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Abstract

This independent study on Analyzing the Buyers of Season
Plaza Department Store Changwat Chiang Mai had the objectives to
study the buyers and thier problems. The study concern who buyers
were, what and, why they bought, who participate as the decision
maker to buy, how they approached and buying behavior. The
results of study would be useful for planning and setting
marketing strategy in order to meet the needs of the buyers. The
sample groups were selected from the buyers of Season Plaza, by
purpogive sampling and accidental sampling method. The sample
size were 210 samples. The questionnair had chosen as instruments
to gathering data. The results were analyzed by using statistic

tools as SPSS/PC', percentage analysis, and frequency table.



The buyers of Season Plaza Department Store’s were men and
women, most of them were single. Their age were between 15 - 35
years,the Education were the secondary school to bachelor degree.
Most of buyers were private employees and students,average
revenue per person were under- 3,000 - 15,000 Baht. They had

resident in Amphoe Muang Chiang Mai.

Most of the buyers shopped at leather and shoes department
more than another counter. The next choice were supermarket
(fresh food) , supermarket (dry food) and underwear counter. The
reasons that the buyers concerned about Season Plaza were the
image and brand name reputation. The next reasons were quality

of products and the standard of price.

The buyers made decision in buying product and service by
themself and the purpose in buying was for thier needed. Most of
the buyers went to Season Plaza Department Store on Saturday and
Sunday between 10.00am.-12.00pm., and between 18.00pm. — 22.00pm.

for the normal day.



The buyers recieved news from radio and billboard which
had the influences affected their buying decision. Most of the
buyers paid in cash sapproximate 301 - 1,200 Baht each time. For
the promotion, the buyers would liked to have stamp and sale

coupon promotion.

The buyers confronted many problems as follows: the products
had no varieties to suffer all the buyers’s needs, the ignorance
of salesperson that not responded to the buyers and the problem
in very hard to find the product counter. The other department
store beside Season Plaza that buyers went were Central
Department Store, Tantraphan Department Store and S.Kankha

Department Store,as follower.

The result from the study found out that, the marketing
strategy that Season Plaza Department Store should be used were
the varieties of product. Season Plaza Department Store  should
have a good commnication to the buyers if the new layout of

the counter were set up.




