finns
Wo#AN
AUAT
I0IN
fung
nagn
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uazA
UAAg
Kelle
UETkt
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uslng

Aufn

fiole
(Kotle

unil 4
- YV = IJJII =
WOANTIURUILNA UaWORNITURTIVNEINT

Tuuniasfedostumsinsgsinginssuduslnauasnginssugovegsia Tnesaidu
SiassingAnssufuilan deasdiansinginssuguslan Wy 3 du Usemisiivilede
ssufuilanneuntsde UsznisiiaesiemsiiansingAnssuszwinmsuilon Usynisi
pmTiassingAnssumendinsuilan lasnsldlumanginssuguilon Sudunguiinis
griiteuldunivaty Ao noufidadinsziu Insdenseduine q Sedudelifuilaaiin
unsindulade drunginssuvesidenisssiduiifunsunisinduledofiadrodu us
sldorvazunndrefununguddensgsia

= e = y% =
WNWﬂWﬂﬂﬂ'SiN%U'ﬂﬂﬁ HASWAANITUNTBININGIND
= v o 7 e O da o - w
NAnssuguslna (Consumer Behavior) LUUYAaNININITNTENILANIGIAINABINTT
i A = 9 = 3 FY = i
uansaazdedsladaniie (Kerin & Hartley, 2022, p. 539) Juilnauasynnaniangu
o & o« va Vv - - ° w
Midenass Fevielddudiuazuinis ivenavaussrnudnlunagainudenis (Kotler,
r & Chemnev, 2022, p. 79) yAAa Ngsl UavpdAns \dende @enld nisiminsduduay
L3 2 et J b ey W o e
5 wazUszaunsalvesiulaaiensvauasrusensvesmuedlneguilaalasusnina
RYEMaIAUsTIN dern wazduyAra (Kotler & Armstrong, 2020, p.152) Fsiiadndunis
& v = a & v o & v v ) 4
ATUFAYINY SIUDINGANTINNTVRURRUI LnATugavneUsTnauMIBYARALALATITOUNTE
Lazusnsifeuslaadud fufu dhnissaiedediemwsudulunsAnemginssuguiian
= v a E - + :t - o o w a
WOANTIUHBON9G3A9 (Business Buying Behavior) LUuaANISNIAMAUAIUALUINIS
a e a - vy ' Y] a - o

flunsudandndasiuasuinisiiers e veselidugsiandegliniegaamnssy
br, Keller & Chernev, 2022, p. 105)

=) & v o= = v oA
nmMsAesinaInguilan uasngdnssuduilan
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1. ‘?J‘;ufﬂaumsﬁﬁaulﬂluﬂ‘!‘iéwaaéuﬂnﬂ (The buying decision processes) Wua1éfu
Fumoumsdindulate Fausenaude 5 Sunou Wud (1) msfuaraioims (Need recognition)
(2) nysAumYaya (Information search) (3) MsUsuidiunaniaiden (Evaluation of altermatives)
(@) nfsefadulade (Purchase decision) (5) woRnssunevdanisde (Post-purchase behavior)
(Kotler & Armstrong, 2020, p. 169)

1.1 Ms3u§rnusoants (Need recognition) udumeutuusnvestuneunisindulede
FagU3lnn Yuimudenisnielymivesfuilan 1y fufirdeunin Tedesnisde
wdosuFuenne Wusiu anudesnisvesuslaeiy Wuanudesnistuneuss q dafu tinns
aaneRedosdadenseduiiansedunudaansiiogmeluvesiuilam savisdaodldansydu
Mnnfsusnlasnisorftdeuaznagnssng q Miiedeudenseiuliuilnainmiusoims

1.2 msfumdeya (Information search) utuseunisdndulade iesnnguilan
o¥uksegelatiorfumdeyariandu Tuilduilanssdumdeyanouteodud lasfuilanes
Aumieyaruszuvesulal nsdeansiuiiieuil§dn nmsmusaudeyaaindesns q undsdeya
ffu Usgnaudie (1) fayavinyana (Personal source) léur ilou asauafa (2) Aogsia
(Commercial source) laiun n1slesan wiinuwe uledveundn fure ussadug msde
uansfudn (3) Yeyavrnuvasau (Publics source) liun Aewnava Aodsan nsfumesulal
nsupndsveiou Ustaunsaifieldnanfusiuaruinig undstoyamanidasdouudas
JuituanSusiuavide (udu

