un 10
nnslawan NsUTZBEUNUS
nnsvnelasldnwtnauuie Lazn1sawEsNNIsYNY

(Advertising Public Relations Personal Selling and Sales Promotion)

uniasdendestunslavan nmsussndniug msnelaglintdniuee wazmsdaay
ﬂ'l‘i‘?ﬂﬂﬁ'lﬁ%‘Uﬁ“iﬁiﬂﬂE}ﬁ{?uﬂﬂu #oif wenwntl Snnmsnaafeudilefluaaiugiuvasns
doand Faleosduszneviidrfinfe msfimsangdsnansiaunatnians msldsansidende
viadbwntnas eliiulssiudAyuestnians Wi dendemmiedslunisdsinans
fu ImEJfr‘i’mqﬂ'i:aaﬁlﬁ@"?wﬁnaﬁiﬂmsaamﬁa'ﬁqnﬁm w¥eunslviiinnisnevausdlu

Jnquszadvesgsialy

M3 LRI
e - 1Y = g v o |7

nslawe (Advertising) iunnsdeansdeyainliiliynna anslewantufunislide
' - W ' - = ' o = = L | = va & v

e 9 Fedpsneluidumnauuny foduasumuAaludugwiouinsbiiatululagnd lay
anuisasrydnizinsnensle (Kotler & Armstrong, 2017, p. 452) Funaulunislawan
Uszdeudas mafmuadiudnans maiaguszasdlumsleavan asimuAIUUTENIUNIT
Tnwdn nsfeduladensmaisnislawan Madendslavan wavn1iUszfiuyszaninaly

= o = w < -4
RPN ‘ﬁqm'imﬂau%m‘i‘[immﬂ AINIWN 10.1 UedU
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Al 10.1 uansisnsinaulamsTasantididy
flan : Kotler & Armstrong, 2017, p. 453

namd 10.1 awnsassuredunsunisindulalunislavan (Kotler & Armstrong,
2017, p. 453) I8l

1. nsAvuag3uynlans (Target audience) aﬁumiﬁwuﬂi'mqﬂwam‘lumsﬁamﬁ
(Communication Objective) waringusvasAnuuene (Sales objectives)

2 mstmunsuyszana (Budget decisions) Wumsdadulaluruiavesulszanans
Tawan Fadudrlddnefidlunslavanvesgsia u,a.,Lﬂu{lwqu'irmmmmmﬁu‘lmwmmvmaﬂﬁ
Furwduwinladssivunzay q'srmmﬂLaanmsmwumuﬂ'ﬁumms'tmswwm 4 334
Fwelud (1) anuAuansaisnelé (Affordable approach) (2) Aoduesidusveseanng
(Percent of sales) (3) fl'l‘.iLU'iEJ‘lJmElUﬂUﬂl.L'lN‘Uu (Competitive parity) (4) mmmqﬂsuaaﬂuav
11U (Qbjective and task)

3 mssndulalunisidenians (Message decisions) nsidentnaansiunisivua
Tassasregmansiildlunislawan 'zmmsmﬂmmwmwazqinﬂLﬂumimuaamwuﬂumﬁ

o el g i @ = o e v oa = i
utsunslavandudilavanzdeualald wazidutadendsmiiiiansildsuulasay
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AspangInginslavanezdiesiasontunoulunaimunagnimeaiassdsulavan dail
(1) NagMsY1Ias (Message Strategy) (2) NM15USMI5UNANS (Message execution)

4. nssdulalunisidende (Media decisions) \umsidendenilélunislamandsludy
usnaediadulaiieafu (1) nansenuuazmsiidausau (Impact and engagement) (2) winvaa
dasa N (Major media types) (3) i3asledolaneiild (Specific media tool) (4) ¥a31381n13
4o (Media timing)

