d‘ A v 14 a a 9 [ o A = Il dy
FOLIOINMIAUANUUVIATL ‘qusmﬁimEN@gmaiummammmaﬂwuclumwa

Useidia
Y o
HIeY URANGHATT Y HUDINY
Sqan VIMIFINIMITUNG (MInan)

i 4 14 a J = t4
61%152]7]1'%3ﬂ'lel1ﬂ1§ﬂ1!ﬂ'31!!‘l]ﬂﬂﬁﬁ$ TONFAINTITYDIVT NUAIN
U )
UNANED

9 9 a & dydo; s A = a 9 @ o
NITAUANUVUDATISATIU N?ﬁﬂﬂi%ﬁﬂﬂlW@ﬁﬂHWWQ@]ﬂiﬁﬂﬂl@ﬂﬁjq@’)ﬂﬁluﬂuﬂﬂ

Q

9 9 v 9
=2 v A

Y
deuFealnilumssersziuadia dszmnslumsdnuasal Ae Andeiy 50 Dl ode

U £
[

1 o A = 1 d'dy 4 v AAa Y] ] == o
agiummammwaﬂwu 1/]“]5@ﬂill‘ﬁiillﬂ38ﬂ1!%3@]ﬂﬂﬂ11411ﬂ181u 3 Unru 313U 200
Y < A A < Y a <Y Y Aaa A
318 Tﬂﬂ"lmm‘uﬁa‘uaanumsmm”lumsmmamammga miamswzwagahﬁamm
Y 1 Ay VA
NITUUI ]’lﬂLLﬂ AITUD IDYAL LASAURAY
=2 Y 19 <3| Aa o [
iﬂﬂﬂﬁﬂ'liﬁﬂ‘]elWVlﬂLlﬂNQGI’E]‘]JLLTJ“]JET?J‘UOHJL‘]JHLW?(‘]HEJ HASINANUNIIUIUNINU
= S A o = v a S A = a 1 g A
oY 50-55‘]J UADIUNMNTUT igﬂﬂﬂﬁﬁﬂ'}a!'lq\iﬂ’ﬂﬂiﬂulﬂuﬂﬁi UPIFNHINVITIUAT 150

9 a ~ = Y A dgl o a @ dgj
RIYDININITUINNEG A MSWEJllﬂﬁ’E]m’E]‘L! 30,001 ‘LITVI‘U‘Llll']J NUIUANFN IUATOUATI 4 ALY

1 o a

1 ] {o o 1 < Y o
T danlng lufisuamdnndasdnmed uaziuiamihaseunss daounuudouniy
[ (=} 4 v AaAa dy 4 v Aa Y
muim;uﬂﬁmimﬂizﬂumm e 1NIFNITUFITNYTLAUTINAIOAULDY
=* 9 a = dy 4 v Aa 9 (Y o
Waﬂﬁﬁﬂ]sl1ﬂlf]34”ﬁ1/\li]ﬁﬂiﬁllﬂﬁlﬁ’é]ﬂ%ﬂﬂihﬁiiﬂﬂi%ﬂu%’mﬂlﬂﬁﬁjgﬁ’)ﬁﬂu@“ﬂﬂ

£
= 1 J 1 1 4 v Aa ' a o
Wouseslvi wondaevnuudeuniwdiulvgFonsusssidsziudiamuuiEnnio

[ d o w

Aa v Aav A 4 o %
FUINT A0 VSHN 9IS AUDUIADS LUFFULUA UBAFISUT 310 A (ﬂizmﬁ"lﬂﬂ) (AIA)

o J v Aa AA % A ¢ YA 1 1 v A dy
%WHQHﬂiﬂﬁiﬁhﬂigﬂu%’J@]ﬂN:ﬂﬁ]i!“]Jll D2 NINUDITY Qﬂﬂﬁﬂﬂi’)ﬂiﬂﬂ?iﬂﬂﬁuiﬂcﬁ@

4 v AAa A A A Y v Aaa T Y
ﬂiilﬁiii]ﬂﬁzﬂu%’)@n1ﬂﬂﬁ(ﬂﬂ’ﬂ WHAUTUIAT N0 AunulseiusIa Hagivadvaya