1.3 nsUszidiunaniaden (Evaluation of alternatives) iutuifuilnauszifiuna
maden Wertussisne q Mieades thmsmanedsiesinuniBnsiigdeusaduniaden wy
91 BT Adnwaldugeds

1.4 mssnduleda (Purchase decision) Wutuiifuilnadadulafazdefuduaruinis
vnaslansmils leehluasdentonnaniiguslnaiimudurey

1.5 wefinssuneudan1sde (Post-purchase behavior) ludumauiiAntundaaingde
Jodufuazliaududs Jusgiuauilanelavielifmelevesiuilaadlewisuiiousywing
mefuifuanumanis fuil (1) Smssufidulumummsmaniuansirfuilnaiianels (2) &
nsffinnninnumaniuansiguilnanelestiann (3) Smssudinimuaemds wans
IduRlanlifonels lunsdiiguilnaneloviensleegraundu fuslnaeraiinnisuende
AsUPSA ey gidluwdvantauuutinseunn esevlayl uslumensedu aduilaalinele
envupnaeludsay dmidvisiausuurkudania q (Kotler & Armstrong, 2020, p. 169)
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Tutﬁﬁmqﬁnﬁuﬁﬁhﬁ

Lunanwg@nasuguilan (The model of consumer behavior) iumafinwniamagalavia

Tiguslantu iAnnsindulstendndudilaefiynsuduainnisiiadensedu yilvida Ay

» a4 a v & v Vet = a v -1

fen)s Wedinssiuiusiudnanluanaidninfnvesguiloa el

1. lunang@nssuduilaa (The model of consumer behavior) luluinang@nssu

v o= = a = - 4 =i ) : v =

puilaail Wunsruiunedsinet ldlueausnzuntendt “busadanszduliiinnisnevaues
@ 4

(Stimulus respond model)” wanswanInwn 4.1 (Kotler & Others, 2018, p. 181)

dpmiumiminen Surpumsaniy masnduleda (Purchase decision)

t&nﬁﬂti[ﬁwcd‘ } e » msdensdindio (Product choke)
it {Problem recogrtion) L "mfm-“r(:::dwf
« w71 (Bednd) i hunieys gtﬁmwﬁw mﬂ\o{e \
* 1 (Pfice) s R B —»- WM TR (Pur quantity)
= fagila fIncentives) ; 3 » Fnrimsiu (Payment method)
. n"‘iﬂaﬂ'i{conmm:wnni o o h‘l( i
* tesnpriRiAnD (Distibution) ik e ot

awil 4.1 uandlunanginssuguslag (Model of consumer behavior)
fun: U%’Uﬂ‘qqmﬂ Kotler & Others (2018, p. 181) wag Kotler, Keller & Chernev (2022, p. 81)

MNAMUANIEINTEHUIINTIAAIN warAsnsedunaninundouamnin dawaud
aganilnfnveduilaaniunssuiunisininenvesguilaasiuiudneurdiuyanaves
{uslpe dedemadnsromsdndulauartuneunisinaulae sufu vunmseaadadeatunisih
auiilafdeiiiioty Fuduindrinvesdenssdumenismainnisuenuasdnsydudu fidwa
sonranaulade Wilsnadeduneuntsiadulede vail dduneudsineriiddaiiietude ns
1la (Motivation) n153u3 (Perception) M5i38u3 (Learning) @153al (Emotions) kA¥AIMNSA
$1 (Memory) vhliAndvsnasemsnevaussdadulumuduneunisingulede wiludoses
msfudmnudeins msfumdeya nsUsudiumaden msdadulade lnsnsinduidente
Audbaruimsiu fuilnaenadendonaniusiazuinisanasidufuaruinis msdenan
31U '11"‘smrumi§a wagdinsdrsiu awhliiAangfinssuntendinisteduduasuinng
(Kotler & Others , 2018, p. 181, Kotler, Keller & Chemeyv, 2022, p. 81)
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2 {ji]’-DEH}WWIUWImNUiTnﬂ (Consumer psychological factors) Lﬂuaenﬁumumdnﬁ
nornfiazAsrndounsusnumateiiy mu‘mwﬁwanwuﬂnﬂ Tumeunaininy niealediy
dnuaszvesfuilanimiliiAnnisindulede fufu vuvnsmasaadswoat-ladedesuinine,
ﬁe’hgcg aun (1) 133313 (Motivation) (2) 133U (Perception) (3) n1si38u3 (Learning) (4)
ANUNTIIT (Memory) wae (5) @13ual (Emotion) %idﬁﬁwﬁwam'a{?umaumsﬁmﬁuh%ammﬁﬁim
el

