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Hotel Lodging Behaviors of Tourists in the Context of the Three

Southern Border Provinces: A Case Study of Hat Yai District
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Abstract

The unrest in three southern Thailand provinces has led to significant changes in customers’
behavior when staying in hotels in Hat Yai, a major economic zone in the South of Thailand. To study and
analyze consumer behavior using 1970’s consumer behavior theory, in order to solve problems and build
tourist confidence, was the main objective of this research. The methodology involved collecting data by
interviewing five managers of hotels and analyzing the acquired data using a content analysis technique.
The results showed that the number of tourists decreased by 30%, while business-related customers had
increased. Accommodation period, spending, and time from booking to staying decreased, as well. Therefore,
hotel managers should focus on creating customer confidence by increasing security measures, including

security guards. The findings can be used as guidelines for hotel marketing and supporting business survival.
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Abstract

Changes in society and digital technology have had an immense effect on real estate buying
behaviors. Online social networks have become an important tool for consumers to search for information
that could help to support their decisions on buying, especially when purchasing a condominium. Many real
estate development companies have put a large sum of investment into creating their own online social
networks with the purpose of influencing the buying behaviors of consumers. Therefore, this quantitative
research studied the influence of online social networks on condominium purchasing decision making. The
research was conducted from November 2010 to January 2011 by gathering information through a survey of
400 participants who live in condominiums in Bangkok, then analyzing the data using quantitative analysis
techniques such as descriptive statistics. The results obtained from the research showed that online social
networks have tremendous effects on the buying behaviors of some specific consumer groups, especially
people between the ages of 31- 40 years old who are married with monthly incomes of 30,001- 40,000 Baht

and are working as employees in private firms. Moreover, the property characteristics featured on the online
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social networks that most affected condominium buying decisions are: one bedroom condominiums, a unit
price range of 2,000,001 - 3,000,000 Baht and the provision of information on the condominium through

websites, billboards and signage.
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Abstract

This research focused on surveying the decision making factors for developing a real estate sale
and leaseback resort. All data were collected by interviewing resort / condominium owners, and analyzed using
descriptive statistics and mapping analysis. The results of the research included four factors which developers
included in their decision making about the development: 1) physical factors that support business such as
tourist attractions, transportation, and facilities; 2) investment worthiness, measured by vacancy rate, room
rate and popularity; 3) the conditions and leaseback coverage such as rental rate guarantee, special
privilege, rental duration, conditions of stay, and deduction on maintenance fees; and 4) problems and

obstacles that may occur while developing the hotel.
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Abstract

The rapid growth of industry is leading to demand for different types of housing, especially apartments.
The goal of this quantitative research was to study the styles and amenities of apartments supporting the needs
of workers in 304 Industrial Park. The methodology consisted of a questionnaire survey of 100 people who
work in 304 Industrial Park, and data analysis with descriptive statistics. The results showed that the needs of
the people working in 304 Industrial Park were: an open corridor, room accommodation for two to three people,
a living area in the front, a bathroom and a balcony with a 1:1 ratio. Room amenities such as a mosquito
screen, cable TV, bed, wardrobe, curtain, balcony and clothesline were the favorite amenities, as well as
public areas such as parking, bins on every floor, shops, convenience stores, and restaurants. They also

had strong requirements for security.
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Abstract

This research focused on factors for developing incomplete office buildings in Bangkok. Interviews
were conducted to gather data from 18 experienced stakeholders in real estate development, including
architects, civil engineers, system engineers, real estate-related financiers, real estate marketers and lawyers.
Data were analyzed using the content analysis technique. The research findings showed that there are four
factors for developing incomplete office buildings in Bangkok: building structure, economy and finance, legal

and management.
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Abstract

The real estate business is highly competitive. Communication with consumers to increase the market
share is an important factor in business success. Most investors are interested in online media in order to
communicate with consumers via websites, blogs, micro-blogs, social-networking, media-sharing, and forums.
This descriptive research focused on the contributions of online media to the real estate business. The research
was conducted through interviews with five online media experts and eight online media professional officers
in the real estate business. Content analysis technique was used for analyzing the data. The research findings
suggested that online media composed of updated information, aligning with the target audience’s lifestyles,
promoting a positive image of the organization, and creating a high market perception at low cost were the key

success factors for the real estate business.
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Abstract

