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Awasdu (Competitions)
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Porter’'s Five Forces Model
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FIVE FORCES MODEL
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FIVE FORCES MODEL

dnnasiasastasgnan (Bargaining Power of Customers)
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FIVE FORCES MODEL
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FIVE FORCES MODEL
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Five Forces Model
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AIndeNNNNENN (Physical environment)
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AUINRANIAMANDENAUBNFTN AN N NAA DA IUNANNNNTARA

Need or want

Money to Spend

nam (Market) |
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Willing to Buy

Authority to buy
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AUINRANIAMANDENAUBNFTN AN N NAA DA IUNANNNNTARA
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Problem recognition)
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o m’iLLa’J\‘i‘m“i’J’aga (Information search)
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* nsUsillunnaiaan (Evaluation of alternatives)
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* lasatlunaiaiiunng (Who is in the target market?)

* fuslnageerls (What does the consumer buy?)

. ﬁq”Lmj{u?rIm‘%ﬁ@ (Why does the consumer buy?)

o Tpsfldausanlunsindulaie (Who participates in the buying?)
* fuslnaeidieln (When does the consumer buy?)

o fuslnadeiilvu (Where does the consumer buy?)

o fuslnaeednsls (How does the consumer buy?)
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n15Ivelawe (advertising research)

NNSIYANINNLATYINIVBIGINLALUIEN (business economics and corporate

research)

N133UNTEAMUTUNATOUVDIUIEN (Corporate Responsibility Research)
N5I98NanAMIN (Product Research )

N1373089AVBULALN1TRANM (Sales and Marketing Research)

NNSANYIYRINI9NISINANUIY  (Distribution — Channel Studies)



U52LNYNITIALNITNAG

1. n15I9elawan (advertising research) Usgnaumanisidgnslull

%

1.1 A157 Uﬂﬂﬁg\ﬂf\] (motivation research)

%

1.2 N15I98U9ANNATIAYAIN (copy research)

=

1.3 AN5I98E0law) (media research )
1.4 nsAnwUsEansualunislawun ( studies of ad effectiveness )

1.5 NsAnwnslayanveegudady (studies of competitive advertising)
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2. MFIVYANINNUATYFNIVDITINMALUIEN (business economics and corporate

research)
2.1 m'iwmﬂmﬂluizazé?u (short — range forecasting : up to one year)
2.2 Mswennsalluszeze) (long - range forecasting : over one year)
2.3 M3ANYIMUININYETSAA (studies of business trend)
24 MSFNYINISRITIAN (pricing studies)
2.5 ﬂWiﬁﬂmﬁéfﬂmmLLamﬁ\‘i?iuﬁﬂ ( plant and warehouse location studies)
2.6 msAnwMsldngmingauressia (acquisition studies)
2.7 N1SANEINITENDDNLAZAaIAANUTEINA (export and international studies)
2.8 i%UUsﬁawuamimam (marketing information system)

2.9 N15WN1IAUUIU (operations research)

2.10 wilnsuneluusen (internal company employees)
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3. N119AWANTEANMUTUNAVDUVDIUTEN (Corporate

Responsibility Research)

3.1 miﬁﬂmﬁﬂ?{ﬂﬁ@ﬁiﬂﬂmﬁ (Consumers ‘right to know’ Studies)
3.2 MTIATITIRNANTENUAINFWINGBN (Ecological Impact Studies)

3.3 Msfnwvednananguuneluduinnelnunisiavaasn1sdadasy (Studies of

Lecal Constaints on Advertising and Promotion)

3.4 AsAnwAdeuludinuuazuleuigvesusen (Social Value and Polices Studies)
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4. N5eNanN (Product Research )

4.1 nsyausuNandalnulazdnuninuesmain (New — Product Acceptance and
Market Potential)

4.2 nsfnwnanAuNeIaALYsdU (Competitive - Product Studies
4.3 nmsvnedeundndueiluidagiiu (Testing of Existing Products)

4.4 NFITYNITUITIIAUND:NITBBNLUUNIOANYULNNNEAIN(Packaging Research :

Design or Physical Characteristics)



U52LNYNITIALNITNAG

5. N13IYLDAVELALN1INAM (Sales and Marketing

Research)

5.1 M9INANEAINURIRNa1n (Measurement of Market Potential)
5.2 NM1TIATIzdIUATEwaNn (Market Share Analysis)

5.3 N1TNATUIaNBULVDINAA (Determination of Marketing

Characteristics)
5.4 N1533889AU1E (Sales Analysis)

5.5 N1SAVUALAIAINSVIELAE B UAN1SU1 ( Establishment of Sales

quotas, Territories
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6. NSANYIYBINIINITININYIUIE (Distribution — Channel Studies)

6.1 NMINAFDUNAIALAZNITNTIVFDUITIUAT (Test Markets, Store Audits)
6.2 MFITeMIALTUNUVRINFUHUTINANIEMAAOU (Consumer - panel Operations)
6.3 NM3AnwIAREULNULUAISVUIY (Sales Compensation Studies)

6.4 NSANIITNITANASUNITNAIALIU N1SHINVBIFIDENS vsAUas BauaN a1 ( Promotional Studies of Premiums,

Coupons, Sampling Deals , ect.)
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1. a3fnsfivhwthiiRnse (contractual organization) wioisenin
¥993119715Ma0 (marketing channel) e giivinuiing
Aenfuniste nisve waznisTeudneanududwedlugudn
wiou3n1s Fausznauluse

1.1 ;:djjmam (producers or manufacturers)

1.2 Aunas (intermediaries) tawn
1.2.1 Aunansiivihuehiiend
1.2.2 punasdivnchienuan
1.3 Jldaugavng lawn
1.3.1 guslaA (consumers)

1.3.2 gldn19gnamnssy (industrial users)
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2. fguneauazann (facilitators) wuneds fiviuihiitaemdelunis
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2.1 g3faRlWuUIN1FuATIUES (transportation firms)
2.2 gsfafiliusnsiumaAunuaud (storage firms)
2.3 Usuendnulawu (advertising agencies)

2.4 gsiaRlvUINsFunsRY (finandial firms)

2.5 giaRlvUINsFunsTUUsEAY (insurance firms)

2.6 g3NANtUINITIUNNTITENITNAIN (marketing
research firms



AUNA NN INNTIFA 0

AUNANYNINIAANA (marketing intermediaries) #30138n71
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fudndn wiu UsEnuuds vseliusnsedaiududi anndu
N5RY fMunuuIenlawan
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Philip Kotler, et al., (1999 : 558)

mxuuafnues Philip Kotler uasams (1999 : 558) ldagunedn “dasnienisnain (Marketing
Channels) v d4asnenisandruiing (Distribution Channels) & w4 (Functions)
&AtuuanalIznnT Wﬁqﬂmfm,ﬁ@@uﬂmmumLmvmmmﬁﬂmm@miﬂmmm‘iﬂmﬂﬂﬂ@mm

