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ABSTRACT 

 

 

This Independent Study aim to study the Customer Satisfaction Towards Marketing Mix 

Factors of Simply Décor Company limited, Amphoe Sankampaeng, Changwat Chiang Mai. 

The Independent Study is conducted by gathering questionnaire from Simply Décor 

Company’s priority customers. The sampling was used to sample 80 customers including 

wholesale and retail, domestic and international .The raw data from questionnaire was analyzed 

by using the descriptive statistic which were frequency score, percentage score and mean score. 

Summary of the study are as the following. 

The study found that almost numbers of respondents are women. The age was between 

31-40 years old. The education level was Bachelor degree. Their occupation were to own the 

business.  Type of business was retail shop located in Thailand. They were most export to US 

market. The person who was influential to the decision making of purchase was themselves. The 

purpose of purchase was to sell to their customers. The preferable type of lamp that they mostly 

like to buy was bamboo Table lamp. The channel of purchase was visiting showroom. Time of 

purchase was when their stock is run out. The frequency of making purchase order per month was 

between 4-6 times. The value of one purchase order was between 40,000 -100,000 baht. Lastly, 

the reason of buying bamboo lamp from Simply Décor Company was the diversity of designs.  



 

 

In term of marketing mix factors that affected to customer satisfaction, the study 

discovers that products, place and promotion affected highly to customers while price was in the 

medium level to affect to them. 

Product factors that have importance level in the first 3 level were production capability, 

on-time delivery and products made from experience craftsmanship. 

Price factors that have importance level in the first 3 level firstly was variety of payment 

channel such as T/T, PayPal or L/C, secondly was clearly identify price, variety of currency 

acceptance. 

Place factors that have importance level in the first 3 level were variety of contact 

channel such as e-mail, facsimile, clearly categorized products and contain business information 

in website, samples could be sent to customer, well packaging and on-time delivery.  

Promotion factors that have importance level in the first 3 level were on-time delivery 

service, product claim service in case of small insect found or short circuit and friendliness and 

well communication with seller. 


