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ABSTRACT

This research was conducted in order to study: 1) purchasing behavior of
consumers of chain stores; and 2) factors that influence purchasing behavior of consumers of
chain stores in Maerim district, Chiang Mai province. Respondents in this study consisted of 400
consumers of three (3) chain stores, namely: 7-Eleven,Tesco Lotus Express and Top Supermarket.

Results of the study showed that consumers of chain stores were mostly women
aged 31-40 years, vocational certificated holders and upper secondary school graduate’s and had a
monthly income of 5,000-10,000 baht. Most of the respondents were found to patronize Tesco
Lotus Express and the reasons why they purchased products from chain stores were: 1) products
sold in chain stores directly correspond to their respective advertisements; 2) chain stores have
good paying system; and 3) consumers usually purchased usual brand products sold in these chain
stores although the main reason was product quality. Respondents were also found to purchase
products from these chain stores for not more than five times per month and usually from
Monday to Friday at 4.01-12.00 p.m. Most often, the payment was not more than 100 baht per
one purchase and products purchased normally included food products (processed food and crispy
snacks) and drinks (soft drinks, fruit drinks and health drink products).

Results also showed that consumers usually came to purchase products with
their co-workers, made their own buying decision and received product information most often
from television. Meanwhile, factors related to demography, marketing and others which consisted
of economic, cultural and social factors were shown to have a moderate level of influence on the

purchase of products.
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On the other hand, demographic factors related to purchasing behavior of
consumers of chain stores consisting of gender, age and income while marketing factors that
included product, price, position and promotion, and other factors consisted of cultural and social
factors, were mostly found to be related to the purchasing behavior of consumers of Tesco Lotus
Express.

In addition, results of the study showed that the main problem that consumers
had in purchasing products from the chain stores was related to the selling position of shops such
as inconvenience in parking and lack of rest area for consumers, followed by marketing
promotion for products as store clerks did not usually provide services to consumers. There were
lesser payment counters., products, choices and it did not directly respond to consumer needs.
Besides, products were not similar to their advertisement and prices of products were not clear.
For recommendation, most respondents indicated that consumers would be more satisfied if there
were more premium products distributed whenever consumers purchase products and if they

receive coupons to exchange with other products based on the amount indicated in the coupon.



