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ABSTRACT

The purposes of this research were to study the factors influencing decision making to
purchase drugs and medical supplies of purchasing administrators in hospitals, to study the habits
of drug and medical supplies of purchasing administrators in hospitals, and to study the behavior
of drug sales representatives towards the purchasing administrators in hospitals.

The data used in the study was the primary data collected from questionnaires and
interviews. The query selected sample by comparing the finished table of Darwin Hendel with a
population of 576 so the population were approximately 600 people. A 95% confidence interval
was employed to select purchasing administrators in upper northern Thailand hospitals of 234
persons. The data were analyzed by using descriptive statistics; percentage, frequency, and mean.
Measuring the priority was analyzed by using Likert’s Scale. 5 drug sales representatives and
medical supplies companies administrating 9 provinces in the upper northern Thailand were
interviewed. The data were analyzed by using descriptive statistics and content analysis.

The general information of purchasing administrator sampling group shown that the
majority were male in 51-60 years, married , and worked in pharmacist department in the
government hospitals. The size of the number of hospital beds were more than 701 beds offered
service to more than 1,000 patients. Highest education of them was bachelor degree and they
earned 20,001 -30,000 baht per month. They ordered drug and medical supplies between 5,001-

50,000 baht.



The study of the decision making process of purchasing administrators’ buying in
hospitals found that purchasing administrators focused on personnel factors because of the
important data of the products , giving solutions and offering services.

The study of problems and suggestions of decision making of buying drug and
medical supplies shown that the most common problems for administrators to purchase were
delayed delivery or undue delay in delivery, after sales service, unmet requirements, deferent
prices, near expiration, sales representative’s lack of information or advice, and sales
representative’s bad manner respectively.

The study of the interview shown that the sales representatives had to do all the way
in the process of selling both before selling by well prepared and there must be enough
information to give. They had to give good, correct and reliable information and needed to find an
opportunity to close by using special technique or strategy to get success on sales. They needed to
have after sales service to make customer satisfaction and continue ordering. They also were to

help resolve problems quickly so that the customer was satisfied and prevent crashes



