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Abstract
Ve

The research on "The Market of Chemical Laundry quducts in

iphoe Muang Changwat Chiang Mai" has three objectives:

1. To study the market of Chemical Laundry Products in
Amphoe Muang Changwat Chiang Mal

2. To study the factors influence in determination of
buying the chemical laundry products in each croup of

consumer.

[9%)

To study the problems of consumer abtout chemical laundry

products.

In this independents study, the market 1is studied from
%nsumer of chemical laundry precducts. Multistage stratified sampling
ethod is wused for sampling and consumer are classified into 3

roups: hotels, hospitals and laundry shops. Sample is drawn by




ple random method and the size of sample is propotional to the

ze of population. From this method sample size of 65 is studied:
hotels, 9 hospitals and 46 laundry shops. Questionaires are used to
lect data and ihen computed by the microcomputer program SPSS/PCt.
hods 1in statistics used are percentage, mode, frequency, Chi-
are test for independence and Contingency Coefficient.

Result from this Fesearch found that the market of chemical
undry prodﬁggé for the ﬁbree groups of consumer has the behavior,
e factors used in determination of buying and the problems of

nsumer as follows:

Most of the <chemical products bought by consumer in the
tel group are fabric'bleaching powder, fabric softener liquid and
bric ironing 1liquid. Usually, these products are bought monthly.
’rchasing department could make decision by their own judgement and
vment is doﬁe bv credit. This group needs more information than the
her two groups in buying process. Consumer in hotel group bought
emical laundry products from distributors because the distributors
rovide convenience and other services. Most of the consumer in this

|

1ality of chemical 1laundry products is moderate but the price is

|

ither high. This group needs high performance products and more

oup has more brand lovalty than laundry shop group, they feel that

1formation about chemical laundry products from distributors.
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In hospital group, most of chemical products boughtlafe
ine-used detergent, fabric bleaching powder and fabric softener.
ally, these products are bought by this group everv 1 to 3 month.
hasing department could make decision in buying but the‘higher
1 manager has more power in buying process. Payvment is done by
:‘it and consumer need information rather high. Hospital group has
 sbfand loyaltyl than consuher in laundry shop group, they feel

J}the quality of chemical laundry products is below the.standard

‘the price"fis high. The need of consumer in this group is the

é .as the need of consumer in the hotel group: they need high.
§formance products and more information about chemical laundry
$ducts from distributors.
N

Most of chemical laundry products bought by laundry shop
;up are hand-used detergent, machine-used detergent and fabric
 tener. Normally, they buy these ©products every month. Owner of
 h shop could make decision and has more power in buyving process
yment is done by credit like the other two groups. Consumer in this
pbup need less information in buyving process and has less brand
falty than consumer in the other two gfoups. They feel that
%lity of chemical laundry products is moderate and.the price is
Bh. They need economizing-used products and transportation services

bm distributors.



Marketing mix factors that influence in determination of
for consumer in hotel and hospital group are quality of
and for consumer in laundry shop group are price.

”v1}onment factors that influence in buying process of consumers

Problems of consumer about chemical laundry products are

t different in marketing &ix factors. Most of the problems found in
vodﬁct, price, place and \promotion are 1inconveniently wused of

'6Huct, high price, lack of visiting from saleman of distributors,

bck of problem solving from distributors respectively.



