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Abstract 
The resulting internship report describes the experiences and consequences of an internship 

lasting four months with Primes Automotive, a luxury automobile rental firm headquartered in 

Bangkok. The internship's major goal was to provide practical experience in sales and 

marketing within the car rental business. The intern collaborated closely with the marketing 

team, assisting with project development, customer relationship management (CRM), or client 

engagement initiatives. Main responsibilities included keeping a digital traffic log, gathering 

CRM feedback, connecting with customers via online platforms, and assisting with purchases 

completion. The intern also helped build voucher add-ons, privilege promotions, and 

collaboration proposals. A brief qualitative research study was carried out to look into the 

market's channel expansion limits. Data was collected through unstructured discussions with 

firm employees, and the results revealed critical challenges such as limited resources and 

growth difficulties. Recommendations for addressing these difficulties included digital 

cooperation tactics and focused growth efforts. Throughout the internship, the intern learnt a 

variety of professional skills, including negotiating, communication, flexibility, performing 

multiple tasks, and the use of Excel and LINE Official Accounts. experience provided a better 

understanding of CRM technologies and campaign execution in a real-world scenario. 

Maintaining self-motivation and transitioning to a high-responsibility atmosphere were 

difficult, but positives were supporting strategic planning and personally engaging with clients. 

Keywords: Car rental, CRM, digital marketing, Primes Automotive, campaign execution, 

client engagement 
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Chapter 1: Internship Overview 
 

 

1.1 Company Profile 
 

Figure 1: Primes Automotive Logo 
 

 
Primes Automotive is a premium car rental service based in Bangkok, Thailand, catering primarily 

to foreign nationals, including Russian tourists, as well as a significant local Thai customer base. Known 

for its high-quality fleet and excellent customer service, Primes Automotive specializes in luxury and 

sports vehicles, offering short-term and long-term rental options to meet the diverse needs of its clients. 

 
The company operates in a competitive market, but stands out due to its personalized services, 

transparent pricing, and flexible packages. In addition to vehicle rentals, Primes Automotive ensures a 

smooth and customer-friendly experience by providing conveniences such as flexible return policies, 

competitive mileage terms, and airport transportation services (available at an extra charge). With a 

growing reputation and strong online presence, Primes Automotive continues to enhance its brand by 

focusing on customer satisfaction and operational excellence 

 
Company Headquarters Bangkok, Thailand 

Prime’s CEO Sethawut Hirankasi 

Business Type Luxury Automotive Rental 

Number of Employees 15 

Main Market International 

Total Annual Revenue (2024) 55,000,000THB NET 
Figure 2: Company Overview 

 

1.1.1 Segments of The Business 
 
In the automotive rental sector, business segments are separate kinds of services that serve to various 

customer requirements and travel preferences. These groups are frequently identified by characteristics 
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including service kind, target audience, price models, and usage habits. Clearly defining these categories 

enables a business to personalize its services, optimize the use of resources, and effectively position itself in 

an increasingly competitive marketplace. For a premium rental firm like Prime Automotive, defining core 

categories is critical to provide a personalized and effective customer experience. 

 
Prime Automotive's service offerings are mainly separated into three business segments: self-drive rentals, 

chauffeured services, and point-to-point transfers. Each category is tailored to the specific needs of the 

company's wide consumer base, which includes locals, business travelers, and international tourists. These 

services demonstrate the company's attention on adaptability, comfort, and convenience throughout various 

client journeys. 

 
Customers that value independence and privacy when travelling prefer the self-drive rental sector. Clients in 

this category are often experienced drivers seeking a luxury car for short-term use, such as leisure vacations 

or personal chores. This segment provides full independence without the use of a chauffeur, which makes it 

perfect for persons who want freedom in scheduling and their trips. 
 
 

 

2 Figure 3: Self Drive Guide 
 
 
 
 
 
 
 
 

Conversely, the chauffeur-driven service sector is designed for customers who value luxury, 

integrity, and a hassle-free experience. These clients—often business leaders, high-profile 

individuals, or tourists—prefer for themselves to be chauffeured by a professional driver. 
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Figure 4: Chauffeur Service 
 

 
The point-to-point transfer segment provides a more structured service with established routes 

between destinations, such as airport transfers or intercity travel. This option is ideal for time- 

sensitive clients who need quick, one-time transportation without the expense of a full-day 

rental. 

 

Figure 5: Transfer Service 

These three sectors form the basis of Prime Automotive's bespoke service strategy, allowing 

the company to meet a wide range of transportation demands. 
 
 
 

2.1.1 Mission of the Company 
“At Primes Automotive, we seek to provide more than simply luxury vehicles; we offer an 

exceptional experience in which each car and service feels similar to a personal present to our 

distinguished customers." 
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2.1.2 Vision of the company 
“To influence the future of vehicle ownership through making car rental a secure and influential 

lifestyle option. In a world where acquiring a vehicle necessitates careful financial planning, 

we picture cars rental becoming a flexible, sensible alternative, not just a convenience, but a 

standard. Our goal is to transform the perception such that hiring a premium vehicle is 

enthusiastically embraced rather than hidden, and is viewed as a modern, efficient, and 

aspirational mode of transportation.” 

 

2.1.3 Board of directors 
 

Name Position 

Pinyada Kijvanichkul Chairman of the board 

Sethawut Hirankasi Chief executive officer (CEO) 

Jirath Potisupsuk Managing Director 
Figure 6: Board of Directors for Prime 

 
 

1.1.1 Prime’s Location in Thailand 
Prime Cars Rental’s main headquarters office: Khlong Tan Nuea, Watthana, Bangkok 

10110.The location is strategically placed in the heart of Bangkok so it would be convenient to 

let the customers have more accessible service and easy to operate. 

 
 
 
 
 
 
 
 
 

Figure 7: Prime’s Main Headquarters 
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1.1 Services Provided by Prime Cars Rental 
 
 
 

Figure 8: Service Provided by Primes Automotive 
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1.1.1 Strategies of the company 

 
Primes Automotive's approach depends on offering a superior, memorable experience—one 

that fits the emotional and practical requirements of its premium customers. The company has 

a lifestyle-focused approach that prioritizes luxury, comfort, customization, and service 

excellence. 

 
Providing First-Class Experience (Mission in Action). 

This major strategy demonstrates the company's mission to make quality accessible and 

unforgettable. From the first inquiry to post-sales support, the goal is to ensure that every 

customer feel like a top priority guest. First-class experiences are provided through timely 

customer response and consultation, personalized offers according to preferences, on-time, 

tidy, and ready-to-drive automobiles, simplified payment and rental processes, and 

personalized post-rental assistance. 

 
By appealing to the five senses, 

Primes Automotive establishes a strong emotional and physical connection between the client 

and the company, offering a unique and personalized approach to the rental sector. 

 
View as the visual attractiveness of expensive cars, clean interiors, and the opulent image that 

is promoted on the internet and in person all contribute to instant pleasure. The vehicles 

consistently arrive in showroom-quality condition. Contact, every physical experience with the 

vehicle is part of the luxury promise, including seamless gear shifting, soft leather seats, steering 

grip, and a sleek appearance. Smell is the modest component contributes to a sense of 

superiority and uniqueness by smelling clean, fresh, and often accompanied with distinctive 

in-car perfumes. 

 
Smooth cabin sound, the rumbling noise of a sports engine, and, in some cases, incorporated 

high- end speaker systems all contribute to the auditory appeal of the driving experience. 

