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Effective factors to satisfy carpet distributers using Kano model

M. Abooie, M. Samadi Darafshani
ABSTRACT

Today, one of the principal concerns of the organizations and their management is and determining the
level of customer's satisfaction. Since distributors have a determining role in sales promotion of a product,
the purpose of this paper is to identify the motivational factors and their needs to satisfy the carpet
distributors. Thus, the behavior of carpet manufacturers are being watched and analyzed from the
distributor's point of view using the Kano model. By examining these factors, not only essential or
motivational factors that are necessary for a carpet manufacturer is determined to increase sales, but also
final customer buying behavior will be greatly impressed. This research is a descriptive and analytic study
that determines and prioritizes the motivational factors in carpet distributors based on Kano model in
partnership with carpet distributors in the city of Yazd. Data collected from questionnaires and then the
coefficients of satisfaction and dissatisfaction were analyzed using Kano table.
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