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Abstract : In the present digital age, today's customers explore various channels before finalizing a purchase, with abundant
options and information at their disposal. Despite this, there is a strong digital interconnectedness. With just a few mouse
clicks, customers can gather comprehensive information about a product, free from the influence of a salesperson. Salespeople
must embrace cutting-edge technology to truly redefine the essence of selling if they are to thrive in this digital era. The
significance of customer-salesperson communication in companies is becoming increasingly evident. It prompts the inquiry of
how companies can modify or reshape their sales teams' approaches to effectively respond to evolving customer preferences
and effectively manage external shifts, all in pursuit of sustaining and expanding their enterprises. Research highlights that
digital and intercultural skills are the latest competencies sought by customers from salespeople in today's fast-paced world
prior to making purchases of products and services. This study seeks to examine the pivotal influences of these salesperson
skills  in  achieving  customer  satisfaction.  The  research  design  encompasses  the  analysis  of  descriptive  statistics  and
quantitative  data  through  a  regression  model.  Data  were  gathered  from  an  online  convenience  survey  involving  260
respondents who are customers of an air express service provider in Thailand and who engage with salespeople in a traditional
manner. The findings underscore that intercultural skills have a substantial impact on customer satisfaction in the digital era,
particularly concerning adaptability, foreign language proficiency, active listening, and empathy skills. Organizations should
focus on nurturing beneficial habits among their salespeople; since it signifies this effort, it should extend beyond just the
frontline but should extend to encompass backline units and high-level management, ensuring that everyone possesses the
same customer-oriented skills. The conclusions drawn from this research provide valuable insights, affirming that digital and
intercultural  skills  can  empower  organizations  to  optimize  their  workforce's  competencies,  thereby  achieving  customer
satisfaction in the digital age.
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