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Abstract

This research study aims to investigate Bangkok vendors’ satisfaction in using the
Znglish Booklet written by the researchers. The particular interest of the study stemmed
Tom tourism industry in Thailand that has made the most income for the country for
—zny years. As a result, vendors in Bangkok frequently use English in selling their
oroducts to tourists. The study examines how much satisfaction the respondents had in
zsing the booklet. Moreover, we also investigated other communication factors that

2zlped the vendors sell successfully.

This study used mainly oral questionnaires and face-to-face interviews to gather
data from the vendors in popular areas in Bangkok, that is Khao San Road, Sukhumvit
Road, and Chatuchak Weekend Market. The respondents in the study provided
significant information about the English Booklet as well as other communication factors

for their successful selling. Most respondents found that the language in booklet was easy




0 use and not complicated; and the booklet itself was compact and usable. The functions
of English that used most were telling the prices and thanking. Despite their different
educational background and experience in selling, respondents exhibited strong
preference of the English Booklet compared to the commercial one. In addition to the
success in sales increase, respondents also used a lot of eye contacts, facial expressions,

znd proximity to approach their foreign customers.
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