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The research was the marketing strategies development for Suan Dusit grain
product and used the mixed method research. The purposes of the study were to
study the behavior in purchasing rice product, the perceived image of Suan Dusit
grain product in order to compare the perceived image of Suan Dusit grain product
which is classified by personal factors, and to provide guidelines for the
development of marketing strategies for Suan Dusit grain product.

The sample group consisted of 312 personals of Suan Dusit Rajabhat
University and 298 parents of La-orutis Demonstration School. The statistics used

included percentage, mean, standard deviation, t-test, F-test (one-way ANOVA),

multiple comparison by using Scheffe’ method, and descriptive qualitative data
collection.

The findings revealed that: (1) according to personal factors, most of
respondents were female aged group of 41 to 50 years old and 31to 40 years old in
similar proportions. They were staff in the university. In the same way, most of
parents of La-orutis Demonstration School were Bachelor degree or higher, earned an
average monthly income between 10,000 - 20, 000 baht. The number of family
members was 4-5 people. (2) According to the behavior in purchasing rice, most of
respondents were people who preferred to buy a bag of Hong Tong brand because
the quality of the rice and to buy at the nearest discount stores . The volume of rice
buying was 5 kg each time. The price per unit was 101-200 baht and 201-300 baht in
similar proportions. They channels of rice product perception were from television
and advising from other people. Family influenced their buying decision. They
consumed the same brand on a regular basis and a better quality of rice was the
only reason that could make them change the brand. (3) According to the perceived
image of Suan Dusit grain product, the overall was low level. Result of the
hypothesis test found that respondents which different in age, status, average
monthly income, and family members had different perceived image of Suan Dusit
grain product at the statistically significant level of 0.05. (4) The qualitative data

analysis from interview with parents group of La-orutis Demonstration School and



personals of Suan Dusit Rajabhat University found that most of them liked the Suan
Dusit grain because the Suan Dusit rice was silky, soft, clean, tasty, and good smell.
The parents group of La-orutis Demonstration School known that the Suan Dusit
grain was available from other parents and saw from the refectory in the university.
The personals of Suan Dusit Rajabhat University known that the Suan Dusit grain was
available from the university staff and the university press. The interview about
purchasing rice to cook found that both of group had the number of people that
purchased rice to cook close to people that never purchased rice to cook. The
interview also revealed that the parents group of La-orutis Demonstration School
could not purchase rice because they did not know where to buy. The improvement
of place, distribution channels, and rice quality was important for a better Suan Dusit
grain attention. For the personals of Suan Dusit Rajabhat University, they were
inconvenient to purchase rice because of transport and uncertain pricing. Therefore,
the improvement of transport, pricing, and rice quality was important for the Suan
Dusit grain buying decision.

Marketing strategies development guidelines for Suan Dusit grain product
As the study on marketing strategies development guidelines for Suan Dusit grain
product by targeting the personals of Suan Dusit Rajabhat University, parents of La-
orutis Demonstration School and those who come to Home Bakery shop. The details
are as follows:
1. To establish the person who directly responsible for marketing, which has primary
responsibility regarding the marketing of Suan Dusit grain product and to make a
database of clients to build a long-term customer relationships.
2. The product aspect, Suan Dusit grain product should be maintain the quality
standard consistently and consider the possibility of increasing the product line.
3. The price aspect, must know the actual cost structure because it would effects
marketing strategies decision in order to increase the sales.
4. As the findings of the research, the distribution channel is an important issue and
should be conducted as follows:
4.1 The distribution channel should be increased in the university area which the
distribution point that display product should be decorated and seen easily such as
a home bakery shop area, poll field and restaurant in front of the La-orutis
Demonstration School.
4.2 Adding a display area by define at several points and all points must be informed
the product ordering.

4.3 Adding a Delivery Channel by deliver to the office room or to the customer car.



5. As the findings of the research, the promotion aspect is an important issue. The
processing that create the perception about Suan Dusit grain product to the target
group in order to encourage the purchase are the follows:

5.1 The advertising on campus should set slogan for easier product recognition and
compose the lyrics and melodies that can convince the audience by using audio at
the distribution point and using SMS and E-office of the university.

5.2 Salespersons that deliver the product should be trained as a good seller, good
service mind, and good customer relation.

5.3 The product promotions are the discount price for the personals of Suan Dusit
Rajabhat University and the discount price for parents of La-orutis Demonstration
School who purchase the product at the distribution point near the Arts and Culture
Building area in the beginning and the middle of the month.

5.4 Set up an activity to stimulate brand awareness to the target customer by
cooperate with the various faculty on campus and conduct an activity into the
curriculum to improve teaching and use Suan Dusit grain product issue for every

activity.



