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The summary of the paper       
 As we all known that people gave a lot of attention to the resale market of sneakers in Thailand. It became very popular and booming during the last decade. Thai fashions and traditions were changed by the online things which moved very fast and gone very fast too. We can say that this era is the busiest era of the Thai sneakers. Therefore, shoes market is becoming a massive market. So, there are many ways that create opportunities for those sellers and buyers to step into this market to make money. To reach the goal of this research, the objective had been set as “the reason that people put their money on the sneaker and how the sneaker resale market actually works”. For the theory of the sneakers market, the sneakers resale market could not be constructed without the law of demand and supply. In this case, the resale of sneakers occurs when there is a limited number of sneakers produced by the companies. But the demand is unlimited. Which this opens the opportunities for those resellers to gain margin from the new prices of sneakers that they can conduct by themselves. This means there will be many prices for one sneaker for you to choose in the market. So, the theory that could explain this action is the “discriminating monopoly” (A discriminating monopoly is a single entity that charges different prices, which are not associated with the cost to provide the product or service, for its products or services for different consumers). Also, the theory that could be the theory is “The markup pricing” (The markup pricing is the theory which resellers set the new price of sneakers or markup price over the unit variable costs to generate consistent profits.). Which most of the theories are based on the elasticity of demand. 
         The methodology for this seminar paper is to get the information from the survey of both supplier and consumer sides. There are 2 sections for the data collection. First is the interview of the stores, which the data collect is from 2-4 resales stores that famous in Thailand. The second section is the online survey from google form from sneaker communities in Thailand on Facebook, which the sample size is more than 50 surveys, and also from the adults that wearing expensive sneakers. So, the real secondary data will be conducted from the survey in order to enhance the primary data from the sneaker data to see whether is there any reason of buying expensive sneakers at the resale price rather than just the demands and also to study the sneakers market to see how the resellers conduct the new price based on what strategies.
         Next is the result after the data collection (Information). Firstly, the online questionnaire, there are total 143 responses and 13 main questions. Question 1, the gender (Male/Female), most of the sneakers are quite interested more by male (53.8%). Question 2, the respondents’ ages, which ranging between 18-15 years old (53.7%), most are still studying and younger than 25 years old (18-25 years old). Question 3, the occupations, most are students and companies’ employee. Question 4, the monthly income, the result that yield the highest percentage is around 10,001-25,000 Baht per month. Question 5,6, asking about what brand and series of your favourite shoes is? And ask the place and that you bought, there are 73 responses to this question, 57.5% of people were bought shoes from the authorized store and 42.5% of people were bought from the resale stores and online resellers that the prices are vary on the brands, series, and models of their shoes. Question 7, what is the factors that play an important role in the decision making, which there are 8 factors, 1.) factors of need, 2.) an appropriate price, 3.) limited release, 4.) trendy, 5.) technology, 6.) material, 7.) color, and 8.) sneakers' brand. Which the first factor (Needs) has the higher impact on the decision makings. Question 8,9,10, are to examine the value of 3 different sneakers from different brands and asks the respondents to tell us the price that they willing to spend on these sneakers. The first sneaker is Adidas Yeezy Boost 350 Turtle Dove, the highest price for this sneaker is 60,000 Baht while the retail price in the stores was 8,490 Baht. The second is the Vans Era 95 Fear of god, the highest price that the respondents willing to buy is 30,000 Baht, while the the retail price was 3,200 Baht. The third is the Nike Vapor Max Off-White, the highest price that the respondents willing to buy this sneaker is 30,000 Baht, while the retail price was 8,500 Baht. Question 11,12, are about the channels that the respondents willing to buy those sneakers from, there is two channel which is the resale stores and the online resllers in those communities on Facebook and Instagram, the result are around 73% choose to buy from resale stores because the credibility of the stores to prevent fake products with the services that the store will provide to them, they could try sneakers on feet before deciding to buy, and they also get those sneakers immediately rather than wait for weeks or months. And about 27% choose to buy from the online resellers because it is convenient to buy, which they can save their times from going to the stores and also the price from the online resellers is quite much lower than those resale stores that might charge higher price because of their higher selling cost. Question 13, is asking about what factors that causing the overall present price of sneakers to go up compare to the past? About 49.7% said that because of fashions and trends are key factors that drive the higher price, about 24.5% thought the brand's value and marketing, about 30.1% said that the limitation of products released, and about 16.1% said that technology on sneakers along with the digitalization would create the higher price of sneakers. The second section is the interview of the resale stores in Thailand, which this paper can gathered the information from 2 resale stores which are Outcast store and Grow Up store. Both are the multibrands stores that sells sneakers and clothing in Bangkok. For the Outcast store, the pricing strategy depends on products and tax, since most of the products are imported products. the Outcast store conduct the prices by averaging all prices of this sneaker in every country that sell this sneaker and conduct just one price for his store. Next, the Grow up store, at first the store started with reselling and pre -order sneakers passthrough online channel and then it started the store and still do the online sell and pre-order under the new name. For the pre-order of the products, the customers have to do is give the picture and size of sneakers that they want to buy, then the store will find it for them. Since it already has its base customers from the online channel in the past, the store creates opportunities for customers to see and try on their shoes directly at the store, which it could increase the credibility. For the pricing strategy, the store will look around for other stores around them about what prices for those sneakers they are selling, then the store will conduct own prices. Also, the price must cover their costs of the store and received profits. Those stores are still surviving in the market because of their customers' loyalties and the services that they provide to customers. It has been proved that most of the buyers would like to buy sneakers from resale stores rather than online stores due to credibilities and real feelings when they try the shoes before they buy.
            

