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Abstract : Direct Selling (DS) is the sale of a consumer product or service,
person-to-person. It is critical for the DS industry to obtain customer satisfaction
and to retain customer loyalty. Thus, it is very important for the DS industry to
find out the need of customer, to provide complete personalized service and to
develop the potential market. This study used the statistical methods of Factor
Analysis, Pearson Correlation Analysis and Two-Way ANOVA Analysis to probe
the relationship between customer satisfaction and loyalty by introducing user
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types, demographic characteristics and perceived value as the moderator variables
to clarify their relationship. The result.indicates that customer satisfaction is
significantly and positively associated with customer loyalty. The user types,
demographic characteristics and perceived value variables affect the relationship
between customer satisfaction and customer loyalty.

Key Words : Customer Satisfaction, Customer Loyalty, Perceived Value, Direct
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B 100 WEE) BITBRERMABEEREANTERAL AMERANKE
B BREZRABERER T REEHREXIBEERE  EARESL -

BEERENVEALAFABABRSHLEABEHSETSLLETHRZ -

Zeithaml et al.(1996)iR B A MR E RELBETAMO S @R EEEB &
OB EESABLE - BESNHEE BBBANRE -

GALE  ARERABELRERLEASAEAZERE  ABAHE S
KB EEITE  FHEEAEARRGCUEARISGANIHBEEAL R
%o B a A eREEBE A S - IRE 24T A (Selnes, 1993) - H45F 458
CEEBEGRTADYOEE B4R ERSUEHEFR » &4
Selnes(1993) ~ Jones & Sasser(1995) ~ HARZ (19952 M AN A » kS it
BEUEBEER NHEE BRELRBESERS  SXE2YERY
FHYEEXBESRELBEERENM A %45 6 - A PABERGG
BHEBRA-FXAEREEHNELNHEERE) NHELEG A AHEHR
NHEBLRA)E 2 BAFE A4S MME - R EEREHRA
Likert 89 Z B RE # | BREATIHFERBE 2 5 BREATIFEEHRE -
BFP 1S5 5o BBEEEREZIEE -

323 EHEREREHRY

HYARBRAERRT AT NI ZHH AR KT E THAESH
(HsEA > FaBRRBR—BEAL  REAYHKREMZBHERE &
HBUBEES - HEEALAXY TEENAYH  ARFAEERAEX T
ERHESH, R EIEREABENEETRAREFLEE(REHEE R
89)c A E B U HEN 2 HEESERE KA EZH S Ky
BESEERBRERZTEAER 4 1 BFE IO HEESHU
“UNRN B E = SARE R o
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324 AEE SR

HYARERFAUBE AN EE  SRIIFARAXBRERUALHER
% #RFTBARGSEL FHARBRABELAS  ZRTRBRS
W48 75 & B €455 15 K % B (Peterson et al., 1989; Barnowe & McNabb, 1992;
Wotruba & Pribova, 1996) - MiRIERFH S (RIAER A ¢ MEHHE
SERAFRRRALHRCEERS 258 G - 2EFGRIEHEE
R RRRAEACFE AT GO ETF LR ~ F# - BERI R BB
¥ F.38 $L 75 4 # Barnowe & McNabb(1992)#2Peterson et al.(1989) Bl 7 H 4% &
BHELEERARAYMBAREERE HF 5 MFE -

325 B BHE

ARARBE R B BEEAUMAEEE R BURN AT REREZZEES
EE BBERBRERMZTHEYE dRAEARARNSLEHD TEE
WERRE  EHFEEEESRANAT(Goit s  BE 742 %)
Bbsn TRE W EYATAR  ® T EEARS ) RSAHERERE
®BEHY EEE B2 —Bamowe & McNabb, 1992; Wotruba & Pribova,
1996, RAFH %, R8Y) ' AR AL EBENEEL  BUAEALHE A4
Bt BENRFAAHSTREL  EEFH0ENEZELRELE
(Zeithaml, 1988) » BP A X TR R 2o BA(ERAFEHERE - &
HEE - ¥BEES W EESGHEAY T R&BME AHEME REMER
3.k 3] A Petrick & Backman(2002) & Dodds & Krishnan(1991)z & % - sb¥i4y
BB B RERA Likert 4 ABRE # 1 BREATHFFRABE I E 5 BR
ZTEFRE T 15 o A+ ERE2HE £4 4 BPE- 2
REBETFRLEON TEFRE, F AMERZIELZLAZLEEL R2
R A&k BB -

