


FOININITIAV KU
(Distribution or Place)

=X dll 4 a o " Y a
N9 NIzUaUNNTluNIsIARe U NARs WA N NEs 11

fauslnanugaing vsadldanavnssu Tnavialiudoduan doulug
TlARnedud iU inAlaanse urazlinguALNaaNIeNIaaIn
(Marketinglntemediaries) wnunvinutinnisinelunis

dl % a o 6 Y o a v Y Aa v A Y o Yy
aauuaasTwsRngNan Iz inarugainevrad 14 vin i
79 [ SUNARATUITRNNAATADTUNTFBINIT  ABNAWNNWNNIIAAG
duntaeyinuinane] unugnaavraglsznaunig Gendn deq
NNNNFAAAIMUNLNTATRINIINITAN

weLcC
SHOPP

LINE : @dropshoppingthai www.dropshoppingthai.com



FOINNINITIA
1MUY
(Distribution
or Place)

AT “YBINNNITAATA (marketing channel)” 158 “%
BA9VINNT9AT (trade channel)” #1380 “¥BINNNITTIAIINN 18
(channel of distribution)” TASENNITAAIARAILVITIN
ANHAHAETIUANANS

YHINWNTAFIA NHILTI “NQNYBINOTNB ALY
o/ Ail o a = = ‘dl
29 UNTEUINNTITTIALY N IMAUAN Y38 UBNTuTnn [reny
A MSUNTlvEanisualna” (Stemn, El-Ansary and Coughlan,
1996 :1)

FAIVINATTARIA WN1LTN “TeUUNIDIAZTDULIDY
FumiuazaonTuivian1asiuTan war URRAensTuynes
TumiL%'@mumqmﬁmmmzmwzjwﬁmﬁ’u;ﬁﬁwmﬁqm
f159” (Berman, 1996 : 5)

FOINWNNNTARIA NHTI “Laun9n1Tiaem
nagnans auAnanH AR S sUaln Al gavng (ultimate
consumer) W38y [BN19RAFANTIH (industrial user)” (AFI3904
W3RN UWAZADLE, 2540 : 472)



UadeNdnan

TNUANBDUVBN
NINNTINATN

Lﬁaqmﬂﬂﬁ]ﬁ;ﬁ’uimﬁmim?iauLLanmUﬁwmEJF] oY
TIHINANTLNUADNITIANIIATL YBIMNINTAATR BVSNavedy
'«ﬁammﬁjﬁﬂwﬁamimm TA U AYAUTDINIINITAAIALIN
B9t TauusUadeiidimanssnunevemnanisnatn senlaiu 6
Ao il

1. msdsduresanlsemunisdadime

2 maiAsuuUamninsalunsdiderasgnan

3. mMsiawnandunlng

4 wAlulaglunsruaazn1sINTINUTIVNLUUNLLEY
LLp

5. QUETIRINCY

6. ANUNARUIUYDINIINITIATINUNY



YA A I [
MY ﬁjuﬁjuiu%@QCﬂWQﬂqiﬁﬁWﬂ

1. aafnsfvhvthiiAnse (contractual organization) #30t38N71
993191150A1A (marketing channel) manefis fiivimh
Aeafunste nsune waznisteuthennududwesludud
wioU3NT Feusznaulusag

1.1 {N&n (producers or manufacturers)
1.2 Auna (intermediaries) oA
1.2.1 Aunafivmingidas
1.2.2 Aunasfivihmindidnuan
1.3 gldmuanving lawn

1.3.1 E:J:U'%Iﬂﬂ (consumers)

1.3.2 ;ﬂ%vmqmamﬂiﬁm (industrial users)




YA A I [
MY ﬁjuﬁjﬂiu%@QCﬂWQﬂqiﬁﬁWﬂ

2. §81I8ANNEEAIN (facilitators) vunefis givihvthndiemaelunis
U URNUNeN15In Imedum vieusnis ladmamlilinsinlueny
LEIIINgNAYSeLIIReTadiugnAidy Tusudy 9 wu nsvuds N3
< £ Y v a G <, k 4

