d‘ A 1 v o ] a 9 Y] v 9
‘”ﬂ!iﬂﬁﬂ1§ﬁuﬂ%}1llﬂuaﬁ§$ “lfm‘l/n\‘lmﬁ]ﬂmwmﬂﬁumﬂizmmlmmtyuamamﬂum‘mu

FIR [ v A ]
YoIRa100n TUTIN Tarrealn]

Alvg UNAMATHS ATYIA

d‘ = Y F'% a
aaznssumsnlsnmmsauanuuudase

o o A Y
91U U LAITUYYTIN c]Ji3‘15’]‘11”]55‘1”]']5
4 da 4 v
911TYFITTINUDT FITIUNUD NITUNIT
YA
UNANED

E4
AA v

Yy 9 a A s A = = v o " a oy
MIAUATVVDETIT 0N oAl ANEID¥0INIIMITAT NI IBAUA 1AL
Padvhiinasomsaenyosnmsdndmiteduilszinnuesuinuazyennuaeriuues
Y1 v o A TR = < ¥ ¥ Y 1 8 9
gaveen ludandameelny  GaAnp IagnsNUTIUIWURYAAIBUUVADUNINIINHAIDDNAUA
o 9 d‘do @ las/’ [ [ = [ 1
Yszinnvesviguazvesanuaainunldninaulvgaseglurmiameddvy  uazeglusieu
1 1 A 1 o o a o
Adsopnveensuduasumsdioon 1w 34 518 Taeihin1s IR IZHUeYaNIUUTOUN N
9 ax an 9 J = 9 1 =
MeITmInuana laun Aud Sosaz uazAuRde
= 1 Y 1 a 9 [ "9 [ v A [l
HAINMIANEYT WU gasesndumvedviguazveannuaauludaiadesln

=

1 1o a a I~ 1 Q' { o 1A
daulngdniiugsnonduszeznawinni 12 ¥ Teelmaeasuusnii Indedudioonld

Q

Y v
X R A

fminedeaatlszmamiiosnindesmsvengaaialinuiusuiimsdeeon Jaseendiulng)
o ] a [ 4 9 A o ] a Y ~ o a 3 19 a 9 Aa
Smhesaasunnnld  vaslidadiuvesdumnimssdaesiaaiosas 75 vesdumii
o [} asxl =\ 4 =\ [ 12 o Aa o 1
Smheiaue  Taol Tsdgumelulszmaiisavadoinas Wil Tadzuvesusin luaalszms
1) Yy [ z 1 A o 9 d‘&l 1 = [ A o
u@ laimsseasupundeeonivetminidumsdienn lagmmie HazlimITayAaINTNm
1 E4
WinhuSmsmsdeeenswan 2 au wenndl  Jdwendiulnaiimssenauudasdum
{ 3 1 ' <] 1 ]
molulsemalaomas 1-2a5well  edwlsiaw ddseen Sovaz 41.2 lildlileanan
Aa Y o 1 XK 9 a Aa o 9 < nm 9y a a 1 Aa o
paas@umdenalszme  swdsduimsvesusen Sovaz 32.4 nlildAaumsliaadegsneniy

9 dl U 1 9
anmNaelsmensuny

U



Y1 a g

daseonlasaiulvg ldded@udioon ldsdlsemanuiiuszoznamnnnitio 1

Tﬂm?m?fumidqaaﬂﬁlu’é’fﬂymwgﬂﬁ'whqﬂﬁzmmzm«mﬁuﬂmﬁﬁmLawwfmqmmﬁ‘ﬁmi

v
o v

Y o 49’ Y [l = 1 Y 1 a Y
11@3‘1Jﬂ1ﬁ\‘l“]5’f)fﬂ1ﬂgﬂﬂ1ﬂ1ﬁﬂi%tﬂﬁ1u%3ﬂﬂlliﬂﬂ]ﬂ\iﬂﬁﬁﬁﬂﬂﬂmﬂﬂ”liL‘lJ”Ii’JiJﬁuLLﬁ’ﬂ\‘lﬁuﬂi

Y 1 | B = o ! 4 o
nelulseine Qjﬁ\iﬂﬂﬂiﬂﬂﬁﬂuiﬂﬂgEN?’N3J‘]J‘VI‘]JTV]GI,°L!ﬂ1§Vl"lﬁﬁ"lﬂﬁnﬁ‘]_ligwlﬂﬂ'JEJﬂTiWﬁH‘L!"I

a U 1 A

g [ [ { ! o ] 1
paafmaITunugnA1  aaananiddeeen ladeduarlusmiite laun w3dylsy Seevaz

912 Mile@esosay 82.4 wazmIdowSnunilodesas 73.5

]
[ o

ddseondiuluglidadiuvesyamaumdienaeduimns wientelulszma

Y
2

k4
awasesaz 75 aull Tﬂﬂgmaaﬂnﬂﬁﬂ"lﬂhﬁﬂﬁﬁﬂ@@ﬂﬂﬂﬁﬂ uaziifdeeoniooas

647  1denldItmadivendoniINaIY Tudmauiifiddseenilsmsdsesnninselag

A 1
lirudumumsd Sovaz 94.1 nddwweniavua  deddsesniildmsdioennisasalag

Tirdmmumsildldvemamssasmbeiudidaugalszma fovaz 781  Giudn

fosaz 75 danlanlusialszma Sesaz 53.1 Weassndud Sovay 25 Fadivaneanan

a 1 < w 1
Sovay 219  uazdueduAiuuamaen  Seeaz 21.9 uoNMINUUT Ejmaaﬂﬂ%mi
Y
dsoenneaselaerudmumsf Seeaz 58.8 1nddivennanug Taodfdseonmanii

