n1sUs:zandlzngunnIsaalausns
Application of Service Marketing Theories

D1ANSAULLUIAQLELIBINS dnagnsnIsuSKIsssAdUSAIsiulanAUDSL
(From Academic Frameworks to Real-World Service Strategies)
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ASDUNISNIVIU 3 taKan (The Executive Framework)

IaaKkann 3:
ﬂ’lSES"l’OF!ﬂJF’I"I
(Create Value)

* 20NIILUNTSEVUDU

IdKann 2:
nIsniKkuanagns
(Strategize)

* 2I0AANVIIA:ASIV

e |
IaKkann 1:
N1SJIAS1:K
(Analyze)

» SUoden0douna:

Us:1iduaniunised A wldiussu Us:aunisnl
(Gap Model, SERVQUAL, (Service Triangle, STP, (Value Proposition,
Service-SWOT) Differentiation) Co-creation,

Service Blueprint)

—_— e——7 1

nfikanuavnisUs:and(d: GavAULAVUSUNIAWI:UDVIIGA:OVANS
KiudnuudiaavuiidoudisilasluusulkiKunsaunuanIwinaaaudsy (ASissau 1assad, 2560)
R— S T —" A L ) e e e e L ) e i S S — |
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Ll3HanNNn 1: AN1SOUIAYUAZAUKIBDVIIVUSANS

Customer Journey Radar S:UQAUAWSDVADY
Gap Model & SERVQUAL

ImUunsamwam:n YDV WATUNIW
mnuunacﬁnluns u::umsifHusmsamleus

N1SASDIADULTUNIVANAY
(Customer Journey Audit)

lsumnmsmuuauanmunmnugnmammuus uu
IWBS:U0dauWa (Touchpoints) nanmwuu'furﬁ
Uoonaa (Fvauwa s1oUs:1asg, 2564)

AMsvaaauUANUAATY
Li"lﬁﬂlgﬁﬁ[ﬁU*l1U§ﬂu1ﬁﬂuﬁumnsg‘luaaﬁﬂs

1La:v0a1aUMSUNIUOIUAIUSULSVUDVWANSNU
ndconisSusuovanm
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|IrI||||nIrlIIIIr||i|Ir1|l|||||II||||III|I||=|r1|r1|[|r||l||l||=|||||l||1|r||||

luloavavivaunwusais (The Gaps Model of Service Quality)
Ms3lAS1KaKanilkMsuSMsluasvuAILAIOKIDYDLGNAT e —

@ anA (Customer)

AIUAIOKIDUDVANA

(Customer Expectations)

Gap 5: gavI10USMIS
(The Service Gap)

usmisnldsuluasvAuanumarsv

=

wlkusas (Service Provider)

Gap 1: av310ANNS

(The Knowledge Gap)

@usmislutintaonanmdovmsa:ls

MSSUSUDVHUSKISHOAIUAI0KIVUIVANAT
(Management Perceptions of Customer Expectations)

II.JIIII.JIl:lllIII-I|I||II|IIII||:|

Gap 2: 42V vLIOSTIU

(The Standards Gap)

[ulauwdarumandowuasgundatou

UoMKUOAUNWUSNS
(Service Quality Specifications)

Gap 3: davawnsavuau
(The Delivery Gap)

winouldawsndouauaiuuasguld

A1SAVNAUUSMIS

(Service Delivery)

e

Gap 4: ov3nisdoans

|IIJII||IIIIII!IPIIIIII.]II||IIIII|]Ii:IIiIIIII|I

vemshildsus (The Communication Gap) y
7 @ (Perceived SEW?CE} [uganinuasvksalunsenuusNSasy n1s3oaisniy uani@ﬂm :
, @ ? (External Communications to Customers) /‘i‘\
1
[hSamat 1 I ' 1 ' - - : P a ;
Key Takeaway: misaauava1v (Gaps) 1-4 a:uhlUgaisUadavaivn 5 duidukaivdrAryuavadiuwowaloanal [
(Closing Gaps 1-4 leads to closing Gap 5, the heart of customer satisfaction)
[”I'1r'I"Tq"Ir]'l’[T‘T’|[5’['r|r_"I|- |||T]r1"1“.]r]||"|r-1r’]'T‘r’1r||rrr‘lTﬂr—|ri='|r]||1r|l?—1r;i\‘fr1r:|||||!||i|[1r1TJ1r1[1|r—|1!|r’.r,1r1|r1r1rF|r11|'1rr’|[1r1|[1r’|[rﬁrﬁ|r1r-|
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ﬁfmmmmm=—

A1SItAS1:Kk SWOT nUSUIHlHU’I..ﬂUSSﬂDUSﬂ'IS (CIJBEI'I\)' s1ua1mss..nuna1\>)

S (anuuu)

