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The objectives of this study were to 1) examine factors affecting manufacturers’
purchasing non-woven polypropylene face masks and 2) explore problems and suggestions for
purchasing the face masks of manufacturers in Northern Region Industrial Estate, Lamphun
Province. The population of this study was 44 manufacturers in Northern Region Industrial Estate
that used the polypropylene face masks. Questionnaires were used for data collection from
administrators who involved in participating and making purchasing decision. The data was
analyzed by descriptive statistics using frequency, percentage and mean. The results of the study
were as follows:

Most of the manufacturers purchased the polypropylene face masks less than 500 masks
a month; thus, total expense for the masks was less than 2,000 baht per month and they bought
once a month. There were 1-2 people involved in the purchasing decision process and the final
decision depended on high level executives. |

The important factors affecting decision making were organizational, personal,
environmental, and interpersonal factors, respectively. These factors were at a high level of
importance. The sub- factor with the highest mean score for organizational factor was reason for
purchasing. For personal sub-factor it was product quality satisfaction. For environmental sub-
factor it was law/government regulations. For interpersonal sub-factor it was flexibility of
salespeople. Almost all of these sub-factors were at a high level except the organizational sub-
factor was at a highest level of importance.

The services marketing mix affecting the decision making were price, product,
distribution, and promotion, respectively. All of these factors were at a high level of importance.
The sub-factors with the highest mean score for price was reasonable price in accordance with
material/production quality. For product it was product quality. For distribution it was
transportation reliability and for promotion it was after sales services. All of these sub-factors
were at a high level of importance.

The problems in purchasing the non-woven polypropylene face masks in general were
very few. The problems encountered were the complexity of the purchasing précess, and many
levels of administration.

Suggestions were the improvement of after sales services for product disposal, no
minimum guarantee for each order, product improvement focused on convenience, and adequate

product information provided.





