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This independent study examined the feasibility on investment in steel trading bﬁsiness
in Sukhothai province.

The study focused on 4 aspects, namely marketing, technical, managerial and financial
feasibilities. The primary data were collected by hahdling out questionnaire to 385 potential
customers. In addition, the additional data were from interviewing 7 steel trading business
entrepreneurs. The secondary data were collected from books, journals, articles, research reports
and the internet. The data were analyzed by using percentage and frequency in order to examine
the feasibilities in marketing, management and finance under and assumption of acceptance rate
of return of 12.55 %.

According to the marketing analysis, the demand for steel products and services in
Sukhothai province was higher than the supply from steel trading business. In addition, growing
economy and low competition in the industry led to good opportunity for investment in steel
trading business project in Sukhothai province.

Based on results from interviewing several the potential customers, the most important
factor which affected decisions to purchase of steel merchandise was product following by price,
channel of distribution and marketing promotion.

The two target groups of customers were end-users and business customers. The setup of

marketing mixes of the project concerning product were complete line of product such as parts
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and steel door, delivery service and service-minded and knowledgeable seller who could give
advice to customers to create value added to products. Second, price of product was set by
applying mark up on selling price method and gross profit was set at 46% of revenue. Sale
forecast in the first year would be 16,631,066 Baht. Third, channel of distribution was to use
direct contact at the stores or by telephone. Fourth, marketing promotion strategies were
advertisement, public relations, promotion and salespeople.

The results of the technical analysis were as follows, The project located at 143/1,
Jarodvititong Road, Moo 4, Tombol Tanee, Amphur Muang, Sukhothai Province. It located in the
downtown area for easy accessibility and convenience to customers. The building was divided
into 3 parts. Size of the office would be 4X6 meters. The size of showrooﬁm would be 16X20
meters and that of warehouse would be 6X6 meters.

The’feasibility study in management revealed that the project should be one-owner
enterprise. The business was set up by separating organization structure into functional
departments. This project had seven employees: one manager, two salespeople, three drivers and
a maid.

The results of the financial part was that the steel trading business in Sukhothai province
required 8,759,219 Baht for initial investment, with 6,394,230 Baht or 73% from the owner and
2,364,989 Baht or 27% from loan. This project was set forth for 5 years. From project analysis,
payback period would be 1 year 3 months 10 days. Net present value at the discount rate of
12.55% would be 9,219,779 Baht. Internal rate of return would be 34.68%. Therefore, the steel

trading business in Sukhothai province was feasible for investment.





