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ABSTRACT
TE158260

At present, cosmetics have more roles in daily life, especially cosmetics which are
related to taking care of skin. However, cosmetics cause problems to consumers a lot, by
using chemical mix to refer to qualities of products and using advertisement relating expect
that cosmetics have exaggerated qualities and users pass over safety. So consumers use
cosmetics made from herbs more and more for beauty and good health together,
corresponding to tendency of natural conservation carned out and operated continuously, so
there was the result that in the year 2002, market of cosmetics extracted from nature had high
marketing value up to 2,000 million bath; there was the expansion rate of 30 per cent and
there was increasing tendency of export e\)ery year. Therefore, there is interested in studying
regarding the study on marketing strategy of Thai herba! cosmetics, the case studies are on
“Belia Nena™ herbal cQsmetics and “Banjasri” herbal cosmetics.

The study result is summarized hat "Bella Nena” has point of sales in production of
skin care cusmetics by principally using ginger and Indian Goose Berry. to solve problems of
blemishes, freckles and biack spots, emphasizing target group of people in working age of 25
years or more earning income of moderate to high levels. The sales price is higher than the
market price. in order to reflect the high level of products, having direct distributicn channel
and distribution through franchise syster: distribution emphasizing the marketing promotion
by using salesmen “Banjasri” starts production in small cominunities and expands the
production into a “club” using the name of “Banjasri Herba! Club”. In primary level, products
are produced for daily life use, till consumers accept the product, later, product line has been
expanded to produce the skin care cosmetics, having 100 per cent of herbal cosmetics as
points of sales; no chemical substance is used for production, the original recipe comes from
ancient formulae. The price is determined not too high so Thai people can be afford to use
herbs more and more. The distribution channels are direct channel and channel through
distributors, emphasizing marketing promotion activities by arranging programs giving
knowledge to people relating to herbs through television and radio media.

This study has recommendations that entrepreneurs should expand the consumer
base to students and teenagers as they have the buying power continuously, starting to pay
attention on beauty under the good and safe skin heaith, determining the suitable price,
changing the packaging products to be modemn, as well as expanding to lower consumer
groups, determining the lower price by changing brands and packaging products for
preventing the impact on image of original products. Furthermore, entrepreneurs should
emphasize the point of sales on good and constant quality as well as giving recommendations
and replying questions by face-to-face contact so that consumers are confident in quality and

safety in using Thai herbal cosmetics.



