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ABSTRACT

This study examined decision-making (CDM) styles of Indian tourists who
travelled to Thailand and shopped at Chatuchak Weekend Market. The purpose is to
provide useful information and boost the ability to attract more Indian tourist to the retail
and tourism sector. The research used a consumer style inventory (CSI) created by Sproles
and Kendall (1986) as the instrument to investigate CDM styles of Indian consumers. The
initial findings were that while shopping, the majority of Indian consumers were “price
conscious” followed by “confused by over choice” and “perfectionist/ high quality
conscious” styles, whereas “the impulsive/careless” style was scored the lowest. The most
interesting part was on the appearance of both price consciousness and quality
consciousness styles of Indian while shopping. While getting the lowest price was the
most important task to accomplish, the quality part was always the second key criteria
influencing the final decision. The two CDM styles seem to be related to each other and
had to come together in one’s purchase decision. The terms “value seeking” could clearly
describe the main CDM style of Indian. In addition, overload of product/store choices and
information confused Indian consumer. But instead of quitting shopping, the complexity
of choice created an interest in seeking the best offering by doing bargain hunting.
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