Y
1droanamsdadmiermusunuddeo Sovaz 100 uazdunuanedudidioon Sovaz 20

Y1 Aq Yamu 1 Y 1 Y ¥ Y 1 o Y 1
Qﬁ\‘l’E)f]ﬂﬂﬁl%ﬁ‘ﬁﬁ\?@ﬂﬂﬂN@ﬂNﬁ’JNﬂﬁﬂ I090Y 64.7 %Wﬂﬁﬁ\‘lﬂﬂﬂﬂ\‘lﬂﬂﬂ Iﬂﬂlﬂﬁ'\‘i@ﬂﬂ

[

9 o ] ] 1 9 1 9 1 9
L‘ViaTLlllﬂ AngRIUNOMAUNA NS AN Tea  Seea 86.4 W’l’)ﬂWﬂuﬂaN%’Tﬂ‘VIﬂ

v @

fovay 773 uSHNMsM Sooaz 227 @anufddioen josaz 9.1 UTHNIAMIMIAI00N

Y 1

v oA Aq Y1 v o ' ' 9 '
3980 4.5 LN’I‘INNWﬁﬂﬂﬂﬂi']flclﬂﬂclsb'slfﬂ\ﬁ/nﬂﬂ'ﬁ%ﬂﬂ’]ﬁu']ﬂw']l‘lﬂsu']ﬂw/}ﬂ

U

ddsoon ldlnanudwynuiledelumsidengeanamsiadmthedua ludmaa

anlszmalagsavegluszauinn  Tesiladenlinundennudngegluszavinn  ldun
o ! a4 9 ¥ ¥ v Y Y
uamanlszmanneIves  ANUABINITTBYANIAAIAGIUNAY ANADINT
Yo o 1 Y Y Y | o Y Yo
lasulsgaumsai lumsdeonn MITAMINNAMYADINTAIUMTAIeEN M l5i a5y

a 1 1 { g a
anuniounmumsusmsaudwen  vnaameanlsamanidudhvine  teztuamu
d‘ 9 ] 1
o goInalumsdenn

1 1 1 o w v @ 1 s
daseondiulug ldldanuddgiuurasmsdlusgaumnun Tyigunied
a o ] o w o [ o s 1 a
voeuTENnTursalni waganudAyszatunandmsulsiguveansuauasy
1 = T dyw 9 0o v w AN Yo
Madeen a1 ugeelvi wonnniideldnnudnynuilse TexinlasuannTasanmsues
masguagensuiinetesiumsaivayumsdeeonlaesiuluszduinn Taomwized1aos

myoonnuuaaIdummelulszmeauazmsoonanuuaaIdui o a1z



Independent Study Title Channels of Distribution of Gifts and Decorative Items by

Exporters in Chiang Mai Province

Author Ms. Siriporn Srichoochart

Degree Master of Business Administration

Independent Study Advisory Committee

Lecturer Renus Sermboonsang Chairperson
Lecturer Suchanpin Suwanapan Member
ABSTRACT

This independent study focused on the channels of distribution and factors affecting decision
in choosing channels of distribution of gift and decorative items by exporters in Chiang Mai province.
The data was collected from questionnaire responded by 34 exporters whose headquarters were
located in Chiang Mai and whose names were listed in Department of Export Promotion’s exporter
list. The collected data was analyzed by using descriptive statistics such as frequency, percentage and
means.

Major findings were that most exporters had been operating for more than 12 years.
Initial reason for exporting to foreign markets was their demand for expansion to international
markets. Most exporters manufactured wood products. The products were mostly made in-house.
Most exporters set up only one domestic showroom with no showroom abroad. Specific departments
were assigned to 2 officers for export activities. Annual domestic exhibitions were attended 1 — 2
times a year by exporters. However, 41.2 percent of the exporters did not attend international
exhibitions. Besides, 32.4 percent of the executives did not visit their overseas clients.

Most exporters had more than 10 years exporting experience. Their first orders were
received from foreign buyers coming to visit their factories. Later in the first year of exporting,

most orders were placed at domestic exhibitions. International marketing activities concentrated on



product development with foreign clients. Most active exporting markets were Europe (91.2 percent
of exporters), Asia (82.4 percent), and North America (73.5 percent) respectively.

Most exporters had a proportion of export to domestic sales of 75 percent and above. Every
exporters utilized direct export while 64.7 percent of exporters exploited indirect export. There were
94.1 percent of exporters who utilized direct export without agent; 78.1 percent via wholesalers,
75 percent via importers, 53.1 percent via retailers, 25 percent via department stores, 21.9 percent
via chain stores, and 21.9 percent via mail-order and cataloging merchants. Moreover, there were
58.8 percent of exporters who utilized direct export with agent. All exporters (within this group)
contacted buying agents and 20 percent of them used sales representatives.

There were 64.7 percent of exporters who incorporated indirect export into their exporting
methods; 86.4 percent of exporters via foreign traders, 77.3 percent via Thai traders, 22.7 percent via
trading companies, 9.1 percent via export agents, 4.5 percent via export management company, and
none via piggyback.

The overall level of importance of factors affecting choices among channels of distribution
was rated high. High rated factors were listed sequentially: numbers of related foreign markets,
demand for feedback information, export experience acquisition, export personnel management,
profits, readiness for export management, size of target markets, and financial capital for investment
into channels of distribution.

Exporters rated at a high level of importance for their showrooms or shops in Chiang Mai.
Besides, they rated at a medium level for Department of Export Promotion’s showroom in
Chiang Mai. Furthermore, they rated at a high level of importance for supporting programs organized
by governmental and private agencies especially the provision of opportunity to attend domestic

as well as international exhibitions.



