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ABSTRACT

This independent study aimed at investigating the factors affecting consumer’s buying in
hypermarket in Amphoe Meuang, Changwat Chiang Mai; the data was collected through a set of
questionnaire from 252 consumers of Makro, Lotus, Carrefour as well as Big C hypermarkets and
analyzed in forms of frequencies, percentage and means.

The results showed that most of the respondents were single and females, aged between 18 —
25 years and finished bachelor’s degrees. Most of them earned less than 10,000 baht a month while
each of them had 4 — 5 family members and their occupation were student Each week, the
respondents went to the hypermarket T — 2 times. The most famous place was Carrefour. The
average amount spent on each time at the hypermarket approximately 500 - 1,000 baht. They usually
went there after 7.00 p.m. Items frequently purchased were foods and drinks. They knew those
places from folders and brochures.

The study showed that the factors affecting their buying were: the promotion factors which
its means were ranked at an important level included advertising, sales promotion and the public

relation; the sales promotion factors which its means were ranked at an important level included price



discount buy one get two the seasonal as well as occasional sale promotion, the good service of
salesman, goods sample, premiums as free goods ; the pricing factors which its means were ranked
at the most important included cheaper prices when compared to other stores; the product factors
which its mean were at the most important level included products were fresh, new, clean and
hygienic and Items in demand were available; the distributing factors which its mean were ranked at
the most important level included convenient transportation. Other factors which its means were
ranked at an important level included the reliability, the availability of legal tax invoice, the fame, the
availability of banking counters and the ATM machines, paying attention to the customers’
comments, setting aside some taxes for the community, joining hands in assisting and paying back to
public on a continual basis.

Problems that occurred when making use of the hypermarket’s services were: the pricing
problems which its means were ranked at an important level included the availability of cashier bays
but with less operators, the higher prices when compared to others, the inconsistent prices, the
unclear price tags, the mismatching of price tags; the product problem which its mean were ranked at
an important level included lacking of goods or sizes desired were concerned, frequently being out of
stock, not being fresh, no repair services, no after sales service, selling products after expiration date ;
the place probléms which its means were ranked at an important level included lacking of convenient
and safety at parking lots, only one entrance and exit, bad smell and dirty, the place was stuffy and
not enough restrooms , unhelpful security officers in the parking lots; the sales promotion problems
which its means were ranked at an important level included siow speed of cashier service , being
ignored by the sales representatives, no sales representatives standing by the stations, not enough
public relation, ineffective sales campaigns, not polite the sales representatives and unattractive

advertisement,





