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T3 LATTYAT (2557) NAENENIIAATA MNNE DN NetlszeansaquLlszaun1an1InaIAR 1
NARA T RWANTELINT (product strategy) $1AN (price strategy) TININAARINUNE
place strategy) NNI&UATNNIIAAA (promotion  strategy) uﬂ%ﬁtﬁﬂiﬁqa‘ﬁ@miq
TnnUsrasAn1eauniIgnann lnasngdqullszan (mixture) 1aad7usrannanmanana i
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= = o A 1
mem@ﬂﬂmﬁl‘ﬂwnm:umm ﬂ’J’]ﬁ\lmﬁ\l’]gﬂﬁl’NVL?
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N‘]_I?Iﬂﬂl,‘]j’]ﬁll’]ﬂ ZQ’]M?ULV’W@QN@V]GL%GLHW]?@@@’]? 1®LLﬂ NIFIHEN N 9EUETNNTUNY
N9 LN NAUS NIT TNENULNY LAZNITHATANINGIF



d d
@x‘iﬂﬂﬁ%ﬂ@llsll@\‘iﬂﬁgﬂﬁﬂ1\‘iﬂ1ﬁﬂa1ﬂ
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2. mqﬂ@zmﬁwm@mmm (marketing objectives)
v = . = QI v
® AAYNAIULBNIZLANEAN (be specific) mﬂmmwmuqu:ﬁ

* Fa32111709A LA (measurable)  Tagdn lodumaaudelTunels A USALNauULIan

(relate to a specific time period) LUNITAAIANNHNITANU UM ANT LAY 11 Nl
6 AR 138 1 U119uun tum

* LWUNDFANTINIBIRANALUNUNNE (focus on affecting target market behavior) Liu
e e o N A A N
AWATNINNITAAITRATILINUTANNITATY YTRTANINTULS

Q/

® NIAUUATAYUITRIANITAAIARINITAANHUNITATNTURBUFN 7] A9
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11N 1 NUNULBAUTL (review sales objectives)

o c = [ di v o Y
¢ Qﬁlﬁlﬂ?%@ﬂﬂ%’]ﬂﬂﬂ?ﬁ@’]ﬂﬂtﬁ\lNﬂﬁl‘ﬂﬁ]@ﬂﬂL‘]j’]‘VIlI’]EI LW@IMU??Q’]MQ‘U?%@W’W@Wuﬂ’ﬁ“’mﬁl
LAXNITAANA §9NAANFaNRANTUNAINLU INEa AT et uNnduTluatingle

% 1 dl o a % = A dl o v a = 6
* faausig o NN ldludaFunanesdauin g ineswanazinligsnaviraesang
ussqulvangluanunisne e
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TUN 2 NUNIVRAALTIUNE (review target market)

¢ @J‘?J‘LL’]@LL@SﬁﬁﬂﬁlﬂWWﬂﬂﬂmfﬂ’]ﬂLﬂ’]MN’]ﬁl

dgj U U A = U o

* WuguesdayadiisinaviregnAnaqiiy
o 9 o A = v Aa = v dl
* nrsnunuRataiungazi IR lans U U uTe LTI e UFINAUTagN AN
NATU TITTAUUDINITRLNAIUNTTAANA (levels of market segmentation) H 4 3261l

(Kotler, 2003) sail
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1) NITAANANINTL (mass marketing)

* [lun1smananyspNd A NanTaNanRuAY TugduuuRgaAuIuAIuIUNIN (mass
production) Ineinaanqnemana ldinng (mass distribution) LAZAILETNNITAAIABL N

NN (mass promotion)
[ v v = o
¢ Imﬂm\mmmmmmmmmmmmmnu

a dl 1 o o/ Adl a . . 1 Qi a a 1%
. LﬂuLLmﬂmmmmﬂmmmmmm@m (production-oriented) Imﬂmmzmmumiu
SULLLIALNAUANUIUNAN [NaaARUNUIUNTHAS
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* 3131 (MAMA Instant Noodles)

