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In the past, there has been a lot of research on factors affecting the decision-making process.
However, those arc studies from people, both who are interested in housing projects and those who have
already bought a home. There is still a lack of research abuut the prospected buyers who will collect project
infounetion to evaluate altematives for making decisions on buying a home that will bring the undersianding of
real factors affecting housing needs. Thus, the objectives of this thesis are studying the priority of tactors in
making the cecision to buy a home as well as the relationship between economic and social status, price and
housing types that attract the prospecied buvers. The survey has been conducterd in BAAN SATAPORN, BAAN
PASSORN 3 AND BAAN PREUKSA 12 PROJECT. Over 189 selected filled in the interviews form and have been

collected from the potential buyers.

The study has showed that (1) the prospected buyers visit sites to make a repurchase search at least
2 tiines and take 1 month in the buying process because they set a pattem of intention to buy the project they
visit most frequently. (2) fiuancial consideration is the first priority that the prospected buyers are concemn with
while the major concem of the other groups is location . In addition, location, housing design, surroundings,
marketing and the developer are the minor concems. The important details are the prospected buyers concemn
that it is a reasonable price compared to quality, convenieni for travelling, using space, peaceful atmosphere
suitable for living, and a good reputation of the developer (3) the economic and social status of buyers relate to
price and housing type. Housing types were followed by economic and social status. Instaliations accounted for
35% in accordance with the survey resuit of the Housing Authority of Thailand. (4) Saving is the source of down
payment instaliations. As for installations with a financial company, money comes from the salary of both the

prospected buyers and his/her spouse.

Because buyer's are concerned about many aspects when they visit housing projects, developers
ought to present their projects for the prospect buyers in order that they can make a rapid decision correctly.

The accessibility to the sampling is very difficult so there ought to be a good plan for the future research.