[ @

v YY ' A o Aa A A o v Aa ]
ﬂ15§°U?l"’llﬂlluaeu'I'Jﬁ'lﬁlﬂﬂjﬂﬂﬂﬁgﬂu%jﬁﬂ@ NUNIUTUIANTT 117D @nllﬂuﬂizﬂusﬁﬁﬂ Qﬁﬂ‘ﬂ

=

= [ o v A A A 3| [ [ Y v
LL‘]J‘]Jﬁ@‘UﬂW?JiJLﬁ@J‘NﬁﬂaﬂiuﬂWi“ﬂ’]ﬂizﬂu‘b"lﬂi]’]ﬂ“l/lq@ﬂ@ otdunantseiulviny
o 1 1 4 v Aa AaA [ -4
ATUAT ﬁﬁuﬁlﬁﬂluzﬂllﬂﬂﬂﬁil‘ﬁﬁ33J1J§$ﬂu"]f'3@‘ﬂllﬂ’ﬂ HUUTSTUNITNY (Endowment

I 1 a |4 a o [
Insurance) L‘]J“LllfﬂiNﬁ‘llNﬁWu’i%ﬁ’JNﬂ"lifgjiJﬂi@Q%TmLLﬁZﬂWi@ﬂM“VIﬁWEJ TasusEndsenuae



J A

1 a A 9 [ A AAa A 1 [ = dy v AAa 1T A A
%"I‘EJN‘L!L‘JJ’E)EJL’E)"I‘]J?$ﬂULﬁﬂ%3¢lﬂiﬂﬂ§%uﬂiUﬁiyﬂﬁ 1Jﬂ1l,‘]_lﬂﬂigﬂu%’lﬂﬂﬂﬂNTﬂﬂq{ﬂﬂ@
) 1 dy v Aaa A ) I A ax o 1 dy 1]
10,001 — 15,000 U MIMszantelsznusInne Mszitusiaoun IsMInseandelsenu
aa o v A 9 9 v A dy 4 A A
BIAHNONTUDYBTUIATA Q@’E)‘]JLL‘IJ‘iJﬁ"E)‘IJE]HJGlGD'L’)aWGlUﬂ'Ii@]ﬂﬁucl%“lf’ﬂﬂﬁil‘ﬁiill HINNGAND
1 A 1 Ta A ) o dy v AaAa Sl o 1
1NN 1 1Y Lm"l:umu 2 @y Uszeznanlumshszidedsziudia 15 - 217 d@wmisums
dy L4 v Aa A Y 9y A lay ' l ) A
FonsusIINYseauFIamulusuInadNiine ’01%%3”11!0]56 muslwtymmuzmmauq
A Y v dy v AAa A o L v
‘Vfi’t’)ﬂuqﬁfﬂﬂ%@ﬂi%ﬂuﬂf’)@ﬂuﬂuWﬂﬂ A9 LUSHUIDYNLUUUDU

[

flhadsdrulszaumanarausmsilasedesnlianudrvaninadomaaauls

9

lumisdedsziudia aunaslusduunigane fatearunszuaumsliuims wagld

A = [ ~ o w A U o Y 1 a v 9
AN iyummaa“luﬁmummimmmma fladearumsaauasunsaain 1a9ga1us1a1

4 o

Fanamtazanyaznmenn uaziladedunmsdadiviineg

=
=
=

9 v o @ 1 Y o o w [ dy a 2 A J
dmsviladedosldnnudidny 10 ddvusndeil vimsasrgquamili Hgud
Tiusmsdeya (Call Center) TAnpaldnsims dunulivimsnaimsnena anvannsaly

4
MIFNFIUVINTNIUVIINTONINIUTUIATT JuaBUNITITonTosnnTonie ligien

a o o

Fumumusalivoyanansas Idedadany TwiTnau ¥3e dumuaaunIuaNudeans

U

v A

A Y a Y v AaAa A o o v A
ﬂlmﬁ]iﬂﬂl@ﬂ@ﬂﬂWﬂ@ulﬁuﬂzﬂll”]J“lJ"lJfJ\‘iﬂﬁ‘]J‘igﬂu“li'Jﬁ Hnsdsenu L\iﬂuhl"llﬂTiﬂWﬂ‘igﬂLm

