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Abstract

This independent study aimed to explore customer behavior towards buying high
quality mattress of Bansuay Furniture Center, Chiang Mai province. Data collection was
completed by the distribution of questionnaire to 102 customers of Bansuay Furniture Center,
Chiang Mai, who used to buy high quality mattress. Then, the collected data were analyzed by
the descriptive statistics including frequencies, percentages, means, and standard deviation

The findings were presented that the respondents were female in the ages between
24 — 34 years with Bachelor’s degree. Their average monthly income was found in a range of
30,001 — 40,000 baht and their work was specified to business owners/freelances/traders.

According to the study on customer behavior towards buying high quality
mattress, it was found that most of them used to buy such a high quality 6-feet mattress under
the Dunlop Pillow brand and paid 10,000 — 15,000 baht for it. They mentioned the advantage of
slumberland brand of high quality mattress as the mattress which is supported by 1,500 — 3,600
springs, and the most favorite color of the mattress was cream. Furthermore, those respondents
mentioned to their need of comfort mattress which would cause neither backache nor waist-ach
as the reason in buying the high quality mattress. They also indicated that Saturday and Sunday

from 11.01 — 14.00 hours were the most convenient days and times to buy the mattress. By



using the high quality mattress, they could extend the time to buy the new one to more than 10
years. It was found that besides Bansuay Furniture Center, they might buy the high quality
mattress from other places like the department stores ie. Central Kad Suan Kaew and Robinson
Airport since its location might be convenient for them; located in community area, eased to
transport, and had space for parking. Source of information which influenced their buying
decision the most was referred to the sale person at the store while the person who participated
in making buying decision was their couple. From this study, most of them paid for the mattress
in cash. They revealed that the latest time in buying this high quality mattress was last year. The
promotion that most respondents liked was the discount promotion and type of premium that
they mostly preferred was the healthy pillow. They indicated to reason in buying the new
mattress that the old one was dilapidated/subside and the new high quality mattress brand that
they wanted to buy was Slumberland.

According to the study on retail marketing mix factors, the specific customers
gave high importance towards the following factors in orderly; price, product, people, place,
physical evidence and presentation, and promotion.

Hereafter were sub-factors of each key factor which were ranked in the highest
importance.

In terms of product, they paid the highest importance on the mattress’s
qualification — anti dust mites.

In terms of price, they paid the highest importance on the varied rates of price.

In terms of place, they paid the highest importance on the large space of store
which caused good air ventilation inside the store.

In terms of promotion, they paid the highest importance on the product discounts
with premium.

In terms of people, they paid the highest importance on the accurate information
and suggestion on the high quality mattress given by the sale staff.

In terms of physical evidence and presentation, they paid the highest importance
on the modern decoration as found through the display of furniture and mattress which very
well harmonized with atmosphere of the store and the arrangement of activities about mattress

to draw the interest of customers.



