=
1NN 2

HUINNNAA NGHE) AT ITIUNTINNDLIT

=< A = & Y o
Tunsfinyusos “wodnssuntsFeamisnzaulsydueedusinaluwa
“ & o a et A 3 o L =
NIINNUHIUAT” WU Dunfataznguiineidewasauisorhu ldsenen Tumsdnun
9

g ar et
adl

P =
HIAANDSNGEY)

o

=t ) A' o = &2
‘qu‘ielg]um_lmaﬂdﬁﬂﬂ‘jsﬁ}u-nﬁﬂﬂﬂﬂuElél“llﬂxiwqﬂﬂi‘iqujﬂ

a
¥

NOERUUDIIA09FINTZAU-NTABUAUDIVOINGANTTUHHD (Stimulus-
@ s o oy
response model of buyer behavior) U4 Philip Kotler (é’wﬂlum; o AUAIIAH FUATAMUL,
w do o v = )
nannIAAIA, NN Redd Bagadu duTala, 2545 il 91-100)
o < v = o y
LU IABIFINTEAUNIND VT URIVBINN ANTS VAT B 5T NOURA Y
= ] a v o 1 ] 1

1. fanszdumenmsania ldun wiadual 3191 Teamamatasiniie s
daasun1snaIn

2. Aanszqudun laun wsughe ma Tulad msdios Samsssy

S 9 o ¥ A o @ ' e
ﬁ%ﬂigﬂuﬂ'lﬁﬂ'l'iﬂﬂ'lﬂ BASTINISHUDUGISONUUYT “NABIAT” (Black Box)

L]
Y
9f 2

" ) ° T o v ¥t ow :Vﬂy @ o ﬂhg
Fanaos Myewdveutiau 2 dauldun dhumzvesdde nszurumsdadulvesdye
< o = ¥ & o
nizumgamenazi lfifanisneuaussuesddedalsznoudie n1siden

¥ a
wiafael Msdonast msdonddadmiie namsde Siumsie

a 4 o 2 = ¥ o
uIRANEINUMsANINGRANI SN 1A
uuaRanetunsAnymgAnTsufui Tan Grludiissa @3 5ml uazane,

MInaAgA N, ngamwe: Wanfnw, 2541, v 138-139)

v 3
ilumsAnudunggelafivh I¥ifamsdaduladofud Inoligasudunn

mitAadanszdu (Stimutus) A ldiBanudesmsdanszdu dudnnluanuidainda
3y Y - 4 o 1 £ = o« =
voaf o ldlumsnumufsrfudiulszaunisaaia 4 Ps Famsiinneringinssu

-
=5

Aus Tnaunznisfmuanagnimsaaia annsoesing 1Al



= 'd = 9 = ) 9/ & s A ar = di’
MSARTEHNGANTSURYS InenTlumsfunmieitufetunginssunmsde
9/ 9 = 0 | =iy ¥ : ¥ o o ¢
uaznisisvesdus Inn Ameuildvzyas Idinmsaataansodanagnimsnaia
(Marketing Strategies) iamnsonstmipsnnufiewe lovosfusInaldet amungay
a 1 ar = =y é
frowhlddumdnuazwginssudusing Ae 6 ws uay 18 Feilseneudae
WHO, WHAT, WHY, WHO, WHEN, WHERE, uag HOW iedun1f1nen 7 Ysen1snse
£
70's 39153 n0UA 38 OCCUPANTS, OBJECTS, OBJECTIVES, ORGANIZATIONS,
r ¥ 2
OCCASIONS, OUTLETS and OPERATIONS ¥ aiftndesiunganssudusTnn sausanmsld
o 3 o v e o = o =
nagninsamalimeandosdumneuierfuwgdnssuduiTna
1. Tnseglunaasihmang (Who is in the target market?) iilushouiensu
dednymznguithnug Occupants) msaeveFunusilunisutedmnan (Base of market
. 3 )
segmentation) 4 AU A9
- dmlsznnsenans

= <

- duadmans

L)

<

- dmIaInm
a &
- AUNOANTIUITRS
s [ q’p’ 9 dy as o 9k o o
VINANYUZNGUITIMINGTIE 4 A1 unnisanai I ldlumsfmuanagns

