A A a Y v A 1 = 2(’
ﬁfﬂl‘i@ﬂﬂ]iﬂuﬂ%lmﬂﬂﬁig ‘]nj‘i]‘i]ﬂﬂﬂﬂﬁﬂiﬁ“ﬂﬁf’)‘ﬂﬂﬂﬂ‘a"illﬂ'li‘]]’ﬂ‘ll'ﬂ\‘i

AusTaalugsiednian Tusunedies

[-v3 as =4 1 B
FINITAUTFINY /
A v o a
YoRIvHY ‘ UNANTIAE TGN
LT3 =)
AT MaATHIN LM

L] 4

aaznssuMsaaumMsAunhuuLdase Nﬁ.ﬁ)ﬂjuillu'l nuhmed  dsesunssunis

q o
qu’

9.A3N5FNA FHYIad NISUNIS
SPLAT. A% A1YRUINYT NITNATS
U T
ynAaee

)
= o

msAouiiingiszasdiftednuniafofimnsznudengdnssumsde
vaadusina Tautung@nssuvesfusTnalunisaenaussdemsduasunisvioud
aznuuvesfus Tnalugsivdfn duneides Sadafeddmi  namsgudand
180 518 Tagnusdredaludadiuming fulundazalinledalas fAoegalnlesaTas
Feglnleialad  weaflqlnlesales fmwlalesalas fwylnesalas uas
wueglnlefalad

wamsfne wud §usTnalesdaulnnjeriiongsznine 20301 msdnm
seifToas dsznevedwwineuuTev $1e18svni1 3,001-6,000 MmasiRey
1dsnuemef leduazsooud Wumuwmuzlumadune  Jussevairvmenals
3-5 au ofothuRsnziutnwsmues tasldtasasandeudiaios

AuSTnaufenldusnsdidienlitesaTnsundian sesasufonnad
glilofalas nglidosalas uozfomlulesalas wgaldesalad unzdue
qlidesalal  awddy  udmndlunsiduiasfidueginledalnezgeiian

fununshlduimswsiinnfigalusinievesiungs  uazlugrvesmsdundy



o~ é’ 3 o ] 1 = P- U | oF U o TIPS
maveiinntu waasdiifiuimsduasunsvnsiidaunseduidifians1$usns
mauanfus lnmdsnlduinshglnlefaTasimswifudmannae Hawmzain
[] ¥
Tumadums uazeglndfivine s dri¥vouansasalszana 301-700 yw  33a1s
] o ﬂ.’i ar @/ LY A!'. 2
duasunsvied iuneeuiuonduS Tnnnnfiqgede msaasmonsaithe
< as = o o oA = Y o é’
sawmanfentsmanvesrviafiutuan  SudufiewAenmsuoy TagdusTnade 1
9/ 3
uaw 1 dumsuaniveglusudugaie  Tasnwdevssnsuyasmdainisouan

Yo991528'l9




Independent Study Title Factors Affecting Consumers' Purchasing Behavior in

Retail Business in Muang District, Chiang Mai

Province
Author Miss Chataya Jungsuwadee
M. Econ Economics
Examining Committee Assist.Prof. Kanya  Kunthikan Chairman
' Lecturer Dr. Songsak Sriboonchitta - Member

Assoc.Prof. Decha  Kamjanangkura Member

ABSTRACT

The objective of this study was to investigate factors affecting consumers'
purchasing behavior with emphasis on consumers' responses to different sales promotion
types. The sample size of 180 observations was equally sampled from the superstores at
AU superstore, CA superstore, LT superstore, TK superstore, TA superstore and MA
superstore.

According to the sample data, most consumers were working employees,
university graduated with the age between 20-30 and earned between 3,001-6,000 baht
per month. These customers used motorcycles and cars to commute, lived in single
houses of their own and rarely possessed credit cards. The size of family was between
3-5 persons.

CA superstore was the most popular superstore among this group of
consumers, followed by LT superstore, TK superstore, TA superstore and MA
superstore, but the frequency of visiting at MA superstore is the highest. The busiest

shopping time is usually during the afternoon of holidays, but more customers would



come to shopping if there were sales promotions. The increase number of consumers
during sales promotion illustrated that sales promotions played an important role in
motivating customers' demand,

Variety of goods to buy, travelling convenience, location of superstore closed
to consumers' residents are reasons that consumers used to select their shopping centres.
The average payment for each shopping per customer was around 301-700 baht. Sales
promotion in order of their favorite were direct discount from original price, cash back

prize, buy 1 get 1 free campaign and premium gifts campaign.



