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ABSTRACT

This is a study of the poteniiai development of the Phra Nakhon Modei Travel
Company, a model tour agency established for training tourism students in Rajamangala
University of Technology Phra Nakhon. The purpose of the tour agency mentioned above
is for practical training to fourism studenis. In order to have enough budgets to cover all
agencies’ expense it also runs tourism business for members of the campus both staff
and students including some alumni and outsiders. Since the university has its policy to
keep up this travel agency then it has an idea to find techniques so as to maintain
customer’s satisfaction and finally be able to preserve ali regular patrons.

The research seeks to find ways to satisfy customers’ desire and preference to
provide essential guidelines for the mode! tour agency. Primary data was colleéted from
customers with structural questionnaires both opened-end and closed-end questions. in-
depth interview was made by conversing with members of executive board and all staff
of the model tour agency. Both descriptive and inferential statistics are used to analyze
all collected data.

The research finds that those consumers are satisfied with the price and quality
of tourism product. Service staffs are so often changed in which it makes buyer

inconvenient when they contact with the agency. Furthermore, doing marketing is also




limited; the one possibie way is only the word-of-mouth among members. Since the

agency is not a real business sector.






