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CUSTOMER EXPERIENCE (CX)
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1. dSvAUUANMVNAAUYY (Competitive Differentiation)
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2. lv_\'lunmuﬁnﬁuavgnﬁ‘l (Enhance Customer Loyalty)
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3. IWUganUIgua:mis (Increase Sales and Profitability)
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4. ansiununIsusnisanm (Reduce Customer Service Costs)
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CONCLUSION: CUSTOMER EXPERIENCE
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(CUSTOMER JOURNEY)
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Juouudv CUSTOMER JOURNEY

1. Awareness (1NSSUS)
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2. Con5|derat|on (mswmszm)
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3. Purchase (Msfinautoso)
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4. Retention (A1sSavianAa)
AoA1SaSIVUS=auAIsalGVaUnNgD KavolaBoouveioltiov IWolK
anMWYwalouIAWaNY:NaUUNIEUSNISEHN

5. Advocacy (n1suannid)
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2. masUs:zlbuniviaan (Consideration)
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3. NDWWBUBOU (Preference)
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4. msBo (Purchase)
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5. AIVSANNA (Loyalty)
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6. n"1suannd (Advocacy)
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(Customer Journey Map)
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(Customer Journey Map)

S1gazldynUDV Customer Journey Map Uavl

- Phrase: mmuuuuavnaULmHma

- Action: A1SAS: mua\mammHmzﬂuum -Qc Junou

- Touchpoint: 80 Content KSawUnviu naﬂm"(muUaauwus
- Pain points: UtuKk1anm
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Junaulumsasiv Customer Journey Map

1. AMKuanaw Customer Persona tKaawou
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3. as1v Customer Journey =

ANRUANY 5-6 gunau Customer Journey
4. AMKum User Action
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9. K190 Touchpoint
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6. K19A Pain point
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7. 7MKuA Solution
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1. "kua Customer Persona
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2. sousocuvana (Research)
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guaauluaisasiv Customer Journey Map

N1SYANT Customer Journey Map d1HSUSSA? "STUaIKISIWagunIwuUU Delivery”

3. Customer Journey Map Table

Awareness

Consideration

Purchase

User Action
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Touchpoint
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Solution
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