. . L d = g o v =
2.1 M39¢1a (Motivation) \upusissnsiiaainmstmihypaaliuaramaniudis
wolapuldsunisnevauesiy uunﬂmwmﬂmaﬂuimwwu’mqvgmswh Ao Nuidndua

Ws9eR (Sigmund Freud's Theories) qugmmwummmmmwa&auswu walal (MasLows
Hierarchy of Needs) ummﬁ'}ﬂzymﬂﬂmanumami'zLm'l.,wQU‘sInﬂLLawn'limam #ail (Kotler
& Armstrong, 2020, p 162) yaraiianlddiinaindvswasudnivendeesivuangfinssu 0
nqudliiausuusdnvusnisdnduladeldudvinasndegsleafifuielddiln (Subconscious
motiyes) Feuslnnanslaidnladn shlumnIsdeduivienginssuuisedns dufu lunaneuion
Jeilfiindninen dnuyweine wesindwnumanidu q Wevhmsidedsiidinausgddaluin
Iddinflegmuldersusiuasnginssuvesfuilnaiidinensivesgsia Tunsdnquiusegslaves
9us18u wnalad (Maslow’s theory of motivation) léaSu1ed Arudeanisuywdludidu
Funguusznoudie muFeinisniesnanig (Physiological needs) A21UABINITAIUAINY
Uaaane (Safety needs) A1umBIn1saudsAu (Social needs) mudABIN1SNISENYDY (Esteemn
needs) LLazm’mﬁmﬂﬁﬂ'i:mﬂ'nuﬁ'ﬁwzuqﬂ (Self-actualization needs) fanmil 4.2

AU flod

Al 4.2 wansdrdunudesnisvesnalad (Maslow's Hierarchy of Needs)
1311 Kotler & Armstrong (2020, p 163)
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NNt 4.2 uansddutunsumnudisentsvsanaladannsaesureiiadnls dail

2.1.1 musesmavamien (Physiological needs) : Hudusausionisty
fuguvesyubiiionuegsen winlildfunismeuaues Sumevenngwdiliaunsavhaonld
Wy s v Tiwinende gy

2.2.2 mudeanisiualasefe (Safety needs) : iuduauidnduns
Uaeqiy Afiuansdirudeinstuiife nisfiuyvdvevagednsasy Tsudovie lignsu
§ou (tu gsialinisdaszuumsinwautasadunisluinlignéniiaauddndulalupa
Vaaagitluvne il daufuazuinig (Hudu

2.2.3 Anudeamssudsay (Social needs) : \udunaudosnistunisiduil
yoauS maaé’ﬁu‘%}qLéuﬁuawnnwaiuﬂiaUﬂ%’auazu;in‘ssmﬂ'luﬁ"ﬁeﬂn DIATIUABINTIINNAUSIAL
LildSunsevauswsilieusiiningnveniiwieidnlaniies wu Weanddnldauduar
uinisldasgunmianssusing q lu Facebook Instagram dwaliiteuludedinuosulatiuans
Aupaiudusy Wusy

2.2.4 AMNUABINISANLENLDY (Esteem needs) : Wuanudanisiiiesies n1s
195ugndes lasunseausu Idsuanvaula faawan f¥adsaduiinanuu ez duiiduy
Bud fanudesmsiiadldfuanuendessueludeiinnsshdailiidnhauesilnmein
AuEsavenuldFumssenuaIngdu 1y qnﬁn%asauuﬁwgmqmm 200 &1 Wuduusn
Tuus mﬂ‘l‘nﬂLLaz"Lﬁ%'UmianE.iaamnﬁ'gu'hLﬂuﬁﬁuwuﬁﬂmjﬁuﬂuum Wusu

