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Abstract TE 1 62 6 1 2

The purpose of this study was to find out a guideline for one Tambon one product
management. Managerial aspects to be studied were human resource, finance, raw materials, and
marketing. The subjects of the study were 126 producer groups who were awarded the Best
Tambon the Best Thai Products. Questionnaires were used to collect the data. Frequency,
percentage and mode were used to analyze the data.

The majority of the responders of the study were a chairperson of their groups most of
which were of community type with not more than 25 members. Their products were of
agricultural processing goods. The groups have been established more than 6 years. -,

With respect to the operation of the producer groups, as a whole, they aimed to create
jobs for the people in their community. Most members worked full time. Producing technology
was self developed using existing experiences. Products were packed either in bags or paper
boxes. Their target markets were both domestic and international. The products were certified by
Food'and Drug Association. More net income was made.

Regarding management of One Tambon One product by status of producer groups, it was
found that all kinds of producer groups; personal, corporate, cooperative and community groups,
used the same criterion in recruiting members. That is, members must be local people or people
living in the vicinities. In addition the investigation revealed that most personal and community
groups motivated customers with the quality of their products. Prices of all raw materials were
used to set up the price of their products among the personal and corporate groups. Obtaining
more distributing channels, new markets, or international markets was one of the strategies to sell
the products of the corporate groups. With reference to the cooperative producer groups,
Knowledge and training were provided to develop their members producing skills. Their
production plan was formulated basing on an analysis and a prediction of future demands.

Developing the products to meet customers needs was a sale strategy of the community groups.
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With regard to problems and obstacles, not enough circulation capital seemed to be a

vital problem. All groups desperately needed soft loans for their business operation.
(Total 143 pages)
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