5. MsUsuliulseansuanislawan (Advertising evaluation) Lflu%u?jmﬁ"lwaeigumau
nsuimsnislavan gshefesiiamudsyliunamslavanluniends fai (1) wansenulums
doa1s (Communication impact) (2) NansEnuMUEaRTIBLaEiils (Sales and profit impact)
(3) wameuuUIINNSINYAT (Return on advertising)

nsUsEEIaUNUS

n15UsEd@usiug [Public Relations (PR ilun1sadmuduiusiiniugndalaenis

- - w w 1 - v o - = -
LHBLWLWIUTIVUNITUTY n‘]iﬁ‘i']dﬂ']ﬂﬁﬂﬂniﬁﬁ‘ﬂﬂd@'ﬁﬂ% ﬂ']“i?l‘i’lﬁl.ii]ﬁ'l’mazﬂﬂﬂ‘ii&l'ﬂdL'f]‘th

UndusliBudl (Kotler & Others, 2016, p. 643-645) Funeunisindulalunisussanduiugnig

v
W

- -
n159am Aeiall AenInd 10.2

=

|
3
!
1
:
i

awit 10.2 uanstuneunisindulslumsUsyrduiugnanisnain

#i1 : Kotler & Others, 2016, p. 643-645

1. matwuangudmanefifutnans (Target audience) nguiutnasiiddyiigsio
foiinTsuszaduius wWu ngugnduivineg yeaainsuesgsie dindedsiun Ussuisu uas
peAnsgEna Judu




2
9
45190771
I |

219HN158
5
ATV UA Y
QU5
YONUY
a
vehicles
\wIasilof
UNISANT
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. Iuaingusrasilunisuseanduius (Public relations (PR) objectives] (unns
iFdnduduazuinisveagsie Winunaugndndmineg Tagesainseminidede wu
s$aadasfielrunansisinelumsyssanduiug 1Husy

. MuunuyssRulunsUSEIdUNUS [Public relations (PR) budget] nanlunis
pUszanalunstidntuagnisuszrduiusesldndninust el (1) fanuasiu
IANNNIRAINTINTINT IR IRAE MU SEIENRUS (2) mMsfvuaedidusan

- ] 4. ] o w & x -
. NSLABNYNIAITUALLATOINBNITUITY1AUNUS (Public relations message and
i ; ‘/E‘; I w 4 A = “ o/ a ar | !
Imasfildtuegiunguidmanevigsiafesmsevdssvduiusvitunguithueng g
sussdniusenavilalunanegulbuy Wy nMsdnnuaainsuseuLesgsna n13dn

UANEST
aduay

swiupseteugmingsodnseusudsousiivseme Sudasuiuuinauargunsalvienis

5 MR MsuiamInaa 1Wusu uesesdisfiddgreninnsmannging s
3
b
usen Tnasoud nuyuwaioesy dria
i i -~ . i - T l m

Ui Insgoui wuyuneeess 911n fndnuardadimitesadnserusudseudilulszmalne

uyandt 4.2 fuum Wdulsmevianngiinie meldlasims “ngssusiiledsnulneg” e
Lypannsnemswndlunisiviieduanunsainsunsseuiavedhialaia-19

AWl 10
i U
https://w

13 uaninsUssnduiusuInaiianisnaa
9% Inggousn uwuyunaeeds 911, Suduiiie 1 Sulnau 2564. 31n
ww.thaihonda.co.th/honda/news/csr/20210609/
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d w a8y & L ar ar .
Ausnuitldnlfifieliussginquasaedusanalifinsuss s dumiug

3. mauURnsnuunumsUseadusius (Public relations plan) Tututiazufuaay

§. NMsUsELiuNan1IUszY1dunus (Evaluating and public relations plan) 1unns

= D | = o e e i 4’ [ I e s |
Aamunansldiniasdionisuseduiuslagldisniseelud (1) Swuglasuarudilavas
ar - P i - = o | ° S
VAUAGYBIUTEYTUNTRDFUALALUTNTVRIGINA (2) HansENUAUEBAT B LA l5U0IAUAT

KaUINTSVDIGINT
& : —
Tanainy g'm'umm'iﬁams (Basic model of communication)

it 10.4 TnefisreasBondal (Belch & Belch, 2021, p. 148)

Al 10.4 uanslaAaveINSEUILNS A0S
#an : Belch & Belch, 2021, p. 148

(Message) u,asa'q'th'}m'i‘t?vuﬂi'lu’ﬁ'adma'th’ams(Message Channel) n3ode (Media) lu

a

& g {=e
Tusatasndulunuduneusesnisieans (Model of the communication process)

