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Abstract

The objective of this research was: to obtain useful information that
were the key factors driving Khaotan crispy rice’s export volume of Lampang
province. The population samples consisted of: 4 small and medium sizes of
entrepreneurs namely Thaweepan Khaotan, Maebaujan Khaotan, Thanee Khaotan
and Mae Boonpin Khotan, using in-depth interviews as another key studied tool.

As for the results, it was found that the key factors that had strong
impact and affected the export sales of Khaotan were: visionary of the entrepreneurs
as the owners must possess forward visions in order to maintain and increase sales
volume; having strong knowledge in performing management using PDCA process;
obtaining hysgienic certification standards from Food and Drugs Administration as well
as GMP, CODEX, PRE HACCP standards and indicating clear nutritional facts. On the
marketing aspects, it is important that having diverse selections of products for
consumers to choose, good quality, fair pricing, attractive packaging are key success
factors for sales growth. On the manufacturing and distribution, having strong selling
networks/shops through wholesalers, modern trade, and conducting marketing
/promotional campaigns via Social is also important and useful. In addition, being
OEM would also help expanding customer base; strong networks in the supply chain
with suppliers such as water melon growers, sugar cane growers and lace suppliers
and hiring locals women and youth, in particulars would ensure the business

sustainability for both short and term.