12 An3nN Imﬂmﬂummmnim patl viumiumﬁﬁ’gmamLLauLmsJLLWisuanamaaﬁﬂﬁ’mamqmimam

(marketing research information)

1. Information mﬁwuam)mmwmmauaLﬂmﬂ‘ummm aﬂﬂ’] ﬂLL“U\‘i LLauﬁ\‘iLL’JﬂaﬁJﬂJW’]\‘iﬂ’]i
2819 LW’E]“U’JEJIUﬂ’]iW@ﬁ'LﬂQW]Uﬂ’ﬁNa@ N1SAUATIAY LLauﬂaEJ‘Vlﬁﬂ’ﬁma’]ﬂ
FIDEN: immﬂam,ﬂu'suamuaaamw AN TYUEUA LLﬁ’JﬁQ@@IﬁQNﬁ@ﬂiUﬁUﬂW

2. Promotion (ﬂ’]’i?i\‘il,a%uﬂ’]’ima’]ﬂ)ﬁmu’]LL@‘“LNEJLLWf%@gaLﬁagﬂﬁ]@Jﬂﬁ’] Ay N13laiea N33
AaNsuALEINNTTUY wazn1siideyadua
fhethe: Theassnauidaluslududuanviefanssunnassiudn

3. Contact (mﬁﬁmaaamﬁ)ﬂumqﬂmLﬂmmaLLazamm'aaamﬁLwaa%qmmé’mﬁuﬁ‘maqﬁﬁﬁ]
F0814: ANUTIMUILIEUDEUALASIUATUEN
4.  Matching (miﬂ%’uﬁuﬁﬂﬁmmvam)U%’U%ué’mﬁaﬁmﬂﬁmqmmmméfaqmiﬁuammm LU

nsUsuIUIA Uiiﬁ]ﬂm“ﬂ Mi@ﬂ"lﬁﬁ]ﬂ%ﬂﬁ‘ﬂﬂ’]
FBEN: i’]Uﬂ’]‘UaﬂﬂﬂLﬁ’e]ﬂﬁUﬂ'Wl@ﬁx‘iﬂ'UﬁﬁUEJllaﬂﬂﬂuwum
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Philip Kotler, et al., (1999 : 558)

5. Negotiation (N131959199584)195971138931A1 USunas waztioulunisue weliAndennassewing
ANGnLazEUTINA

Fr0819: FaunusmnesesessaAussuswateesdifielilesafiuanzay

6. Physical Distribution (n15n52a8Aud)N1saAnISIAdeuieuf Wy n1suuas nsiiusnel n1s
Innsndsdud iieliduddsleduslnanssnaiuasdinanin

Fregne: msldszuuladafndvesustmuudniionszatsdudilurussine

7. Financing (M3damiuywmsdamBuyuiioaduayunsiidunuludems wu nsliasinua
AAUANVSoRUTINA

Mg UTEnENaRlMAsAnNTszRuuAfmwuS Y

8. Risk Taking (MsSuAUED)NMITURRYEUAMNEITIANIINASAUAUA nsUABuLUaIsIAN
NIDAMURNUNIUYDINAA

FDYIN: ﬁﬁﬂﬂﬁﬂé}’aq%’ummLﬁmmﬂﬁuﬁmmﬁqﬁmamaiijwumﬁaiﬂmmﬂ
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Zﬁ’m’]ﬁ‘ﬂLL@ﬂLﬂ@ﬂu'&uﬁﬂLL@“’U’;‘ﬂ’]ﬂWﬂﬂ’]xﬁJﬂﬁ“"’&VIﬁﬂ’TW FNNULIAANITARIATDY Philip Kotler uaz
AN LNNIAAN AR 7 dun90agy dszlaniuan il

* Usvlumisie uan (Producers)
* dsrlamisie uslna (Consumers)
* dszlamisie szuniAsHgnalaesin

 1szTamisia uusunuaznwansal (Brand Benefits)
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Uselemiisie uslna (COonsumers)
ANANAFLANNAZAINUATATUANANAINTEININNITAATA L1

o\ X4

* 1 HNT9RUA LAY ; DR A viTaLnannasua it lnatuviTaaanlal 24 dqlug

ala 4 ¥ a % ai % ai =
¢ Nﬂuﬂﬁol‘lﬂlﬂ’ﬂﬂﬁﬂqﬂﬂﬂ'lﬂ S AUNAWNTILUTINAUATINRANEEIUD mmﬂ?zmmifﬂummm
Qs a a 1 o 1 1 [ v Aa v ¥ v
¢ ‘1ﬂi1J‘l_l‘J‘ﬂ']‘J‘LﬂﬁN LU NN9AARIAI NNTTUUTEAUALAN mawm@@\ﬂmum

* SIANNANMMNUNEAN | NuTNTUIEUINE Ao AR AMNANIAANNA WazHUTInAANITT
wranimeusanla



Us2levivua9taIni1en1snana

1gelaqiisna FEULLATHINALALTIN

v 1

ATAN

v = a o 1

* nszaasalaguaIEnIAEIY | LTy ALlan L3Emauds vinlvinan1saneeu

2>
r‘_’zg

® NFTAUNITUANTY | N1IRTRINNUAINUATILNN WFAIANNITUINTUAIUIIAY ATININ UATLEFNS
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Uselagina wususuaznnansal (Brand Benefits)

* a5ilszaunisaignan (Customer Experience) : nsiaandasmisanuinaisnzan i 59
UWTLHEN VTaUNARNaTHaaulauNANWANHOIR ToeATHATUATIILLITUA

1 v

= dl QIJ | dld a v v AQI 1 dl A va v
¢ LATHNANNLTANU ;| TAININNNUIATFIU LTU UINATINAUAN ?WHLLW?HVLSHZ{LWNV’]QWNHWL?@Q@IV@NWT
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FAINNNITAATIANINLNNUINNTIINTLARBUE Y RUAT LLAELT na”l.na%‘mqmr»h
(Value Creation Mechanism) #4s
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* anAunNULasinulssanEa 1N WiEnan
AI -} YY Aa
* LWNAMNAZAINLATNILADAN TiKLFInA
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1. ¥9IN9Ae (direct channel) ¥30Y89N19AUE5EAU (zero level channel)
Ananveduntauslnalaense lduaunas TWRvauAdenIsAIuay
ANINNTVIEVSOESIANUENTUS INaTATUgNAY

