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Abstract

The purpose of this independent research title was to study the housing estate

developers buying decision process towards ready mixed concrete in Chiang Mai Province. The

data were taken from 32 housing estate properties that were located in various districts within 

Chiang Mai, such as  Sansai, Sankampang, Doisaked, Hangdong, Maerim, Sarapee, The price tag

on each house sold in these properties has to be at least 1.5 million Baht and the 105 people who

filled out the questionnaire were the one with the authority to make a buying decision of the ready 

mixed concrete. The analysis used in this study were frequency, percentage, and mean.

The study found that most of housing estate developers who filled out the

questionnaires were male and majority of them were project contractors who had between 5-10

years of experience. Most of them were the main decision makers in buying whose opinion were

counted for more than 50 percent.

The results obtained from the housing estate developers buying decision process

towards ready mixed concrete were as follows:

1. Problem Recognition: Convenience was the main reason why most of them used

both ready mixed concrete and the regular concrete at the work site.

2. General Need Description: All of them wanted to purchase the ready mixed 

concrete with standard compressive strength and most of them purchased 6-10 cubic meters per 

order.

3. Product Specification: Because majority of them often found the convenience in 

using the ready mixed concrete, the project engineers were normally the one in charge of making 
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the concrete specification which met the high quality standard. There were usually 3 brands of the 

ready mixed concrete that they would consider and they used their past experience to pick out the 

brand.

4. Supplier Search: Because the past experience was the main factor in searching

for the suppliers, the chosen supplier was normally the one who used to do business with these

housing estate developers.

5. Proposal Solicitation: All of them required that all 3 of the ready-mixed concrete

suppliers provided them with the documents which included sale proposal and the price quote so

that they could use the price in the decision making process.

6. Supplier Selection: Majority of them picked the supplier who offered reasonable

credit limited.

7. Order Routine Specification: Majority of the purchase were made by a phone

order and the payment was made via a credit term with the credit period of 31-45 days. The

frequency of the purchase was on average 6-10 days per one order. The ready mixed concrete

would then be delivered after 12 hours had passed on average, which most of them thought was a

suitable timeframe.

8. Performance Review: The ready mixed concrete performance evaluation criteria

used was the strength, while the criteria used to evaluate the supplier was the before and after sale

service. In the case where the concrete did not meet their satisfaction after the sale, all of them

would still continue to use the same product from the same supplier but majority of them would

notify the supplier so that the supplier could figure out causes and tried to improve the product.

All of the marketing mixed factors had high impact on housing estate developers

buying decision process towards ready mixed concrete in Chiang Mai Province

Three problems that the housing estate developers found after using the chosen

ready mixed concrete were as follows: the delivery services was not on time, there was no one

watching over or controlling the quality of the ready mixed concrete at the construction site, and

the supplier did not provide good services.
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