Metaphoric taste. Although not accurate, this represents the sophisticated taste that buyers 

associate with this brand—it is elegant, tasteful, and symbolic of achievement. Customers use 

Primes Automotive vehicles to convey who they are, not just to go somewhere. 
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Customer Acquisition Through Digital First 
 
 

The company prioritizes online visibility through targeted digital advertising, SEO, social 

media presence (especially on platforms such as Instagram and TikTok), and personalized 

engagements with potential clients. This approach reaches out to foreign travelers before they 

arrive in Thailand. 

 
Dynamic Inter-Team Collaboration 

 
To deliver a seamless experience, marketing, operations, and agency teams collaborate in a 

dynamic way. Communication inside the organization is an important part of the plan, whether 

for last-minute changes, arrangements, or customer service. 

 
Modifying the Attitude Toward Automobile Ownership 

 
Primes Automotive intends to challenge the notion that appreciating expensive cars 

necessitates owning one. The goal is to promote luxury car rentals as a worry-free, flexible, 

and fairly priced choice, especially for younger travellers and generations. 
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1.2 Organizational structure 
 
 

 
 

Figure 9: Organizational Structure 
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2.1.4 Job position of intern 

 
During my internship, I functioned as a marketing and sales intern with Prime Cars Rental, 

reporting to my sales supervisor. Despite the fact that my title remained the same, my 

responsibilities changed to meet the needs of the team. My primary responsibility was to 

support sales and marketing operations, especially those engaging foreign clients and real-time 

traffic monitoring. 

 
Keeping updated on the traffic log, which tracks inbound client questions, reservations, and 

engagement channels, was one of my regular duties. This enabled it to be easier for everyone 

to evaluate customer behavior and decide which platforms were most effective for targeting 

specific market niches. I was also frequently responsible with communicating with foreign 

clients, explaining our car options, rental terms, and exceptional service. This in-person meeting 

improved both my ability to express myself efficiently and my understanding of client 

expectations. 

 
Along with keeping track and communicating, I was expected to assist with client negotiations 

and financial coordination. I routinely assisted with following-sales further investigation after 

a deal was completed, ensuring the customer's satisfaction and building long-lasting 

connections with our clients. 
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2.1.5 Job position showed on the organizational structure 
 
 

 

 
Figure 10: Organizational structure with Intern Position 
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2.1.6 Intention and motivation to apply for Primes Automotive 

 
Growing up as a kid, cars captivated me and inspired me to work hard and purchase one of my 

favorite cars. However, as time passes, our preferences tend to shift away from a specific 

location or object. Primes Automotive provides nearly 40% of the automotive options I looked 

forward to as a kid. In the past, their advertisements and posts have always exuded luxury vibes 

and aesthetics, raising the possibility that their job quality will be as high as their service. 

 
Another appealing element was the possibility of operating in a real-world setting where I 

would engage on a regular basis with both local and foreign clients. This experience allowed 

me to see a variety of consumer behaviors and learn how different service categories, such as 

self-driving rentals, chauffeur assistance, and destination-to-destination transfers, are promoted 

and managed. I was particularly interested about the way digital channels are used to recruit 

clients, pricing strategies are developed, and how the organization sustains loyalty in a 

competitive environment. 

 
Also, I regarded this internship as an excellent opportunity to apply what I had learnt in class 

to real-world business issues. I was anxious to contribute to relevant initiatives, improve my 

professional communication abilities, and see how marketing plans are applied in real time. I 

also assumed that Prime Automotive's premium branding would deliver a more demanding and 

enriching experience than traditional automobile rental companies. 

 
To conclude my point, my drive to join Prime Automotive resulted from a solid fit between my 

academic ambitions and the company's professional atmosphere. I saw this internship not just 

as a way to advance professionally, but also as a chance to explore the broader dynamics of 

premium service delivery.
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Brand new cars 

The company's commitment to maintaining a fleet of new cars significantly improves client 

happiness. Renters of luxury vehicles typically expect fresh models in addition to prestige 

labels. New cars are smoother and more enjoyable to drive due to greater features, nicer looks, 

and fewer technical concerns. This strategy reinforces the company's high-end image and 

encourages favorable client suggestions and feedback. Furthermore, newer automobiles have 

lower long-term operating costs because they require less routine maintenance and are typically 

covered by manufacturers' warranties. 

 
Low mileage 

Retaining a car rental company's premium image necessitates low-mileage vehicles. High-end 

car rental customers are typically meticulous and expect vehicles to be in near-perfect condition. 

Low mileage implies dependability, quality, and reduced wear and tear, all of which improve 

consumer satisfaction and confidence. When the moment arrives to replace the fleet, the 

vehicles will last longer and have a higher resale value. In besides being cost-effective, this 

improves the brand's image for regularly providing high-quality vehicles. 

 
Service & maintenance 

Primes Automotive's business strategy includes a strong emphasis on good service standards 

and routine upkeep. Regular checkups, cleaning, and technical inspections ensure that every 

car is road-ready and in great working order. This decreases the likelihood of problems or 

negative customer experiences. The personal or outsourced maintenance approach enhances 

the brand's reputation while also demonstrating professionalism and commitment to excellence. 

By providing clients with peace of mind, this proactive strategy eventually reduces urgent 

repair costs and increases customer retention. 

 
24-hour service operator 

In today's competitive rental market, delivering 24-hour customer service is critical, especially 

in a city like Bangkok that attracts a large number of tourists. Customers routinely deal with 

emergencies or last-minute changes, so providing access to 24-hour help greatly increases 

customer satisfaction. Furthermore, this function develops trust with foreign customers who 

may 
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be obtaining a vehicle in an unfamiliar environment. A 24-hour service line not only improves 

the client experience, but it also raises operational readiness for successfully resolving 

emergencies, accidents, and urgent questions. 

 
Weaknesses 
 
 

Expansion limitations 

Primes Automotive is a growing SME, so expanding the firm brings some challenges. Scaling 

up necessitates significant infrastructure investments, such as new office spaces, driveways, 

workers, and automobile inventory. Rapid expansion is difficult without substantial financial 

backing or strategic relationships. This could make it more challenging for the company to 

develop into new markets or service a broader customer. Furthermore, logistical complexity 

increases with scale, and if growth is not properly controlled, service quality could be 

compromised in the lack of strong mechanisms. 

 
Limited team capacity 

Because of the small workforce, the organization frequently faces challenges with distributing 

duties and multitasking. Employees might be required to juggle multiple duties, which can 

reduce output and contribute to inefficiencies, especially during peak periods. This restriction 

affects client service, marketing reach, and even operations monitoring. Without proper 

delegation or additional workers, the team may struggle to meet growing client needs or 

establish new strategic initiatives. If team members leave or become unavailable, relying too 

heavily on just a few of key individuals might be problematic. 

 
Limited channel ecosystem 

Despite the lack of an advanced multichannel distribution strategy, Primes Automotive 

conducts the majority of its business online and through direct client interactions. Although the 

present model works well for tech-savvy individuals, the company misses out on potential B2B 

prospects since it does not interact with travel brokers, hotels, or business partners. Expanding 

the number of channels would boost customer access and brand exposure. Without a bigger 

ecosystem, the 
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firm risks stagnating or becoming unduly reliant on a limited number of customers from current 

avenues such as social media or recommendations. 

 
Offline reach (e.g., B2B) is weak, as our business is online-based 

Even if a firm has a great internet presence, its potential to attract commercial clients or hotel 

partnerships suffers when it lack offline exposure. Companies with physical locations or strong 

business-to-business (B2B) partnerships are able to attract business travellers, event planners, 

and luxury concierge services. Due to a lack of awareness in these traditional channels, the 

firm becomes overly reliant on direct web reservations and vacationers. Developing an offline 

presence might improve income stability during off-peak hours while also diversifying 

consumer sources. 