N1IRNRA

oy

¥ d o 1 E; H
2. duilnadeezls (What does the consumer buy?) fiufiowfinsindeded
= 0 = = o o o
aIedeamsvineanimual (Objects) Hhunsimunadaiifus Inndosns Tnsedvesisznoy
= A 1 ] = ar ar <
VoA UN 1wy MrusTyRvve 3w ¥Sn1s Aunw EnsazuSanssy Sy

o ] 9 4
3. Mlfu3Tandedio (Why does the consumer buy?) ifudrmuiionswie

- W o

3 4 ] k4
Inqlszaafilun1sde (Objectives) U3 Tnadonndusionusiannudoinsveuuiig

Aota A A

¥ sf
MIAIUTINY smInotumsnsuiidesinudeiledonilianinadengAnssumsan ae

r
AAaa A

3.1 PodvnslunioilefodruIaine favomeluisisninadonginssu
¥ = ‘
AU lnnfo
(1) M393l9 (Motivation)
) Au3Tnaianmssug Perception)
(3) 1NaM3i5uu3 (Learning)
(4) NAAUAA (Attitude)

(5) YADBNANYBILYANE (Personality)



(6) LUIRATDIAUIBA (Self concept)
3.2 hisneuen Ysznoudae TododmdsaunasFaunadou Shsuneuen
fifisnEwadewgingsuius Inn szneudny
(1) PedoAmimusss (Culture factor)
@) adedudany (Social factor)
3 Tadummzdauynaa
@ thdemsduinins
4. asfichudndumsdadlose (Who participates in buying?) 1l U191

A . =R ' v e s ¥ o df 3 Y A gldlq a
LW@‘VI'J"]‘UDQ‘UV]‘]HW“UBQT)Q?JWN”] ViﬂJ'é}“l’l‘ﬁWﬁﬂE]ﬂ'liﬂﬂﬁucl%“]fﬂ ﬂ3$ﬂ'f3‘]Jﬂ'JEJ HITH HUONIWD

U
Afadulade
A : [~ a y
5. duslanderiiola (When does the consumer buy?) tiuA 0o ns U
. .
Toemaiumsde

+ 4

- [~ © 4
6. QUSIARwaR1HY (Where does the consumer buy?) (Husniuitens1nas
' T B S g ] o ¢ o of o dy Y o
¥8N 1 nisunasigu InaluFe iy smlidesundifa Hrufezainds Luvioueed
Y o = o o o a1
s Sanms qaq sndowd e unmssaeniy 15 lumssmuanagnigesmanis
IRV IMUY

LN

4 T <) o ¥
7. {gu3lnadeednals (How does the consumer buy?) ifufotuitensins

ke

3 a 5 ¥
Tuspuntifndulade wSonszuiumsie putlsznoudduneuniag qail

ar d 3 Qf = . ¥
(1) msfuidennuisens Wudupeuusnlumsdadulingde

= ar o e 4 LN ar
Aus Taneziuifendeans winfuanIoewsondnilumsuiilym

i |
) msﬁ’umﬂ“fm_;aﬁ']uﬂj’:uﬁé’nﬁﬂﬂﬁ’uw1%’6@1%351}&48@5’3&%
ﬁa'ifuﬁ'ﬂmsmmﬂ%ﬁ@{m‘lﬁ%ymﬁﬁqﬁ'u?ruf’fnhuﬂuﬂma wiinnuie dalayan
3y msdsziiunantadion ”lwﬁy’u5§n?1ﬂﬂ%zﬁ1mszﬂ?ﬂmﬁfm
aANTANAAS sz TR
’

T dsll Ay = = =y dy P! 3}
@ andulade dududuiTanfanginssumsdenionanesls

-4 ¥ ¥
) anuidnmendinisde Wuduasugaisvesnseuiumsie



nqugjaudsyaumnma

NouFdmseauniIsAn1a We9 Philip Kotler #19lueqad 11q39ana, M3
UIMIINIAMIA NAYNFUBTYNDIT, NTUNNA - TssiniunInordosssusnand, 2542, nily
312-314)UsznBudIunTafmal (Product) 1197 (Price) 159A3 1110 (Place) uawmsdam?n
15AA1A (Promotion) Tnudauilszneunndafinadioniufunasiuiion s suuaemu
Ausmiseznenayns { Tnahoimning p launnsy ol ansonevauesamudens