3.3 R

AR R o BRI AT AR B BRI AR > RS
BRFTEFNE S S MFENNEREREGHA REXMEATRE
BERFERK - AARAZTALRIS BN ABEREE =
W hBEESRE  FZHNALEEME  FulfRAAnEYT FEHY
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A1 ARARBRMEBIRERTLAAHETLRE

# Ik ® PEL L e
LESR L) 2.2 %ARA2) 1.Bitner & Booms(1981)
o SIAEHAE) LB R '
BEREE s haa () 6OEERBRQ) Toqmioo
7.8 P (4 B WRFQ) '
1AM ERQ) 1.Selnes(1993)
e 2ABHEEQ) 2.Jones & Sasser(1995)
BELRE ; munar) 3.8 4 2 (1995)
4.3 % ho R (1) 4.1R735 ~ ¥ 8 %(1999)
;%Zgﬁf%%%#ﬁﬁ“) 1.Dodds et al.(1991)
ﬁ%@ﬁ5;$éﬁm 2. Sirdeshmukh et al.(2002)
. . A .
485 BB
1.4 5(1) 2.4#5(1)
ATHE SHEBEQD  4ARQD Yoo aliogay D
54648 3 (1) ' '
Lo LEEREHH - HERNESE - 1LRER - THH(RSEY)
3 ]
RAFBE g mw2q) |

() NEFAEBEER

3.4 Ak

ARENEHERERLAAER G BHORERARAMAREES
K ATHIWERGREN > NEBPEARHTHMARBEIXRALETH -
HEMAETH GREHTREASGELERERBENBEER  RHARE
LER  AEAHGNNERBEERMOMAGESBEN > DLEMAELBES
N REFBUMAYESE A RELERE HERNTRAES W 2TS RHE D
AP  RERXHG0ZXNHBEHRARBE AU BE T+ RE4HD
HE BRISH (BRIMABBERLEYRREEZERE) £8H 600
Hr% e EBREAFTE > BRTHREEAB LA S P o@EEs  THEL
EHHF I E(GAIS) . M ARFUEELEEFH4MR JavaZ X » REWH
FHBELRABAREUEHEL  ASEGMEAL T 2o A RKEHRN
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o ATHGEEUAN T EABELE R T2 EZEY ) ERAERS
PR T HEBN— A E R E o

HEFNSREBEH N ER  BRNHERBEFEHFLEHYHATF
¥UEHH - A REULGARER  E—RIFEAHFHAR > E4HR
Ryl ~ R BEMMA  EBREABRRTLER(RFHEFE - 2000) > v bR
AR B GHMEETES L FEED—RAFEREREBR S (0K 2
Fiom o A 121 AT 0 B DBHRBEN—KERZGHEAR)BE AR
ERMAS  AHEBPMENBRATURARFHET  —REAHESER
HHRABD T -

4. HRERTH

4.1 M B EKEH

ERE3BERRAHDNABERENR  RAKLSOAEH L AFA
BENBREVHEL LA ARAREEZELME > A A 321 (M
BEEABARBAE N HREREL) @R EF B AREREES 115
(B Fodo & 2 RR) ©

R2MEBREOKREL
BEF R
A 8 SR wm A PN
HAE 600 - 600
B AR A 338 142 480
1 e A5 56% - -
Y HEA 205 28 233
— SR E A 110 93 203
AR 315 121 436

42 HAERMRE

BB g A AL RN S RERES XA RF QA BT
ERTF ANOVA 4o #f » B RBEFARERALLATAOFREZLE Bk
THRBHERAG AL —H > ARES Mok 3 A5 ¢
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R3IWMBEPMAAEFTPMARAIZRANRE

WA
R E F#& P&
BEHEE 0.29 0.83
BEBRE 0.66 0.58
] 0.72 0.54
S0 BB 1E 0.53 0.66

4.3 EERBE >

A B % # A Cronbach’s a4 H B 2 R K » & X4 6 Numnally (1978)
$2 Churchill & Peter(1984)7 32 3 0915 B 4% % » Bp Cronbach’s o {8 £V &AM
0.5 BERFEAN 0.7 HIEERE - BRBRER L 4 g AEEREE
Chronbach’s o f& & 0.7505 £ 09017 » 35:E0.704 k£ » T E LS EF— &K
MAAETHIHEEAN -