 
Opportunities 

Tourist reach 

Thailand is a prominent global tourism destination, with Bangkok serving as a key hub for 

travelers from other nations. This allows Primes Automotive to reach a larger audience, 

particularly foreign travelers searching for convenience, comfort, and elegance. The company 

may reach a larger audience by offering multilingual services, collaborating with travel agents, 

and using good SEO. Travelers are increasingly selecting private transport over shared or 

public choices due to the growing trend of personalized travel experiences, which is great for 

the company's service model. 

 
Implementation of AI Tools 

One important potential for Prime Automotive is the strategic deployment of Artificial 

Intelligence (AI) to improve advertising and operational efficiency. AI-powered technologies, 

like as chatbots, may be incorporated into networks like LINE or the business's website to give 

rapid customer service, expedite booking procedures, and react to commonly asked queries, all 

of which improve the overall experience for customers. Furthermore, AI-powered analytics 

may help the organization better understand customer behavior, segment audiences, and assess 

campaign impact more precisely. This data-driven strategy enables more focused marketing 

campaigns, higher lead conversion rates, and more efficient resources allocation—all of which 

are critical for expanding up in a competitive industry with limited personnel. 
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Trump's tariff may alter people's perceptions of expensive car ownership, making rental a more tempting 

alternative. 

Global trade laws, such as tariffs, may raise the cost of purchasing luxury or imported vehicles 

in countries such as Thailand. People who wish to drive luxury automobiles may choose to rent 

rather than buy due to its flexibility and lower upfront costs. As a result of this shift in customer 

behavior, Primes Automotive now has a strategic opportunity to position itself as a lifestyle 

alternative rather than a temporary service. The company may recruit a longer-term customer 

by promoting renting as a prudent and cost-effective alternative to owning. 

 
Financial crisis (people may avoid car ownership and prefer renting) 

Many businesses struggle or cease making improvements to their services when fewer 

customers rent automobiles due to a weak economy or decline in tourism. However, Prime 

Automotive may have an opportunity to differentiate itself. We can concentrate on improving 

our service during quiet times, experiment with novel concepts like online marketing or 

promotions, and cultivate enduring bonds with devoted clients. We can also operate better 

within the organization. We are therefore already ahead of the competition and better equipped 

to expand when the market is active once more. 

 
Threats 
 
 

Financing will put the business at danger by raising debt associated with rentals. 

A significant monetary investment, sometimes in the shape of loans or leasing contracts, is 

required to operate a fleet of luxury automobiles. If interest rates rise or financing limitations 

tighten, the company's monthly liabilities may climb significantly. Furthermore, a decrease in 

bookings or cancellations may cause cash flow concerns, making loan repayment difficult. This 

financial load may limit the company's ability to sustain competitive pricing, expand services, 

and modernize vehicles. To avoid becoming overexposed to debt-related risks, a well-defined 

risk reduction and finance strategy is required. 
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The business must sell the vehicle when the mileage rises, but because of its high cost, it may bring in less 

money when it is sold. 

Luxury automobiles often lose value faster than conventional vehicles, and their value when 

sold drops dramatically as they accrue more kilometers. This puts Prime Cars Rental in a tough 

position: sell at a lower profit margin or maintain to employ older vehicles, risking dissatisfied 

customers. If resale prices are too low, the company's ability to invest again in new autos may 

be limited. Price oscillations in the market, as well as an increasing supply of used luxury 

vehicles, worsen the situation by potentially decreasing prices even more. 

 
Chinese EV competition is increasing 

Thailand is part of a global automotive industry that is shifting owing to the rapid emergence 

of Chinese electric vehicle firms. These EVs are becoming increasingly popular as a 

consequence of government incentives and greater environmental consciousness, and they are 

often cheaply priced. Customers may move from established luxury brands if competitors begin 

offering competitively priced EV rental options, especially those with cutting-edge features 

and lower running costs. To stay sustainable and competitive in a rapidly changing industry, 

Prime Cars Rental must consider the implications of this trend and decide whether to add EVs 

to its fleet. 

 

2.2 Objectives of the study 

 
The primary purpose of this cooperative research was to get practical experience in the 

automobile rental industry in order to bridge the understanding gap between academics and 

real-world business practices. I wanted to observe and engage in a variety of business processes 

while working with Prime Cars Rental, a leading premium vehicle rental company in Bangkok 

that focusses on exceptional client service, online marketing, and business development. 

 
The purpose of this study was to better understand consumer behavior in the premium car rental 

segment, including the preferences of both domestic and foreign customers (with a focus on 

European tourists), as well as to gain practical experience in the daily operations and day-to-

day leadership of an expensive car rental company, particularly in a tourism-centric market like 

Thailand. 
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It also includes observing and supporting marketing strategies such as social media campaigns, 

online engagement, and customer acquisition initiatives, as well as applying academic concepts 

from my Siam University coursework to real-world situations, particularly in branding, 

strategic planning, and service delivery. 

 
Finally, to develop professional skills in a dynamic, fast-paced environment, such as solving 

issues, communication, teamwork, and resource leadership, and to identify areas where the 

company model needs to be developed or improved, particularly when it comes to introducing 

new technology, improving customer experience, or increasing brand awareness. 

 
Chapter 2: Internship Activities 

 

2.1 Job Description 
I assisted as a sales and marketing intern at Primes Automotive during my internship. I was 

allocated to the Sales and Marketing Division, where I gained practical experience engaging 

with Thai and international consumers. I did not have a single task that characterized my 

position. Rather, I was exposed to a variety of occupations, which helped me understand the 

industry's demand for flexibility and multitasking. I was largely responsible for keeping an eye 

on traffic logs, handling customer questions, and communicating with clients from different 

countries. 

 
This variety of responsibilities provided me with insight into the operations of a premium 

automotive rental company's sales and marketing departments. The role required problem-

solving abilities, real-time communication, and knowledge of how to manage clients from first 

inquiry to post-purchase assistance. 
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2.2 Department Description 

 
The Sales and Marketing Department of Prime Cars Rental is the primary staff that 

directly engages with clients, handles car rental offers, closes transactions, 

processes payments, and ensures customer satisfaction even after the rental is over. 

The department is quite lively, dealing with both Thai consumers and international 

tourists seeking high-end, luxury automobile rental services in Thailand. 

 
Throughout my internship, I reported straight to my Sales Supervisor, whom 

directed me through everyday tasks and taught me how to effectively interact with 

various sorts of clients. Our department also collaborated closely with the 

operations, agency, and marketing teams. This collaboration allowed for seamless 

coordination across divisions, from preparing the car for collection to following up 

with consumers for comments or further services. This atmosphere taught me the 

value of collaboration between departments and the rapid pace of the automobile 

rental industry. 

 

2.3 Job Responsibilities 

 
A.) Record daily data into the Traffic Log 

B.) Customer support and Sales Communication 

C.) CRM procedure with existing customer 

D.) Customer Feedback record 

E.) Explore potential partnership 

F.) Identify Broadcasting tags 

G.) Identify add-ons values 

H.) Assist in the Privilege campaign 
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2.3.1 Process Diagram for Each Responsibility 

 
A) Record daily data into the traffic log 

This task Involves collection and recording daily traffic or customer interaction data into a centralized log for analysis 

and tracking which is helpful for data analysis 

 

 

 

 

 
 

 

Figure 12: Record daily data into traffic log 
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B) Customer support and sales communication 

Engaging with customers through official Channels to assist inquires, promote services, and close deals. 
 
 

 

 

Figure 13: Customer support and sales communication 
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C) CRM procedure with existing customers 

 
Maintaining and updating customer records to ensure personalized follow-ups and relationship management. 

