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ABSTRACT

This research examines 1) the market potential, 2) the problems and barriers,
and 3) the improvement guideline of service marketing for certified homestay in
Nakhonratchasima province. Samples are selected in this study including 9 key
informants, 32 causal informants, and 25 general informants for collecting primary data.
The semi-structured interview was applied in this study and the data was analyzed by
using content analysis.

The results revealed that certified homestay operators enable to offer all
service marketing elements which include product, price, place, promotion, people,
process, and physical evidence considering with Thai homestay standard. Furthermore,
the problems and barriers of certified homestay operators include lower quality of
homestay accommodation; facing price cutting competition; located in areas difficult
to access; unreachable and limited communications channels; marketing promotion
relied mainly on government assistance; and insufficient homestay operators to serve
tourists. In process management aspect, homestay communities are required for
homestay management learning and generating revenue from other services. In
physical environment aspect, homestay are located in remote area which are
inconvenient location and rundown facility.

The results from this study suggest that homestay operators would have to
maintain their standard level of accommodations. To compete with competitors,
homestay operators need to identify their identity to create service differentiation, for
example, foods, activities, and attractions of landscapes. Furthermore, homestay
operators would to apply variety of communication methods such as website, e-mail,
and signs to increase the number of tourists. In marketing promotion aspect, homestay
operators would be considered package price, corporate with government agency for
public relation assistance. In community aspect, homestay operators are required for

conserving their culture and ecosystem. Moreover, training local people in community



to gain properly knowledge in homestay management are required for homestay

sustainability.





