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ABSTRACT

The objective of this research was to study the service marketing mix affecting
automotive refinishing shops towards purchasing two-pack (2K) paint in Lamphun Province.
Questionnaires were used as an instrument to collect data from 76 automotive refinishing shops in
Lamphun Province. Data were then analyzed by the statistics which were Frequency, Percentage,
Mean, One-Way ANOVA, and Pair Differences Test. The results of the study were as follows:

The majority of automotive refinishing shop entrepreneurs in Lamphun Province were
male of 41-50 years old and in the business less than 5 years. Their shops possessed the service
area accommodating up to 50 cars per month. The amount of money for purchasing automotive
refinishing two-pack (2K) paint were between 10,001-15,000 Baht per month purchasing from
sales agents. The most popular automotive refinishing two-pack (2K) paint purchased was Nax
Premila.

According to the marketing mix factor affecting automotive refinishing shops towards
purchasing two-pack (2K) paint in Lamphun Province, most of the entrepreneurs paid attention to
the product factor in the high level. To illustrate, they gave priority to the good quality automotive
refinishing two-pack (2K) paint which provided the same quality as the color of the car from the
automotive assembly plants. The price factor was concerned in the medium level. To clarify, they
considered the variety of automotive refinishing two-pack (2K) paint brands/grades with the

obvious price tag on each item. The distribution factor was concentrated in the medium level. The



sales agents of automotive refinishing two-pack (2K) paint which were located nearby their
houses/offices and easy to come by in other branches were considered as the first preference. The
promotion factor was focused in the medium level. Discount and coupon or discount card were
significantly regarded, respectively. The personnel factor was considered in the high level. They
would prefer the salesclerks with fully knowledge of the automotive refinishing two-pack (2K) paint
and ability to answer the customers’ questions. The physical characteristic factor was focused in the
high level. The automotive refinishing two-pack (2K) paint shops with modern and highly efficient
color mixing machines and an adequate parking space were mostly preferred. Finally, the process
factor was concentrated in the high level. The accuracy for giving information and recommendations

about the automotive refinishing two-pack (2K) paint usage were preferred.