—> mlanmm wunmuuds.aumsmau

0 (Toma)
INSUGAISAVDIKISWIULLUWALATU < |

| sagitoimsiluonanual f laawasiaulaagivaatton f
; ] r 1: 1 ;
W (2092u) T (9uassn)
wunuumnn’tuuamnausnmu nuuuswihuulntum EIGEIGE
stuudavAdgvarane (Wait Points) AUNUIOOAUNURIU

ARIRRIRRRRRRRRRRRRD] I

--I'F-‘

!
s

Key Takeaway: (UsSA2USMS anaauumﬂnmﬂ ‘AdUDQUIVASEUIUMS’
(Process Bﬂttlenecks) U S uum INANMINAONEUTIKAN
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ldKanin 2: awaaaus:aiuvavaagns (Service Triangle)

9VANS

ldui 1: msaalamauan
(External Marketing)
mislkAUudayayinuanm

1dun 2: msaaramasliu
(Internal Marketing)
MSLOSeUWSaU aduayu
uazlkaundwlnvIuWanMmudasyeyl

wuaviu
(Employees)

anA

| B
(Customers) |

il . O

1dun 3: msaaralgoujduwus
(Interactive Marketing)
N1sduuauUSMS fU danwuanm Ksa Moment of Truth
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asus:gndls STP iwak1agunuuug
AseuAnwY: ssAdWaluaLGulaas

e S- msuuua:uuam (Segmentatmn)
LuvenuLdikung (anu*mun / [@suagondudo /
qumwnalu)

e T-msiaanaaratkug (Targeting):
UvidunaudeniviunGavaisAudakgualual

e P- ms:numuﬁuu (Pusmonmg)
Watuania 24 $Two WuaNua:adauazludiudd

(Govnunau STP agdwauilaus wsiwadnssuanAailasuiSoniglaanswavavinalulagadna

(gW12SSEu 2SSEUINEUBE, 2562)
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NFANIVAISASIVAINUAAAIVAIUUSAIS (Service Differentiation)

’—l_

=

Q\j dluunaIns (People):
) | TAnuiEennyav

—

as*mnuwunmunu,luucmua*

IVANSAILASALAINASIVAILLONMVHIULAUlQUAUKUY KSOWTUNAIUAUIWIFSIVUSIN

\/\ P~ _

ndwlawssu
- Advantage

b 4

=

i
| Gumwanuai (Image)
msasmuusunnmananufu

_ | sawu Dunva

=

2@

° @ | @ugoavnav (Channels):
n1stkusSNIsWiukalegavnvulésasde

| 28 8 | (Seamless/Omnichannel)

—

=

]

[ - | [ | .....: L
2 e | [} t |
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ldKann 3: A1soaAlUULAzSINASIVAIAT

gudoun 1: doldudnumM <

(Value Proposition)

njsaaﬂuuuns:unumseiuuauuﬁﬂ"l5
Anoulongn)uGavnIsaEvILUUEN
(Organization-driven)

\\

—> Buddun 2: M1SSIVASIVAUAT
(Co-creation)

ﬂ"lsmufama?ﬁaﬂmuzhu&.::uiums

ﬂﬂﬂllUUHSﬂUSUllUﬂUSﬂ"IS

(Customer-driven) | —

i
]

AISWa uaauuunnnummaan yulumsoanuuuusms (Service Design)

drolkldnaawsnasolpua: uU5~an5mwanam

_—".ﬁ

—
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lasvasivaarlagassuusais (The Service Blueprint)

msns-mua\)aﬂm (Customer Actions):
unaunqnmauuammanula'onaanﬂs..uaums

MsnS:MUIVKAD (Backstage Actions):
aunwunmuUgun[aaanmiumu LAFUUAUUMSUSMSILUIKUN

- = = [Funuvmsugavwusmelu (Line of Internal Interaction) = = —

as:udumsauuauu (Support Processes):
S:UUKSOKUIEVIUMEUNFTUAUUNISTIIVIUNVKUQ

-------- tauuuumsuaumu (Lme of Vnsnblllty) -——— -
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 MsaauavlkIuazgns:QUWNWLTEIUSATS

[ E T —
AuK1DOLdYY (Fail Points & Wait Points)

S:U9ONUSMSVAIKA) KERaNaNAGaVSIUL
(WaaanLWULIasMSUDVAULEOSN

I Wauvaya CRM (CRM Integration) =

ihusstanmans:uuuiwauludunau
Frontstage tWausSuuavusns (Personalization)
(KasvAunWGavMSIawrtunnalaganlula

(555ss Ssudtylsa, 2563) | |
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NSfUANWIUUUSUINAS (Integrated Case Studies) |

nswauwaunnunanisinUryreslu 4 gnainnssu (SSNA UISAU U 98sEN, 2563)
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)

X
N
-
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Case Study 1: Healthcare
| (lsvwgruradnsu)

/) Utyk (Problem) Q N1S21AS1:K (Analysis)

A:luUAIWWOWalDa0aL wuUtyk1 50v310N 3 (Delivery Gap)
LWUAAINSUWNE:BEIBIEYAOUIN - WIKUNLUIKLUTNTISLIWAU M (KUI0

