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ABSTRACT 

 
 

This independent study aimed at studying factors affecting domestic customer of 

P.S.P. Specialties Company Limited towards selecting a lubricant manufacturer. Research 

samples were identified to 42 domestic customers from 26 companies who requested for lubricant 

product from the company. Data collection was completed by using questionnaires distributed to 

those customers; then, the derived data were analyzed by using the descriptive statistics, of which 

results were presented in frequency, percentage and mean tables. 

The results showed that the marketing mix factor affecting domestic customers of 

P.S.P Specialties Company Limited towards selecting a lubricant manufacturer the most, at high 

level, was price factor; followed by factors namely place, product and promotion, respectively. 

The most influencing component of price factor, affecting the customer’s decision at 

high level, was the lubricant order made with manufacturer who accepted credited payment. 

The most influencing component of product factor, affecting the customer’s decision 

at high level, was the lubricant order made with manufacturer who consistently and accurately 

performed quality control of product output.  

The most influencing component of place factor, affecting the customer’s decision 

at high level, was the order made with manufacturer who delivered products punctually. 



 .

The most influencing component of promotion factor, affecting the customer’s 

decision at high level, was the order made with manufacturer who offered discount rate for the 

large amounts of product order. 

 In addition, the results presented that other factors affecting domestic customers of 

P.S.P Specialties Company Limited towards selecting a lubricant manufacturer at high level were 

environment and individual factors; but at moderate level were interpersonal and buyer internal 

organization factors, respectively. 

 The most influencing component of environment, affecting the customer’s decision 

at high level, was the selection of manufacturer who could keep the agreed price even in the 

fluctuation of crude rate. 

 The most influencing component of individual, affecting the customer’s decision at 

high level, was the experience of purchasing authorities in estimating the capacity of manufacturer.  

 The most influencing component of interpersonal, affecting the customer’s decision 

at moderate level, was the ability of manufacture to convince customers.  

 The most influencing component of buyer internal organization factor, affecting the 

customer’s decision at moderate level, was the manufacturer’s purchasing policy - precisely 

selecting qualitative products to sell. 
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