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NALVDYINTININA Marketing Strategy
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ININTFIAHAANUN (Product Life Cycle)
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INTFIANAAN N (Product Life Cycle)
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INTHIANAANMN (Product Life Cycle)
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ININTFIAHAANUN (Product Life Cycle)

3. YINOWA (Maturity)

J Y A Y Jd

Y] a % Jd a .
- DAYNTATUNAANUN NITINHIAUNTNUDINAANUNLLASUINTI (Standard of product and service)
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IINTFIAHAAN UM (Product Life Cycle)
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Digital Marketing
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Digital Marketing

. v o . : Y A
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Digital Marketing

Mobile marketing
1. SMS

2. Mobile

3. Mobile app
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Communication
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Communication
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- ﬂ15ﬂ5 "]ﬂﬁ'ﬂJW“L!‘ﬁ (Public Relation) L‘Wi’)ﬂi mmnmﬂwwﬂu 1Y %ﬂllﬂﬁﬂ"]ﬂﬁ] ‘Wii’)!f’]]‘EJ‘L!‘]J‘I/]ﬂ’JTiJLﬂfJ’Jﬂ‘UNﬁ@ﬂﬂ!"lﬂﬁﬂiaﬂ
ﬁ’ﬁ]ﬁ\‘]‘WiJ‘W nﬂ”lcmwmim%ﬂaumﬂm’e)“lm1mwmy1mmmmmwu W U lasiaiusanluau ﬁ'ﬁJ"IﬁﬂiJﬂ"])”UiﬂWi
Iﬂﬂ‘lm\‘ii"mﬁ]wgl‘ﬂﬁ"c]uﬁﬂ ’e)’e)ﬂqmmmwu l1‘1/]EJ!,‘V]fJ’J]l‘V]EJ

Y ] (= 4 1
- M3na1nlasase (Direct marketing) Avedithvmnetazasaud 1Udoas wu nMdIdIa (email marketing) MIAVANLY
o J
WI9M3 INTANNao U

- ﬁ'ﬁ']\‘lﬂ’)'miﬂﬂ!,ﬂuﬂj@\‘lNﬁ@ﬂﬂ!“ﬂ‘l"iiﬂﬂiﬂ'ﬁ LY ﬁ'ﬂ'l“lfiuﬂ!,"U'lll‘V\l Wi’é]"])’ﬂ‘wuﬂ\‘]1UW561%ﬁﬂJﬁﬂHmLﬂufﬂﬂﬂJ’lﬂ 3 service mind
\‘]'Iu'lJiﬂ']iTll,“]JHi sUY MI‘]JSLLﬂﬂJi“H?JG]Mﬂ‘W]JSﬂ'li’E]Ell,ﬁ'ﬂJE]!,La ﬂ']iiJNﬁGlﬂﬂ!“V]Glﬂﬁml,!f]Jﬁﬂ!,!,@ﬂ@'l\‘]!,ﬁa'lulﬂu@u



a 9 o (oY J . .
N1ITUITHITYANATTUNUT Customer Relationship Management
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NITUITHITINAITUNUD Customer Relationship Management
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