positive about recruiting friends and relatives was reported with

weighted means of 6.00 and 6.33, respectively. A slight disagreement on
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finding it easy to recruit friends and relatives among others was reported by
legally separated or divorced respondents, with a weighted mean of 3.04.
When asked to evaluate the training, they agreed moderately on receiving
necessary amount of training, that it helped them achieving success, being
well motivated after the training, and feeling positive about the network
marketing business, with respective weighted means of 5.96, 5.74, 5.89, and
6.04. Legally separated or divorced respondents also agreed moderately on
the instructors’ well preparedness (6.43) and that the training has addressed
the important issues related to being a network marketing distributor (6.15).
Overall, respondents, may they be single, married, or legally
separated or divorced, moderately agreed on the Recruitment and Training
Practices of the subject Health and Beauty Network Marketing Company with

an overall weighted mean of 5.86.

2.4 According to Highest Educational Attainment

Table 16 shows the weighted mean and verbal interpretation of the

respondents’ evaluation of the Recruitment and Training Practices in terms

of their highest educational attainment.
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Table 16

Weighted Mean and Verbal Interpretation of the Evaluation of the Recruitment and
Training Practices of the Health and Beauty Network Marketing Company

When Respondents are Grouped According to

Highest Educational Attainment

Recruitment and
Training Practices

Highest Educational Attainment

Secondary
School or
Less

A Level

Polytechni
c Diploma

Bachelor’s
Degree

Graduate
School

Others

Total

WM

VI

WM

\'i|

WM

\'i|

WM

VI

WM

\'4|

WM

\'i|

WM

VI

1. | felt comfortable
with the way the
person who
originally
approached me
about network
marketing
business.

6.55

SA

6.08

MA

5.71

MA

6.07

MA

6.50

SA

5.65

MA

6.08

MA

2. 1did not feel any
pressure from the
person who
originally talked to
me about network
marketing
business.

6.50

SA

6.51

SA

5.82

MA

6.26

MA

6.36

MA

5.50

MA

6.19

MA

3. | was provided
with the relevant
information about
the network
marketing business
before signing up
as a distributor.

6.28

MA

5.87

MA

5.84

MA

5.80

MA

5.92

MA

4.95

SLA

5.82

MA

4. | feel very
positive about
recruiting friends,
relatives,
neighbors, and co-
workers.

5.59

MA

5.79

MA

5.73

MA

5.77

MA

6.24

MA

4.80

SLA

5.77

MA

5. It has been easy
for me to recruit
friends, relatives,
neighbors, and co-
workers.

4.38

3.55

4.25

4.27

4.76

SLA

3.80

4.25

NAD

6. | feel that | have
received the
necessary amount
of training from the
subject Health &
Beauty Network
Marketing
Company.

5.08

SLA

6.26

MA

5.55

MA

5.89

MA

6.17

MA

5.06

SLA

5.81

MA

7. | think the
training has helped
me achieve
success as a
network marketing
distributor.

5.48

SLA

5.92

MA

6.00

MA

5.81

MA

5.84

MA

4.80

SLA

5.78

MA
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Continuation of Table 16

8. In my opinion, |
was very well
motivated after
attending the
training sessions.

5.83

5.85

MA

6.26

MA

6.02

MA

6.61

SA

5.70

MA

6.10

MA

9. The training
made me feel very
motivated and
positive about the
subject Health &
Beauty Network
Marketing
Company.

6.24

MA

6.41

MA

6.28

MA

6.16

MA

6.63

SA

5.85

MA

6.27

MA

10. In my opinion,
my instructors were
well prepared for
the training.

6.08

MA

6.28

MA

6.25

MA

6.31

MA

6.32

MA

5.75

MA

6.26

MA

11. | think the
training addressed
the important
issues related to
my job as a
distributor.

6.04

MA

6.21

MA

6.10

MA

6.16

MA

6.16

MA

5.55

MA

6.11

MA

General Weighted
Mean

5.80

MA

5.89

MA

5.78

MA

5.87

MA

6.15

MA

5.31

SLA

5.86

MA

Legend: 1 - 1.50 (SD = Strongly Disagree), 1.51 - 2.5 (MD = Moderately Disagree), 2.51 - 3.5 (SLD = Slightly Disagree),
3.51 - 4.5 (NAD = Neither Agree or Disagree), 4.51 - 5.5 (SLA =Slightly Agree), 5.51 - 6.5 (MA = Moderately Agree),
6.51 and above (SA = Strongly Agree)

Respondents whose highest educational attainment are Secondary

School or less, A Level, Polytechnic Diploma, Bachelor's Degree and
Graduate School agreed moderately on the recruitment and training
practices of the subject Health and Beauty Network Marketing Company,
with weighted means of 5.80, 5.89, 5.78, 5.87 and 6.15, respectively.
Respondents with otherhighest educational attainment evaluated the
recruitment and training practices with slight agreement, with a weighted
mean of 5.31.

Respondents whose highest educational attainment was Secondary
School strongly agreed on feeling comfortable with the way they were

introduced to the network marketing business and not feeling pressure from
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the person who originally introduced them to the business with weighted
means of 6.55 and 6.50 respectively. They agreed moderately on receiving
relevant information about the business before signing up as a distributor
with a weighted mean of 6.28. Although they agreed moderately on feeling
positive about recruiting friends, relatives, neighbors, and co-workers with
weighted mean of 5.59, they neither found it easy nor difficult to recruit
friends, family, neighbors, or co-workers with a weighted mean of 4.38.
Furthermore, they slightly agreed in terms of receiving sufficient amount of
training, and that it helped them achieve success as a distributor, with
weighted means of 5.08 and 5.48 respectively. Moderate agreement was
reported by respondents whose highest education attainment is Secondary
School or less in terms of feeling motivated after the training, feeling positive
about the network marketing business, instructors’ well preparedness, and
the training that addressed the important issues related in being a network
marketing distributor with weighted means of 5.83, 6.24, 6.08, and 6.04,
respectively.

Further evaluation was reported by respondents whose highest
educational attainment is A Level whereas they agreed moderately on
feeling comfortable with the way they were originally introduced to the
network marketing business with a weighted mean of 6.08 and strongly
agreed in feeling no pressure from the person who has introduced the

business to them with a weighted mean of 6.51. A moderate agreement was
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reported in terms of having been provided the relevant information about the
business before signing up, and feeling positive about recruiting friends,
family, neighbors, and co-workers with respective weighted means of 5.87
and 5.79. They are undecided if recruiting their friends and family among
others as an easy thing to do with a weighted mean of 3.55. As for the
training, respondents agreed moderately in terms of receiving necessary
amount of training, that it helped them achieve success, that they felt
motivated after the training, felt positive about the network marketing
business, that instructors were well prepared, and that it has addressed
important issues related to being a network marketing distributor with
weighted means of 6.26, 5.92, 5.85, 6.41, 6.28, and 6.21.

As for the respondents who are Polytechnic Diploma holders, they
evaluated the recruitment and training practices of the subject Health and
Beauty Network Marketing Company with moderate agreement in terms of
feeling comfortable with the way they were introduced to the network
marketing business (5.71), without being pressured (5.82), and having been
provided relevant information about the business before signing up as a
distributor (5.84). While moderate agreement was reported in terms of
feeling positive about recruiting friends, relatives, neighbors, and co-workers
(5.73), respondents neither agreed nor disagreed with recruiting friends,
relatives, etc as an easy task with a weighted mean of 4.25. They also

evaluated the training with moderate agreement, specifically in terms of
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necessary amount of training received, that training helped them achieve
success as distributors, feeling motivated, feeling positive about the
business, that the instructors were well prepared, and that the training has
addressed the important issues related with being a network marketing
distributor with respective weighted means of 5.55, 6.00, 6.26, 6.28, 6.25,
and 6.10.

Similar evaluation on the recruitment and training practices was made
by respondents whose highest educational attainment is a Bachelor's
Degree. They felt comfortable with the way they were introduced to the
network marketing business (6.07), without being pressured (6.26), was
provided relevant information about the business before signing up as a
distributor (5.80), and felt positive about recruiting friends, relatives,
neighbors, and co-workers (5.77). However, respondents neither agreed nor
disagreed with recruiting friends, relatives, etc as an easy task with a
weighted mean of 4.27. They also evaluated the training with moderate
agreement, specifically in terms of necessary amount of training received
(5.89), that training helped them achieve success as distributors (5.81), felt
motivated (6.02), felt positive about the business (6.16), that the instructors
were well prepared (6.31), and that the training has addressed the important
issues related with being a network marketing distributor (6.16).

Respondents who attended Graduate School had the highest overall

weighted mean of 6.15 in moderate agreement on the recruitment and
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training practices of the subject Health and Beauty Network Marketing
Company. Specifically, they strongly felt comfortable with the way they were
introduced to the network marketing business with a weighted mean of 6.50.
Moreover, the respondents agreed moderately on feeling no pressure with a
weighted mean of 6.36, and having been provided relevant information about
network marketing business before signing up as a distributor with a
weighted mean of 5.92. Although they moderately agreed on feeling positive
about recruiting friends, relatives among others with a weighted mean of
6.24, they reported a slight agreement with the recruitment of their friends,
relatives, neighbors, and co-workers as an easy task to do (4.76). With
respective weighted means of 6.17 and 5.84, respondents moderately
agreed receiving necessary amount of training, and that it helped them
achieve success as a distributor. Further, they strongly agreed on being very
motivated (6.61) and feeling motivated and positive about the network
marketing business (6.63). As for the instructors, they agreed moderately on
their preparedness with a weighted mean of 6.32. Lastly, they agreed
moderately that the training addressed important issues related to being a
network marketing distributor with a weighted mean of 6.16.

As for the respondents who specified other highest educational
attainment, moderate agreement was reported in terms of feeling
comfortable with the way they were introduced to the network marketing

business with a weighted mean of 5.65 and did not feel pressured during
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introduction with a weighted mean of 5.50. They slightly agreed on receiving
relevant information on the business before signing up (4.95) and feeling
positive about recruiting friends, relatives, neighbors, and co-workers (4.80).
Consequently, the respondents were undecided if recruiting friends and
relatives among others was easy for them, having a weighted mean of 3.80.
Slight agreement was also reported in terms of receiving necessary amount
of training and feeling it helped them achieve success as a distributor, with
weighted means of 5.06 and 4.80 respectively. Other aspects of the training
such as feeling motivated after the training, feeling positive about the
network marketing business, instructed as well prepared, and that the
training addressed important issues related to being a distributor were
agreed on moderately by respondents with weighted means of 5.70, 5.85,
5.75, and 5.55, respectively.

Overall, respondents evaluated the recruitment and training practices
of the subject Health and Beauty Network Marketing Company with
moderate agreement, regardless of their highest educational attainment
having an overall weighted mean of 5.86. It is worth noting however that of
all groups, respondents who have reached Graduate School had the highest
weighted mean of 6.15 followed by those in A Level with a weighted mean of
5.89. Respondents with other highest educational attainment had the lowest
evaluation of the recruitment and training practices of the company with a

weighted mean of 5.31.
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2.5 According to Main Source of Income

Table 17

Weighted Mean and Verbal Interpretation of the Evaluation of the Recruitment and
Training Practices of the Health and Beauty Network Marketing Company
When Respondents are Grouped According to Main Source of Income

Is Network Marketing Business your
Main Source of Income

Recruitment and Training Practices Yes No Total
WM Vi WM 'l WM Vi

1. | felt comfortable with the way the person who originally
approached me about network marketing business. 6.16 MA 6.05 MA 6.08 MA

2. | did not feel any pressure from the person who originally 6.35 MA 6.13 MA 6.19 MA
talked to me about network marketing business. : ' '

3. | was provided with the relevant information about the
network marketing business before signing up as a 6.22 MA 5.68 MA 5.82 MA
distributor.

4. | feel very positive about recruiting friends, relatives,
neighbors, and co-workers. 6.30 MA 5.56 MA 577 MA

5. It has been easy for me to recruit friends, relatives, 3.86 NAD 4.41 NAD 4.95 NAD
neighbors, and co-workers. : : ’

6. | feel that | have received the necessary amount of training
from the subject Health & Beauty Network Marketing 5.98 MA 5.74 MA 5.81 MA
Company.

7. 1 think the training has helped me achieve success as a 6.17 MA 5.61 MA 578 MA
network marketing distributor. ’ ' '

8. In my opinion, | was very well motivated after attending the 6.25 MA 6.04 MA 6.10 MA
training sessions. ’ ’ ’

9. The training made me feel very motivated and positive
about the subject Health & Beauty Network Marketing 6.39 MA 6.22 MA 6.27 MA
Company.

10. In my opinion, my instructors were well prepared for the
training. 6.13 MA 6.31 MA 6.26 MA

1.1 think_the trainipg gddressed the important issues related 6.25 MA 6.06 MA 6.11 MA
to my job as a distributor.

General Weighted Mean 6.02 MA 5.80 MA 5.86 MA

Legend: 1 - 1.50 (SD = Strongly Disagree), 1.51 - 2.5 (MD = Moderately Disagree), 2.51 - 3.5 (SLD = Slightly
Disagree), 3.51 - 4.5 (NAD = Neither Agree or Disagree), 4.51 - 5.5 (SLA =Slightly Agree), 5.51 - 6.5 (MA =

Moderately Agree), 6.51 and above (SA = Strongly Agree)

Table 17 shows the weighted mean and verbal interpretation of the

respondents’ evaluation of the Recruitment and Training Practices of the
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subject Health and Beauty Network Marketing Company in terms of their
main source of income.

Respondents whose main source of income is the network marketing
business moderately agreed on the recruitment and training practices of the
subject Health and Beauty Network Marketing Company with weighted mean
of 6.02 and those whose main source of income is otherwise also agreed
moderately on the effectiveness of the Recruitment and Training practices of
the company with a of 5.80.

Specifically, respondents whose main source of income is their
network marketing business moderately agreed that they felt comfortable
with the way they were approached with weighted mean of 6.16. They also
did not feel pressured (6.35) and was provided relevant information about
the network marketing business before they signed up (6.22). Although they
agreed moderately with weighted mean of 6.30, that they felt positive
recruiting friends, relatives, neighbors, and co-workers, they still felt
undecided if recruiting friends and relatives among others had been easy for
the having a weighted mean of 3.86. That aside, respondents whose
earnings mainly come from network marketing business agreed moderately
on the training practices of the company in terms of receiving necessary
amount of training (5.98), that the training helped them achieve success as a
distributor (6.17), feeling motivated after the training (6.25), feeling very

motivated and positive about the network marketing business (6.39), that
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instructors were well prepared (6.13), and that the training has addressed
important issues related to being a network marketing distributor (6.25).

Similar results were found on the evaluation of respondents who had
other source of income. They agreed moderately on feeling comfortable with
the way they were approached and introduced to the network marketing
business (6.05), not being pressured (6.13), having been provided relevant
information before signing up as a distributor (5.68), felt positive about
recruiting friends, relatives, neighbors, and co-workers (5.56), received
necessary amount of training (5.74), and that it helped them achieve success
(5.61), was very motivated (6.04), felt positive about the network marketing
business (6.22), thought the instructors were well prepared (6.31), and that
the training has addressed the important issues related to being a network
marketing distributor (6.06). It should be noted however that respondents
neither agreed nor disagreed that recruiting friends, relatives, neighbors, and
co-workers was easy for them (4.41).

Regardless of the respondents’ main source of income, whether from
their network marketing business or otherwise, respondents moderately
agreed on the Recruitment and Training Practices of the Health and Beauty

Network Marketing Company with an overall weighted mean of 5.86.
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2.6 According to Average Monthly Income
Table 18
Weighted Mean and Verbal Interpretation of the Evaluation of the Recruitment

and Training Practices of the Health and Beauty Network Marketing Company
When Respondents are Grouped According to Average Monthly Income

Average Monthly Income

. Between Between Between
$fa°|:::;"§:‘at ;?C‘Ls Below $500 | $501and | $1,001and | $5,001 and $%"350 Total
$1,000 $5,000 $10,000 ,

WM vi WM Vi WM Vi WM vi WM Vi WM Vi

1. | felt comfortable with
the way the person who
originally approached 5.84 MA 700 | SA | 6.13 MA 6.14 MA 6.35 | MA | 6.08 MA
me about network

marketing business.

2. | did not feel any
pressure from the
person who originally
talked to me about
network marketing
business.

5.95 MA 6.77 | SA | 6.15 MA 6.35 MA 6.65 | SA | 6.19 MA

3. I was provided with
the relevant information
about the network
marketing business
before signing up as a
distributor.

5.63 MA 6.55 | SA | 557 MA 5.94 MA 6.59 | SA | 5.82 MA

4. | feel very positive
about recruiting friends,
relatives, neighbors, and
co-workers.

5.36 SLA | 6.77 | SA | 547 | SLA 6.11 MA 6.65 | SA | 5.77 MA

5. It has been easy for
me to recruit friends,
relatives, neighbors, and
co-workers.

4.21 NAD | 5.14 | SLA | 427 | NAD 4.43 NAD | 218 | MD | 4.25 | NAD

6. | feel that | have
received the necessary
amount of training from
the subject Health &
Beauty Network
Marketing Company.

5.38 SLA | 655 | SA | 6.11 MA 6.00 MA 6.06 | MA | 5.81 MA

7. | think the training has
helped me achieve
success as a network
marketing distributor.

5.63 MA 7.00 | SA | 549 | SLA 5.81 MA 6.35 | MA | 5.78 MA

8. In my opinion, | was
very well motivated after
attending the training
sessions.

5.97 MA 7.00 | SA | 6.04 MA 6.09 MA 6.29 | MA | 6.10 MA

9. The training made me
feel very motivated and
positive about the
subject Health & Beauty
Network Marketing
Company.

6.11 MA 7.00 | SA | 6.30 MA 6.27 MA 6.53 | SA | 6.27 MA
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Continuationof Table 18 .......................

10. In my opinion, my

instructors were well 6.26 MA 6.77 SA 6.39 MA 6.11 MA 6.00 | MA | 6.26 MA

prepared for the training.

11. I think the training
addressed the important
issues related to my job
as a distributor.

6.04 MA 6.77 | SA | 6.07 MA 6.10 MA 6.24 | MA | 6.11 MA

General Weighted

Mean

5.68 MA 6.67 | SA | 5.84 MA 5.94 MA 599 | MA | 5.86 MA

Table 18 shows the weighted mean and verbal interpretation of the
respondents’ evaluation of the Recruitment and Training Practices of the
subject Health and Beauty Network Marketing Company in terms of their
average monthly income.

Respondents whose average monthly income were below $500
moderately agreed that they felt comfortable with the way they were
approached and introduced to the network marketing business with a
weighted mean of 5.84. Further, they did not feel pressured, with a weighted
mean of 5.95. Furthermore, respondents agreed moderately that relevant
information on the business was provided before they signed up as
distributors with weighted mean of 5.63. In terms of recruiting friends,
relatives, neighbors, and co-workers, respondents slightly agreed that they
felt positive about recruiting with a weighted mean of 5.36. Likewise, they felt
recruiting has neither been easy nor difficult for them, having a weighted
mean of 4.21. As for the training, they slightly agreed on receiving the
necessary amount of training (5.38), although they agreed moderately in

terms of the training’s impact on their success as distributors (5.63). They
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were very well motivated after the training (5.97) and felt positive about the
network marketing business (6.11). Respondents also agreed moderately
that the instructors were well prepared (6.26) and that the training has
addressed important issues related to being a network marketing distributor
(6.04).

In contrast, respondents who earned an average monthly income of
$501 to $1,000 strongly agreed on the recruitment and training practices of
the subject Health and Beauty Network Marketing Company having an
overall weighted mean of 6.67, whereas they felt comfortable with the way
they were introduced to the business (7.00), wasn’t pressured (6.77), was
provided relevant information (6.55), felt positive about recruiting (6.77),
received the necessary amount of training (6.55), that of which helped them
achieve success (7.00), was well motivated (7.00), and felt positive about the
network marketing business (7.00), thought the instructors were well
prepared (6.77), and that the training addressed the important issues related
to being a distributor (6.77). With a weighted mean of 5.14, respondents
slight agreed that recruiting friends and relatives among others has been
easy for them.

For the respondents who earned $1,001 to $5,000 monthly, an overall
weighted mean of 5.84 meant a moderate agreement in terms of the
recruitment and training practices of the subject company. They moderately

agreed that they felt comfortable and did not feel pressured with weighted
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means of 6.13 and 6.15, respectively. Also they reported moderate
agreement on having been provided with relevant information about the
business before signing up (5.57) and feeling positive about recruiting
friends, relatives, neighbors, and co-workers (5.47). Although they felt
positive about it, they neither agreed nor disagreed that it was easy for them
to recruit, with a weighted mean of 4.27. As per the training, respondents
agreed moderately that they received necessary amount of training (6.11),
was well motivated (6.04), and felt positive about the potential of the network
marketing business (6.30), having well prepared instructors (6.39), and that
they were able to address important matters concerning their job as network
marketing distributors (6.07). It should be noted though that respondents
earning an average of $1,001 to $5,000 monthly slight agreed that the
training they received helped them in achieving success as distributors with
a weighted mean of 5.49.

Similar results were found when it comes to respondent group earning
an average monthly income of $5,001 to $10,000 whereas a moderate
agreement was reported in terms of the recruitment practices of the subject
Health and Beauty Network Marketing Company such as feeling comfortable
with the way they were approached and introduced to network marketing
business, not feeling pressure from the person who approached them, have
been provided relevant information before signing up, and feeling positive

about recruiting other people such as friends, relatives, neighbors, and co-
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workers, with weighted means of 6.14, 6.35, 5.94, and 6.11, respectively.
Respondents in this group neither agreed nor disagreed that recruiting was
easy for them with a weighted mean of 4.43. With weighted means of 6.00,
5.81, 6.09, 6.27, 6.11, and 6.10, respondents agreed moderately on the
training practices such as having received necessary amount of training, that
the training helped them in achieving success as distributor, was well
motivated, felt positive about the network marketing business, that the
instructors were well prepared, and that it has addressed relevant issues that
concerns them as network marketing distributors, respectively.

As for the respondents who earn an average of over $10,000 monthly,
they moderately agreed on feeling comfortable with the way they were
approached and introduced to the business with a weighted mean of 6.35.
Further, they strongly agreed in terms of not feeling pressure, having been
provided relevant information, and feeling positive about recruiting friends,
relatives, neighbors, and co-workers with weighted means of 6.65, 6.59, and
6.65. However, with a weighted mean of 2.18, they moderately disagreed
that it was easy for them to do the recruitment. Respondents earning over
$10,000 agreed moderately that they received necessary amount of training
(6.06), that it helped them in achieving success (6.35), was well motivated
(6.29), with the instructors well prepared (6.00), and addressing the relevant
issues and concerns related to being a network marketing distributor (6.24).

The training as assessed by the respondents made them feel very motivated




POLYTECHNIC UNIVERSITY OF THE PHILIPPINES 100

and positive about the network marketing business with a weighted mean of
6.53.

