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ABSTRACT

This study focused on investigating the marketing mix factors affecting small sized
contractors towards purchasing laminate flooring in Meuang, Chiang Mai. The data was gathered
by questionnaire. The customers of the constructions which the small sized contractors are the
owners , was randomly selected 250 as the subjects of this study. The data analysis was written
by the descriptive writing which consist of frequency, percentage as well as standards deviation.

The demographic data had shown that majority of the subjects were males, 35 to 49
years old and married. They graduated in under bachelor degree. They hold the position as the
owners and the shareholders. They had the experiences with 3-10 years. Moreover, they run their
business as the sole trader and they gain the total income approximately 500,000 a year. They also
contract for work not over than 100,000 baht per time. They buy laminate of Pergo brand as their
supply, buy not over than 5 times per year and pay by cash. They make a decision to buy laminate
flooring by giving an importance to the pattern, color, beauty, durability including lifetime.

The result of the questionnaire on the marketing mix factors affecting small sized
contractors towards purchasing laminate flooring revealed that the respondents were satistied
with the high level in price, products, and place, respectively. Then, promotion was rates as the
moderate level. As considering in detail could also described that product: laminate flooring is
rates with the high level since it had beautiful pattern, and easily clean so the customers extremely

satisfied with them. The others are new condition, ease of use in flooring materials, long life,



varieties of product, colors, resistance to termites and other pests, industrial standard certification
including varieties of patterns and style in easily use. Price: it is rated as the high level. The price
depends on the on the amounts and orders. In case of high amounts, the price per unit reduces as
the lowest prices. The other factors were rates as the high level were credit policy to customers,
cheapest prices than other stores, bargaining prices based on the familiarity, cash policy with
discount (2/10,n/30), cheaper prices than wood. Place: the respondents rates as in the high level
for accessibility. Then, they rated delivery system as orders, enough parking, ease of order,
convenience in ordering. Promotion was rated as friendly staffs with the high level, then product
knowledge of staff, and right recommendation including discount with the limited amounts in

purchasing.



