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ABSTRACT

The objectiv.e of this independent study was to study the services marketing mix
factors influencing Toyota dealers on their selection of motor insurance companies in Bangkok.
The data was collected from 60 Toyota dealers in Bangkok. Questionnaires were used for data
collection and the data was analyzed vsing descriptive staﬁstics: frequency, percentage and mean.

It was found that 83.30% of Toyota dealers sold sedan cars. The sales personnel
had buying decision power for the selection of motor insurance company and Wiriya Insurance
Co.,Ltd was their preferred insurance company. The dealers submitted the motor insurance to
customers as a premium for sales promotion.

Toyota dealers ranked services marketing mix factors at a higﬁest level in the‘
following order : price, physical evidence, place, people and process while promotion and
products were at a high level. |

The problems of Toyota dealers for using motor insurance were lack of sales
personnel from a satisfied company to present the sales of motor insurance and the sales

personnel were impolite, dishonest and unreliable.



