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ABSTRACT

The research is a survey research to study the change and the competition in retail
drugstore business in Thailand. The objectives of this research are to survey and study the
competitive environment of the business, the change in management structure, strength,
weakness, opportunity and threat, the demand for self development, and the needs for
government support to the traditional retail drugstore. As for research method, we survey
and interview the person from 400 traditional retail drugstores, with the total of 400 persons
divided in to 5 groups of 80 peoples from Bangkok and perimeter, central region and
eastern region, northern region, north eastern region, and south region. The statistic
analysis use in this research are percentage (%), average (X), and standard deviation
(S.D.). As for open-ended questionnaire, the method of analysis is collecting, classifying,

grouping, and descriptive writing.
Research result

1. The competitive environment of the traditional retail drugstore business.

1.1 The retail drugstore business environment is still one business owner who take care
all of the business by himself. The change of the business in the past 3 years illustrate that
the sales proportion is decreasing. As a result, the profit of the business is lower. However,

the asset value of the retail drugstore business is increasing.



1.2 The influences from the change of the business environment in the present day are

the cost of the product purchasing, the marketing, and the variety of the product.

2. The structure of changing in the traditional retail drugstore business environment.

The business structure of the traditional retail drugstore has changed from making the
decision by using self-experience to the using of modern principle of management, financial
management, and information management.

The business structure has also changed from medical vender only to include heath
related product and cosmetic as an additional business. However, the trend is additional
business can become to be core business in the future.

3. The collaboration and the business relation of the traditional drugstore business.

There is very little business collaboration and business relation, only supplier contact,
and exchange information between the retail drugstore person. There is no collaboration of
the product management and financial management.

4. The SWOT analysis of the traditional retail drugstore business.

4.1 Strength: 1) Close relationship with the customers. 2) Commanding within the store.
3) Financial. 4) The store is well known. 5) Purchasing.

4.2 Weakness: 1) Cost management. 2) Modern management. 3) Technology /Computer.
4) Stock Management. 5) Employee quality.

4.3 Opportunity: 1) Traditional retail Competitors. 2) Creditor and financial institute. 3) Nearby
community. 4) Retail association / club. 5) Change in technology.

4.4 Threat: 1) Law / government regulation. 2) Change in technology. 3) State of society

and social value. 4) New generation retail. 5) Change in consumer behavior.
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5. The problems and obstacle of the traditional retail drugstore business.

The first priority problems and obstacles of the traditional retail drugstore business are
1) High cost. 2) Product variety. 3) Capital. 4) Modern / technology. 5) Advertising / public
relation.

The second priority problems and obstacles of the traditional retail drugstore business
are 1) A little knowledge in marketing of retail business. 2) The confident of the new
generation consumer to the new generation retail drugstore. 3) Product placement. 4)
Customer service.

6. The needs for self improvement of the traditional retail drugstore business.

The needs for self improvement of the traditional retail drugstore business include. 1)
Education in technology related to retail business. 2) Marketing knowledge in retail
business. 3) Capital 4) Education in financial management. 5) Enhancing knowledge in
customer service.

7. The needs for government’'s supporting to the traditional retail drugstore business.

The needs for government’s supporting to the traditional retail drugstore business are 1)
Government should establish a campaign to enhance the social support for Thai retail store.
2) Government should support for advertising and public relation of the small retail shop. 3)
Establish a training in marketing for retail business. 4) Establish a training in technology for
retail business. 5) Financial support. 6) Establish a training in financial. 7) Establish a

training in service.





