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This study aimed to 1) examine customers’ silk purchasing behavior; 2) explore levels
of customers’ decision to purchase silk; and 3) compare levels of the customers’ decision to buy
silk in relation to their personal factors. The data was gathered from 400 customers using a
questionnaire. Statistical analysis was performed by frequency, percentage, mean, standard
deviation, t-test, and F-test. The findings revealed the following:

1. The customers purchased silk due to its luxurious appearance. They bought
primarily from shops in the areas where silk was made. Tailored silk clothes were bought and
paid for in cash. Purchased were made after some consideration. Blue was the most preferred
color. Their latest purchase took place 1-3 month (s) ago. The customers bought one or two pieces
of silk in the previous year with a price of lower than 500 baht per piece.

2. The level of most customers’ buying decision was highest regarding distribution
channels and pricing. On the other hand, their decision concerning marketing promotions and
products was at a high level.

3. The difference in the customers’ gender, educational background and occupations
yielded difference in their levels of decision to purchase silk with a statistically significant level

of .05.





