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The purposes of this research were to investigate consumers® behaviors and purchasing
decision level for the products of Akachai Salee Suphan Co., Ltd; compare the purchasing
decision level for the products in relation to the consumers’ personal factors, purchasing
behaviors, marketing feasibility, business management and finance, in expanding the franchise
business of Akachai Salee Suphan Co., Ltd. The samples consisted of 300 consumers. The
research instruments were a questionnaire and structured interview. Statistical analysis was
employed using mean, standard deviation, t-test, F-test, and the Chi-square test. The findings
indicated the following:

1. Regarding the consumers’ behavior, most consumers preferred salee (a Thai
sponge cake). They bought it once a month from Akachai Salee Suphan Company’s shops as
souvenirs. They bought the product due to its convenience and they would increasingly buy it if
it was more convenient.

2. The consumers’ purchasing was high in terms of product, service, price, distribution
channels and marketing promotion.

3. Difference in the consumers’ age, educational background, occupation, and income
yielded difference in their purchasing decision level with a statistically significant level of .05.

4. Difference in the consumers’ purchasing reasons yielded difference in their
purchasing decision level with a statistically significant level of .05.

5. It was feasible to expand the franchise business of Akachai Salee Suphan Co., Ltd.
as an investment opportunity. The marketing analysis, management and finance all indicated

viability and profitability, with high returns on the investment.