SnwaisuazSeulugedl
1.1 szj'aqmﬁﬁmmmﬁﬁiﬁwmagﬂLLUU
1.2 Wangd@ s uduen
1.3 mnzdmSuaumiinanasaudrosuilan

1.4 wangdniuaudilyanigs

AaDeNg
— Sumesulasiesuususd (Brand Website, LINE OA, Facebook Shop)
— nsanemss (Direct Selling) «iu Amway, Avon
—  Hudvesnan i 511 Apple Store, Nike Store
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2. 499N19NszauU (one level channel)

AnaneEUAY §A1UEN (Retailer) umgAudnviglviiulng dnwusimangiu
AUANTINIFMTBABINITNITUINITNAR L LERr T LATasllnii

Snwaizuaviloulugsl
2.1 wngdmiuaudiivgrininsassnaudsuna gt uduuugnly Sevinsasndudn
2.2 WingdmSuauAunFedensedumiiandiosy
2.3 nedmSuauALUSI U D UTDUAYI1E 9T

2.4 MgdmSUENGR NIg1UenamsRud waganunsadadmelagriu Suauanla

ARENG:

4
4 R4

namdasngdalfineasmauan (Central, Robinson)

e e

nanianadaliiuanvuigianiy |y Banana IT
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3. ¥9IN1989952AU (two level channel)

WAde (Wholesaler) #afiumdruiuannangnan —> 3wuiealv garuan (Retailer) — gu3lan

anwaug ldunsyaneanludua1fnean1sn1snsEatenIne (Mass Distribution) lagianis @uan
gulamuslan (FMCG) Miveuasikass1Asaiies

Anwalzuaziiaulusall

U ¥

3.1 WUIEENUSUAUAD

=b

€

U A

3.2 WNga@nsuauAIn L
o Y] Y a [~
3.3 WNZdMSURNEATUNALEN
AIBENY:
*  Juanundnan - Ade = Sulmvion / SHuazeonte (7-Eleven) = qnin

*  (939UIUN = AEY = SN URSTN
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4. Y9IN19d1Us5ZAU (three level channel)

TdEunusning (Agent/Broker) Wilatienszanedus tnaianis dudindy/diwen wedudnd @jmam
lalanunsanszanelales
dnwag: Prgannszmianszaglupaianivteseninsseng
SnwaznazSouludad

5.1 WmHainufunumziREnliavmnfiaz dasminetos
5.2 wisngdvSuaudiidesndunisuneniuiuiuanitsauuin
5.3 wzdnsududndili Wdedentedudarainde
5.4 WiangdmSuHanvUAEN
AaREng
* Juansvlszmaldfounuind @usn - dds > Ardan - qnen
* 1FEnlandhindn = daunu 2 Fudds > Puevnsglesundian
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Audngaavinsy (industrial product) Wuduiifdetoluiieniandn n1sliuinis
138N15 ALNUIIUYDINANIT %uﬁﬂamammim%ﬂﬁLﬂflmmaﬁmﬁﬁﬁuﬁﬂammmim AP
QREMNTTY Usenoumeingay aamauaulvia Lﬂi@\‘if\]ﬂiﬂaLLauﬂ’l’Ji’ma \w3esile Uszneu
aamautﬂaaﬂ LAZUINS rﬂ%mﬂamammm (industrial user) Mu8A9 mmaaumlﬂm o9
mammamﬂmmmﬁ 138 NMIANINUYRIAINTT Lok ENER HUsenauanamnssy 15991
9 WATHUIBUING
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1. ¥29N1461549 (direct channel) w‘%aﬂiaﬁw’lﬁ@ué‘izﬁu (zero level channel)

04
W lUN19anEInNITY

Yoamanss IHesiign iesandestinslidmuinuuazusnisiany
Snumzwazdouludsd

1.1 wmwzé’m%uﬁuﬁwqmammsmﬁﬁuﬂammie‘?}jaﬁmaajq

1.2 gnadmang

F10819: 159 UNEAMANU8ATIARNENTDEUA, USENTaNARISTIENTS
Tl5991UKER
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2. 4aIN1WLIsEaU (one level channel)

AN

> o HLUN199NE1NNI U
AERT VR v g

Hdednanlifiumeluiui vieduaudnind,
Snwnizuazboulugil
2.1 Q’ M3 mmaaumamamﬂﬁsu (industrial distributor)
2.2 WMHNgdmMSUAUAQAA NI TUYUIN

fage: AnanATensylsUldeiudlulnefnnalseugnen
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3. YaINIWLIsEaU (one level channel)

AEATRE

v

HHAR AAUNY

JREINNIIY

£
=

Igdwivaumunsgiunlidudeu wu wwIsedlanugiu aunsalditinau
anwaslazaulunsil
3.1 A7unu (agent)

3.2 WMINgdmSUAUAIgAAIMNTTUUIELANIATEIINTNG

fe81e: guanden ang gunsadluln —> gands —> Tseaugldy
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4. ¥99N1989952aU (two level channel)

{AAAUUNE

< - AEHTRK
AIAILLNU AUANDAFINNTTU -

(Wodnd) ANFIVNTTY

THd1SURaINNI19US DFUANTIABINTUNAE TURBUNTUE
anwozuazaulufatl
4.1 Aunu (agent)

4.2 AZAMIUAUAYRAIUNTTUTUINLEN

AI9E19: INARLATIUT 1d9990 — FWNULILTT — Ads — 15997U
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(marketing channel)
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Jd Jd
ﬂaqm%mmammmﬂaauiau

nsineaana ludeaniveauladlaiumonudian
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a0 mazliidnsinganareInuazatAuANaylavTe
Tsnsuny v WmL@faﬂw%mm?mmmlwnmmq
asulal fananandlalfiaadndunuilyfiaieiy ag
memm‘tmwLﬂuﬂmLﬂmmﬂimmmuu@u GIalISEGH!
mmmimmmimmea‘m”m uazdiannsafivdeys
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E-Commerce nulnnatiias

natneauladidutaamnianan: wwannafuating
Shopee, Lazada, JD Central, Amazon ua
TikTok Shop nanenfluungetarlteddnvecdiiing
Social Commerce: nsaaaneinu Facebook,
Instagram, LINE OA, TikTok LIVE aalduy
suAdDgnAnTaamsauua N stnArands N1
113z Runtannne, Ln1sdesa, waz TusTudunuy
nziana (Personalized Deals)
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Search & Display Network
 GOOGLE SEO

