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nsnann (Marketing) L'fjuﬂ‘szmumﬁﬁq‘sﬁﬁ:ﬁﬁ’m'ﬁfmﬁuqnﬁﬂum'sa%'ﬁamﬂué’nﬁuéﬁ’u

qnﬁﬂﬁuﬁaLm‘s'ﬂﬂamsﬂ'wauﬁmﬁi’ﬂ.ﬂé’aqn@ﬁu,a::miﬁ%"}&gaﬁﬂﬁﬁbauﬁmmﬁm'i (Kotler &
Armstrong, 2020, p. 654) L{‘lugﬂu.u'uﬁ%nﬁuﬁLﬁmﬁuaqﬂi’mqu-izaaémaaqﬁﬁﬁ] PIUAITY
ANANTSEINAZAINLABINITYDINAT 1825 msnevaueaudneufiselalunsdwsunnguan
"L‘UE‘J’agznﬁh‘\ﬁasg%"uu"‘smi%aﬁﬂfmuﬁ'\ﬁmo\'avzﬂ‘q'ﬁﬁ'«u (Perreault, Cannon & McCarthy, 2019, p.

651) hanesanni 1.1
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R 1.1 wansmsadhasseuaznisadenmenliiiugnen (The Marketing process: Creating
and|capturing customer value)
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Kotler & Armstrong , 2020, p. 26




NN 1.1 annsaesungldded
dudl 1 maudilanaiadiiuaniui andndunazaiiufeanisvesgndn
Understand the marketplace and customer needs and wants) L{]u%"umauusn%aﬁ'nn'ﬁma"ﬁﬂ
L6039 ﬂﬂ'a’mlm'lanm's'ma'wflu ANABINTS WaTdNUYLAIUYARATBIGNAT ma‘lwwswﬁ&
mmmmm‘mwaiwmanm |
fudl 2 n15a'anu,‘uunaa‘w5?1'1\1m'ma'm‘lmﬂuwmm‘mﬁmmﬁwwaﬂm (Design a
customer value driven marketing strategy) NM1SUIMIN1SAATN Wumansuazdaduanisidon
saaiUnvang LLa.,m‘sa"s"m'nué’uﬁ’uéé'uﬁﬁ‘uqnﬁ"] (Armstrong & Kotler, 2017, p. 33) ¥iai) 98
mm-uaan'umiaanmmnawﬁ‘mi‘luwwauuuwmm‘susmsmsmmm Tumsmwuﬂnaaﬂﬁ
Msmaiy a.,mm'uaanuaﬂa'mLﬂ'mmt;awmam‘lﬂwmmsauh mummma 2 Usen1s Iﬂtm
(1) ms aananmmatﬁmﬁ'mma (2) nmaanﬂmauawuﬂmm
Fudi 3 m‘sﬁ's'}ﬂ\]'sun'mmwa'muuuq‘smmsmwﬂmm‘nmuan’nﬂu.'uwu (Construct

an integrated marketing program that delivers superior value) Lflun'ﬁ‘gim'im‘sﬂ"lam‘iﬂ U
nsdedns wazmsnaalidhety Welideyslunisdenenmiuiuasysraunsalfefuuariu
TnsiavhregnsBanisuandsutoys msdeamsnsmaedaduedesdefididgydmiunseiu
g3 AidavAsuudasedidlingaiis wasiunliieudvinediesienles
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qnﬁ’l (Engage customers, build profitable relationships, and create customer delight) Ju
msasujduiusiugnanlumsdiu
it 5 nsadnmrangnihlildilsuazauiangnén edmaiAniilstdu sxdes
aselalinnifisaneiisvasoungquiuyuuaaildseamuniiosiintu (Capture value
from customers to create profits and customer equity) ‘q'iﬁ'xlﬁmt%uﬁ'mm?ammulﬁﬁmau
uwuungnAnisndsegsia
NANSEIILNMINIMSARIRABNsaes U TutuneumutstUsEney il
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= ] = - & v ]
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. | A‘ | I =5 L ] W a €
Pp. 6-7) dalnanil awamammwawa’[.waaqnm AIUAIUITONIINTTIUVIVU ATNENWEUAT

