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This research aimed to study factors influencing consumers’ decision to purchase a condominium in
Bangkok area and consumers’ behavior. The study collected the data from 400 people who are
about to purchase a condominium and who have owned one for a year. The factors influencing
purchasing decision were construction layouts and patterns, project construction, locations, public
utilities, and sales promotion. The purchasing decision behavior was divided into the decision to
purchase based on economy, other consumers’ opinions, their own understanding, emotion, and
complex thinking.

The result of the statistical analysis found that the sales promotion factor had the strongest influence
on the purchasing decision. The most important issue concerning this factor was the installment
terms. Second was the project construction the most important issue of which was the quality of
materials used. The location factor came third with the condominium’s surroundings as its most
important issue. With regard to the consumers’ purchasing behavior, the complex thinking behavior
had the most powerful influence on the purchasing decision in terms of the condominium price in
comparison to each location before deciding to purchase one. Next was the decision to purchase
based on their own understanding where the most important part lay in the selection of a
condominium that could satisfy their desire. Third came the decision to purchase based on economy

where the most important part was the current economic condition.





