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ABSTRACT

The purpose of this independent study was to study factors affecting plastics
factories buying decisions of high density polyethylene resin in Bangkok and Vicinity, The
sample group was 111 plastics factories, customers of PTT polymer marketing CO., LTD., in
Bangkok and Vicinity. The data were analyzed by descriptive statistics presented in form of
frequency, percentage and mean.

The result showed the samples’ buying behavior as follow. They bought high
density polyethylene resin directly from manufacturers and via agents. Most of them bought the
high density polyethylene resin for manufacture and sell locally, ordered 1-2 times per month, and
the ordering time was varied. The owners of plastic factories influenced most in buying decision.
The order quantity was more than 180 tons per month. Most respondents received information
from sales officers, In addition, business owners had buying decision power.

The factors effected the samples’ purchasing decision of high density
polyethylene resin classified by marketing mix factors and factors influencing organization
purchasing behaviors are described as follows. The most important marketing mix factor was the

price factor while the most important factor influencing organizational purchasing behavior was



;]

internal organization factor. The highest average of sub-factors in marketing mix and factors
influencing organization purchasing behaviors were as follow. The. product sub-factor was
warrantee and product claims due to high density polyethylene resin quality damages. The prices
sub-factor was the price level as compared to competitors’ price. The distribution sub-factor was
the rapidity of distributors’ price quotation. The promotion sub-factor was salespeople knowledge
and skill. The environmental sub-factor was economic circumstances“during purchasing decision
period. The internal organization sub-~factor was clear purchasing policy of authorized decision
makers. The interpersonal sub-factor was intimation between the customers purchasing officers
(purchasing organization) and the producer’s salespeople. The individual sub-factor was the

experience of authorized decision makers.



