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Research Questionaire

Customer's Purchasing Behaviour Towards Wooden Toys of Thai Wooden Games Co., Ltd.

To : Thai Wooden Games Co., Ltd. 's Customer

The questionaire, as part of researching Thesis of Master Degree of Business Administration (MBA)
of Chiang Mai University, has object to study "Customer 's Purchasing Behaviour Towards Wooden Toys of
Thai Wooden Games Co., Ltd.”.

All of datas are brought for only developing and improving wooden toy products and services
to serve all of our customers of Thai Wooden Games Co., Ltd. research and keep it as secret.

Please answer and check list in the questionaire for our benefit and researcher must be thankful

for wasting time to reply this questionaire,

Wauttichai Thamthitipong
Postgraduate of Business Administration Faculty

Chiang Mai University, Thailand
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Research Questionnaire/ Customer satisfaction survey

Customer's Purchasing Behaviour Towards Wooden Toys of Thai Wooden Games Co., Ltd.

Section 1 General information

Instruction: Please check at the most preferred option

L COMPANY NAME ...eviiiieiiiitiiii i it neree e e st e et et e eeeeeee e e e e s e e s ee st se e e e
Your position in the COMPANY .........coooiiiiiiie ot
Nationality .......cooovvemmeriees v, COUNLTY oo e

2. Business structure

{ } 1. Sole Proprictorship : { } 2. QGeneral Partnership
( ) 3. Limited Partnership ( ) 4. Corporation
( ) 5. Others (please specify) ......coeeve......

3. Your business capital investment cost
( ) 1. lessthan 1 million bahts - () 2. 1-5 mil]ion bahts
( Y 3.  6—10 million baths { ) 4. more than 10 miilion baths

4. Type of business (more than one choice could be selected)

() 1. Wholesaler { ) 2. Retailer
() 3 Bﬁying Agent ( ) 4. Distributor
() 5 Trader ( ) 6. Importer
( ) 7. Others (please specify) ........cco........

5. How long have you been in the business ?

() 1. lessthan 2 years ()} 2. 2-5years

{) 3. 6-10years ( ) 4. morethan 10 years
6. How many customers do you have ?

( ) 1. 2-5customers () 2. 6-10customers

{ ) 3. 11-20customers {( ) 4. morethan 20 customers
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7. What is your average monthly revenue range ?

( } 1. lessthan $ 2,500 (USD) (less than 100,000 bahts)
() 2 $2,501-85,000 (USD) (100,001 - 200,000 bahts)
() 3 $5,001-8 10,000 (USD) (200,001 — 400,000 bahts)
( ) 4. more than $ 10,000 (USD) (more than 400,000 bahts)

8. Who is the most of your customer ? (more than one choice could be selected)
( ) 1. Wholesaler ) ' { ) 2. Retailer
( ) 3. Distributor ( ) 4. Enduser
( ) 5 Others(please specify) ......coovereen....

9. Which primary packaging material do you consider appropriate for wooden toys resale ? (more than one choice could be

selected)
{ } 1. Cartonbox ( ) 2. Plastic box
( ) 3. Mulberry paper box / Saa paper box ( } 4. Wooden box

() 5 Cloth Bag/Pouch

10. What is the ratio for the shipping cost, from Thailand to your company, to the unit price you have to pay ?

{) 1. nomorethan5% () 2. 6-10%
() 3 11-20% () 4 21-30%
() 5 31-40% { } 6. morethan 40%

11, Where do you sell wooden toys purchased from the manufacturer ? {more than one choice could be selected)

( ) 1. Department store ( ) 2. Sunday Market/ Open market

( ) 3. Your ownshop ( ) 4. Modern Trade Department

{ } 5 DirectSale { ) 6. E-Commerce

() 7. TV DirectSale ( ) 8. Others (please specify) .................. .

12. After importing the wooden toys, do you sell it within your country or re-exporting them ?
{ ) 1. Domesticsale

( ) 2. Exporting some items for less than 50 % of gross sales

( ) 3. Exporting some items for more than 50 % of gross sales

( )} 4. Exporting all of the purchased wooden toy products
13. Do your business creates and owns a brand name ?

