d' A Y % a g a o 4 v A Aa J
FOLIDINNIAUA UV A IS qﬂmﬂmwammmﬂizﬂummm‘ﬁmmﬂwﬂwwm%

AnuzuNnemans woelv
=S a [}
R, UNENIN dulay
Sayan IATHYANAAT U UNA

d‘ = Yy Y a
aaznssumsidsnmmsaua Nuuvdase

v o o s (R o
0.7, NYYTA IAUINA 219158NYSnEIMan
aan o a A (= 1
WA.AT. UTe WUTUAT 219159NU5 15 W
%4 )
unnaege

= A Jd a o 4 v Aa a ¢ o w
ﬂTiﬁﬂHTLi@QQﬂﬁQﬂ@]ﬂNa@ﬂmW] Usznuaia ‘ﬁu"lﬂ”lﬁllvlﬂWTﬂ,l‘Iffl 1NA (WHI1¥U)

1A 4

s A @ sA = o o Y g
TIVIAUSUNNYAITAT LGHEJ\TGL‘H?J NU@Qﬂi%ﬁﬂﬂﬂﬂ 1. LW@ﬂﬂHTﬂﬂHﬂl%V]’JvlﬂTﬂiﬂﬁiN’Qﬂf’Nﬂ

'
v AAA 1

a 9 1 a [ 4 v Aa = = a o
HAZNHANTINUBIGNA] aoNaANUNTTAUTIA 2. ﬁﬂyTﬂﬂ‘ﬂﬁ]fﬂﬂ%ﬂ@%‘ﬁwa@@@‘ﬂﬁﬂﬂﬂlﬂﬂ

o 4

Y g a [V 4 v Aa [ v Ada a 1
gﬂmmqﬂﬁqmawa@mmmﬂsxﬂummmz 3. 1N aunUsvesiledenioninane

Y 1

J a a o 4 Y a a J
Tassasegeasd waznganssuvesgni aenansmailsziudiaves 5u1n135 Inew1siss
9 9
$aia () MsAnuasiildnisiteFansiauu Anu1n1ndava1e sausudoyalag
an 9 9 S | 4 A =2 o LI '
BMId15799 Isuuvaevamasathunieds lunsany MNIquaIoe UL I

U 301 AIDYI

=)

=2 1 1 (] Il 1 = = @ a
wamsAne Iy daulnadlureeigedlueaa 36 — 451 msAnuIszaUlTyIng

9

= 9

p1FngnAIwITnIuazgninvessy Is1elamasaonas 30,001-45,000 V1N HAZA15E

= dya A o' 1 g a (% 4 v Aa 1 I
untdulagmasdindl 5,000 U1 glasAdemanduNlsziuFInveIsUIAITRY lUTEA
1 1 [ a I 4 [ 4
U1una1971940,000-80,000 110 Aol Tasdrulvafondadurilszanazauning 157
Y = o 1 dy ] 1 4
ANAT03 25 1 New Treasure+15/25 9A3 181815 NU 52919 40,000-80,000 UM Wailsy Tl
a A 9 A A A = = 9y an (%
RUANYRIYNAVVTRUAAAUNN 2 T HazlszezIaINNUANATOITFIN 300% VoINULlTznY

AaEAdIIA ANATOIQLANR 600% HALANATOITAMS NAY 900 % Voanuilsziu



v Aaa a 1 4 1 a o 4 @ a a J
adeniianinanogilasd vosgndmondadunsziuiinues 5uR15 INgW19iws

o w J I 4 Y a v 9 ' dy
1NA (UHIFU) SV IAUSHUANYAINAT Foalvny Jadedunisvusns Yevearuanie

Usziu Tadedrunszurumsldusnms tadedrumenn uaziledeilededumsduasy

a

aa [ ~ v Y [ 4 4 A [
nsaa1a Jonsnaluseavun vasndatedunmanyalvedesnnssesasuineseaulu

9 1

1 o A @ v g 4 a Y a [ 4 v Aaa
NAN ﬁ’nﬁjﬁ]ilEJ‘mJﬂ’JWN?(ZJWH‘ﬁ@I?JQ‘]JﬁQmLazWi]ﬁﬂiill"lli’)ﬁ@jﬂﬂ"lWﬁﬁﬂﬂl%ﬂi%ﬂu%jﬁqﬂuﬂ

= 9 dya d' (d‘ [ d'a 1 dd‘
878 DI1YN i?flllﬂ MITNUTU ﬂﬁi%uNfJuulsUﬂiiJ‘ﬁ‘iilJ“I/l“lfﬂli]u ADIUNAANDTSAIN UNIDATD

o

n3 laanneainguas Insiemd wiinauuusiwdasast winauiivysdduiuia fhau

A18A21ugNAoINN U BeANINAIUUIFeNON T ONIU YD IUNLAZTAINLIAROY

~ 1 a v Y < ~ 9 1 A a [
IM5URUYTZAUAIIANNIIAG LLﬁ%EJﬂﬁi‘l’iﬂ’ﬂﬁﬁlﬂ’)ﬂ!ﬁﬂﬂ‘]ﬁﬂ"ﬁﬁaﬂﬂﬁﬂl"lﬂ



Independent Study Title The Demand for Bancassurance Products of Siam Commercial Bank

at Faculty of Medicine, Chiang Mai

Author Miss Vipha Sandod

Degree Master of Economics

Independent Study Advisory Committee

Lect.Dr.Kunchon Wattanakul Advisor
Asst. Prof. Dr. Nisit Panthamit Co-advisor
ABSTRACT

The objectives of this study were: (1) to study the general characteristics of demand
and customer behavior for Bancassurance products, (2) to study factors affecting demand and
customer demand for such Bancassurance insurance products, and (3) to find the relationship
between factors influences the demand and customer behavior of Bancassurance products of Siam
Commercial Bank at Faculty of medicine Branch, Chiang Mai

The results of the study showed that the customers were mainly men; age between
36-45 years; holing bachelor’s degree; working as government employees and officials; had
average income between 30,000-50,000 bath. The most favored policy which customer or
insurant bought was the policy with moderate premium rate between 40,000-80,000 bath per year,
mainly was saving insurance policy of the type paying premium for 15 year and the policy
provide benefits for 25 years (New Treasure + 15/25), insurant receive benefit in the form of
refund from insurer (Siam Commercial Bank at Faculty of medicine Branch, Chiang Mai)
in every 2 year, and get 300% for protection of life , 600% for protection of accident and 900%

for protection for accident and death in the public place of insurers respectivel



The most important factors affecting demand of customer for Bancassurance products
of the bank were services; insurance premiums; service process; physical and marketing
promotion. The medium important factor was the Siam Commercial Bank ‘s image.

Regarding to the relationship of demand and customer behavior with affective factor
we found that age; occupation; income; debt burden; convenience access and parking area;
advertisement on radio and television; experienced insurance sale personells; reliability of insurer
(Siam Commercial Bank at Faculty of medicine Branch, Chiang Mai) in premium refund and

after sale services.



