lASvasIvILa=anyeus
Uova1QuUSAS

undtAs1tKBLaUOgNSSUSSAD:
avAUS:NBU Wlau nalnmsuuvdu
azKkovlsAguA
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The IHIP Paradigm:
yodnnanmrualasvasivnalqusnis

| [ R .

N auludmau
(Intangibility)

Nt / - -, TR il
BT g dudiovkSanaaavlulanauda
| anAdvus:liupaumMwalvkilula

awliaon
(Heterogeneity)

AtUNWLUSWUMUKIAUSMSUda:Au
Laziaazyoval AmuAuasgulaen

msugnnnnulula | lnusawlula
(Inseparability) INZ | (Perishability)
mswaaua:msuslnaiaduwdaunu 4 WawnsatfivaGonBuelunaiinniu
winvIUADdI UKTVUYWANEUTT ! Gavmswogvla (gayidelomanun)




duIKkaguMsaa1ausns (Services Marketing Triangle)

dVAASUSANS
(Service Organization)

amsaaramelu (Internal Marketing) —
MsIaSgUWSauLa=asvAnemwikwuniu - 4 .
(Enabling the Promise) & &

msaaramauan (External Marketing) —
mMsaswaANumakIvUazlkdryayn
(Making the Promise)

anA
(Customers)

wuaviu
(Employees)

msaaratgvdfauwus (Interactive Marketing) —
msusMsasvlassnsdeyaya (Delivering the Promise)

DNJAISUSSUIY 2191SH QS.DTSs1nsal a1 wa



3 9VAUS:NDUKANATUNSWEINSUAAA

(Human Components)

WIKUSMS
(Service Provider/Organization)

WMKUORAgNS L1OSIU
Ha:z3uUSSsUavANS

wuavIULLUIKUN

(Frontline Personnel)

0duwausms (Touchpoint) Nnb:ua:
wndnssuAaavianAus:iiulasasy

anA
(Customer as Co-producer)

n L} Ll IJ LI ™ =] L] e
Iui’tmﬂ[;gﬁa agevdaiusauluns=MmMsKan
(iu mslRdaya, uSmsautav)
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4 pvAUS=NDULBYS:UULLAzlASLASTIVWUTIU

BaVNIVAISIAIKUNY
(Distributinn Channels)

|~ 01GduciagnAN
nogavMuMeMwila:adnauwaawasy

KanguNMvMeMw
(F‘hysmal Evidence / Servicescape)

EﬂFI'!SHf'I'IUﬂ AMSOALLCY lHSB\J llUUWU AvIU

Hu:uaasivanuidalu ﬂS:l.I‘.'iun'ISmU§ﬂ15

L (Service Process)
aszuduMIslkUSA1S guCdUMSMSMHVLAL Ua:adnuaumslkusms
. 1 (Service Process)
Junaumsiunv Front Stage (anmMUavIKU)

1a: Back Stage (gnAwavlLitAu) inaluladuazs:uvaluauu

~— (Tech & Support Systems)

CRM, Al, szuudavisealny
IWatdguenguLauUSMsua:samsaUavA-gumu
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wadauavniaiuladruldeneiu
(Internal Stakeholder Dynamics)

o 1UaVAIMS / WHDKU
(Owners / Shareholders)

* AJIUATOKIV: WACBULINUDINNISAVNU
AWUUAYS:E=81) mstaulavavmls

wunaviu (Employees)
* A2INATOKIV: AN0BULINU o o WUSK1s (Management)

A2INANOKIV: NMSUSSAUIKLIEDVANS

A1SY0dssnsSweInsaeviUs=ansnIw
NANONAEYNS

* A2ZIUMAKIL: MOBULINU
AuUuUAvluDIEW

amwidadaumsiviund

{ ADIUAUQaUaYNY 3 WULIW2LARSINTIUYDLAUNIWUSMS KIAWUIWRDWUADIUBISA SEUUNVKUADKEQEDA !
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styulAvavKidouladruldoneuan
(External Stakeholder Orbit)

A\

)
| G QUHUHEI:EIB
B . (Community & Media)

awv - @
(Competitors) 7 <

VAnNs @

anA ins .
(Customers) .| —UUiacaon} e e

r
"u ~ .-‘. el
- T e i &~
y _.L"‘ i - d__z'f- - . -
- - g -
__.-"- " -‘---“,_ -_l“__-' .
.d_f..-“' N e i B

- S ey =k P RN U~ e b R

Ers_ e (Intermediaries) —

KUOBVIUNIAST =L I AAY (Suppliers)

(Regulators)
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The SEC Continuum:

MluaubBovipdviduavdrAgynaa?
Increasing Reliance on Trust i
\ S
k-4 Y fi' 4
Search Qualities Experience Qualities Credence Qualities
FuAnolu uSnISUIOSYU USMASIYIBWUUEY
US-JUUSUS‘W}HLUF’IICII‘IGUUE) mauaauiunumsnmmw annﬂuunmuswamds luuwaawﬂuﬁmﬂu
tﬁam \WasUa$) (SuaHK1s, Tsuusu) (usn'lsn'mmsuwnﬂ AUSNWINQKLY)

- ™)

uSnisdoulknjoglulsu Experience ua: Credence
msagwuusudiinoudd@ato (Trust)
omflunmdsmaanannmmﬁaa’fumsmaau?ouananm

1IDNANSUSSYIY 2191SY QS.DTS1SHI (U wa




Porter’s 5 Forces:
LLSYWANAQUMSLULUU
{uanIwLaaauusnIs

a L] L-t
2. 91U1N2SdVUAVKTD (Buyers):

godunnmninalulagsioaaulal
vayagnaweuuulusola

1. aAuvvlugaaiknssu (Rivalry):