Thai commercial banks play an important role in real estate development. Effective loaning involves
proper standards and rules. This quantitative research focused on the main criteria, as expressed by loan
officers, when considering real estate loans. A questionnaire survey was the research instrument for data
collection from 234 loan officers of 14 Thai commercial banks. Descriptive statistics such as frequencies,
percentages, means, and standard deviations were used for data analysis. The results showed that qualitative
approving loans by 5 C’s credit analysis method emphasized capacity, character, capital, collateral, and
conditions, respectively. The quantitative approval process emphasized balance sheet and income statement
analysis, using ratio analysis, trend analysis, and common-size analysis to determine assets, loans, and
equities. However, both qualitative and quantitative loan approvals have no statistical differences at a 0.05

significance level.
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Abstract

High-end single detached houses are a niche product for a small, but financially sound target group.
The purpose of this study was to analyze the marketing strategies of upper-tier single detached house projects
priced at more than 10 million baht from four developers, by interviewing middle management and analyzing
the results using content analysis techniques. The results showed that developing projects should focus
on product differentiation, quality, and location. In addition, themed marketing events at project sites and
marketing booths at shopping centers are shown to be productive marketing channels that lead to positive
results. The use of promotions seems to be not as effective. Regarding product positioning, products must
be a source of pride for their owners and be rewards for success in life. Research should be undertaken

before project development as it impacts on the success of project sales.
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Abstract

These days, Bangkok’s population is increasing, leading to rising accommodation demands and
higher land prices. Therefore, leasing state properties from the Treasury Department is one of the solutions.
The goal of this quantitative research was to study the marketing mix factors affecting decision making on
leasing state properties for accommodation in Bangkok. This research gathered information concerning
personal factors and consumer behaviors and the importance levels of marketing mixes affecting lease
selection. The methodology consisted of: 1) collecting the data from 400 respondents who lease state
properties in Bangkok; and 2) data analysis using descriptive statistics such as frequency, percentage, average,
and standard deviation. Also, hypothesis testing for the mean by t-test and F-test was conducted. It was found
that people who lease state properties have different personal and behavioral motivations and emphasized
the marketing mix factors in different ways. The research also found that marketing mix factors affecting the
decision making comprised: price, place, people, product, process, promotion, and property physical evidence,
respectively. Finally, renters with different personal and behavior factors focus on different factors with a

0.05 significance level.
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A Study of Opinions on Leasing Temple Areas in Nonthaburi Province
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Abstract

This research had the objective of studying the unused lands of temple areas, based on people’s
opinions. The methodology consisted of collecting data from 300 respondents in three sample areas out of 190
temples in Nonthaburi Province, including one small temple (with area less than 19 rai), one medium temple
(with area ranging between 19-100 rai), and one large temple (with area larger than 100 rai). The results
revealed that all temples have leasing demands for five activities: school or college, public rental office, rental
housing, market, and farm. Finally, leasing of temple areas should be carried out in accordance with the

objectives and goals of the temples.
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Abstract

This quantitative research focused on exploring and analyzing the design and amenities required by
people working in the Rojana Industrial Park. Data were collected by questionnaire from 167 people who worked
in the park and then were analyzed using descriptive statistics, frequency, percentage, mean and standard
deviation. The hypothesis about design and amenities relating to residential requirements was tested by
correlation. The results showed that people who worked in the Rojana Industrial Park preferred resort, single-
detached houses (SDH) and modern tropical SDH respectively. Regarding amenities, they required home
circuit breakers, mosquito nets, metal security bars, garbage bins and water tanks respectively. In conclusion,
design and amenities have a positive correlation with the residential requirements of those who work in the