() 1. Yes

() 2 No
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Section Z Informations on Thai Wooden Games Co., Lid. ’s customers purchasing behaviour
for wooden toy products
L. How long have you been making business to Thai Wooden Games Co., Ltd.
() 1. lessthan year () 2. 1-5years
() 3  6-10years " () 4. morethan 10 years
2. Which category of the items are you purchasing from us ? (more than one choice could be selected)
() 1. Games,e.g Checkers, Chess, and Domino
( } 2. Puzzles, e.g. String Puzzle, Snake Cubes
() 3. Toys,eg Wooden Train, Rope Climbing Dolls
( ) 4. Souvenirs, e.g, Calendar, Wine rack, Foot Massage
3. What is the net worth for each purchasing order placed by you each time ?
( ) 1. lessthan $ 3,000 (USD) (less than 120,000 bahts)
() 2. $3,001-$%10,000(USD) (120,001 — 400,000 bahts)
() 3 810,001 - 525000 (USD) (400,001 — 1,000,000 bahts)
{ ) 4 morethan $ 25,000 (USD) (more than 1,000,000 bahts)
4. What percentage of total available items for sale that your business company are purchasing from us ?
( ) 1. Allitems you are selling are purchased from Thai Wooden Games Co., Ltd. (100%)
() 2. Mostofgoods available for sale (more than 70%} are purchased from Thai Wooden Games Co., Ltd.
( )} 3. More than half of goods available for sale (more than 50%} are purchased from Thai Wooden Games Co., Ltd.
() 4. Morethan <quarter of goods available for sale (more than 25%) are purchased from Thai Wooden Games Co., Lid,
( ) 5. Lessthan quarter of goods available for sale (less than 25%) are purchased frqm Thai Wooden Games Co., Ltd.
5. When will you place your order to buy wooden toy products from Thai Wooden Games Co., Ltd.?
{ ) 1. Piace an order only if there is a need for displacement / required goods, considered from existing inventory items level
( ) 2. Product orders for inventory stock were planned in advance
{ ) 3. Yousend orders to us whenever your customer submitted you order forms
() 4. Others (please specify) ...................

6. What time of the year should your demand for wooden toy products from Thai Wooden Games Co., Ltd. be highest ?

(more than one choice could be selected)
() 1. January - March () 2. April-June

( ) 3. July-September ( ) 4. October— December
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7. How many times, annually, are you purchasing the wooden toys from Thai Wooden Games Co.,Ltd. in average basis ?
(} 1. Onceayear () 2. Twiceor three times a year
() 3 4-5timesayear ( ) 4. More than 6 times a year
() 5 Imregularly

8. Who is the most influential figure in your business for the decision making process on purchasing the wooden toy
products from Thai Wooden Games Co,, Ltd. ? |
{ ) 1. Business owner ( ) 2. Product purchasing committee
( } 3. Purchasing department’s staff ( ) 4. General administrative division’s staff
() 5 Staff from other sections, please SPECIY ....ooveeenvnnieeiriieereresrareenn
9. Please specify your reason for choosing the wooden toy products from Thai Wooden Games Co.,Ltd, for your business ?
(more than one choice could be selected)

( ) 1. The pricing is reasonable

() 2. Products meet standard and quality
{ ) 3. Shipping costis low

( ) 4. Product discount available

( ) 5 Elegantly designed package

( } 6. Minimum oreder quantity (MOQ) is appropriate
() 7. Lead time for production and deliver products are not very long.
{ ) 8  Goodservice

( ) 9. New product designs are always updated and available

o~
—

10.  Others (please specify) .............v.uee.

10. Where did you learn about Thai Wooden Games Co.,Ltd. ? (more than one choice could be selected)

{ ) 1. Search in websites

( ) 2. Guildline Magazine

{ ) 3. BIG & BIH Exhibition, Thailand

( )} 4. Catalogue & Brochure

{ } 5. By making information request from the ministry of commerce, Thailand
{ ) 6. Personal introduction, from friends

() 7. Others (please specify) ...................



