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ABSTRACT

The purposes of this study were to investigate the marketing mix factors affecting
customer decision in purchasing close circuit television system equipment of hotel in Bangkok
Metropolitan. The data used in this study were collected via questionnaires from 88 hotels which
provide the room starting from the rate of 1,600 Baht.

The results of the study showed that most of the respondents were female (60.2) whose
ages were in the range of 29 — 39 years old (51.20) with bachelor degree (70.5). Most of them
worked as the purchasing manager (59.1) in the limited company (86.5) which had the registered
capital in the range of 5-20 million Baht (36.4) and sales value more than 30 million Baht (35.2).

The overall product factor was found to be high (4.01), the most important sub-factor
was the product’s strength and durability (4.34) and the next important sub-factor was the quality
of the products (4.31). The overall price factor was found to be high (3.76), the most important
sub-factor was the diverse price range for making a decision (3.97) and the next important sub-
factor was the sale price of product (3.94). The overall place factor was found to be high (4.09),
the most important sub-factor was the complete of the products (4.38) and the next important sub-

factor was the accuracy of delivering the products (4.30). The overall promotion was found to be



high (3.78), the most important sub-factor was the product’s knowledge of sales staffs 4.16 and

the next important sub-factor was the ability to solve the problem of sales staff (4.13).