Search Engine Optimization via SEO fa nagnsnisliuusi
Aulasifematiasine e liidulosessingiiauaniialududusiu - Walinsdumiuy
Google danaliFngsiaanunsnmgninludliatssiadies Tnalidasdaalasmn

* GOOGLE SEM

SEM e Search Engine Marketing mﬂmssﬁ@‘imwmqmmvuums
Fumn e livlssesiagiaedsususiu 4 uu Google mmmumﬂ@wﬂmmﬂwm
89A1E) memquwmmmuieﬁm Tt s mumnmqmm’mm SEO
asafsunaliduastnaund uiuannfumsiiandeededesumetalamon


https://www.cotactic.com/blog/what-is-seo/

Jd Jd
ﬂaqm%mmqmmmmaullau

Social Commerce
Facebook Shop, Instagram Shopping, TikTok Shop, LINE OA % ilonn 3ale uaz

Live weaiadfduiusuunizasind

Social Commerce ha nsmna@uduazizniscnuinaniasuinmaaiime InagnAtaiuim gdaeya
mum—wmmmumm—l,myﬁmiyuuimmwmmemme qaLALADNITId ARG T3l Lmvmﬂan L|ve)
LW@mNﬂgmwuﬁLmuLiﬂ@"lmm wﬂuwﬁ@mma‘mﬂmmm@ Bun fadula uastaRud g

wnaANaTN AALAY LERN R TIC ARt
e eboakch waF s lumals Aesuunynidua @ausa Fudad e Live F998uauuu Real-
acepoo (o] o o ~ ]
P Messenger dwiuugmuazilanisane time

| Shano: winnzALRuA NN AN EIAdeaN Jiu N TR R
nstagram Shoppin .4 Fruaresdranslduindudnuuginaw
& ppINg “Shop Now” vulwasianes

wWiupaumusinladulay lanaa anaduslaviun | Live sra@ednsaniede wianaern

TikTok Shop

LI AT NG eI IR A9%

LINE Official Account winnziunisguagnAntszan dedaannllsludy | Fuewnsdaaytszandi niandy
(LINE OA) aannaUasdiuan wazidandu LINE MyShop | “diae’
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Website E-Commerce (Owned Channel)

Website E-Commerce #ia dasenismeaduaduivlasuiauailunswusudias (Owned Media)
Tnaguanvzadans Fhudraasunannasasivan mummmuﬂ@ui@u TZUUAZNINAUAN N3T192181 Tlautian1sqnads

saadraiu Nike.com, Uniqlo App, Apple Online Store i mqgﬂﬂﬁmﬂuﬁiamemmuﬂﬁ defe uazdnsz@nlnemaeiy
WLITUA

URARIATY nagnsdnAlunisasns Website E-Commerce

1. mourudayagna (Customer Data Control) iiu aanuun UX/UI ildarndne: wydam Tuneudedodu T
%’@g@wqﬁﬂ@a‘um'@%ﬂ, Email, westns iieldlunai fufau
CRM, 3unsifinma viteeeniusTuduianizynna * SEO & SEM: dsuiulasilimumiaaly Google wiax
2. Almilszaunsnllaies (User Experience Design) yinlarmoufisnnsdes
ABNUULNENTIUN WG s2ULANATN NTUNLAURAUAT LAY *  smyutsrRulaende: seeiuiinsiasen, e-Wallet,
nszLaumsdete lnseRun M0 sus PromptPay uazii SSL ieadanann desiy
3. fvuamauasllshdulatase IidesienAniiite * Personalization: wuzihdudmutlszdmnisdngusise
Asssuitianaas Marketplace (i Ansssuides nsdeTatesgnAn
Shopee/Lazada) * Omni-Channel Integration: FeusafuiuAag
4. gfuanududivesuusus (Brand Loyalty) gnAnanan wiu Click & Collect vaa Pick Up In Store
Fariulaiuazndusngednldine * Marketing Automation: dsdiausaifaunynin@ui
5. ﬁ@uﬁim:uwﬁqﬁ’mﬁﬁugﬂu:uu Sannsafendudn, geu Aetnsz (Cart Abandonment), ssuuasanusiy,

ERP, ssuu9130®u wazszuvaudalamusadnis TdsTududuna




d Jd
ﬂaqwﬁ%mmqmmmﬂ@@u%u

Marketplace

Shopee, Lazada, Amazon, JD Central Marketplace s unaanasunansdmiuda—anafudn
aaulal finumadaavatssg3uiides Inounanesfuasdudguaszuy msudnslud n1sdrszdu uazmsausa Wasy

a3 faatvdu Shopee, Lazada, Amazon, JD Central {ilsznaunisarunsnillairuduazasduiilaies Inald
andudasaFradvloiFeuadaasnuies

*  LNTNE IERNUIUNINTIUT * Msuaelugs * mwAuAuazTeazidantaa
o Guduhe bifesamuiannivles ﬁammwmumn v lifasutsdudman | Weldiannnings 3ate uasiussened
*  STUURNUAYUATUINGT NIzULT19y uazlsTudueiheguue ATLY

RU N199A4 UATLFNI9IgNAN o msssuiianuazrandadu * nagnssmuazldsiaudu
s anuindaierawnannadu FR4ANANSITNIHINANEBATIE (11 5— Flash Sale, 14qiesdauan, dnluls T
o gnddedestuuniatistuuazms 10%) uazenlamniiaiiunisuesii NI

Annsesdderesunaniasiy * auaNszaunsaignAlatias * FIUASTATHLUUTIUA

stluvmtin sty uazmafudeya naszfugnA e iefinanuidede

wiu Shopee Guarantee, Lazada ANANYNATARINNANITBILNARN DT NNIAU
Wallet o Taianmelunnannasu

14 Shopee Ads, Lazada
Sponsored Ads uitesiandiy
WAL

* Uu3n19gnAISIALEY

pavanls dndanssiaan Wislannald




unn 10
ﬂﬁﬁ’ﬂlﬁ?llﬂﬁﬁﬂWﬂ
(Promotion)




N15d9L@3unN159a19 (Promotion)

WU mimammumaqmmwmmaf[,u
ANSIBUAUNIT VITIINA L OASIIYDININITEH
UVBYALAYNTTNVIUY Lwaimmamamaaumma
U3n13 139 Usznduwusluifn valsfinsdoans
AATUNNUDIAUTENBUA | YBIAIUUTZAUN
N15Ma19 (Marketing Mix) nsdeasaiuluey ved
DIANTAURAIALNATUAIN L UTUATHANTAWESY
Asmandilasu N1TINUALBE1NTOUADULAZ OY
AelanisAIua Lmamawu%mmmﬁ%muma
SLmﬁqummﬂu MsdoansvesaiAnsnaglady
N19971999N U UEIUUTLAUNTAULFINNITNAA
(Promotion Mix)