 

Figure 14: CRM procedure with existing customers 
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D) Customer feedback record 

Collecting and logging customer for service improvement and client satisfaction monitoring 
 

 

Figure 15: Customer feedback record 
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E) Explore potentional partnership 

 
Researching and reaching out to potential and possibilities for collaboration to support brand visibility and growth 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Figure 16: Explore potential partnership 
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F) Identify broadcasting tags 

Broadcasting method is used for more effective and personalized messaging for a large group at the same time in LINE and 

tags identify and group the segments differently 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
Figure 17: Identify broadcasting tags 
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G) Identify add-on values 

Discovering and documenting service addons (e.g. insurance, lead return grace period) that could improve customers 

experience 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
Figure 18: Identify add-on values 
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H) assist in the privilege campaign 

Helping to develop and implement customer loyalty or bonus point campaign to enhance retention. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Figure 19: Assist in privilege campaign 
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2.4 My Contribution as an Intern 

 
Throughout my four-month internship at Prime Cars Rental, I assisted with several elements 

of the company's operations, including sales and marketing assistance. One of my primary roles 

was to manage the daily traffic log, which logged enquiries and consumer interactions across 

digital platforms, guaranteeing accurate internal tracking and reporting. 

 
I took an active role in customer relationship management (CRM) responsibilities, such as 

gathering feedback and contacting current customers to encourage repeat rentals, which helped 

to improve client loyalty and retention. I also helped to create vouchers add-on packages, 

privilege campaigns, and collaboration proposals, collaborating directly with the marketing 

team to generate concepts and assist implementation. 

 
In addition, I talked directly with consumers via online platforms, answering their concerns, 

making ideas, and aiding in the conclusion of rental arrangements, which boosted both my 

confidence and negotiating abilities. 

 

2.5 Special Skills Learned 

 
This internship helped me develop a wide range of professional abilities. I enhanced my Excel 

skills, particularly in data monitoring and record-keeping activities. I also developed a better 

grasp of how to maintain and use Official Accounts (OA) for consumer contact and marketing, 

notably on LINE. 

 
Daily contacts with clients helped me improve my communication and bargaining abilities 

dramatically. The fast-paced work atmosphere needed me to be adaptable and able to multitask 

efficiently, which helped me improve my time management and problem-solving abilities. I 

also improved my awareness of CRM systems and logical thinking skills through campaign 

participation and customer interaction tactics. 
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Chapter 3: Learning Process 
 

 

3.1 Learning during Co-op Studies 

 
Learning isn't restricted to one format or location. Every day, we are exposed to something 

which will always be a part of us and help us grow as individuals. During my stay at Primes, I 

had the opportunity to learn about a variety of essential topics. Under the supervision of the 

sales and marketing team, I was permitted to study and enhance my expertise in a variety of 

areas. 

 
Starting as my first real-life experience at this firm was the finest decision for me since it 

allowed me to not only adapt but also work in an enjoyable atmosphere where every executive 

was like a mentor to me. 

 
Over the last four months, it has not only enhanced my communication abilities but also piqued 

my curiosity in the automobile business. The idea of owning a car was always in my head, but 

being acquainted with the actual market and working in the sector taught me that there was 

much more to the rental industry. 

 
Negotiating and dealing with different types of consumers in different segments was not an 

easy task, but over time, I was instructed and mentored by my supervisor and seniors to allow 

me to experience success and failure firsthand so that I could gain insight and prepare myself 

better for the next time. 

 
Management of customer relationships was not something I anticipated to master and 

comprehend in its various components. It was a terrific opportunity to fully experience its 

beauty and tolerance while dealing with a variety of customers. 
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3.1.1 Applying the knowledge from the coursework 

 
In order to experience my first working experience and smoothly navigate, I have consumed 

and put the knowledge into action from the coursework previously learnt in the University. If 

I could break down a few courses and compare them, change management has helped me to 

adapt to a working environment where different mindsets work together. 

 
Organizational management has helped me to identify the job positions and task delegation, 

which also helped me settle in the company. Principles of marketing have played the biggest 

role as it help me to identify a company’s basic components, its baby steps, and how search 

engine optimization affects the company’s performance 

 
Lastly, to help me navigate my future choices, Consumer behavior has played a fundamental 

role in helping me explore myself in the fast-paced market, where it helped me understand the 

customer’s psychological needs. It helped me understand which type of customer I am dealing 

with, so I could use the CRM skills to handle them accordingly. 

 

3.1.2 Gap in The Knowledge from Coursework 

 
Even though I was backed up by the theoretical foundation gained by the coursework, there 

were still a few practical setbacks that caused the gap in the knowledge that was required as an 

intern at Primes. Most of the gaps in my knowledge were correlated with my position or were 

associated with it. 

 
For example, the coursework did not give an in-depth view of conducting a partnership 

agreement. I consider this as my main gap discovery because in each company at some point 

you have to eventually work with a third party or an external part which does require a lot of 

creative ability and fresh-minded thoughts, which will help to lay out the perfect plan to 

understand partnerships in a better point of view. In the future, I have complete faith the 

university will help future students to understand the fundamental and in-depth foundations of 

partnerships. 
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Furthermore, the curriculum lacks exposure to real-time choices in a specific manner. 

Typically, coursework is supplied with explicit boundaries and phrases, as well as a time limit 

for realizing and analyzing them. However, in the workplace, decisions must be made quickly 

and under a lot of pressure because a seller's duty is to keep the customer participated because 

their attention span is not the same as everyone's, which can sometimes lead to an incomplete 

or not successful case conducted when there is limited time and information available. 

 
Lastly, our coursework rarely taught how to deal with client complaints or unforeseen service 

errors. These are frequent in most industries and demand a mix of patience, ethics, and 

problem-solving abilities—skills that are best gained through hands-on experience rather than 

from textbooks. 

 
In the end, the internship provided me recognize these shortcomings and encouraged me to 

acquire new talents outside of the classroom, providing me towards a more competent and 

practical career path. 

 
3.2 Indicate the problem noticed during the internship 

 
During my internship at Primes automotive one of the most prominent issues I observed was 

the company’s limited ability to diversify and expand its marketing and distribution channels. 

While the business is well-regarded for its high-quality vehicle offerings and customer service, 

its current methods of reaching potential clients are not completely difficult but the broader 

range of methods is relatively narrow. 

The company primarily relies on direct bookings, social media inquiries, and repeat customers, 

with minimal collaboration or integration with broader platforms such as online travel agencies 

(OTAs), hotel partners, local tour operators, or international booking platforms. This restricted 

channel ecosystem creates several challenges for sustainable growth. First, it limits the 

company’s visibility among a wider audience, especially tourists who rely heavily on travel 

aggregator websites and digital tools for planning their trips. 

Second, it constrains the company’s ability to generate consistent leads, especially during low 

seasons when walk-in and referral traffic decreases. Furthermore, in a competitive market like 

Thailand’s tourism and car rental industry, where customer behavior is rapidly shifting toward 

digital-first solutions, the absence of a multi-channel strategy reduces Primes Automotives 
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competitiveness and reach. From internal discussions and observations, it also became evident 

that the company lacks sufficient in-house knowledge and manpower to develop and manage 

an expanded ecosystem, contributing to the hesitation in adopting new platforms. 

Each intern may see or handle this issue differently, leading to inconsistent or misunderstood 

techniques. Identifying and implementing the potential of new channels is a difficult task. 

Therefore, careful preparation and consistency are very much essential. The absence of 

consistency and sufficient preparation while investigating new possibilities might constitute an 

unneeded risk, jeopardizing the organization's capacity to handle the new potential channels. 

This issue not only impedes corporate growth, but also creates an organizational blind spot in 

which important prospects for collaborations, exposure, and income go unexplored. As I 

analyzed client acquisition tactics and compared them to rivals that rely on a larger ecosystem 

for development, the limitations of channel growth became clearer. 