ABIAN
- dv
Vinu

ar

AU

@ el ﬁ} 1 [ v o cJ = L7 1 v -:J
51 wazAUiNARensY Jeezdwanaludinls iinaneenuedunseungualiinenyy

IN1SUUIAMUAANIINISAAIALAZNSNANAENE 1A

lumsuimimsnan dnmsnainvzdseeniuunagns Jaudfeatasivgnadminsuay

=

asnPuduiusduflassefidils Jafaduiuianudenieniseaie Falaluuuujoddumn

asusofnautialagiu lneSesdwuniiintunusidunaunds fail

uuIAN AR UNT WuIRLARMY
WaA (Production ‘ Wandmel (Product
concept) concept)

o
NTNAN

<
a: K

WAL
VUG
aulady

Toun

1.2 LA TUINISUIANMNAANIINISAAILaE M SRaNaasl el
otler & Armstrong, 2020, p. 31-33
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1. wu2IAUANAIUNITHER (Production concept) LTuANAANIIHUSIAAILYEY
el o i a4 WY oW a = 1 = ) o - o v
sindamiladng awnsadeld Ay g3fadapinmsuiulpmsndauasdssdnsamnisie
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2. wuanuAnd1undnsSuel (Product concept) tlunltudnfiinguilanaznela

a  oa € ooy 3 at e al ar 5 = L4 Voo o a e g 1
uAnAamTTAuNIN N3 warlidnuaefnas deu §3RSwadPifuTulsmdandueietn
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3, WWIAUAARIUNTIE (Selling concept) WWuauAnfidnguilnaaslidendnsdus

vosgsnumszdliidnvialuruine viotersy Luemenonufaan sve) My §5ieey
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5. wwAuARsuUNIIAAadsAl (Societal marketing concept) {uuuaAndsldnas
vamseane deiinnudesnisvestiuilnaluszeren saiianuaulawazaudednts
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[Sociaty(Humanwaitara )]
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Aoams wiangsia
AuTawals) [Company(Profits)]

[Consumers
(Want satisfaction)]

Al 1.3 uansesdusznaum AR Ianaiodeny
o
U1 Armstrong & Kotler, 2022, p. 33

5.1. udsay (afafniwvesuywd) [Society (Human welfare)] Ao n1sagd Audves
Fnuupratannmueywd TuinsluiFesguamvesuseavu fedw Audununaidedion
Uasnansituluguou Fadudsslonireduanuasgusinalugumu | :
5.2 Muguilan (N15MBUAUBIAIINFBIN1SYBEUTTAA) [Consumers (wabt
satisfaction)] lasi3ufimnusieantsuesgnénuarduanasiinisiuiussgnen mumsa-mamqnﬁﬁ
paaRpulneUaLeIn N imelavauilag

5.3 sumujaiirils (Profits) ﬁ‘snﬂwmmmmaﬂmﬂ‘Lﬂmnmimamﬁmﬁmﬂwmauﬂqu

muwuwa"m'l-nmamnﬂ'uu AUANNTT




drulszaunienisnane

dumusraun1saan (Marketing mix) Lﬂumuﬂsmamﬁmmmﬂaaﬂmsmmmmuqulm

Lwaﬂa‘uauaQmmwmdwmﬂamﬁmmu (Perreault, Cannon & McCarthy, 2019, p. 651)
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AT 1.4 uansduUsEaunIsian 4 Usens

o
nin:

bbENI

uRRAUN (Product)

ATIHUARINURTE (Variety)
Aou W (Quality)
nataanuuy (Design)
ANKUE (Features)
Faman (Brand name)
uT97i0usT (Packaging)
37 (Services)

