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ABSTRACT

The independent study on the market planning strategy of Chiang Mai rice seed center was
aimed at planning the strategy for selling rice seed of this center within the duration timeframe of
three years from 2009 — 2011. The data was collected through interviewing related operating
personnel both inside and outside of the organization. In addition, the secondary data was gathered
from various sources in order to analyze the information which could be used as an operational
template under the situation of changing environments that encouraged survival and sustainable
growth of this organization.

The investigation on the general environment indicated that the opportunistic factor which
assisted operation of the organization included the strong point of a chance to employ the elevated
tendency in rice consumption at both domestic and international levels. Furthermore, governmental
supports also provided opportunity to conduct production and distribution businesses of rice seed.
The principal factors, which hindered the operation, included not only government sectors that
relied on the centralized decision and bureaucracy regulation in the operation that in turn slowed

down the administrative works, but also the situation of fierce competition in certain period of



manufacturing season in which the other companies also adopted similar competitive strategy with
lower pricing to increase the number of customers.

The analysis of operational potential of the Chiang Mai rice seed center indicated that the
executives had experiences while the staffs also possessed well-ground expertise in rice seed
production in comparison to the respective competitors. The organization had a number of
advantages such as product variety, production technology, and related business network that
reinforced each other. However, Chiang Mai rice seed center was a large governmental sector with
relatively high expenses that posed high operational risk. The staff training project of this
organization was not sufficiently far reaching and hence led to the unsteady standard of operational
quality.

Further analysis of the relation between growth rate within rice seed business and
competitive position of business unit revealed a number of supportive factors that assisted the
operation and was considered to be advantageous to the competitors. The business should thus
employ the market expansion strategy to provide the business with profits and sustainable growth.
Therefore, the employed strategies should include the preservation of original customers while
seeking for new market within 1 — 3 years. The business might employ a steady strategy to maintain
competitive position while concentrating on the enhancement of quality level and improved
servicing standard. The good relation with the original group of customers should be maintained
and procured channels that would increase new customer groups with the tendency of increasing
service requirements. At the same time, the business should lay out the plan to sustain operational
growth such that the risks of high competitive pressures from the conventional business operation
could be prevented. In particular, the pressures regarding to the limitation in the rising and lowering

prices of rice seed transaction as well as the ever increasing operational cost.



