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ABSTRACT

This study aims to examine the behavior and the decisive factors of wholesalers and 

retailers who used commercial loans of a commercial bank in Chiang Mai. Primary information 

were collected from questionnaire interview of 118 bank clients classified as wholesales and 

retailers who obtained credit for commercial purpose from the Tanon Muaeng Samut branch 

under Pratu Changpeuk business office of a commercial bank in Chiang Mai. Analysis was based 

on descriptive statistics including percentage, frequency, arithmetic mean, standard deviation, and 

chi-square values.

 The findings indicated the majority of business operators under study registered their 

firm as natural person (59.22%), engaged in consumer goods wholesaling-retailing (44.90%), 

employing 1-5 workers (43.22%), running a small-sized business (44.92%), having been in 

operation for 5-10 years (37.28%) establishing business office in the city area of Chiang Mai 

(47.46%), asking for 1,000,00-3,000,000 baht loan size (44.07%), buying goods from large 

distributors like Macro and Lotus (36.44%), for domestic marketing (94.07%), with business 



funding from banking system (59.32%), and earning on the average 100,001-500,000 baht 

monthly business income (41.53%). 

 Most of the respondents indicated their choice to use commercial loan service was 

determined by the bank,s image in terms of security. They used services of two commercial bank   

generally for 1-3 years lending period. Their investment was generally profitable. Their main 

reasons for acquiring loans were low interest rate, speedy process for loan approval. Impressive 

services of bank staff. Convenient location of the bank for business contact. The security and 

reliability image of the bank, good publicity, and availability of diverse credit lines. 

 The chi-square test revealed that type of business firm was related to the loan period 

and monthly income was associated with the amount of money to buy goods each time at 

statistically significant level. Meanwhile, the proposed loan size and the average monthly 

business income had no relationship with the length of credit using. 

 The most important factor that influenced the bank, choice was found to be personnel 

because the bank workers provided friendly services by visiting the business and giving useful 

advice. The next most important factor was place, followed by product, service process, and 

market promotion, respectively.


