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ABSTRACT

The purpose of this independent study was to study marketing mix affecting dealers towards
purchasing cables and equipment from Interlink Communication Public Company Limited Chiang

Mai Branch

The Population in this study were dealers of cables and equipment from Interlink Communication
Public Company Limited Chiang Mai Branch. Descriptive statistics as frequency, percentage and

mean were used to analyze the data.

The study revealed that most of the interviewees were men who were small group customers, aged
between 31 — 40 years old, highest educated level was bachelor degree and were business owners
who deiced to participate in being dealers of cables and equipment. The participants in deciding to
purchase the products were the business owners. The products ordering or service from cable and
equipment’s company was from 2 -3 persons. The circulation was lower or equal to 100,000 Bahts
per month. The product most purchased was LAN (UTP) SYSTEM. The duration in being the

dealer was more than 10 years and knew Interlink Communication Public Company Limited from



salesman. The payment’s condition was transferring the money when it was due, 30 days credit

terms. The reason affecting being dealer was the price.

The top ten marketing mix factors affecting dealers towards purchasing cables and equipment from
Interlink Communication Public Company Limited Chiang Mai Branch were ranged by mean. The
first factor ranged by mean was delivery factor, followed by the credibility of brand, the credibility
of the company, the popularity of the company and the availability of the products (the mean was
equal), the long foundation of the company, the hallmark and the convenience in ordering the
products such as by phone, e-mail, or fax (the mean was equal), the quality of the products, the
duration of the products’ delivery, the durability of the products, and the accuracy of the invoice and

the convenience in contacting with the staff (the mean was equal).



