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ABSTRACT
177340

The purpose of this research was to study jewelry and gems shop management
guidelines for motivating customers in Mueang Lamphun district. In the study, customers
were asked about their satisfaction toward the management of shops and that of motivating
customers. The study groups used in the study were a) three shop’s owners; b) the top ten
(10) regular customers who purchased the product most frequently and were purposively
selected; and 3) a number of 50 general customers were also purposively selected. The tools
used for the study were two sets of questionnaire. The first used for asking the shop owners
and the second for the regular and general customers. Data were analyzed through uses of
frequency, percentage, mean and standard deviation. Then all data and information were
synthesized for developing the guidelines for motivating the customers.

The results of the study were summarized as follows:

The items of customers’ satisfaction, among three groups of study, were various and
different in detail. However, when putting all items and issues together, the guidelines were
set up and divided into two aspects: the aspect concerning the product or jewelry and the
aspect of service. Guidelines relating to the product that should be managed were: a) to have
a system of product; b) to have modern jewelry styles; ¢) to maintain the jewelry for being in
good condition; d) to label the product’s price: ¢) to set up the price in case of returning or
changing the product: f) to provide a chance for a customer to bargain the price; g) to have
their own product brand: and h) to have a product quality’s certificate. As for the guidelines
concerning service, they were: a) a service for repairing jewelry and gem should be offered;
b) brochures about knowledge of product should be provided; c) sale personnel must have
good knowledge and ability for advising the customer; d) special after-sale services such as
the service of checking and caring of the product should be conducted: ) a product
designing should be offered; f) service of a service for customers to order the products’
styles and patterns as they liked should be provided: and g) the time of the delivery of

products, both new and repaired products, should be on time and be quick.





