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Abstract

The objectives of this research were to study the efficiency and effectiveness of
marketing in a present and future that fit for Donluang cotton hand weaving products and to develop
and find out the appropriated marketing management that censisted with the group’s resources and
capabilities by the econemy sufficiency philosophy: Theprimary ‘data collected by data analysis,
focus groups discussiony in=depth-interviews;, and obseryations:  The secondary data collected by
data analysis, contents analysis, and participatory action training. The research was a Participatory
Action Research (PAR),and conducted from=December,2009 to 30.November 2010.

The, results showed. that thel.efficiency and effectiveness ofsmarketing in a present:
the target market were both. wholesalers and retailers/ in Lamphun ‘andvChiang, Mai Province.
The product positioning emphasized on natural dyeing. The/product strategies: focused on product
varieties; household product, table‘cloths, and. curtain.~The/price strategies: the pricing setting was
10-30f % \mark up on. cost for-retail price~and less-than~10 % for/wholesale /price. The place
strategies: uses bothidirect-ehannel; sold through thecenter networking products group and indirect
channel, sold through wholesalers and retailers." The [promotion-strategies: participate in local trade
fairs, word of mouth, point of purchase'materials, such as;name-card-and.folder.

The appropriated marketing -management: the group-should expand market to tourist
market, the school and/€ducational segment, hotels-and restaurants and foreign market. The product
positioning shoeuld focus’on/the products made by 100 % cotton weaving: The product strategies:
should survey 'market‘demand to develop the design,styles, brand, color, logo, and slogan that
applied from the Tesearch: The price strategies: the price setting should'beshigher, approximately
40-50 % mark up on cost for retail-price-and-20-30-%-for-wholesale prices The place strategies: uses
direct channel and indirect chanuel, especially, through website (www.thaitrdepoint/donluang.com).
The promotion strategies: applied integrated marketing communication: the advertising, such as,
radio sport, brochure and internet advertising, sales promotion should focus on current market and
new market, personal selling should have order getter salesman to activate market, public relation
should join with the government sectors to publicize the products, and the last, direct marketing

should collect customer’s data and use direct mails and telemarketing to offer sales contact.





