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ABSTRACT

The study of Dutch Mill product distribution management of Lamphun Dutch Mill
product distributors was a qualitative research that was carried out by collecting data from 32
sample groups through interview forms and questionnaires. The respondents comprised of 2
distributors and 30 independent sellers of Dutch Mill products in Lamphun province.

The results from the study indicated that there were two Dutch Mill product distribution
centres, namely, Dutch Mill centre Lamphun and Dutch Mill centre Vieng Nhong Long, with the
same owner and two independent directors. Most of the distribution means was performed by
direct channel through independent sellers. Both Dutch Mill product distributors conducted sale
administration process plans by searching and selecting independent sellers whose qualities were
in accordance to the company standard. The knowledge would be provided to independent sellers
by focusing on the knowledge of product profile, sale techniques to increase sales skills,

knowledge on the character aspect which led to success, the arrangement of training personnel,



and actual field practice before becoming the independent seller to ensure the highest satisfaction
from the customers. The topics associated with a set standard structure of the company included
assigned payment, assigned product price of both individual and wholesales sellings, working
system arrangement, job distribution and collaboration, sales forecasting, sales allocation, job
evaluation, and human development.

Most of the independent sellers were middle age female whose age range were between
41 - 50 years old with the highest education level of no more than senior year of primary school.
Their experiences in selling Dutch Mill products were over than 6 years. The results of the study
revealed that the process and selling techniques of the independent sellers included the selection
of prospecting customers, direct marketing to customers in their home, as well as preparation of
appropriate dressing before meeting the customers by concentrating on the cleanliness and
tidiness of garments, hair style, finger nails, and other parts of body. In addition, the respondents
also prepared necessary equipments prior to the customers meeting by examining the equipments,
as well as performing the regular cleaning of the cars, briefcases and tank containers. The
customer meetings were conducted randomly by direct meeting or telephone contacting without
in advance appointment. The planning of customer meetings was arranged on the weekly basis.
The product presentation focused on the product quality to reinforce confident of the consumers
and the presentation was performed by the means which were easy to understand. The selling
techniques included regular meeting, visiting, and small talks. The response to the arguments did
not employ the problem avoidance but rather the attempt to bridge understanding of the
customers. The closing of the sales encouraged decision making by the customers and sales
follow up. The updated news from the company which might be beneficial to the customers were
also sent to the individual and wholesales customers. The customer services focused on direct
delivery to homes or shops.

The problems encountered by distributors included some products which were out of
stock, the increase of price while maintaining the same quantity of products, the climate
uncertainty which influenced total sales and affected number of customers, and the decrease in

daily sales. In fact, the arrangement of working system management by the company also took a



great deal of time which led to delays in product delivery. The job distribution and collaboration
also posed problems such as the immediate price increase by the company without prior notice to
the distribution centers which delayed customers notification could also led to the decline in
number of customers. Lastly, the absence of some independent sellers in the training was one

example of problems relating to human development.



