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Abstract

To enter the new sarvice era, customer
stifaction can no longer guaanty a
company’ s superior dsatus.  The trend for

now is to seek for “three win service sirategy” .

These three factors are customer, employee,
and employer saidfaction.  Therefore, this
study focused on how to obtain these three
gods for the department stores. This research
employed questionnaire to collect information
such as training method, training materid, and
computerization on traning for the large
department stores in - Taiwan. For the
information collected in this research, some
datistical methods were employed to andyze
the factors on salesperson training.

In addition to the factors that influence the
qudity of the sdes traning were discussed, a
computer managed indruction sysem is
designed to enhance the training process. The
god is to train the slesperson that meets the
requirements of customers.
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