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ABSTRACT

This independent study aimed to investigate the satisfaction of corporate-customers
towards marketing mix factors of Piboon Concrete Company Limited. The samplings were
specified to 240 business-customers of Piboon Concrete Company in the year 2009 by using
questionnaires, as a tool, to collect data. Then, all derived data were analyzed by descriptive
statistics consisting of frequency, percentage, and means.

The findings showed that most respondents were 20-29 years old male, holding
Bachelor’s degree, working in the building/road/bridge contractor business in the position of
Purchasing Officer, and having been customers of the mentioned company for 1-5 years. They
were acknowledged about the company by its front sign board and received the company’s news
and information via Internet/Email message. They mostly used and purchased the instant
construction sold at the company with the reason of service quality that they got from the
company. The frequency in using products of the company was uncertain. They would use the
product from the company when they could not find it from other factories.

Results of the study indicated that those respondents paid concerns to all marketing
mix factors of Piboon Concrete Company at high level as follows: physical evidence and
presentation, place, people, product, service process, price and promotion respectively.

Considering on the sub-marketing mix factors, the top-seven concerns, which were
ranked higher than the satisfaction, were referred to the availability of facilities to be provided at

the sale office: such as newspapers, magazines, drinking water, coffee, toilets, and seats, the free-



of-charge engineering consultation, the negotiable costs, the good condition without damage of
products being delivery from the factory to working site, the convenience of making orders, the
after-sale service such as site-validating and installing services, and the gentle/polite

communication of sale persons.