Review part
          However, based on my opinion, there is a weakness in this seminar paper which is the connection between the first question of the study and the conclusion. There are 2 questions in this seminar paper, which the first question is “Why people love to buy expensive sneakers?” and the second question is “How resale sneakers market work?”. For me, I think that the online survey is not relevant with and the conclusion (Result), and also did not answer the first question. Since I think that the questionnaires are very stick with the real factors that can influence people to buy sneakers, for example, Question 7, what is the factors that play an important role in the decision making, Question 11,12, are about the channels that the respondents willing to buy those sneakers from, or Question 5,6, asking about what brand and series of your favourite shoes is And ask the place and that you bought, while in the conclusion it conclude that Thai people are willing to spend their money on expensive sneakers because sneakers are the items on your body which can tell and indicate their status publicly, also Thai and foreign celebrities have high effects on preferences to some groups of people, so, Thai people face new trend, the sneaker fever. Which some of the reasons are not related with the data collection from the survey which mostly are about the factor, such as, price/ needs/ limited release/ color/ sneaker’s brands/ technology/materials/etc. So, for me in some parts of the summary are not related to the questionnaires from the online survey and did not use the result from the online survey to answer the first question. For me, I suggest that this paper should change the first question in order to create a linkage between the questionnaires in the online survey and the result, I think that the first question should change to be “What is the factor that is most influence people to buy expensive sneakers?”. Which I think that this kind of question is most pertinent and most relevant to the online survey questions.
       Also, in the methodology part of this paper mentioned that the respondents in the online survey from google form will be the people who joined the sneaker communities in Thailand on Facebook, and also from the adults that wearing expensive sneakers, which in my opinion I think that most of the clients in the sneaker market are the teenagers that age between 16-25 years old. Therefore, I think that this paper should focus more on the teenagers, which are the target group of this market, rather than focus on the adults that wearing expensive sneakers. The result from the survey shown us that most of the respondents are age between 18-25 years old. Which is clear that the target group of the sneaker market is the teenagers not the adults that wearing expensive sneakers.
       However, this paper did a very good job with the interview part, the information collection is from 2 resales stores that famous in Thailand, which are Outcast store and Grow Up store, which this paper explains very clear about “How resale sneakers market work?” and the pricing strategies that they used, which could help support and can answer the second question, “How resale sneakers market work?”.
































 

  







 





 