* nguii g AunWANNdE Tneanzde@Fau daMneny

o msmann: o urandreuazseiies fudseandniels

* qaLsiu: WuNMal “avnsesanlnannaiEew” wuuldaizenizngs
 Tana (Lotus’s) — mdanaxelua

o ngulumng: fuslnevialunninannde

* n9mana: Tsludu “ans1An” Nauna Ine WL TusEn
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2) mﬁmmm‘tqu%qmmmmw (segment marketing)

* [Juntsutihdaunainaaniflugau | AuANNAeIN19IaNELTINANLANFT W aziily
nsldazasianisaannlneysndsuaesnain (market segment)

® LUNAANANANBITIAAIANAIINABINIINUANFNNAY §9NAFIAANARA LI LA AU
U32aNN19N1TAANA ITWANFANAUAUILLFAaTAaIALUNE

* lunsiitiaznaiifiada e Fauiugsna wenaniusitaz Ul szannnNIImaiAay
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2) mmmmimwwmmmmmm (segment marketing)
* Ta@1 nf

1 1 1 =
¢ LLMQﬂQNM@ﬂ@ELuﬂ@]NGH’]L‘}JH’J:

* Jugu — leaTed s nAUNAL

* AUSNFUNMN —> gasliiitmng

* AUYINIU — 1A WY 2NeRINFIUETAINTE

* AIS

° 1 o/ el A 1 1 |
LL‘].IQ[?]@’W@IV]?WWV]N@@@L‘]‘juﬂ@j\lb‘ﬂﬂ 7] T
* nguinEEUAInANEY — wAnnaAIgn niauinluduy
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3) mmmm‘lﬁmm@ﬁmmmmjmﬁﬂ (niche marketing)

v dl = 1 Qi 1 < \ dl = v QI
* un17lMATa9HaN 1TRAIA AN AAIANANLAN (niche market) TNAIINABINIIY
L@Wﬂzmm\iLﬂuﬂzimﬁmmdﬂmwummmm (market segment)

v
g 1 o =\ 1

I < dgj . dJ = QI [ o I
¢ RATIANANLANU (niche market) ﬂm\lﬂLL?N“HNLWEN‘MHQ?’]Elﬂ/iﬁ‘ﬂvl)ﬁ\lﬂﬁ"]ﬂlL‘V]r]uu PaInnNaN

au
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& ==K a o o a o
L@ﬂ’NLﬂumuqﬂujﬂ@f]ﬁ?UU?HV}L@ﬂ

* pananguianaaulunjaziiungunisalage wiaunarana RUTeAUAIIIAILNG HAN
AANNIINANIZIANZAY 11 NADINIWALALLT WA LA
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3) ﬂﬂﬁ&]@ﬁ@‘ﬁ@ﬂ@qﬁmmmﬂzﬁmﬁﬂ (niche marketing)
* AFAUNS (Srichand)

* wliprupnAMNEud uTuaqiadulneenty — 1wizngu “ann mandymiianuly
HaeFan”

* pavlantnguianusNauuieswanaradenils
* asWpLiasYiasnuy (Local Craft Beer)
* lInznandUTinAnTuTeULisfaTFLlan Tl waraulanun UL hiy
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4) mammm{qmwwmm (individual marketing)

¢ Lﬂ%ﬂ’]ﬁ‘LLﬂQZﬁlfJuﬁl@’]ﬂ‘ﬂ ﬂ’]WN@NUﬁ‘MN’]ﬂVlﬁﬂ ﬂ‘ﬂLﬂuﬂ’]?LLUQ@Quﬁ]@’]ﬂ‘ﬂ@ﬂLﬂuﬂﬂuﬂ‘ﬂﬁl
l Lﬂ‘ﬂlﬂ‘ﬂ‘]_l@uﬂx‘iﬂ'ﬂ”]ﬁ\lﬁ‘ﬂ\iﬂ’]ﬁ‘?]@\‘m‘]_lﬂﬂﬂL@W’]w']_qlﬂﬂ@

o Humsldiedesiiensnaialaesaifiiinamelnsemii
o/ | a dl ¥ c‘jd % v o dw o v Y A 1
* faativaasgananldnagniupe MussnAagné MsLgLTInALFaz e