'UUDUDUU

0 opo o

%1A" (Price)

naimuAlilustns
(List price)

fuam (Discounts)
daunanly (Alowances)
frarsuzasIn e Eu
(Payment period)
Heulunisgnssdu
(Cradit terms)

qmmmimuamsmmm 1w winsiouei (Product) 5181 (Price) Ms¥ndming (Place) uay
a o & w ' w oA 2 v o= 1|

4a3uN139a1m (Promotion) Fegsisazdedldhuduiieailiiiansnevaussaniy

1svesmanidmving (Kotler & Armstrong, 2021, p. 70) Anwil 1.4 s18asidundiail

o eaamen |

NTRUETHNTASNA (Promation)

milsisan (Advertising)
misrtiTaeniinau (Personal seling)
nsumrn (Sales promotion)
massndliLg (Public relations)
NMEWWRAN (Direct marketing)
nmaa@aia (Digtal marketing)

- mmameaula (Online marketing)

-MMmAW
(Social media marketing)

- mmmn b (Mobie marketng)

ocpopoopoOo O

U%’Ullqai!'m Kotler & Armstrong, 2021, p. 73

nsendIwLte (Place)

BEMNTARSMUNE (Channels)
ATHATIUARY (Coverage)

¥uafifd (Locations)

AuAmamda (Inventory)

narrus (Transportation)

Tafafind (Logistics)

anAthue (Market custom 21
SR LA AR
(Intended positioning)

dautlsaumsanin
(Marketing mix) Wi 4Ps
Lﬂuﬁ‘auﬂmwn'\mmgﬂ
L GRER LR EREUE )
ineauaueIAIL
welazasnguulvao

oo v - - a v wa e | v
1. wiinseut (Product) 1Uudufi u3n1s vSemudn Usznaumsauantaniunesla

finnuen

] v oar o u o = w e | |
usoslule FaausanouausnNneInTTegna uarldivenmsuaniufsuiuduniads

= a - : J = = - a « =3 A |
2. 511 (Price) Wuddundeddu nshansaundwdnsusiuazusnisiialdlunts

o - w vd a w = .
Udguimeruuidwemieldifiendnsnsiviousns (Kerin & Hartley, 2022, p. 541)




3. N5999mUE (Place) 30 Y9an1an15ams e (Distribution) Ysenaudasianssy

vesgnie AL/ uInsgaaialving (Kotler & Armstrong, 2020, p. 72)

CERE
(1) w9
nIee

(Kerin

A13A
NN

Tunns

4. MsdaaiunImaIn (Promotion) wie dauyszaun1an1snate (Promotion mix) Ldu
[doulvavenniesdonisdearsnisaaraniuadeadedusuly Tnefigauszasdiie
winasfug@efifudwunsvemaussleviveswdninst (2) lalvivaasslduazuie
[WiAangAinssunisde (3) weurnudiawstlonifiguslanarldifuainnsldnansos
& Hartley, 2022, p. 541)

daudsvaun1snaindmiugsiia (Marketing Mix: for business) n15a$14AmAINI
wgsivausaUiudsuiieaieauelilaenisufudsuan @ps) Junsadiamen
snaalnensiimudrdnyiugndn (40) uasmsadnamrmuneanlngauaulse

viilvignAnfewelalunisuinag (4A) Famnsedt 1.1

d ] L] 7 - - - .
A9 1.1 uansdulszaun1snaIndmiugsna (Marketing Mix: for business) Wazn15@31s

ANAYNINIIRATA (The value of Marketing: 910 4Ps USuwaswdu 4C uas 4A)
4pPs ac 4A I
fUAILAZUINIT nsuntgmiugnén ANuaEIalunseausule
(Product) (Customer solution) (Acceptability)
1A FUNUYDIGNAT pmEInduinglaes
(Price) (Customer cost) (Affordability)

YoM NNITIRT MU ANUATAINVBIGNAT ANANTANEY
(Place) (Convenience) (Accessibility)
npsdsaiunsve msAeansiugnén ANENTAlUNT3IN

(Promotion) (Communication) (Awareness)

