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Abstract

This thesis examined learning and social networks of hilliribe venders in
Chiang Mai City area as well as factors/conditions related to and governing their
vending activities. Study sites were the Night Bazzaar and neighboring vicinity such
as Anusarn Market, Ta Pae and Loy Kroh Roads. Being of qualitative nature, the
study relied in its data collection effort on field observations and interviews with 10
Akha venders. Collected data were subsequently checked, cross-checked,
classified, then descriptively and analytically presented in 10 case studies.

Findings were as follows:

Their social networks primarily involved those within a close circle such as
parents, brothers and sisters, and husbands. Secondary ones comprised
neighbors. Some interviewed venders relied on the former type of networks while
each and everyone relied on the latter. Moreover, all of them resorted to expanded
networks, e.g., street shops, regular customers or tourists, and landlords.

Their learning networks, normally featuring goods preparation, types and
nature of goods, selling methods/techniques, customer needs etc. Most
interviewed venders learned from such secondary networks as covenders and
producers. However, some learned from close, primary networks such as parents,

husbands and wives, and brothers and sisters. As regards the choice of selling



location most of teem contacted such landlords, i.e., expanded networks, as bank
managers, tour agency owners, and showroom operators.

As far as factors/conditions related to or governing their vending activities
were concerned. The following had been identified : sufficient knowledge about
gocds preparation, nature and types of goods to sell, selling methods/techniques;
customer needs; language and conversations with customers; knowledge about
tour seasons and appropriate vending location. Moreover, they had te have
supporters, capital, entrepreneurial autonomy, and tribe-specific artistic  and

cultural knowledge and skiils