225 m"tumaqm‘sﬂsuaummzﬁmaaam’lumm (Self-actualization needs) (u
Fumn ufpIn1sgegauasiazypna Safyaralaussaaudasnisluduily wrldsunisendes
Tuly yarafiiay 1y mmmmmswmmmnmmmmsnmnnamnamqlmama Uniewse
Unuanefidfeides (Husu
2.2 n13%v3 (Perception) Lflu%'jumauﬁwﬂﬂaﬁ’mﬁan Inszilou wazfinuvane
i’auamanwummwwummuma mMsfudiinanuszamdudari 5 ldud nslaiiu 6oy ¢
nau Wausa warlddura u.mamqisnmuumavlmﬂmvun'ﬁsus dnsuidounarirnuninedaya
AsudhnUsramdudamaniuuandneiy 'aaLﬁu‘wmmwmaumssuﬁﬂﬂmunsumumsmmm
maualviaanumﬂumwumwﬁﬁw Uﬂﬂamnmuﬂgﬂwumﬁusmmnmmu MnAansdy
athamermu ponu iy 3 Tunau As (1) m‘iauﬂﬂhmaanaﬁ (Selective attention) (2) N3
Jni0puiidanass (Selective distortion) (3) n1stAu§ne Asiidenass (Selective retention)
fafullunisddsnsydu Wnnsmaradesdeiein edulsignAnianisasqalauaznisii
Snwngeyalveglumumsshliunigauiriiveyinla
2.3 n3138u3 (Learning) n'i‘lumsLﬂﬁuuuﬂaﬂquﬁmsmmqﬂﬂa Faiinaan
Uszapnsel dnnqufiseulandnimginssuaywddndngifaainnsdoud wesmsiSuus
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- . > 3 o - Al
\indlandadn (Orive) Aanszdu (Stimuli) #1817 (Cues) N1snoVAUDY (Responses) waN1I
l@3ulis¢ (Reinforcement) 4137 (Drive) Wudsnszdunisluveayama (Internal stimulus) &4

denaf amiﬂgummaam (Drive) avnmm'ﬁuaqua (Motive) umwnmmnamsumuamﬂﬂ
ethapils th (Cues) Wudinszduumnadniirmuaiyaeasriinsnevauesile Jelwd wae
ag4ls (Kotler & Armstrong, 2020, p 165)

2.4 rudefle (Attitudes) unuAnuasyanaiitniiofatuisladanile dedy
unn mmmam‘wﬂ'numana‘[uuammma“u'imi‘umﬁin% Tagadnmanvalnsdugedsds
dawansy wumawqmnssumwmmanm uananil veuad (Beliefs) iunsusy Luum'mwah
sl 'wa'twm‘qﬂﬂa ywimnFnuasuulivienudnviodsladmils Vimundtududed
81N .,Lﬂaﬂuwdaa wu fuilandafieodnuniie A Tustlovidednanie Tedonsileriaus ud
visaldouuns A udiinemsud Suandadelunsd Wus
2.5 915u8! (Emotions) Luuammm‘lwammwemaﬁmﬂmuaxazﬁauﬁwﬁﬁ%mr‘ﬁq
vainvieauredanszdumelunazniouen Wugluuuanuddn 1du mnuaun paed paa
Tnss pownd anuduau Jadanuuansireiuegannuariimnududoudduegiuugaten
sswinwyarauazlisuiudnvasnisdnlanameninuazngiinssy nanlddinisnevauss
%’u‘ﬁnﬂﬁ?&ﬂﬁtﬁm%’mﬁ’ué’wummi pilanasiumanaiasely uinmsaevauewuilnnens
Wndldanesualidunidedes vilfiAnAugEnsine 4 Kafu asvSondnsiusiazdoniili
fuslhadangiile Audu Werlu uavabreassAersuniouduy
3. lunaAumsed (Memory model) tudnauanunsavesadlygfinsduiin Liv
fnw| anenauthdeyanduuld lnerumseirdwasomsdnduladovesuslan suuuuves
s s sad eI Ramsesuisludsadusing ol
3.1 gUuuuAMuvses1 dndadnenldsuunmiuuandneseninemiunssisresdu
(Short-term memory) Wumsifivteyalitansnlunaidifa wazanumsesisveven (Long-
term imemory) {Humuvsehiiulilduifnenmiteninnlflaghififeditavndoyaves
Uszapnisaiaziinisnensifa udeeninifiummumssdisserenunadasiniy dnideldsuun
sUuuumImsssEeze 16 3 guuuy dall
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“
AU lUNITUIUMS
(Procedural memory) |

AMAMSIUTIRIMIY

(Semantic memory)

ANUNTIIINUMANI3A]

(Episodic memory)

mwiﬁ 4.3 uamluinan1unses (Memory model)
fian | (Kotler & Armstrong, 2020, p. 166)

NNANNANIT0ESUIELAIN
3.1.1 mwmaﬁﬂmﬂmmmirﬁ (Episodic memory) tuAumsssrfiieadosiu
Aansku mmmsmms q Mietu Fuduvszaunsalvesddn Jumumssdrwesypeaiiinduly
a7 gauil waresualdn 9 mL'fluﬂ’mwmmmnﬂ‘uumﬂﬂsvaum'smmuqmaﬂmﬁ’ma
3.1.2 mumsednnamaneg (Semantic memory) Wumsifiudeyaifeaiulan ey
Fouipaiemumng waswuamuAndn q Ssiviloufuaunsssrangnisel Wuaiug
PIYAAR

