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This research aims to study market situations, competitions of essential oil
producers in spa businesses and micro- and macroeconomics of essential oil business
owners in the Northeast of Thailand. Also, this research still aims to find customer
behaviors and factors influence uses of essential oils of spa businesses in Bangkok, in
order to design the marketing plans of essential oils in spa business for the business
owners in the Northeast of Thailand.

From the study found that there were high competitions in market situations
and among essential oil producers in Bangkok. Each producer is making adVantages
over one another and has different and various essential oils depending on sizes of the
organization. New producers could easily join the business because there are wide
range of customers and low investment. Moreover, there is no limitation in this
industrial section. Together with, raw materials are easy to find in the local markets,
self planting and need less time of growing. On the other hand, buyers have more
negotiation powers in prices as well.

For micro- and macroeconomics environments, it has been found that
fragrance is the strong point of the produced essential oils in which customers have
high demands and the goods is rare; therefore, it can be sold at high price according to
the quality. However, the weak points are production lines are not various, and could
only produce one aroma, which is essential oil from Aquilaria crassna Pierse. From
this reason, it causes essential oil factories in the northeast region to have low
potential in competition, have no stock of raw materials and human resource in the
factories have insufficient knowledge of producing good quality essential oils. In term

of opportunity, the numbers of essential oil producers are declining, numbers of spa
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business are increasing, and females are more interested in taking care of their health
and beauties.

In the area of consumption of essential oil behaviors, it has been found that
many spas are day-spa; most of aromas used are lavenders. Those aromas were used
in massaging and aiming for relaxation. Most spas’ special fragrance was relaxing,
which were prepared-mixed oils bought from the markets. The fragrance average use
was 8.02 times per year, valued 35,026.67 baht per times of using. Additionally, most
spas like to use domestic essential oils both in smells and production sources.
Accepted essential oil qualifications for oil producers are standard production as the
first priority, suitable prices and clear ingredients, respectively.

The market planning of essential oil for spa business has been set up and
targeted for northeast producers to be able to continuously produce and maintain their
businesses, to find market for new fragrance and build customer base for long term
business. The products strategies have been placed as 1) to increase numbers of new
oil fragrances, which 7 oil fragrances should be produced are peppermint oil, lemon
grass oil, citronella oil, sweet basil oil, lemon oil, curmin oil and bergamot oil because
these oil materials can be easily found in local areas and easy to be planted and 2)
Labeling.

For channel of distribution strategies were set as 1) to contact with essential
oil agencies in Bangkok, 2) direct contacts from sale persons, 3) through internet or
‘E-commerce’, including brochures on the internet, in the magazine, or product
catalogs and giving credits to spa business. Sale promotion strategies were positioned
to 1) produce trial products for different fragrances or supplement products made for
customers and 2) return agencies compensaﬁon in a step pattern. These strategies are
expected to make profits and to maintain the business of the essential oil producers in

the northeast regions