29AUIZNIUVDIEIUUTLAUNITELETUNIINAA

1. N15leIWN
(advertising)

2. ANSA9LAIUNIS
V18 (sales
promotion)

5. N1TIOAIANIINTY
(direct marketing)

4. nsHINua
UsEUdUNUS
(publicity and public
relations)

3. N15VYLAYWUNITU
U1y (personal
selling)




N1SELEIUNITAANNUUAINTLAUAIIUADINTYD

iuaumqaumwmwamLLaumuﬂmasmmlﬂaﬂuu,aummuaﬂﬂ'mmw‘ffqﬁﬁﬁi’wmmﬁm%u mewn vl
nshanedoansnenisaiadiaudfyanniu

miamma%amﬂﬂﬁwuﬁmﬁfuhLﬁsqwa Nuneanedoasingnuaunatdlagnadlv vayawnay
naNe LanAunasazaasaasu U usinadnne

19991NN1 58U TUNTURSTULMIUUUN T EAUDHEATUNNDAUBIANUABINITNUFIUYTO AUBIAIIUA
8IN1IANUININYWBIPNANALYIIgNAENIBGentuNSTAUAININE UMY WATlUSUATUNTENETY
PawndunIzinfngudwanekarslanaulmunglniaany aeinsiela

NsaasuN1aInaziiaNdnUuiInlunneasygianng ilesantuisiulufivgymenu wdnsdom
YIDYBINNNITINIIMUNLLALIIMNFAUAIEIAWAN WAYAAAYINGIUIATE FATIUNTT AUESUNITAAINTIY
wATDLElaNITANTINTEAUL DAL
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AQUITHIAYBINITAUHIUNIINAN

NILAUAINABINITVAVRIGNAT (Demand) il 2 AnwaILAD

* aqLasuvIRatvaAYUIAUARANNALRaD LUangAinTTuNI5Te

* WagukUaiAuARLaENgANIIUNIITBVDIRAIALUMUNE

Ingusrasanugulunsaussun1snatnil 3 Usznisae
* 18199113815 (To Inform)
* 7193413 (To Persude)

* 1 NBLRIUAIINTN (To Remind)
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uuraNuAaneInuauy lea1 (AIDA Model)

N13AYAGNANIENG S AIDA Model L‘Uummamqmﬂwumaﬂuﬂﬁumumi
mmaulwasumaﬂmm wHLNITUIINMSuTULIRUAeY 4 Juney

Lﬁﬂﬂ.ﬂﬁ'\
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n1slaiwaen (Advertising)

NUNED ﬁﬂLLUUﬂ’]Sﬂaﬂ’]’iwiﬂﬂ%Uﬂﬂa (Nonpersonal
Communication) #inesiin1591813u Lwaaammmamm duA UINS
yionumAnvesnluntsatuayy fduinarumneay Wulaandinig
spwesinITnedy Weuantuiiuiivionar ilowansvaanulawan
uBNINMT UszmAvioanssnsnizfideavivunfuiinvouslvaneles
psnUsznouil 1lulvyanatunneds n1slavanil Tedownanu (Mass
Media) ¥ nsvimu Ing niisdoiun dngans

* Usznsusn nislavandsnaduisnisiauainisasmungad sy
N13nsEAEsiUFinaumEngTIuIuLIN

* J52A1591@89 N15LABULUULATOILENUAIDYNEIANNSUNITES
N9EIUNUYBINTIFUAN (Brand Equity)

° ‘Uﬁ‘”ﬂ’]i%ﬁ’m mﬂmwqummiaaﬁwaaﬂwmwimmuua”
ﬂ']’]ﬂJLﬂ‘c’J’JLU@QﬂU@ﬁ’] aum‘m



LASDINDNISANESUNITNAN

Uszinnvaenslaiwadn (Type of Advertising)
1. nslavanszaus® (National Advertising)

2. mslawaneuanyisenislewamesiu (Retail or Local
Advertising)

3. MSlIYNTYaNIEAUAINNBINSTRIUgIULAE NS IE WA
LUULRIE N TIAUAINTDY LA N UULLANIZVBINAR QM
(Primary versus Selective Demand Advertising)

mﬂmwmﬂﬂéﬁmamqsﬁa (Business Market Advertising)

a a

1. ﬂﬂﬂmwm’lﬁlﬂﬂ‘oﬁﬂﬁ]@ﬁﬁﬂﬁ) (Business to Business
Advertising)

2. mﬂmwmlﬂéﬁﬂqm%m%w (Professional Advertising)

3. mslawannisan (Trade Advertising)



CELRD
N1S5aREIUNITNAA

2. N13MA1AN19A3Y (Direct Marketing)

Direct Marketing #i® n139a19n199se HuRon1srainfianisldde
Tawan 1 Fuvdomnninfudielinguduslnn nguithmanefisiaanisly \in
mamauauawiagﬂLLuumimmmﬁLsﬂé’ﬁﬁu LAYEINTONT TUHASNE AT Y
leidwzagjﬁiﬂﬁum Fednuvarvensaaniavdunsieas 2 ma sewing
W1vesduAiungugnAdviing

Direct Marketing ffiloilugsianifianudgiugsiannussian 1

1
A 1

uilugsneesulal g3iveenlal wiedug druaiumueves Direct

a 1

Marketing HufeeazlsiaziinudAymnossnangnls

q



LASD9LD
NI1SEILETUNITHAA

f29819994 Direct Marketing
. n'ﬁﬁfmflsmafmmmt,ﬂmm?ian

nsdauannIfen visesen1saud lusths seq ludgnduay
ﬂauL{]mmwmmwuauialuaumsuaﬂm TnonTimafiagugausvisothiauodd
thanla eliAansaeuglutinandaun

. ﬂ’]'iVI’lﬂ’]'Wla’]ﬂVI’Nﬁix‘l

ﬂaEJ‘VIﬁ‘LJQ”Vl’]ﬂ']W]@(ﬂ’e]ﬁaa'ﬁﬂ‘UﬂallL{jW‘VTlI’WEJI@EJG]N uuﬂamiaq
TUsweld IW&JE)'WLU‘HSUE)L?MEMWWMH Sy UG]?EJ'DEJWﬁ‘U'J’ﬁuﬁWﬂEU@N"] ﬂﬂaﬁmuam
aummamqmmanulswmmu@ L‘U‘Ll(;m

. ﬂ’]iﬁ']ﬂ’]i@la’]ﬂ‘lll’mﬂiﬂﬂﬂN"]‘L!(;l”JLL‘VI‘L!