135

Section 3 General informations on purchasing behavioﬁr for wooden toy products

1. What kind of wooden toy products did you buy ? (more than one choice could be selected)

( ) 1. Education Toys ()} 2. Games

() 3. Puzzes ( ) 4. Others (please specify) ...................
2. How many wooden toy supplier did you buy from worldwide ?

() L o.nly one supplier ( ) 2 Twosuppliers

() 3. Threesuppliers ( ) 4. more than three suppliers
3. What is the net worth of purchasing orders of wooden toy products annually ?

() 1. lessthan $ 25,000 (USD) (less than 1,000,000 bahts)

{) 2. $25001-8% 100,000 (USD) (1,000,001 — 4,000,000 bahts)

( ) 3. $100.001 -5 200,000 (USD) (4,000,001 ~ 8,000,000 bahts)

( ) 4 more than $ 200,000 (USD) (more than 8,000,000 bahts)
4. in Thailand, How many wooden toy supplier did you buy ?

( }» 1. Only one supplier () 2. Twosuppliers

{ ) 3. Threesuppliers ( Y 4. Foursuppliers
5. Did you buy wooden toy products from only Thailand or not ?

( ) 1. Yes(Skip next to No.8)

() 2. No

6. If you did not only buy wooden toy products from Thailand, Where did you buy ? {more than one choice could be

selected)

() 1. China ( } 2. Vietnam

() 3. India { ) 4. Indonesia

() 5  Gemmany ( ) 6. Switzerland

() 7. Denmark ' ( ) 8. Others (please specify) .......couuveeee...
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7. Please specify the reason Why did you purchase from other country suppliers, not only Thailand 7 {(more than one choice

could be selected)

L T T T )

(
(

R L N T T

L.

2.

8.
9.

10.

Cheaper price

Products meet more standard and quality than Thailand
Shipping cost is cheaper

Product discount available

Nicely designed package

Minimum oreder quantity (MOQ) is not much

Delivery time is faster

Good service

New products always present

Others (please specify) .......... ST

8. Do you know what country produce and sell wooden toy products ? (more than one choice could be selected)

()
()
()
()

1.
3.
5.
7.

Thailand () 2. <China

Vietnam () 4. India

Indonesia () 6 Gemany

Denmark ( ) 8. Others(please specify) ...................

9. What is the most media you know about wooden tou products supplier ? (more than one choice could be selected)

()
)
()
()
()
()

I,
2.

5.
6.

Search in websites

Magazine, please SPecific ................ecevvvieiieinieennneennennn,
Exhibition

Catalogue & Brochure

Information from Ministry of Commerce

Others (please specify) ......ooouuveenen..

10. Besides wooden toy products purchasing, What other items have you bought ? (more than one choice could be selected)

()
()
)

L.

3.
5.

Saa paper / Mulberry paper ( ) 2. Wood/Rattan Furniture
Wood sculpture ( ) 4. Ceramics

Others (please specify) ...................
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Section 4 Factors affecting customers’ purchasing decision
4.1 Please specify an importance or weight on each influential factor affecting your purchasing decision

(Note : Please mark only one each level for each factor)

Important / Weight on making decision

Influential Factors
Maximum High Average Low Minimum

. Environmental factors

1.1 Your customer demand

1.2 Economic condition

1.3 Tax legislation on each country

1.4 Uncertainty politic and government policies

1.5 Changing of production technology

1.6 Worldwide shipment cost

1.7 Raw material used for production

1.8 Fluctuation of interest rate

1.9 Others (please specify)}

2. Organizational factors

2,1 Your objective and policies of purchase

2.2 Management structure in your organization

2.3 Ordering method and procedure in your organization

3. Buying‘center factors

3.1 An interest purchasing authority key figures

have in our products

3.2 Decision power that purchasing authority figures hold

3.3 Information given and sales persuasion

3.4 An understanding between buyer and vendor

3.5 Others (please sPecify) co.covivvviei v e eeerr e
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Influentizl Factors

Important / Weight on making decision

Mazximum

High

Average

Low

Minimum

4. Individual factors

4,1 Product acceptance and liking

4.2 Acceptance and attitude towards the manufacturer

or vendor e.g. skill level, responsibility, etc.