An overall moderate agreement on the Recruitment and Training
Practices of the Health and Beauty Network Marketing Company was found
with an overall weighted mean of 5.86.

It is worth noting, however, that respondents with average monthly
income of $501 to $1,000 strongly agreed on the Recruitment and Training

Practices of the subject Health and Beauty Network Marketing Company.

2.7 According to Number of Years of being a Network Marketing Distributor

Table 19

Weighted Mean and Verbal Interpretation of the Evaluation of the Recruitment and
Training Practices of the Health and Beauty Network Marketing Company
When Respondents are Grouped According to Number of Years as a
Network Marketing Distributor

Number of Years as a Network Marketing Distributor

Recruitment and Less than 1 Between 1 Between 3 Between 5 Over 10

Training Practices year and 3 years | and 5 years and 10 years Total
years

WM Vi WM VI WM VI WM Vi WM Vi WM Vi

1. | felt comfortable with
the way the person
who originally
approached me
about network
marketing business.

5.83 MA | 6.46 MA | 6.07 | MA | 558 | MA | 6.50 | SA | 6.08 MA

2. | did not feel any
pressure from the
person who originally
talked to me about
network marketing
business.

5.97 MA 6.26 MA 6.59 SA | 6.25 MA | 6.61 SA 6.19 MA
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Continuation of Table 19 .................

3. | was provided with
the relevant
information about the
network marketing
business before
signing up as a
distributor.

5.68 MA 5.79 MA

5.75

MA

5.75

MA

6.55

SA

5.82

MA

4. | feel very positive
about recruiting
friends, relatives, 535 | SLA | 5.87 MA
neighbors, and co-
workers.

6.36

MA

5.98

MA

6.61

SA

5.77

MA

5. It has been easy for
me to recruit friends,
relatives, neighbors,
and co-workers.

4.34 | NAD | 4.14 | NAD

4.93

SLA

3.17

SLD

4.53

SLA

4.25

NAD

6. | feel that | have
received the
necessary amount of
training from the 539 | SLA | 6.16 MA
subject Health &
Beauty Network
Marketing Company.

5.96

MA

6.00

MA

6.29

MA

5.81

MA

7. 1 think the training
has helped me
achieve successasa | 548 | SLA | 6.20 MA
network marketing
distributor.

5.30

SLA

5.70

MA

6.26

MA

5.78

MA

8. In my opinion, | was
very well motivated
after attending the
training sessions.

5.99 MA 6.25 MA

5.70

MA

6.03

MA

6.45

MA

6.10

MA

9. The training made me
feel very motivated
and positive about
the subject Health &
Beauty Network
Marketing Company.

6.18 MA 6.42 MA

5.63

MA

6.23

MA

6.68

SA

6.27

MA

10. In my opinion, my
instructors were well
prepared for the
training.

6.32 MA 6.39 MA

5.85

MA

5.88

MA

6.29

MA

6.26

MA

11. 1 think the training
addressed the
important issues 6.00 MA 6.36 MA
related to my job as a
distributor.

5.74

MA

6.08

MA

6.21

MA

6.11

MA

General Weighted

5.70 MA 6.02 MA
Mean

5.80

MA

5.75

MA

6.27

MA

5.86

MA

Legend: 1 - 1.50 (SD = Strongly Disagree), 1.51 - 2.5 (MD = Moderately Disagree), 2.51 - 3.5 (SLD = Slightly
Disagree), 3.51 - 4.5 (NAD = Neither Agree or Disagree), 4.51 - 5.5 (SLA =Slightly Agree), 5.51 - 6.5 (MA =

Moderately Agree), 6.51 and above (SA = Strongly Agree)
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Shown on Table 19 is the weighted mean and verbal interpretation of
the respondents’ evaluation of the Recruitment and Training Practices in
terms of their number of years as a network marketing distributor.

Respondents who had been a Network Marketing Distributor for Less
than 1 year, Between 1 and 3 years, Between 3 and 5 years, Between 5 and
10 years and Over 10 years with weighted means of 5.70, 6.02, 5.80, 5.75
and 6.27, respectively, moderately agreed on the Recruitment and Training
Practices of the subject Health and Beauty Network Marketing Company.

Results showed that regardless of the number of years the
respondents have been a Network Marketing Distributor — may it be with
Less than 1 year (5.70), Between 1 and 3 years (6.02), Between 3 and 5
years (5.80), Between 5 and 10 years (5.75), and Over 10 years (6.27), they
reported moderate agreement in evaluating the Recruitment and Training
Practices of the subject Health and Beauty Network Marketing Company,
with an overall weighted mean of 5.86.

Particularly, respondents with less than one year experience as a
network marketing distributor moderately agreed on the recruitment practices
of the company whereas they felt comfortable when they were first
approached (5.83), did not feel pressured (5.97), and was provided relevant
information about the business before signing up (5.68). They however
slightly agreed on feeling positive about recruiting friends, family, neighbors,

and co-workers having a weighted mean of 5.35. Consequently, they were
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undecided if recruiting was easy for them or not, given a weighted mean of
4.34. As for the training practices, they slightly agreed that the training they
had was sufficient, with a weighted mean of 5.39, and that it helped them in
achieving success as a distributor, with a weighted mean of 5.48. Other
training practices were moderately agreed upon by the respondents with less
than a year of experience as a distributor. They were motivated after the
training (5.99), felt very motivated and positive about the network marketing
business (6.18), that the instructors during the training were well prepared
(6.32), and that it has addressed the important issues in relation to the job as
network marketing distributor (6.00).

Similar evaluation was made by respondents who have been
distributors for 1 to 3 years already. They agreed in moderation in terms of
the following recruitment practices: felt comfortable with the way they were
originally approached (6.46), did not feel pressure (6.26), was provided with
relevant information (5.79), and felt positive about recruiting (5.87).
Respondents in this group however neither agreed nor disagreed on
recruitment as an easy thing for them to do (4.14). As for the training
practices, respondents agreed moderately that they received necessary
amount of training (6.16), that it helped them achieve success (6.20, was
motivated after the training (6.25), felt positive about the network marketing
business (6.42), that the instructors were well prepared (6.39), and relevant

issues were addressed during the training (6.36).
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For distributor respondents who were in network marketing for 3 to 5
years, a moderate agreement on the recruitment practices was found in
terms of feeling comfortable when introduced to the business (6.07), having
been provided relevant information on the business before signing up (5.75),
and feeling positive about recruiting friends, relatives, neighbors, and co-
workers (6.36). Further, they strongly agreed that they did not feel pressured
during the initial introduction to the business (6.59). For recruiting friends and
relatives among others, respondents slightly agreed it was easy for them,
with a weighted mean of 4.93. As for the training practices, respondents
moderately agreed that they received necessary amount of training (5.96),
was well motivated after the training (5.70), that they felt motivated an
positive about the network marketing business (5.63), that the instructors
were well prepared (5.85), and addressed the important issues related to
being a network marketing distributor (5.74). As for the training’s effect on
their success, respondents who have been distributors for 3 to 5 years,
slightly agreed that it helped them in achieving their success as distributors
with a weighted mean of 5.30.

Similar evaluation was found with respondents who have been
distributors for 5 to 10 years already. With weighted means of 5.58, 6.25,
5.75, and 5.98, respondents agreed moderately in terms of feeling
comfortable with the way they were introduced to network marketing

business, not being pressured, having been provided relevant information
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about the business before signing up, and felt positive about recruiting
friends, relatives, neighbors, and co-workers. However, they slightly
disagreed with a weighted mean of 3.17 in terms of recruiting as an easy
thing to do for them. As per training practices, respondents moderately
agreed that they received necessary amount of training (6.00), that it helped
them in achieving success (5.70), was well motivated after the training
(6.03), felt motivated and positive about the business (6.23), that the
instructors were well prepared, and that the training was able to address the
relevant issues and concerns related to being a network marketing
distributor.

Lastly, for the respondents with over 10 years of experience as a
distributor, they evaluated the recruitment practices with strong agreement in
terms of feeling comfortable with the way they were approached and
introduced to the business, not feeling pressured, having been provided with
relevant information about the business before signing up, and feeling very
positive about recruiting friends, relatives, neighbors, and co-workers with
weighted means of 6.50, 6.61, 6.55, and 6.61, respectively. Further,
respondents slightly agreed that they find it easy recruiting friends and
relatives among others, with a weighted mean of 4.53. As for training
practices, the respondents moderately agreed receiving necessary amount
of training (6.29), that it helped them achieve success as a distributor (6.26),

was very motivated after the training (6.45), that instructors were well
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3.0

prepared (6.29), and that it addressed the important issues related to being a
network marketing distributor (6.21). The training according to the
respondents who has been distributors for over 10 years strongly agreed that
they felt very motivated and positive about the potential of the network
marketing business with a weighted mean of 6.68.

Overall, respondents, regardless of the number of years as a
distributor evaluated the recruitment and training practices of the subject
Health and Beauty Network Marketing Company with moderate agreement,

with an overall weighted mean of 5.86.

Respondents’ Level of Satisfaction as Network Marketing Distributors when
they are Grouped According to Profile
3.1 According to Age

Table 20 shows the weighted mean and verbal interpretation of the
respondents’ level of satisfaction as a Network Marketing Distributor in terms
of their age.

Respondents who were below 30 years old at the time of study
moderately agreed that they felt the actual amount of work required to be
successful is about the same amount of work they were told would be
required before they signed as a network marketing distributor with a

weighted mean of 6.03.
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Table 20

Weighted Mean and Verbal Interpretation on the Respondents’ Level of
Satisfaction as Network Marketing Distributor When Grouped According to Age

Level of Satisfaction as
Network Marketing Distributor

Age

Below 30
years old

30-39
years old

40 - 49
years old

50 - 59
years old

60 years
old and
above

Total

WM Vi

WM \Y|

WM

\Y|

WM Vi

WM

Vi

WM

\Y|

1. | feel that the actual amount of
work required to be
successful is about the
same as the amount of work
| was told would be required
before | signed up as a
network marketing
distributor.

6.03 | MA

5.46 | SLA

5.05

SLA

5.32 | SLA

4.77

SLA

5.38

SLA’

2. | feel | have achieved the
degree of financial
independence | expected
before | signed up as a
network marketing
distributor.

4.58 | SLA

4.26 | NAD

4.43

NAD

4.77 | SLA

4.73

SLA

4.48

NAD

w

. | think that the working
conditions (amount of time
spent training, up line
support, etc.) help to
achieve success.

554 | MA

567 | MA

5.94

MA

6.05 | MA

6.13

MA

5.82

MA

N

. | think that there are excellent
rewards for those who work
as distributors in the subject
Health & Beauty Network
Marketing Company.

6.18 | MA

6.22 | MA

6.39

MA

6.51 | SA

6.47

MA

6.33

MA

5. | feel that am being paid a fair
amount of money for the
amount of work that | do as
a network marketing
distributor.

582 | MA

6.02 | MA

5.95

MA

6.14 | MA

5.71

MA

5.97

MA

6. | am very satisfied with the
compensation | receive from
the network marketing
business.

5.73 | MA

5.65 | MA

5.37

SLA

5.80 | MA

4.88

SLA

5.57

MA

7. | am satisfied with the
opportunity for
advancement in the subject
Health & Beauty Network
Marketing Company.

6.00 | MA

6.11 | MA

6.06

MA

6.23 | MA

6.29

MA

6.10

MA

8. I think that my up line is
competent in the job he/she
is doing.

6.24 | MA

6.33 | MA

6.21

MA

6.21 | MA

6.24

MA

6.25

MA

9. In my opinion, my up line is
always in the best
disposition of helping his/her
down line.

6.19 | MA

6.23 | MA

5.95

MA

6.12 | MA

5.76

MA

6.10

MA

10. My up line always shows
interest in the concerns and
needs of his/her down line

6.08 | MA

6.23 | MA

6.16

MA

6.35 | MA

6.12

MA

6.20

MA
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Continuation of Table 20 ................

11. The subject Health & Beauty
Network Marketing
Company always shows
interest in the concerns and
needs of its distributors.

6.07

MA

6.10

MA

6.02

MA

6.32

MA

6.12

MA

6.11

MA

12. | feel a sense of pride in
doing my job as a network
marketing distributor.

6.11

MA

6.13

MA

6.21

MA

6.39

MA

6.41

MA

6.21

MA

13. | feel my job as a network
marketing distributor is
enjoyable.

6.20

MA

6.03

MA

6.03

MA

6.19

MA

6.29

MA

6.10

MA

14. | feel my job as a network
marketing distributor is
meaningful.

6.35

MA

6.33

MA

6.41

MA

6.51

SA

6.29

MA

6.39

MA

15. | rate my network marketing
business opportunity as
very satisfactory.

6.24

MA

6.08

MA

6.12

MA

6.12

MA

6.29

MA

6.13

MA

General Weighted Mean

5.95

MA

5.92

MA

5.88

MA

6.06

MA

5.92

MA

5.93

MA

Legend: 1 - 1.50 (SD = Strongly Disagree), 1.51 - 2.5 (MD = Moderately Disagree), 2.51 - 3.5 (SLD = Slightly
Disagree), 3.51 - 4.5 (NAD = Neither Agree or Disagree), 4.51 - 5.5 (SLA = Slightly Agree), 5.51 - 6.5 (MA =
Moderately Agree), 6.51 and above (SA = Strongly Agree)

Furthermore, respondents aged below 30 moderately agreed that
their working conditions are helpful in achieving success, receiving excellent
rewards, paid fair amount of money, and therefore, satisfied with the
compensation they receive from the subject Health and Beauty Network
Marketing Company with weighted means of 5.54, 6.18, 5.82, and 5.73,
respectively. However, respondents only agreed slightly on feeling a sense
of financial independence they expected before signing up as a distributor of
the Health and Beauty Network Marketing Company with a weighted mean
of 458. As per the opportunities for advancement in the company,
respondents agreed moderately that they felt satisfied with the opportunity
for advancement with a weighted mean of 6.00. Moderate agreement was

reported when it comes to their upline’s competency, having the best
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disposition of helping their downline, and showing interest in the concerns
and needs of their downlines, with weighted means of 6.24, 6.19, and 6.08
respectively. Moreover, they moderately agreed feeling the subject Health
and Beauty Network Marketing Company’s interest in their distributors’
concerns and needs with a weighted mean of 6.07. Consequently,
distributors moderately agreed having a sense of pride in doing their job
(6.11), seeing it as an enjoyable job (6.20) and that it is meaningful (6.35).
Lastly, respondents agreed moderately on rating their network marketing
business as very satisfactory with a weighted mean of 6.24.

As for the respondents aged 30 to 39 years old, they slightly agreed
feeling that the actual amount of work required to be successful was the
same amount they were told would be required before they signed up as a
distributor with a weighted mean of 5.46. Further, they neither agreed nor
disagreed feeling a sense of financial dependence they expected before they
signed up. As per the working conditions, respondents moderately agreed
felt it helped them achieve success with a weighted mean of 5.67. With
respective weighted means of 6.22, 6.02, and 5.65, respondents aged 30 to
39 years old moderately agreed receiving excellent rewards as network
marketing distributors, having been paid a fair amount of money for the
amount of work they do, and felt very satisfied with the compensation they
receive from the subject Health and Beauty Network Marketing Company.

Respondents also moderately agreed that they felt satisfied with the
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opportunity for advancement in the company with a weighted mean of 6.11.
Furthermore, they agreed moderately that their upline is competent, always
in the best disposition of helping their downline, shows interest in the needs
and concerns of their downline, and that the subject Health and Beauty
Network Marketing Company showed interest in the needs of its distributors
with weighted means of 6.33, 6.23, 6.23, and 6.10, respectively. As per their
evaluation of their job as a distributor, respondents moderately agreed
having a sense of pride, that the job is enjoyable, at the same time it is
meaningful, and rating their network marketing business as very satisfactory
with weighted means of 6.13, 6.03, 6.33, and 6.08.

Similar results were found in the evaluation of respondents aged 40 to
49 years. With a weighted mean of 5.05, respondents slightly agreed that the
amount of actual work required to be successful is the same amount they
were told would be required. As per the financial independence expected
before they signed up, respondents neither agreed nor disagreed feeling a
degree of the financial independence, with a weighted mean of 4.43. They
also moderately agreed that the working conditions helped them achieve
success, have received excellent rewards, and had been paid fair amount of
money for the amount of work they do, with weighted means of 5.94, 6.39,
and 5.95, respectively. Respondents only agreed slightly on being very
satisfied with the compensation they receive from the subject Health and

Beauty Network Marketing Company with a weighted mean of 5.37. As per
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the opportunities of advancement in the company, respondents moderately
agreed being satisfied with a weighted mean of 6.06. They also moderately
agreed that their upline is competent for the job (6.21), always in the best
disposition in helping their downline (5.95), showing interest in the concerns
and needs of their downline (6.16), and that the subject Health and Beauty
Network Marketing Company shows interest in their distributors’ concerns
and needs (6.02). As for their overall job satisfaction, respondents aged 40
to 49 years moderately agreed feeling a sense of pride in doing their job,
being able to enjoy it, finding meaning in it, and most of all seeing the
network marketing business as very satisfactory with weighted means of
6.21, 6.03, 6.41, and 6.12, respectively.

For respondents 50 to 59 years of age, results showed only a slight
agreement on feeling the actual amount of work required to be successful is
the same amount they were told it would require with a weighted mean of
5.32. Likewise, a weighted mean of 4.77 showed only a slight agreement
from the respondents in terms of feeling they have achieved a degree of the
financial independence they expected before signing up as a distributor.
While the respondents strongly agreed that excellent rewards are given to
distributors with a weighted mean of 6.51, they only moderately agreed in
terms of having working conditions conducive for success with a weighted
mean of 6.05, receiving a fair amount of money for the work they render with

a weighted mean of 6.14, and being very satisfied with the compensation
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received from the subject Health and Beauty Network Marketing Company
with a weighted mean of 5.80. Respondents also moderately agreed on
being satisfied with the opportunities for advancement in the business with a
weighted mean of 6.23. Furthermore, they agreed moderately that their
upline is competent (6.21), always in the best disposition in helping their
downline (6.12), and showing their interest in their downline’s concerns and
needs (6.35). They also agreed moderately that the subject Health and
Beauty Network Company shows interest in their distributors’ concerns and
needs with a weighted mean of 6.32. While agreeing moderately on feeling a
sense of pride in doing their job (6.39), that is enjoyable (6.19), and having a
very satisfactory network marketing business (6.12), respondents who were
50 to 59 years of age at the time of study strongly agreed that their job as a
network marketing distributor is meaningful, with a weighted mean of 6.51.
Lastly, respondents, whose age are 60 years and above slightly
agreed that the amount of actual work required to be successful is the same
amount they were told it would require with a weighted mean of 4.77.
Further, they agreed slightly with a weighted mean of 4.73 in terms of having
achieved a degree of financial independence they expected before signing
up as a network marketing distributor. As per the compensation as a
distributor, respondents 60 years of age and above moderately agreed that
the working conditions such as the amount of time spent training helped

them achieve success, were given excellent rewards as distributors, and
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have received fair amount of money for the work they do, with weighted
means of 6.13, 6.47, and 5.71, respectively. Respondents slightly agreed
being very satisfied with the compensation given by the subject Health and
Beauty Network Marketing Company, with a weighted mean of 4.88. As for
the opportunities of career and business advancement, respondents
moderately agreed that they were satisfied with the opportunities (6.29),
having a competent upline (6.24), who are always in the best disposition
helping out their downlines (5.76, and showing interest in the concerns and
needs of their downlines (6.12). Respondents also moderately agreed that
the Health and Beauty Network Marketing Company shows interest in their
concerns and needs (6.12). Consequently, they agreed moderately on
feeling a sense of pride, having an enjoyable job, at the same time a
meaningful one, and with the network marketing business as very
satisfactory with weighted means of 6.41, 6.29, 6.29, and 6.29, respectively.
Overall, respondents with age below 30 years old, 30-39 years old, 40-49
years old, 50 — 59 years old, and 60 years old and above with general
weighted means of 5.95, 5.92, 5.88, 6.06, and 5.92, respectively, moderately
agreed on their level of satisfaction as network marketing distributors.
Regardless of age, an overall weighted mean of 5.93 showed

respondents agreeing moderately on their level of satisfaction as distributors.
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3.2 According to Gender

Table 21

Weighted Mean and Verbal Interpretation on the Respondents’ Level of
Satisfaction as Network Marketing Distributor When Grouped According Gender

Gender

Level of Satisfaction as Network Marketing

Distributor Male Female

Total

WM vi WM vi

WM

vi

1. | feel that the actual amount of work required to be
successful is about the same as the amount of work |
was told would be required before | signed up as a
network marketing distributor.

5.69 MA 5.15 SLA

5.38

SLA

2. | feel | have achieved the degree of financial
independence | expected before | signed up as a 4.68 SLA 4.32 NAD
network marketing distributor.

4.48

NAD

3. | think that the working conditions (amount of time
spent training, up line support, etc.) help to achieve 5.83 MA 5.82 MA
success.

5.82

MA

4. | think that there are excellent rewards for those who
work as distributors in the subject Health & Beauty 6.41 MA 6.26 MA
Network Marketing Company.

6.33

MA

5. | feel that am being paid a fair amount of money for
the amount of work that | do as a network marketing 5.90 MA 6.02 MA
distributor.

5.97

MA

6. | am very satisfied with the compensation | receive

from the network marketing business. 5.58 MA 5.56 MA

5.57

MA

7. | am satisfied with the opportunity for advancement
in the subject Health & Beauty Network Marketing 5.93 MA 6.24 MA
Company.

6.10

MA

8. | think that my up line is competent in the job he/she

; ; 6.41 MA 6.13 MA
is doing.

6.25

MA

9. In my opinion, my up line is always in the best

disposition of helping his/her down line. 6.22 MA 6.00 MA

6.10

MA

10. My up line always shows interest in the concerns

and needs of his/her down line 6.30 MA 6.12 MA

6.20

MA

11. The subject Health & Beauty Network Marketing
Company always shows interest in the concerns and 6.24 MA 6.00 MA
needs of its distributors.

6.11

MA

12. | feel a sense of pride in doing my job as a network

marketing distributor. 6.32 MA 6.13 MA

6.21

MA

13. | feel my job as a network marketing distributor is

; 6.14 MA 6.06 MA
enjoyable.

6.10

MA

14. | feel my job as a network marketing distributor is

) 6.49 MA 6.31 MA
meaningful.

6.39

MA

15. | rate my network marketing business opportunity

. 6.23 MA 6.06 MA
as very satisfactory.

6.13

MA

General Weighted Mean 6.03 MA 5.86 MA

5.93

MA

Legend: 1 - 1.50 (SD = Strongly Disagree), 1.51 - 2.5 (MD = Moderately Disagree), 2.51 - 3.5 (SLD = Slightly
Disagree), 3.51 - 4.5 (NAD = Neither Agree or Disagree), 4.51 - 5.5 (SLA =Slightly Agree), 5.51 - 6.5 (MA =

Moderately Agree), 6.51 and above (SA = Strongly Agree)
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Table 21 reveals the weighted mean and verbal interpretation of the
respondents’ level of satisfaction as distributor in terms of their gender.

