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This research studies marketing mix factors affecting the selection of dermatologist clinic
in Amphoe Muaeng Nakhon Pathom. The data was collected by using questionnaire distributed
to 400 consumers. The data was then analyzed using descriptive statistics, namely frequency,
percentage, mean and standard deviation.

The results of the study show that most questionnaire respondents were female, 21-30
years old, single, with Bachelor’s degree. They were company employees with average salary of
10,000-20,000 baht. They lived in Amphoe Muaeng Nakhon Pathom. The reason for using the
dermatologist services was because they were satisfied with the products and services. They
made their own decision in using the services and most use the services 2 times/month, with the
expense of 300-600 baht per visit. They acquired information about the clinic from people they
knew.

For marketing mix factors, the factors that ranked at the high level were process, product,
personnel, physical appearance, place and marketing promotion. The factor that ranked at the
medium level was price. '

For each factor, the sub-factors that affected selection of clinic were as follows. For
product, the sub-factors that ranked at the high level were effective and fast treatment, quality of

medicine, complete variety of equipment, and variety of treatments to choose from.
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For Price, the sub-factors that ranked at the high level were tﬁe appropriate medicine for
the problem, price tag was clear, and the cheaper price compared to other clinics. The sub-factors
that ranked at the medium level were credit card payment and installment payment.

For place, the sub-factors that ranked at the high level were convenient location near
home or work place, convenient parking, and availability of space, trendy interior design and
several treatment rooms. The sub-factor that ranked at the medium level was home delivery or
mail delivery.

For marketing promotion, the sub-factors that ranked at the high level were discount and
gifts on special occasions, and membership system, while advertisement via different media
ranked at the medium level. |

For personnel, the sub-factors that ranked at the high level were staff expertise in using
equipment, experienced and well-known doctors, staff’s understanding of customers’ needs,
adequate number of staff, and staff being well-groomed.

For process, the sub-factor that ranked at the highest level was no long waiting period for
the service, while the queuing of customers and clear explanation of the process ranked at the
high level.

For physical appearance, the sub-factors that ranked at the highest level were clean
equipment and high-technology, while air-conditioner and distinguished interior design ranked at

the high level.