- o 0 ') = i
NREVIUNTADATILUSNIINKAIIIAS (Source/sender) Tdswa (Encoding) asludnians

@ e

gagi3u

i @ ' 17 o s - o i v w o vaer
PmasdSuinarsiesinisoensia (Decoding ilerinudunsunisaeasiagiugsnans

|
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(Receiver) Agilin1snauauas (Response) wiataunduludsid@sinaans (Belch & Belch, 2021,

P.148) san 7 10.5 lmuieazidunsal

T - v ' « - 8w <
1. uvdsi8s (Source) w38 feeinans (sender) WuypranionsAn1sdilidayad

WNIEIT09 PN 10.5
: e RS

vl U et e S o s bnsn e

10.5 WAAIUVEIU1IANTVRITINT

2NN
b= a & owooa o
Llﬁaﬁﬁqqﬁﬁi‘ﬂaﬁﬁﬁﬂﬂ, agUAULLD 1 511AY 2560. 270

=
nu
https://www.thaihoteldeal.com/newsletter.)
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W 0w a ) o o Y
2. msldsva (Encoding) Wunsiundiaya uazarwda asnunldsiaddudydnwal

(Belch & Belch, 2018, p. 148) 19U guamnssuATn 13 ladeu (Usznalve) S1im Fanmdl
106 | |

= i e i a w v o w
NN 10.6 uannisldswanisdeansvesuiem ladeu Wsswelne) s
o v v o o ) v - ot o w
1 ;| ladeu Juile SCGC wlagdu 3 s wWasuussytasisnslan. Fuduidle 1 fueu
2564. AN https://www.lion.co.th/index.php/news
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3. 994n14 (Message channel) amstiusenaudae (1) nisldau (Personal) nigdn

wiinadue wieldde (Nonpersonal) yamisteaenilignanvesmineganislunisvensiaeia
Wunuduansieurnwisfiunisuensieidedenuuazefdneasin q [Digital Word-of-mouth

(WOM)]

%78 (Belch & Belch, 2021, p. 150) (2) Buzz marketing tun1sasislvinaanuidy

o w a a o W w | o | -l w a w o f
E:I:U'Tﬂ"IUﬂ'J"IiJﬂﬂLlaﬁﬂzl:‘i’lLﬂﬂ?ﬂ@ﬂiﬂﬂl“ﬂlﬂuuﬁaﬂﬂ"lﬁﬂ?zf\]']Ei'll@lula?n?ﬁ'ﬁLﬂﬂ?ﬂUNamﬂm'ﬂuﬁﬁ

UsnNIst

Uesuu (Kotler & Armstrong, 2017, p. 667) (3) Viral marketing 1un15tWe17a1s

Yo 1 ey 1 [ al = (-1 (3
nseatalasiunisiieniaisseninayanalasnislddenie 4 wu 01514 e-mail L3uled

Facebo

ok Ylemasunsluegnanaiuuulaia (Chaffey & Chadwick, 2016, p. 676)
4. 417815 (Message) udoyaiioSunevioduteyadsdinununeiivgdoansenas

Jusnwausamyasing q vialudgydnwalsenmd 10.7 vialuguniwee 9

u
d

o
NN 1
A3

g3A0uTs oraunlusUiuuiiuduidn iloosune

GLOBAL
. INSPIRED é
g 6 manum

InS0I&N01] nmssqn

ns1dcanuaidin Tuussyicuriegosdnon uonan og. ﬂmmm&nﬁaﬁoﬁmﬁﬁn&m?nwﬂaﬁ U

Product Durability (PAO Symbol) Green Dot Symbol

Snus 6M/12M/18M Jurnefs SusuiGouiis) HUIEAIIWRN @uﬁumaunmnmﬁnmdwmaa
Aasrgald rsmﬁ'tnﬂuamt]u'lﬁﬁmﬂﬁﬁu itovay Tumshedudounabosarenve=bomsin
waaACUTIGUIED ussyficuTiinguLn Recycle

e Information Symbol Net contents Symbol

swumosuenduiiusaiudascuriogiulu - UsLnasgnéuaauaaricuns ToeRlussudulindn
yosuss3icunidos I0umsmsutiviuncuson

wauIvuasdea Audou HEodionasslichn WAOACUTIAIAAS)

