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This study was conducted to investigate behaviours, factors and problems encountered in
the purchase of tiles and sanitary ware in Phrao district, Chiangmai province. A set of
questionnaires was used as a tool for data collection from a sample group of 400 population in
Phrao district, Chiangmai Province.

The percentage indicated that most of the respondents were the owners of the houses
usually bought the tiles with the size of 12x12 inches, of Cotto brand and sanitary ware was
Cotto, too. Moreover, the respondents prefered to buy tiles and sanitary ware for the expansion of
the old houses and construction of the new ones. The reason for the purchasing preference was
the influence of parents, they also liked to buy it from general tiles and sanitary ware shop once a
year during January — April that was a good time for construction.

With regards to market mix factor on the purchasing of tiles and sanitary ware of the
sample group, the mean also demonstrated that distribution channel wds the most important
market factor particularly on services .Therefore, the emphasis on service strategy should be
done. For problems encountered, it was found that the product patterns were not various and did

not meet the needs of the sample group.