® NALNTUAIRATIIENIT NITAAIANILANITNGNGNAT (customized  marketing) 139

NTAAIANILANIZLUAAR (One-to-one  marketing) 38 N1IAAIANTNAIUAAIA
(segments of one)
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4) mﬁmmm{qmwwqﬂﬁ@ (individual marketing)

® Lazada / Shopee

* l4 Al 3Lﬂ@ﬂzﬁwqﬁm‘iumﬁ%@-m@ﬁum 09814 uduandudnd “anetaaula’
. L@uﬂiﬂiiu%’umwwmm L AUe9Lsvandu, Flash Deal a1nsuRilagianie

* §5N1A2ANBULUDIVITYUTDRUAIRIVINLANIZYARS (Made-to-Order / Personalized
Gifts)

* Ly SuagesadyNgnAaandannu gnamw M?‘@ﬁvlﬁﬁﬁmmmwm

* finasingiu naasrasdy v Tadiy mmmaumwvmmmnm
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6}J‘Lﬁ/] 4 mim‘mummmmm@mﬂma‘mmm@\‘mu (formulate a rationale) Lﬂummmm@
‘Vi@ﬂﬂ’]?Vlﬁ?ﬂ@ﬂ’]‘iﬂuﬂ“ﬂumﬂ@”iﬂﬂ?”Lﬁ\lu'l’]

. fh”mqﬂ@zmﬁmﬂmimmmwﬁq%ﬁu aNsnussqinuNneasnIsIevsa b

* dnuaannsaazadiullinlusudumsiiunauiniasiiesls
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3. TrnUsraaAn19nn9Ru (financial  objectives) WudngusvasAninandaeiuy
n1aRulus N I dayaN e UANIUEN NN UAIFINA FUNUUHUNLIY LAZNANIT
ANUUIIUIAIFTNA BAN UL TATATINNNITRBUAL TATATINRUYLIDIFINS

* dayaaitiazdsaduauulidilsznaunislunislsznaunissindulanisfinunistule
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NAANENINNITRUBAZAIN NN NNITRLRIINA
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4. RAAMLTIUNNE (target markets) A1NNITARNITANUUARAIALIN YN LT HLA 1

a v =

Hunguifuuiaudaniarnguiiinunesed genaasAasinisnansnngiazidnnemie

| v A Y I = c = c
gqmummmﬂmm&mmu”l,m@m\‘i”l,@ IﬂﬂNﬂﬂﬂWﬁﬂﬁ?L@ﬂﬂﬁ@’]ﬂL‘]j’Wiﬁ\l’]‘EI 3 ﬂ@?;lq‘V]ﬁ
(Kotler, 2003) fail
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41 N1IRAAN MBANFAINTEN1IRANATMMEAWAY (undifferentiated marketing)

c ai a LY dl 1 = v A o
¢ Lﬂuﬂ@ﬁwﬁm@mmmwL@u@@umum@ﬂLmﬂmﬁmmmmmmmmmm@mmu6] N4

ﬁ‘ﬁ@@%WﬂqﬂqﬂJﬂ@ﬂLLUUﬂuﬂqLL@”’J’]\‘IIﬂﬁ‘\‘Iﬂ’Wﬁ‘%’W\‘m’]?m@’]GWI ﬂﬂﬂﬂi@ N‘Llﬁ‘cl:ﬂ AL NN
4] ‘l;]/\? %uﬁUﬂW?LWN‘sﬁﬂﬂVﬂﬂﬂ’]ﬁ‘@ﬂ@”]‘Vi‘LJﬂEILL@vﬂ’Wﬁ‘I"J\IHM’W LW@%?iMLﬂﬂﬂ’]WW@uﬂﬁ
)

WA

g =)

2
AUA

=3 _

. mﬁmmm‘ﬂ'mﬁ@uﬁuﬁ%ﬂ?mﬁ’mﬁunuﬁm d L‘ﬂmmﬂ%mﬁ’ﬂmmamiﬁ%ﬂugﬂLm‘u
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TAAAFUNUNITHAR ARAUAIAILUAS ARANTIUEY anA1tuEun anAdldansTunisias
YA NUNLNTARNA
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42  NNIRAIANFNNAUATANTAAANNIFNIA9U (differentiated marketing)

