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ABSTRACT

This independent study aimed to study services marketing mix factors affecting
customers towards selecting golf driving ranges in Lampang province. The data was collected by
using questionnaires distributed to 150 golf players from 3 golf driving ranges in Lampang
namely Kelang Nakorn Golf Driving Range, Ban Dong Gold Driving Range and Kanok Wiman
Golf Driving Range Sport Club. The descriptive statistics, including frequency, percentage, and
mean were used in analyzing the collected data.

The results indicated that most respondents were married male in ages between 30-
39 years, holding Bachelor’s degree. They worked as employee for the private company and
averagely earned for monthly incomes at the higher amount of 40,000 baht. They pointed out that
they went to the golf driving range for practicing at the driving range lane. In general, they went to
the golf driving range on Saturday during 18.00-20.00 hrs. It was indicated that in a week, they
frequently went to the golf driving range for 2-4 times. Source of information where they learnt
about the golf driving range was referred to the colleagues and Kelang Nakorn Driving Range was
the most favorite place where they went to practice golf drive.

According to the results of study on service marketing mix factors, the factors highly

affecting customers towards selecting golf driving ranges were Process, Physical evidence, People,



Place /Distribution and Product/Service respectively. On the other hand, the Price and the
Promotion factors affected the selection of golf driving ranges at low level only.

In Product/Service factor, the first two sub-factors which affected the selection of
golf driving range at the highest level were the golf ball quality (new or old) and the length of golf
course (350 yards, 300 yards, or 250 yards). In addition, the member of driving range lanes (more
or less) was the secondary sub-factor affecting the selection of golf driving range.

In Price factor, the first two sub-factors which affected the selection of golf driving
range at the highest level were the selling rate per a tray of golf ball and the clear determination of
selling rate.

In Promotion factor, the first two sub-factors which affected the selection of golf
driving range at the highest level were the discount made upon timing period (for example, the
morning rate should be cheaper than the evening rate) and the discount for buying a set of golf ball
(for example, 5 trays of golf ball/100 baht).

In Place/Distribution factor, the first two sub-factors which affected the selection of
golf driving range at the highest level were the convenient location for transportation (without
traffic jam) and the convenient parking area.

In People factor, the first two sub-factors which affected the selection of golf driving
range at the highest level were the polite/friendly/good-mannered/honest staff and the
knowledgeable staff who knew about the service process/could promptly provide services.

In Physical evidence factor, the first two sub-factors which affected the selection of
golf driving range at the highest level were the safety (there should be sufficient distance between
the driving range lanes, for example) and the cleanliness of golf driving range (such as clean
restrooms, clean walking path, and clean resting chairs).

In Process factor, the first two sub-factors which affected the selection of golf

driving range at the highest level were the rapidness in getting golf balls and buying golf balls.



