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ABSTRACT

TE 145410

The objectives of this independent study were to study the satisfaction and the
problem of dealers in Bangkok and suburban areas towards the Thai Olympic Fibre-Cement
Company Limited. The sample in this study were 171 dealers of Thai Olympic Fibre-Cement Co.,
Ltd. in Bangkok and metropolitan areas. Quota sampling and convenience sampling methods
were used. Data were collected by questionnaires and were analyzed by using descriptive
statistics, ie. frequency, percentage and average.

The finding of this study was that the most of respondents were female, age between
31 — 40 years old, graduated at bachelor degree. Most of them were the business owners. Their
businesses were in of in the form of proprietor, number of year running the business was over 10
years and most of them normally ordered the supplies in to the business when they were nearly
out of stock.

According to satisfaction survey, dealers satisfied the distribution factors at the
highest average. Following satisfaction factors orderly were personnel, physical evidence,
marketin'g promotion, products, process and price. Products factor was moderate satisfaction
where as synthetic plank’s quality was the highest satisfaction. Price factor was generall);ain
moderate satisfied, which had highest mean on appropriate price level. In distribution channel
factor, the dealer had the highest satisfied on sales office operating hours. The marketing
promotion was in the average satisfaction with the highest average on the advertising thru various

media to consumer. In the process factor, the dealers had moderate satisfaction with highest mean
on product selling process. In physical evidence factor, the dealer had moderate satisfaction with
with the highest mean on modemize and production technology. In personnel factor, the dealer
had moderate satisfaction with the highest mean on sales representatives.

The result of this study could be classified of dealers problem in 2 levels. Firstly,
there were moderate problem orderly on price, products and marketing promotion. Secondly,
there were less problem orderly on process, physical evidence and distribution .

The result of this study also showed that the dealers preferred to make order via
internet and to receive company’s information via postal service. Moreover, the dealers had
opinions that the image of company’s products were not distinct from competitor’s products.

Most of dealers decided to buy the company’s products due to their quality. '