PS (Polystyrene) No Animal Testing Symbol
vandnuouiauaadnfibugouls-naulums rnEATIUH uSEnduiowAaricunidluomsin

win wAcdcuriussadoun Wodudoyadoms wiafcuniUnaaoufiudas
{(nlJ Recycle Tunndiucou E EE

-------

0.7 uamaﬂwmsa’fey}aﬁaﬁmé’ﬂwd

] L - e ar « - o - L4 = f o 2 A
immsteyadedydnunivesuisnlnavea dualus uauvesmedd 911in . dufuidlie 1
SUAN 2564. 9N https://www.gil.co.th/content/20534/6-)
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5. nsnensa (Decoding) umsulanumnedoyaandildswaionly wu ddn
Green Business 9x@ g ivu Il lnniiAeerls (udu

6. §3ut12815 (Receiven) Aognfrfifunduitanute Wu nguitamunegndn
JUsEnRuMs iesunuwie udu

7. Manouauss (Response) iumstlounduiidfurnansdamumnldgnies wu i
gninlvsaeuaudeyaiieafundnfausivesgsfaiudiy (Husu

8. fesunau (Noise) dwsuniu Wullgmilifendesiugnésewinmsiude wu gnAN
Lidllunwildlunisdeans wu Bulsifiawznwinewidufidesisaiulvaariuils

1 -4 £ 7S
Y& L UURU

nsvelesldnineiuvie

a LY . = = yi— -l '
nsvelagldwdnarune (Personal selling) Wuguuuuresnisinsedoans sening

qﬂﬂaj‘aqﬂﬂa (Person-to-person communication) Ingwiine1uv1e (Salesperson) 1A
g yp&’ -] ; i = (=3 :: 4 ar
werey lumsnsziulig@erinisdedudmiouinmsvesgsia Tunsunsuelngldwminauee

s mUseneudt 10.8

d ﬂvJ v a
AN 10.8 uansunaunisuelaglintdnauwie
flan: Perreault, Cannon & McCaethy, 2019, p. 363

1NN 10.8 amnsassuiglein
o 0‘1 A’ ., 5 qy L o = -
1. N15uaIMIANE9%D (Order getting) YUNBDULILABIAT1IATUTUNUSTUR UgInNa

| T - < . an =
vl 9 Wilindu (Develops new business relationships) duBnslunisuanond@eniidnenmn
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| -

& o a - W - - ar - - a 7 W W
SIUNIIALATENNISHEAUDUIUAUA LAY UTINTITNLNUISHUAUUTENAN 9 'V!ilﬂ'l']lll\ﬂﬂ'l‘llﬂﬁﬂﬂa

uansvnihdsda (Order getten) Ingajsiinaainmudniudsudiugnlmivasmsimungsia

| e u o v de o v X T o o o
T3 S93ednivtnfidusdsfouazlnnisee HaenAIUABINIRNOUIUNLNIUYIY F998UUN

L Gl:' L] = = ' = L = s A i
nswtulasaanysel uimuudedududiuazuinisseninegsiafuuidndu q 9

\fiendetse (Perreault, Cannon & McCaethy, 2019, p. 364)

= s = 2 1 i v v E a‘j 5 =i
taker) TunsUansveduduazuinig WungnAfldualvnuiudiniute 1. Uy TunuUgsY

L s ar -1 - :‘I :5" a @ Vs 1] ’ i
2. 35udstaangndn (Order taking) lutunouiiasifgadasfivgiudste (Order

2
& as

o w n&’ L o = 2 = @ s o g = w
mawaﬁ]::mmui'sqmsmmum‘imaﬁumuaamn'ﬁ FADAIUNTIINYIAIUEUWUINNGININY

v as v o a a ' ' — & ol &
anf wdsangndaulsludufuazuinisvesgsisedilaegrmilainumisguarades

