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Abstract

TE142826

The purpose of this independent study, were to study the producing management of
the dealers who dealt in silk product, the marketing management of the dealers, the
problems of producing management and silk products marketing, and way to solve the
problems of silk dealers in Amphoe Ban kaow,Changwat Chaiyaphum. The samples, used
in this study, could be divided into 3 groups., there were 120 silk makers,15 silk
product makers and 10 silk makers.

From the study of silk production management, the labour are hired in 3 stages;
prepared warp silk. prepared weft silk, and weave. In the production of unique style of silk
called “mad mee” has the highest cost in its raw materials which is 33.82% for weft silk.
The cost of labour hiring in weave stage is the highest which is at 24.35%. The labour,
fond in silk production, are mostly female which have more than 40 years of age and
are usually work as farmers. The obtacles found are firstly silk thread tearing very easily
and cxhausting work condition. In the production of silk clothes, the labour have to be
hired additionally to make clothes. The 86.66% of the problem, found in silk wear
production, arc particularly. From men’s wear production. And the problems are ling
production time and also exhausting work condition.

In the marketing management, products that have been available in most Thai silk
shops are silk fabrics. silk products and other kinds of local fabric. Most of silk fabrics
are bought from local people and plain silk fabrics arc the best sold in shops. Targets
customer are normally both Thais and foreignerWhich have about average to high income.

The selling stragies are fond in both wholesale and relail, using of marketing mix .,
product: Thai silk dealers provide many kind of product, chose quality silk, chose silk
products that provide smooth cloth, chose fast colour silk and using multi colour, size and
decorative design. Furthermore, most of Thai silk dealers sold the other silk products

together with silk clothes., Prices: Thai silk dealers set the prices based on the capital and



TE142826

the quality of silk, decorative design, colour and weaving procedure. They set price from
products image and also thought about the competition in selling by considering of the
target customers.,place: Thai silk dealers considered of business area in convenient
transportation. They kept their shops clean and situated their shops in the employees area.,
Promotion: Thai silk dealers promoted their products with the government office and
discounted their prices. They participated in the exhibition of selling promotion. They
joined in many projects to promote their products. Gifts were given to the customers in
order to promote their product too. In agreement level., Products: Thai silk dealers agreed
that the most important of producing their products were a lot of kinds of products, quality
silk choosing, smooth silk clothes choosing, fast colour silk choosing, multi colour of
clothes multi sizes and decorative design., Prices: Thai silk dealers agreed that the setting of
prices must depend on the silk { quality, decorative design, colour , weaving procedure and
producing capital were the most important.,Place: Thai silk dealers agreed that to situate the
shop must consider of the business arca, convenient transportation and shop decorated.
Situated the shop in he employces area was the most important., Promotion: Thai silk
dealers agreed that discounting the prices , participating in the exhibitions and joined in
many projects to promote their products were important in medium level. The problems in
producing were higher capital in raw material and lacked of the employees in some periods.
Marketing problem consisted of ; Products problem: Products quality., Prices Problem:
Products were sold in low prices., Place problem: There were not many ways on selling.,
Promotion problem: There was no efficiency on advertising, selling promotion, staff using
and public relation.

Suggestions : About production, the relevant government authorities should get
involved and offer assistances of the production technology. The new production
technology and the heritage of local Knowledge should be supported. About products, the
price — tag with some description of product should be available. About price control, the
co — operative system will help the silk producers and sellers able to set standard price. In
the marketing side, new markets & targets should always be searched for. The
government are neccesarily help seeking for new markets espacially to export. In the

marketing promotion side, relevant organizations should introduce technicly the marketing

promotion to the people who make silk.