voanaat e

1
=

o ar o o oo o T 1 o
L. Wandms (Product) fio Fahgniinauegaaa nazaienmum ldinady

i»"c;t:acu

o o = o 4 4
srihlugdvesiudnddonn vSns wieanufa AowisaneuausNUEBINS G919

T s ow ¢ o o 3 -~ =
oglugdwinduaiidadds (Total Product) Ao Fufrfivanarwitews lauaznadlss Towid

o= Yo é’l’ a8 3 = = Y a o =

fusTan ldsumnmsfodudniu Taonunorudnanndud Use Ansam 3 vua PRINER
= o ar ¢ o !

- mstiEmamdansue uazussadusinusnvesdud nfosnunonisd

2. 5 (Price) A8 AunuuosdudiigniidesnisAudidesiouandoy

LY

F ¥
fududmieuimsiiug msdmuasmdududanansdathmnomienisgrhdesnsstls

] ¥
dosmsumudauniesnntn dosnsaodruguds nioidhunodu nsnenidesldsums

: at
vousunnamathnue unsdiuguadald wu msaanauieduguds viontsdsiaga

% o =y LY
(ADLETAINTHNAHTUAN

[

3. M3IA9MUY (Place) HIDFBINIINMITAT MUY Aw M ldaudIeen

Tlgania niedilofui Tnanwiduslandoants mstasmiedAsnssufidedes 2 dou

A9 ¥99N19n13 5 1M110 (Channel) Taoifu3Tasviodudldiudus Ina Taonse viems
VIWAIUAUNG TN 1FU WOAIES (Middleman) WoA 118N (Retailer) §2UNUALNEIS (Agent

o

. =1 “ .:’2 1 LYY . R . . =1
Middleman) 8AfIN35UHI9AB N1391019BAIEUAT (Physical Distribution) LA 1SHUTUE

] 1
[T =}

(Storage) MIVUEA (Transportation) iasmstdenl9demsvudefimzay Tnedludedian 1A
mldnodiiiga Segnimmdmuanm
4. M3duasAMA (Promotion) Aie Aunssumivmyuldnszuumsdons
numinaia IWuiledmaia meé’uﬂﬂm’fﬂ%uaﬂﬁ'qmﬁﬂu?}qﬁifﬂnmﬁuﬂ Tavfiinseaile
fid iy 4 viia Ao
1) nswelagldniingau (Personal Selting) (HumsduaSuntsnain

fiange uamidiwgeiiaa



o 4 ]

2) M3 luson (Advertising) 1uns14do Tawandsznndrag 14
U 2 g o 1 1 o = 9 a;sl 5
0eys Inangulngmuizdufufifidesmsaainning

1 = . di a o

3) MITAATUNITVIL (Sale Promotion) T ufenssudidesmanszdu
9} o = o oy ] =)
Auilnaldinannudesms ludafud ereoglugdnisuans@ud mausnves
A10819 mstelyn dlud

1 o w o
4) MIamsunsuazy s TunNus {Publicity and Public Relation) ndJu

- = o a o Y o (Y A = o 2
ﬂ%ﬂ‘iﬁﬁﬂluuﬁﬁﬂﬂ‘i&’ﬁﬂﬂﬂT&iﬁU'é'ﬂ’lil.l,ﬂﬁ\iﬂll PWBLE T UATHWIN HI0TRITe

9

9 o

= 9/ 28 1w = o
Hsavuaruganvesdus Inaaedmaada
=)
TTUNTINNINE IO
» (1 ar
neufiezinsineises “woRinssunngeemsnzautlsgluesdus ina ly
Py ¥ o < o v au Ad oy A g
wangamnumuas” ginun ldhmsfimnduairenmauaznuisoiiRedes e ldlums

et =) ﬂ = £ = aw oA kY wr f t:l.y
E”IJ‘SFJ‘UWEU‘UM?IH uuuamﬂumiﬁnm “HQWU'J']?J\T]H'J%UTHT]U'JT@Q@\?WE’J"lllu