nIoNTYNI ﬂ’]i“U’]EJGﬁQ ﬁ’JU‘LAL@\WI“I/I’ﬂVmaWEJﬂU’e]’]ﬂﬁUﬁ‘Lﬁ”“Vi’JNSU’IEJG]N
AUNITHANANIAT LLGW’YJ’]ZLIV%J’]EWILL‘V]‘U'ﬁ\‘]‘LJ‘L!ﬂE]ﬂ’]iGU’]EJGINWLM’e]ﬂ’JUM‘iNGU’eN
N1TINAALUUNINAGE Direct Marketing
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A79819U84 Direct Marketing
- MIVIMIARIAKIUINTANWA

ogafsnfiunazduiey WWunsdeasfauslaenss F633nstien
newfinAuLsAgle dmsziianduidmaneg fedudy Pizza
Delivery, Call Center Jusu aﬂmamammmmﬂLﬂumimmimmmm
roliAnAuingy wesfisldinsfenavinlignudenainnguguslaalé

. MsNsAAaRILBLMasIEN wasdasnge

nsaaaludnuned adelidndanduimanglfeesdu wasu
nsvmsmaauuUnszae Snvedadunguidwanefisiansoldfunaney
Suiviuvingit uasSadutesmnaiifinnmion waglvinisneusuednannly

4
a

Jagquuil



N1SAAIANANISIANDUDULAD LR
(Internet Interactive Marketing)

1) Usyeyszhinvg

<9

'ﬂﬂJﬂJ’]‘Ui GTU% (Al) muLLuﬂl'«m'«awLﬂwﬂ'«maﬂﬁiﬂ'«mﬂammu
amammiﬂuamﬂm - LLauﬂJULLa’JﬂW{LGUQ’mV]QWEJﬂ’J’Wiﬁ’]EJG]’J@EJ’NL“Uu
Microsoft ey Uber %nwum Knightscope K5 tia“ a1ansziiuau

2) nslawanuuuiduluswnsy

nstawanuuuulusensuvanefeansty Al Lﬁ@ﬁ’]ﬂ’]'ﬁ%@l%‘lﬁm’]
I@aamiumLwaiwﬂmam'ﬁmmu@Lﬂmmamumam vasnnule
mammumﬁmuammLLU‘ULisJaimJLﬂums%dwmmwLﬂuiﬂ'ﬁt,mm
UseLnnils ﬁvwamiumuuﬂsvamsmwLLav'nmLsammmmwmam
Conversion mwuLLavmumumﬂmmmaﬂﬂ’mamm

3) ynuan

ChatbOtS Qb EJQ@QLﬂﬂﬁ'}ua?ﬂmsﬂﬁlﬁﬂ?i(ﬁ]ﬁ’l(ﬂﬂ"ﬂ%ﬁiﬂﬂ 2564
LV]@I‘L!I@EW]GL“U Al usLGUﬂqiﬁQGUE]ﬂ’NZ‘JIG]@E)ULL“U‘U‘V]‘LW]L‘WE]ﬁUVlUWLLUULiEJ@VLWN
‘1/]\‘1?161’1\‘1’3‘14!LL@”ﬂﬁNﬂUﬂUﬁﬂﬂ’W%i@NLEJEJ@J%Ni"U@%ENﬂﬂJﬁﬂﬂW%ﬁWEJ@‘L!“UE]‘U‘V]

‘“IGW]E)‘Uﬂ‘ULL‘?J‘V]‘UE]‘V]LW%’W”W’JﬂLﬁU’]WE]UﬁUE]Q@ﬁE]@ 24 SU')Iin‘i



A15Ra1ANNN1S AN UDULADILIIN
(Internet Interactive Marketing)

4) N15HANALVIAUNU

NVWUATNADWINUBNANUATIWBINIAARade nad

TARUTUTUADNTAUNUININTY HAUABINITRUUTULAZLUTURRNNS)
AllURsemevaues Weguslnaiidinn 82% AosnisAnau i«

5) N15AAININLD

aanenmedunildlumnlaldduivguuliumsnisnaind
ddlutuiivasiunltudmdu 5-10 I Feuvariuansls
WuianudAveINIINaNNaAR BT uNagvSN1SRaInRIVA
vaarallul 2021

6) Influencer Marketing

Influencer Marketing AomsmanawuulindeUInTiiiunis
Tihiaudduitersrsdonnuuusuivesnaludimaneiilugdu
Influencers e1aifupudsifiveldss uidnlnginduauiiyadn
Y84 Instagram 1138 YouTube Minguautanzngudsanansatie
ns¥aeIIAEIRUsI RS onAn s iveIn KUt sl Tuals



= =
1ASD93D
N15a9LdsuNISHAn

3. NM3EUEIUNIIVY (Sales Promotion)
nsaEsuAISIgeenUY 2 Uselnnuan ¢ lawn

* N1TELEIUNITUN8NY 9g wuTlaa (Consumer
Oriented)

fimnedl yuilnadl dedunlulsvdelunilan
Aanssuil deulylaun n1sansien quas n1suan
AUAFI9819 YBIUAN N13T9LYATITINTA WuRu
wwdosiio wanivaelugnandaduladelaluiud
wazylenszauaNaulakazaunenisialy
szeyd

* nsaaEIUN1TVIeTegAUNas (Trade Oriented)

MsauaiuNsIeil yagaunans Siuvnefiau
NA1INNAITAATIA LALA FILNY WOAIAS WoA
Wan Aanssuasaiunisvieideiylaun nslu
auan augeulv NTuusdun1sve Lazn1sin
nuuansdun Seiiwanseaulnaunardndede
AuAnanenkaratiuayUALAITEIUTEN




AT BNSENLETUNITHAA

4. m3lv1ImazmsUszndnius (Publicity and Public Relation)

Y

4.1 l¥msldinuazdszvnduniuiiveaivamdneel (Image)