. ﬁ;iﬁm:ﬂﬁ@ﬂﬁﬂLﬁuﬂﬁﬂumummmﬁmnﬂdmﬁqmmmz@@ﬂLLuumamﬁmeﬁmew
U72ANNINNITHANA WILANAINARANN A TN NI AN L LARZEI WA A AL

* genadaulnntanldnagniuisaaziaanRall

n) ﬁﬁ‘ﬂ@@’]ﬁ\l’]ﬁ‘ﬂ@?’]ﬁﬁlﬂﬂ“}J’]EIvLm\I’mﬂ”J’VJﬁLL?ﬂ Iﬂﬁl‘l’]ﬂiﬂﬁlﬂﬂﬂ’mﬁﬂﬂﬂﬁ?ﬂ@@”
b
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1 v
= (%

) FUNUNWNATUFN 7] AN UUASE
(1) muwuiumﬂwﬂmmmmm (product modification cost) axnN RUYU
GLumﬂmmmmmemL‘wmw,ummnmmmﬂmuﬂqﬂumm@ﬂmemﬁ‘wmmmmmm

v a . v v a 2’/ dl (%
(2) AUNWNITNAR (production cost) UsenaumaenuyulunIsAAAILATEANS
Lazg1nanEing < suiAuURaniagarAeuinegalies A nNERA T ANt A T
Tdifiannsdszndnnieluvinns AR A UATHALAEINA1WIUNN
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(3) ﬁunuiuma‘u‘%ma (administrative cost) mmmﬁﬁmﬁ’umﬁ‘mLLmumﬁ‘mmm
A nfuusaznaniEinazuanseiu A ldgsnadasudaanldanalun1sdanana nns
ANAAZLLAUASA N1TILATIEWEAATNE NITAATNNITAAA WATNITUITRINIINITAR
AN

(4) ﬁunmﬁ'mﬁu%ﬁuﬁﬂmﬂﬁq (inventory cost) AANATIFN LT AU MaNHU 3TNy
AU UAUAI AR A MTLAUA AN sz NINNIAUA LT NLRZINTL
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(5) muwusluma?zmmuma‘mmw (promotion cost) mimﬁ*mmummmﬂﬁvLmn@v
m‘memhmImwmﬂwmmvmﬂuum RNAG mumuﬂ@vmmmﬁmLmum@mmmv
qumu
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43 NIIAAIALLLNIAAIAAIULALINTANITARIAKNILANIZEIU (concentrated
marketing)

* [unagniNyInaIngIuAnUNdIu
dai a A o/ o o K N o a A ] ] <
* neaUNgINANNINeINIANin Audanaiuianislugusiudiulunflunaiaian

* NNTLABNAAIALLLNIAAIAZIULALANTINAAEWUALAITNIALIGY LHAIAT NE
NANITIIMNELNENAIULAEN



d d
@x‘iﬂﬂﬁ%ﬂ@llsll@\‘iﬂﬁqcﬂﬁﬂ%‘iﬂ1ﬁﬂa1ﬂ

5. NI9INBNLALNKNARA L (product positioning)

* 1IUNN99RAUAN TR ANNLANFNS TALAY LATATIAINANNABINIT TasLFeLhe L
AuANrasgINAnuANAIa9A kWt luan larasgizina

o MIeAAuAYIEB M ITBgsiaTuAzEes 1) HAvNdAty (important) 2) &
AulanLa (distinctive) 3) witendneuts (superior) 4) ansnsnAeansls
(communication) Uz 5) H&va#LA (preemptive) FefiansunldannandnELEng
(Kotler, 2003) fAqH
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® 5.1 ﬂfma\ll,l,ﬁmﬁh\‘iﬁﬂumamﬁmmf(product differentiation) Lﬂuﬂﬂﬁ‘ﬁmﬁ‘ﬂm@mﬁﬂ‘]ﬂmx
LAUABIADNANADTNLULD NI ARINTU T9AIN13 WA IAANATUANHWTENG ] LT
91111 99A1 AUANTIF ANNUNTENE AVNAINU LAZATUNIN LU