Rojana Industrial Park at a 0.05 statistical significance level.
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Abstract

Property value appraisal is one of the most important processes in granting credit approval analysis.
Hotel property value appraisal can be done through two approaches: cost and income approaches. These
approaches may lead to different or incorrect results and may damage the financial institutions. The goal of
this research was to assess the appropriate approach for hotel property value appraisal between cost and
income approaches. Data were collected through interviews with eight valuation experts, then analyzed using
opinion synthesis and triangulation techniques. The research results suggested that both approaches can be
used for hotel property value appraisal. The cost approach is suitable for hotels under construction and open
less than three years. The cost approach calculates land value by market survey and construction value by
cost estimation. On the other hand, the income approach is suitable for hotels which have been open for more

than three years and where the financial data are available.
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Abstract

The growth of Thailand’s elderly population has led to both government and private sector concerns
about elderly care. The goal of this research was to study the physical requirements of elderly housing. The
research was conducted through a questionnaire of 402 elderly persons and people interested in elderly
housing in Bangkok through simple sampling. The gathered data were analyzed using descriptive statistics to
find their frequencies, percentages, means, and standard deviations. The results found that Modern Thai and
Contemporary styles are the most popular styles respectively. Regarding house size, it was preferred that
houses should have two or three bedrooms, two bathrooms and parking for one or two cars. A small health
care center in the project was also required. Finally, the house prices should not be higher than 2.5 million
baht.
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Standard Procedure for Purchasing in the Real Estate Sector
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Abstract

Purchasing procedure creates competitive advantage and has become a major tool for real estate
companies to achieve success. An efficient purchasing procedure can reduce redundant costs. Preparing a
‘Standard Procedure of Purchasing’ in the real estate sector is a key measure to improve efficiency in every
company. The objective of this qualitative research was to identify steps and practical ways of purchasing by
interviewing several real estate companies and value chain specialists. The obtained purchasing procedures
were verified by “Data Triangulation Method” in order to check the correctness of the data and finally were
analyzed using “analysis of cognitive maps”. The outcome of the research showed that generally, there
are eight steps for purchasing and four similar processes adopted among real estate companies: issuing
Purchasing Order (PO) by SAP, delivery of materials at a project site, capability evaluation of supplier
companies, and product quality assessment. There are four different processes: the determining of materials,

bidding, approving, and the evaluation of suppliers’ firms.
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Abstract

The utilities and facilities provided in home office projects are important to any buyer’s decisions.
They primarily emphasize physical characteristics. This quantitative research study therefore examined the
physical characteristics of the utilities and facilities that would affect the decision to purchase a home office for
a business or residence. The research instruments were 100 questionnaires collected from real buyers who
owned home offices in four case study projects. The researcher analyzed the data using descriptive statistics.
The results revealed that, in terms of utilities, the strongest preference was for a street in the home office
project. Both main and sub streets should be built of concrete, with a bike way and trees along the sidewalk.
The second preference was for security systems which provided CCTV and security guards at the entrance of
the project. In terms of facilities, the strongest preference was for parking areas. The home office should
provide unfixed parking space positions for residents at 2-3 lots per home office unit, 3-4 fixed and 3-4 unfixed
car park lots for employees, and 2-3 fixed and 3-4 unfixed car park lots for customers. The home office buyers

are willing to pay 499 baht / lot / month for parking.
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Abstract

