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Abstract

The objective of this independent study was to study the operation as well as problems
and obstacles in the operation of small retail stores in Mueang District, Chiang Mai.

The data was collected from questionnaires distributed to 171 small retail entrepreneurs
in Mueang district, Chiang Mai. Statistic values used in the arialysis were numbers and
percentage.

It was found from this study that the majority of the entrepreneurs were female of 46-55
years old, with high school education or lower.

Most retail stores took up one shop house, situated on a small lane. The stores were open
in the front with no parking space. They were less than 50 meters distance from their business
rivals and at a 2-5 kilometers distance from big retail stores (modern trade). The stores had no
employees and had been opened for more than 10 years. They opened 9-12 hours/day. Their
approximate earning was 501-1,000 baht/day.

As for product policy, most of the entrepreneurs did not designate the target customer

group. The shops featured mainly snacks and munchies, next were toiletries, dried foods,
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coendiments, non-alcohol dn'nké, and cigarettes. The best selling products were cigarettes, next in
line were snacks, and both alcohol and non-alcohol drinks.

Their supply sources were wholesale sicres such as Makro. Most entrepreneurs bought
their supplies once a month by checking whether certain products were running out of the shelves.

In terms of pricing, most entrepreneurs price the products according to what had been
assigned by the manufacturers. They usually did not know the exact profit they made.

Most entrepreneurs did not do marketing promotion. In cases wherce they did, they
mainly gave discount,

In terms of service policy, they employed mixed type: both fetching the products for the
customers and let the customers browse and fetch the products by themselves.

In terms of personnel policy, it was found that most entrepreneurs did not hire any help.
Those who did, hired employees on a daily basis and most cmployees had been working for 1-2
years. The entrepreneurs trained the employees as they worked (on the Jjob training).

In terms of public relations, it was found that most entrepreneurs socialized by attending
ordination ceremonies, funerals, and weddings. In general, there was no attempt at creating a
relationship between the entrepreneurs and the wholesalers, but in cases where they did, the
entrepreneurs engaged in cénversation to establish acquaintanceship. Also in general, there was
no attempt at creating a relationship between the entrepreneurs and their business rivals, but in
cases where they did, they agreed on the prices and they did not downplay their rivals.

When considering the advantages of the small retail shops in comparison with their
rivals, it was generally found that the small retail shops had a better location while their
disadvantages was their products had less variety. When comparing with their big rivals (modern
trade) such as Carrefour, it was found that the small retail shops had a better location while their
disadvantages was they did less marketing promotion (discount, free gifts, etc.).

The problems in the operation were the increase in capital investment, next in line were
the increase in rivals and the inefficiency of circular cash flow.

As for future plans, most entrepreneurs had no future plans, next plans in line were

quitting business and expand the shops.



