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ABSTRACT

This research aims to : 1) examine the customers’ opinions on the housing project
management; 2) study the customers’ behavior of purchasing houses from the residential project
development; 3) investigate levels of the customers’ decision to purchase houses from the
residential project development ; 4) compare levels of the customers’ opinions on the
management, their behavior of purchasing houses and levels of their buying decision, and 5)
study the reiationship between personal factors and the customers’ behavior on purchasing as well
as the relationship between the customers’ opinion on the management and their decision to
purchase the houses.. The sample group consisted of 400 customers using descriptive statistics of
frequencies, t-test, one-way ANOVA : F-test, chi-square and correlation. Findings indicated that :

1. The customers’ levels of opinions on the housing project management in terms of
planning as a whole were averagely high, whereas their opinions on organizing, motivation, and
controlling were averagely the highest.

2. For customers’ behavior on purchasing the houses, they purchased the houses
because of having no own houses, each monthly installment amounting to over Baht 12,001,
receiving information about the residential project development through billboards, and being
well - informed about the project. Primarily, town houses were purchased.

3. Levels of the customers’ decision to purchase houses concerning products, prices,
places, and marketing promotion were averagely high.

4. Differences in customers’ ages, education levels, occupations, number of family members
resulted in differences in their opinions on the management in terms of planning, organization, motivation, and
controlling. Differences in the customers” occupations, incomes, and number of family members resulted in
differences in their levels of purchasing decision regarding products, prices, place, and marketing promotion.

5. The customers’ personal factors related to their behavior on purchasing the houses from
the residential project development, while their levels of opinions on the housing project management

related to levels of their decision to purchase the houses from the residential project development.
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