(Order

vo o o & w ° v - ' o v w &
getten) TneffSumdstiatnazfudnoumanugeving Mavdswaliigndvinduledouaidu

mMsUamsee nanldnissuddenngnAdutunsunislanismedugnmiengugni

G'I o d v - w ! A o EY ' & = =3
Wy §edufleedesdamunandimsneegiave dWovhliulaignAuinaufianelalu

AuMUpzUINN5V0953M (Perreault, Cannon & McCaethy, 2019, p. 364)

3. nsinsatuayugndn (Supporting) tuneuiisziiurdasdugldnisaduayy

i ar - - ‘w’ :Y 7 as @M ¥ oo
(Supparting salespeople) lumsatuayunisveduduazuinig visll ginsaduayuiilivia

ienededelinuLes LwiLﬁuﬁﬁﬁlﬁmwﬁuﬁuéﬁuqnﬁ'}ﬁ%’umsﬁm’nué’uﬁuﬂui:axanﬁu

v deo w & & v o v o & v W ¢ 2 = w
Qﬂﬂq GLUWEJm’Jm‘ﬂmnﬂu E]EJ'NI?HW“J Fﬂ“ﬂqiauuaquﬁﬂﬂqﬂﬂkﬂuamaﬂ‘elm‘ﬂﬁﬁﬂ')qu'eﬂuumilﬂ

Wuee19f mnmitﬁu@u%msuasﬁagaﬁaanwmﬂmxuﬂﬂa (Perreault, Cannon & McCaethy,
2019, p. 364)

4. UNUIMBINITIHUIN15anAN (Role of customer service) wifi1aglanTsvieuazes

youuINMsiadeduudr mslruimsmendnisnedudeddgunu lunsdliignAsinisnai

y =

druwdedu q Sudufemeremdiemdsgnd aeuaugndfeiefniudeiausiugsine q e

Wuuriumeesnisiiusnisniendanisee saufan1sudernanseing «q Mieates (After sales

service) NN ueTlFAuTewds Wy winuveiliawusdinsigduainazuinig

NN

all -y
LWBAL

:J | L = a i vV oo 1Y b = “
uuneiiugidorngdumeaia uaswilnouneiibivinisgndr Wusu nsuinisgnen

asuliAnnsdensioly lugshamstimienliduunivusing 4 esurenseesdudn

P = v o ° a W = i | i o ) v @
waruInsdu 4 sufamsiduuzihludufuazuSniamanisviesiieddng 9 Aderdos ey

N5 LAY

3msgnénenslifeinfumhiivesninaunelaense wiednduduviisvesmsduaiy

1 v oa 4’ : I‘: 1 = v
nsueilezreliAanistesiluaseeludne (Perreault, Cannon & McCaethy, 2019, p. 367)
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[ = Y 4w i ' v o= v a o oal . "
nveyaidAuazAedanusing q svgaeliudmsgndn lunisvhwi@idesn (Proactive)

L, Cannon & McCaethy, 2019, p, 368) 8miy Maununislduinisgnd Bodndudli

maaueye 01szdunsidiamansimsomaden st useigaranisldgnnlusunanainng

WUzl

onsie N1sdamslassadnsiigniesszdremseenuuuanusuiinveuseminauuelag

£ o = & ] v el” i ol o Y s" Y
liwilnuviedalsenaude ASHANNIAEITD (Order-getting) mssumé’wamnqnm

(Order-taking) uaznislvinisatuayugnd (Supporting) Ainanaundnedusiy desendenisda

v o v - v i v el & w 1%
lassadimshaoulasueumneanuivinveuligndesluusasying uasuenaniossosls

WannIs

= -, £ ] é Y =i = & d‘
elAeTiNaU (Team selling) wnmmama'[mmwwuﬂsxaﬂﬁmammﬂqﬂ (Perreault,

Cannon| & McCaethy, 2019, p. 369)

N1sd9LEsuNIsYY

1 = » q' a‘: c:' ar o .;’
M3dwAUNIUTY (Sales promotion) Lﬁuaagﬂ%sasaumansze;u'lw,nﬂmwauaxn’ns