Currently, consumer preference in Bangkok is shifting more and more in the direction of community
malls. Retail space in the community malls should, in turn, be adapted to better serve this growing demand.
The researcher therefore decided to focus on the selection of retailers by studying the behaviors of consumers
in four community malls. This quantitative research used questionnaires, which were randomly distributed
to 400 consumers who visited community malls in Bangkok. The data acquired were then analyzed and
calculated to determine their means, standard deviations, and the correlations between the personal
characteristics of respondents and the importance index of each factor influencing their intention to visit,
which also affected their behavior when going to community malls. The derived information can be used in the
selection of retailers. From the research, it can be concluded that the majority of consumers who visit

community malls go there to eat at restaurants, to shop, and to meet their friends. Thus, owners or managers
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of community malls should select retailers in accordance with this finding, and pay attention to cleanliness,
the reputation of retailers, and the variety of shops. Moreover, it is noteworthy that the location of each
community mall, as well as its entrance and exit, are also important factors. In addition, the research showed
that consumers’ behaviors vary from one location to another. Project developers should use this information
as a basic guideline to help them in the selection of retailers in order to achieve the best response to the

growing demands of consumers, and to reap the highest benefits.
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A Study of Investors’ Requirements for Buying Condominiums
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Abstract

This quantitative research focused on investors’ buying requirements in order to set up a guideline for
condominium developments and to meet investors’ demands. Data were collected from 400 buyers through
questionnaires and were analyzed using descriptive statistics, frequencies, percentages, means, and standard
deviations. The hypothesis testing of the relationships between personal data and investment data was
Chi-square. In addition, the relationships between the personal data, investment data, and marketing mix
factors were tested with a t-test and F-test. The results showed that investors prefer leasing, with more than
a five year term and an expected rate of return greater than 30%. The important investment factors consist
of the expected investment rate of return, developer brand name, capital, investment term, and acceptable
investment risk. Finally, it was also found that both assumptions were acceptable at a 0.05 statistical

significance level.
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Necessary Usable Areas and Amenities for Elderly Resorts
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Abstract

The objective of this research was to study the needs of elderly users for spaces and amenities
within resorts for the elderly. Data were collected by questionnaires from 100 elderly persons living in Bangkok,
and were analyzed using descriptive statistics to find their frequencies, percentages, means and standard
deviations, as well as to test hypotheses about the relationships between space and amenity requirements for
the resorts and personal factors. Relationships between demands and personal factors, as well as consumer
behaviors, were analyzed by Chi-square test and correlation analysis. The results showed that the
strongest requirements for the elderly are: a garden area for treatment or a health park, space for praying and
meditation, space for first aid, space for Thai massage, an area for shopping, and space for physical therapy,
respectively. As for amenity requirements, the highest needs were: emergency call buttons, anti-slip floors, and
handrails along walkways respectively. The consumer behavior factors that were associated with the level of
demand for spaces and amenities at a 0.05 significance level are: characteristics of favorite trips, companions,

seasons of trips, and the price per night of resorts.
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Abstract

The Neighborhood Center is one of the alternative choices of stores to serve consumers’ lifestyle.
It consists of an Anchor Store which acts as a magnet drawing a large amount of customers to enter the
Neighborhood Center. This benefits other retail stores in the Neighborhood Center. The purpose of the study
is to learn about the area relationship of the Anchor Store and Retail Store (ratio) to the success of the
Neighborhood Center. The data was collected by surveying eight Neighborhood Centers which have operated
since 2006. The ROA and AR Turnover Ratios were used as success measurement criteria by comparing them
against the industry’s mean which was taken from six public companies in the business section of department
store management. The data was analyzed by calculating mean, percentage and proportion of areas of Anchor
Stores and Retail Stores. The results showed that there were four Neighborhood Centers which had higher
average Return on Assets ratios and average Account Receivable Turnover ratios than that of the industry’s
mean. Their average saleable areas ranged from 3,644-7,765 square meters. The area proportion of Anchor
Store and Retail Stores was 44.35% and 55.65% respectively, or the ratio was 1:1.34.97.
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Abstract