Generally, respondents had a moderate agreement on their level of
satisfaction as network marketing distributors with an overall weighted mean
of 5.93.

Male respondents moderately agreed that they felt that the amount of
work required to be successful is about the same amount of work they were
told it would require before they signed up, with a weighted mean of 5.69.
However, they only slightly agreed that they have achieved the degree of
financial independence they expected before signing up as distributor with a
weighted mean of 4.68. As per their level of satisfaction in terms of
compensation, their upline, and the job itself, moderate scores were found.

Specifically, they agreed moderately that the working conditions are
helpful in achieving success, receiving excellent awards as distributor, given
a fair amount of money for the work rendered, and a very satisfactory rating
on the compensation received from the subject Health and Beauty Network
Marketing Company with respective weighted means of 5.83, 6.41, 5.90, and
5.58. Male respondents also reported moderate agreement in terms of their
satisfaction with the opportunity for advancement (5.93) where they felt their
uplines are competent in the job they are doing (6.41), that there were
always in the best disposition in helping their downline (6.22), and that the

show interest in the concerns and needs of their downlines (6.30). They also
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agreed moderately with the Health and Beauty Network Marketing Company
showing interest in their concerns and needs as distributors, with a weighted
mean of 6.24. As per their job as network marketing distributor, male
respondents moderately agreed that they felt a sense of pride (6.32), seeing
their job as enjoyable (6.14, with meaning (6.49), and rating the network
marketing business as very satisfactory (6.23).

On the other hand, female respondents slightly agreed that they felt
that the actual amount of work required to be successful is the same as the
amount of work they were told it would require before signing up as a
distributor, with a weighted mean of 5.15. They neither agreed nor
disagreed, with a weighted mean of 4.32, in terms of having achieved the
degree of financial independence they expected before becoming a
distributor. Although they agreed moderately that the working conditions
such as the amount of time spent in training are helpful in achieving success,
with a weighted mean of 5.82. Female respondents also agreed moderately
that they receive excellent rewards from the subject Health and Beauty
Network Marketing Company (6.26), getting a fair amount of money in
exchange of the amount of work they do (6.02), and being very satisfied with
the compensation as a network marketing distributor (5.56). Further, they
agreed moderately, feeling satisfied with the opportunities for advancement
(6.24), having a competent upline (6.13), uplines who help their downline

(6.00), and showing interest in the concerns and needs of their downline
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(6.12). Female respondents also agreed moderately that they felt that the
company shows interest in their concerns and needs as its distributors with a
weighted mean of 6.00. As for feeling a sense of pride in doing their job,
seeing it as enjoyable, finding meaning in it, and being very satisfied with
their network marketing business, female respondents agreed moderately
with weighted means of 6.13, 6.06, 6.31, and 6.06, respectively.
Respondents’ gender, male and female with general weighted means
of 6.03, and 5.86, respectively had moderately agreed on their level of
satisfaction as network marketing distributors with an overall weighted mean
of 5.93. It is worth noting that male respondents appeared to have a higher
level of satisfaction as network marketing distributors compared to their

female counterparts.

3.3  According to Civil Status

Shown on Table 22 is the weighted mean and verbal interpretation of
the respondents’ level of satisfaction as network marketing distributors in
terms of their civil status.

Respondents with single civil status had a moderate level of
satisfaction, with a weighted mean of 5.95. Specifically, they agreed
moderately on feeling that the actual amount of work required to be
successful as a distributor is the same amount of work they were told would

be required before signing up, with a weighted mean of 5.73.
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Table 22

Weighted Mean and Verbal Interpretation of the Respondents’ Level of Satisfaction

as Network Marketing Distributor When Grouped According Civil Status

Civil Status

Legally
Single Married Separated /
Divorced

Level of Satisfaction as Network
Marketing Distributor

Total

WM Vi WM vi WM vi

WM

vi

1. | feel that the actual amount of work
required to be successful is about the
same as the amount of work | was told 5.73 MA 5.29 SLA 4.13 NAD
would be required before | signed up as a
network marketing distributor.

5.38

SLA

2. | feel | have achieved the degree of
financial independence | expected before |
signed up as a network marketing
distributor.

4.53 SLA 4.45 NAD 4.48 NAD

4.48

NAD

3. | think that the working conditions
(amount of time spent training, up line 5.73 MA 5.87 MA 5.91 MA
support, etc.) help to achieve success.

5.82

MA

4. | think that there are excellent rewards
for those who work as distributors in the
subject Health & Beauty Network
Marketing Company.

6.31 MA 6.28 MA 6.88 SA

6.33

MA

5. | feel that am being paid a fair amount
of money for the amount of work that | do 5.86 MA 6.07 MA 5.73 MA
as a network marketing distributor.

5.97

MA

6. | am very satisfied with the
compensation | receive from the network 5.54 MA 5.64 MA 5.13 SLA
marketing business.

5.57

MA

7.1 am satisfied with the opportunity for
advancement in the subject Health & 6.03 MA 6.09 MA 6.58 SA
Beauty Network Marketing Company.

6.10

MA

8. | think that my up line is competent in

the job he/she is doing. 6.36 MA 6.16 MA 6.46 MA

6.25

MA

9. In my opinion, my up line is always in
the best disposition of helping his/her 6.07 MA 6.12 MA 6.00 MA
down line.

6.10

MA

10. My up line always shows interest in the

concerns and needs of his/her down line 6.21 MA 6.16 MA 6.46 MA

6.20

MA

11. The subject Health & Beauty Network
Marketing Company always shows interest
in the concerns and needs of its
distributors.

6.07 MA 6.08 MA 6.57 SA

MA

12. | feel a sense of pride in doing my job

as a network marketing distributor. 6.16 MA 6.25 MA 6.19 MA

6.21

MA

13. | feel my job as a network marketing

distributor is enjoyable. 6.10 MA 6.12 MA 5.93 MA

6.10

MA

14. | feel my job as a network marketing

S h . 6.36 MA 6.41 MA 6.37 MA
distributor is meaningful.

6.39

MA

15. | rate my network marketing business

. - 6.22 MA 6.05 MA 6.37 MA
opportunity as very satisfactory.

6.13

MA

General Weighted Mean 5.95 MA 5.93 MA 5.90 MA

5.93

MA
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Legend: 1 - 1.50 (SD = Strongly Disagree), 1.51 - 2.5 (MD = Moderately Disagree), 2.51 - 3.5 (SLD = Slightly
Disagree), 3.51 - 4.5 (NAD = Neither Agree or Disagree), 4.51 - 5.5 (SLA =Slightly Agree), 5.51-6.5 (MA =
Moderately Agree), 6.51 and above (SA = Strongly Agree)

The single respondents agreed slightly to having achieved the degree
of financial independence they expected with a weighted mean of 4.53. As
per the working conditions, single respondents agreed moderately that it
helped them achieve success, with a weighted mean of 5.73, receiving
excellent rewards as a distributor with a weighted mean of 6.31, getting a fair
amount of money for the work they do with a weighted mean of 5.86, and
feeling very satisfied with the compensation they receive from the subject
Health and Beauty Network Marketing Company with a weighted mean of
5.54. Single respondents also agreed moderately being satisfied with the
opportunity for advancement (6.03), having competent uplines (6.36), who
are always in the best disposition in helping their downline (6.07), and shows
interest in the concerns and needs of their downline (6.21). They also agreed
moderately, with a weighted mean of 6.07 that the company shows interest
in their needs as distributors. Single respondents felt a sense of pride (6.16),
saw their job in an enjoyable (6.10), but a meaningful light (6.36). Lastly, they
agreed moderately that their network marketing business is very satisfactory,
with a weighted mean of 6.22.

Similarly, married respondents agreed slightly to the feeling that the
actual amount of work required to achieve success is about the same

amount of work they were told would be required before they decided to be
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distributors, with a weighted mean of 5.29. Married respondents also neither
agreed nor disagreed on feeling that they have achieved the degree of
financial independence they expected before signing up, with a weighted
mean of 4.53. As per the compensation received by married respondents,
moderate agreement were found in terms of feeling that the working
conditions help them achieve success, that they receive excellent rewards
for the work they do, that they are paid a fair amount of money, and that they
were very satisfied with the compensation they receive from the subject
Health and Beauty Network Marketing Company with weighted means of
5.73, 6.31, 5.86, and 5.54, respectively. Further, married respondents felt
satisfied with the advancement opportunities, having a competent upline,
uplines who are helping their downlines, and shows interest in their needs,
with weighted means of 6.09, 6.16, 6.12, and 6.16. They also agreed
moderately that the subject company shows interest in their needs as
distributors, with weighted mean of 6.08. As per being a network marketing
distributor, married respondents agreed moderately that they felt a sense of
pride in doing their job (6.25), seeing it as enjoyable (6.12), and finding
meaning in it (6.41). They also agreed moderately that their network
marketing business is very satisfactory, with a weighted mean of 6.05.
Respondents who were legally separated or divorced neither agreed
nor disagreed to feeling that the actual amount of work is about the same as

the amount they were told it would require in achieving success as a
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distributor with a weighted mean of 4.13 and achieving the degree of
financial independence they expected before signing up as distributors with a
lower weighted mean of 4.48. Respondents in this group agreed moderately
on the working conditions as helpful in achieving success (5.91). While
legally separated or divorced respondents strongly agreed to receive
excellent rewards with a weighted mean of 6.88, they agreed moderately on
receiving a fair amount of money with the work they do, with a weighted
mean of 5.73. Respondents also slightly agreed to be very satisfied with the
compensation they receive from the company. Legally separated or divorced
respondents also strongly agreed to being satisfied on the opportunities they
have for advancement, with a weighted mean of 6.58. They also agreed
moderately that their upline is competent (6.46), helping their downline
(6.00), and showing interest in their downline’s concerns and needs.
Likewise, they strongly agreed that the Health and Beauty Network
Marketing Company has shown interest in their concerns and needs as
distributors with a weighted mean of 6.57. Respondents also agreed
moderately that they felt a sense of pride, that they find the job enjoyable,
and that it is meaningful, with weighted means of 6.19, 5.93, and 6.37,
respectively. Finally, they agreed moderately that their network marketing
business opportunity is very satisfactory with a weighted mean of 6.37.
Respondents with civil status, single, married and legally separated or

divorced status and weighted means of 5.95, 5.93, and 5.90, respectively
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had moderately agreed on the level of satisfaction as network marketing

distributors, with an overall weighted mean of 5.93.

3.4  According to Highest Educational Attainment

Table 23

Weighted Mean and Verbal Interpretation on the Respondents’ Level of
Satisfaction as Network Marketing Distributor When Grouped According to
Highest Educational Attainment

Highest Educational Attainment

Level of s d
Satisfaction as econdary Polytechnic | Bachelor’'s Graduate

. School or A Level H Others Total
Network Marketing Less Diploma Degree School

Distributor
WM \'l WM \'l WM Vi WM 'l WM \'/l WM \'l WM Vi

1. | feel that the
actual amount of
work required to be
successful is about
the same as the
amount of work | 528 | SLA | 5.03 | SLA | 5.54 MA | 5.65 MA | 475 | SLA | 5.10 | SLA | 5.38 | SLA
was told would be
required before |
signed up as a
network marketing
distributor.

2. | feel | have
achieved the degree
of financial
independence |
expected before |
signed up as a
network marketing
distributor.

518 | SLA | 406 | NAD | 480 | SLA | 446 | NAD | 451 | SLA | 3.06 | SLD | 4.48 | NAD

3. | think that the
working conditions
(amount of time
spent training, up 563 | MA | 555 | MA | 560 | MA | 592 | MA | 626 | MA | 550 | MA | 582 | MA
line support, etc.)
help to achieve
success.

4. | think that there
are excellent
rewards for those
who work as
distributors in the
subject Health &
Beauty Network
Marketing Company.

636 | MA | 644 | MA | 593 | MA | 638 | MA | 648 | MA | 6.65 | SA | 6.33 | MA
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Continuation of Table 23

5. | feel that am
being paid a fair
amount of money for
the amount of work
that I do as a
network marketing
distributor.

6.00

MA

6.28

MA

6.04

MA

5.94

MA

6.06

MA

5.15

SLA

5.97

MA

6. | am very satisfied
with the
compensation |
receive from the
network marketing
business.

6.54

SA

5.64

MA

5.79

MA

5.39

SLA

5.53

MA

5.15

SLA

5.57

MA

7. | am satisfied with
the opportunity for
advancement in the
subject Health &
Beauty Network
Marketing Company.

5.93

MA

6.38

MA

6.09

MA

6.12

MA

6.25

MA

5.30

SLA

MA

8. | think that my up
line is competent in
the job he/she is
doing.

6.71

SA

5.87

MA

6.30

MA

6.22

MA

6.45

MA

6.05

MA

6.25

MA

9. In my opinion, my
up line is always in
the best disposition
of helping his/her
down line.

6.59

SA

5.95

MA

6.18

MA

6.01

MA

6.22

MA

5.80

MA

MA

10. My up line
always shows
interest in the
concerns and needs
of his/her down line

6.61

SA

6.10

MA

6.28

MA

6.12

MA

6.25

MA

6.05

MA

6.20

MA

11. The subject
Health & Beauty
Network Marketing
Company always
shows interest in the
concerns and needs
of its distributors.

6.88

SA

6.38

MA

6.13

MA

5.96

MA

6.30

MA

5.25

SLA

MA

12. | feel a sense of
pride in doing my job
as a network
marketing distributor.

6.38

MA

6.28

MA

6.37

MA

6.07

MA

6.55

SA

5.45

SLA

6.21

MA

13. 1 feel my job as a
network marketing
distributor is
enjoyable.

6.28

MA

MA

6.18

MA

5.95

MA

6.43

MA

5.80

MA

6.10

MA

14. 1 feel my job as a
network marketing
distributor is
meaningful.

6.45

MA

6.64

SA

6.28

MA

6.28

MA

6.68

SA

6.25

MA

6.39

MA

15. | rate my network
marketing business
opportunity as very
satisfactory.

6.24

MA

6.26

MA

6.13

MA

6.05

MA

6.48

MA

5.50

MA

6.13

MA

General Weighted
Mean

6.20

MA

5.94

MA

5.97

MA

5.90

MA

6.08

MA

5.47

MA

5.93

MA

Legend: 1 - 1.50 (SD = Strongly Disagree), 1.51 - 2.5 (MD = Moderately Disagree), 2.51 - 3.5 (SLD = Slightly Disagree), 3.51 -
4.5 (NAD = Neither Agree or Disagree), 4.51 - 5.5 (SLA =Slightly Agree), 5.51 - 6.5 (MA = Moderately Agree), 6.51 and above

(SA = Strongly Agree)
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Table 23 shows the weighted mean and verbal interpretation of the
respondents’ level of satisfaction as distributors in terms of their highest
educational attainment.

Respondents whose highest educational attainment is Secondary
School or less had the highest level of satisfaction with a weighted mean of
6.20. In particular, they slightly agreed that the actual amount of work
required to succeed as a distributor is about the same with the amount they
told them it would take, with a weighted mean of 5.28, and that they have
achieved the degree of financial independence they expected before signing
up, with a weighted mean of 5.18. As for the working conditions that are
helpful in achieving success, respondents agreed moderately with a
weighted mean of 5.63. Respondents who reached at most secondary
school agreed moderately on having excellent rewards for distributors with a
weighted mean of 6.36, and that they are paid fair amount of money for their
work, with a weighted mean of 6.00. Likewise, they strongly agreed and very
satisfied with the compensation they received from the Health and Beauty
Network Marketing Company, with a weighted mean of 6.54. As per the
opportunities for advancement, respondents agreed moderately with a
weighted mean of 5.93. As per the respondents’ upline, they strongly agreed
that they have competent uplines (6.71), who are always in the best
disposition in helping their downlines (6.59), and have shown interest in the

concerns and needs of their downlines (6.61). Consequently, they agreed
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strongly on the interest and concern shown by the subject Health and Beauty
Network Marketing Company on their distributors’ needs (6.88). They felt a
sense of pride in doing their job (6.38), saw it as enjoyable (6.28), and found
meaning in what they do (6.45). Respondents agreed moderately that their
network marketing business is very satisfactory with weighted mean of 6.24.
For A Level respondents, on the other hand, having achieved the
degree of financial independence they expected before signing up as a
distributor was neither agreed nor disagreed upon, with a weighted mean of
4.06. Further, they only agreed slightly that the actual amount of work
required to succeed is about the same as the amount of work they were told
would be required, with a weighted mean of 5.03. As for the working
conditions such as the amount of time spent during training being helpful in
achieving success, respondents agreed moderately with a weighted mean of
5.55. They also agreed moderately on having excellent rewards (6.44), being
paid fair amount of money for their work (6.28), and receiving very
satisfactory compensation from the Health and Beauty Network Marketing
Company (5.64). Further, respondents agreed moderately on being satisfied
with the opportunities for advancement (6.38). With weighted means of 5.87,
5.95, 6.10, and 6.38, respondents with A levels as their highest educational
attainment agreed moderately that their uplines are competent, are in the
best disposition in helping their downlines, shows interest in their concerns

and needs as downlines, as well as the Health and Beauty Network
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Marketing Company ‘s interest in their distributors’ needs. Likewise,
respondents had a sense of pride in what they do (6.28), enjoyed their job
(6.10), found it meaningful (6.64), and considered their network marketing
business as very satisfactory with a weighted mean of 6.26.

Similar results were found with respondents whose highest
educational attainment are Polytechnic Diploma. They slightly agreed that
they have achieved the degree of financial independence they expected
before they signed up as distributors, with a weighted mean of 4.80. Further,
they agreed moderately that the actual amount of work needed to succeed
was the same with the amount of work they were told would be required, with
a weighted mean of 5.54. Working conditions helpful in achieving success,
excellent rewards, fair amount of money paid for the work done, and
satisfaction with the compensation received from the Health and Beauty
Network Marketing Company were moderately agreed on by the
respondents with weighted means of 5.60, 5.93, 6.04, and 5.79, respectively.
Likewise, they agreed moderately on their satisfaction in terms of the
opportunities they have for advancement (6.09), competent uplines (6.30),
uplines who helps their downlines (6.18), and shows interest in the needs of
their downlines (6.28). With a weighted mean of 6.13, they also agreed
moderately on having the Health and Beauty Network Marketing Company’s
interest in the concerns and needs of their distributors. Respondents who

were Polytechnic Diploma holders also agreed moderately on having a
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sense of pride, find their job enjoyable, and meaningful with weighted means
of 6.37, 6.18, and 6.28. Lastly, respondents agreed moderately that their
network marketing business was very satisfactory with a weighted mean of
6.13.

Respondents with a Bachelor's degree moderately agreed that the
actual amount of work required to succeed as a distributor is about the same
with the amount they told them it would take, with a weighted mean of 5.65.
They neither agreed nor disagreed on achieving the degree of financial
independence they expected before signing up, with a weighted mean of
4.46. As for the working conditions that are helpful in achieving success,
respondents agreed moderately with a weighted mean of 5.92. They also
agreed moderately on having excellent rewards for distributors with a
weighted mean of 6.38, and that they are paid fair amount of money for their
work, with a weighted mean of 5.94. Likewise, they slightly agreed on being
satisfied with the compensation they received from the Health and Beauty
Network Marketing Company, with a weighted mean of 5.39. As per the
opportunities for advancement, respondents agreed moderately with a
weighted mean of 6.12. As per the respondents’ upline, they agreed
moderately that they have competent uplines (6.22), who are always in the
best disposition in helping their downlines (6.01), and have shown interest in
the concerns and needs of their downlines (6.12). Consequently, they

agreed moderately on the interest and concern shown by the subject Health
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and Beauty Network Marketing Company on their distributors’ needs (5.96).
They felt a sense of pride in doing their job (6.07), saw it as enjoyable (5.95),
and found meaning in what they do (6.28). Respondents agreed moderately
that their network marketing business is very satisfactory with weighted
mean of 6.05.

Having the second highest level of satisfaction as distributors,
respondents who has reached graduate school had a weighted mean of
6.08. In particular, they slightly agreed that the actual amount of work
required to succeed as a distributor and the amount of work they were told
before the signed up were the same, with a weighted mean of 4.75, and that
they have achieved the degree of financial independence that they expected,
with a weighted mean of 4.51. Further, moderately agreed on were the
aspects on working conditions as helpful in achieving success, having
excellent rewards for distributors, being paid fair amount of money for their
work, satisfied with the compensation received, and with the opportunities for
advancement, with weighted means of 6.26, 6.48, 6.06, 5.53, and 6.25,
respectively. Also, respondents agreed moderately that being a network
marketing distributor is enjoyable (6.43) and that the network marketing
business is very satisfactory (6.48). They strongly agreed in feeling a sense
of pride in doing their job with a weighted mean of 6.55, and that they found

it meaningful, with a weighted mean of 6.68.
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Respondents who had highest educational attainment other than the
ones specified, slightly disagreed on having achieved the degree of financial
independence they expected with a weighted mean of 3.06. They slightly
agreed that the amount of work needed to succeed is about the same
amount they were told beforehand, with a weighted mean of 5.10. Further,
moderately agreed on were the aspects on working conditions as helpful in
achieving success (5.50), having competent uplines (6.05), uplines who
helps their downlines (5.80), and shows interest in their downlines’ needs
and concerns (6.05). While strongly agreed on was having excellent rewards
for distributors (6.65), respondents only agreed slightly on being paid fair
amount of money for their work (5.15), satisfied with the compensation
received (5.15), and with the opportunities for advancement (5.30). Also,
respondents agreed moderately that being a network marketing distributor is
enjoyable (5.80), meaningful (6.25), and that the network marketing business
is very satisfactory (5.50). They slightly agreed that the subject Health and
Beauty Network Marketing Company showed interest in their distributors;
concerns and needs, with a weighted mean of 5.25, and in feeling a sense of
pride in doing their job as a network marketing distributor with a weighted
mean of 5.45.

The respondents, regardless of their highest educational attainment,
moderately agreed on the level of satisfaction with an overall weighted mean

of 5.93.
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3.5 According to Main Source of Income

Table 24

Weighted Mean and Verbal Interpretation on the Respondents’ Level of
Satisfaction as Network Marketing Distributor When Grouped
According to Main Source of Income

income

Is your networking business your main source of

Level of Satisfaction as Network Marketing
Distributor Yes

No

Total

WM

VI

WM

Vi

WM

Vi

1. | feel that the actual amount of work required to be
successful is about the same as the amount of work |
was told would be required before | signed up as a
network marketing distributor.

5.08

SLA

5.50

MA

5.38

SLA

2. | feel | have achieved the degree of financial
independence | expected before | signed up as a 4.49
network marketing distributor.

NAD

448

NAD

4.48

NAD

3. | think that the working conditions (amount of time
spent training, up line support, etc.) help to achieve 5.75
success.

