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ABSTRACT

The objective of this independent study was to study factors that affected buying decision
of second-hand houses in Bangkok. The data was collected from a questionnaire distributed to
200 samples. The data was then analyzed using descriptive statistics, namely frequency,
percentage and mean.

The results showed that most questionnaire respondents were male, 20-30 years old,
single, with Bachelor’s degree. Their average income was 10,000-19,999 baht and most were
company employees. The average number of their family members was 4-6 persons. They
owned a house and were interested in buying a second-hand house.

The reason for buying a second-hand house was because the house they owned was too
small. The most influential person in their decision was themselves. The most important factor
to consider when buying a house was desired location and most wanted a second-hand house
which had not been occupied. Most were interested in a free-standing house. They obtained
information about houses from advertisement and printed media. The outlet they preferred was
Thai Commercial Bank ready-to-move-in house market and their preferred location was inner
Bangkok areas.

The respondents ranked every factors that affected buying decision at the high level in
the following order: in terms of location, the most important sub-factor was hygiene and

cleanliness and safely of the environment; in terms of price, the most important sub-factor was the



condition of the house matched the price; in terms of product, the most important sub-factor was
the condition of the house and the maintenance by previous owner; and in terms of marketing
promotion, the most important sub-factor was after-sale services such as free repair and public
utility.

For problems in buying second-hand houses, the respondents ranked all problems at the high
level, in the following order: in terms of location, the location was not what they preferred; in
terms of product, the house was not well maintained by previous owner; in terms of price, it was
not reasonable in relation to the house condition and location, and in terms of marketing

promotion, there was no after-sale services such as free repair and public utility.