1 1 1Y A 1 13 o Y Y
ﬂ')'lﬂJu'lﬁuslﬂ LB U llilﬁ’f]\“l?‘]i')ﬁ]q"llﬂ'lw nIo ’E')'IEJW]']lei'iﬂﬂ']]lﬂ Lﬂu@]u ﬂj'lllﬁgﬂjﬂclUﬂ']i

a 1 A Yo A 9 1w A A A Y do Y o (]
ANND Wa@]ﬂ‘]_lLW]‘Ll‘VIhlﬂﬁ‘]JiJﬂ'J"IiJﬂﬂJﬂ"lﬁﬂJuiLl"ILWMLﬁiJVI wwaﬂiﬂwuﬂummﬂizﬂuwu

v A @ Qﬂ}l o @ [} v 9 < 9
AIAANITINYINYIUIN mu@@u1uﬂ1ﬁﬂ1ﬂ§$ﬂuquf‘ﬁﬂ1ﬂ FUFD T UAY



Independent Study Title Behavior of the Elderly in Mueang Chiang Mai District

Towards Purchasing Life Insurance

Author Miss Supattra  Na Nongkhai

Degree Master of Business Administration (Marketing)

Independent Study Advisor Associate Professor Orachorn Maneesong

ABSTRACT

This independent study aimed at studying behavior of the elderly in Mueang Chiang
Mai district towards purchasing life insurance. Research population was specified to 200 residents
residing in Mueang Chiang Mai district in the ages of over 50 years old, who purchased new
package of life insurance within the past 3 years. Questionnaires were used as the research tool to
collect data; then, data analysis was conducted by using descriptive statistics: frequency,
percentage and mean.

According to the research finding, numbers of respondent were divided equally by
gender: male and female. The majority held marital status as “married” and their education
background were higher than Bachelor’s degree. They mostly ran their own business/were in the
position of business owner and earned monthly income at over than 30,001 baht. In a family,
there were more than 4 members; but none of them were studying and the respondents themselves
took a role as breadwinner. Most of them had life insurance and used to purchase it by
themselves.

Results of the study on behavior of the elderly in Mueang Chiang Mai district
towards purchasing life insurance presented as follows. The majority purchased life insurance
from insurance company or bank: American International Assurance (AIA) Company Limited
(Thailand). Currently, they carried 2 packages of life insurance. The person getting involved in
purchasing decision the most was identified to bank officer / life insurance representative. Source

of information from which the majority learned about the product the most was referred to the



bank officer/life insurance representative and the main reason in purchasing the insurance was to
establish life security for family. Type of life insurance that the majority had was in Endowment
Insurance — the integration of life insurance and savings that the company shall pay back to
applicant in case of his/her death or at the end of contract. The total amount of insurance premium
per year was 10,001-15,000 Baht; but the respondents generally paid for it in monthly term by
auto payment through his/her bank account. Most of them spent more than one but not exceeded
than two months to make purchasing decision. Payment duration of their chosen package was
about 15-21 years. In the future, they might not purchase any life insurance. However, they would
certainly recommend friends or fellows to purchase life insurance.

The service marketing mix factor affecting life insurance purchasing decision the
most was service process and factors affecting the purchasing decision at high level were
promotion, price, product, physical evident and place.

The top ten sub-factors that were ranked for its importance at the highest: free heath
check-up, having Call Center to serve customers, good after-sales services, ability of
representatives or bank officer to convince the future customers to purchase product,
uncomplicated process to call for indemnity, representatives who offered product information
clearly, having officer or representative asking the true need of customers before proposing
products, giving insurance card, interesting conditions i.e weave for health check-up or insurance
beyond the ages, convenience to contact, worth returns for applicants, benefits gained by

applying for additional packages i.e medical benefits and uncomplicated application process.