MA

5.85

MA

5.82

MA

4. | think that there are excellent rewards for those
who work as distributors in the subject Health & 6.62
Beauty Network Marketing Company.

SA

6.21

MA

6.33

MA

5. | feel that am being paid a fair amount of money for
the amount of work that | do as a network marketing 6.33
distributor.

MA

5.83

MA

5.97

MA

6. | am very satisfied with the compensation | receive

from the network marketing business. 540

SLA

5.64

MA

5.57

MA

7. | am satisfied with the opportunity for advancement
in the subject Health & Beauty Network Marketing 6.59
Company.

SA

5.90

MA

6.10

MA

8. | think that my up line is competent in the job

he/she is doing. 6.49

MA

6.17

MA

6.25

MA

9. In my opinion, my up line is always in the best

disposition of helping his/her down line. 6.26

MA

6.03

MA

6.10

MA

10. My up line always shows interest in the concerns

and needs of his/her down line 6.29

MA

6.17

MA

6.20

MA

11. The subject Health & Beauty Network Marketing
Company always shows interest in the concerns and 6.30
needs of its distributors.

MA

6.03

MA

MA

12. | feel a sense of pride in doing my job as a

network marketing distributor. 6.57

SA

6.07

MA

6.21

MA

13. | feel my job as a network marketing distributor is

enjoyable. 6.42

MA

5.96

MA

6.10

MA

14. | feel my job as a network marketing distributor is

. 6.64
meaningful.

SA

6.29

MA

6.39

MA

15. | rate my network marketing business opportunity

. 6.52
as very satisfactory.

SA

5.98

MA

6.13

MA

General Weighted Mean 6.11

MA

5.86

MA

5.93

MA
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Legend: 1 - 1.50 (SD = Strongly Disagree), 1.51 - 2.5 (MD = Moderately Disagree), 2.51 - 3.5 (SLD = Slightly
Disagree), 3.51 - 4.5 (NAD = Neither Agree or Disagree), 4.51 - 5.5 (SLA =Slightly Agree), 5.51 - 6.5 (MA =
Moderately Agree), 6.51 and above (SA = Strongly Agree)

Table 24 shows the weighted mean and verbal interpretation of the
respondents’ level of satisfaction as distributor in terms of their main source
of income.

Respondents whose networking business is their main source of
income, were moderately satisfied, with a weighted mean of 6.11.
Specifically, respondents earning mostly from their network marketing
business slightly agreed that the actual amount of work needed to be
successful is about the same as the amount of work they were told it would
require before they signed up to be a distributor, with a weighted mean of
5.08. They also neither agreed nor disagreed on feeling the financial
independence they expected, with a weighted meaning of 4.49. While they
agreed moderately that the working conditions helped in achieving success
and that they were paid fair amount of money for the amount of work they
do, with weighted means of 5.75 and 6.33, respectively, respondents
strongly agreed that there are excellent rewards in being a network
marketing distributor with a weighted mean of 6.62. They, however, only
agreed slightly on feeling very satisfied with the compensation received from
the network marketing business, with a weighted mean of 5.40. As for the

opportunities for advancement, respondents who earned mainly from the
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network marketing business strongly agreed with a weighted mean of 6.59.
Respondents agreed moderately that their upline is competent (6.49), helped
their downline (6.26), and showed interest in their needs (6.29). They also
agreed moderately that the subject Health and Beauty Network Marketing
Company showed interest in the concerns and needs of the distributors, with
a weighted mean of 6.30. While respondents whose main income is from
their network marketing business agreed moderately that their job is
enjoyable with a weighted mean of 6.42, they strongly agreed that their job
gives them a sense of pride, that they find it meaningful, and their network
marketing business as very satisfactory, with weighted means of 6.57, 6.64,
and 6.52, respectively.

On the other hand, respondents who had other main source of income
agreed moderately that the actual amount of work required to be successful
is about the same amount they were told it would be, with a weighted mean
of 5.50. Further, they neither agreed nor disagreed achieving the degree of
financial independence they expected before signing up as a distributor with
a weighted mean of 4.48. As for the other aspects of their satisfaction as a
network marketing distributor, respondents who had other main source of
income moderately agreed that the working conditions helped them achieve
success (5.85), excellent rewards were given to distributors (6.21), that a fair
amount of money are given for the amount of work rendered (5.83),

satisfaction with the compensations received from the network marketing
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business (5.64), satisfaction with the opportunities for advancement (5.90),
that their uplines are competent (6.17), always in the best disposition of
helping their downlines (6.03), showing interest to the concerns and needs of
their downlines (6.17), and the Health and Beauty Network Marketing
Company showing interest to their distributors’ concerns and needs (6.03).
With respective weighted means of 6.07, 5.96, 6.29, and 5.98, respondents
agreed moderately that they felt sense of pride, were enjoying, found the job
meaningful, and lastly, the network marketing business as very satisfactory.
Results showed that respondents, regardless of their main source of
income, agreed moderately on their level of satisfaction as distributor, with

an overall weighted mean of 5.93.

3.6  According to Average Monthly Income

Table 25 reveals the weighted mean and verbal interpretation of the
respondents on the level of satisfaction as distributor in terms of
respondents’ average monthly income.

Respondents with average monthly income of Below $500, Between
$1,001 to $5,000, Between $5,001 to $10,000 and Over $10,000 had
weighted means of 5.73, 5.86, 5.98 and 6.82, respectively, and reported
moderate agreement on the level of satisfaction as a network marketing

distributor.
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Table 25

Weighted Mean and Verbal Interpretation on the Respondents’ Level of
Satisfaction as Network Marketing Distributor When Grouped
According to Average Monthly Income

Level of Satisfaction
as Network
Marketing
Distributor

Average Monthly Income

Below $500

Between $501
and $1,000

Between
$1,001 and
$5,000

Between
$5,001 and
$10,000

Over
$10,000

Total

WM

Vi

wM

Vi

WM

Vi

wMm

Vi

wM

Vi

wM

Vi

1. | feel that the actual
amount of work
required to be
successful is about
the same as the
amount of work | was
told would be required
before | signed up as
a network marketing
distributor.

5.42

SLA

6.09

MA

5.72

MA

5.03

SLA

4.94

SLA

5.38

SLA

2. | feel | have
achieved the degree
of financial
independence |
expected before |
signed up as a
network marketing
distributor.

4.36

NAD

5.86

MA

4.44

NAD

4.17

NAD

5.88

MA

4.48

NAD

3. | think that the
working conditions
(amount of time spent
training, up line
support, etc.) help to
achieve success.

5.71

MA

6.77

SA

5.49

SLA

5.85

MA

6.59

SA

5.82

MA

4. | think that there
are excellent rewards
for those who work as
distributors in the
subject Health &
Beauty Network
Marketing Company.

6.22

MA

7.00

SA

6.20

MA

6.33

MA

6.94

SA

6.33

MA

5. | feel that am being
paid a fair amount of
money for the amount
of work that | do as a
network marketing
distributor.

5.60

MA

6.77

SA

5.75

MA

6.26

MA

7.00

SA

5.97

MA

6. | am very satisfied
with the compensation
| receive from the
network marketing
business.

5.54

MA

6.77

SA

5.50

MA

5.37

SLA

5.94

MA

5.57

MA

7. | am satisfied with
the opportunity for
advancement in the
subject Health &
Beauty Network
Marketing Company.

5.57

MA

7.00

SA

6.34

MA

6.39

MA

6.59

SA

MA
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Continuation of Table 25 ................

8. | think that my up
line is competent in 6.05 | MA 7.00 SA 625 | MA | 636 | MA | 6.29 | MA 6.25 MA
the job he/she is
doing.

9. In my opinion, my
up line is always in
the best disposition of | 6.17 | MA 7.00 SA 593 | MA | 586 | MA |6.71 | SA 6.10 MA
helping his/her down
line.

10. My up line always
shows interest in the
concerns and needs
of his/her down line

6.24 | MA 7.00 SA 6.04 | MA | 6.03 | MA | 6.73 | SA 6.20 MA

11. The subject
Health & Beauty
Network Marketing
Company always 577 | MA 7.00 SA 6.06 | MA | 628 | MA | 675 | SA 6.11 MA
shows interest in the
concerns and needs
of its distributors.

12. | feel a sense of
pride in doing my job
as a network
marketing distributor.

596 | MA 7.00 SA 583 | MA | 649 | MA | 6.94 | SA 6.21 MA

13. | feel my job as a
network marketing
distributor is
enjoyable.

583 | MA 7.00 SA 585 | MA | 637 | MA | 6.18 | MA 6.10 MA

14. | feel my job as a
network marketing
distributor is
meaningful.

6.07 | MA 7.00 SA 6.37 | MA | 6,60 | SA | 6.82 | SA 6.39 MA

15. | rate my network
marketing business
opportunity as very
satisfactory.

569 | MA 7.00 SA 620 | MA | 635 | MA | 6.88 | SA 6.13 MA

General Weighted

Mean 573 | MA 6.82 SA 586 | MA | 598 | MA | 6.48 | MA 5.93 MA

Legend: 1 - 1.50 (SD = Strongly Disagree), 1.51 - 2.5 (MD = Moderately Disagree), 2.51 - 3.5 (SLD = Slightly
Disagree), 3.51 - 4.5 (NAD = Neither Agree or Disagree), 4.51 - 5.5 (SLA =Slightly Agree), 5.51 - 6.5 (MA =
Moderately Agree), 6.51 and above (SA = Strongly Agree)

Specifically, respondents who earned below $500 monthly slightly
agreed that the actual amount of work required to be success is about the
same amount they were told before they signed up (5.42). They neither
agreed nor disagreed however on having achieved the degree of financial
independence they expected with a weighted mean of 4.36. As per the

working conditions, they agreed moderately that it helped them achieve
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success, with a weighted mean of 5.71, receiving excellent rewards as a
distributor with a weighted mean of 6.22, getting a fair amount of money for
the work they do with a weighted mean of 5.60, and feeling very satisfied
with the compensation they receive from the subject Health and Beauty
Network Marketing Company with a weighted mean of 5.54. Respondents
earning below $500 monthly income also agreed moderately being satisfied
with the opportunity for advancement (5.57), having competent uplines
(6.05), who are always in the best disposition in helping their downline
(6.17), and shows interest in the concerns and needs of their downline
(6.24). They also agreed moderately, with a weighted mean of 5.77 that the
company shows interest in their needs as distributors. Respondents felt a
sense of pride (5.96), saw their job in an enjoyable (5.83), but a meaningful
light (6.07). Lastly, they agreed moderately that their network marketing
business is very satisfactory, with a weighted mean of 5.69.

For respondents who earned below $501 to $1,000 monthly
moderately agreed that the actual amount of work required to be success is
about the same amount they were told before they signed up (6.09 and
achieved the degree of financial independence they expected with a
weighted mean of 5.86. As per the working conditions, they strongly agreed
that it helped them achieve success, with a weighted mean of 6.77, receiving
excellent rewards as a distributor with a weighted mean of 7.00, getting a fair

amount of money for the work they do with a weighted mean of 6.77, and
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feeling very satisfied with the compensation they receive from the subject
Health and Beauty Network Marketing Company with a weighted mean of
6.77. Further, respondents earning $501 to $1,000 monthly income also
strongly agreed being satisfied with the opportunity for advancement, having
competent uplines, who are always in the best disposition in helping their
downline, and shows interest in the concerns and needs of their downline
with weighted mean of 7.00. They also strongly agreed, with weighted mean
of 7.00 that the company shows interest in their needs as distributors.
Respondents strongly agreed that they felt a sense of pride (7.00), saw their
job in an enjoyable (7.00), but also a meaningful light (7.00). Lastly, they
strongly agreed that their network marketing business is very satisfactory,
with a weighted mean of 7.00.

Respondents who earned $1,001 to $5,000 moderately agreed that
the actual amount of work required to be successful is about the same
amount they were told it would require with weighted mean of 5.72. Further,
they neither agreed nor disagreed on having achieved the financial
independence they expected before signing up with a weighted mean of
4.44. They only slightly agreed that their working conditions are helpful in
achieving success with a weighted mean of 5.49. As for the other aspects of
their satisfaction as a network marketing distributor, respondents who earned
$1,001 to $5,000 moderately agreed that excellent rewards were given to

distributors, that a fair amount of money are given for the amount of work
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rendered, satisfaction with the compensations received from the network
marketing business, satisfaction with the opportunities for advancement, that
their uplines are competent, always in the best disposition of helping their
downlines, showing interest to the concerns and needs of their downlines,
and the Health and Beauty Network Marketing Company showing interest to
their distributors’ concerns and needs, with weighted means of 6.20, 5.75,
5.50, 6.34, 6.25, 5.93, 6.04, and 6.06, respectively. Further, with respective
weighted means of 5.83, 5.85, 6.37, and 6.20, respondents agreed
moderately that they felt sense of pride, were enjoying, found the job
meaningful, and lastly, the network marketing business as very satisfactory.
Respondents who earned between $5,001 and $10,000 monthly
slightly agreed that the actual amount of work required to be success is
about the same amount they were told before they signed up (5.03). They
neither agreed nor disagreed however on having achieved the degree of
financial independence they expected with a weighted mean of 4.17. As per
the working conditions, they agreed moderately that it helped them achieve
success, with a weighted mean of 5.85, receiving excellent rewards as a
distributor with a weighted mean of 6.33, getting a fair amount of money for
the work they do with a weighted mean of 6.26, but only agreed slightly on
feeling very satisfied with the compensation they receive from the subject
Health and Beauty Network Marketing Company with a weighted mean of

5.37. Respondents earning between $5,001 and $10,000 monthly income
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also agreed moderately being satisfied with the opportunity for advancement
(6.39), having competent uplines (6.36), who are always in the best
disposition in helping their downline (5.86), and shows interest in the
concerns and needs of their downline (6.03). They also agreed moderately,
with a weighted mean of 6.28 that the company shows interest in their needs
as distributors. Respondents felt a sense of pride (6.49), saw their job in an
enjoyable (6.37), but a meaningful light (6.60). Lastly, they agreed
moderately that their network marketing business is very satisfactory, with a
weighted mean of 6.35.

Respondents earning over $10,000 monthly slightly agreed that the
actual amount of work required to be successful is the same amount they
were told it would require them (4.94). Likewise, they moderately agreed that
they have achieved the financial independence they expected before signing
up with a weighted mean of 5.88. Respondents strongly agreed on the
working conditions as conducive to success, receiving excellent rewards,
and paid the fair amount of money for the work they do with weighted means
of 6.59, 6.94, and 7.00 respectively. Further, they agreed moderately that
they are very satisfied with the compensation (5.94) and thought their uplines
are competent in the job there are doing (6.29). As for the opportunity for
advancement (6.59), their upline helping their downlines (6.71), uplines’
interest in the needs and concerns of downlines (6.73), as well as the subject

Health and Beauty Network Marketing Company’s interest in the needs of
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the distributors (6.75), respondents agreed moderately. While they agreed
moderately that their job is enjoyable with a weighted mean of 6.18, strong
agreement was reported in terms of feeling sense of pride (6.94), finding the
job meaningful (6.82) and feeling very satisfied with the network marketing
business (6.88).

Overall, respondents, regardless of average monthly income of
Between $500, Between $501 to $1,000, Between $1,001 to $5,000,
Between 5,001 to $10,000 or Over $10,000, moderately agreed on the level
of satisfaction as network marketing distributor, with and overall weighted

mean of 5.93.

3.7  According to Number of Years as a Network Marketing Distributor
Table 26
Weighted Mean and Verbal Interpretation on the Respondents’ Level of

Satisfaction as Network Marketing Distributor When Grouped According to
Number of Years as a Network Marketing Distributor

How long have you been a Network Marketing Distributor?

Level of Satisfaction as
Network Marketing
Distributor

Less than 1
year

Between 1
and 3 years

Between 3
and 5 years

Between 5
and 10
years

Over 10
years

Total

WM Vi

WM vi

WM vi

WM Vi

WM Vi

WM Vi

1. | feel that the actual
amount of work required to
be successful is about the
same as the amount of work
| was told would be required
before | signed up as a
network marketing
distributor.

5.40 | SLA

557 | MA

4.43 | NAD

556 | MA

5.08 | SLA

5.38 | SLA

2. | feel | have achieved the
degree of financial
independence | expected
before | signed up as a
network marketing
distributor.

4.32 | NAD

4.15 | NAD

5.05 | SLA

5.08 | SLA

5.03 | SLA

4.48 | NAD
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Continuation of Table 26

3. | think that the working
conditions (amount of time
spent training, up line
support, etc.) help to
achieve success.

5.71

MA

5.69

MA

6.19

MA

5.83

MA

6.47

MA

5.82

MA

4. | think that there are
excellent rewards for those
who work as distributors in
the subject Health & Beauty
Network Marketing
Company.

6.10

MA

6.54

SA

6.65

SA

6.35

MA

6.43

MA

6.33

MA

5. | feel that am being paid a
fair amount of money for the
amount of work that | do as
a network marketing
distributor.

5.61

MA

6.16

MA

6.22

MA

6.15

MA

6.58

SA

5.97

MA

6. | am very satisfied with
the compensation | receive
from the network marketing
business.

5.51

MA

6.01

MA

5.45

SLA

4.35

NAD

5.84

MA

5.57

MA

7.1 am satisfied with the
opportunity for advancement
in the subject Health &
Beauty Network Marketing
Company.

5.64

MA

6.57

SA

6.56

SA

6.17

MA

6.39

MA

6.10

MA

8. | think that my up line is
competent in the job he/she
is doing.

6.15

MA

6.35

MA

6.00

MA

6.41

MA

6.42

MA

6.25

MA

9. In my opinion, my up line
is always in the best
disposition of helping his/her
down line.

6.20

MA

5.98

MA

5.81

MA

6.13

MA

6.16

MA

6.10

MA

10. My up line always shows
interest in the concerns and
needs of his/her down line

6.19

MA

6.18

MA

6.00

MA

6.13

MA

6.53

SA

6.20

MA

11. The subject Health &
Beauty Network Marketing
Company always shows
interest in the concerns and
needs of its distributors.

5.80

MA

6.39

MA

5.44

SLA

6.53

SA

6.57

SA

MA

12. | feel a sense of pride in
doing my job as a network
marketing distributor.

5.83

MA

6.34

MA

6.37

MA

6.60

SA

6.97

SA

6.21

MA

13. 1 feel my job as a
network marketing
distributor is enjoyable.

5.71

MA

6.35

MA

6.30

MA

6.38

MA

6.55

SA

6.10

MA

14.1feel my job as a
network marketing
distributor is meaningful.

6.01

MA

6.62

SA

6.70

SA

6.60

SA

6.92

SA

6.39

MA

15. | rate my network
marketing business
opportunity as very
satisfactory.

5.70

MA

6.41

MA

6.22

MA

6.60

SA

6.68

SA

6.13

MA

General Weighted Mean

5.71

MA

6.08

MA

5.97

MA

6.05

MA

6.30

MA

5.93

MA

Legend: 1 - 1.50 (SD = Strongly Disagree), 1.51 - 2.5 (MD = Moderately Disagree), 2.51 - 3.5 (SLD = Slightly
Disagree), 3.51 - 4.5 (NAD = Neither Agree or Disagree), 4.51 - 5.5 (SLA =Slightly Agree), 5.51 - 6.5 (MA =

Moderately Agree), 6.51 and above (SA = Strongly Agree)
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Shown on Table 26 is the weighted mean and verbal interpretation of
the respondents’ level of satisfaction in terms of their number of years of
being a Network Marketing distributor.

Respondents, grouped according to their number of years as a
Network Marketing Distributor, with Less than 1 year, Between 1 and 3
years, Between 3 and 5 years, Between 5 and 10 years and Over 10 years
with weighted means of 5.71, 6.08, 5.97, 6.05 and 6.30, respectively,
moderately agreed on the level of satisfaction as a distributor.

Specifically, respondents who have less than 1 year of being a
distributor slightly agreed that the actual amount of work required to be
success is about the same amount they were told before they signed up
(5.40). They neither agreed nor disagreed however on having achieved the
degree of financial independence they expected with a weighted mean of
4.32. As per the working conditions, they agreed moderately that it helped
them achieve success, with a weighted mean of 5.71, receiving excellent
rewards as a distributor with a weighted mean of 6.10, getting a fair amount
of money for the work they do with a weighted mean of 5.61, and feeling very
satisfied with the compensation they receive from the subject Health and
Beauty Network Marketing Company with a weighted mean of 5.51.
Respondents earning below $500 monthly income also agreed moderately
being satisfied with the opportunity for advancement (5.64), having

competent uplines (6.15), who are always in the best disposition in helping
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their downline (6.20), and shows interest in the concerns and needs of their
downline (6.19). They also agreed moderately, with a weighted mean of 5.80
that the company shows interest in their needs as distributors. Respondents
felt a sense of pride (5.83), saw their job in an enjoyable (5.71), but a
meaningful light (6.01). Lastly, they agreed moderately that their network
marketing business is very satisfactory, with a weighted mean of 5.70.

As per respondents who had been a network marketing distributor for
1 to 3 years already, they agreed moderately that the actual amount of work
required to be successful is about the same amount of what they were told
before signing up with a weighted mean of 5.57. They however neither
agreed nor disagreed if they achieved the financial independence they
expected with a weighted mean of 4.15. Respondents strongly agreed that
they were receiving excellent rewards as a distributor (6.54) and moderately
agreed that the working conditions are helpful in achieving success, that they
were paid fair amount of money for their work, and that compensation is very
satisfactory with weighted means of 5.69, 6.16, and 6.01, respectively.
Respondents agreed strongly on the opportunities they have for
advancement with weighted mean of 6.57. Further, they agreed moderately
on having a competent upline (6.35), who helps the downlines (5.98), and
shows interest in the needs and concerns of the downlines (6.18). Likewise,
respondents moderately agreed that the Health and Beauty Network

Marketing Company showed interest in the distributors’ concerns and needs,
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with a weighted mean of 6.39. Respondents felt a sense of pride (6.34), saw
their job as enjoyable (6.35), and that their network marketing business is
very satisfactory (6.41). Lastly, they strongly agreed, with a weighted mean
of 6.62, that their job as network marketing distributors is enjoyable.