1 A 1 1 1 é oA A 1 9 9 A 1
TMwHeNNPUAN Feguantiaous annsoaiieldmilonn
1 ] VS a @ Jd o ' 1 % 4 I A
AUV AUFAVIAAI) VOIHAANUNMNUNGUA VYUY NIWANBAI T LA
=\ ti' 9 1 a Y] s YA tﬂ' A tﬂ' 1 Y]
wernrzadeanuuanalundanua 1aa 1o ded MmN unua
o s A A A A P A g L P v A
mwanyalduilududerimaoedive 14 lumsned 14 TaglHise931n
o : < 2 {1 (Y [ o ]
uaz @y suiludeiguasiuazi@eunuunuldeinuin aaed19yu
o wAa 1 ] P
TPl azshulddiguandaaie mdeudmug n19aiugan v
ANUE NS0 TUMINON tazguanlianien 1a uaazueniilszia
@ Jd o '
duelIuTuIniloudeo tudinudadouni1luld
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4.2 Msbiinuasdszdunusazlfilianainislianusny
UAAR

mummwummﬂamummmLﬁ?faﬂm m@mumm%ﬂu
m@qmumuummm@ﬁmﬂmﬁmmuummmﬂumum guNAdnneiile
IﬂL‘LIGINN'E"W’Y]‘V]LLW\‘m’)’]Lu@ﬁﬁ“j‘Nﬁﬂ Lu@zﬁ’uiuﬁﬁmm@ﬂmﬂmmum
200 L m@@mﬁ@m:‘mmmni@mmv 350 U (Welniuang
Alansuyuz 420 U ‘lummmvmm%ﬁmm‘ﬂuﬂmmummmLufa
Tniudny ”Lumumiuuwmm H1stnAas FaanadiuAnvadialni
WnazsaNang FuTe




LAS9UANSEILESUNITNAH

4.3 Wadlivayav1a153nuuNIniazaseyaAILiNy
(Values added)

Trifunansusiuazsasiuliansaussgdi
Tlunstlawanle msiznislayaniiaiiies 30 Ju
it ﬁQﬁ?uﬁﬂziéﬁauuaLﬁﬁﬂﬂiu‘lmwmmm6] Luileaasly
PR unilunsdinfideyaunnunefiiugatuvalududigu
ulseauilngiigalutetdeeiaiud (Brand
Knowledge)isn15lawanliienaavaseunquls we
vuzifsrfulavamdidannsaatreganiiuliiy
AUA



LAS89UANSEILESUNITNAA

5. M3v1glagyana (Personal Selling)

nsvglagyAravisentinuny feluuguuuy
WilaUeInsa easuuUmned A wiineu a1y
Pnyunguaaanidlninanuaula aaunemisly
ST AUAIMIBUINNTVRIUSIW FauananslUannnis
TawailosanniinaueazUun1sinnelaunsaTEmNg
niinaurguay yuIlnaluasluNsaueYIBLUULIAY
yvReMIiaueuH s arutnglvdnnns
mmﬂummaﬂm uiummamﬂmmmm Wueilleniale
i lagu mimauauawam%aLLawmmaa Taneu
ﬂiULﬂaauﬁuaLauamdmmum






NISUUIFEIUNTAAALLAL NS
A
Aonaataviug

*  HANALAZLTLNNUDIFNATA
*  ALLNAIUNITRANA
*  naaanmAaNAiuNNe

® N1INENIIANARINNITRTRIAANA
WAL INTINNT UL TR LITEN

*  AFNIINLNIULRAUYUAILITEN



ANNHNYVIINMTULITIUADA
(Meanings of Market Segmentation)

vilagnAnyaas STP Ranismszmindinagng "one-size-
fits-all" anunsndstulagnsiell lunanaisinisudediugouasa
Armuanainglutaaiu nasvinaaadn lawdysiiduensdnsafzeg
NENARATILANFNTT m@ﬁ@ﬂﬁﬁmmﬂé’mﬁmmﬁqLL@”Lﬂmum
FaNaynFIe09ns uaraitelaenanNIIIANATIngIMNALNY
mmmﬂmvmmﬂﬁa‘amﬁnmrmmmmuu@mmnm fudedniny

(<74

1
v/ v/

AusunnsussgAN AL FILNNNN T TunE e



Msutsdunann Wumsulsngugnifinnuuandnaiy vie
Jumsdanguanéniiidnvazuazanudeansindendsiusendungs 4 ag
p1feinaiaing q sludulsernsmans nieans woRngu
fand Inineuazdnunelulad setidesnlutlatufissfarieg Hndu

o 1IN 'ﬁamffﬁQU%Iﬂﬂﬁmﬁﬁmmﬁmmﬁﬁiﬂmﬁauﬁummﬁu Tnstanzly
NISLINEIUNTTARA Uszinelne 151 Tausssuiunnssiululundas giinnm sesiu Sl
sUwuumsmduiiafuandafum Tusetinnmsnaindadosinsudadu
pan iolinsuisanudesnsvosiuslaalu usay
afinn Viesdu ngu JAmsIIN uavANINIIRRUAUBIANABINIRana1lH
9E7199NA4



AFLUIFTIUNITAAN

mssuanguuazmvivaihning (Segmentation
Targeting Positioning, STP) Ao msrmua
nguithuinenaaaiil neunaz@ennguudimvualii

St o
Lﬂ'lﬁiJ'lfJTliJﬂ’J'l‘JJ“IfﬂLi]u

Segment Aa nsdauLisdau Target Aa n1sdanmuuA
= 10 wa , & P
na1ad gy Iilauntaaana whvnng iaay 14 lun13919uH

wilaflunguingldaoudusiug viza AaNvTat I AUANARS YT LAz

ANNANHULLANIZN AR ARITU LEUN12RAA TN a N

Positioning Aaa nnaan9mumid
YRINARATUTURIAUINBERTIAA

MUIIAANA




Tagilsyasnvesmsutsaiunain
(Objective of Market Segmentation)

1 L NIN td
izqﬂ@‘&lgﬂﬂ'W]Nﬂ’J']NF’I'ﬂQﬂ']‘JLMN']%ﬂN

(Identify Target Segments)

AN lausaslauazngangsa
(Understand Needs and Buying
Motives)

TinsnannslaastrsldszAngnw (Optimize
Resource Allocation & Reduce Risk)

NauRARA I LazLsnnslus (Drive
Product/Service Innovation)

ﬂ%’unaﬂ_wé’miﬁ:ﬂmﬂﬁ‘iﬂﬂq (Enhance
Marketing Effectiveness)

AS9ANNANALAZAMNEIE Y (Strengthen
Customer Engagement & Loyalty)

e nsumaadaeliannsdnaennquiLsinatasniAnanIngesanisnauaues
naRsTuaiiTaLinie Simon-Kucher & Partners. (2024).

nsaasAneusiazngntdosliianiuinansents woinssu uazAuanla TedATysie
nswmunagmsnisdeansuay product design (Emeritus,2022).

