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An objective of this thesis aims to study accommodation buying behaviors,
motivations, and compare them based on accommodation types by using questionnaire,
which has 0.801 accurate rates. Implemented statistical methodologies were general
statistic One - way ANOVA and Chi - Square test A sample group was people, ages
over than 25 years old, randomly chosen from 4 different areas; Pranakorn, Ladpraw,
Jatujak and Patumwan.

The result found that people still wanted to buy new accommodations but they
could not figure when they would buy. They preferred buying a new one from property
companies, rather than hiring a construction companies to build, or buying a used one.
A single house in outskirts was the most favorite buying choice, following by a
condominium in the city and a townhouse in the urban area respectively.

Because type of accommodations was many, the buyers’ need on the
following items were consequently different, which were space, parking lot, number of
floors, number of rooms and prices but the buyer's need for payment process was
similar. There were nine considered factors before buying accommodation. The most
important one was safety, followed by location, price, travel, utilities, company’s
experiences, accommodation characteristics, company’s reputation and built-ready
respectively.

Property companies could use this result to specify the marketing and financial
direction, and adjusted them to suit buyers’ need, or compared with similar research

and furthered advance study.





