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ABSTRACT

This study aimed to investigate Customer Behavior of Buying L’OREAL Body Care
Cosmetics in Chiang Mai Province. Data was collected from 300 customers, and analyzed by using
frequency, percentage and mean.

This conclusion was as follow : the most reply bought the L'OREAL cosmetics at Robinson
Department, Airport branch, and Central, Kad Suan Kaew branch, by paying 500-1,000 for each time
and bought once a month. These kinds of cosmetics they bought as fastened skin cream and the
reduce cracked skin cream since they have good quality. Most of the reply have known information
about L'OREAL cosmetics for body skin from TV. They would buy more products when there was
sales promotion and they regarded that the interesting sales promotion was for saling and the
interesting premiums were the company products, the price for lucky draw was gold.

The study found that the respondents decided to buy L'OREAL Body Care Cosmetics by
considering the factors of distribution channel, products, prices, marketing promotion and other
environmental factors at the high level of average, respectively. In products, distribution channel

and promotion problems in buying L’OREAL Body Care Cosmetics were found at low level of



average. However, the problems in price was at a medium average level. These problems were : the

price was too expensive, not consistent, not appropriate with quantity and quality respectively.



