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The pufosts of this research were to exalryine (1) life insuranFe policy buying

behavior of consumers i, Amphur Muang, Changwat Chlangmai; (2) market mixed strategies

used by consumers i~ buving life insurance policy; and (3~ the consumers. prOblems in buying

life insurance policy.1 Th~ data were collected by means pf pretested questio~aires from 163

samples of people h~viJ1ig bought insurance policy and I~ving in Amphur Muang, Changwat
I r

Chiangmai selected ~y qfota sampling and divided accord~ng to market shareslof 12 companies

and analyzed by using the Statistical Package for the SociallSciences (SPSS for Windows 7.5),

The res~lts indicated that most of the consunters were female, 20~ 30 years of age,

married, completed al ba~helor level of education, worked lin private companies and earned less

than 6,000 Baht per niontl!1,

The con~umers bought only one endowment Insurance policy each, with 50,000 -

100,000 Baht of miniftu$ policy, from agents of insurancF companies, The premium rate was

less than 15,000 Bah~ ancll paid yearly to agents collecting lit at home or at the office. Jmportant

persons influencing the c~nsumers to buy insurance policy Fere parents and spouses. The
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important reason fo~ buying insurance policy is to avoi~ burdening families if the insurance

policy purchasers beqom~ disabled or die,

The o~eral~ level of importance of mateting mixed factors affecting the

consumers' buying d~cis~on was very high. Products, pric~ and distribution chpnneJs had a very

high level of importa*ce ~ut marketing promotion had a mqderate level,

The co9sunters' problems after buying insutance policy i.e. co~pany, agent and

customer problems w~re ~t a moderate level when considerFd both overall and imdividually.

The fol~owing recommendations were ma~e 1) Insurance companies should

improve their :;ervice~; pplicy and premium rate should bt adjusted to suit ec~nomic situations

and more public re~atiqns should be made so that c~nsumers will understand insurance

advantages better. 2)IAgents should be trained before selting insurance policies to consumers;

they should be since~e alild honest; and they should offer Ithe consumers the ipsurance policies

compatible with the cpns~mers' needs and ability to pay


