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ABSTRACT

There has been extensive research on relationships between buyer’s purchasing behaviour
and buyer’s attitudes and their measurements, and a comparison of purchasing behavior
and attitudes of buyers from different country profile. However, these relationships have
been suggested by using evidence obtained from the purchase of inexpensive, less
complicated, and hence low involvement and low risk products or services such as
convenient goods and apparel. Exploring whether such associations could be generalised
within the complex, costly, high involvement and credence products such as gemstones
has been rarely examined. Moreover, previous research has explored these issues based
on a consumer’s perspective rather than an organisational buyer’s viewpoint. This gap in

the literature was addressed in this study.

The results of the study suggest that Thai and foreign gemstone buyers have traded both

precious gemstones (e.g. Ruby and Sapphire) and semi-precious gemstones (e.g. Zongia



and Amethyst) in all quality categories (low, medium and high). This study has found
that buying gemstones using face-to-face contact was more likely to be used by foreign
buyers than Thai buyers. It was also revealed that foreign gemstone buyers tended to pay
higher attention on the trust relating attributes than Thai gemstone buyers. Offering return
policy within the inspection period and offering guarantee were found to be the two most
considered attributes. Additionally, it was suggested that foreign buyers tended to be
more satisfied with buying Thai gemstones than Thai buyers. A satisfaction from ability
to make profit when reselling Thai gemstones was deemed the most considered rationale.
Finally, this study found that the more the buyers deemed the marketing strategies used
by the sellers met their expectations, the higher the buyers’ satisfaction, the buyers’ trust,
and the buyers’ purchase intention towards Thai gemstones purchasing. These results

have implications for the literature, and all sellers and buyers.