Ausnw Mstigausu visenislawan Jusu Ussneulume

2.1 53NaRlHUINSFUNIUUES (transportation firms)
2.2 gsianlviunissnunsiununaud (storage firms)
2.3 USEnALnulawun (advertising agencies)

2.4 g3haflUIAIIUNSEY (financial firms)

2.5 g3naRlviuIN1sFun3uUsEAY (insurance firms)

2.6 33NANAUINITAIUNTIBNITAAIA (marketing

research firms




AUNA NN INNTIIFNATN

AUNANNYIINITRANA (marketing intermediaries) %39
136071 @01UUN19N1IRaIn (marketing institution) e UYAAa
ﬁaammﬁmmﬁwLﬁmmizquﬂwamﬁum fu wuslnavseyly
n9gRaInnTIll (Kotler, et al,, 1999 : 555 - 556) Fsusznaulun
28

1. woAALNAN (merchant middlemen) N84
qﬂﬂaw'%aammﬁ%}a%umiﬁ eseaiiionrils
LLasﬁﬂﬁsuaméiuﬁumﬁmuﬁ‘immaag WU WOAES
woA1Uan

2. FNUALNAS (agent middlemen) wunefs
ynmavidoosansiiaumgnanluun yuanuagsins
smesedluyudn unlusinssudviluduaiiaue
VNG LYY UIENUT MILNURKER AUV

3. HENMEANNEYAIN (facilitators) Muneiis yara
= Al a a £ a v °
13009An5Nbly tndinssudanslu dum wazly lavi
N151239190 504 IMKNER UAITYIVINNUINE UL
AUaEAINtUN1TIR Svunedualuiugngs
USTMIUas Uselnusnisadaiuduen @y
A5 FILNUUSIN 2w




Philip Kotler, et al., (1999 : 558)

AU UINYDIBINIINITHANDDNUU 9 AT fail

1 AUNUNTIIUTINLARLHELNTVRYAUIIETNITITEN S
N139a19 (marketing research information)

2. wndlunsasssunisnaia (promotion)

NNIUNI919529198994 (negotiation) aluiin15%e
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2. ¥IN191UI52AU (one level channel)
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1.

2
3
a.
5
6

aN¥AEAaIA (market characteristic)
anwadgaAUA (product characteristic)
ANWAULVDIAUNA (middlemen characteristics)
INPALVDIUTEN (company characteristics)
ANPALNITULVITU (competitive characteristic)

AnwalzaIwInanu (environment characteristic)



N1SNIAUN
AMUIUTZAU
VBIYDININIS

ANVTAUNY

1.

anwaemam (market characteristic)

1.1 AanRUILNALAEAAINEAAIMINTTY (consumer
market and industrial market)

1.2 91UIUVBIYNAKAIANI (number of potential
customer)

1.3 wﬁumiﬂizmwwgﬁmam (degree of
geographical dispersion)

1.4 YunU99A1&9%e (order size)
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2.2 4yamneWIgYaIduA (product unit value)

Q/ (o]
VAVIVIUIY 2.3 AnwuLNWATAYeIAUAT (technical nature of a
product)

2.4 enudenevseanatioisivesduni (perishable)




4 3. ANWAULVDIAUNAY (middlemen
ANT3INTINUR characteristics)

ATUIUTEAU 3.1 nM3luuSnisvesAunang (services
provided by middlemen)

VIVDNNINAIT
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INVNAUTY (availability of desired middlemen)

3.3 IAUARUBIAUNA NN UL UIUVDILNER
(attitude of middlemen toward

manufacturer’s policies)




4. aNPAIZYDIUIYN (company characteristics)

o
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AMUIUTZAU resources)

VDIYDIN1INTS 4.2 ANUENNTOLUNITUTIT (ability of
management)

ANVTAUNY

4.3 ﬂ’J’]ﬂJG]E)\‘iﬂ’]ﬂUﬂ’]iﬂ’JU@ﬂJ“U@\Wl’N
(desired for channel control)

4.4 UINMINEYIERdnvv (services
provides by seller)
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* GOOGLE SEO
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