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The two purposes of the study were 1) to examine the development of marketing
strategies of the Lenso Wheel Company, Ltd.:2) to find out the attitude of its customers
toward its products. The sample consisted of the general manager in the sales and
marketing line of the Lenso Wheel Co., Ltd. and the managers of 50 stores selected by
purposive sampling. The company’s managers were interviewed, while the managers of
stores were distributed questionnaires to fill out. The descriptive statistics were used the
describe the data.

The Lenso Wheel Co., Ltd. has beenin business for 16 years. At present the
company distributes Max wheels to both local and overseas consumers around the world.
Its trade volume per year is 1,000 million Baht : 400 million baht from the domestic
market and 600 million Baht from the overseas markets.

In development its markéting strategies, the company focuses on four aspects as
follows.

1. Development of marketing strategy in terms of product quality, the company
use re-branding of the products by establishing a design section, reducing production
costs and time, and using Kaizen and lean management. Therefore, its product quality
becomesr higher.

2. Development of marketing strategy in terms of product price. After re-branding
the products, the company uses marketing strategy of giving returns in other forms than

reducing the product prices and of trying to retain the standard quality of its products.

3. Development of marketing strategy in terms of packaging. After re-branding
the products, the comipany éhanged packages by introducing packaging technology to
reduce mistakes yof packaging.

4. Development of marketing strategy in terms of promotion. After re-branding,
the company uses the strategy of awarding the stores for its sales volumes.

Regarding the attitude of the customers toward the Max wheel produced by the
Lenso Wheel Co. Ltd., they were found to be very satisfied with the quality of its
products and sales promotion, and moderately satisfied with the price and the package.

Recommendations.

1. Analyzing of the nature of work and planning should be made to reduce the
problem of packaging.

2. A training course should be held to create a good understanding of the

company’s marketing policy among the sales force.