#iun: Kotler & Keller, 2016, p. 585




MIANANAMINITAAIN 4C dunTnesuield (Kotler & Keller, 2016 p. 585) feil

L. mauntgmiliiugnan (Customer solution) nune8s n15AREN A uazu3nig
AunInReuduIAIERINSYeRnAl Afedmavausimudnluvionusenisvesgndn
%‘lammmaemsummuLﬂumwmmmwL'flum'mmuJuwsammU's'rmu'laumaﬂﬁlm dvdegyn
ﬁaLﬂuﬁi:alﬂquuamﬁmwamnamua.,Uimsmmsmmﬂrgmmammsnﬂauauaqmwmmmi
Y04g1Ale

2. funuvesgnd (Customer Cost) n1sfignénardnduladeeylsiufissfansanes
1m (Price) Fluwivermmnifeindusunuvesgnit Seilddydeuimunifosunuiidudes
101 (Price) uslpgslsimufidedidiunudu 4 Mieades wu mngnésasgiBungsiauiois
uanapnAlEdelumsvesgifuuds endlalésedu q lumsdumsluiguddas suldun
iifutosudmaumis Jusy

3. ArwAEeINYRIgNAN (Convenience) lumsiigniazidenduduasuimsangsisla
Aoy dindrilsfadosmnmarmn Wy mmazeanlunisees mmarnInlunsdumaud
sy %q'tuamu:Q’Uiznaumiqiﬁai?'il,ﬁ'aTﬁaw:ﬁaq51uwazmn’Lﬁﬁ'Uqnﬁ'ﬂ’Lm""saam*maa
dudmSeuinslumsidumaludigsiauiniu

4. nsdeansiiugnn (Communication) lindnnsdoansiiiavdesiiinguszasdiitonss
°u'1'J'mimeﬂaﬂmnuanﬂ'n,nmm'mmaqm'swsamarsaiﬂ'l.vimﬂwqmn‘ssumsﬁaﬁumuawimi
JeTnquivasdinariorvazdodldluna ADA (AIDA model) Budusiansaniannudile
(Attenttion) Aa1aala (Interest) Aa1msienTs (Desire) Feaziirlugmsiindiulade (Action)

M3ESNIANAMINNITAAIN 4A (Kotler & Keller, 2016, p. 585) aunsnasueld fail

1. mwannsalun1seniuld (Acceptability) Wuaruaunselunmsseusulundns o
uazuinis ludnvazdnaviinseensudsmudunaunisuensu Ae (1) N1539n (Awareness)
Audula (nterest) msUszifiuna (Evaluation) n1svaass (Trial) wagniseeudy (Adoption)
'Luﬁq

2. muannsaduingldasy (Affordability) nansfia Auaiunsefiazde@uaiusien
Wan 'ﬁuazu‘%n1sﬁ':u%"qaxﬁm’ﬂ'wé’nqmﬁwms%’ui (Perceived value) HufioaniAn1susiin
msfeuiisunnuadsleniilifuiusuuresnidifesmituies

3. ANUANNTANNN (Accessibility) [ulinmuarunsalunisiiasidumnuasainues
gnéitarlugevesmuuvaing q lidraaduniednds viofrudn wismmsasmnlumsdede
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Aupnginumseaulal Wy Line Facebook udy dasdnnemnuazmnlviiugnéingudane
iuruavenaniunsdeduduazuinng

4. muamsalunisidn (Awareness) iupnuansovesinnisnaiagsislunis
pEnanuaLA 9 1wy nslavan Ussndunius msdeansihusyuudiass q iileliAans
InApudeezinlugtunaudu q delude dlaifiansiinudafiesiinnaud (Knowledge)
AUYOU (Liking) imAufienwala (Satisfaction) tinAuT sty (Conviction) wagifinnis
dndula%o (Purchase) T‘Uﬁ?‘iﬁ

