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ABSTRACT

The objective of this study was to investigate distribution channel strategy of
seven meat ball firms in Chiang Mai province. Open and close-ended questions were used in the
interview schedule of this study.

In-depth interview used in this study was focused on the perception of
entrepreneur on distribution channel and factors on the selection of meat ball distribution channel in
Chiang Mai province. Also, it was aimed to perceive guidelines on the selection of meat ball
distribution channel and problems encountered in meat ball distribution channel from meat ball
producers to consumers. Results of the study were separated into four parts including general
information about the respondents of this study, general information about meat ball business,
information about distribution channel, and problems encountered and suggestions.

Based on forms and criteria on the determination of meat ball distribution channel
strategy, it could be observed that there were two important forms of meat ball distribution channel
which were very different from each other. Those forms included 1) the distribution through central
market of various types, and 2) the direct distribution to consumers. Both forms needed marketing
administrators who understood general aspects of distribution channel of each form. This could
help them manage distribution channel effectively, particularly on the marketing implementation.
However, the administrators preferred using the market channel which was the same as that of their
competitors. This caused the confrontation problem due to a limitation on the amount of
distribution channel. It was found that administrators preferred selecting the distribution channel

which was the same as that of their competitors.
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With regards to problems encountered the distribution channel, it was found that
meat ball was rotten easily because this type of product needed rapid transportation. This also
caused problem in stocking the product. Besides, the collection of revenue became late since the

firm owners did not do it by themselves.