188U MALUINIT (Kotler & Armstrong, 2017, p. 496) lnsilgasanang Asnsiiunaiy

werwlunisviveminaIuey (Salesman) ginsaming (Distributor) uayfaunusmung

) u a a o day w o w Fd a w
(Dealers) 'LWU’lﬁaumLLaz‘U'iﬂ']i'!]ildﬁ?ﬂ'\]ﬁ]iﬂﬂﬂi’muq Lw'Eﬂﬁqﬂﬂ’ll.ﬂﬂﬂ’.)'mmmﬂ‘ﬁ%aaumuﬁz

U3N3999n31u vhlimsvelagldminaunesuarmslawandululgess WsIgNsdaLasy

nsvigilunislidsgelatiiae nasuinisnasdaasuniseis § 3 jULuufe

1 =y o [ 1 = o ] 1 = J
(1) mygasumsvenssgiuiion (2) MIFAAATUNTVENYIFAUNAN (3) NsdnasunIsIea

3jagwiln

strategi

71U UagniIBUe (Kotler & Armstrong, 2017, p. 453) TneflsasiBundwiolui

[] = a (] = -
1. n1sdaasunisvressgduslaa (Consumer promotion) : nagnsde (Pull

[ |

| a =l a - | 4 a i
es) MIduaTuMINesguilan unsléiedeslaieduaiunisve ilegelaly
yoluszosdy LLasa%"lammﬁ'uﬁ’uéé’uﬁﬁ’uQ'U%Inﬂluszasaw (Kotler & Armstrong,

e ' A Cl' L ar } 4 -] L I =)
|668) Aenavens Mufiivatesiunmsaine mailuld uasnisimeunsTaquazinade

A9 9 Tapagldifevreaiunislavanuaznisene nMsduasunsvieenavilaedsmaluswdd

Al = 3 =3 ar = v [ dl i 4 d =
wARANAEN FINUNIINGINT NTIALAAIAUAT NITUIITUNITVE wazlATesllevnedu ] bATBIUD

Usasly

strategies

ar ﬂl = VY oo ; - L at : = =l 1 =5
safunislavan wieflvduilaaunaiudedud dudu Sadenin nagnsas (Pull

—
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nagndaa (Pull strategies) Lﬂuﬂaqwémadua‘%ummawﬂmamﬂwmﬁﬁaﬁﬁu%‘[aa

| Y | - 4 @ 9vy a & Y = - o
unuMIAETINIvIeAslifuslaautieduduaruinisfigaie (Kotler & Armstrong,
2017, p. 402) Hanwn 10.9

|

naq‘nﬁﬁa (Pull strategy)

v

v &4 3
AIWRBINTTY AITURBNTS
0 o] AUNAN l RN f{i} =
Ghrivasiio | s

fenssumsmenevesdsin (mslevaisgiulon, maduatumve, aun))

A 10.9 uanInagnsas

ﬁm : Kotler & Armstrong, 2017, p. 402

w J = v = i o a =4 L | v £ = i
AnAIsgedumuasuinsluislddudimieliluatasou Wunsliduaaie Bun

duniuilan (Consumer goods) msdsasunsveijagilivinsdugavhedumsldnagnsi

(Pull strategy)

P v &

nagnsaa (Pull strategy) Dunsduaiunismanlneydis] FPugavneiafeliguilag

2

& & . a say o
YauasALNatwga (Kotler & Armstrong, 2017, p. 453) mwduiavesnagnsds fléuinis

= J = ar « L =4 L J’ - 1 4 - L o 1 & 1 J
PInvvrpananauNINgn1lan gAinesdediuduazuiniseingnds uasdirdeasde

a w ¥ = | = adogq = s a1 g ud v s
HARAMARINGSAD T.ﬂEmzﬁmsauawmsmamqqcﬂ%’mmsqsﬂwsaqqm‘i‘lwuqmma nagnsil

U

AU MIUINAUBY (Couponing) INTBIUAN (Premiums) n1584luA (Sweepstakes) N13an

3701 (Price packs/cents-off deals) n13dningnisaifiiaw (Event sponsorship) n151%519%a

