d' A v Y a a Y a o A = 1
¥OI30INMIAUAIMVUD AT nganssuAus Inaluduneeudeslnulums

2 4

FoNuou
Y A (9 4 Ia 94
RN UNANUNINTA WIHOUAZ
Sayan VIMsgInIumIlasa (N13nan)

¢ a J a
mmaaﬁﬂ%nmmsﬁuﬂ%!mm)tﬁz TOIMANTIVITY AT.991I37 NIWFITIU

UNAAELID

[

) ) a X a s A = A Y a R
NITAUANUDUBDTIEUN G]Q‘]Ji%ﬁﬂﬂmﬁ] ﬁﬂ“lelW‘Wi]@ﬂiiwll’e)i@ﬂiiﬂﬂslu@nﬂ@

A ~ ' A A 9 3 A A 3 ]
Wourealvnulunissenuou Taglsuuuasuaimiluaioslolumsnusiusiudoyasin

a

Y o a <Y Y aa a Y A Y 1 ~
W‘Ujiﬂﬂﬂ’]u:]u 200 319 mi’JLﬂiWﬂﬂJ@Nvai"Hﬁﬂm"N‘Wiimuﬂmm AUD IVYDS ANURAY

u

t-test LIS F-test

=\

=2 1T 9 [ 1 3 a = =
WﬁﬂTiﬂﬂHTWTJ'JTQ@]@UL!JJUﬁ@ﬂﬂ?ﬂﬁﬁuiﬁifglﬂuw\lﬂﬁﬂﬂ 4D1g 31-35 ‘]_] y
= ) A A Y A 1A a
AOIUNINTUT A ﬂUﬂTiﬁﬂHTﬂlu3$ﬂUﬂ%ﬂJﬂﬁﬁi mw“lmaaﬂmmau 20,001 - 30,000 YUY

= I @ Y Aa a
@WWL‘}J‘L!WL!m”lu/lé_jum”liﬂlu‘gsmmﬂ%u

v
=

= a Y a dy ~ 1 1 [} 49’ A Y
WﬁﬂTiﬂﬂHWWE}@]ﬂiiMQ‘UiiﬂﬂGluﬂWi"D’?Wlu’EJUWTJ’Nﬁ’JuGl“I’TﬂJULﬂEJCB?JVIU’E)L!EJW@

o s % = ~ A A X ~ A A
TAVLUDIUAUA YUIA 6 1/!@ 351901 10,000-15,000 VN LAZTUDINUDUNLADNEDUINNTA AD &

q

U113

(9

P v )~ = ' o =
WMANANIADNTONUDUINTIZ ABINTITNUBUNUDUNUY ]lilﬂ’lﬂﬁﬁﬂ 10107 7un

.

a &K 4 A o 2 A ¢ =
HEAINADNFONUDU AB JULA1T-01NNY BIWIAT 14.01 -17.00 U. Lmzszﬂznaﬂuﬂmﬂaﬂum
v
uaummallﬂmum”l IO?J
U ] dy A 9 o ] A I'4 v A dy ~
ﬂ’JuGl'ﬁﬂJuﬂ5“]5'6)‘1/]1!@1!%']ﬂi'luﬁ]'lﬂu']ﬂl,waiulﬂ’f]i m@;maiumm@ﬁu%ma%uau
Y o 1 A @ Y Y Ada Y o g & vy A~ !
FINITUANNATIND L‘]Jui’luﬂﬁ/ll]ﬁuﬂﬂ’ia1ﬂﬂ?318 WummﬂnmﬂumlmawagamuNammi
v Aa 4” ~ v I YA 1 1 v A dy ~ 1 g’; ax 1 a A
@]@ﬁuiﬂcﬂﬂﬂu@ulm$ﬂﬁlﬂuEMﬁﬁuiﬂN1Uﬂ1iﬁ@ﬁuﬁl*ﬂGﬁﬂﬂuﬂuiulmﬁ%ﬂiﬁ FDN1INYNUAD
a U A A 4 A Ay A o 1
NUAA Tﬂﬂu%umamg@ 9 UaFIUAA Iﬂiiu%uﬂi@ﬂlﬂﬂl!ﬂhﬂ@]@ﬂﬂWi A9 FIUITDVITEHNIU

@ a dy Y
UATIATAAADNIUY 0% Ul@



panmsAneIdulszaumsaaanuNgaeunuudeuninlianudiangluszau
= o o 1 a A Y Y a o ¢ 9 ' a v
VINFEIMUAIAUAUNAY AD AIUTIAT AIURAAADIN  ATUMTAUTITUNITAAIA HAZAIY

¥DINIINITIATINUEY

v v
a4 1 S v

(<%} 1 1 Q % tiy
TJategesninunasggaluunazfadevdn Usingranail

U q

9 1

Tasogunaadast 1gus Aueuilassatiuiuas uaduoamnuazenih
wiu wonawie lanas 1haer

tasedusin laun dauaalignd

Javearureaniamsdtasmiie laun Ndusinnelivieaaia

Javeduauaiumaaia Tdun wilnaueiinau: lumsiauevigalsniny

I A =
Wulonsn



Independent Study Title Behavior of Consumers in Mueang Chiang Mai District

Towards Purchasing Mattress

Author Miss Hathaiporn Ponginta

Degree Master of Business Administration (Marketing)

Independent Study Advisor Assoc. Prof. Dr. Chirawan Chaisuwan
ABSTRACT

The purpose of this independent study was to evaluate Behavior of Consumer in
Mueang Chiang Mai District Towards Purchasing a Mattress. In this study, Questionnaire was
distributed to 200 consumers to collect the data. The data was consolidated and analyzed by
descriptive statistics, which were frequency, percentage, mean, T-test and F-test

The conclusive data found that the respondents were female in the ages between 31-
35 years with Bachelor’s degree. Their average monthly income was found in a range of 20,001 -
30,000 baht of which their work was specified to employee or manager in local business.

According to the study in consumer behavior towards purchasing a mattress, it was
found that 44% of them used to buy 6-feet Slumberland brand at a cost of 10,000-15,000 baht,
and the most favorite color was white.

Furthermore, those respondents mentioned to their need of comfort mattress which
would cause neither backache nor waist-ach as the reason in purchasing the mattress. They also
indicated that Saturday and Sunday from 14.01-17.00 hours were the most convenient days and
time to buy the mattress. By using the mattress, they could extend the time to buy the new one to
more than 10 years. Most of consumers bought the mattress from furniture store because of the
variety of the product. The salesperson was the source of information and influencers. The
preferred method of payment was cash, the latest sale promotion was percent discount and desired

promotion was pay by 0% interest installments.



According to the study on marketing mix factors, the specific consumers gave high
importance towards the following factors in orderly; price, product, promotion and place.

Hereafter were sub-factors of each key factor which were ranked in the highest
Importance.

In terms of product, they paid the highest importance on the mattress’s qualification
— made from latex or high density foam with spring structure and comfort which would cause
neither backache nor waist-ach.

In terms of price, they paid the highest importance on the price discount.

In terms of place, they paid the highest importance on continuously stock.

In terms of promotion, they paid the highest importance on the good skill of

salesperson as professional.