Zalle  MOb

AANSHTUNIINITAAA

NINITUNINIINAIN (Marketing activities) 1ufianssunisyfifnismenisaanndild
Y ) ¢ vy a o Y ¢ o
weliussgingusvadnmienisaana éun nsiiisenis mls LazIngUsE AN SRaIABY
(Kotler & Armstrong, 2020, p. 122) Uszneumefianssuse 4 fil

n15338N15AAA
(Marketing
research)
« B msfndenmann
wWimne (Select the
‘customer segment
/ faNTsUNIIMIAan \
i MR
mfimafisniums (Marketing activities) Tmivazidmsimi
mm‘ (Developing new
{Prmoﬂma{ product and
activities) services)
MIAMUAYE MM
LORY T X
(Distribution

channels)

d -
AN 1.5 LanININTIUNINNITAaA

#iu7: Kotler & Armstrong, 2020, p. 122
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1. M9MIUMUNAYNS (Strategic planning) uJunﬁmwuﬂLﬁwmﬂﬁuﬂumwawnaamﬁ
wwmuﬂ1'ﬂﬂalﬂawswmn'iﬁmm'm..mwﬂm yauUzzneusae (1) msliesy yMiinagms
egic analysis): N153LATIEYR SWOT (SWOT) (2) m*s’;’mumunaqwﬁ (Strategic planning) (3)
3 M3U{URNTTnagns (Strategic implementation) (4) $ud 4 N9PIVANLTINAYNS
gic control) (Kotler & Armstrong, 2020, p. 124) s1gasiBunveusiavianssu aluunil 3
2. nsAntdenaatailavung (Select the customer segment market) Usznaudie

ﬁqmw’tuwmaummmmumamua.,n'maanmmﬂL{]’mma uadiludnisAvuasiumys
KBNS it Useneuseanssy 3 Usems 8atl (1) Msuusdiumatn (Market segmentation)

(2) M
(Kerin

sidennataivung (Targeting) (3) Msfmuadiunindnfusilunain (Positioning)
& Hartley, 2022, p. 212) wazidunvesusiazianssy gluunii 5
3. MsNaLEan s ludwaruInisiv (Developing new product and services) 4y

ﬁ'«aﬂ‘sﬁzmmawmnwumaun'ﬁwwmuamnmﬂuumammﬂm fdndydisail (1) nsadreadsd

AU

evalu

fin (Idea generation) (2) N13NduNTBILATN1SUTETUAILAR (Idea screening and
ation) (3) N1571AS1EYN1955A9 (Business analysis) (4) N1SHMUINE R A 0l o]

(Product/services development) (5) Msnagaunan (Market testing) (6) n15UsznauNsIBe

WY

o
UN9 4

i (Commercialization) (Kerin & Hartley, 2022, p. 253) S1wasiBunvosusiasianssy gl

4.n1sadreusvaunisallifugnAn (Build customer experience) \uni1sadne

- = i o w Calad w oo
Usvaynisallumsn (Brand experience) Wufanssusne 4 fiadreusvaunisaiimifeatunslii

ane

laguszaunisaidusing q 16un (1) nmsasrauszaunisainsdulssamduda (Sensory

brand|experience) vnlinanAusiinduvey ndnsusisavifesoy UsTiniianuais

(2) n1

a31UsTaunsalng g unisasieesual (Affective brand experience) L9u ANFAN

ayn Anilaauge §@naviela $dnvaendy (3) nsadredsy FAUNITRAATINTUNGRANT T

(Beha

ioral brand experience) LU 'lmqnmaanu:u°uanwmznaﬂnmwmaﬂummmaamwaa

wanian (8) nsaseuszaumsalnsduaileyeyn (ntellectual brand experience) 19y Aud
Fauilulgmuarnovaussdoasduvesgnin

o ﬂWiﬂﬂﬂuﬂ‘ﬁaﬂﬂﬂéﬂﬁ‘ﬂﬂ‘i}‘]ﬁil'w (Distribution channels) LUUﬂ?ﬁﬂTﬁUﬂﬂaﬂﬂﬂﬂﬁ‘iﬂQ

daseae 9 wumu'mJnu'i.umimaauﬂ'mwammuwusmﬁhjaaanm‘lummﬂu‘]mmu (Kotler,
Keller|& Chernev, 2022, p. 576) Uunaumamnsmwﬂmm loun (1) nsfvundsanis
nsnane (Marketing channel) WuniseenuuudemisnisaaisliiinUssavsnalnenisinsiey
ANUABINITYBIGNAN (Wednds wedUdn Juslan) ) Madeninguszasdtams msssymaiden
ﬁaamm?hﬂmuavmsﬂ's.,mumaaaanau 9 (Kotler & Armstrong, 2020, p. 654) (2) n15A1UAN