(Patronage award) n1sdua3un15v1839u/U (Cross-promotion) MMSSALAAIELAT V8

[Point-of-sale (POP)/display and demonstrations] 1{ugy

= = » ar
2. n"lﬁdeLﬂiunﬂiﬂﬂﬂﬂmdﬁunaw (Trade promotion) :naqwﬁ‘nan (Push

. i = o @ =
strategies) MsAuAIUNSVILYIFAUNAS Hanndl 10.10
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NaYNENANn (Push strategy)

NS suMIma AN NER fRNSIMSRAMYBIAUNEN
(msvelaglEndnnuy, (myvelaelidndnaune,
mydnadulnesisfinunas, mislesun, myduaSunisns,

AWi(10.10 UaMINAgNSHEN (Push strategy)

fian : Armstrong & Kotler, 2017, p. 402

nagnskan (Push strategy) unagvdmsdnatunismeddldnssdumnsmuansuazey
nanafielitaendniundnsusiniutemianisnain loggndnovdsmdndnusilugeinds gendsay

dualynanduailudelfuan uavdfuinavdaasundnfusily fagnAn (Armstrong & Kotler
2017, p. 401-402)

?

- d 1] ar 1 -
3. nsduaiuNsvIeNYagwineuvIe/mineauie (Sales force promotion) :
ar ar IJ
nﬁtmﬁ-laﬂ (Push strategies) AN WHN 10.11

NAYNSVLIBIYIE/ MUY

(Sales force promotion)

fenssumumIRmafinz Ay fensummsraaveIAunaTY
whsnunsildmmmeney fimvfumbsnune/min ey
lumsresdniudufendsia VIVRRNRAN I BNARAY
I s e . e
sueunaWluduuTlon o *nﬂ'nmuml dufluiduilnn I
Aunang

AensnommisasuoikanTdsambsrursminnuny
& o= . ] - &
Wdmumuwwmnesdndududhendudsiarelnensludsduilonenseiuliiansdo

1 @

d 1 = o 1
2N 10.11 LEAINITANATUNSVIBNALIFWINIIUUEY Ndasue

v

‘ﬁ'm : Kotler & Armstrong, 2017, p. 402

1] - A ] ] L v a ] £
MsaudsuMIvIefisgmsnununsassduliminaume/mirsauneldang
weevIBLINTUy nagnsAsduaTuNIIvIETidsdaunan (Trade promotion strategy) Wa¥N3

dualumsvieiidsgwineues miseaue (Sales force promotion) Junsnszdueunans
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dndududrsinideameludaguilae laun nislawanilysgaunans (Advertising to
#@3uan (Discount ) dupaul (Allowance) msleransaniu (Cooperative dvertising)
L3N139Y (Sales training) MsdataIasiiotagus (Selling aids) nsdnlediftedsiasy
t 9aY1e (Display and point of purchase materials) n1slauAINSfuAunane (Free
M3UTYETME (Dealer sales meetings) Msiueunsdegdasmine (Dealer listings)

MeduAILaziIngsANIs (Trade shows and exhibitions) AMSUYITUas1988RY Y (Sales

5) lnansianIsIe (Sales brochures) (Kotler & Armstrong, 2017, p. 453) YumBUNIT
ey fanndl 10.12

mMsimueagnAn (aane) Wvang i
[Tareer customer (market)] )
s = T T = ™~
MIfvundngUstasAlunisaaunise
(Establishing sales promotin objectives) )
mImusudszaiunsaLasunIse 1
(Defining sales promotion budset) )
m3deniaieadie (nagnd) msdnasunisvie ]
[Selectiong sales promotin tools (Strategey)]
mMavmuTlUILnsuMsdnaiunisyig
(Developing the sales promotion proeram) )
e

nsvaapulUsuNIUNISALATNNTS e

(Pretesting the sales promotion promotion program)

v

msufvanIsamlusunsunisaasunisne

(Implementing the sales promotion proeram) )

flun: (Ko

msuuRnsmlusunsumsaaiunisue ]

(Implementing the sales promotion proeram)

mstszidiunanisdaasuniseie

(Evaluatine the sales promotion results)

o

AW 10.12 uansdumeunsasasuNseidfyy

tler & Armstrong, 2017, p. 453)
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L. nsimuagnel (mae) wWvane [Trager customer (market)] un13finue