3.2.1 Problem Statement 
 
Businesses must always look for new ways to connect with consumers in the fast-paced 

business world of today, particularly when their current channels are insufficient to spur 

meaningful expansion. Although having a few well-established sales or marketing channels 

gives a firm a starting point, depending just on them might restrict its market reach and impede 

its ability to grow. 

Businesses must adjust by finding and utilizing new channels that may link them with new 

audience groups as consumer tastes and behaviors change. In addition to lowering an excessive 

reliance on a small number of channels, this strategic diversity raises visibility, improves 

customer interaction, and opens up new income streams. 

The problem statement seeks to draw attention to the necessity of doing research to examine 

the difficulties arising from the market's restrictions on channel development and to consider 

potential solutions for channel expansion in the rapidly evolving market. The issue centers on 

the necessity of efficient channels since, in certain cases, if we repeatedly get the same results, 

we may not have the chance to realize our full potential for market expansion. This lack of 

diversity makes the company more vulnerable since it might result in a sharp decline in 

performance or revenue if one of its main channels performs poorly as a result of algorithm 

changes, heightened competition, or changes in customer behavior. 
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Moreover, without exploring new platforms, companies miss opportunities to tap into 

emerging trends, reach different customer demographics, and stay relevant in a fast-evolving 

digital landscape. Competitors who adopt a more proactive, multi-channel strategy will likely 

gain greater visibility and market share, leaving behind companies that remain static. In short, 

failing to explore new channels not only limits a company’s growth potential but also puts its 

long-term sustainability at risk. 

This study will help develop methods and standard procedures to enhance market penetration, 

enhancing the competitive edge, boosting brand exposure, and promoting successful company 

development through the effective research and utilization of new channels by dealing with the 

obstacles associated with insufficient channel expansion. 

3.2.2 How to Solve Problems 
 
Resolving the problem of limiting channel expansion necessitates a methodical, deliberate 

strategy based on internal preparation, strategic awareness, and a thorough comprehension of 

the market landscape. It is not enough to just hop onto new platforms. 

Recognizing that depending on a small number of pathways, even if they have historically done 

well, may inadvertently limit Prime's ability to expand, is the first step in overcoming this 

obstacle. Consumer habits change quickly in a cutthroat and dynamic environment, and Prime 

must adapt or risk losing sight of a sizable section of its prospective audience. Future initiatives 

can be superficial and short-lived if the underlying issues are not identified. 

This is not an issue that can be resolved by speculating or imitating the actions of others. Rather, 

it demands a deliberate approach and a readiness to challenge preconceived notions. Looking 

outward is a crucial component of strategy, including researching market trends, analyzing how 

rivals are differentiating themselves, and closely monitoring changes in consumer behavior. 

Prime could be overlooking the fact that customers' focus has already shifted elsewhere if it 

has been accustomed to using a small number of channels. 

 
At this point, evaluating Prime's internal capabilities is also crucial. Having the structures, 

abilities, and processes in place to support them efficiently is more important when branching 

out into new channels than just setting up accounts and campaigns. This involves taking into 

account if the group has the time, resources, and expertise necessary to oversee more platforms 

without sacrificing the standard of current operations. 
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In the end, the answer is not simply to use additional channels, but to use the right ones in the 

right way at the right time. Only then can true, sustainable, and Prime's long-term vision- 

aligned solutions be presented. 

 
3.3 Significance of The Study 

 
This research is important because it examines the restriction of Primes Automotive's 

advertising and distribution channel expansion, which is one of the main obstacles to the 

company's growth in a cutthroat and quickly changing vehicle rental industry. As a high-end 

rental company serving both Thai and foreign customers, Primes Automotive works in a fast- 

paced market where accessibility, visibility, and strategic reach are essential to long-term 

company success. But the company's limited use of marketing platforms has made it difficult 

for it to reach a wider audience, interact with unexplored consumers, and take full advantage 

of new business prospects. 

By identifying and analyzing the specific limitations within its current channel ecosystem, this 

research provides insight into how these bottlenecks impact not only brand exposure and 

customer acquisition, but also long-term scalability and competitiveness. The study contributes 

to a deeper understanding of the practical implications of limited channel diversity and offers 

strategic recommendations for overcoming these barriers through the integration of digital 

platforms, strategic partnerships, and innovative outreach methods. 

This study's importance goes beyond only operational enhancements. It gives managers data- 

driven insights to help them make important choices about platform usage, channel diversity, 

and marketing expenditures. By doing this, the business will be in a better position to raise its 

profile, draw in and keep a more varied customers, and adapt to changing customer preferences 

in an economy that prioritizes digitalization. Additionally, the study backs Primes 

Automotive's long-term goals of increasing industry sustainability and diversifying its market 

reach. 

From a scholarly standpoint, this study fills the gap between theoretical understanding and 

practical business operations. It contributes to experiential learning by applying fundamental 

ideas in distribution planning, customer relationship management, and marketing strategy to a 

real-world scenario. The study is also more broadly applicable to other small and medium- 

sized businesses who are having trouble growing their market share. The study provides 
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insights that might be used as a replicable foundation for businesses facing comparable growth 

issues by referencing industry trends and best practices. By fostering creativity in channels of 

distribution and a more flexible, customer-focused approach, this research lays the groundwork 

for Primes Automotive to improve its market position. 

3.4 Literature Review 
 
A literature review is a critical evaluation of prior academic research, professional studies, and 

relevant industry insights related to a specific topic of interest. It serves as the foundation for 

any research project by identifying what is already known, what knowledge gaps exist, and 

how the present research improves the issue. When it comes to internship reports, a literature 

study helps close the gap between academic theories and real-world practices seen during the 

internship. 

The literature evaluation for this study is on examining ideas and results about customer 

outreach, marketing channel expansion, and the constraints that small firms like Prime 

Automotive could have in a cutthroat and technologically advanced industry. This part 

contributes to establishing the need and relevance of the micro study subject by citing reliable 

sources and applying those insights to the issues at Prime Automotive. 

3.4.1 Limited Marketing and Distribution Channels 
 
Marketing and distribution channel limitations are among the major flaws seen in many small 

and medium-sized businesses (SMEs), including Prime Automotive. Marketing channels are 

essential for providing value, making products more accessible, and enhancing brand 

awareness. Kotler and Keller (2016) emphasize that business may find it difficult to reach 

larger client segments when it works in a narrow channel ecology, especially in an extremely 

competitive service-based sector like vehicle rentals. 

For instance, Prime Automotive can lose out on important clientele like foreign visitors, 

business clients, or younger audiences that mostly use digital tools for service discovery if it 

just uses a few channels, like Line and WhatsApp. Businesses may increase their visibility and 

improve their interactions with their target audiences by utilizing a variety of digital and 

physical channels. Chaffey and Ellis-Chadwick (2019) indicates that limited presence can 

result in lower market share and poor client acquisition rates for businesses. 
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Prime Automotive may be further cut off from beneficial marketing prospects if it does not 

have alliances with digital aggregators, online travel agents (OTAs), or booking platforms. In 

this situation, a limited channel system may have a detrimental impact on revenue growth and 

long-term scalability in addition to decreasing visibility. 

3.4.2 Channel Strategy in Service-Oriented Industries 
 
Maintaining a strong market position in service-driven industries like hotels, transportation, 

and vehicle rentals requires an efficient channel approach. Because services are time-sensitive 

and intangible, channel variety and selection are more important than in product-based 

businesses. In order to draw in and keep consumers, Zeithaml, Bitner, and Gremler (2018) 

believe that service providers should prioritize reach, ease, and consistency across touchpoints. 