* 52  ANINLANGNANLENIS (service differentiation)  unisn MuAAILMUIIINIg
e liurindnsiowt Inaniuiinnslduiniswilendngusedu SsamnsaRansantdann
ADIANTHAUZANS 7 11U A2INSIALTT N15ENNITRAIALAN N35leeA nsineusnviza
THALENHLANAY N1TLFNTARGY LAZN1TLFNNTLNgS AT T AN LN LAY
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®53 mmumnmqmumm (personnel differentiation) H11NTNNVLARNLNUNNINNNT
WN’]ﬂIﬂEIW@’]?M’W’mﬂ’]’]ﬁJ@ﬂﬂJﬂﬁ‘ﬂﬂﬂﬂUﬂ@ﬂﬂﬂ%ﬂﬂﬂﬂ?ﬁ?ﬂ@ Iﬂﬂ%%iﬂuﬁllﬂsﬁﬂu
NARA AU LANUTNNG %Q@WN’]?GW@W?MWi@@WﬂﬂﬂAﬂﬂHm AN "] L 14 ﬂ’)’ﬁ\l?
ﬂ’]”]ﬁ\l’ﬁ’m’]'j‘ﬂ?]‘ﬂ\ﬁ_lﬂﬂﬁﬂ? mmeﬁ@@mmmm%mﬂ@im UgzaUNITILAY mmsmmm
ﬂﬂ?@LL@L@’]SL@sL@@Jﬂﬂ’] WJ’]N‘LA’]L“MG@ LL@%ﬂ’]Wlﬂmﬂﬁﬂﬁ’]?ﬂU@Jﬂﬂ’] Lﬁumu

® 54 AMUNLANANAIUNINANE (image differentiation) Lﬂuﬂjﬁ?ﬁmumﬁ%mm
N19nN1TRATA tatia N INANlredN AR ngTagenan il ueTeia lun13aF1g
AYTHWANG NN NN TUINTU %qmma‘aﬁ@wmﬂé’mn@mﬁﬂwmwm 7 i Ay anead
NNFIALURANITOLINLAL @D NUIVBIARTT WATUTIINTA LU
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6. NAENT (strategies) NM9asAaALTURIMARS D087 RUATT LAZANNNLINEH

1 v v

. L?uﬁqLwim@vﬁ’mmmmﬁmmﬁ?ﬁnmﬁ:{uﬁmLmzzmmwmmuﬁﬂﬁﬁmmi%ﬂﬁuﬁm‘?‘@
13N19

® NAYNENITAAIAATABINANNANIE NUUATBLILIAA *] BEINTALAY UATINERLT AL
WEANIINTBIHLTINA

* NAYNTNIIAAIAALLTUAINUUANANNUBILHUNITAANA NIFINAVLUUUBINE AT DT
INAAINITDNINUANALNTH 7] IANINNIT 1 NagNs taanagnin1en1smnanalunig
W9 (competitive marketing  strategies) U84§3NAazlsynalaag (§INA LU,
2546; 175 ynaanilsnnu, 2563; Kotler & Keller, 2016)
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6.1  NAENSINHUINATA (market leader strategies)
v a 9 o
* lunnenaIuNITNAABINEUNAAA
a o ai v o = dl a o o"ol/
* Usmndueinlunainacidounsainainnnngn lunanaNansiousiti o

* [y IneAnyinana I-Phone LluginnainInsdnianiminu (smartphone) Nigniau
wazialnaiadunausn s inatlseiiula

* danusrasAnienisaainaasinfieineaaduiniuld Inainagnsnldhad
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| N o o y
6.1.1 NN9AELLRAAINTIN (expending total market) N1snaziflufin luna1nsaIneew
W AINANANFAINITLAZUNLAUDLNA RSN LN AN TaUe

a

o di = a v dgj a2 v
¢ @W%Lﬂumimmummm@u°] WBLANAIIHNFIANNNT MUNTTDATLIAN
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