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Abstract

This independent research study aims to study the map of the service problems and ways
to resolve obstacles. Levels of customer satisfaction to the customer mix Marketing of e-téil
partners Ltd. E Hong Motor Mahasarakham Muang Mahasarakham province A difference in
sex, age, class, education, income, marital status and occupaﬁon Approach to market
development as well as motorcycles E Hong Motor LTD. Mahasarakham Muang
Mahasarakham province. Sample in this study. is a client of the E Hong Motor LTD,

Mahasarakham From the opening of the brand Krejeie and Morgan (1970: 608) And the

convenience sampling technique (Convenience Sampling) Tool is used in the study. Resort
offers a question and interviews and statistics to analyze data. Percentage values are the
average standard deviation value digest (t-test) and F-test (One-way ANOVA) The test
compares the pair way LSD(Least Significant Ditference) using a confidence set at 0.05
Study found that most customers are women age 26 to 35 years Education levels hi school
and Vocational The average annual income lower than 5,000 bat month status Married single
employment Owner / agriculture. The marketing mix of business sold motorcycles E Hong
Motor LTD, Mahasarakham Customer satisfaction and overall more than the level'in all areas
The older customer. Education, income, marital and professional image of dart difterent.
| Have comments about customer satisfaction with the marketing mix motorcycles Business

Partners E Hong Motor Mahasarakham Different statistically significant level. 0.05



The results of that portion of the development of market approach Management,
marketing problems encountered obstacles in the way that the editing of goods and services.
Should be rocking all the products customers want f customers are tracking outstanding long
Trying to understand. If the car is not seized, and needless Loan sales and training staff to be
knowledgeable in the beating Noah Willis Loan The price should be the guarantee of repair.
Been listening to our customers with the adjustment of the operation of city offices ensure
continued good service. Emphasis on cost reduction in system cost reduction steps to reduce
competition and lower pipelines. Should be to check the product version of the color
distribution on the size of branches With distance to nearest. Sell a center or a DC hub to
reduce the distance and time issues in the areas of transportation employees are evaluated
regularly. And promoting market Should be particularly penetrating target group is teenagers
selected intermediate promotion buy 1 add 1 focuses on the promotion of marketing
activities, The focus is to sell the dam core processing services should add a demo
Explanation-one. Community as a trial drive. Games are a model system, and sales have been
at training and ongoing measurement. The person or people. I want to be competitive, Target
Sales To cultivate loyalty points in a love love the sales function is responsible for placing
people with abilities. Experience or standard. Bestowing the right of the structure. Education
staff regularly. Awards to employees who do outstanding work. Should place the physical
Location seasonal place to attract customers who are iiterested (o improve the environment in

a real competitive business. To development activities. Furnished to a showroom standard.