(Retail

ng) MsAin Lﬂunqmmnamwmamjaqmsmﬂ?uﬂm‘aau'in'ni’lmnuguﬂnﬂwqﬂmEl
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a'mn 13A1d (Wholesaling) Usgnaudne vmns:nss:mmUweqmmﬁmaaumuasmms‘lﬂﬁ’m
o Lwamwwmwmhmqﬁim (Kotler & Armstrong, 2020, p. 657- 658)mmmmm
swagBualuuwil 8

6. MsivuARINSsUNISANAIUNSHAIR (Promotional activities) [ufanssunisdeans
M3nIasEwinagudn fuie uavide fimquszasdifodaaiuvinuniuazngingsunisde laun
msvglaglininaug mslawun nsliTnwasnsusedunug Lﬂdﬂﬂfﬁamﬂuﬁanssuuw
#auda) (Perreault, Cannon & McCarthy, 2019, p. 333-335) %ammsnﬂswauﬁﬂﬂiuwﬁ 9
sglsinuilutiagiu Sududedddnsduadunisnarauuuddva 1ud nsdearsnisaann
ooulay dodsau uarlnsdnyt wiadidunisly nInssuduasunisnatanuulval (Kotler &
Armstrong, 2020, p. Brief content)

7. ﬂ’]'iﬂatqlﬂﬁ‘ﬂ'liéfd‘i'lm (Pricing strategy) {0u3Bn1sdestmdm¥unEadusi/u3nnses
ssrntaieldluszezen mﬂLﬂumiﬁmumws’iﬁmsﬁg@'i'm'ﬂwsua nandu Wy m'sﬁ.:a'ﬁmaﬁa
msdalaSunisuelidiiu 1 feu s L‘Sﬂm"lammﬁmimﬂm (Grewal & Levy, 2022, p. 658) ‘iN
aunsagswandesluund 7

WUIINI9NISAAA

wihimen1snann (Marketing functions) Hundnugndauiulessadraihiinsinu
n39310 Tnsudazmiiivsenausie anufulinveusazaulufiunisnaiafiszesnuuuds
aaﬂn FUATUIMIINITIUTIANIINISAaa U sEauALudNse (Kerin & Hartley, 2022, P 39)
il ugrummsnan Suduiivensulumshousiunmseaslagsi 1 7 Usems g
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mMyilen1eae
(Marketing

- research) ~ A
(_ : ._i ':'_';
\
N152RNUUUNHBAAST
o (Product design/
NUNNNIAEIN Product
development)
(Marketing functions)
I

= v o
AN 1.6 LAAIKUINTNEINITHATR
o ;
V: Kerin & Hartley, 2022, p. 39

1. M339un159879 (Marketing research) Lﬂu-zfumaumiﬁmumﬂsmﬁuﬂmwmaz‘[anﬂa
nINTIRaTa Ins5uTan AiessiuasAumdeyastranduszuu sauhildteiauauusnnams
na19 (Kerin & Hartley, 2022, p. 39) Muidemsmanazieadesiumsaumilonianiesnisaans
uazUgpiulgmiimainaninty suilennnmnmaudeimsvemaimtving wasaaunsel
dunnfoudliindy o iauendndsifigniasminyay Tnearfunseanuuukasnisian

a wl| ¢ o < LTI e T e el ' ada v !
WAmAQ9 nedesiniignAriuiiduen dadwinelagItiigndravaan warmsdearsmsnann