RARXFREBBEEM
HEES HERY Cronbach’s a &
EREBESEE 9 0.902
BERBRE 6 0.751
o B AR 4 0.702

MAXES ARG SRNEHEXALTBHARFR » BLR HRF
RAFEGREATHURAMARKE  BEKETREUEE - AARFH
FRORHRSERMXBROELR > MAEAREEARAR > KREETZAN
BEREREZARERD T  RE-ZHRNEKE °

44 EHSHE I

AARUAESMEREREEBONEIEHGE L BUKHEHEE
BESETEZEIEHGRAE RERAMNBESN  HEEAMBERITRE S
Mo BREEEELSRE - ABHELSNEE > ARIBETROME &M
BEREBEE LRk 5 AT - ST X BRI 2 774K Hair, Anderson,
Tatham & Black(1995)z # 3% 3t F A F =8 ()& B & 2 45414 (Eigenvalue)
BAF 10 QUE A% & sk (Varimax) e #2242 - BB % & f7 F(Factor
Loading) Z B #HEAN 05 H Q)R BEFEMELAN O3 H -k S hoPh
HYERFERAEFHEENEIZAZARESLHBE - ARETRRFAAS A
BR ABRBREIGAREEEE - FASHEREE > EN0REEY DA
BERE—BF 244 A%HEME-
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kS EAAREBSRETHM

# & BEas A 7R A AHAES R E(%)
AmiE 5 4635 51.505%
BEHRER &R 2 1.645 69.781%
SEER 2 1.076 81.739%
. HEME 4 2.641 44.013%
RELRR ST iE 2 1.167 63.469%
4 2.574 64.334%

s R BME EREE

4.5 B RSB ZABM

AHHEMEGBERITHEOV » UBEL S A% E - Bk 6
fo HEIEASEREZBESLEEABEEREREARMN  LEBEEARE
(r=0.442,p<0.01) » P ZEEHREENEAL HNEAHFERTRHBEARS

MABRESHRE  HBRX H AL - £AEHERGEAL IR EEREEE
WEF @ BHARA 0467 ZRBEF EARMAZEEKRE BrHESER
ERAHE2Z R BREARBELERE T @A A E G 8 4% @=0.467, p<0.01)
(Sirdeshmukh, 2002) -

k6 &MREBHEZBHER

BESEE % & BERWE
BEAEE 1.00
Eh iR 0.548** 1.00
BMELRWE 0.442%* 0.467%* 1.00

1M & p<0.0]

46 ESERBEREERBESREZIY Qg—uﬁiﬂ ERUR
FHBR

BALRA  AHEARGERAEZLABEREET B OHERRRAHE
REHH>FEUVEHR> -~ REAERT) AARRARERTAGRE
AMRGHE ~ 20k R89) $HALHNEAESNIAREZRR &
RERELAHRES M ORBERITA > HlolmlEhHBEE BNIITA
% o
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27T BEREERES E A E2ZANOVAS#

FEA HER —#%
HYH HHH 1R
BEBER P31 FHEQ) PHEEE) Fla P& Scheffe
LER®E 3.853 4.110 3.488 46.882  .000 2>3>1
2.8 RIRH 3.871 4.179 3.566 35.617 .000 2>3>1
3AERR 3.929 4.179 3.630 28.19 000 2>3>1

AARU_EFEEHIN > RRZESGESBEERTEHEEZLERE
ZHEH G RELEAFBEAX AR OEREZERRAR -tk 8 448
EREE ERAFEAHBELSEE  FEBE X LKA F=3.14>P=0.000)
B 2 MBEREEAXM(ZRAERELZ ) UERAERAABA L %
BRITBEREBEEREZFHE > SEHINRZIX T4 B E BERH
A RBEESEEAR LA THABEEWE  &B%Hy BHF X -

