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Abstract

This research aimed to investigate the attitudes and the needs of the target
groups towards Ubonrajathanee University’s CRM campaign in order to propose
effective CRM activities to the university. The data were collected from school
executives and high school students. The results collected from the samples of the
school executives revealed that every school had a further study policy for its high
school students. There were the organizations of activities to support the students such
as English program, intensive Science-Math program, class division based on elective
subjects and students’ performances, educational counseling period, and tutorial
classes. The co-organized relationship building activities were academic camp,
educational guidance, visiting the university, student admission quota, and
participation in the university’s activities. The people influencing students’ university
choice were teacher counselors, parents, and friends. The activities which were
suitable for the students were academic camp, core-subject tutorial, guest lecturer
support, scholarship, tutorial by university students, and career training. The views of
school executives’ towards Ubonrajathanee University were it was well-accepted by
the parents of the students, situated in a good location, and a good, economical choice.
The meeting to inform counselor teachers and school executives regarding university
admission policy in each year, the permission to use university admission database,
and the provision of admission quota for the Faculty of Medicine were the activities
that maintained good relationship with the schools. What the students needed to know
in making their university choice was the Faculty’s achievements, quality assessment
results, career opportunity, admission procedure, admission score, and admission
number. In terms of the university’s public relations, overall information of each
faculty should be presented before the admission process. Other medias apart from
websites should be used as some students did not have access to the Internet.
According to the results collected from the samples of high school students, the most
significant factor affecting students’ university choice was the need of the students
themselves (59%). This was followed by the need of their parents (34.3%). Most of
the target groups were interested in selecting Ubonrajathanee as their university
choice (49%). Factors affecting their university choice were academic standard of the
institution (21%), the variety of disciplines (19.1%), convenience of the
accommodation (18.5%), tuition fee (16.1%), reputation (13.2%), and admission
number (12%), respectively. The sources of information influencing their university
choice considerations were teacher counselors (23.1%), former senior high school
students (20.2%), institution websites (18.7%), faculty websites (17.8%), and
newspapers (2.8%). The information that the respondents wanted the institution
website to provide was faculties’ disciplines, detail of each discipline, and career
opportunity. The attitude of the target groups towards the university’s CRM campaign
was at a low level. The activity attended by most of the target groups was the
orientation activity organized by the university students. The target groups’
satisfaction level towards the university’s relationship building activities was low (2.3
out of 5). The additional relationship building activities needed by the target group
were curriculum public relations for high school students, orientation activities from
the university students, academic camp, and special admission quota for high school
students. The comparison of the significance levels of the attitudes found that two
schools had the different attitudes towards “well-known and recognized research” and
“having qualified education quality assessment system” with statistical significance
value of 0.05. The attitudes towards relationship building activities showed that there
were at least two schools having different attitudes towards the following: “interest of



the activities”, “appropriate time”, and “the activities providing information on the
undergraduate curriculums” with statistical significance value of 0.05.

To create CRM strategy for Ubonrajathanee University, the university has to
create satisfaction to the current students first. All staff have to provide the best
service in order to satisfy the students’ needs. When creating relationship building
activities, the activities should be organized by the university students. Also, a need
survey is necessary before launching the activities.