3.1 3 AIMSITTlunsEUIUNS (Procedural memory) LUuﬂ'nu'suwﬂﬁeuluﬂ'rm%‘lu
NumutuRsulanIzatne 1y SR nswa wazn1sdudnssau Fadumanumsedy
Lnsr.: anwmsmaau‘lmwmmmﬂmuminsumﬁma gMsRAIsTUUUSTMdudauasnis
indetmdudumeuiliieatesfufanssumsiedeulmilanislénduidedi ury v wasile
TuniBuadrsvszaumsaliutaderhdiidulssamduda fduanmundouduusyam
durania 5 1o nsléiiu 9By dndu Teduda 18dusa Tnenszuruninumsedn (Memory
procéss) iunsruIun1svaInITade Lummnuﬂﬂa‘lu"lmwauaamaauusmua"nnmaa Sty
K3l ﬂq1Lﬁumea'[.wua'zuuazmauauadﬂanammﬂﬁmmsﬂﬂam’lﬂmnnmmmvaﬁmauJu
tunenveanslasiauasmsthnduanld aud
3.1.3.1 msldsianinunsesr (Memory Encoding) 1ﬁmsm"1ﬂ'ﬂuaﬂﬂwmm
¢ & 'wa~mﬂ'mmnu'uumau-uaam{lwauam.,m'lm'ﬂmw

ﬂ"l‘i
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3.1.3.2 nsundayavnaarunssdnduunld (Reusing Information From
- - woa a d I v J ar
ory) ffewtasis 3 Usenis (1) ndsfinendedn deteyaifldldstatiuinuasldifiugnunly

amseduds lusssroneefidnuurons (2) deyasrveniatulununsesusliannse
s¥anld dsirndsdildinguanls vioUunANMIWAiauALNgI) Ky Usvansua
yosmstinsthnduunld Wudsdrdgiinniseaadivinismaialuduiuanasdosadaels
andwansudild (3) deyafiferfumninausannsaasrsmansenudnadald waziluaive
lAnnsussiruviesesudeyalmi q 16 Aundriffonnuimevesinnisnaralunis
lawanvesdusiunnunevesgudsiudnnuuniugalaqiu (Kotler, Keller & Chemev, 2022, p.

89-91)

A1y
<

U 9
AN
iy

4. UadArudaiusssa (Cultural factors) Li‘luneiwaamﬁauﬁLﬂuﬁug’nwaams%’ui
maemsua wqmn-s'swlmsuusmnauwmmé’mu AsauAdl wazanrdufid dey
ety 'Jmuﬁsmmmummmwumuwmﬂmmnmamfmmaqmmaqumnﬁwamuué %q
ssuuywdifinannseuifmedisddonvenenvulutlaglu ond Gadelunuwindiey
wnley finmeselunsan LigaluSnis Setemnudnsa anuasainavts nanlein

4 = = - L @ ] ) - &‘ H‘j al '
nnguniedenniidninaiuinusssudidmadionginssunisdersrfulsumanassewing
a A = d at d L - a
Usziie dnmsaaianengunssyyfaimsivdsuwladluinusssuieaansadnausndn e
I T ) ' e Y & 1 od o 1da 09 v a
Inifdunidons Wy nsidsuwlamsinusssudujsiguamuazaiuduegia vinlviAe

Ju
JUuy

anssuvwnngluvinmsiuguamuasainund uegi suiduded omstainuay
P = - 1
uraIMIUIlnANeguAMAIVaINTaTY fell
a T ' < ¥, B @
4.1 JmusIsuNguEan (Subculture) Lﬁuﬂawaquﬂﬂamuummm‘swnu‘[ﬂﬂﬁa

mmﬁﬁ%ﬁmadwﬁaaﬁu fiuszaunsel wazanunisaifwilousu (Jusu TMUSIIUNG Ut B
ausautsmuidend maun RIS dnugvanilicnans Jausssungugossiuiunin
ud ua:mmmmwzﬁmmmnmsmafmuna ponuuukanfusLazlusunsunisnann Insusuld
wngiuauFssmsvaarimaniu Wy lulsenalngldutiausssuvesnulnglunamile nea