s o o 9/ =8 A a 2 dﬂ’
AINg Sunsudune (2542) ANy uTos wodinssumsidendeninisven;
= ° A W  w ' o a4 ~ P
@93 huunduneidos Sandadinhe wuh 1) negRnssunsidendeemsidasaastudion
é &1 aray lﬂl Qi r 5 G; I o =y o ] at
Fanuiwds mslidneafunsiadesivisilum fifasuasedoguaimiaverds
ar o 25 d?ll ) o zislJ T o
naninuMIiasngemslsznaunsiaisanlumsdeduledovesnquaganitinny
mmzaylusgdvuihunais Taedasamsdamemisuasauilumsdsznoveins
¥ 4
Usziiu anldgaisdogunm mildsudeyadnasfvsuemsilasamsihuilon uas
r 4

nsinnuianudilafeduomsUasaasthudion 2) fliduduyana 1dus nissan

= o @ A v - & A o
amsuazanud lumsisznovemisilsziriuinadengdnssunmndendenrvisiitaon

o ] ]
anUudlounandreiustiiiiodifgminadifiszdu 005 nwdlumsiud Feyashaas Iy
= d = P dy P dy ¥ L ‘ ¥
UHaReNHARTINMIaenFee T ilasea1stuileu msldguddoguaimiazaiug
b =) o ar df = a = P= d{ = g (=

anuinlelinnudiug luFsaunfungdnssumstiendeemisiasaasiudlon vead

o o

HoHAYNIaDANIZAY 0.05

= = qr Y A = -g =
ofitny YoWaunena (2543) Tadny15es wgdnssunisdeomisasy

. 3P = = roar or = 3 r or 0 I=| dle
qunnves U7 InaluwamaununsBedduyd Sanladvalvd nuh lunsdaduludonde

¥ ¥
omssugua iy Jus Inadou Ing ldanuddaduiitedeg Soemudidy gail i



o & 8

A @ e o o =] 2 -ﬁy o w o 9
Nﬁﬁﬂﬂlmtﬂu@uﬂutﬁﬂ ﬂa13ﬂﬂ1uﬂ151ﬁ@ﬂ°ﬁﬂﬂaﬁﬂm°ﬂuu&!Uﬁiﬂﬂﬂ:ﬂTHQﬂQﬂ'ﬂNﬁgﬂ'lﬂ
¥

uazdaeadvuiniiga sesnsufeilasodrusia Tagdrulngjrsidengeduiisim
- i df =y 9 :;4:1 = o 8 dlo 1
MNEFUNIBIIMgNINNNIzFedum Rl unanavwinll Yessduaa i s

ar

Y a o o w o VA oy & ' o A
F:!U'iTﬂﬂlﬂu?’]ﬁﬂ']u'ﬂiuﬂ?ﬁilﬂ"ﬂTﬁ1—J']Uﬁuﬂ']T—luﬂjﬁﬂ'lﬂ']ﬂﬁlﬁgﬁgﬁﬂ?ﬂ uﬁz‘ﬂ%%fgﬂmﬂﬂa

Usznauaie

Qs a T = 2 o Ao ’ oo dsIJ
THHY  NOHUIDU (2546) ]]ﬂﬂ'ﬂ‘]el'lﬁf)\‘l ﬂ‘ﬂﬂﬂﬂﬂﬂaﬂﬂﬂ1iﬂﬂﬁu1i}m@ﬂﬂﬂ‘i

H : -4
nemilsglveninvieadion lutmSaaymsasnsm wud Tedvidnadensindulidouns
o 1 A et o o 9 1 g = w o a9 a9 ar
unneunvInlanudAgn 1dun Jedodrundasusdt Jedodusin Hosodrumsse
o v I ar gt 1 = i = 0o o Y Y S Ve b o
mie duilieamnsduasumsammiuinnudidylos Taodedvdest 14 usuniy
gegqatuudaziledoBosnndidn 18ud avweazern sz audulSine meauuiay

r 2
azadndhesnldasasdie uasfionaisunzthdud anilayvinimadonisaadulage 14us
= T P Var > =) ' o -
auawand hined lifoymnasgn nisdssamdudiganinnmiivags emmsvenny

=) a = 2 = Y et o @
ﬁmLaz"lum@nmsuusm:}ﬁmsmaﬂﬁuﬂmamfﬁmsm‘umm



