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Abstract

The objectives of this independent study were to study the marksting strategies and
problems of chernical-free vegetables business in Changwat Chiang Mai.

The data was collected by using questionnaires to interview sight chemical-free
vegetable businesses and analyzed by statistical methods which were frequency, percentage and
mean,

The study found that five of the chemical-free vegetable business in Changwat Chiang
Mai were operated by group of farmers, two of them were operated in the form of foundations
and another was operated by Department of Horticulture, Faculty of Agriculture, Chiang Mai
University. All of group of farmers had planting areas about 1.5 to 80 rai and the amounts of
initial investment were around 16,000 to 50,000 baht. While Irn-Boon had planting areas 200 rai
and the amount of initial investment was 80,000 baht, and Doikham had planting areas 72,000
rai and the amount of initial investment was 500,000 baht. The business from the department of
Horticulture had only one rai and the amount of initial investment was 50,000 baht. Tn addition,
the most of the financial investment came from Bank of Agriculture and Agricultural
Cooperative,

Most of the chemical-free vegetables which the eight of them planted were Chinese
Kale and Water Spinach, next were Chinese Green Mustard and Chinese Radish, Most of the
chemical-free vegetables which they bought from the farmers were Chinese Kale, Water
Spinach, Chinese Green Mustard and Chinese Radish, next were Cauliflower, Cabbage, Yard
Long Bean and White Kuang Futsoi.



All of the -the chemical-free business set marketing strategy plan which mainly
concerned about general factors that included the analysis of strength and weakness of business,
opportunity and threat in operating business, soil conditions, environments, and economic
situation respectively.

Regarding to the marketing mix strategy, it was apparent that the chemical-free
vegetable business in Changwat Chiang Mai gave the first priority to place, then product, price
and promotion respectively.

Concerning the place strategy, it was found that most of the chemical-free business
approached to the middlemen by themselves and delivered products to customers every morning,
The major channels were retail stores and supermarkets in Changwat Chiang Mai. The suitable
store place should be located close to markets and communities.

According to product strategy, it was found that most of the chemical-free business
mainly concerned about the qualities of products in being free from chemical substances,
cleanliness and quality of products respectively. In selecting types of vegetables for planted or
bought for selling were depend on customer demand or orders. The chernical-free business set up
the crjterion for grading vegetable, there were according to quality, weight, size and shape of
vegetables. The packaging was made of plastic with tiny holes with the details about vegetables.
The reason to use the package was to protect the product. Their brand names mostly came from
the business themselves and from Department of Agricultural Extension. All of them believed
that brand name also made customer confidence in standard of products and guarantees the
producer owner.

The strategy concerning pricing, the majority of the chemical-free business were
primarily concerned about the cost of growing more than another factors. The pricing methods
that most of them used were “mark up pricing” and “single price policy”.

For promotion strategy, it was found that most of the chemical-free business concerned
about personal selling, publicity, and public relation rather than other factors. They used only
one sale person to introduce products and to contact customers regularly except Doikam and Im-
Boon. Regarding to publicity and public relation, most of thera cooperated with government in
arranging conferences, seminar and exhibition. However, they used extension of payment due

date for the sale promotion through the middlemen site.



The main problem of the chemical-free business was product problem, v\:rhich was over
supply of the vegetables in winter, but not enough in summer. The second was price problems, it
was the high plantation cost of chernical-free vegetable which lead to higher selling price than
other ordinary vegetables, and it was not easy to set a suitable price. The third problem was place
problem, which was the middlemen might take advantage in negotiation. The next problem was
promotion mix, according to publicity and public relation methods were not provided
worldwide. The other problems were concerned with economic decline which cause the sale
decrease, also the problem about soil condition and environments, and the market demand was

not stable rather than other problems.



