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The objective of this independent study was to study marketing communication which
affected the consumers’ decision to purchase herbal bar soaps in Amphoe Mueang Chiang Mai,
Changwat Chiang Mai. Questionnaires were used to collect data. The sample size was 250
consumers which were selected by convenience sampling method. Then, the data was analyzed
by descriptive statistics which were frequency, percentage and mean.

The results of the study indicated that the majority of the respondents were female,
single, aged 20-30 years old, with a bachelor’s degree, who worked as employees in private
companies with average income of 5,000-10,000 baht per month. They used herbal bar soaps that
were produced by groups of housekeepers and they bought 1 bar at a time. The average purchase
is 1 bar a month. The most important reason for buying herbal bar soaps were through
recommendations of acquaintances. They also received additional information which influenced
them to purchase herbal bar soaps from television, magazines and pamphlet, respectively.

The results of the study showed that the marketing communication which affected the
consumers’ decision to purchase herbal bar soaps in high level were in the following.

First was the packaging. The elements of packaging that affected the consumers’ decision
were attractive packaging and having important information of herbal soap on the label.

Second was the showroom. The elements of showroom that affected the consumers’
decision were friendly staff and attractive decoration.

Third was the merchandising. The elements of merchandising that affected the
consumers’ decision was the amount of trust displayed in the product as well as the quality and
branding of soap.

Fourth was the demonstration. The elements of demonstration that affected the
consumers’ decision were testing, touching and smelling herbal soap and the explanation during
testing herbal soap, respectively.

Fifth was the product consultant. The elements of product consultant that affected the
consumers” were employee had good knowledge of product and personality and service of
employee.

Sixth was the personal selling. The elements of personal selling that affected the
consumers’ decision in high level were believable seller, information from seller helped to make a
decision easily, seller used easy word to explain and answer the question and solvable customer’s
problem, respectively.

Seventh was the display. The elements of display that affected the consumers’ decision
were interesting and beautiful product display at point of purchase, easy to pick the product,

display product in the distinctly perceive position and variety of products, respectively.