UUDTUSULISYWIULUIOASSULAS
MsasIvAUIUWUS (CRM)

Service
Firm

5. nagAnAIAGUAINaunu (Substitutes):

nsgn Disrupt :atnalulagadna (wwu Telemedicine
ununiswuuwng pasasauladunukavissu)

4. AvAnmMuUANLU KL

(New Entrants):
guns?wﬂamldltiﬁ'nuwnﬁé'ﬂ [y
uuasinunns:=lieu (Regulations)
UOVNASY

1 3. 91UDAISIVUIVWUIY

(Suppliers):

golungundavmsynains
nAg:law1zmokSainalulad
yugonkinaunuen
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9Ua55AN5LU1g§naA (Barriers to Entry): 5 U51n15UnUa9g5na

&

Usnash 1: nisfi1fuana (Licensing & Regulation) B
=

- ll -lJ ol
- TLIE}l!I'y"lF’IUSZI'IEIUEHWHWIIHII'I[]HU'IEIHWWUH

llS‘m‘lsﬁ.2: nuuuyd (Human Capital & Expertise) @@a
- AWIBBATINYIAWIzNWNRBIIBIDATWRILIBI9UIU <

Usanash 3: A2WT59w19 (Brand Reputation) @
- gnAdnidoniusudntdofio uINndMusuAthURTUIREDUS:aUNSAINDE

- .t . -] . - fn':'
Usanash 4: Insovagiiaznnia (Location & Network) :33
- MsvengavnsalnsavignasaunaumadisnSwensurIma @/:

- - .
Usanash 5: Inalulad@ (Technology & Capital) (/f\)
- TnsvagwiWugnusu IT naziwanwesunbFunua =1
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ﬂﬂE{ﬂéﬂ‘]Sll\i\ﬁu (Competitive Strategies in Services)

mmmuaunu N1SaSWAUIANAN |v'|:na'|alnm:nzju
(Cost Leadershlp) (Differentiation) (Focus)
2 A
31A1 ||wmﬂs1mman
(Price) (15U d1en1suu Low- cost,
[sansu Budget) »
JA vusoaUs: -dun1snina: R
AINIW <L ANNWIKTDS:AU
(Quality) %" (18U Tsunsu Luxury,
nlenU’uam n)
_ A
UdANSSU < . S 5
(Innovation) i r
S muusmsanm  Nighe Market™
AJYTUAUWUS < 08 ANy
(Relationship) 7 (18U AAUNIAWNNWIAWN:9A,
MISWINYNY) A
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MsUSUlASLASIVKIVIGAUAMALIANGSSADUSS

— i — .
dum (Goods) usms (Services)
Inbound & ) _x SR, © . . .

. ©%) Janquauddiu % i % NSWEINSUULE, MSWADUSY, Judaua
Logistics @@ ©O= * B e +2IIERI
Otertiohs 2 wasudondulludovav Front |H_,E back | WU Front/Back stage Answan msuslna
P @esvssssn (WAOLESINAUUIE) gLl M nasmsnala iaduwSouAu
Outbound o, — NG T . Hoo@ I L

i = B Advdaum, sauudv el N1SASEDI8USAISKILUGaYNLGINALAMEMW
Logistics el Tl e,

Marketing yeaumaisasy = l UEAATYEY), USKISAIUAIOKIVGAAM
& Sales =
: N\ e . Ro= MsSAYIAUAUWUS
Service S dousvkavmsug '

s L on —t = A L
VOMSUDSIVISBUIWISAEIYIUGAM

— . ;
Human Resource Management WagudinAdnssuauuauu

(Support) uilukd D KaNUAVAUMWUSAIS
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Kavlsilso1nmsusns (Service-Profit Chain):
wavdutnaaums(u

o

AuMWUSMSME(u
(Internal Service Quality)

j_,--""

A UWowalduavwinvIU
(Employee Satisfaction)

AUANQUAENAONW
(Employee Loyalty & Productivity)

- o O P Ve e -
MSsaanLUUanNUANiIU amwuondsunaasudeyiravl a030s1MSangon
inAluladatuayu anaunuinausulKL
1la=NSUaUUND N\ Us=@nSMwMSMIUWOEY

ASaveudBulasNSWeNsSURAaNWSaLo:dvUaUANImMANMEUSN
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NS=DNANDUAIIUWOWDI(D
(The Satistaction Mirror)
lLAtWaawsNguon

= ===

1 2 3 4 I_
¢ == - | 59
 AUAUSMSMuUaN "?:ﬂ“ﬂ,ﬂh ANWAnGuavand mstdulouazwanls
{EItEITIﬂl Service (CI.IS? £ {Custumgr | {HEHEN{E Gthh &
| Value) Satisf::tiun} Loyalty) | Profitability)

HaINMSUSNSASIED [ausmstAuAILAAKD nauL10001 1a:usnda Waawsgarheneviu
[l ua:avnave (Word of Mouth)

aruliawnsaasivnduwowaloikanAila knawdnviuvavamuliwowalonau

(Happy Employees = Happy Customers)
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NISUSNUINISIBINAENS (The Ultimate Synthesis)

r— g (- A e
ok noWIduIaAnNIsnalnneuan (External Competitive Advantage) 2:Iuinainavulaias
KINUSIARINADIWALYSUVEIANUNIWNISUSHISYANISNEIU (Internal Service Quality) 99
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