Lalkn W R(E (Empathy) NUNUIY

N1SQtuN1s (Action) waaws (Result)

U WUWLVEOUSMS (Service Blueprint) - 11 pxyyuiid Empathy (SERVQUAL) Wogoiu
UINUN3ULduUNIvavIaavn=lugunvsSua vosSaviSguanavagidugdny

| . — -

a:zusSuIwua0s1N1avEavIsSvaou

X
I
M
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| |

: NI[A

Gase Study 2: Transportatlon
(awmsuumunum)

Ueyr1 (Problem)

WlingansluinaWANARDIUSUA (Brand Loyalty)
laanTtiusmsmnS'm'lnnnnaﬂlmuu

a1sdLdiunas (Action)

[Kauawunvuunteyrow (Employee
Empowerment) + danuuulusunsua:zauvluaau
LUDAO ARUATNABABIVEINGNAT (LTV)

Tumul
'-'F'FH!F

Employess  Interactive Custom
Marketing

Q ms'5ms1:ﬁ (Analysis)

V1R Msna1nnelu (Internal Marketing) fuanu
IKAagUUSN1S WUNVIUADUSUVIRDUNIARFUTR
nirnasundryratawnzktn (Interactive Marketing)
[ususSu

naaws (Result)

dnsmsnavu(Gsrvevauisnlusunsua:aulug
dovusau Ws1madv=svluuuls:Keao

}{_
I
I

]
ey
e a®
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Case Study 3: Financial Services (suimiswiaisg) 21T

Value Co-creation

_.|..
|

|
,‘-"'I.-:-""
o 4
-

|J|II|J|ll|l|ll|lIH|!Il!|ll|ll||l|l|IJ|l|IIl||J|ll|lJ|I||IJI|II|J|H|I|II]I|JIIl|IIIIIIIH|Il|IJIIIlll|IlII|lIlI|lJJI|I|l||

/\ Usyw (Problem) Q, ms3insa:K (Analysis)

H |

anmsuihu (Gen Z/Y) \@anlsusnisaiun
= las: tdaﬂubhmmuuolnmamﬂ

anAAavNMSUSULLALUSAISAIE8OULDY
(Value Co-creation) uazGavmsiK
USKISAIWAUWUSUNAAIDSLUDY
woALw (Customer LTV)

SO

= Op msaiuuns (Action) A waaws (Result)

= WauunuaUwWalASURUSUWLAGUYIA + | - - - - =>| gaaldviuuauwairsulauladattion
E vadss Relationship Manager mw LTV lLasn:lUUAIUWOWD [DUDLNJUaNAM
E + (8§ SERVQUAL Us:louanuiagivcatliov High-value GUUNADG

_I_||||-'I|||||:i|||||||-’!||||| ey
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Case Study 4: Education (aaavudauniv)

Utykn (Problem) Q, msdiAs1:H (Analysis)
JasimsiSgudanasataludiuin

IWWaUs:LIUIBINS=09AU Experience) AuAdIu3an (Feel)

Servicescape

Ufgmaﬂn Usw:-fumsruanm (Customer

USSEJ']ﬂ"IFTﬂ']SlSElUlUUllU\)UUDUNlSUUlﬂSHO

0k asdtiunas (Action)

leuUsu AUNAUNISUSS (Servicescape)
(kWaunate UsululsnmsiBoussausu

(Collaborative) wsauaswualauanmmn'luu Boudnuulsideaiide
AUAUN

A7 wadws (Result)

90151115aVv n"lUEJUlSEIUGE}W\JH\)UU
LLazlnanISuaNCD (Word- Of-MOU’[h)

K.
f
N
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s:UUTIDAYDYNISOAIAUSANS E“EL‘:?}E‘;’?,?::;?:;‘S
(The Service Marketing Ecosystem) B AN =

ATUAUDV3NAN
(Value)

| Kooldnlsusnas

T / (Service Profit Chain)

. (Long-Term |
| Relationship) |

“ ANUWROWaT NS
(Satisfaction) :

1IUUF120VH203 W
(Gap Model)

f]"lUIEIEJDliEi IL]UU']LJESSLIEI"-J l‘."l"JLIU IFE;E]!DU"IUDTP:D&‘:'IU JBTHUSHUUBF'I)

v10ulunisAuAUIazdvDU “AruAn” (QvlAesBulu) agnvidus:uu




The Final Principle

nquua:uvuMavilsaasdiss

n(slanunnavAnsikilounuKkua...

icilunsaunusna (Conceptual Frameworks) NWuSKIsdavunlUGAdWIIa:
Us‘uTmamaé’wTﬁaams?uﬁquumaww:uaﬁasﬁa 9QdIKNSSY lla:wnanssuYavNaUIUIKUNE
IWodas1vA2Wa1ISIUNISAaIAUSNISOEIVIINDSEY
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