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THE FEASIBILITY STUDY OF HOME DELIVERY RETAIL SELLING

OF MUANG UDONTANEE AGRICULTURAL COOPERATIVE LIMITED
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ABSTRACT

Title : The Feasibility Study of Home Delivery Retail
selling of Muang Udontanee Agricultural
Cooperative Limited

Chomprasan Piwhoom

By
Degree

Master of Science (Cooperative Economics)

Major Field : Cooperative Economics

The objective of this study was to determine
feasibility of the delivery-to-door retail management project of
Muang Udontanee Agricultural Cooperative Ltd. by analyzing
net present value (NPV), the benefit cost ratio (B/C ratio)
the internal rate of return (IRR) at a fix price, the operating
period of which was 5 years, the target of member admission
year being 100,150,200,250, and 300 members in the 1st year,
2nd year, the 3rd year, the 4th year and the S5th
respectively. Estimated sales used in the analysis were obtained
from a survey of consumers’ behaviors and the cooperative
members’ interest in the delivery-to-door project. The population
involved in the study was a number of 343 cooperative members
obtained by stratified random sampling. The data were obtained by
means of a questionnaire and then subjected to analysis

translation by means of a computer
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The empirical results can be summarized follows :

A number of 280 families were interested in
participation in the project. The expenses on consumption of
products of category of foods, items of daily use and beverages
amounted to total of Baht 260,393 per month or an average of Baht
g98 per family per month. The analysis of financial worthiness
was done by estimating the flow cash received and cash paid
throughout the period of § years. When the present value was
computed, the net present value was equal to Baht 4,315,177 at a
discounting rate of 14 per cent. The analysis of the B/C ratio
revealed it to be equal to 1.22. The said analysis findings
showed that the investment in the project could yield a return
worth it. The sensitivity analysis revealed that the cost of the
products sold and the sales were of importance to the project.
The study findings indicate that the delivery-to-door style of
sale may be a method that will help raise sales for +the
cooperative, enabling the cooperative to increase its business

volume.



