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ABSTRACT

The objective of this research was to study the guidelines for adjustment of small retail
store entrepreneurs, including problem and recommendation, regarding to the small retail store
management that affect to the adjustment of small retail store entrepreneurs in Saraphi District,
Chiang Mai Province. The data was collected by interviewing 24 entrepreneurs and by
questionnaire for 120 consumers. The data was analyzed by percentage, mean, standard deviation
and the descriptive analysis of the contents of the lecture.

The research was found that most of entrepreneurs had to adjust according to the sale
volumes were decreased from as usual. Consequently, the entrepreneurs have to retain the
existing customers and increase the new customer, including study and analyze the customer
requirement, by managing good relationship, providing the modern and various products, pricing
as reasonable and offering the sales promotion for attracting customer to revisit the retail store, in
order to retain the retail store and able to develop the business running efficiently which totally
match with the customers’ requirement and satisfaction.

The small retail stores’ problems are the business management is not acknowledged, the
less of capital cannot be provided the sale price to be as same as the sale price of larger retail

store, there is lack of bargaining power of supplier and there is no advertisement.



