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ABSTRACT

 The purpose of this independent study was to study the factors influencing 

consumers buying decision of Non – Performing Asset (resale house) from Bangkok Commercial 

Asset Management Company Limited  in Bangkok Metropolitan and Greater Bangkok area. 

There were 200 respondents who were interested to buy NPA (resale house). Collected data were 

analyzed by descriptive statistics such as frequency, percentage, mean and ranking. 

 The results of the study showed that most of the respondents were female, single, 

aged between 30 – 49 years old. Most of them had Bachelor degree and were employed by private 

companies, having household income above 60,001 per month. 

 Most of the respondents preferred the two-stored house, 20-50 square meters, price 

range between 1-2 million Baht, and the reason to buy was to increase convenience 

transportation.

 For the marketing mix factors which affected the consumers buying decision of the 

NPA (resale house) in Bangkok Metropolitan and Greater Bangkok area, the respondents scored 

at the high level of importance, which arranged from highest score to the lowest as follows: price, 

promotion, products and place respectively. 



 Price factor, the respondents scored at the highest level of importance, in which the 

sub-factors arranged at the high level were the offered price was lower than the first-hand house, 

lower debt rate, and many options of the deposit. 

 Promotion factor, the respondents scored at a high level of importance, in which the 

sub factors arranged at the high level were having premiums such as free transferring cost, gas 

coupon, free furniture and electric equipment, and bonus as well as the BAM offered after sale 

service.

 Product factor, the respondents  scored at a high level of importance, in which the 

sub-factors arranged at the high level were complete infrastructures and  location which ease of 

transportation.

 Place factor, the respondents scored at a high level of importance, in which the sub-

factors arranged at the high level were BAM had representatives covering in the areas which 

allowed ease of sale contact and BAM website provided complete information about NPA.