With weighted mean of 4.43, respondents who have been distributors
for 3 to 5 years at the time of study, neither agreed nor disagreed that the
actual amount of work to be successful is the same with the amount they
were told to expect before signing up (4.43). They slightly agreed that they
have achieved the degree of financial independence with a weighted mean
of 5.05. As for the working condition conducive for success and being paid
fair amount of money for the work done, respondents with 3 to 5 years of
experience moderately agreed with weighted means of 6.19 and 6.22,
respectively. They strongly agreed in terms of receiving excellent rewards as
distributors, with a weighted mean of 6.65. Despite this, respondents only
agreed slightly, with a weighted mean of 5.45, in terms of being satisfied with
the compensation they received from the subject Health and Beauty Network
Marketing Company. Similar with those with 1 to 3 years of experience,
respondents with 3 to 5 years strongly agreed that they are satisfied with the
opportunities for advancement with a weighted mean of 6.56. As per their
uplines, respondents moderately agreed that they are competent (6.00),
always in the best disposition in helping their downline (5.81), and shows

interest in the concerns and needs of their downlines (6.00). They only
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slightly agreed that the Health and Beauty Network Marketing Company
shows concern on the distributors’ needs with a weighted mean of 5.44.
Nonetheless, distributors agreed moderately that they feel sense of pride in
doing their job (6.37), seeing it as enjoyable (6.30), and that it is very
satisfactory (6.22). Further, respondents with 3 to 5 years of experience as
distributors felt their job as meaningful, with a weighted mean of 6.70.
Respondents who had been network marketing distributors for 5 to 10
years had a weighted mean of 6.05, thus a moderate level of satisfaction.
Specifically, they agreed moderately that the actual amount of work required
in order to succeed as a distributor is about the same amount they were told
to expect before the signed up (5.56). They agreed slightly that they have
achieved the degree of financial freedom that they expected, with a weighted
mean of 5.08. Further, respondents moderately agreed that the working
conditions are helpful in succeeding (5.83), there are excellent rewards for
distributors (6.35), and a fair amount of money paid for the work done (6.15).
However, they neither agreed nor disagreed in terms of being satisfied with
the compensation from the subject Health and Beauty Network Marketing
Company with a weighted mean of 4.35. The respondents also agreed
moderately in terms of their satisfaction with the opportunities for
advancement, having competent uplines, uplines who are helping their
downlines, and uplines who show concern on the needs of their downlines

with weighted means of 6.17, 6.41, 6.13, and 6.13, respectively. They
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strongly agreed that the Health and Beauty Network Marketing Company
showed interest in the needs of their distributors, with a weighted mean of
6.53. While agreed moderately that their job is enjoyable (6.38), respondents
with 5 to 10 years of experience strongly agreed that they felt a sense of
pride doing their job (6.53), finding it meaningful (6.60), and seeing the
network marketing business as very satisfactory (6.60).

Consequently, distributors with the most number of years as
distributors had the highest level of satisfaction, with a weighted mean of
6.30. In particular, respondents slightly agreed that the amount of work
required to be successful is about the same with the amount they were told it
would require (5.08), and that they achieved the degree of financial
independence they expected when the signed up (5.03). As for the working
condition being helpful in achieving success, excellent rewards for
distributors, and being satisfied with the compensation given by the Health
and Beauty Network Marketing Company, the respondents agreed
moderately with weighted means of 6.47, 6.43, and 5.84, respectively. They
agreed strongly in terms of being paid fair amount of money for the work
done, with a weighted mean of 6.58. Respondents further agreed moderately
that they are satisfied with the opportunities for advancement (6.39), having
a competent upline who knows what they are doing (6.42), and those who is
always in the best disposition of helping their downline (6.16). They strongly

agreed in terms of having uplines who showed interest in the needs and
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concerns their downlines (6.53), and the Health and Beauty Network
Marketing Company showing concern for its distributors’ needs (6.57).
Respondents with over 10 years of experience as network marketing
distributors had the highest weighted means of 6.97, 6.55, 6.92, and 6.68 in
terms of feeling a sense of pride in doing their job, seeing it as enjoyable,
finding what they do as meaningful, and lastly, seeing their network
marketing business as very satisfactory.

In general, the more experience and number of years the respondents
had as network marketing distributors, the higher their level of satisfaction. It
is worth noting, however, that respondents with 1 to 3 years of experience
had a relatively higher level of satisfaction as compared to those with 3 to 10
years of experience. Respondents with over 10 years of experience

remained to have the highest level of satisfaction.
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4.0 Analysis of Differences on the Respondents’ Evaluation of the Recruitment
and Training Practices of the Health and Beauty Network Marketing

Company when Respondents are Grouped According to their Profile

4.1 According to Age
Table 27
Significant Difference on the Evaluation of the Recruitment and Training Practices

of the Health and Beauty Network Marketing Company When Respondents
are Grouped According to Age

Evaluation (Age) W:’:g::led vaFI:Je vaFI';Je Decision Remarks
Below 30 years old 5.74

30 - 39 years old 5.82

40 - 49 years old 5.87 1.869 115 ACﬁgpt Sigr’:'igéam
50 - 59 years old 6.00

60 years old and 6.04

above )

Table 27 indicates that the weighted means of 5.74 for Below 30
years old, 5.82 for 30 — 39 years old, 5.87 for 40 — 49 years old, 6.00 for 50 —
59 years old and 6.04 for 60 years old and above produced a computed f-
value of 1.869, and a p-value of .115, with which is greater than the assigned
level of significance of 0.05. Therefore, the hypothesis that there is no
significant difference on the evaluation of the recruitment and training
practices as assessed by the respondents when group according to age is

accepted.
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Regardless of the respondents’ age, they agreed moderately in
evaluating the recruitment and training practices of the subject Health and

Beauty Network Marketing Company.

4.2  According to Gender
Table 28
Significant Difference on the Evaluation of the Recruitment and Training Practices

of the Health and Beauty Network Marketing Company When Respondents
are Grouped According to Gender

Evaluation P isi

(Gender) Weighted Mean t-value p-value Decision Remarks
5.88

Male 573 567 Accept Ho Si r’:li;i)(t:ant

Female 5.85 d

Likewise, Table 28 indicates that the respondents’ evaluation of the
recruitment and training practices, with weighted means of 5.88 for Male and
5.85 for Female produced a p-value of .567, with computed t-value of .573,
which is greater than the assigned level of significance of 0.05.

Therefore, the hypothesis that there is no significant difference on the
evaluation of the recruitment and training practices as assessed by the

respondents when group according to gender is accepted.
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4.3  According to Civil Status
Table 29
Significant Difference on the Evaluation of the Recruitment

and Training Practices of the Health and Beauty Network Marketing Company
When Respondents are Grouped According to Civil Status

Evaluation Weighted F- p- Decision Remarks

(Civil Status) Mean value value

Single 5.83

Legally Separated / Y ignificant
; 5.89

Divorced

Table 29 further indicates that the evaluation, with weighted means of
5.83 for Single, 5.88 for Married, and 5.89 for Legally Separated or Divorced,
produced a p-value of .690, with computed F-value of .372, which is greater
than the assigned level of significance of 0.05. Therefore, the hypothesis that
there is no significant difference on the evaluation of the recruitment and
training practices as assessed by the respondents when group according to
civil status is accepted. Single, Married, or Legally Separated or Divorced
respondents evaluated the recruitment and training practices with moderate

agreement.
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4.4  According to Highest Educational Attainment

Table 30

Significant Difference on the Evaluation of the Recruitment and Training Practices
of the Health and Beauty Network Marketing Company When Respondents are

Grouped According to Highest Educational Attainment

Evaluation (Highest

Educational Weighted F-value p- Decision Remarks
) Mean value

Attainment)

Secondary School or

Less 5.80

A Level 5.89

Polytechnic Diploma 5.78 6.498 .000 Reject Significant

Bachelor’'s Degree 5.87 Ho

Graduate School 6.15

Others 5.31

While respondents’ evaluation of the recruitment and training practices
of the subject Health and Beauty Network Marketing Company did not vary
significantly when they are grouped according to their age, gender, and civil
status, Table 30 indicates that the weighted means of 5.80 for Secondary
School or Less, 5.89 for A Level, 5.78 for Polytechnic Diploma, 5.87 for
Bachelor's Degree, 6.15 for Graduate School and 5.31 for Others (not
indicated) produced a p-value of .000, with computed F-value of 6.498,
which is less than the assigned level of significance of 0.05. Thus, the
hypothesis that there is no significant difference on the evaluation of the
recruitment and training practices as assessed by the respondents when
group according to highest educational attainment is accepted. Respondents

who were in Graduate School had a higher evaluation of the recruitment and
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training practices of the subject Health and Beauty Network Marketing
Company with an overall weighted mean of 6.15, and moderate evaluation
as compared to respondents whose highest educational attainment is
otherwise stated, with a weighted mean of 5.31, and were slightly agreeable

in their evaluation.

4.5 According to the Main Source of Income

Table 31

Significant Difference on the Evaluation of the Recruitment and Training Practices

of the Health and Beauty Network Marketing Company When
Respondents are Grouped According to Main Source of Income

Evaluation (Network
Marketing Business as Weighted p- .
Main Source of Mean t-value value Decision Remarks
Income)

6.02 i
Yes 3.202 001 Reject Significant
No 5.80 Ho

Furthermore, Table 31 indicates that under the evaluation, weighted
means of 6.02 for respondents whose main source of income is their network
marketing business and 5.80 for those who have other main source of
income produced a p-value of .001, with computed t-value of 3.202, which is
less than the assigned level of significance of 0.05. Therefore, the
hypothesis that there is a significant difference on the evaluation of the
recruitment and training practices as assessed by the respondents when

group according to main source of income is rejected.
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Respondents whose main source of income is the network marketing
business have a relatively higher evaluation of the recruitment and training
practices as compared to those whose main income comes from sources

otherwise stated.

4.6  According to Average Monthly Income
Table 32
Significant Difference on the Evaluation of the Recruitment and Training Practices

of the Health and Beauty Network Marketing Company When
Respondents are Grouped According to Average Monthly Income

Evaluation (Average Weighted F- p- Decision Remarks
Monthly Income) Mean value value

Below $500 5.68

Between $501 and

$1,000 6.67

Between $1,001 and Reject o
$5.000 5.84 15.514 .000 Ho Significant
Between $5,001 and

$10,000 5.94

Over $10,000 5.99

Consequently, Table 32 indicates that respondents’ evaluation, with
weighted means of 5.68 for those whose monthly income is below $500,
6.67 for those who earned $501 to $1,000 monthly, 5.84 for $1,001 to $5,000
monthly income, 5.94 for those who earned between $5,001 and $10,000,
and 5.99 for respondents whose monthly income is over $10,000, produced
a p-value of .000, with computed F-value of 15.514, which is less than the
assigned level of significance of 0.05. Thus, the hypothesis that there is a

significant difference on the evaluation of the recruitment and training
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practices as assessed by the respondents when group according to average
monthly income is rejected.

Generally, results showed that respondents with higher monthly
income had a higher evaluation of the recruitment and training practices of
the subject Health and Beauty Network Marketing Company. It is worth
noting, however, that respondents whose average monthly income ranges
from $501 to $1000 had a significantly higher evaluation compared to all

other income groups.

4.7  According to Number of Years as a Network Marketing Distributor
Table 33

Significant Difference on the Evaluation of the Recruitment and Training Practices
of the Health and Beauty Network Marketing Company When
Respondents are Grouped According to Number of Years
as a Network Marketing Distributor

Evaluation

(Number of Years Weighted Mean F-value p-value Decision Remarks
as a Distributor)

Less than 1 year 5.70

Between 1 and 3 6.02

years

Between 3 and 5 i

yoars 5.80 10.267 000 Rﬂgd Significant
Between 5 and 10 5.75

years

Over 10 years 6.27

Table 33 indicates that the respondents’ evaluation of the recruitment

and training practices of the subject Health and Beauty Network Marketing
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Company, with weighted means of 5.70 for those who had been a distributor
for less than a year, 6.02 for between 1 and 3 years, 5.80 for between 3 and
5 years, 5.75 for between 5 and 10 years, and 6.27 for respondents with
over 10 years of experience as a network marketing distributor, produced a
p-value of .000, with computed F-value of 10.267, which is less than the
assigned level of significance of 0.05. Thus, the hypothesis that there is a
significant difference on the evaluation of the recruitment and training
practices as assessed by the respondents when group according to number
of years as network marketing distributor is rejected.

Results showed that respondents who had been network marketing
distributors longer had a higher evaluation of the recruitment and training
practices. A significant exception should be noted that respondents with 1 to
3 years of experience in the network marketing business as distributor who
had a higher evaluation as compared to those with 3 to 10 years as
distributors. Still, respondents with the most number of years as distributors
had the highest evaluation with a 6.27 weighted mean.

Overall, the respondents’ evaluation of the recruitment and training
practices of the subject Health and Beauty Network Marketing Company did
not differ significantly when they were grouped according to their age,
gender, and civil status. Significant differences in their evaluation were
found, however, when they were grouped according to their highest

educational attainment, main source of income, average monthly income,
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and the number of years they had been network marketing distributors.
Respondents with higher educational attainment, whose main source of
income is the network marketing business, earning higher monthly income,
and with longer years of experience as distributors had a higher evaluation of
the recruitment and training practices of the Health and Beauty Network

Marketing Company.

5.0 Analysis of Differences on the Respondents’ Evaluation on the Level of
Satisfaction as Network Marketing Distributors when Respondents are

Grouped According to their Profile

5.1  According to Age
Table 34

Significant Difference on the Level of Satisfaction as Network Marketing
Distributors When Respondents are Grouped According to Age

Level of Satisfaction as f . .

Network Marketing Weighted F P Decision Remarks
Distributor (Age) Mean value value

Below 30 years old 5.95

30 - 39 years old 5.92

40 - 49 years old 5.88 1154 331 Accept N_ot B

50 - 59 years old 6.06 Ho Significant
60 years old and 5.92

above

Table 34 indicates that under the level of satisfaction as network

marketing distributor, weighted means of 5.95 for respondents below 30
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years old, 5.92 for 30 — 39 years old, 5.88 for 40 — 49 years old, 6.06 for 50 —
59 years old, and 5.92 for respondents 60 years old and above produced a
p-value of .331, with computed f-value of 1.154, which is greater than the
assigned level of significance of 0.05. Therefore, the hypothesis that there is
no significant difference on the level of satisfaction as network marketing
distributors as assessed by the respondents when group according to age is

accepted.

5.2  According to Gender
Table 35

Significant Difference on the Level of Satisfaction as Network Marketing
Distributors When Respondents are Grouped According to Gender

Level of
Satisfaction as
Network Marketing Weighted Mean t-value p-value Decision Remarks
Distributor
(Gender)
Male 6.03
2.850 .005 Reject Ho Significant
Female 5.86

In contrast, Table 35 shows that with weighted means of 6.03 for Male
respondents and 5.86 for Females produced a p-value of .005, with
computed t-value of 2.850, which is less than the assigned level of
significance of 0.05. Thus, the hypothesis that there is a significant difference
on the level of satisfaction as network marketing distributor as assessed by

the respondents when group according to gender is rejected.
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Male respondents had a significantly higher level of satisfaction as
network marketing distributors when compared to female respondents. It
should be noted however that there is a 13 percent difference in the ratio of

male and female respondents of the study.

5.3  According to Civil Status

Table 36

Significant Difference on the Level of Satisfaction as Network Marketing
Distributors When Respondents are Grouped According to Civil Status

Level of Satisfaction

as NetworkMarketing | Weighted F- p- Decision Remarks
Distributor Mean value value

(Civil Status)

Single 5.95

Married 5.93 074 929 AcceptHo | o N_fo_t
Legally Separated / 5.90 ignificant
Divorced )

As per the respondents’ civil status, Table 36 indicates that their level
of satisfaction as network marketing distributors, with weighted means of
5.95 for those who were Single, 5.93 for Married, and 5.90 for Legally
Separated or Divorced respondents produced a p-value of .929, with
computed F-value of .074, which is greater than the assigned level of
significance of 0.05. Therefore, the hypothesis that there is no significant
difference on the level of satisfaction as network marketing distributor of the
recruitment and training practices as assessed by the respondents when

group according to civil status is accepted.
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Results showed that their level of satisfaction as network marketing
distributors did not vary significantly, when grouped according to their civil

status.

5.4  According to Highest Educational Attainment

Table 37

Significant Difference on the Level of Satisfaction as Network Marketing
Distributors When Respondents are Grouped According to
Highest Educational Attainment

Level of Satisfaction as
Network Marketing Weighted
Distributor (Highest Mg F-value p-value Decision Remarks
. ean
Educational
Attainment)
Secondary School or
6.11
Less
A Level 5.94
Polytechnic Diploma 5.97 3667 003 Reject Significant
Bachelor’s Degree 5.89 Ho
Graduate School 6.08
Others 5.51

On another note, Table 37 indicates that the level of satisfaction as
network marketing distributor, with weighted means of 6.11 for respondents
whose highest educational attainment is Secondary School or Less, 5.94 for
A Level, 5.97 for Polytechnic Diploma, 5.89for Bachelor’s Degree, 6.08 for
Graduate School and 5.51 for Others (not indicated) produced a p-value of
.003, with computed F-value of 3.667, which is less than the assigned level

of significance of 0.05. Thus, the hypothesis that there is no significant
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difference on the level of satisfaction as network marketing distributor as
assessed by the respondents when group according to highest educational

attainment is rejected.

5.5 According to Main Source of Income
Table 38
Significant Difference on the Level of Satisfaction as Network Marketing

Distributors When Respondents are Grouped According to
Main Source of Income

Level of Satisfaction as
Network Marketing . )
Distributor (Network W:,:ghted t-value F: Decision Remarks
Marketing Business As ean value
Main Source of Income)
6.11 i
Yes 3.776 000 Reject | gignificant
No 5.86 Ho

Table 38 shows the level of satisfaction as network marketing
distributor, with weighted means of 6.11 for respondents whose main source
of income is their network marketing business and 5.86 for those who have
other main source of income produced a p-value of .000, with computed t-
value of 3.776, which is less than the assigned level of significance of 0.05.
Thus, the hypothesis that there is no significant difference on the level of
satisfaction as network marketing distributor as assessed by the respondents

when group according to main source of income is rejected.
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Result showed respondents whose main source of income is their
network marketing business had a higher level of satisfaction as distributors

as compared to those who had other main source of income.

5.6  According to Average Monthly Income
Table 39

Significant Difference on the Level of Satisfaction as Network Marketing
Distributors When Respondents are Grouped According to the Average Monthly

Income
Level of Satisfaction
as Network Marketing Weighted F- p- Decision Remarks
Distributor (Average Mean value value
Monthly Income)
Below $500 5.73
Between $501 and
$1,000 6.82
Between $1,001 and i
$5.000 5.86 26.969 | .000 Rejedt Significant
Between $5,001 and
$10,000 5.98
Over $10,000 6.48

As per the respondents’ level of satisfaction when grouped according
to their average monthly income, Table 39 indicates that with weighted
means of 5.73 for those who earned below $500, 6.82 for between $501 and
$1,000, 5.86 for between $1,001 and $5,000, 5.98 for between $5,001 and
$10,000, and 6.48 for respondents earning over $10,000 monthly, produced
a p-value of .000, with computed F-value of 26.969, which is less than the

assigned level of significance of 0.05. Thus, the hypothesis that there is
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nosignificant difference on the evaluation of the level of satisfaction when
respondents are grouped according to average monthly income is rejected.
Accordingly, respondents who earned higher monthly income are
more satisfied as a network marketing distributor as compared to those who
had lower monthly incomes. It is worth noting however, that out of all income

groups, respondents with average monthly income of $501 to $1,000 had the

highest level of satisfaction.

5.7  According to Number of Years as a Network Marketing Distributor

Table 40

Significant Difference on the Level of Satisfaction as Network Marketing

Distributors When Respondents are Grouped According to Number of Years as a

Network Marketing Distributor

Level of
Satisfaction as
Network Marketing

Distributor Weighted Mean F-value p-value Decision Remarks
(Number of Years

as a distributor)

Less than 1 year 5.71

Between 1 and 3 years 6.08

Between 3 and 5 years 5.97 13.404 .000 Reject Ho Significant
Between 5 and 10 6.05

years

Over 10 years 6.30

Table 40 indicates that the respondents’ the level of satisfaction as
network marketing distributors, with weighted means of 5.71 for those who

had been a distributor for less than 1 year, 6.08 for between 1 and 3 years,
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6.0

5.97 for between 3 and 5 years, 6.05 for between 5 and 10 years, and 6.30
for respondents with over 10 years of experience as distributors, produced a
p-value of .000, with computed F-value of 13.404, which is less than the
assigned level of significance of 0.05. Thus, the hypothesis that there is no
significant difference on the level of satisfaction as assessed by the
respondents when group according to number of years as network marketing
distributor is rejected.

Results showed that the more years of experience the respondents
had as distributors, the higher their level of satisfaction were. An exception
would be respondents with 1 to 3 years of experience as distributors, who
had a higher level of satisfaction compared to those who had been

distributors for 3 to 10 years.

Problems Encountered by the Distributors in the Recruitment and Training
Practices of the Health and Beauty Network Marketing Company in Terms of
the Following Areas:
6.1 On Pricing

Table 41

Frequency - Rank Distribution of Problems Encountered
in Terms of Pricing as Distinguished by the Respondents

Pricing Frequency

Too expensive 17
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One of the most encountered problems distinguished by the
distributors in terms of recruitment and training practices is the pricing. 17
respondents felt the health and beauty network marketing company’s
products are too expensive, thus distributors are experiencing difficulties not
only in the distribution of products but also in recruiting new distributors who
get discouraged by the high pricing. This holds true with the assumption that
normally, consumers would not want to purchase a more expensive product
when cheaper counterparts are available in the market.

The respondents who indicated that the price was too expensive are
possibly from the majority of respondents who have only been in the health
and beauty network marketing company for less than a year, and who have
not been properly trained in the unique selling propositions of the company’s
high quality innovative products. It is because of this that the products are
distributed through network marketing and not through the retail distribution
channel.

On the other hand, the health and beauty network marketing company
may alsoconsider revising their prices so that its new network marketing
distributors can easily sell the products and eliminate or lessen the perceived

pricing problem.
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6.2  On Product Knowledge
Table 42

Frequency - Rank Distribution of Problems Encountered in terms
of Product Knowledge as Distinguished by the Respondents

Product Knowledge Frequency | Rank
| have to improve on my product 9 1
knowledge
Skin care and spa took time to

8 2
understand

Another problem encountered in recruitment and training practices of
the health and beauty network marketing company is on product knowledge.

Table 42 shows two problems identified by the network marketing
distributors. These are the need to improve knowledge on the product and
the time it took to understand some areas such as skin care and spa.
Results reported that they have to be improved with a frequency of 9 and 8,
respectively.

Proper and intensive training should be conducted for the health and
beauty network marketing distributors. Specific areas of improvement in
terms of training must also be identified in order to formulate a specialized
training program to address difficulties in understanding a variety of
products. Levels of difficulty can also be identified in order to divide the
training programs administered to the network marketing distributors.

It can also be noted that since most of the distributors start their

network marketing business on a part time basis, these respondents could
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belong to the group that were not able to attend the training sessions offered,

due to their other work commitments.

6.3  On Selling and Sales Promotion
Table 43

Frequency - Rank Distribution of Problems Encountered in terms of
Selling and Sales Promotion as Distinguished by the Respondents

Selling and Sales Promotion Frequency | Rank
Lack of sales training esp. for those 3 1
without sales background.

People still have a bad impression and 1 25
doubts of network marketing. ’
They need to be more attractive,

especially for business builders,

because we buy the products and give 1 25

as samples to potential
customers/prospects to try before they
buy.