21 - & 19 o = e 4‘ at [ al |
laldyians ieliansagelogndliiAangdnssunisindulede feens fguradsennn
wpssdenaTimuAslsaszUIn COVID-19 dwaligsiarilsanas ganadeiesAumleanialmi

o - i v e i w1 a < v
1 wgsmsvTulasuremiimsdadmvitg lnenmssadeuuunanss Wudy
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2. MITRUHUNTIAAIA (Marketing planning): Lﬂumsmuwmﬁwmwmm’wﬂszau
119 Lﬁaﬁ’mmﬁuﬁ‘mﬁm‘m%ammﬁﬂ'lué’qqnﬁuﬂmmﬂ vied szseyinluouten (9u 19
U) gafivawduilusuedels (Kerin & Hartley, 2022, pp. 13, 34, 56)

3. NSOONLUUNANANY (Product design/Product development): Lﬂuéfswﬁwmmi
wﬁmﬁmﬂﬂaLﬂuﬂgumaumﬁﬁﬂmwauﬂa‘sw'i'\mufimn‘ssu NMINAR NITAAIN Wasns
pBuATEgRY NMamdled WeRaunguuuundadusludneaudy 9 (Grewal & Levy,
p. 658) #edn MseenuuunAndusiaulnsiulaia (Hvrateles) axdesidefs
nseenuuukaznslfisdesiaitethldluniswdn Susdesisfeladonsuan nious
pdnvEndniue #afons 31A1 Feamantsasamig wavdesddeinnan i
ne1vdmaNsENUAagUAMUBsgnA el 1usy

5 e -J 4 v o o = i = aﬂ
4. M35 (Pricing): Wusuiiiendesiunisimunsinmdudwsousnig wsldlunis

o - w - v o W = e & o w -
uanifaeu weruduiwesienislidmivauduins FaiiBnsdemeitddy fo (1) n1s

o a £y 3 o w o o v a o
msenlasfenueiduyuuaniilsfidons (2) msdssanielildmlsaudmne (3) n1ses

57011

[ ¢ v & v acd - | & 1 e o W
pedjaviguan AuneIMIFeregnA1 Billeraiunit manimailaefinisivg (@) ans

sesenlaesefinsutedu (Kerin & Hartley, 2022, pp. 304-309)

(1) M
%‘:uma
(2) N

chain

5. Msdndming (Distribution): lunsihwdnsusiosngearaitvine Ssszneudae
FMUATeIMIINISAAIN (Marketing channel) Usznaushegsisuasyanaiiisadeaty
unsilwdadusiiienislivieuilan viewfieldnngnamnssusengnaraimune
sdansladafindvianisnainuaziadetisnisiausvie (Marketing logistic and supply

o i = 1 a e 1 o o L ar
management) L‘i“Jumimwumnqmaqqsmmq 9 (AUNAN AUNUIIVIUIEY) NAEITBIN

‘ﬁ‘umaumsmNﬁmﬁmﬁwﬁaﬁmsaaﬂdmmﬂn’]mma (Kerin & Hartley, 2022, p. 328)

o e £ = 5 v o =& 1 - i a w | w o = e
ladafind svifeadesiuionssudujsiinisdendniusifgniesludaniuiivazinanii

aunslddunudnga drunisdanisladafind vunedls n1sufdanisdnsuideunts

wAeyineingiiu Msildudauvde dudrdiiezuuardeyaiiiieates angevesniswanlud

Y = y - v = v & =
Auslae Lﬁamauaummmwawa'lwmqnmmaﬂszamwmmmw}umqm (Kerin & Hartley,

D. 340)
- ™ 4 & Q’I s = [T = J:' =
6. N3 (Financing): Lﬂuwmau'l,un'}wmmNunuéwsum}nsiuqm N13%ONIBNT

Usenausiy NIMIRUYUININILENINTITUAENIMIRLYUIINNTARY Bnvian1siluay
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jasfunisadnenssuatiuen (Cash flow) Fsvneudie nsswadulwaduaenseuadulia
MSAIUANLAS NI TUITMIINITRU