A narrow channel focus often fails to meet consumer expectations, especially when service 

availability must align with the customer’s digital behavior. The car rental industry, for 

instance, benefits from omnichannel strategies that include online bookings, mobile app 

integration, social media marketing, travel agency partnerships, and direct website 

engagement. Without these options, businesses risk falling behind competitors who are present 

wherever the customer is looking. 

3.4.3 Importance of Multichannel Strategy in Service Industries 
 
Businesses may interact with customers on several digital and physical channels by using 

multichannel strategy. Adopting a multichannel strategy may help businesses like Prime 

Automotive expand their client base, boost brand loyalty, and guarantee continuous service 

delivery across regions and user preferences. 

According to Verhoef, Kannan, and Inman (2015), customers now expect to interact with 

brands seamlessly across multiple channels—social media, mobile apps, websites, and in-store. 

Offering booking alternatives through OTAs, mobile applications, and even chat-based 

services may significantly enhance the client experience when it comes to renting a car. By 

using client data and tailoring service delivery, multichannel tactics help increase brand 

visibility. On the other hand, a narrow strategy may lessen competitive advantage and restrict 

consumer interaction opportunities. 
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3.4.4 Comparative Studies on Channel Expansion in Car Rental Businesses 
 
Numerous comparative studies have demonstrated that businesses in the vehicle rental sector 

that increased their channel presence did better than those with less outreach. For example, a 

study by Singh and Sharma (2021) found that compared to rental firms that just used in-store 

or website-based 

 models, those who linked with worldwide distribution systems (GDS) and OTA platforms saw 

a 25–40% increase in reservations. 

These results demonstrate the tactical benefit of growing distribution networks and 

collaborating with outside platforms. Global companies like Sixt and Hertz provide as 

examples of how channel variety raises profitability and visibility. 

By utilizing localized travel applications, expat networks, and regional influencers, local and 

regional players—including SMEs like Prime Automotive—can implement comparable 

strategies on a smaller scale. Comparative studies highlight how crucial adaptability is to 

sustaining development and competitiveness in dynamic market conditions. 

3.4.5 Effects of Digital Transformation on Market Reach 
 
Digital transformation has revolutionized how companies operate and reach customers. It 

involves leveraging technologies such as automation, data analytics, mobile integration, and 

artificial intelligence to optimize operations and improve customer experience. In marketing 

terms, digital transformation significantly widens a company’s market reach. 

Lemon and Verhoef (2016) claim that service providers may expand their reach and customize 

their services to target particular customer segments thanks to digital transformation. Digital 

solutions such as geo-targeted advertising, loyalty applications, customer review systems, and 

rapid booking platforms allow businesses in the vehicle rental sector to access previously 

unreachable client bases. In the face of growing digital demands, businesses that do not adopt 

these technologies risk stagnation or decline.\ 
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3.5 The Need for Research 
 
This study is both important and current due to the ever-changing nature of consumer behavior 

and the quick development of digital technologies. According to Laudon and Traver (2020), in 

order to be competitive in the market, businesses need to make investments in digital 

transformation and aggressively seek channel development. Lack of varied marketing channels 

can lead to missed opportunities and poor brand positioning in the automobile rental sector, 

where convenience and visibility are essential. 

Lamb, Hair, and McDaniel (2018) point out that companies run the danger of becoming 

obsolete if they disregard changes in distribution channels. Investigating the shortcomings of 

Prime Automotive's existing strategy will assist in identifying any gaps and providing solutions 

that meet the needs of contemporary customers. In order for the business to create marketing 

strategies that reach a larger audience and adjust to new trends, this study is crucial to 

supporting its strategic planning. 

The importance of the current research project, which intends to investigate the constraints in 

advertising and distribution network expansion within the setting of a premium automobile 

rental firm, is highlighted by the gap in the literature. Although a lot of research highlights the 

need of digital transformation and multichannel strategies, little is known about how 

entrepreneurs like Prime Automotive can really get past obstacles to reaching a wider audience. 

This study aims to pinpoint the main challenges, examine how they affect market penetration 

and client acquisition, and offer workable solutions for enhancing channel efficacy. By filling 

this knowledge vacuum, the study will advance our knowledge of the growth obstacles facing 

the service industry and offer insightful advice to businesses looking to boost their exposure, 

draw in more clients, and stay competitive in the rapidly changing digital market. 

3.6 Methodology 
 
This chapter outlines the research strategy, tools, and processes used to explore the limitations 

that Prime Automotive faces in expanding its marketing and distribution channels. The study 

employs a qualitative research methodology, which is particularly suited to understanding 

complex business challenges and gathering deep, contextual insights from people directly 

involved in those challenges. 
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A qualitative research approach was chosen because it allows for the capturing of specific 

ideas, experiences, and observations that are difficult to measure. Because the issue of limited 

channel expansion includes internal decision-making, strategic viewpoints, and perceptions of 

current outreach activities, qualitative research offers a more thorough evaluation than a purely 

numerical or survey-based approach. 

The study was designed to be exploratory, with the purpose of uncovering patterns, underlying 

causes, and real-world constraints associated with Prime Automotive's channel strategy. It does 

not seek to prove a hypothesis, but rather to understand the problem holistically and provide 

significant recommendations based on the data acquired. This permitted immediate monitoring 

and greater access to crucial individuals. 

To collect data, semi-structured interviews were conducted with key stakeholders within the 

company, such as the marketing manager, customer relations officer, and operations 

supervisor. This method strikes a balance between structure and flexibility—ensuring that 

specific topics are covered while giving participants the freedom to share insights beyond 

predefined questions. 

Additionally, informal discussions, document reviews, and personal observations were used to 

supplement the interview findings. These methods helped cross-check the accuracy of 

responses and added context to the data collected. 

The data collected from interviews and other sources were analyzed thematically. Recurring 

themes, keywords, and problem areas were identified and grouped to highlight the most 

significant barriers to channel expansion. This thematic analysis helped reveal not only what 

the problems are but also why they persist and how they might be addressed. 

 

3.6.1 Sample and Participants 
 
This research study engaged a carefully selected sample of five employees from Prime 

Automotive, representing departments directly involved in sales operations and marketing 

activities. The participants included four members from the sales department, who possess 

first-hand experience in customer interactions, channel usage, and daily operational challenges. 

In addition, one marketing manager was included in the sample to provide insights from a 

strategic management perspective, particularly concerning promotional planning, channel 

partnerships, and brand outreach efforts. 
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The rationale for selecting employees from these specific roles was grounded in the nature of 

the mini research topic, which centers on the limitation of channel expansion in the market. 

Sales personnel are often directly involved in the execution of strategies and are best positioned 

to report operational hurdles, while the marketing manager offers a broader view of strategic 

limitations and decision-making bottlenecks. This purposeful sampling ensures that both 

tactical and strategic viewpoints are captured. 

All participants were full-time employees with relevant experience in their roles, ranging from 

1 to 4 years, ensuring a balance of operational familiarity and fresh perspectives. The selection 

was also influenced by accessibility, willingness to participate, and relevance to the research 

objective. This targeted approach helped maintain the depth and relevance of qualitative data 

gathered during the interview process. 

 

3.6.2 Data Collection 
 
The data collection process was conducted through semi-structured, in-person interviews, 

which were scheduled and carried out over a span of three consecutive working days at Prime 

Automotive’s office premises. This qualitative method was chosen to allow for a flexible 

conversation flow while ensuring that core questions aligned with the research objectives were 

addressed consistently across all participants. 