Table 43 shows problems encountered in terms of Selling and Sales
Promotion. Respondents said they lacked sales training, particularly for the
distributors who did not have a background in sales before entering the
network marketing business. One thought people have a negative
impression and doubts on network marketing, and another saw the need to
improve the attractiveness ofsales promotions.

More awareness needs to be created on the credibility of the network
marketing industry. Although this is a challenge, it can also be seen as an

opportunity for growth.
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6.5

6.4 On Distribution Network

Table 44

Frequency - Rank Distribution of Problems Encountered in

Termsof Distribution Network as Distinguished by the Respondents

Distribution Network Frequency | Rank
Can be a bit difficult to grow network. 4 1
Notice is not enough to inform

L 3 2
distributors

Problems were also encountered in terms of growing one’s Distribution
network. Distributor respondents said they experience difficulty growing their
respective networks and recruiting new distributors.

there was a problem with notices that were insufficient to inform distributors.

On Customer Relationships

Table 45

A few believed that

Frequency - Rank Distribution of Problems Encountered

in Terms of Customer Relationships as Distinguished by the Respondents

Customer Relationships

Frequency

Rank

One who expects our company to be
liable for any adversity that may arise
through usage of our products.lt is not
just about trusting me or company.

1.5

There should be a roster of 24 hours
since we are global and there are
different time zones.

1.5
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Table 45 reveals that the least problems encountered in recruitment
and training practices of the health and beauty network marketing company
is on the Customer Relationship, both of which had a frequency of 1.
Distributor respondents identified having customers who expect
accountability from the Health and Beauty Network Marketing Company for
any adverse effects arising upon usage of the products as one of the
problems encountered. Moreover, problems with customers from across the

globe arise since distributors and customers may be in varying time zones.

6.6  On Recruiting Distributors
Table 46

Frequency - Rank Distribution of Problems Encountered
in Terms of Recruiting Distributors as Distinguished by the Respondents

Recruiting of distributors Frequency | Rank

Customers are easier than business builders.

Especially retention of business builders and 3 3
getting them to grow their network.

Difficult to build 4 1.5
Company should provide a video in YouTube y 4

that describes the compensation plan

People can't see how this business can help 4 15
them fulfill their dreams '
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6.7

Table 46 reveals that one of the problems encountered in the
recruitment and training practices of the health and beauty network
marketing company is about recruiting distributors. Distributor respondents
reported difficulty in building network and people’s inability to see the
network marketing business’ potential in helping them in the fulfilment of
their dreams. This is followed by the difficulty in growing and training
business builders, particularly in the retention of business builders and
getting them to grow their own network. Respondents also thought there was
a need for the Health and Beauty Network Marketing Company to provide

more transparentinformation that describes the compensation plan.

On Training
Table 47

Frequency - Rank Distribution of Problems Encountered
in Terms of Training as Distinguished by the Respondents

Training Frequency | Rank
Inadequate Training 6 1
Very strenuous and many rejections. But

most of it is because | have my own 1 >
barrier because | am afraid of what people

think and that people will shun me.

Table 47 further shows the problems encountered in terms of training,
where ranked first is inadequacy of training, followed by strenuous training

and practice on top of numerous rejections experienced. Although most
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respondents agreed that their trainings addressed the important issues
related to their job as network marketing distributor, a small percentage of
respondents identified inadequacy of training as one of the problems they

encountered.

6.8 On Others Areas Not Specified

It can be gleaned in Table 48 that some respondents experienced
being left on their own to explore ways and means to reach out to people,
followed by too many incentives and qualification details to manage.

The respondent distributors encountered problems in terms of pricing,
product knowledge, selling and sales promotion, distribution network,
customer relationships, recruiting distributors, training, and other areas.

Table 48

Frequency - Rank Distribution of Problems Encountered
in Terms of Other Areas as Distinguished by the Respondents

Other Areas Specified Frequency Rank

Distributors are left to explore ways and means to
reach out to people or strangers. The lack of
empathy and understanding on peoples' needs,
make them shut their ears and give immediate
rejection. The more we invite, the more people 3 1
become irritated, thus, the more obstacles new
distributors have to face. This is because of many
distributors who promote the products without
helping the consumers on its proper usage.

Too many incentives and qualification details to
manage
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Inadequate training, lack of understanding and product knowledge can
result in poor performance as a network marketing distributor. Poor
performance in turn can lead to difficulty in growing one’s distribution
network, building networks, and recruiting new distributors, because of poor
performance as a distributor. Furthermore, the distributors may not be well
motivated to continue, thus resulting to difficulty in retaining distributors.
Also, distributors, however skilled they are, will have difficulty in performing
well in selling and recruiting if they themselves think their products are too
expensive. If distributors do not believe in the product and its worth — no

matter how expensive it is — thenthe problem with pricing will inevitably arise.
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SUMMARY, FINDINGS, CONCLUSIONS AND RECOMMENDATIONS

This chapter presents the summary of the findings of the study, the
conclusions drawn from the findings and the recommendations offered to enrich

this academic undertaking.

Summary

This study was undertaken to evaluate the effectiveness of the recruitment
and training practices of a network marketing company and the level of
satisfaction of its distributors.

The researcher used a questionnaire that was patterned on the survey used
in Delgado’s (2000) dissertation, with the researcher revising some of the items to
suit the present study. Additionally, the research instrument included an open-
ended question to collect information not captured by the closed-ended questions.

The respondents of the study were 385 network marketing distributors. The
researcher employed the descriptive method of research in order to
comprehensively analyze the problems as it delved to collect significant
information about the effectiveness and impact of the recruiting and training
practices of the network marketing distributors. Through the survey questionnaire,
the researcher used the data collected in describing, documenting, analyzing and

interpreting the results to validate the hypotheses. 385 respondents were
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randomly selected from the independent distributors in Singapore who are actively
engaging in various sales and marketing activities conducted to enhance and
develop their own network spheres. As to descriptive statistics, frequency and
percentage distribution, the researcher used the mean rating scales, paired
sample t-test and normal distribution. As to inferential statistics, analysis of
variance was utilized to measure which among the recruitment and training
practices have significant relationship with the satisfaction of respondents.
Specifically, this study aimed to answer the following sub-problems:
1. What is the profile of the respondents, in terms of the following selected
variables:
1.1 age
1.2 gender
1.3 civil status
1.4 highest level of educational attainment
1.5 main source of income
1.6 average monthly income
1.7 number of years as a network marketing distributor
2 How do the respondents evaluate the recruitment and training practices of the
health and beauty network marketing company when they are grouped

according to profile?




POLYTECHNIC UNIVERSITY OF THE PHILIPPINES

174

How do the respondents evaluate their level of satisfaction as health and
beauty network marketing distributors when they are grouped according to
profile?

Is there a significant difference in the respondents’ evaluation of the
recruitment and training practices of the health and beauty network marketing

company, when they are grouped according to profile?

Is there a significant difference in the respondents’ evaluation of their level of
satisfaction as health and beauty network marketing distributors, when they

are grouped according to profile?

What are the problems encountered by the respondents in recruitment and
training practices of the health and beauty network marketing company in

terms of the ff areas:

6.1 Pricing;

6.2 Product Knowledge;

6.3 Selling and Sales Promotion;
6.4 Distribution Network;

6.5 Customer Relationships;

6.6 Recruiting Distributors; and

6.7 Training?

In pursuit of answers to the problems stated above, the following null

hypotheses were tested at 0.05 level of significance.
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HiThere is no significant difference in the respondents’ evaluation of the
recruitment and training practices of the health and beauty network
marketing companywhen they are grouped according to profile.

Hz There is no significant difference in the respondents’ evaluation of
theirlevel of satisfaction as health and beauty network marketing

distributors, when they are grouped according to profile.

Findings
The study resulted in several notable findings that strengthen the objectives

as well as the hypothesis of the research work.

1.0 Profile of the Respondents

Findings showed that respondents belonging to the 40-49 years age
group are of the highest percentage comprising 31.69% or a frequency of
122; followed by age bracket 30-39 years old with 119 respondents, which
comprise 30.91%; while the age group of 60 years old and above had the
lowest percentage of 4.42% with only 17 respondents participating in the
study.

As for their gender, more than half of the respondents are females
comprising 56.88% and a frequency of 219 while the remaining 43.12% and

a frequency of 166 are males.
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As for their civil status the highest percentage comprising 57.14% or a
frequency of 220 were Married, followed by Single with frequency of 138
comprising 35.84% of the respondents. Legally Separated/ Divorced, on the
other hand had the lowest percentage of 7.01% with only 27 respondents.

As for Highest Level of Educational Attainment, the highest
percentage comprising 44.94% or a frequency of 173 respondents obtained
a Bachelor's Degree, followed by Polytechnic Diploma holders with 63
respondents, which comprise 17.66%. Secondary School or Less had the
lowest percentage of 7.53% with only 29 respondents. The large percentage
with 71.43% and a frequency of 275 respondents reported the network
marketing business as their main source of income while 28.57% and a
frequency of 110 said otherwise. The highest percentage comprising 38.70%
or a frequency of 149 respondents had an average monthly income below
$500, followed by respondents earning between$5,001 and $10,000 with
125 respondents, which comprise 32.47%. On the other hand, the lowest
percentage of 4.42% with only 17 respondents participating in the study
reported a monthly income of over $10,000.

As for the number of years the highest percentage comprising 42.86%
or a frequency of 165 respondents has been a distributor for less than 1
year. The lowest percentage of 7.01%, with only 27 respondents

participating in the study had 3 to 5 years of experience as distributors.
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2.0

Respondent Evaluation of the Recruitment and Training Practices of the
Health and Beauty Network Marketing Company when Grouped According to
Their Profile.

As shown in the study, regardless of age — may it be below 30 years
old, 30 — 39 years old, 40 — 49 years old, 50 — 59 years old or 60 years old
and above, respondents moderately agreed on the evaluation of the
Recruitment and Training Practices of the health and beauty network
marketing company with an overall weighted mean of 5.86. And that
regardless of gender — may it be male or female, moderately agreed on the
Recruitment and Training Practices of the subject Health and Beauty
Network Marketing Company with an overall weighted mean of 5.86.
Furthermore, regardless of civil status — may it be single, married or legally
separated/ divorced, respondents moderately agreed on the Recruitment
and Training Practices of the Health and Beauty Network Marketing
Company with an overall weighted mean of 5.86.

As for the respondents with Secondary School or less, A Level,
Polytechnic Diploma, Bachelor's Degree and Graduate School, as highest
educational attainment with weighted means of 5.80, 5.89, 5.78, 5.87 and
6.15, respectively and those Others with weighted mean of 5.31 had
moderately agreed on the Recruitment and Training Practices of the Health
and Beauty Network Marketing Company with an overall weighted mean of

5.86.
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3.0

As for respondents whose network marketing business as their main
source of income with a weighted mean of 6.02 and those with other main
source of income, with a weighted mean of 5.80, moderately agreed on the
Recruitment and Training Practices of the Health and Beauty Network
Marketing Company with an overall weighted mean of 5.86.

Likewise, the respondents’ average monthly income — below $500,
between $501 to $1,000, between $1,001 to $5,000, between 5,001 to
$10,000 or Over $10,000 moderately agreed on the Recruitment and
Training Practices of the Health and Beauty Network Marketing Company,
with an overall weighted mean of 5.86.

On the Recruitment and Training Practices, and in terms of
respondents’ number of years as a Network Marketing Distributor,results
showed that respondents with Less than 1 year, Between 1 and 3 years,
Between 3 and 5 years, Between 5 and 10 years and Over 10 years as
distributors, agreed moderately on the Recruitment and Training Practices of
the subject Health and Beauty Network Marketing Company, with an overall

weighted mean of 5.86.

Level of Satisfaction of Network Marketing Distributor Respondents when

group according to their profile.
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As shown in the study, the respondents’ level of satisfaction as a
Network Marketing Distributor in terms of respondents’ age, below 30 years
old, 30 — 39 years old, 40 — 49 years old, 50 — 59 years old or 60 years old
and above, had observed and moderately agreed on the level of satisfaction
as distributors with an overall weighted mean of 5.93.

Respondents’ gender, male and female with general weighted means
of 6.03, and 5.86, respectively had moderately agreed on their level of
satisfaction as a network marketing distributor.

Likewise with the respondents’ civil status, single, married and legally
separated/divorced with weighted means of 5.95, 5.93, and 5.90,
respectively had moderately agreed on the level of satisfaction as network
marketing distributor.

Similarly, with the respondents’ highest educational attainment as
Secondary School or less,A Level, Polytechnic Diploma, Bachelor’s Degree,
Graduate School, and Others with weighted means of 6.11, 5.94, 5.97, 5.89,
6.08 and 5.51, respectively had moderately agreed on their level of
satisfaction as a network marketing distributor.

Moreover respondents’ main source of income, respondents whose
networking business is the main source of income, with weighted mean of
6.11 and those with different main source of income with weighted mean of
5.86, had believed and moderately agreed on the level of satisfaction as

network marketing distributors.
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Similarly, respondents with average monthly income of Below $500,
Between $1,001 to $5,000, Between $5,001 to $10,000 and Over $10,000
had weighted means of 5.73, 5.86, 5.98 and 6.82, respectively, and reported
moderate agreement on the level of satisfaction as a network marketing
distributor; whereas respondents with average monthly income of between
$501 to $1,000, believed and strongly agreed on their level of satisfaction
with weighed mean of 6.82.

As for respondents’ number of years of being a Network Marketing
Distributor, with Less than 1 year, Between 1 and 3 years, Between 3 and 5
years, Between 5 and 10 years and Over 10 years with weighted means of
5.71, 6.08, 5.97, 6.05 and 6.30, respectively, moderately agreed on the level

of satisfaction as a distributor.

4.0 Analysis of Differences in the respondents’ evaluation of the Recruitment and
Training Practices of the Health and Beauty Network Marketing Company

when Respondents are Grouped According to their Profile.

Result showed that when grouped according to age, the weighted
means of 5.74 for Below 30 years old, 5.82 for 30 — 39 years old, 5.87 for 40
— 49 years old, 6.00 for 50 — 59 years old and 6.04 for 60 years old and
above produced a computed f-value of 1.869, and a p-value of .115, with

which is greater than the assigned level of significance of 0.05. Therefore,
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the hypothesis that there is no significant difference on the evaluation of the
recruitment and training practices as assessed by the respondents when
group according to age was accepted.

Regardless of the respondents’ age, they agreed moderately in
evaluating the recruitment and training practices of the subject Health and
Beauty Network Marketing Company.

Likewise, respondents’ evaluation of the recruitment and training
practices, with weighted means of 5.88 for Male and 5.85 for Female
produced a p-value of .567, with computed t-value of .573, which is greater
than the assigned level of significance of 0.05. Therefore, the hypothesis that
there is no significant difference on the evaluation of the recruitment and
training practices as assessed by the respondents when group according to
gender was accepted.

Furthermore, indicated in the evaluation, with weighted means of 5.83
for Single, 5.88 for Married, and 5.89 for Legally Separated or Divorced,
produced a p-value of .690, with computed F-value of .372, which is greater
than the assigned level of significance of 0.05. Therefore, the hypothesis that
there is no significant difference on the evaluation of the recruitment and
training practices as assessed by the respondents when group according to
civil status was accepted. Single, Married, or Legally Separated or Divorced
respondents evaluated the recruitment and training practices with moderate

agreement.
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While respondents’ evaluation of the recruitment and training practices
of the subject Health and Beauty Network Marketing Company did not vary
significantly when they are grouped according to their age, gender, and civil
status, Table 30 indicates that the weighted means of 5.80 for Secondary
School or Less, 5.89 for A Level, 5.78 for Polytechnic Diploma, 5.87 for
Bachelor's Degree, 6.15 for Graduate School and 5.31 for Others (not
indicated) produced a p-value of .000, with computed F-value of 6.498,
which is less than the assigned level of significance of 0.05. Thus, the
hypothesis that there is no significant difference on the evaluation of the
recruitment and training practices as assessed by the respondents when
group according to highest educational attainment was accepted.
Respondents who were in Graduate School had a higher evaluation of the
recruitment and training practices of the subject Health and Beauty Network
Marketing Company with an overall weighted mean of 6.15, and moderate
evaluation as compared to respondents whose highest educational
attainment is otherwise stated, with a weighted mean of 5.31, and were
slightly agreeable in their evaluation.

Furthermore, as indicated in the evaluation, weighted means of 6.02
for respondents whose main source of income is their network marketing
business and 5.80 for those who have other main source of income
produced a p-value of .001, with computed t-value of 3.202, which is less

than the assigned level of significance of 0.05. Therefore, the hypothesis that
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there is a significant difference on the evaluation of the recruitment and
training practices as assessed by the respondents when group according to
main source of income was rejected.

Respondents whose main source of income is the network marketing
business has a relatively higher evaluation of the recruitment and training
practices as compared to those whose main income comes from sources
otherwise stated.

Consequently, the respondents’ evaluation, with weighted means of
5.68 for those whose monthly income is below $500, 6.67 for those who
earned $501 to $1,000 monthly, 5.84 for $1,001 to $5,000 monthly income,
5.94 for those who earned between $5,001 and $10,000, and 5.99 for
respondents whose monthly income is over $10,000, produced a p-value of
.000, with computed F-value of 15.514, which is less than the assigned level
of significance of 0.05. Thus, the hypothesis that there is a significant
difference on the evaluation of the recruitment and training practices as
assessed by the respondents when group according to average monthly
income was rejected.

Generally, results showed that respondents with higher monthly
income had a higher evaluation of the recruitment and training practices of
the subject Health and Beauty Network Marketing Company. It is worth

noting however that the respondents whose average monthly income ranges
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from $501 to $1000 had a significantly higher evaluation compared to all
other income groups.

As per the respondents’ number of years a distributor, weighted
means of 5.70 for those who had been a distributor for less than a year, 6.02
for between 1 and 3 years, 5.80 for between 3 and 5 years, 5.75 for between
5 and 10 years, and 6.27 for respondents with over 10 years of experience
as a network marketing distributor, produced a p-value of .000, with
computed F-value of 10.267, which is less than the assigned level of
significance of 0.05. Thus, the hypothesis that there is a significant difference
on the evaluation of the recruitment and training practices as assessed by
the respondents when group according to number of years as network
marketing distributor was rejected.

Results showed that respondents who had been network marketing
distributors longer had a higher evaluation of the recruitment and training
practices. A significant exception should be noted that respondents with 1 to
3 years of experience in the network marketing business as distributor who
had a higher evaluation as compared to those with 3 to 10 years as
distributors. Still, respondents with the most number of years as distributors

had the highest evaluation with a 6.27 weighted mean.
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5.0 Analysis of Differences on the Respondents’ Evaluation on the Level of
Satisfaction as Network Marketing Distributors when Respondents are
Grouped According to their Profile

Results showed that the level of satisfaction as network marketing
distributor, with weighted means of 5.95 for respondents below 30 years old,
5.92 for 30 — 39 years old, 5.88 for 40 — 49 years old, 6.06 for 50 — 59 years
old, and 5.92 for respondents 60 years old and above produced a p-value of
331, with computed f-value of 1.154, which is greater than the assigned
level of significance of 0.05. Therefore, the hypothesis that there is no
significant difference on the level of satisfaction as network marketing
distributors as assessed by the respondents when group according to age
was accepted.

As for gender, on the other hand, weighted means of 6.03 for Male
respondents and 5.86 for Females produced a p-value of .005, with
computed t-value of 2.850, which is less than the assigned level of
significance of 0.05. Thus, the hypothesis that there is a significant difference
on the level of satisfaction as network marketing distributor as assessed by
the respondents when group according to gender was rejected.

Male respondents had a significantly higher level of satisfaction as
network marketing distributors when compared to female respondents. It
should be noted however that there is a 13 percent difference in the ratio of

male and female respondents of the study.
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As per the respondents’ civil status, weighted means of 5.95 for those
who were Single, 5.93 for Married, and 5.90 for Legally Separated or
Divorced respondents produced a p-value of .929, with computed F-value of
.074, which is greater than the assigned level of significance of 0.05.
Therefore, the hypothesis that there is no significant difference on the level
of satisfaction as network marketing distributor of the recruitment and
training practices as assessed by the respondents when group according to
civil status was accepted.

Results showed that their level of satisfaction as network marketing
distributors did not vary significantly, when grouped according to their civil
status.

On another note, weighted means of 6.11 for respondents whose
highest educational attainment is Secondary School or Less, 5.94 for A
Level, 5.97 for Polytechnic Diploma, 5.89for Bachelor's Degree, 6.08 for
Graduate School and 5.51 for Others (not indicated) produced a p-value of
.003, with computed F-value of 3.667, which is less than the assigned level
of significance of 0.05. Thus, the hypothesis that there is no significant
difference on the level of satisfaction as network marketing distributor as
assessed by the respondents when group according to highest educational
attainment was rejected.

Likewise when grouped according to main source of income, results

show that the level of satisfaction as network marketing distributor, with
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weighted means of 6.11 for respondents whose main source of income is
their network marketing business and 5.86 for those who have other main
source of income produced a p-value of .000, with computed t-value of
3.776, which is less than the assigned level of significance of 0.05. Thus, the
hypothesis that there is no significant difference on the level of satisfaction
as network marketing distributor as assessed by the respondents when
group according to main source of income was rejected. Result showed
respondents whose main source of income is their network marketing
business had a higher level of satisfaction as distributors as compared to
those who had other main source of income.

Similarly with the average monthly income, the level of satisfaction as
network marketing distributor, weighted means of 5.73 for those who earned
below $500, 6.82 for between $501 and $1,000, 5.86 for between $1,001
and $5,000, 5.98 for between $5,001 and $10,000, and 6.48 for respondents
earning over $10,000 monthly, produced a p-value of .000, with computed F-
value of 26.969, which is less than the assigned level of significance of 0.05.
Thus, the hypothesis that there is a significant difference on the evaluation of
the level of satisfaction when respondents are grouped according to average
monthly income was rejected.

Accordingly, respondents who earned higher monthly income are
more satisfied as a network marketing distributor as compared to those who

had lower monthly incomes. It is worth noting however, that out of all income
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6.0

groups, respondents with average monthly income of $501 to $1,000 had the
highest level of satisfaction.

Same result was observed on the number of years, that the level of
satisfaction, with weighted means of 5.71 for those who had been a
distributor for less than 1 year, 6.08 for between 1 and 3 years, 5.97 for
between 3 and 5 years, 6.05 for between 5 and 10 years, and 6.30 for
respondents with over 10 years of experience as distributors, produced a p-
value of .000, with computed F-value of 13.404, which is less than the
assigned level of significance of 0.05. Thus, the hypothesis that there is no
significant difference on the level of satisfaction as assessed by the
respondents when group according to number of years as network marketing
distributor was rejected.

Results showed that the more years of experience the respondents
had as distributors, the higher their level of satisfaction. An exception would
be respondents with 1 to 3 years of experience as distributors, who had a
higher level of satisfaction compared to those who had been distributors for 3

to 10 years.

