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The three objectives of the study were 1) to investigate the development of retail
business in Muang District, Chiangrai Province, 2) to examine the adjustment of retail
business from 1995-2003, and 3) to identify the problems and obstacles to operating
retail business.

The sample group included 40 smalil retailers !ocated in Muang District,
Chiangrai Province. The data were collected by interviewing retailers based on an
interview schedule. The secondary data were taken from related documents,
publications, research studies, including the reports of the Chiangrai Chamber of
Commerce. The seconcary daia were categorized on the basis of the set objectives.
The data were logically analyzed. The concepts and theories were considered along

with the contexts. Frequency and percentage were used to describe the data.

Findings

The adjustment of retailers was as follows

1. Business development Most retailers initiated their own businesses and used
their own found for investment. When Big C. starts its business in 1995, supermarkets, a
kind of retailers, encountered the problem of decreasing sales volume while the sales
volume of retailers that carried kitchen, stationery and furniture remained the same.

2. Adjustment of retail business most retailers adjusted themselves in several
aspects. They focused on people in the area to be their customers. They put a price

tag on each price of goods. Their phoned their regular customers 2-3 times a month.
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They redecorated their shops every year. They arranged their goods by category. They
also had a special service, such as offering drinking water, packaging and home.
delivery. They trained their assistants every month to satisfy the customers' needs.
Most of their assistants were family members.

3. Problems and obstacles Most retailers experienced the problem of finding
fund source during the economic crisis in 1997. So they lack a working found. The
member to their customers was also reduced when Big C opened its business. The
reteilers had a problem of inventory because they had to order large lots of goods. The

current problem was they lack a knowledge of stock management and taxes.

Recommendations

1. The government should hold a training course to give knowledge to retailers
about stock management and taxes because most retailers had a poor knowledge of
these things.

2. The retailers should carry goods that customers demand and should use
more communication media.

3. The retailers should join hands to exchange knowledge about running
business, and to ansange some activities for sales promotion in the area in order to

attract customers.





