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Vegetable o0il is used by as one of the ésse%tiél
ingredients of food for our daily life. For this reéson,
the importance of vegetable 0il to every family in our
sdciety is undeniable. .Iq'addition ﬁo that vegetable oil
plays another important role in reducing choleéterol' in
bloédstreams of nerves, ,the principal cauée ofr heart
diseases. To get maximum benefit from consuming ;végetable

0il, consumers shoul think over the raw materials used to

produce vegetable oil.

‘The purpose of this research (thesis) is to %tudy
the factors which act influencially in making b%ying
decision and attitudes towards vegetable o0il as weli as
market position and marketing mix including hehavidr of the
consumers in bangkok metropolitan Area and buriram province.

The research is aimed at analysing and answering the
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. ‘1. "Product : The quality of vegetable oil shouldlv
'tﬁgfveeVelepedfzand checked up before distr1buting vit te
jegggggs markete fo} sale. “Theé qu&}Tty cfﬂraw materials f for
_ production -of  vegetable oil 'must°be 8f Lhe shie as TR

nedescribed on theihr&né 1&b@1.3 : ﬁ”*_g'”'\“”

/

2. Pn&ee <" The preduet should be prlced on the -

- basis of ratlomalﬁﬁy that ie 1t must be char&ed accord1ng to

itstantual ﬂnalltyt» cinistroll hoAY
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3. 'Place : The prqduct should be placed 1n retail
’ 8hop5»'for..sale Jregularly ~In additfbn to that _the
- management o£~ihventory system should be 1mproved in "or&é?t

" to evoid the: prebleﬂféf‘%hortage
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= 4+~ Premotion 2 Ihe informat16n aBout‘thé“ pfqahet'w
'shpuld be " p&bliclsed aﬁa ‘reachéd to the~?céﬁsumefe“:tﬁfeﬁ§h“¢'

;-adwertisement e&ther on Televisiof’ or in'the” publicat1ons,f%

This*&tms~to péint out the” diffefentiatlon of the product”7'

v'fren ‘those 6!* other memufacturers N Consequently, Ythe.}

cons&aers can be' COnfindent of 1mage and brand’s name of the

product The dlstrlbuting companies should provlde more

remunerationf and attrectfcns to the retailers through theeak
- sales promotion. It¢May ‘help ‘to stimulates them lni;selling{y

or dzstrxhutiny producﬂe eff1cient1y



