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ABSTRACT

The objective of this study was to study the attitudes of government pension fund 

members in Chiang Mai Province towards life insurance. 

 The population of this study included 319 government pension fund members who 

worked in Chiang Mai Province and vicinity. The sampling was done by quota to equally 

represent the 5 fields of professions, namely those in medicine, education, military, police force, 

and others. A questionnaire was used in collecting data which was then analyzed by using  

frequency, percentage and mean. 

The study revealed that most respondents were male, aged between 41-50 years, 

married, and worked in the field of education. Their average income was 16,001-30,000 baht per 

month.

Regarding the study of the respondents’ attitude toward life insurance in the 3 

aspects: understanding, feeling, and behavior, it was found that most of the respondents 

understood that life insurance payment could be used to reduce tax.  Other understanding 

included the fact that the policy holder would get compensation and medical expenses in case of 

death, organ loss, unemployment, illness, being paralyzed, or accident, and that the payment 

correlated with the age of the policy holder and the policy.



The attitudes of the respondents towards the marketing mix factors were as 

follows.

For product, the first 3 highest ranked sub-factors were life insurance gave 

assurance to an individual and family, insurance company reputation affected decision to buy 

insurance, and buying insurance was similar to having saving.

For price, the first 3 highest ranked sub-factors were insurance payment helped 

reduce tax, minimum insurance money should not be high, and installment payment (every 3 

months or 6 months) made it easy to manage payments. 

For place, the first 3 highest ranked sub-factors were convenient payment method, 

Piamsook policy should offer more options, and difficulty to contact insurance representative. 

For promotion, the first 3 highest ranked sub-factors were that there should be 

information center for Piamsook policy, discount helped speed decision to buy insurance, and gift 

helped speed decision to buy insurance 

For service staff, the first 3 highest ranked sub-factors were representative should 

pay regular visit to customer, insurance representative was relentless when they wanted to 

persuade people to buy, and good service after buying. 

For physical evidence, the first 3 highest ranking sub-factors were Convenient 

location of company for contact, hospitals offered in the policies had good reputation, and 

hospitals offered in the policies were better equipped than government hospitals 

For process, the first 3 highest ranked sub-factors were compensation was difficult 

to claim, customers being better treated at hospitals as insurance customers than as government 

officials, and insurance process was complicated and time consuming. 

For behavior, the study founded that most respondents had life insurance. The 

reason was future care of their families’, economy benefits and sick compensation. The reasons 

for buying the insurance were for the welfare of family, for saving, and for when they were sick.  

The people who were influential in buying decision were children, themselves, and spouse.  For 

those who did not have life insurance, the reasons were not sufficient income and unnecessary.  

The people who were influential the most in buying decision were themselves.