RASEBERRBE -LRAZHRIUBELREVEZINER

$RRR S % %a(SS) BEHE 3 F 2 (MS) Ff P
BEHEEX) 2.76 3 4.25 18.85 0.000**
% A EHER(X,) 8.43 2 421 18.68 0.000%*

X; * X, 4.25 6 0.71 3.14 0.005%*

#oX 11 4.10 18.94 0.000%*

R>=0.303
MR R p<0.0l BRERZTEMHMEFRFA2L)UL  HABESS
4.5
A0 N T @0
B e T = — ERAERA

g 35 | e e
S oo FHHHHH
¥, —e A RBAHH
JBE 25 - R
2.0
2 3 4 5
BEHRER

B2 TEHEEXSEE & "TEREEAY , 2 XE4EA

ARERBESEEZPAY  BEEZREE ARE  B—FHHE
BARHEET A BASAEZRRE KE 9 PHIUEBTHER S8
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EHEETZHEREREMSIS)SNBREELEEZHER S
(M4$,ﬁ%&Eﬁ%%%g¢ﬁﬁmuwnm%$¥iﬁﬁﬁmummﬁ
— R A HEM=3.16) c —HBAGERZABRHEENFELT LEZER
ERFBEHEZE  EPYUAEHNAHE TR IM=379) » — &% A H KK
M=2.75) s AAFHBEIERRALYN  AYEEFRBRAHAHEFRAR
EEEN  HENAYBHRRFEGESELAE U EASERREBET
BB ERABASF AN EIZORRAHERNEN  AEZXCENPER
A HEBREES RAHIHOIRBUEZ/MBZIRZ  AHR
BER(FERNEGHGRBELER -

EHL FEVNESHATERESWEG e IRBLFEDE
HHHENIRBEAERRA HF RBREE) BERARTAEGEH L
MBBENIE  EHEN AT AASASNER L HEARITFNE
WE - FEVNHEGHHNNNERLE/MBENRIRE AN FEBRFETH
(K%E%Am&ﬁm&%%%i%ﬁ’ SHERKIAEGS E E BRI T 48
TAELE ZRERENSITE > BV ZLH LRGBS 0 B PHERE
BEENES R - I REAEFLEEREFERZIRE S - HE £ X
ROBBRA B RELBELEE > HAEH 2RO EBREN Bk
HRNEGRAREELNIBRERAS - B HEWMAFETHBESH LT
éwm%ﬁ@%m& HAEHNAHESL BREF—CSHRE > HEHE

“BBHETELES -

29 BENEBERERAARAELABESREZ FHARA

FEVNESH HEVEYH — Rk A A T3
BREREE 4.05(81) 3.92(107) 3.52(109) 3.81(297)
BEREHEE 3.5(32) 3.79(13) 2.75(94) 3.2(139)
Sk 3.89(113) 3.91(120) 3.16(203) (436)
() RAKAR

47 B ERBENEEHBEERREZIVE UAOBEAT
ey & |
HEASHESHARTHR ) BHEREAERALE - SFF - X

FARE W EE AR % Peterson et. al.,, 1989; Barnowe & McNabb, 1992;

Wotruba & Pribova, 1996; 438 %, B87) - AL AR ES A RBEERE
BEHBELREGMG R3S A0S T0BE Byl - £i -
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HERE - BBRAAFYEATHEEE RKA_RFREHSTRRES
FHEAABEEHBELREZREAER - BANOVAS 4 » L HEE
BEAFHATEERARE P RAEAN (R RI0FT)EFBEE(HE b4 &
B BEMEGERREEEM U A UEHN) B THEEREEARNRE
BEBEERENEZR (F=5.61 > p=0.001) - XBBEEEREFHEINEE
(B)ZRXXFH T4 BHERZBEREERERRABINZERE  RE1E
BHBELRE  BARBRAMINGEAHERIBEEATHERELER
A #AREH BAELH o B AL -

& 10 BEXRRE AUHEIHBERREVEXIHER

882 RR F F #a(SS) 8o # % Fa(MS) F{& P
BESEEX) 30.45 3 10.15 4139 0.000%*
M B(X,) 222 1 222 9.07 0.030%
X *X, 4.12 3 137 5.61 0.001%*
B X 7 5.12 20.88 0.000**

