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ABSTRACT

The object of this independent study was to study raw material purchasing behavior of
Japanese joint ventured companies in Northern Region Industrial Estate,Lamphun. The Sample group
for this study included 29 Japanese joint-ventured companies in northern Region industrial Estate.
The tool for data collecting was questionaire. The data was analyzed by frequency, percentage, and
arithmetic mean. The results of the study were divided into 3 parts as follows.

General information about Japanese joint-ventured companies: it was found that most
Japanese joint-ventﬁred companies were in electronics. They held registration investment of or less
than 50 million baht. The proportion of Japanese shareholders was 76-100 %. They had been in
business for 10-15 years and had the total sale of less than 500 million baht. They produced
merchandise for domestic and international markets.

Raw material purchasing behavior of Japanese joint-ventured companies: it was found
that the companies used the same method of purchasing over time and the reason for the pufchase was
to reduce management cost of thé company. Most companies determined the quantity and the
purchasing time through raw material requirement planning. They purchased 2 - 3 times a month and

the period of raw material delivery was approximately 15-30 days.-



The people who had authority in decision making were the CEOs of the company. The
purchasing division also took part in decision making and did the purchasing including supervising
the purchasing process.

Economic crises affected the purchasing policy of most companies; they would change
their policy by reducing their in-stock materials to the lowest amount possible. The factor which
influenced the purchasing decision of most companies the most was their policy. The second factor
was production and purchasing processes. The third was objectives of the company. As purchasing
decision, it was found that the factors which namely currency exchange; technology, namely the
unending development in technology; politics and law, namely rules, regulations and privileges
issued by the government; and culture and society, namely management culture of the company.

The total buy of raw materials done by most Japanese joint-ventured companies was
approximately or less than 100 million baht. Every company determined the specifications and details
of the raw materials before each purchase. The purchasing policy was based on the distribution of
power by buying from several suppliers with every purchase, information about suppliers was
researched for and their proposals discussed.

Most of the Japanese joint-ventured companies bought raw materials from both domestic
and international suppliers. The domestic suppliers the companies purchased from accounted to 51-
80% of the total buy. The companies made it a point to purchase from their joint-ventured companies.
The joint-ventured suppliers located in the country accounted for or less than 25% and the joint-
ventured suppliers located abroad was 76-100%. Those companies that did not purchase from their
raw materials from suppliers located in other provinces or abroad.

Most Japanese joint-ventured companies prepated purchase order form to determine the
specifications of each purchase order. The materials bought were paid for by credit, with the duration
of paying of 30-45 days. Materials bought were randomly checked in each order. In cased where
there were problems conceming raw materials or service which was not according to the criteria, most
of the time the companies would contact he supplier about the problems so that things would be
remedied.

Marketing factors affecting raw material purchase decision: it was found that the mixed
marketing factors which affected the purchase decision were as follows. In terms of product, the

factor which affected purchase decision the most was products were according to the standard.
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In terms of price, the factor which affected purchase decision the most was efficient and speedy
delivery process. In terms of marketing promotion, the factor which affected purchase decision the

most was the availability of sales people to give information about the products to the customers.