Each interview session lasted approximately 20–30 minutes, depending on the depth of 

responses and the willingness of the participant to elaborate. The semi-structured format 

allowed the researcher to explore emerging topics in real time, such as specific challenges faced 

in expanding outreach channels or reflections on past marketing initiatives that failed to deliver 

expected results. 

Interviews were conducted face-to-face to facilitate direct engagement, body language 

interpretation, and deeper rapport-building with participants, which often results in richer and 

more nuanced data. All discussions were audio-recorded (with consent) and supplemented with 

written notes. This dual-recording method ensured that no critical insights were missed and 

that the transcriptions were both accurate and verifiable. 
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3.7 Questions for Interviews 
 
The informal interviews will be based on 5 key questions which were the theme of the 
discussion. The 5 questions are as follows: 
 
Q1. How effective is our current channel? 

Q2. Which of our current channels is the most effective? 

Q3. Is expanding into a new marketing channel is important? 

Q4. What are the main challenges Primes Automotive faces when trying to expand to a new 

marketing channel? 

Q5. What Could be done as an Inevitable solution? 
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3.7.1 Results 
 

Question 

Number 

Respondent 1 Respondent 

2 

Respondent 

3 

Respondent 

4 

Respondent 

5 

Question 

1 

Effectiveness depends 

on customer base, it 

varies. 

All platforms 

included, yes, 

at a certain 

point 

Not as 

effective as 

how 

competitors 

are moving 

The 

Effectiveness 

score is 5/10 

If it was 

effective then 

our company 

wouldn’t have 

implemented 

B2B 

possibilities 

Question 

2 

WhatsApp=International 

Line= Thai 

Varies, 

Line= more 

reach 

WhatsApp = 

More spending 

power 

Meta= Limited 

reach 

Line Word of 

mouth 

awareness and 

online search 

engine holds a 

lot of power. 

Line, as it is 

globally used 

and TikTok 

for content 

awareness. 

Question 

3 

Very Important, it 

expands the customer 

base 

Important, as 

behavior 

change is there 

and there is 

competition 

risk. 

Very 

important 

Growth is a 

must. But, 

Only if you are 

ready for it. 

Yes, Existing 

customers 

might leave 

one day so 

there should 

be a 

replacement. 

Question 

4 

Less awareness and 

Limited team capacity 

Tools and 

understanding 

of customer 

Limited team 

(passive more 

than 

aggressive) 

Operations 

team is limited 

Limited team 

capacity 

Question 

5 

Good thing takes time 

and build a great 

ecosystem which change 

perspective of people 

towards this industry 

Know the 

demand. Try 

instead of sit 

still. We fail, 

we learn 

Collaborations 

is a convergent 

solution 

Vision is the 

key and 

communication 

internally is a 

must 

Agents should 

be the focus 

they hold 

much power in 

the market 

Figure 20: Results from the Interview 
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This mini-research was conducted using structured interviews with five Prime Automotive 

employees from various departments to acquire a full insight of the company's present 

advertising and channel expansion position. One executive, one marketing and sales team 

member, and one external agency representative were among the participants. This 

interconnected input provided a larger and more comprehensive view of the company's 

distribution and marketing efficacy, difficulties, and potential for growth. 

Interviewees generally believed that Prime Automotive's present marketing methods are 

somewhat effective, particularly given its low marketing budget. Respondents stated that the 

organization employs a combination of push and pull strategies—push through delivery 

services and promotional offers, and pull through digital branding and content marketing. 

However, they emphasized the importance of improving content quality and variation in order 

to engage viewers across all touchpoints. Furthermore, quantifying return on investment is 

difficult due to the dispersed tracking methods. The team thinks that genuine effectiveness is 

determined by how successfully these channels turn reach into revenue and long-term 

consumer loyalty. 

According to the comments, digital platforms—particularly Instagram and Line OA—are 

currently the most effective channels for customer interaction and conversion. These platforms 

allow you to build personalized encounters and transmit promotions in real time. The marketing 

team discovered that graphic content, influencer collaborations, and short-term promotions 

work best. These channels also provide better consumer segmentation and faster responses, 

giving them a competitive advantage over offline or traditional means. 

All five participants felt that diversifying into new marketing and distribution channels is 

critical to success. While current channels offer basic coverage, they are unable to fully capture 

untapped sectors such as international travelers, long-term corporate rentals, and premium 

clients. Exploring new channels, such as YouTube for storytelling, collaborations with lifestyle 

companies, or affiliate-based models, could broaden the audience and provide long-term 

benefits. The executive reply stated that expansion is more than just adding new channels; it is 

also about strategic integration that promotes brand equity and customer trust. 

When questioned about the most significant challenges in expanding into new channels, the 

majority of participants cited a lack of people, confusing operating procedures, and a lack of 

consistent strategy. According to the marketing team, creating content for new platforms takes 
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time, research, and devoted resources, all of which are now in short supply. Furthermore, the 

CEO stated that without a strong internal workflow and accountability framework, new 

channels can become liabilities rather than development opportunities. The agency team 

emphasized the difficulty of persuading potential partners or influencers due to the 

comparatively low brand recognition in larger areas. 

3.7.2 Solutions 
 
After analyzing the interview replies and reviewing Prime Automotive's present marketing and 

expansion limits, it became clear that the company requires a more systematic and holistic 

approach to address its growth issues. The primary solution is not a single approach, but rather 

the creation of a linked ecosystem that promotes long-term brand loyalty, operational clarity, 

and multi-channel adaptability. 

One key takeaway from the interviews was the need to create a lifestyle-oriented brand 

environment rather than focusing solely on transactional car rentals. Respondents stated that 

customers are increasingly motivated by experiences, convenience, and social proof. As a 

result, I analyzed this input and determined that Prime Automotive should market itself as more 

than a car rental service, aiming to offer a lifestyle. This could be accomplished by connecting 

marketing material to aspirational values like luxury, freedom, travel convenience, and 

dependability. Visual storytelling, such as video material, authentic customer testimonials, and 

influencer collaborations, can serve to reinforce this brand narrative. 

Second, empowering agents and partners emerged as an unavoidable method for expanding 

operations. Multiple respondents emphasized the importance of local agents in converting 

customers, particularly in specialty areas such as high-spending tourists and corporate clients. 

Based on this feedback, I recommend that the organization invest in agent development 

initiatives, such as training seminars, customized incentive schemes, and user-friendly digital 

kits, to guarantee that these frontline workers are knowledgeable and motivated. When agents 

feel respected and secure in the product, they're marketing, their efficacy skyrockets. 

In addition to this, the internal workflow and communication system must be optimized. One 

of the biggest internal barriers to channeling addition to this, the internal workflow and 

communication system must be optimized. One of the biggest internal barriers to channel 

expansion, as highlighted by several respondents, is the limited capacity of the operations team 
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and the lack of a standardized working procedure. When attempting to scale through new 

distribution or marketing channels, inconsistent internal processes can lead to delays, 

miscommunication, and customer dissatisfaction. After analyzing this, I believe that 

introducing a centralized action list or workflow management system—possibly through a 

shared digital platform—can streamline task delegation, improve accountability, and ensure 

that marketing, sales, and operations teams are aligned in real-time. 

Another strategic answer is to use push and pull marketing methods more efficiently with a 

limited budget. Currently, the corporation does an adequate job of reaching out (push) through 

direct advertising and promotions. However, the pull side, which includes developing content 

that attracts clients naturally (for example, through SEO, social media, or recommendations), 

needs to be improved. To increase engagement and interest, I advocate a variety of content 

formats, including behind-the-scenes movies, automobile usage recommendations, customer 

anecdotes, and travel suggestions. This content should not only inform but also inspire potential 

customers to identify Prime Automotive with high-quality service and convenient lifestyle 

options. 