Problems Encountered in Recruitment and Training Practices of Network
Marketing Distribution Company
It was revealed in the study that one of the problems encountered in

recruitment and training practices of the network distribution company,
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pricing is the most problem encountered in recruitment and training practices
of the network distribution company is on the product knowledge has to be
improved with a frequency of 17. Too much expensive products discouraged
the trainees.

Followed by product knowledge has to be improved with a frequency
of 9, then by understanding the skin care and spa with a frequency of 8.

It shown also that one of the problems encountered in recruitment and
training practices of the network distribution company is on the selling and
sales promotion with a frequency of 3 on the lack of sales training, followed
by people still have a bad impression and doubts of network marketing and
sales promotion need to be more attractive with a frequency of 1.

It was reported also that the problems encountered in recruitment and
training practices of the network distribution company on Distribution
Network, ranked 1 is difficult to grow network with a frequency of 4, followed
by notice is not enough to inform distributors with a frequency of 3.

The least problems encountered in recruitment and training practices
of the network distribution company was on the Customer Relationship, both
of which had a frequency of 1.

Moreover, difficult to build and people cannot see how this business
can help them fulfill their dreams ranked first with a frequency of 4, followed
by the Customers are easier than business builders. Especially retention of

business builders and getting them to grow their networkwith the frequency




POLYTECHNIC UNIVERSITY OF THE PHILIPPINES

190

of 3, then by Company should provide an online video (eg. Youtube) that
describes the compensation plan with a frequency of 1.

Lastly the problems encountered in recruitment and training practices
of the network distribution company on training, ranked 1 is adequate
training with a frequency of 6, followed by strenuous and many rejections
with a frequency of 1. Others, ranked 1 is distributors are left to explore ways
and means to reach out people, etc. with a frequency of 3, followed by too

any incentives and qualification details to manage with a frequency of 1.

Conclusions
Based on the findings generated from the data gathered, the researcher has
drawn the following conclusions:

1. Most of the respondents belonged to the 40 to 49 years age
group, females, and are married. Majority are Bachelor's Degree holders
whose main source of income is the network marketing business, with less
than 1 year experience as a distributor.

2. Regardless of the respondents’ age, gender, civil status,
highest level of educational attainment, main source of income, average
monthly income, and number of years of being a network marketing
distributor, majority moderately agreed on the Recruitment and Training

Practices of the Health and Beauty Network Marketing Company.
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3. Consequently, respondents moderately agreed on their level of
satisfaction as a network marketing distributor regardless of their age,
gender, civil status, and highest level of educational attainment, main source
of income, average monthly income, and number of years of being a network
marketing distributor.

4. Overall, the respondents’ evaluation of the recruitment and
training practices of the subject Health and Beauty Network Marketing
Company did not differ significantly when they were grouped according to
their age, gender, and civil status. Significant differences in their evaluation
were found, however, when they were grouped according to their highest
educational attainment, main source of income, average monthly income,
and the number of years they had been network marketing distributors.
Respondents with higher educational attainment, whose main source of
income is the network marketing business, earning higher monthly income,
and with longer years of experience as distributors had a higher evaluation of
the recruitment and training practices of the Health and Beauty Network
Marketing Company.

5. Furthermore, respondents’ level of satisfaction showed no
significant difference when grouped according to the respondents’ age and
civil status. When grouped according to their gender, highest level of

educational attainment, main source of income, average monthly income,
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and number of years of being a network marketing distributor, significant
differences in their level of satisfaction were found.

6. As reported by the respondents, pricing ranked as the most
encountered problem in recruiting and training practices of the network
marketing company. An improvement on product knowledge ranked second,
followed by problems on selling and sales promotion where respondents
reported a lack of sales training. As for problems encountered on distribution
network, difficulty to grow network ranked first. The least encountered
problem the respondents reported was on customer relationship. As for the
problems encountered by the network marketing company in terms of

training, lack of adequate training ranked first.

Recommendations
Upon careful and thorough analysis of the circumstances drawn out from this
study, the researcher came up with the following recommendations for improving

the Subject Network Marketing Company’s performance, with regard to:

1. For Academicians and Research Enthusiasts. Further studies can be
undertaken to explore other aspects of the network marketing business, with a
larger and more encompassing population outside Singapore and the Asia

Pacific Region.
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2. The

Management of the Subject Network Marketing Company,

Human Resource Management Practitioners, and Executive Distributors

2.1 Recruitment

211

21.2

213

Ensure potential applicants of their privacy protection. In
general, network marketing businesses come only as
supplementary source of income for those who join in the
beginning. In this case, the decision to make their involvement
in the business known must initially come from them. Hence,
utmost confidentiality of their information provided to the
network marketing company is highly necessary.

Emphasize the strengths of the company’s culture. With
magnification of the network marketing company’s mission,
vision, and values, ranking in the industry, credible products
made out of decades of research, global presence, and
corporate social responsibility programs, the process of
recruitment could be lightened. By this intensification, the
corporate citizenship of the network marketing company itself
could also serve as a wonderful marketing tool in selling the
products and recruiting downlines.

Maximize the vast opportunities available in the internet to reach
out to the target labor market. Through social networking sites

and even the corporate website, career opportunities in the




POLYTECHNIC UNIVERSITY OF THE PHILIPPINES 194

network marketing company could be made available to the
public and allow them to review the company further as they are
led to it.

2.1.4 Group presentations, success forums, and business opportunity
meetings/events open to the general public to create awareness
of the products/business prospects that the network marketing
company offers would also serve as a excellent venue for
drawing new distributors.

2.1.5 The network marketing company could help direct the career
paths of potential distributors by providing them a venue where
they could test their likelihood of succeeding in the business. If
the results come out in the slight negative, it is then the best
time and chance for the company to suggest training programs
that the potential distributors could undergo to maximize the
vast opportunities the network marketing business provides.

2.2 Training

2.2.1 Training programs should be designed and aligned with the
network marketing company’s mission, vision, and values.
Obijectively, trainers should be properly directed to provide
training and development programs that are in line with the
overall strategic goals of the organization. Continuous

interaction with the clients is highly recommended to get first-
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hand comments and suggestions about what they are satisfied
or unsatisfied with in the practices of the organization. Such
areas of improvement could help significantly in crafting training
programs that are client responsive.

The network marketing company must be clear with how
success is defined by the organization, whether individually or
organizationally. To do so, the company must establish a set of
criteria that would be the basis in evaluating the achievements
of every training program they roll out. The triumph of training
programs should be calculated against various criteria and
should turn out a return on investment, whether long term or
short term. Hence, trainers should undoubtedly delineate how
the training schemes facilitate the organization to completely
achieve its goals. Re-evaluation of the programs should also be
conducted on a regular basis.

When crafting training programs, the company’s trainers should
make certain that learning is in line with and straightforwardly
supported by the lines of authority, decision-making process,
organizational structures, and other business practices of the
company. This would help to establish a guided path and

reinforce the desired results.
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2.2.4 Training should be done in various alternative ways. Given
different learning styles of people, it would be very helpful for the
organization to explore various ways in transferring knowledge
to its constituents.

2.2.5 The best way to make people understand the context of the
training program is to let them learn what they ought to share to
their target market. As in the case of network marketing
business, before the target market, the distributors themselves
have to understand the benefits of the products the company

sells by trying them out first hand.

3. Proposed Solutions to Identified Key Issues/Problems

Based on the results of the study conducted, the easiness to recruit friends,
relatives, neighbors, and co-workers was the only one key common issue that
scored the lowest on the average, with mean weighted average responses in the
range of “3.51 to 4.5” which meant “neither agree nor disagree.” Particularly,
across all different independent respondent profiles such as age, gender, civil
status, highest level of educational attainment, main source of income, average
monthly income, or number of years as health and beauty network marketing
distributor for the company, recruiting friends, relatives, neighbors, and co-

workers turned out to be quite challenging.
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Further, the study shows specifically the following key issues that need to be

addressed by the Subject Network Marketing Company through the following

proposed solutions and recommendations:

Key Issues/Problems that Needs
to be Addressed

Proposed Solutions

Product Knowledge

1. Improving distributors’ knowledge | -
and understanding of the product

they are/will be selling.

Regularly conduct comprehensive
specific product training where the
benefits, advantages features, and
functions (BAFF) are thoroughly
discussed.

Offer blended learning trainings by
creating product-based training
solutions that offer variety of training
modalities available. By creating a
database for online streaming that
helps discuss each product
thoroughly, the company could offer
product training modules like about 70

percent online and 30 percent live.
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Selling and Sales Promotion

1.

Lack of sales training especially

Regularly conduct trainings specifically

impression and doubts on

network marketing.

for those without sales designed for network marketing sales
background. on a monthly basis, such as:

2. Improving sales promotion = Sales training for beginners
strategies, especially for * Improving presentation skills
business builders. =  Motive & Commitment

=  Commitment Strategies
3. Correcting peoples’ bad While people, in general, have

negative views on network marketing

companies, the Subject Network
Marketing company should bank on its
decades of presence, experience,
credibility, and pride on research and
development investments to provide
the best possible and secure products
it could offer to its target market. The
company should be able to clearly

send the message to its clients and

distributors its long trustworthy history.
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Customer Relationships

1.

Building corporate credibility and

communicating the same
message to the target market
through establishing trust and
confidence on the willingness of
the Subject Network Marketing
Company to fully accept liabilities

for any adversity that may arise

through usage of our products.

The company should make full use of
its one (1) year return policy and
reiterate the same in every corporate
promotions and ads to clearly send a
message of how confident it is about
its products and practices of protecting
consumer interests. The same
message should also be emphasized
in all sales trainings to remind
distributors of the relevance of the
policy in building corporate image,

high quality advocacy and credibility.

Instituting a 24/7 global customer
contact center that could cater to

all respondents all over the world

A call center manned by well-trained
customer service representatives that
caters to the global market and

accessible 24/7 should be put up by

the company.

Recruiting of distributors

1.

Problem with clarity on how
business can help fulfill their

dreams.

Regularly conduct workshops
specifically designed to continuously

remind the network distributors about
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2. Difficulty in building networks and

downlines.

3. Retention of business builders
and getting them to grow their

network.

the noble cause of the network
marketing company in promoting
healthy products.

Conduct seminars giving successful
business leaders in the Subject
Network Marketing company the
opportunities to share their
experiences in the profession, whether
good or bad.

Regularly conduct mind-mapping and
leadership seminars that would help
distributors be clarified with the
organizational  vision/mission  and
share strategies on how to align

personal/individual goals to it.

4. Lack of clarity in terms of

compensation plan.

Make the compensation plan available
in the corporate website.

Create a user-friendly interactive
program to be made available in the
corporate website where the users
can simulate scenarios where they

can check on what they get when they
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do or have achieved something
through their own sales as well as

their downlines/uplines’.

Training

1.

Inadequate training provided.

2. Need for confidence- building

workshops.

Other Problem Areas

1.

Distributors are left to explore
ways and means to reach out to

people or strangers.

Regularly conduct trainings specifically
designed for network marketing sales
on a monthly basis, such as:

= Sales training for beginners

= Mastering the selling process

= Learning how to hire sales people

* Product and pricing trainings

2. Promoting  products  without = Work-life balance workshops
orienting consumers on proper " Improving presentation skills
usage of the products. * Motive & Commitment

= Commitment Strategies
» Leadership Skills Development
= How to uncover sales opportunities

3. The lack of empathy and Regularly  conduct trainings on

understanding on peoples’ relationship management  where

needs, make them shut their ears

and give immediate rejection.

client-sensitivity and empathy would

be emphasized
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4. Too many incentives and

qualification details to manage.

Create a user-friendly interactive
program to be made available in the
corporate website where the users
can simulate scenarios where they
can check on what they get when they
do or have achieved something
through their own sales as well as
their downlines/uplines’. Qualification
details must also be available in the

interactive site.




POLYTECHNIC UNIVERSITY OF THE PHILIPPINES

Bibliography

A. Books

Armstrong, M. (2006).A handbook of human resource management practice, 10™
edition. London: Kogan Page.

Chatterjee, B. (2009). Human resource management: A contemporary text, 4™
revised and enlarged edition. New Delhi, India: Sterling Publishers Private
Limited.

De Cenzo, D.A., & Robbins, S.P.M (2007). Fundamentals of human resource
management, 9" ed.. Rosewood Drive, Danvers, MA: John Wiley & Sons,
Inc.

King, C. & Robinson J. (2000).The new professionals. Roseville, CA: Prima.

Kuusik, A. (2007).Affecting customer loyalty: Do different factors have various
influences in different loyalty levels. ISBN 978-9949-11-735-2, Order No.
366, Tartu University Press, Tartu 51009, Estonia, www.tyk.ee

Olar, P., &Minculete, G. (2010).Approach to multilevel marketing or network
marketing: 16th international conference on the knowledge-based
organizations. Sibiu: NicolaeBalcescu-Land Forces Academy. p. 70-76. ISBN
1843-6722.

Poe, R. (1995). Wave three: The new era in network marketing. Rocklin, CA:
Prima.

Poe, R. (1999). Wave four. Network marketing in the 21% century, 7(1), 84-89.

Salvador, S.M., Baysa, G.T., & Geronimo, E.F. (2006). Fundamental of business
research: Thesis writing. Manila: Allen Adrian Book, Inc.

Salvador, S.M., Garcia-Ramos, R., & Geronimo, E.F.(2010).Essentials of human
resource management. Manila: Allen Adrian Book, Inc.
B. Periodicals, Magazines and Journals

Albaum, G., & Peterson, R. A. (2011). Multilevel (network) marketing: An objective
view. Marketing Review, 11(4), 347-361.




POLYTECHNIC UNIVERSITY OF THE PHILIPPINES

204

Ballard, D A. (1991) How to succeed in your own network marketing business.
Mesa, AZ: IMLC, Inc.

Baldwin, T. T., Ford, J. K. (1988). Transfer of training: A review and directions for
future research, Personnel Psychology, Vol. 41, no: 1, pp. 63-105.

Barkacs, C. B. (1997). Multilevel marketing and antifraud statutes: Legal
enterprises or pyramid schemes?.Journal of the Academy of Marketing
Science, 25(2), 176.

Bloch, B. (1996), “Multilevel marketing: what'’s the catch?”, Journal of Consumer
Marketing, Vol. 13 No. 4, pp. 18-26.

Chiaburu, D. S., Tekleab, A. G. (2005). Individual and contextual influences on
multiple dimension of training effectiveness, Journal of European Industrial
Training, Vol. 29, no. 8, pp. 604-626.

Cosic, Maja and Djuric, Milenko D (2010). “Relationship marketing in the tourist
services sector.” UTMS Journal of Economics, Vol. 1, No. 1, pp. 53-60, 2010.

Croft, R., Cutts, L. and Mould, P. (2000).“Shifting the risk: ‘buyback’ protection in
network marketing schemes,” Journal of Consumer Policy, 23 (2), 177-191.

Dwyer, F. R., Schurr, P. & Oh, S.. (1987). Developing buyer-seller relationships.
Journal of Marketing, 51 (April), 11-27.

Federal Trade Commission. (1999). FTC, six states sue Equinox International: Law
enforcers ask court to halt illegal pyramid operation.FTC News Release,
August 9.

Franses, P.H. & Hoekstra, J.C. (2002). The effect of relational constructs on
customer referrals and number of services purchased from a multiservice
provider: does age of relationship matter?.Journal of the Academy of
Marketing Science, 30 (3), 202-216.

Garbarino, E. & Johnson, M. (1999).The different roles of satisfaction, trust and
commitment for relational and transactional consumers,” Journal of
Marketing, 63, 70-87.

Gonzalez, G. R,, Claro, D. P., &Palmatier, R. W. (2014). Synergistic effects of
relationship managers' social networks on sales performance.Journal of
Marketing, 78(1), 76-94.

Harris, S. (2007). A legal pyramid scheme.Finweek, 46.




POLYTECHNIC UNIVERSITY OF THE PHILIPPINES

205

Hedges, B. (2001).The parable of the pipeline, INTI Publishing, Tampa, FL.

Hua, N. (2013). The influence of supervisory and peer support on the transfer of
training. Studies In Business & Economics, 8(3), 82-97

Hwee, J.K. &Mun, S. W. (2011). The influence of MLM companies and agent
attributes on the willingness to undertake multilevel marketing as a career
option among 27 youth. Journal of Research in Interactive Marketing, vol. 5,
issue 1, p. 50-70. DOI: 10.1108/17505931111121525.

Hyman, M. (2008). Multi-level marketing versus pyramid schemes: The standard
comparison. Academy of Marketing Science Quarterly, 9(July), 14-15.

Kerber, W.K., & Campbell, J.P. (1987).Correlates of objective performance among
computer salespeople: Tenure, work activities, and turnover.Journal of
Personal Selling & Sales Management, 7, 39-50.

Khan, M. (2014).Relationship marketing —Some aspects (review)./nternational
Journal of Information, Business & Management, 6(2), 108-122.

Kim, B.J., Jun, T., Kim, J.Y. & Choi, M.Y. (2006).Network marketing on a
smallworld network.Psychika A. p. 493-
504.D0OI:10.1016/j.physa.2005.06.059.

Koehn, D. (2001). Ethical issues connected with multi-level marketing schemes.
Journal of Business Ethics, 29(1/2), 153-160.

Madichie, N.O. (2009). “Mind the gaps” between the marketing theory train and the
marketing practice platform: The case of Egg Card. The Marketing Review,
9(1), 39-62.

Marshall, Norman W. (2010). Commitment, loyalty and customer lifetime value:
Investigating the relationships among key determinants.Journal of Business &
Economics Research, Vol. 8, No. 8, pp. 67-84.

Mosad, Z. &Philipson, S. (2007). Kotler and Borden are not dead: Myth of
relationship marketing and truth of the 4P’s. Journal of Consumer Marketing,
vol. 24, issue 4, p. 229-241. DOI: 10.1108/07363760710756011.

Muncy, J. A. (2004). Ethical issues in multilevel marketing: Is it legitimate business
or just another pyramid scheme?.Marketing Education Review, 14(3), 47-53.




POLYTECHNIC UNIVERSITY OF THE PHILIPPINES

206

Nga, J., &Soo, S. (2011). The influence of MLM companies and agent attributes on
the willingness to undertake multilevel marketing as a career option among
youth. Journal of Research In Interactive Marketing, 5(1), 50.
doi:10.1108/17505931111121525

Oliver, R.L. (1999). Whence consumer loyalty.Journal of Marketing, 63 , 33-44.

Ong, C.S.K. & de Run, E. (2007). Why Malaysians join and stay on in a Multi-Level
marketing Company. The Icfai Journal of Services Marketing, Vol. V, No. 4.

Peterson, R. A., &Albaum, G. (2007).0n the ethicality of internal consumption in
multilevel marketing.Journal of Personal Selling & Sales Management, 27(4),
317-323.

Raimondo M, Miceli G, Costabile M. (2008). How relationship age moderates
loyalty formation: The increasing effect of relational equity on customer
loyalty. Journal of Service Research.11(2):142-160.

Robinson, A. (2006). Setting the record straight. Direct Selling News,
2(November), 72.

Rocha, T., Jansen, C., Lofti, E., & RibeiroFraga, R. (2013).An exploratory study on
the use of social networks in building customer relationships. Revista
Brasileira De Gestdo De Negocios, 15(47), 262-282.
doi:10.7819/rbgn.v15i47.953\

Saks, A. M., &Belcourt, M. (2006).An investigation of training activities and transfer
of training in organizations. Human Resource Management, 45(4), 629-648.

Seale, B. (2007). Direct selling myths & perceptions: setting the record straight.
Direct Selling News, 4(6), 18-22.

Taylor, J. (2005). Most MLMs based on deception. Deseret Morning News, May
27.

Vander, Nat, P. J. & Keep, W. W. (2002). Marketing fraud: An approach for
differentiating multilevel marketing from pyramid schemes.Journal of Public
Policy and Marketing, 21 (1), 139-151.

Verhoef, P.C. (2003). Understanding the effect of customer relationship
management efforts on customer retention and customer share
development.Journal of Marketing, 67, 30-45.




POLYTECHNIC UNIVERSITY OF THE PHILIPPINES

207

Walsh, J. (1999). Multi-level marketing skirts legal lines. Consumers' Research
Magazine, 82(6), 12.

Wang, F., Head, M. (2005). Consumer relationship marketing on the internet: An
overview and clarification of concepts./nnovative Marketing, 2005(1), 55-68.

Ward, J. (2003). How strategy, management and governance are different.
Families in Business.

Ward, J. (2003). The ultimate vision for continuity?.Families in Business, 10.

Ward, J. (2003). What do owners do?.Families in Business, 9.

C. Unpublished Materials

Fujii, H. &Taji, N. (2005).The mechanism of promoting distributor’s activity in multi-
level marketing. In: 4th Asia Academy of Management Conference
Proceedings.

Isac, C., &lsac, A. (2011).About direct sales in the world, Europe and
Romania.Annals of the University of Petrosani Economics, 11(4), 151.

Ko$narova, Z. (2013). Managerial functions of organizing and leading people in
MLM organizations and their manifestations in historical schools of
managerial thinking.Scientific Papers of the University of Pardubice. Series D,
Faculty of Economics & Administration, 20(28), 16-28.

Radu, P. (2013). Relationship marketing strategies in the knowledge society.
Annals of the University of Oradea, Economic Science Series, 22(2), 605-
613.

Ramkumar D. and Saravanan S. (2007).The Dark Side of Relationship Marketing,

Part VI —Consumer Markets & Marketing./International Marketing Conference
on Marketing & Society, 8-10, April 2007, IIMK

D. Electronic Sources

2013 Direct Selling Statistics. (2014). Retrieved on August 21, 2014, from
http://www.dsa.org/research/industry-statistics




POLYTECHNIC UNIVERSITY OF THE PHILIPPINES

208

Barrett, S. (1999). The rise and fall of United Sciences of America, MLM watch at
http://www.mImwatch.org?04C/USA/usa.html.

Brunelli, L.M. (2014). What is multilevel marketing? Retrieved September 16, 2014,
from http://workathomemoms.about.com/od/runningahomebusiness/g/multi-
level-marketing.htm.

Brunelli, L.M. (2014). What is a pyramid scheme? Retrieved September 16, 2014,
from http://workathomemoms.about.com/od/workathomescams/g/pyramid_scheme.htm

Brunelli, L.M. (2014). What does downline mean? Retrieved September 16, 2014,

from http://workathomemoms.about.com/od/runningahomebusiness/g/downline.htm

Brunelli, L.M. (2014). What does upline mean? Retrieved September 16, 2014,

from http://workathomemoms.about.com/od/runningahomebusiness/g/upline.htm

Brunelli, L.M. (2014). What is a MLM distributor? Retrieved September 16, 2014,

from http://workathomemoms.about.com/od/directsalesbusinessinfo/g/MLM Distributor.htm

Burks, G. (2014). What is network marketing?Retrieved on October 27, 2014, from
http://www.network-marketing-works.com/whatisit.htm.