R*=0.255

MR p<0.0l* &k p<0.0S S BBREEMNAESRAFL2SINL  HEHEAS

4.00

3.50

3.00

Pl e

2.50

2.00

BEHEE

B3 TREREE, & "W, 2RLHAR

AAMRRBEREEZIFTAY > REEREET ARG E—FHHF
BARBEET > SHEAEAEZZERE  #&k 1] PHRUEBTHER > X
BAMEREEREM=BT)EHN FHEM=345) - FHERZLRBEZTR
EEBATHERERLHERFA(ENE  M=2.81" Lt M=345) Mk
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BHEEDEEBRAT  AEHOBEERELEHELE(HH - M=385" &
M M=3.82)c B RAAWRFERE—RE  AAREREREAHHE
EHEMAH dRNSHESP NN ZHHH AL MM K S $(Peterson et al.,
1989) » AR ~ 47 & 2@ (Wotruba, 1995) » 855 HHS A L EL— &
LM H EH (e REEFE) L BHFLR A 5% Ath(Merrilees & Miller,
19 RFmA"BBER HEREEZ BALLABERAFERREETX
BREMBRFENLF -

%k 11 BESEEAMNLEBREEREZ FHRKR

B & * M 358
LR EA 3.85(105) 3.82(192) 3.83(297)
RARE E R 2.81(65) 3.45(74) 3.15(139)
EXT 3.45(170) 3.71(266) (436)

() RMAREKE

48 EPERBERERUBELREIBE—ULRREAAT
R
TEE 4B  RAGEYH—BBBLEALEBEEE LAY »
RKARBRA R FELEHIN > RREZLBEHEAESEEHBEEREZR

EER bRk 12 0B BHABEEREEREHMIR IR BEKE
(F=7.27:p<0.000) h E&Z B E AL W EBARBESEENREZER

THREBEEERE  BPREHy AL -
2 12 BEREE - oRBAHBELRELEIOMER

YERR - #2(S8) BdE 3 #2(MS) Ff& P&
BEHREEX) 4.9 3 1.63 8.18 0.000%*
S0 F 1B 1E(Xy) 11.72 4 2.93 14.66  0.000**
Xi*¥X, . 10.17 7 1.45 727 0.000%*
oS 14 4.07 20.24 0.000**

R*=0.383

MR p<O.01* k p<0.05; BEEREEGMESRLA2S)NELE  HAHEAS

AL HHARRAEIBERCERRBELSRENHRS:  RERX A
EREAES(BREL SR/ SERE) - BRAAMERELBERERR -
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BERECEHTBEEAREZI S BRARHEESTHEST S REFHE -k 13
Bk GBEREERASHEREAABRIHBREEAEM=3.84)  REAZEH
EEEMAREEABRBROBEEEREM=324) - bH 4 & SHAEFHRTE
B0 B BEHBEFEREGCSMEIIO)ZBE BRBBEREER LR RAY
BEBREGC2M32DZBEER - EHERTEMRE B RMEXHHRY
BEBREZBERS ) WEERERBERSH » RRARBRESER
o HBELSREMYRATEHERER » RZAD - G Ti®w - & AH
BEHASES B BHOREEASH B EMAS ¥ %4 ¥
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i 13 BEREREARNEREBALTIBEEREFHHRE

el AL B REE T34
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() mAHARK
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B4 00 5 AR
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WBEABREIIFT AL BEFUMBLAE - AMAELAEHRE
BEBERRELEEAMAR  MABEDEHELLIRENBELEEF
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EREERw0 AR RELREANG ) ERRMERAEHSEE R0 THRELE
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Kamakura(2001), Sirdeshmukh et al.(2002) & &4 FF- % 45 R AR - BB F B 545
AARZEZLERARZZRN AL T !

1) EBTHRTERBE,) ~ "TOEEE | R TEWMBRS, RERELH
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BRUAREFERAA AR ER A" 48 %1%  EF(Anderson et al., 1993)
ALERE-—RAFGELERAEHNES AR BEEREE HS DR
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FRME)EARZOERBRE T REF -

Q) ARBEAERFHEFERYBESETERBERBRELABERY
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2000) Y E ERAE IR REAN THoEE, "HEEE, - T A
SREBRGOHERME ) "RABEAZEEE STRBR #EE
BEETHEAR  BEHBZEEBREE L §EZEH%(Sirdeshmukh et al.,
2002) MERELASHEREERSHERBENENT  €ARSWER
BRE EBRBEREET FAHoERAEAZSHK HEeABRBRMERE
WE -HLARAERAAH NI TEBALER - BAMLEARBFET &
ZFUE RANREAELN I -BERSEFDOELE W EERY
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