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ABSTRACT

This study aimed to explore market mix factors effecting the decision-making to
purchase increased sales volume and investigate problems encountered in frozen fresh chicken
meat selling of sellers in Muang Mai fresh-food market in Chiangmai province. A set of
questionnaires with a reliability value at 0.802 was used for data collection administered with 23
frozen fresh chicken meat sellers in Muang Mai fresh-food market. Obtained data were analyzed
by using the statistical package.

Results of the study revealed that income range of the respondents was 450,001-
500,000 baht on average. They had been engaging in this occupation for 10-15 years. The
respondents ordered frozen fresh chicken meat product for 4,000-8,000 kg./day and they had an
average sales volume for 5,000-8,000 kg./day. They mostly ordered frozen fresh chicken meat
product from A company due to its reputation.

Product was the market mix factor effecting the decision-making to purchase
frozen fresh chicken meat most. Price, distribution channel, and market promotion had an effect
on the decision-making at a high level. Meanwhile, price and market promotion had an effect on
an increase in sales volume. Besides, there was a low/lowest level of problems encountered in the
product selling. There was statistically significant difference (0.05) in market mix factor effecting
the decision-making to purchase frozen fresh chicken meat product from companies, A, G, and C.

Regarding marketing strategies effecting an increase in sales volume for the
market leader, the respondents must prepare their readiness to compete against the challenger.
That was, they should employ the one-stop service business form. Besides, the follower must

develop his product to be diverse with high quality and the target groups were health awareness
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consumers and the nicher. CRM should be employed to create seller satisfaction and

differentiation from competitors.