MUNENALYVIINTAWAINAITYY lasofendninausilunisuvsdrunisnainesendy

4 9 fip (1) dulsznsenans (2) fugdamand (3) sudsiven uae (@) FUNgANSSUAIEANS

2. m3nmuadaguseasdlunisdeiaiunisvie (Establishing sales promotion

¥ - s ! = e L d = o -
objectives) lagilumsdnaiunsnedingusvasditonisindedeans nszdu @guiunde

L. " @ s l-‘.’l’ § o ol L3 = w Ll o
weinbifinsdnduladedinsimuningUssasdenausniunsdldesld 3 nsd de nsivun

InquszpsAinazsgszaula laun (1) fuilan (2) aunans (3) menurevieninaume

3. M3t muasuUsEINNMsdNEsuNI3Y8 (Defining sales promotion budget) ivanlu

M‘:’

nMsfimuenell (1) mstmuanuingussasinansnanuasuduadunisee (2) mstus

T o= L2

AUWBELEUAYBIEBATNY (3) N1SAMUARINAINAINISaTIZIeld (4) n1sivuslae

=1 =i I e
WItumbuInAuYIty

4. maifieninIesile (nagns) n1sduadunisve [Selection sales promotion tools

= - s o [ | a v a v - w W
(Strategy)] lun1sideniaiasdledmiunisdaaiunisvedudnvsdondenlfinunsanfu

£ al

s = o d! ) v ar u 2 i L i ar = d L 4
Tqusrqeingsiaimuadaudaliidu 3 seiu fiildnaaluuds Tnewsiavseruasiindosdionls

| B e

el ' a a ' a a1
a1e1s Ao (1) nrsduasunisvieidgiduilan (2) NITAATUNITVIENYIFAUNDIY
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5. mavauilsunsunisdeaaiunisvie (Developing the sales promotion

] o i @t - 1 = , A o a 1 o
program) lasesnsdsaiunisvisasifeadesiunisidenuuuvesnisdaasy dendrAggnunnis
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windule fie vuinvesdegele veuwnlumsduaiunisvie madendedldlumsduasy
parldlumsdaaiunisvesasulsanalunsduasnisee

6. MsvaaaulysunsunsasasuniIsene (Pretesting the sales promotion program)

1 = o L = U d‘ = I A =
T.‘U'iLLﬂ311ﬂ']':TENLail.lﬂ']'i‘ll'lEI%WL{:.JUi‘!'ENJJﬂW'i?lﬂ?iimﬂﬁdﬂﬁ%waﬂﬁﬂimﬁ'ﬂ (1) tAsestavunzau

v3ali (2) vwnvesdsnseiumnzauviali (3) msiaveiiussansnmviels

7. maujuanisaulusunsunisduaiiniseie (implementing the sales promotion

program) MsmIvAuNMsasEIUNsaalutmaneanvet MIUURMUUNUILABIAIUAY

munarfildlunsmisunisuasnsufoRnis Usenaudae nanlunisineusu MsUSuUgIuTsy
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s =

v | = voow P a a a w a
Aunvseanivdmnslusedd nmsuddliminonuiiesyfiRaunsiu nswdnduduasuinng
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B. nM3Usuillunanisdaadunisvie (Evaluating the sales promotion results) Tnsnas

Tezimaaaeulvasenys msdieseieyadliuimauiy warnIdunwnigldusnng
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1. WivhusBueemumnensdessmemaawuuysanis

2. Tviwuesueanuminenislawan

3. Tiviuesuresduneumsinaulalunislawan

4. Tiihueursanumnenisiiuasnisusesnduiug

5. 'lﬁvhua‘ﬁuw'nzumauﬂ'ﬁﬁ’ﬂﬁu'la'lun'ﬁ'lﬁ‘rh';u,azmiﬂizﬁﬂé’uﬁ’uﬁ'mammmﬂ
6. Iviuedurelunareinssuiunisaedns

7. iihwesuieanmnessimsduadunisene

8. TivhueBurednwarnagnsia (Pull strategies)

9. ivihueBuednwurmsdnaiumsuieisjsgaunans (Trade promotion)

10. WvhueSuiednwaenisdnalunsueiidsgmineues wasmisnune (Sales

force promotion)
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