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ABSTRACT

The objective of this independent study was to study consumer behavior in selecting
the service of golf driving ranges in Chiang Mai. The sample group was 388 customers of
golf driving ranges in Chiang Mai. The study tool was questionnaire and the data was statistically
analyzed using descriptive analysis, frequency, percentage and mean.

It was found from the study that the majority of the consumers were male of 20 to 29
years old. There was the same number of consumers who were married and single. They had
university education and were government officials or worked in state enterprises. Their salaries
were 20,001 to 30,000 baht. Their golf skills ranged from 36 to 24 scores. The consumers visited
the golf driving range to practice on their skills, to exercise, to relax and to use the services at the
restaurant.

The need to use the service of a golf driving range was influenced at a high level
by psychological factor; the consumers strove for success and friendship. Their need to use
the service was influenced at a medium level by cultural factor; their behavior was affected by
Thai culture and social attitudes. It was influenced at a high level by social factor; especially
by close friends. It was influenced at a medium level by their family, working people and famous
people. It was influence at a medium level by personal factor; male consumers felt more need to

use the service of golf driving range than female consumers. The majority of consumers who need



to use the service of the golf driving range were government officials or worked in state
enterprises and the consumers of which salaries were 20,001 to 30,000 baht. Those who had
relatively low golf skills had a tendency to visit a golf driving range to practice.

In selecting a golf driving range, the consumers tended to choose by themselves first;
the second group of people who influenced their selection was their close friends. There was a
process in their selection; it began with their need to practice the skills, then they sought
information from their close friends, and they evaluated the alternatives by considering marketing
stimulant factors on service business and other stimulants. The factors that the consumers paid
attention to at a high level were place, personnel, physical presentation, and process. The factors
that the consumers paid attention to at a medium level were price, marketing promotion,
product, economy, technology, law and politics, and environment. From the evaluation of
the consumers' choices, it was found that most consumers decided on a golf driving range firstly
on place; that it was convenient and that the location of the golf driving range was close to their
resident and their work place, respectively.

The days that the consumers visited the golf driving range the most were Monday to
Friday because they had to go out to work anyway. The second group of days where consumers
liked to visit the golf driving range was Saturday and Sunday because they were off work and had
free time. Most consumers chose to practice between 18.01 to 20.00 hours because the
temperature was good for practice. They frequented the golf driving range 2 to 4 times a week.
The golf driving that consumers frequented the most was Chiang Mai Driving Range.
The consumers felt that the service of driving ranges in Chiang Mai was good.

The results from this study can be used to improve business strategies and quality

of service to boost competitiveness in the future.
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