=
PG

nAnae nale Wudy
4.2 Fudsmu (Social class) aundnlunsavdudianaziiartioy anuaulawazisnis

uwaneneiu ndspuasimusguuuulastainndudsndludnsuzansuavaundnlutudenuduasd

anwe
e
dimy
unn
wile

Lyanllon anwaule wadnssumileuny dudeuliiligniuuasintededuseldidfios
fea uitedunisifenlessuondn seld ninddu msfinw wasiuustu q lunistuy
audnlussdutudsnuiidnsfuariiunumuarlianunsadsuuuasium snsdanuls
snanearaulalududiey Wewmnailududiruudasdu ﬁm’;‘[ﬁnﬁ%zuaquﬁnisumﬁ’a
Ly Sudsruazuanidednuarvemandusiiuande anuveulunsaig q liieuidu
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lefiieed muAumavienivakaymainHewTIUINTINTSY warsan us (Kotler &
trong, 2020, p. 156)

5. Yadudrudenu (Social factors) Yaduderuildninasonginssuguilan wu nqu
nAIaYIedian AToUATI unuMUaranuANAIUdAN (Kotler & Armstrong, 2020, p.
el

5.1 ngue98e (Reference groups) LUuﬂaumwmmsmmmma LN NDBUVBINTG
ULfiEy viruaR uasnginssuvasyana

5.2 naummmmnm (Opinion leaders) Li‘.luumanw‘lunanﬂ']&m mummmm‘i

'L‘lﬂafm"lﬂaﬂ'tﬂfu au " muawﬁwamaumaau

5.3 3vdnaannsuande (Word-of-mouth influence) Wunadwsvaanisusniaives

el - o o - o = it | =
'U1ﬂﬂa‘lLLﬁS'USLﬁU@LL‘IJzTIBQLﬂBumTl'N.l.il ABUATT N u.azﬂ'uﬂ.nﬂau | ﬁmamawqmnsmmi

&
8

5.4 nMsra1nlagliildnina (nfluencer marketing) n1simuanguiiidninanse

“ il e = - i Qy} 4 i A a J -
#3790 aviswalul ] TUNUNBUBNABINYINULIBININUBITINT

5.5 in3evnedausaulayl (Online social network) 1Huguyudsauseulay uden

1 i @ o ¢ < Y
Ul vudedsauesulayd yusunst asduiesulal Jadunszuiumsm sdepuviens
4 kel - ' a
uanidsuteyauararmudaiiusewiteiu (Kotler & Armstrong, 2022, p. 157)

Wun

AR
Lhe 2
s |

5.6 AsBUASI (Family) aundnaseuntaildvidnadenginssugde Tnsaseuntaiiodn
quilBvnatidrdndian uanifussinismsdevasiusinaludany

6. Yadudauynna (Personal factors) idvEwasnenisindulevestfde ldud 913w o1y
sTinAseund anumsalinsuginvesyana 3083n yadinam wazwwimuAnvesynaa

= . =i | 1 (= 13 = o
6.1 B1YN (OCCUpatIOﬂ) aww'uaqqﬂﬂaamaﬂswumaaumuazmmw%a

Methudu gidvanglionrdn yuims fdans Nﬂ‘ivnaum'i WiNUFINY NIIUNS mvmns

Y157

&
N3 W‘!Jﬂd'lu'iﬁ‘l?ﬂﬂﬂi] WUUI INBEM LaEI19Y mu.ma“nauu%uqumnﬁumwaw

wANFAY m‘uu UNNISHAINTGD ammsm"unaumﬁwmmwau'[ﬂuwamnmw waruInIsues

§3ne

ma'lwmmsmwamﬁuﬂ'wmammw Lﬂummmwmnaumﬁwmnaﬂlm
6.2 muuanmnsmmmauﬂs's (Age and life stage) wuﬂmumﬂasnﬁumum

U'%mwmnwwauwuwnmamauau'agan'immﬂiauwn (19u lan ‘Vi‘l.!llﬁ’l'l usauuaadelad

woisruudiiyasdadn udsnuudadiyaslauds) dnmsmanadindmuasaiadhuwuielag
v =ia v v o w v W - W ° a
Qﬂﬁﬁ?ﬁﬂﬁﬂUﬂi?‘UBQQﬂﬁq LWBWWU"IaUﬂ']IﬂL“JJ'Wﬁu FIUANTATNUNUNTIINAIAATNIU
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(Kotler, Keller & Cherney, 2022, p. 111)
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