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The one of major roles of rice-mill factory is rice transformation to distribute to the
consumer in-country and export to the oversea. There were many rice-mill factory founded
in Northeastern of Thailand more than other place. There were a medium and large size of
rice-mill in Kalasin Province which was old business. It was purchased rice products from the *
local farmers who had both seasonal paddy field during rainy season and poor-grade paddy
field during dry season, and then processed rice transformation to the consumer. The area in
Kalasin province was grew rice field with well irrigation system, so they got high quantity for
sending through the rice-mill all year. However, there were many problems about marketing
system of rice-mill, such as, price, transportation and the quality of raw materials etc.

The purpose of this study was to know the marketing structure, the behavior, the
marketing process, the costs and the outcome of business. It was considered that the
marketing structure from the amount of customer in this business, the difference of products,
the marketing obstacles, and study the behavior about the determination of the price policy,
analysis the marketing overlap between costly and profitable factors of dealer in order to
assess the business by category of rice-mill; medium and large size.

The conclusion of this study is that the non-glutinous rice dealer of medium rice-mill
and the glutinous rice dealer of the same size had only one. On the other hand, both the non-
glutinous rice and glutinous dealers had four large rice-mills. The way of non-glutinous rice
marketing was distributed by agent (or yong) and exporter. For the glutinous one was passed
by local wholesaler within Northeast.

The structure of marketing, it was different in product because it was only determined
the level of quality after transformed process. The new dealer met the problem, so they should
have to know well about these business, cost and location. The overlap study of rice-mill
marketing found that the medium rice-mili was overlapped about 18.15% of the average
price. Cost and profit of rice-mill were 14.49% and 3.66% respectively, For the large one was
overlapped about 19.12%. There were cost and profit about 16.27% and 2.85% respectively.

It was considered that the medium rice-mill received the highest reward about 3.78% of the

money of investment and the large one got 2.99%.
The suggestion of this study was guided how to improve rice-mill marketing system in

Kalasin province. The medium rice-miil would be contact to buy the paddy at the central
market or agricultural institute where was a meeting point in order to reduce the cost of
transportation. If the large rice-mill faced the purchase problem about low quality of raw
matertals, they would be set up the house to cure moist of paddy. The government could be

concemed in this matter and offered the loan for improving their place of business.





