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This thesis aims at studying general information and socio-economic conditions of buyers of middle-range
condominium projects situated close to an MRT station so as to find out the factors influencing their decision to buy. It also
looks at a correlation between the socio-economic status of the buyers and their reasons to buy in order to discover any
traits or behavior patterns. The researcher used questionnaires as a research instrument and collected data from 350
subjects who were buyers of City Home Ratchada and Sukhumvit projects during the year 2005. The two projects were very
successful and all 1000 units were sold within 1 week after launch. The information about the project and addresses of
buyers are from the company’s data base.

The findings show that most buyers are aged between 36-45 years old. 62.6% earn a high income-
approximately 100,001 baht up per household per month. Initially the project targeted a group of buyers earning about
25,000-40,000 baht per month, but this group actually accounts for only 3.7%. Most of the buyers (43.7%) have a Master's
degree and 48% work in a private company. They already own a house. The three most important factors motivating their
decision to buy are the area, the location and the reputation of the project entrepreneur. Most buyers of City Home
condominium units didn’t compare it with other projects and bought the unit upon receiving information of the project on
their first visit. Most buyers made their own decision to buy and had heard of the project from friends and relatives (30.9%).

It is found that there are 3 main reasons for buying such condominiums. The first is for investment (45%), while
16.9% bought to make a profit, and 37.7% bought the units for residence (13.1% bought units for their relatives / children
while 12.3% bought as their second home). It was found that those who bought for investment and profit making combined
account for 61.9%, which outweighs the number of buyers who purchased the units as residences. These investors bought
the units so they could lease or sell them to the third party as this yields higher retumns than those from other types of
investment. The three most important factors motivating the decision to buy were the area, location and reputation of the
entrepreneur as the sales took place prior to the project completion. At present more and more condominium projects have
mushroomed close to MRT stations and at a faster rate. if most buyers buy units as investment, it may result in an
oversupply of condominiums in the future market. The public sector as well as entrepreneurs must therefore join hands to

find preventive measures to make sure such problems do not take place.





