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The objective of this study is to study the satisfaction of members and their problems
towards the marketing mix of cooperative store of Lampang Vocational College, Lampang province.
The data collection was conducted through questionnaires distributed to 3 groups of 262 members of
cooperative store who are students, both vocational and high vocational levels, teachers and officers.
The ststistic-based analysis was applied in order to find out the frequency, percentage and means with
tables and descriptions.

The study result of 3 groups, found that 92.7 percent of respondent were females. They
were students with the age under 18 years old of vocational level and 18-22 years old of high
vocational level. Most of them received less than 1,500 baht for their monthly allowance paid by
parents who stayed with them. The teachers and officers were between 40-50 years old, their wages
were about 6,000-7,500 baht a month and most of them stayed outside the college. All of 3 groups used
service from the cooperative store once a couple days.

From the study of the satisfaction towards the marketing mix in term of product factor, it
was found that the students of vocational and high vocational levels were highly satisfied with product

quality but teachers and officers were highly satisfied with product keeping.
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The price factor, all 3 groups were highly satisfied with the prices of textbooks or
notebooks when compared with other stores. Teachers and officers were also highly satisfied with the
price’s sign stuck on each product.

For the place factor, all of 3 groups were highly satisfied with the location of the store. For
the light of the store and the marketing promotion, both levels of the students were highly and fairly
satisfied respectively. In term of the sales promotion, teachers and officers were fairly satisfied by
using lucky games. The students of vocational level were fairly satisfied with public relation in some
occasions and with personnel of the store. The students of high vocational level, and teachers and
officers were highly and fairly satisfied with the salespersons’ knowledge and their ability, and with
the cashier’s accuracy respectively. All of 3 groups were highly satisfied with salespersons’ dressing,
service procession, service hours (7 am — 6 pm), and also with physical evidence and presentation by
returning the benefit to the society or the members.

However, the 3 groups found the problems from product factor that the products were out-
of-date, the teachers and officers found that the product were not varied. The students of vocational
leve] found that the price of products was unable to bargain. The students of high vocational level,
teachers and officers found that the prices were higher than other stores. From the place factor, students
of vocational level found that outside decoration of the store was poor while the high vocational level
students found that inside decoration was poor. Teachers and officers found that the temperature inside
the store was high and the path from other buildings to the store was not good. From marketing
promotion factor, the students of vocational level found that the advertisement was not attractive,
students of high vocational level found that the advertisement inside the college was not enough while
teachers and officers found that retumning the benefit to the members was little. From the personnel
factor, all of 3 groups found that salespersons had poor human relationship and were not happy. The
teachers and officers found that the service from salespersons were slow and often made mistakes.
Cashier was slow, did not want to serve and also had no human relationship. From service procession,
students of vocational level, teachers and officers found that they got slow service when they paid by
cash. Students of high vocational level found that they also got slow service when they bought
products on credit. The problem found by 3 groups in physical evidence and presentation factor was

the out-of-datc image of the store.
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Comments and suggestions of respondents and researcher towards the marketing mix were
discussed as follows. For product factor, all of 3 groups were highly satisfied with product quality so
the development of quality and standard of products should be focused by having up-date and various
kinds of products in the store to attract the members’ attention. The old products should be sold by
reducing the prices. For the price factor, the products should be on sale in various occasions or added
with other products for sales promotion, especially the products of commodity. For the place factor, it’s
good to keep the store shiny according to the comments of the 3 groups. The arcas around the store
should be decorated by landscaping. Trees or flowers will make it fresh and beautiful, and keep inside
the store clean and decorated. For marketing promotion, each minor factor should be improved because
it was fairly satisfied so advertisement should be added by giving more lucky games which were
satisfied by all members. For the personnel factor, it should be improved all minor factors because it
was also fairly satisfied by all of 3 groups, especially the salespersons should be improved to have
more relationships. For the service procession, service hours should be extended to 6.30 pm to respond
the members’ desire. The payment point should be added during the rush-hour to delete the delay and
to reduce waiting lines. In term of physical evidence and presentation, all factors of the marketing mix

should be also improved to have up-date images.