4.3 Difficulties on learning how to play the wooden toys

4.4 Good relationship between buyer and vendor

4.5 Manufacturer hospitality and service when you came

to visit our company for business deal

4.6 Others (please specify) ......coooviiiiinieeciiirrrrinne
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4.2 Marketing Mix (4P) factors affecting wooden toys purchasing behaviour

(Note : Please mark only one each level for each factor)

Influential Factors

Important / Weight on making decision

Maximom

High

Average

Low

Minimum

1, Product and service factors

*1.1 Products are of high quality and the standard meets

your expectation

1.2 Product variety meets your needs

1.3 Customized orders can be made as customers require

1.4 New types of product always presentable

1.5 Hand made product gives its value

1.6 Product marketing was made under its branding,

making its brand respectable

1.7 Products are made of wood thus gives its higher

value when compared with toys made of other materials

1.8 Quality guarantee and afier sale services

1.9 On time delivery

1.10 Good packaging standard that assure undamaged

products after delivered to your shop

1.11 Elegantly designed packaging, making the product

appearance look attractive to your customers

1.12 Product manual is clear and easy for understanding

1.13 Products passed CE Mark

1.14 Products use wood as raw material that can't be

found or rarely found abroad

1.15 Non toxic colour and lacquer, inctuding

Other non toxic materials are used in our products

1.16 Colourful and rich pattern design on the products

1.17 Reputation and skill in wooden toys production

1.18 Credits and reputation given to factory

1.19 Others (please SPecify} .....u.vvvvireieeeerreeesieenns
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Important / Weight on making decision

Influential Factors
Maximum | High | Average Low Minimum

2. Pricing factors

2.1 Pricing is reasonable, considering product quality

2.2 Prices ard appropriate, compared with competitive

Company

2.3 Product price is negotiable

2.4 Product prices are fluctuated within your acceptable

range, depends on the production cost

2.5 Special discount granted, providing you place

an orders more quantities

2.6 If the new prices are proposed by our company,

CIF price will be responsible for the product shipment to

your country

2.7 Ex - Factory Price Offering

2.8 FOB Price Offering

2.9 CIF Price Offering

2.10 Others (please specify) ...o.ocovevnnnneen. N ereenes s iy

3. Distribution channel factors (Place factors)

3.1 The showroom lacated in famous commercial area

which is the beneficial location for business deal

3.2 Available showrooms aid your convenience and make

product orders more easy, factory visit is not necessary

3.3 Inventory control increased, thus help customer

reduce their need for inventory control

3.4 Online business contact via emails and internet,

make business dealings more convenience and faster

3.5 Others (please SPecify) cu.uvvvrviiiieervererieeicieevenn,
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Important / Weight on making decision

Influential Factors
Mazximum | High Average Low Minimum

3. Promotional Factors

4.1 Our company introduce advertise in foreign magazines

4,2 Trade discounts available, e.g. price off,

free goods, premium, quantity premium, ete.

4.3 The company joins trading exhibition abroad

To meet and introduce itself to customers

4.4 Provides and maintain company’s website for

customer service

4.5 Delivery new catalogues for customer's consideration

4.6 The company produces brochure to introduce

new products and always delivers them to you

for your consideration

4.7 New sample products are aiways sent to customers

4.8 The company's representative come to visit you

annually to personally exchange informations

and present new products available for sale.

4.9 Direct marketing is presented, e.g. phone direct sale and

electronics media-

4.10 Credit payment accepted (2 - 3 installments)

4.11 Factory visit makes you more certain / confidential

in product ordering

4.12 Others {please specify) .............ccoevvinnnnn.

Section 5 Problems and suggestions for future improvement in products and services of Thai Wooden Games

Co.,,Ltd.
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THAI WOODEN GAMES

THAI WOODEN GAMES CO., LTD.
49 MOO 1, TRONGWUADAENG, A.SANKAMPAENG, CHIANGMAI 50130, THAILAND
TEL: (66 — 53) 859509 FAX: (66 — 53) 859510

E-mail: thaiwood@loxinfo.co.th
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