Finally, word-of-mouth marketing should be purposefully promoted. Respondents mentioned 

that trust and referrals are important in our sector, and I agree. A systematic referral program 

for consumers and agents, with incentives such as discounts, freebies, or credits, can help to 

speed organic growth. In tandem, customer relationship management (CRM) technologies 

should be installed to assess satisfaction levels and follow up with personalized offers, resulting 

in a feedback loop that fosters loyalty and extends the client base. 

In conclusion, after analyzing the difficulties and gathering multiple opinions, I determined 

that the most effective remedies must include branding evolution, empowered alliances, 

operational clarity, and targeted digital strategy. These approaches, if taken together, can not 

only address current restrictions but also establish Prime Automotive for long-term, scalable 

achievement in a competitive market. 
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Chapter 4: Conclusions 
 

4.1 Summary of Internship 
 
Prime Automotive offered a dynamic and hands-on internship experience, particularly within 

the Sales and Marketing Department. Over the course of four months, I was actively engaged 

in various strategic tasks, ranging from assisting in privilege campaigns and package vouchers 

to analyzing and proposing add-on value offerings such as free mileage and free late returns. 

The internship provided an insightful glimpse into the car rental and service sector in Thailand, 

especially regarding consumer engagement, promotional tactics, and competitive positioning. 

Working closely with the marketing team, I was able to contribute to campaign planning, 

customer communications, and brand enhancement strategies. Prime Automotive’s structure 

enabled me to gain practical exposure while being entrusted with meaningful responsibilities. 

This allowed me to apply theoretical knowledge from the classroom in a real-world setting, 

thus bridging the gap between academic learning and professional practice. 

4.1.1 Self-Assessment of the Experience 

 
Throughout this internship, I encountered a variety of personal and professional challenges that 

contributed to my growth. While I approached each task with motivation and eagerness to 

learn, maintaining self-motivation consistently, especially during repetitive assignments, was 

occasionally difficult. In addition, managing time effectively—particularly when juggling 

multiple campaign timelines—was another area that tested my ability to prioritize. 

Despite these challenges, I gradually became more confident and efficient. I developed a deeper 

understanding of digital marketing processes, campaign execution, and customer- centric 

strategies. I also enhanced my soft skills—particularly communication and collaboration—as 

I worked with team members to meet collective goals. By the end of the internship, I felt more 

capable of handling real-time marketing tasks and more confident in adapting to fast-paced 

business environments. 
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4.1.2 Limitations of My Experience 
 
One significant drawback of my four-month internship at Prime Automotive was the limited 

amount of time I had to devote to long-term strategic initiatives. Even though I was able to 

make a significant contribution to a number of marketing efforts, I was frequently only able to 

take part in the initial stages of planning or execution due to the internship's short duration. As 

a result, I was unable to observe the full results of certain programs or conduct performance 

reviews. It was challenging to obtain in-depth knowledge of the larger business cycle and 

evaluate the long-term effects of the job I had contributed to because of the short engagement 

duration. 

Due to shifting priorities and tight deadlines, multitasking occasionally made it difficult to 

provide the best work possible on each activity. Notwithstanding these limitations, I learnt how 

to adjust, maintain organization under duress, and find value in contributing even within 

established limits 

4.2 Recommendations to Prime Automotive 
 
Prime Automotive should deliberately increase its marketing channels in order to fortify its 

position in the industry. Although they have potential, platforms like TikTok, YouTube Shorts, 

and micro-influencer collaborations need to be supported by quantifiable KPIs like 

engagement, conversion, and return on investment. A clear push-and-pull strategy may assist 

increase awareness while maintaining cost-effective client acquisition, with promotional 

campaigns pushing services and interesting content attracting attention. 

I also suggest creating a systematic onboarding procedure for upcoming interns and employees 

based on my internship experience. During the first several weeks, production was impacted 

by the knowledge gap caused by the improper handover. New hires would integrate more 

quickly and work with more confidence if they received a standardized onboarding package 

that included task manuals, corporate procedures, and mentorship support. 

Finally, integrating AI technologies may significantly improve customer interaction and 

operations. While AI-driven data analytics can reveal consumer behavior trends and campaign 

efficacy, AI chatbots on LINE and the corporate website can speed up response times and 

lessen staff effort. I think these solutions will make Prime Automotive more customer-focused, 

data-informed, and nimble after examining internal procedures and market trends. 
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Internship Supervisor Feedback 
 
Intern Name : Santa Singh Pranpriyakul 
Position : Sales and Marketing 
Supervisor Name : Peerakan Yotadee 
Date of Evaluation : 28 May 2025 

Period: February 2025 

Comments: 

Throughout the first month of the internship, Santa has demonstrated a strong desire for 
learning new skills. He brings a high level of enthusiasm and positivity to the team. 
 
He has an open mind and is always eager to learn new things. What jumps out the most is his 
desire to share new insights and fearlessly communicate his own ideas. 
 
Of course, we embrace an open mind and encourage future generations to share their ideas. 

We believe in developing and learning together. 
 

 

SECTIONS 1-5 Points Rating 

Work Performance 3 

Professional Skills 3 

Communication and Collaboration 4 

Learning and Improvement 4 

 

Period: March 2025 
 
Comments: 
 
This month, we had the impression that Santa was dealing with a mental or emotional issue. 
As a result, his general energy at work appeared to be significantly reduced, and his 
excitement was not as strong as it had been in the first month, when he was eager to learn and 
participate. 
 
This adjustment has had some effect on his job performance. Having said that, we've had an 
open and positive talk with Santa about the problems he's facing. 
 
We've also given thoughts and perspectives that we believe will help him grow personally 
and professionally in the future. 
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SECTIONS 1-5 Points Rating 

Work Performance 3 

Professional Skills 3 

Communication and Collaboration 4 

Learning and Improvement 3 

 

Period: April 2025 
 
Comments: 
 
Santa took a leave of absence this month to go on an overseas trip, which we had planned 
ahead of time. We anticipated he would return with increased motivation and a strong desire 
to work. 
 
When he returned, we could sense a noticeable improvement in his energy. He returned more 
focused and prepared to do the tasks entrusted to him. 
 
This was evident in his new ideas, increased contact with customers, and logical thinking 
applied to his work, all of which demonstrated good improvement. 
 

 

SECTIONS 1-5 Points Rating 

Work Performance 3 

Professional Skills 4 

Communication and Collaboration 4 

Learning and Improvement 4 
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Period: May 2025 
 
Comments: 
 
In the last month of the internship, we've seen significant progress and transformation in 
many facets of Santa's development. We're deeply moved to see how he's discovered 
inspiration during his journey with us. 
 
His client communication has greatly improved, and he is now more confident in dealing 
with a variety of consumer circumstances. His negotiation and sales closing skills have also 
improved significantly. In addition to his sales performance, he helped brainstorm and 
develop marketing campaign concepts. 
 
We believe that this experience will benefit him and help him grow in the years to come. 
 
 
 
 

SECTIONS 1-5 Points Rating 

Work Performance 5 

Professional Skills 4 

Communication and Collaboration 4 

Learning and Improvement 5 

 
Recommendations to the Student: 
 
Never stop learning, even if you believe you already know. Life never stops teaching us new 
things. Whether it's learning to live your own life, adapting to society, or breaking free from 
negative beliefs, growth is an ongoing process. 
 
When you are disheartened or facing a difficult situation, strive to get yourself out of that 
mindset as soon as possible. It's natural to feel down from time to time, but don't dwell on it 
for long. Continue to study and grow—always. 
 

 
Overall Rating of the Student 

1-10 Rating Performance 

9 

 
………………………… 

 
Peerakan Yotadee 

(Job supervisor) 
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