TngdaaTnianisasuiunisnaiaingunduuelinaimaldgaign annisunsnszans
autsznnniedelFqaunne (Simon-Kucher & Partners,2023).

nsutisnguazitatanialunisduniiaeslnsvizadesdneueinain ieuaueAWng
fusangugnausiaznguunay (Simon-Kucher & Partners,2022).

n3TuenNArlsEANBHANINTY HARAFIAL “1AEN” LAZANFABINITRNTTIBILAATNGN

nana (Wired Messenger. 2024)

nsdaansidnlaqpdnAtyrasgnAtazivunisiidousan (engagement) waszinlilg

IPMEN EﬂﬂW/HLLﬁJ TUA UTEEIZEIN7
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AIDYNNTIUANB

Ford amanunssusneius wiisnann
neuslTlungNauatiun1gldnL
14 ngNN IEIINaINUITIN Lazngx

yldsaiannuaynvisalailalag

(- >4

o A o v
AnnLszRIALRDNN wm@aimwmz

Q
1

o/ o Y Aa

AUANHUEHUTINALAAZNGN NALAK

ARTINITAALTLLAZLAAUNE

Nike nquiiislnaniuanpngan 14
daganfsuLNgIuNaasngusias

v Aa

aa a o v
(LT LN ANHNNE|ANTTH LAZANEUS 1

AUANARNINY L 1NN VS,
BRI NFUANN

I9UszRIA WEWNARS DAL
E

v o/ 1 aid Y}
ﬂﬂ?ﬁ]@ﬂﬂiﬁ[ﬂ?x‘iﬂuﬂ@]u%ﬂ\lLL%’JI‘L&N%@@\‘I

a
=

INANUAIULLN AR ALAZ AN






ASLUIAIUNITADA

FUABUN 2 NITNVUARNAN

YUNDUN 1 NISLUIEIURAA
Wanungn19n1snana

(market seementation:s)
: (market targeting:t)

YURBDUN 4 N1SHAIUIFIUUSZEN
YUADUN 3 NIFIVIATLAUY N1SAAIAEINSULLAAZHNATN
7N19N15HAA Wanune

(market positioning:p) (Marketing mix for each
target market)




" o
wildnuyayaail
* Unngtauazinaanuild (Measurable) Lilavinn1suusau

panaLalledunangasNausaInvUNIALaE 81Ul UNSTOUD Y
upazdlunanle

*  pandvunlugiwaies (Substantial) iayiN15HUIEIUNAN
LA ladIunaIng e NIUVUINAINUADINISNANNITNES1198DAUNE

ﬂqjuﬁqagu wazAlstaunne

*  F#u150N9291891lA (Accessible) Lavinn1siusdUsaIaLaIla

A A
11PN U AUNAINYDETIUSEINAIUITO N BIUAZADUALIAIIUADINITVDS
AANALA
1] Q Q o a 121 dl' o 1 1 [
Q/ ° R

FYANTNIN Ansnsaniiuns flv(ACtlonable) evinsuUsdILnaIAuLE"
¥dunangesiusimaninsaldlusunsunisnann gslanann
Wnuneg1alang .

*  Tdnwazuansng (Differentiable) aynsulsdiunainudy
I¢dunandeniignénueaiiunuunnsiiwomdnfasitazaiu
UszannsnataiuanaaaIngulsiu aansanevauenIm ,
AonsvesgnAmiiinauianelale

o




nannaginIsiusdunaInEuIlaa

(Bases for Segmenting Consumer Markets)

szannsAnans
(Demographic)

- I A4 NNTLLNENRNIRA A TN W]
WEANTINNNITRNANAGE

nansiue (behavior
toward product)

uananusisanniu (Using

Multiple
Segmentation Bases)

AINNAIATYLINITULNAIUAATA
L4 L d ¥ 1 ¥ a ¥ ¥ dl ! o v ] 1

* wnlaanunainisgnA doeligsnadilaniufesniuanseiueeIgnALAazNgu
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1. msassaeuuuapiamans (Geographical Pricing)
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3. msassmaugania (Seasonal Pricing)
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4. m'a"ﬁ'ﬁ'\mqmmmiﬁiﬁs’lmﬁ‘ﬁ (Skimming and Penetration Pricing)
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5. mimmmmewmmaummmﬂ (Promotion Pricing) \iunagns
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6. nagnssaga (Product Set Pricing)
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(Price Policy and Strategy)
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1. nsassamngania (Seasonal Pricing)
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2. manssamnnananinan (Psychological Pricing) '
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3. nsaITIANuwuanimans (Geographical Pricing) :

1un191111ATI AN IALINTIRNAI TN DINAUN WA LN 9 UUAS L
FIAAIARINARNNIARI] NITNUUATIANTAANUUNLAIABINANTIUN
=X (% 1 v 1 Qi ?:J/ 6 =
natfaqesinge) Usenausae |y s28En1e NFAIYR999ANT (178 199971)
ADNUNAAAINUNE ANTUAS TTNIITUAS LUAMIRNAL UATANIIZNT
LNTWlUAANA N19AITIANAINUINRAEAT LALN N9F99IAIANN

U6 NN9FITIANIAINALIIANALN UTANIIFITIAULLILRUNEFUNTTZ AN
YUAT LT194A%


https://www.bangkokbanksme.com/en/strategy-set-a-price

d @ Yy oy
S NAgND ‘1991 1° 1ﬁﬂﬂﬂ1§ﬁﬂﬁ3ﬂl’lﬁ3

U U

4. NM5AITIANGILazNsaesA1sn (Skimming and

Penetration Pricing) :
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5. nagnssiaga (Product Set Pricing) :
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6. NaAIsIANanisdudsunisnain (Promotion Pricing) :
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7. nagvssimuananngugnan (Pricing by Type of
Customers) :
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8. nagnanmsassAuuvaanaa (Decoy Effect) :
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(Basic Pricing Principles)

L

1. Awawidunu (Cost Analysis)
FATITVIAUATLATANHNANANUDIGNAN
(Customer Value)

3. Gwnzeaiauazeuds (Market &

Competitor Analysis)
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(Basic Pricing Principles)

1. Jmszvinunu (Cost Analysns)
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(Basic Pricing Principles)

2. pszvinpiAuarAuANAedgnAn (Customer
Value)

91A1 lidAasAsaNAuyuetinamg e
fa1sou AnAnTignAsug (Perceived Value)

*  f1gnAnFANIn “ANAN” ANNIRRAITIAgINdNAu e

*  FAuMARLRU FasaTA lndAsanans e ludide
qnen

AR89

o =R

*  Starbucks anurlunendnguaansnzgnandugng

au

1graUNTILAZLLITUA

b 4 v 1
*  uwusuaasn Uniqlo sssan “dusn” Waliiay
AMUNINULATBIENIT 1T




Y 9

HANNITNITAITIA L 0IA U
(Basic Pricing Principles)

3. Awmzvinanauazduas (Market & Competitor
Analysis)
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