Business dictionary.(Undated). Definition: product knowledge. Retrieved on
November 07, 2014, from
http://www.businessdictionary.com/definition/product-knowledge.html.

Cambridge Dictionary.(Undated). Definition: customer relations. Retrieved on
November 07, 2014, from http://dictionary.cambridge.org/dictionary/business-
english/customer-relations.

Direct Selling Association. (2014). What is direct selling? Retrieved on 27 October
2014, from http://www.directselling411.com/about-direct-selling/

Direct Selling Association of Malaysia.(2010).What is direct selling? Retrieved on 4
July 2014, from www.dsam.org.my/dsam/industry/

Edralin, D.M. (2004). Training: A strategic HRM function. De La Salle University -
College of Business and Economics Center for Business and Economics
Research and Development Notes on business education, vol. 7, no. 4. July-
August 2004.

Heathfield, S.M. (2014). Recruitment.About money.Retrieved on November 07,
2014, from http://humanresources.about.com/od/glossaryr/g/recruitment.htm.




POLYTECHNIC UNIVERSITY OF THE PHILIPPINES

209

Hui, K. C. (2006). Relationship marketing: is it a paradigm shift?Retrieved August
16, 2014, from http://kchui.com/articles/Relationship_Marketing Paradigm_Shift.pdf.

Investopedia.(Undated). Definition: distribution network. Retrieved on November
07, 2014, from http://www.investopedia.com/terms/d/distribution-network.asp.

Sandilands, T. (Undated). Definition of retail marketing.Retrieved on November 07,
2014, from http://smallbusiness.chron.com/definition-retail-marketing-
40196.html.

Secondary School.(2014). Secondary school.RetrievedSeptember 16, 2014,
fromhttp://en.wikipedia.org/wiki/Secondary school.

Singapore Examinations and Assessment Board.(2014). GCE A-level general
information.Retrieved August 16, 2014,
fromhttp://www.seab.gov.sg/al evel/generallnfo.html
[http://en.wikipedia.org/wiki/A-level.

The Economic Times.(Undated).Definition of 'sales promotion'.Retrieved on
November 07, 2014, from
http://economictimes.indiatimes.com/definition/Sales-Promotion.

thefreedictionary.com. (2014).Polytechnic.Retrieved September 16, 2014,
fromhttp://www.thefreedictionary.com/polytechnic.

E. Dissertations and Theses

Delgado, H. (2000). The impact of the recruiting and training practices on the
satisfaction and success in the network marketing distribution channel. (Order
No. 9956514, University of Sarasota). ProQuest Dissertations and Theses, ,
167-167 p. Retrieved on September 21, 2013, retrieved from
http://search.proquest.com/docview/304655634?accountid=33478.
(304655634).

F. Other Resources

Aguilar, C. (2010). Culture building training. HR Summit 2010, Ortigas, Pasig City,
Philippines




POLYTECHNIC UNIVERSITY OF THE PHILIPPINES

210

Hernandez, B. (2010).Innovations in recruitment and talent management.HR
Summit 2010,0rtigas, Pasig City, Philippines

Montenegro, H. (2010). Recruitment beyond HR. HR Summit 2010,0rtigas, Pasig
City, Philippines

Robles, A. (2010).Evolving values affecting employee behavior in
organizations.HR Summit 2010,0rtigas, Pasig City, Philippines

Rebustillo, Jesse. (2010). EQ for recruiters.HR Summit 2010,0rtigas, Pasig City,
Philippines




POLYTECHNIC UNIVERSITY OF THE PHILIPPINES

214

Appendix 1 : Request Letter to Pretest the Survey Questionnaire

September |, 2014

Addressee

Dear Mr./Ms.,

| am a candidate for Doctor in Business Administration (DBA) at the Polytechnic
University of the Philippines, currently conducting a study on my dissertation
entitted “The Recruitment and Training Practices of a Health and Beauty
Network Marketing Company in Singapore” in partial fulfillment of the program’s
requirements.

In this regard, may | request your esteemed country of operations as my pilot
respondent to pre-test and complete the Survey Questionnaire (available at
https://tinyurl.com/networkingmarketingsurvey) which will gather information and/or
data that | need to complete my study. Rest assured that all data obtained will be
used solely for academic purposes and that the identity of the respondents will be
kept in utmost confidentiality. You may wish to contact me at my mobile nhumber
093 9906 3278 or email at georgene. ang@gmail.com.

Thank you very much for your kind assistance and cooperation.

Sincerely yours,

ATHENA GEORGENE UY ANG
Researcher
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Appendix 1 : Request Letter to Complete the Survey Questionnaire

September |, 2014

Addressee

Dear Mr./Ms.,

| am a candidate for Doctor in Business Administration (DBA) at the Polytechnic
University of the Philippines, currently conducting a study on my dissertation
entitted “The Recruitment and Training Practices of a Health and Beauty
Network Marketing Company in Singapore” in partial fulfillment of the program’s
requirements.

In this regard, may | request your esteemed institution to participate in my study by
completing the Survey Questionnaire (available at https://tinyurl.com/
networkingmarketingsurvey) which will gather information and/or data that | need
to complete my study. Rest assured that all data obtained will be used solely for
academic purposes and that the identity of the respondents will be kept in utmost
confidentiality. You may wish to contact me at my mobile number 093 9906 3278
or email at georgene. ang@gmail.com.

Thank you very much for your kind assistance and cooperation.

Sincerely yours,

ATHENA GEORGENE UY ANG
Researcher
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Appendix 3 : Survey Questionnaire

PART 1: PROFILE OF THE RESPONDENT

1. Age”

o » Below 30 years old

o > 30 - 39 years old

o L 40 - 49 years old

o L 50 - 59 years old

o L 60 years old and above
2. Gender*

. K Male

o C Female

3. Civil Status *

o L Single

o L Married

o L Widow/er

o L Legally Separated / Divorced
4. Highest level of formal education *

o L Secondary School or Less

- BAlLevel

o L Polytechnic Diploma

o L Bachelor’s Degree

o L Graduate School

o C Other:

5. Is your network marketing business your main source of income? *
o L Yes
o C No
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. What is your average monthly income from your network marketing
business? *

e Below $500

o L Between $501 and $1,000

> L Between $1,001 and $5,000
> K Between $5,001 and $10,000
> B Over $10,000

. How long have you been a network marketing distributor? *

o L Less than 1 year

o L Between 1 and 3 years
o L Between 3 and 5 years
o L Between 5 and 10 years
o L Over 10 years

. How did you get interested in becoming a network marketing
distributor? *

e

o a friend or relative talked to me about this business opportunity
o L a co-worker explained this business opportunity to me
o L a friend, relative or co-worker introduced me to his/her upline who

talked to me about this business opportunity

o C Other:

. If contacted by a person, how were you initially approached? *

o L by telephone
o C by letter
o L by email
o L in person
e

o Other:
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10. Did you sign up as a participant in the network marketing program
before you attended a Business Opportunity Meeting or group
presentation? *

oEYes
OENO

11. What was the key element of the program that most interested
you before becoming a network marketing distributor? *

o L the amount of money that you could make (financial

independence)

e

o the relatively easy way of making money

o L the flexibility of the working hours

o L the testimony of other successful distributors

o C Other:

12.  Which of the following training have you attended? *
o & Product Training

Regional Convention

Team Training

Monthly Executive Meetings

Star College

[ I R I

o None of the trainings conducted by the company
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PART 2: EVALUATION OF THE RECRUITMENT AND TRAINING

PRACTICES OF THE HEALTH & BEAUTY NETWORK
MARKETING COMPANY

Please use the seven (7) likert scale below to guide you in your response of
the following questions:

Option

_~NWwWhkhoo N

=>
=>
=>
=>
=>
=>
=>
=>

Interpretation => Percentage (%)
Strongly agree =>91% - 100%
Moderately agree =>81% - 90%
Slightly agree =>71% - 80%
Neither agree or disagree =>61% - 70%
Slightly disagree =>51% - 60%
Moderately disagree =>41% — 50%
Strongly disagree =>31% — 40%

1. | felt comfortable with the way the person who originally approached
me about the network marketing business. *

o

o

O

e

ooonnan
- N W A~ oo

7

=>Strongly agree =>91% - 100%

=> Moderately agree =>81% - 90%
=> Slightly agree =>71% - 80%
=> Neither agree or disagree => 61% - 70%
=>Slightly disagree =>51% - 60%
=> Moderately disagree =>41% — 50%
=> Strongly disagree =>31% — 40%

2. 1 did not feel any pressure from the person who originally talked to
me about the network marketing business. *

o

o

o

C

ooononn

7

- N W ~h 00 O

=>Strongly agree =>91% - 100%

=> Moderately agree =>81% - 90%
=> Slightly agree =>71% - 80%
=> Neither agree or disagree => 61% - 70%
=> Slightly disagree =>51% - 60%
=> Moderately disagree =>41% — 50%

=> Strongly disagree =>31% — 40%
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3.

| was provided with the relevant information about the network
marketing business before signing up as a distributor. *

e

o 7 =>Strongly agree =>91% - 100%
o L 6 => Moderately agree =>81% - 90%
- B 5  =>slightly agree => 71% - 80%
o L 4 => Neither agree or disagree => 61% - 70%
o L 3 => Slightly disagree =>51% - 60%
o L 2 => Moderately disagree =>41% — 50%
o L 1 => Strongly disagree =>31% — 40%

| feel very positive about recruiting friends, relatives, neighbors, and
co-workers for my network marketing business. *

C

o 7 =>Strongly agree =>91% - 100%
o L 6 => Moderately agree =>81% - 90%
- B 5 = glightly agree => 71% - 80%
o L 4 => Neither agree or disagree => 61% - 70%
o B 3 =>glightly disagree => 51% - 60%
o L 2 => Moderately disagree =>41% — 50%
By => Strongly disagree =>31% — 40%

It has been easy for me to recruit friends, relatives, neighbors, and
co-workers. *

C

o 7 =>Strongly agree =>91% - 100%
o L 6 => Moderately agree =>81% - 90%
o C 5 => Slightly agree =>71% - 80%
o L 4 => Neither agree or disagree => 61% - 70%
o L 3 => Slightly disagree =>51% - 60%
o L 2 => Moderately disagree =>41% — 50%
o L 1 => Strongly disagree =>31% — 40%
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6.

| feel that | have received the necessary amount of training from the

network marketing company. *

o

O

o

| think the training has helped me to achieve success as a network

e

Oooononn

7

6
5
4
3
2
1

=>Strongly agree
=>81% - 90%
=>71% - 80%
=> Neither agree or disagree => 61% - 70%
=>51% - 60%
=>41% — 50%
=>31% — 40%

=> Moderately agree
=> Slightly agree

=> Slightly disagree
=> Moderately disagree

=> Strongly disagree

marketing distributor. *

o

o

O

In my opinion | was very well motivated after attending the training
sessions. *

o

o

C

Oooononn

C

ooonnaon

7

6
5
4
3
2
1

7

6
5
4
3
2
1

=>Strongly agree
=>81% - 90%
=>71% - 80%
=> Neither agree or disagree => 61% - 70%
=>51% - 60%
=>41% — 50%
=>31% — 40%

=> Moderately agree

=> Slightly agree

=> Slightly disagree
=> Moderately disagree

=> Strongly disagree

=>Strongly agree
=>81% - 90%
=>71% - 80%
=> Neither agree or disagree => 61% - 70%
=>51% - 60%
=>41% — 50%
=>31% — 40%

=> Moderately agree

=> Slightly agree

=> Slightly disagree
=> Moderately disagree

=> Strongly disagree

=>91% - 100%

=>91% - 100%

=>91% - 100%
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10. In my opinion, my instructors were well prepared for the training. *

1.

The training made me feel very motivated and positive about the

network marketing business. *

o

O

o

o

o

O

| think the training addressed the important issues related to my job

e

Oooononn

@

ooonnanon

7

6
5
4
3
2
1

7

6
5
4
3
2
1

=>91% - 100%
=>81% - 90%
=>71% - 80%
=> Neither agree or disagree => 61% - 70%
=>51% - 60%
=>41% — 50%
=>31% — 40%

=> Strongly agree
=> Moderately agree
=> Slightly agree

=> Slightly disagree
=> Moderately disagree

=> Strongly disagree

=>91% - 100%
=>81% - 90%
=>71% - 80%
=> Neither agree or disagree => 61% - 70%
=>51% - 60%
=>41% — 50%
=>31% — 40%

=> Strongly agree
=> Moderately agree

=> Slightly agree

=> Slightly disagree
=> Moderately disagree

=> Strongly disagree

as a network marketing distributor. *

o

o

o

e

oononnnon

7

6
5
4
3
2
1

=>91% - 100%
=>81% - 90%
=>71% - 80%
=> Neither agree or disagree => 61% - 70%
=>51% - 60%
=>41% — 50%
=>31% — 40%

=> Strongly agree
=> Moderately agree

=> Slightly agree

=> Slightly disagree
=> Moderately disagree

=> Strongly disagree
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PART 3: LEVEL OF SATISFACTION OF RESPONDENTS ON THE

RECRUITMENT AND TRAINING PRACTICES OF THE HEALTH
AND BEAUTY NETWORK MARKETING COMPANY

Please use the seven (7) likert scale below to guide you in your response of
the following questions:

Option

_~NWwWhkhoo N

=>
=>
=>
=>
=>
=>
=>
=>

Interpretation => Percentage (%)
Strongly agree =>91% - 100%
Moderately agree =>81% - 90%
Slightly agree =>71% - 80%
Neither agree or disagree =>61% - 70%
Slightly disagree =>51% - 60%
Moderately disagree =>41% — 50%
Strongly disagree =>31% — 40%

12. | feel the actual amount of work required to be successful is about

the same as the amount of work | was told would be required before |

signed up as a network marketing distributor. *

O

o

o

o

o

o

O

e

OoOn0nan
- N WA OO

e

7

=> Strongly agree =>91% - 100%

=> Moderately agree =>81% - 90%
=> Slightly agree =>71% - 80%
=> Neither agree or disagree => 61% - 70%
=> Slightly disagree =>51% - 60%
=> Moderately disagree =>41% — 50%
=> Strongly disagree =>31% — 40%

13. | feel | have achieved the degree of financial independence |
expected before | signed up as a network marketing distributor. *

o

o

O

C

ooonanan
AN WA OO N

=> Strongly agree =>91% - 100%

=> Moderately agree =>81% - 90%
=> Slightly agree =>71% - 80%
=> Neither agree or disagree => 61% - 70%
=> Slightly disagree =>51% - 60%
=> Moderately disagree =>41% — 50%

=> Strongly disagree =>31% — 40%
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14. | think that the working conditions (amount of time spent training,

upline support, etc.) help to achieve success. *

o

(¢]

o

15. | think that there are excellent rewards for those who work as

e

Oooononn

7

6
5
4
3
2
1

=>91% - 100%
=>81% - 90%
=>71% - 80%
=> Neither agree or disagree => 61% - 70%
=>51% - 60%
=>41% — 50%
=>31% — 40%

=> Strongly agree
=> Moderately agree
=> Slightly agree

=> Slightly disagree
=> Moderately disagree

=> Strongly disagree

network marketing distributors in the company. *

o

o

O

16. | feel that am being paid a fair amount of money for the amount of
work that | do as a distributor in this network marketing company. *

o

o

o

C

Oooononn

C

ooonnaon

7

6
5
4
3
2
1

7

6
5
4
3
2
1

=>91% - 100%
=>81% - 90%
=>71% - 80%
=> Neither agree or disagree => 61% - 70%
=>51% - 60%
=>41% — 50%
=>31% — 40%

=> Strongly agree
=> Moderately agree

=> Slightly agree

=> Slightly disagree
=> Moderately disagree

=> Strongly disagree

=>91% - 100%
=>81% - 90%
=>71% - 80%
=> Neither agree or disagree => 61% - 70%
=>51% - 60%
=>41% — 50%
=>31% — 40%

=> Strongly agree
=> Moderately agree

=> Slightly agree

=> Slightly disagree
=> Moderately disagree

=> Strongly disagree
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17. 1 am very satisfied with the compensation | receive from my network
marketing business. *

o C 7 => Strongly agree =>91% - 100%
o L 6 => Moderately agree =>81% - 90%
- B 5  =>slightly agree => 71% - 80%
o L 4 => Neither agree or disagree => 61% - 70%
o L 3 => Slightly disagree =>51% - 60%
o L 2 => Moderately disagree =>41% — 50%
o L 1 => Strongly disagree =>31% — 40%

18. | am satisfied with the opportunity for advancement in this network
marketing company. *

. By => Strongly agree =>91% - 100%
o L 6 => Moderately agree =>81% - 90%
- B 5 = glightly agree => 71% - 80%
o L 4 => Neither agree or disagree => 61% - 70%
o B 3 = Slightly disagree => 51% - 60%
o L 2 => Moderately disagree =>41% — 50%
By => Strongly disagree =>31% — 40%

19. | think that my upline is competent in the job he/she is doing. *

]

o 7 => Strongly agree =>91% - 100%
o » 6 => Moderately agree =>81% - 90%
- B 5  =>Slightly agree => 71% - 80%
o L 4 => Neither agree or disagree => 61% - 70%
- B 3 = slightly disagree => 51% - 60%
o L 2 => Moderately disagree =>41% — 50%
o L 1 => Strongly disagree =>31% — 40%
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20. In my opinion, my upline is always in the best disposition of helping

21.

22,

his/her downline. *
-

o 7 => Strongly agree =>91% - 100%
o L 6 => Moderately agree =>81% - 90%
- B 5  =>slightly agree => 71% - 80%
o L 4 => Neither agree or disagree => 61% - 70%
o L 3 => Slightly disagree =>51% - 60%
o L 2 => Moderately disagree =>41% — 50%
o L 1 => Strongly disagree =>31% — 40%

My upline always shows interest in the concerns and needs of
his/her downline. *

C

o 7 => Strongly agree =>91% - 100%
o L 6 => Moderately agree =>81% - 90%
- B 5 = gSlightly agree => 71% - 80%
o L 4 => Neither agree or disagree => 61% - 70%
o B 3 = Slightly disagree => 51% - 60%
o L 2 => Moderately disagree =>41% — 50%
By => Strongly disagree =>31% — 40%

The network marketing company always shows interest in the
concerns and needs of its distributors. *

C

o 7 => Strongly agree =>91% - 100%
o L 6 => Moderately agree =>81% - 90%
o C 5 => Slightly agree =>71% - 80%
o L 4 => Neither agree or disagree => 61% - 70%
o L 3 => Slightly disagree =>51% - 60%
o L 2 => Moderately disagree =>41% — 50%
o L 1 => Strongly disagree =>31% — 40%
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23. | feel a sense of pride in doing my job as a network marketing
distributor. *

24. | feel my job as a network marketing distributor is enjoyable. *

25.

o

O

o

o

o

O

| feel my job as a network marketing distributor is meaningful. *

o

o

o

e

Oooononn

@

ooonnanon

M

Oonoononn

7

6
5
4
3
2
1

7

6
5
4
3
2
1

7

6
5
4
3
2
1

=>91% - 100%
=>81% - 90%
=>71% - 80%
=> Neither agree or disagree => 61% - 70%
=>51% - 60%
=>41% — 50%
=>31% — 40%

=> Strongly agree
=> Moderately agree
=> Slightly agree

=> Slightly disagree
=> Moderately disagree

=> Strongly disagree

=>91% - 100%
=>81% - 90%
=>71% - 80%
=> Neither agree or disagree => 61% - 70%
=>51% - 60%
=>41% — 50%
=>31% — 40%

=> Strongly agree
=> Moderately agree

=> Slightly agree

=> Slightly disagree
=> Moderately disagree

=> Strongly disagree

=>91% - 100%
=>81% - 90%
=>71% - 80%
=> Neither agree or disagree => 61% - 70%
=>51% - 60%
=>41% — 50%
=>31% — 40%

=> Strongly agree
=> Moderately agree

=> Slightly agree

=> Slightly disagree
=> Moderately disagree

=> Strongly disagree
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26. | rate my network marketing business opportunity as very
satisfactory. *

o C 7 => Strongly agree =>91% - 100%
o L 6 => Moderately agree =>81% - 90%
- B 5  =>slightly agree => 71% - 80%
o L 4 => Neither agree or disagree => 61% - 70%
o L 3 => Slightly disagree =>51% - 60%
B => Moderately disagree =>41% — 50%
o L 1 => Strongly disagree =>31% — 40%
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PART 5: PROBLEMS ENCOUNTERED BY THE RESPONDENTS

Kindly list the problems you encountered as a networking marketing
distributor:

1 Product knowledge:

2 Pricing:

3 Selling and Sales Promotion:
4 Distribution Network:

5 Customer Relationships:

6 Recruiting of distributors:

7 Training:

8 Others, please specify:
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Appendix 4 : Sample Recommended Programs

Program Title
Fostering the Culture of Commitment in a Network Marketing Business

General Objective

To develop a culture of leadership and commitment to organization and its
vision/mission through instilling participative brainstorming, decision-making, and
action-planning techniques in carrying out tasks. Distributors/trainers are expected
toswiftlytake to closure on matters to which they feel a sense of personal
responsibility for success in the network marketing business. This technique can
be used whenever distributors/trainers need to build commitment for a noteworthy
change in the process.

Specific Objectives

This program will build the following specific skills of the distributors/trainers:

1. Effectively communicating key strategic goals of or changes in the
organization.

2. Helping other distributors identify the relevance of the organizational vision,
mission, goals and changes, in helping them achieve their own individual
goals.

3. Brainstorming on ideas the team can put into operation to support the
strategies of the organization.

4. Identifying which keyinitiatives should be prioritized and members should
commit to in order to further promote the image of the organization.

Target Audience
Distributors who need to completely understand the value of building commitment
and passion to the organization’s existence.

Venue
TBA

Length
One day
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Program Title
Selling Techniques 1.0

General Objective

Given the toughness of being in the sales job and with the kind of economy we are
currently in, competition in the market place just keeps getting more challenging.
Moreso, being in the network marketing business, the challenges are multiplied
provided the issues hounding this kind of business model due to scams and
pyramiding schemes. Hence, this rigorous, highly interactive two-day introduction
to the art of selling will prepare new distributors with the tools and techniques
necessary to accomplish sales success and pick up performance.

Specific Objectives

This program will endeavor to provide distributors/trainers be able to:
Recognize the behaviors and skills of sales achievers.

Understand the different types of selling models.

Take advantage if the customer-centered selling approach to offer value.
Value the significance of relationship management in building an excellent
network.

Explore the key elements of the sales structure.

Learn closing techniques to produce the business

Appreciate prospecting basics and be able to conduct a sales call.

Put into an action plan on how to carry out the selling strategies learned.

PON=

O N O

Target Audience
New distributors who need to learn the basics of selling specifically in the network
marketing industry.

Venue
TBA

Length
Two days
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Senior Financial Consultant
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Polytechnic University of the Philippines
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Undergraduate:
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Financial Consultant
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Organizer andRecognition

Co-Organizer May 1, 2014
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