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ABSTRACT 
 
 The purposes of this research were to 1) study the personal factors of the customers 
who decided to buy Toyota cars from the dealers of Ayutthaya Toyota Company Limited,            
2) to study the selection factors of the customers, 3) to examine the factors affecting the decision 
of the customers, and 4) to compare the personal factors affecting the decision of the customers 
and the selection factors .  The  sample group consisted of 374 customers who bought the cars and 
used the services of the dealers of Ayutthaya Totota Company Limited.  The instrument was the 
questionnaire.  The data were analyzed by frequency, percentage, mean, standard deviation, t-test, 
F-test and LSD.  The finding revealed as follows : 
 1.  Most customers are male, aged 25 -35 years.  Their education background are bachelor 
degrees or higher.  They are businesspeople / merchants.  Their monthly incomes are 15,001 A 30,000 
baht.  They are married.  There are 3 A 4 people in their families. 
 2.  Most customers decide to buy personal pickup trucks, blond A silver Toyota VIGO 2500 
cc with Diesel engines.  They pay for their cars in installments.     
 3.  The  factors  affecting  the  purchase decision of the customers at a high level  are  the 
products, and prices, the service procedures affect their decision at the highest level, and the 
distributing channels, marketing promotion and service staff affect their decision al a high level. 
 4.  The  customers  with  various  personal  factors and selection factors have no different 
purchase decisions.  The different education backgrounds, prices and service staff of the customer affect 
their purchase decisions differently.  The different ways of their payment, distributing channel and 
service staff affect their purchase decisions differently.  The different kinds of cars and distributing 
channels affect their purchase decisions at a significant level of .05.          
 

 
 