High inflation rates and low deposit interest rates have a big impact on investment behavior.
Purchasing condominium units for leasing as serviced apartments has become one popular choice for
investing in the current situation. The aim of this survey research was to understand customers’ needs, using
400 questionnaires from prospective buyers of condominium units in Bangkok. The data was analyzed using
descriptive statistics, including frequency and percentage assesments and the variable needs technique of
1970s consumer behavior theory. The research revealed that customers who want to purchase condominium
units for leasing as serviced apartments require yields higher than deposit rates and expected fix rates.
Customers also want the leased unit to be reliably operated and managed for a period of 3-5 years. Moreover,
customers require clarification of the development strategy from the developer and an explanation of the

different aspects of the development.
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Abstract

This research presents an approach to ash storage design, a concept based on Thai—Chinese beliefs.
The study was conducted by reviewing articles and theories of Chinese culture history, ideas and beliefs
relating to sepulchre design with science, Feng-Shui, cremation, and cremation furnaces. Moreover, the research
proposed an idea to remind new generations of their ancestors. The study conducted a questionnaire
survey of 100 Thai-Chinese successor respondents and analyzed the results with statistical methods to test
the relationships between demand for ash storage and beliefs. The Pearson Chi-square Technique was used
to find the relationships between personal financial status and age. This study also presented architectural
innovations in ash storage design by providing convenient facilities and a better environment, while maintaining
the correct Feng-Shui. Thus, people will feel comfortable to come and show respect to their ancestors, keeping
a balance between traditional and modern lifestyles. The research has benefits for investors and architects

who would like to develop real estate projects in this area.
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Abstract

Financial institutions review plans for incomplete housing estate projects before lending. A reliable
development plan submitted to the financial institution is the first step to successfully developing incomplete
housing estate projects. The objective of this research was to study Critical Success Factors (CSFs) for
developing incomplete housing estate. The researcher collected data from many types of incomplete projects
in the Pathum Thani province. Data was collected through interviews with the credit officers of five financial
institutions who grant loans to incomplete housing estates. Then the acquired data were analyzed using content
analysis technique. The results indicated that three CSFs of incomplete housing estates from the bankers’
point of view are: 1) juristic person regulations and support plans in case the first plan was not accomplished;

2) marketing and resale plans; and 3) a developer’s experience, reputation, and management concept.
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Physical Factors for the Quality of Life of Elderly Residents in
Commercial Retirement Housing Projects
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Abstract

These days, commercial retirement housing projects are receiving more attention from developers,
but these projects must have many physical elements to support the elderly residents’ quality of life. The
objective of this survey research was to study the elderly residents’ physical needs. All of the factors will be
used as management guidelines for commercial retirement housing projects. The research methods were a
physical survey and interviews with the managers of three case-study projects. The collected data were
analyzed using content analysis technique. The research findings pointed to three physical factors which
elderly residents need and which can support their quality of life: healthy-space preparation, activity
management, and safety-space preparation.
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Effects of the Revised Environment Protection and Conservation Act
1992 Announced on Dec 29, 2009 on the Condominium Development

Decision of SME Developers
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Abstract

The goal of this quantitative research was to assess the impact of the revised Environment Protection
and Conservation Act, announced on December 29, 2009, on Type 31 small and medium enterprises. The
researcher collected data through questionnaires from authorized Environmental Impact Assessment (EIA)
consultants and 52 companies, and by interviewing four small/medium enterprise owners, nine company
owners and three consulting engineers. The data analyzing techniques were descriptive statistics and content
analysis. The research results indicated that the enterprises have problems and obstacles in preparing EIA
reports at medium level. The most difficult process of preparing the EIA reports is the activity evaluation of the
environmental effects during construction and after project completion, compared to the process of submitting
the report to get approval from the EIA’s authority committees. There are five factors involved in the EIA reports:

the right of juristic license, the period of submitting EIA documents, the charge of EIA preparation, the building
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height and the number of floors of the condominium projects. Different small-medium enterprises
have different problems and different obstacles in preparing reports at a 0.05 statistical significance level.
The content analysis indicated that there are relationships between the enterprises’ profiles, locations, and
project development plan, on the one hand, and the size, design, and cost of construction, presales revenue

and delivery.
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