7. msvgwiensvielaglinidneu (Selling or personal selling) 1unsiausuelag
uvgvegsiaiteildgnén dwnsaaiisgenusuarainuduiussuiitugnéi lag
nuneiussdedldsumsiinevassiudonin wazshwimmdlusdudtugnd awnsedy
wARuIINgnAT Ustiflurudiosnis uagldprmmeneuinsuitymiliitugnénideths
du (Kotler & Armstrong, 2020, p. 464)

al L4 s = ar (7 i e]
8. ussnuuaztigaain (Packaging and labelling): us‘sqnm-ﬁ Usenaunigaaum

L L4 = o - a - q‘: 24 L o = & = o £ 1
Mamwamnmfﬁ FIULAUBLNBU 'i'liJ“o’lﬂ’lJEIJ‘J‘aﬂ'IUﬂ']Hﬂﬂ']ﬂ'v’]ﬁﬂﬂ"lﬂﬂﬂ'lﬂ‘uwﬁﬂﬂm‘ﬂ 'ﬁ')'l.lﬂ']ﬂ

Wan

! - w €l W ow « - e = o o o
Budwiunngegluussytusiviuanssndnuaivemdndusivions saaszyaniud fu

s -

waniinan 38nsld drudssneundnusivayingauililunsudn veussytusivastheasin

A

angaasenuAuazdeliuisumimsudsdulitugnd Tasaranisdeaslifugnén uds

waus

:'[wﬂmwﬁnﬁuazNaﬂ'iﬂwﬁmnms%’uﬁ (Kerin & Hartley, 2022, p. 288)

9. NMINANUINIS (Services marketing) #30 7 Ps WunurAndiulsvaunisnaindmsu

N15U3INNS Useneunie wandms (Product) 5787 (Price) Msduasun1sma1n (Promotion) A1

SRR

MUy (Place or distribution) uananildsfidruiiuidufie yana/ninau (People)

ANIMUINEBUNIINIEAIN (Physical environment) LAEASEUIUNIS (Processes) (Kerin &
Hartley, 2022, p. 290-292)

a3uvineun

S ow ' = =t » .
Tuunillein AMMINATUNNNEVBINITARIALAYNTEUIUNTINNANTAGRA FIUSYNBUAILAIS

o v - = ¢ | e W i w
?‘!"Iﬂ’J'TlJL‘U‘ﬂ%GIa'm‘ﬂL'?J‘L!E‘imu‘lﬂ ﬂ'T‘iE}E]ﬂLL‘U'Uﬂam’lﬁﬂﬂﬂ’]‘iﬂmﬂiﬂﬁqiﬂﬂﬁﬁﬁwﬂmﬂﬂgﬂﬂiu

anen

v ' (Y, | e e Y o w &
nsasnlusunsumImaIakULysanMssquAtimianinguiadu nmsadnananuduiug

o L' o 13 ‘J o L] 4 A & 5 oar v b 1 b o L4
duiilfiugndiianunsavihilsuazadresmnudusuBudlitugnén NSASTNAMAII NGNAYIT N

lamlsuazand1angnin uenainil fandndedfaunisuwmiufanisnsaainuaznisagn

& | = oasm as o (| =t LY [ = s
alelval FaluuunuiRtundwudednauielegiu wardrulsraumensnaaidusuuimig

o e v o - ' ~
nsnginiiesnnisaansaniuauld wesnevaussnufielavesnguidmang Taefifenssy

= w o wa o w W ir [ - °
nanmaaeiunanlunmsufiaieliussainguszasdmenisnana Toud nmsifiuenue mls

waz 3o Qﬂ SEAIANINITRAN




g
A8

NUNUNIUY

liihussuwamdmansnatn 4c

TivirueSureanumnegAanssunis
v a v o

10. iviweSurunthiinieniseans

ST FL S R s R TS B

16

Tivhuesuemamneanisnans

Tivihuesurenszuaunmmumsaann msaiassAkagnisainalfiugni
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