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The purpose of this independent study was to study the marketing mix factors
affection buying decisions made for motorcycle of consumers in Mueang district, Samut Sakhon
province. Data collection was completed by the distribution of 400 sets of questionnaires. Then,
the collected data were analyzed by the descriptive statistics including frequencies, percentages,
and means.

Based upon the findings, most respondents were married female in the ages between
24 - 32 years with high school / vocational certificate or equivalent level of education. They
worked as an officer for private companies and earned 5,001 — 8,000 baht in average for monthly
income. The motorcycle brand which they mostly used was Honda and the type of it was found in
family with windshield type. The payment of motorcycle was mostly done through the
instaliments. Their objective in buying the motorcycle was to use it in their daily life. They made
buying decision for motorcycle under the following considerations; the beauty of motorcycle
appearance, and the beauty of motorcycle color. It was found that the respondents made buying
decision by themselves and bought it from distributors. In addition, they learnt information about
the motorcycle from television and the motorcycle that they bought was considered as their first
motorcycle.

According to the study on marketing mix factors towards the buying decision made
for motorcycles of the specified consumers, it was found that the respondents gave high
importance towards all factors. Hereafter were sub-factors of all factors which were ranked in
orderly. In terms of product, In terms of product, they paid the highest level of importance on the
fuel saving of a motorcycle with good strong and durable materials used. In terms of price, they
paid the highest level of importance on the price of motorcycle. In terms of promotion, they paid
the highest importance on the rapidness and punctuality in providing services of service center. In
terms of place, they paid the highest importance on the sufficiency of fixing seﬁice center.

According to the problems found in buying decision making of consumers who
bought the motorcycle in Mueang district, Samut Sakhon province, it was found that the level of
problem was ranked in overall view at high importance. Hereafter were sub-factors of each
problematic factor which were ranked in orderly. In terms of product, the first problem was
mentioned to non-saving fuel of a motorcycle. In terms of promotion, the first problem was
mentioned to the lack of skillful and experienced mechanics. In terms of price, the first problem
was mentioned to the expensive prices of auto-parts and checking services. In terms of place, the
first problem was mentioned to the lack of experienced and skillful mechanics in fixing

motorcycle.





