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Evaluation, comments, remarks and suggestions:

e | appreciate the elaboration of the current state of the knowledge and researched issues, which

were focused both on the specifics of Multi-Level Marketing (MLM) and the Ghanaian market.

e An appropriately selected combination of research methods was used. However, | would
recommend conducting personal interviews first and, based on the outcomes of the qualitative

research, proceeding with quantitative research using an online questionnaire.

e The research questions were appropriately defined and subsequently answered through the
analytical part of the thesis, resp. at the end. Due to the limitations of the primary quantitative
research, hypotheses were not formulated. Nevertheless, it is remarkable that more than 200

Tianshi Ghana distributors were successfully involved into the research.

e The project part and presented proposal demonstrate strong practical applicability, | appreciate the

author’s comprehensive and well-structured approach to its development.

e Minor formatting insufficiencies are acceptable (e. g. the design of the title page or the presence of

blank pages within the thesis text).

Questions:

e How can MLM companies balance training initiatives with other motivational strategies?
e Which key performance indicators (KPs) are most sensitive to training improvements?

e How does the quality of training specifically influence the KPIs of sales distributors in MLM

companies? Please illustrate your answer using examples of Tiens Ghana.

e |t is evident that training plays a crucial role within the MLM business model. Could you, please,

identify other factors that directly or indirectly influence distributor retention?
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