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ABSTRACT

This study aimed to 1) examine the buying behavior of Pranee Furniture’s customers;
2) investigate the buying decision levels of Pranee Furniture’s customers; 3) compare the buying
decision levels of Pranee Furniture’s customers in relation to their personal factors; and 4)
compare the buying decision levels of Pranee Furniture’s customers in relation to their buying
behavior. Data was gathered from 289 customers at Pranee Furniture’s. The research tool was a
questionnaire survey. Data analysis was performed by percentages, means, and standard
deviations. Also, hypothesis testing and mean comparison were done with t-test, F-test, and LSD.

Findings are as follows :

1. Most of the customers bought closets. Buying decision was from themselves. The
reasons for buying was because the shop is their neighborhood. Their expense was 2,001 -
3,000 baht. Buying time was between 11.01 am — 2 pm.

2. The customers’ buying decision levels were high concerning the products, the
prices, the distribution channels and the marketing promotion.

3. Differences in the customers’ monthly income related to differences in their buying
decision levels at the statistical significance of 0.05.

4. Differences in the expenses in buying related to differences in their buying decision

at the statistical significance of 0.05.



