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The purposes of this research were: 1) to study the attitude of consumers towards the
use of marketing mix strategy of hypermarkets retailing store; and 2) to learn about the problems
and suggestion of the consumers who use the services from hypermarkets retailing store.

The questionnaires were sent to 394 consumers who usually buy goods and services
at 3 hypermarkets retailing store such as Tesco Lotus, Carrefour and Bic C Chiang Mai. The data
was analysed by using SPSS/PC statistical progarm to generate frequency tables and percentage.

The result of the research has revealed that most of the respondents were female,
their age was in the range of 20-24 year. Their status were single, and the academic levels were in
bachelor’s degree. They were students and earned less than 5000 baht/month.

The hypermarkets retailing store which they went most often was Tesco Lotus, the
frequency per week and the date going to Tesco Lotus were uncertain. Most of them went there

since 5 P.M. and paid less than 500 baht each time.
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It has been found that the respondents had several attitudes towards the use of
marketing mix strategy of hypermarkets retailing store. In this rescarch, the 4 components of the
attitudes were studied.

The first component was the product. Most of the respondents thought that there
were the variety of the products, brandnames, styles and sizes and the products were consistent to
their needs. Furthermore, the goods were in good quality, fresh and clean and they could be
changed or returned. Secondly their attitude was in the medium rank in terms of the goods had a
guarantee service.

The second componznt was the price of the products. Most of the respondents
thought that the price of goods in Tesco Lotus were lower than other shopping stores and the
price tabs could be seen clearly. Morcover, there were many price-check points for the customers.
There were also the price reduction if the customers bought goods in a large amount. Secondly
their attitude was in the medium rank in terms of the purchase by credit cards, as well as the credit
card of the hypermarkets retailing store.

The third component was selling. Most respondens thought that the hypermarkets
retailing store had bigger sign name and the sign for closed and opened time could be seen clearly.
In addition, the parking lot was very convenient and the goods were arranged tidily, their attitude
was in the medium rank in terms of the location of the hypermarkets retailing store which was
convenient for the customers and there were clear signs for each type of goods.

The last components was market promotion, the most of respondents thought that
there were a lot of advertisements in several medias, which were also advertised in the form of
leaflets and there were aftersell services such as goods delivery, the sct up, and repairation and
there were also sell promotion in cach occasion. Morcover, most of the respondents were
interested in the distribution of goods examples and their attitude was in the medium rank there
were promotions of free gift from the stores respectively.

It was also found that the most important problems in using the services of
hypermarkets retailing store were the absence of store plan, the insufficiency of cashiers to service
the customers although the paying paths were vacant. The last problem was the insufficiency of
toilets for customers.

Most respondents suggested that the goods should be in good quality, the
production date, the expired date and the name of producers should be written clearly, the price
sign tabs should be seen clearly. Moreover, there should be the improvement of the road and
traffic nearby the store, for examples: there should be an overpass for the customers,
the expansion of the road surface in front of the hypermarkets retailing store, and the construction
of a tunnel in order to facilitate the traffic. There should be more advertisements in local medias in
order to make known to the people in local areas instead of using only national medias, and there

should be also the promotion of goods which have been produced by local people ideas.





