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Abstract

The objectives of this research were to study situations, guidelines,
opportunities and restrictions of management of flower and ornamental plant business
and problems of such business faced by 93 dealers as the sample population in Amphoe
Muang, Changwat Khon Kaen. The samples of 30 were selected by purposive
sampling as informants. Data collection was through interview, then the data were
analyzed for frequency, percentage, mean, standard deviation with the Microsoft Excel
program.

The findings of the research : Flower and ornamental plants for sale were
produced locally and elsewhere. Major selling sites were on thé Friendship Highway to
Udonthani, in front of Siriporn Housing Estate, Nong Kung Village, at Km. 17 — 20,
Fairy Department Store grounds, Thor Kor Sor Central Market, in front of Big C, KKU
Agricultural Technology Park, in front of Gold Ball House, in front of Vejparsit
Hospital, the road in front of the old village of Housing Authority, City Gate area and
the local bus terminal area. Plant and flowers for sale were in pots and plastic bags,
these included the fruit trees and fencing plants.

The majority of dealers (76.67%) were female, with average age of 44.87 year
old, well-educated, with average household members of 4.57 persons, with average
working number of 1.8 persons. Each dealer had 6.4 years’ work experience. The main
reasons for dealing with this business were freedom of self-employment and the job
satisfaction. Dealers (33.33%) did seek labor for assistance. Two types of hired labor
were permanent and temporary. The temporary labor were used when special work was
available such as landscaping, grass mowing and pot changing. Wage payment was
done on a daily, weekly, fortnightly, monthly, and yearly basis. Most of the plant shops
had an area between 16-50 square meters. Dealers (73.33%) were sole investors, with

investment was from their own savings. Chief sources of plant purchase were out-of-
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province market, Chatuchak Sunday Market and Klong-15 Market (Rangsit-Ongkharak
Road). Dealer purchased plant by considering the market trends. Dealer used self-
prudence in bargaining and spent 2,433 baht per trip for transportation. Besides plant
selling most dealers (66.67%) also sold planting equipment and other merchandise,
wholesale and retail. Most of them sold in cash. Chief factors affecting sale business
were economic situation, selling site, festivals and seasons. Sale target was mainly for
quick turn-over. The selling prices were calculated from the purchased price plus
transportation cost, labor cost, profit margin and the discount for customers. During
February-June which was the low sale season, the net earning was 516.67 — 3,233.33
baht/day. But during July-January with high sale, they could earn as much as 996.67 -
8,533.33 baht/day. Chief revenue was from retail sale at the shops. This total revenue
was paid for goods to be bought for sale and for household expense. All dealers did not
advertise their shops except by word of mouth only. During recession, plant sale was
affected and the amount of sale was low.

According to the dealers’ opinions on the most influential factors affecting the
good sale of flower and plant, they were the good economic situation, the expansion of
the real estate and housing boom, the belief in good for tune of some particular plants,
the beauty of the plants themselves, the good location of selling site, and the growing
environmental awareness of people. The most restricted factors for the business were
the ability to pursuate the customers to buy the plants, the customer services. Problems
were concerned with cut-price sale, shortage of working capital, impact of economic
recession, labor, transportation, availability of investment capital, shortage of plants for

sale as well as no government assistance.





